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relations.	Please	go	ahead,	sir.Ryan	Martinez	--	Vice	President,	Investor	Relations	Thank	you,	all,	for	joining	us	for	our	second	quarter	earnings	call.	In	just	a	moment,	we	will	share	some	prepared	remarks	and	then	open	it	up	for	Q&A.	And	with	me	today,	we	have	our	CEO,	Bob	Jordan;	executive	vice	president	and	CFO,	Tammy	Romo;	executive	vice
president	and	chief	commercial	officer,	Andrew	Watterson;	and	president	and	chief	operating	officer,	Mike	Van	de	Ven.	A	quick	reminder	that	we	will	make	forward-looking	statements,	which	are	based	on	our	current	expectation	of	future	performance	and	our	actual	results	could	differ	substantially	from	these	expectations.	Also,	we	had	a	few	special
items	in	our	second	quarter	results,	which	we	excluded	from	our	trends	for	non-GAAP	purposes,	and	we	will	reference	our	non-GAAP	results	as	well.	So	please	refer	to	our	press	release	from	this	morning	and	our	Investor	Relations	website	for	more	information.	And	with	that,	Bob,	I'll	turn	it	over	to	you.Bob	Jordan	--	Chief	Executive	Officer	Well,	thank
you,	Ryan,	and	I	appreciate	everybody	joining	us	this	morning.	Well,	what	a	difference	a	quarter	can	make.	Coming	off	first	quarter's	net	loss,	you	will	recall	that	we	are	encouraged	by	the	positive	trend	change	in	travel	demand	in	March,	and	we're	optimistic	about	summer	travel	revenues.	That	said,	I	don't	think	any	of	us	expected	demand	to	surge
to	the	levels	we	experienced	in	the	second	quarter,	particularly	in	June.	Andrew	will	cover	the	revenue	details,	but	Q2	operating	revenues	increased	13.9%	versus	Q2	2019	to	an	all-time	quarterly	record	of	$6.7	billion	despite	Q2	managed	business	revenue	still	down	24%	and	capacity	that	was	still	down	about	7%.	We	also	produced	an	all-time	record
quarterly	net	income,	excluding	special	items,	of	$825	million.	It	is	all	because	of	the	people	at	Southwest	Airlines,	and	I	want	to	just	say	a	huge	thank	you	to	them	for	a	job	very	well	done.	I	want	to	congratulate	them	on	the	progress	that	we've	made	together.	It's	just	an	incredible	turnaround	from	last	year,	not	to	mention	just	a	quarter	ago.	Looking
forward,	demand	continues	to	be	strong.	We	continue	to	experience	both	inflationary	pressures	and	headwinds	from	lower	productivity	and	efficiency.	Energy	prices	have	moderated	a	bit	recently,	but	remain	high,	and	we	expect	to	have	another	meaningful	fuel	hedging	gain	here	in	Q3.	But	most	importantly,	we	remain	largely	on	our	plan	for	this
year.	Our	2022	capacity	remains	stable.	We	remain	on	our	cost	plan.	We're	slightly	ahead	of	our	overall	staffing	plan	and	our	operational	reliability	is	much	improved.	We've	made	tremendous	progress,	and	our	people	have	a	lot	to	be	proud	of.	I'm	just	extremely	thankful	for	all	of	their	efforts	in	getting	us	to	this	point	in	the	pandemic	recovery.	Our
third	quarter	guidance	is	based	on	our	current	outlook	and	excludes	any	significant	unforeseen	events,	but	I'll	admit	that	there's	a	lot	of	noise	out	there	right	now.	It	seems	that	all	of	us	know	someone	who	has	this	latest	strand	of	COVID,	inflation	pressures	are	real,	and	they	are	worried	about	a	potential	recession.	Consumer	and	business	sentiment	is
down,	and	there	are	data	points	out	there	that	could	indicate	early	signs	of	a	slowdown.	But	so	far,	demand	remains	strong,	and	we	haven't	seen	material	impacts	to	our	business.	As	always,	we'll	continue	to	monitor	the	environment	and	be	ready	to	respond	if	needed.	It's	helpful	to	remember	that	we	have	historically	lagged	in	terms	of	impact	to
revenues	going	into	a	recession,	and	we	have	typically	lagged	recovery	coming	out.	Well,	you've	heard	me	mention	our	list	of	key	priorities	for	2022	many	times,	I'd	like	to	share	our	midyear	progress	on	each	of	them.	First,	getting	properly	staffed	at	focusing	on	our	people.	I'm	really	proud	to	report	that	we	reached	pre-pandemic	staffing	levels	in	May
2022,	which	is	just	a	huge	milestone.	We	continue	hiring	in	specific	areas,	particularly	for	pilots,	and	we	expect	to	add	over	10,000	employees	this	year	out	of	attrition.	We're	pleased	to	be	seeing	the	impact	of	our	hiring	in	airports,	especially	given	the	busy	travel	season	that	we're	in.	Now	that	thousands	of	new	employees	have	been	due	training	and
are	contributing	on	the	front	line.	Second,	making	progress	toward	our	historic	operational	reliability	and	efficiency.	Our	operational	performance	since	April	has	been	very	strong,	and	our	flight	cancellations	in	May	and	June	were	less	than	1%,	which	means	a	99-plus	percent	completion	factor.	Mike	will	cover	the	operations	in	more	detail,	but	we	are
benefiting	from	getting	better	staffed,	getting	new	employees	through	training	and	on	the	front	line,	adding	more	short-haul	flying	to	provide	better	network	stability	and	adding	more	flying	between	crew	bases.	We	know	that	we've	got	work	to	do	on	the	efficiency	side	as	we	focus	on	2023,	and	we're	laser-focused	on	walking	down	fleet	and	capacity
plans,	moderating	our	overall	hiring,	optimizing	staffing	to	flight	schedules,	ringing	out	cost	inefficiencies	and	returning	to	our	historic	efficiency	levels	by	the	end	of	next	year.	But	again,	I	just	want	to	thank	our	amazing	people	for	their	hard	work	as	we	continue	to	improve	our	operational	reliability.	And	I	want	to	thank	our	partners	at	the	FAA	and	in
the	administration	for	working	to	overcome	challenges	and	continuing	to	improve	the	airspace	as	travel	demand	returns.	Third,	providing	legendary	hospitality.	I'm	very	proud	of	our	people	and	our	employees	for	restoring	our	customer	service	advantage	this	year.	For	January	through	May,	we	are	No.	1	in	customer	service	for	the	DOT's	ranking	for
marketing	carriers.	I	continue	to	be	out	in	the	field	on	a	regular	basis,	and	I	get	to	experience	firsthand	our	terrific	employees	taking	great	care	of	our	customers.	I	get	the	emails,	I	see	the	stories,	and	I	truly	appreciate	what	they	all	do	each	and	every	day	for	our	customers	and	for	each	other.	I'm	also	very	pleased	to	announce	that	we	continue	to
make	traveling	on	Southwest	Airlines	even	easier	by	adding	yet	another	customer	benefit,	our	new	flight	credits	don't	expire	policy.	It's	an	industry-leading	flight	credit	policy.	And	when	you	combine	that	with	no	change	fees,	no	bag	fees,	Rapid	Rewards	points	that	don't	expire	and	transferable	flight	credits,	it's	just	a	powerful	low-fare	brand	combo
that's	all	about	winning	more	customers.	While	there	is	a	cost,	it's	really	the	one-time	cost	of	extending	the	COVID-related	funds	that	would	have	expired	this	September	and	we	expect	the	impact	to	be	immaterial	beyond	this	quarter.	And	finally,	returning	to	consistent	profitability.	We	just	reported	record	earnings	for	Q2	and	this	is	the	most	stable
revenue	environment	that	we've	had	in	over	two	years.	We	remain	well	protected	with	our	fuel	hedge,	and	we	are	currently	expecting	to	be	profitable	for	Q3	and	Q4	and	for	the	full	year	2022.	Our	main	gating	factor	to	future	growth	is	pilot	hiring.	Despite	delays	in	aircraft	deliveries,	we	feel	good	about	our	ability	to	fly	our	flight	schedules	as	planned,
which	are	currently	published	through	March	8.	Our	current	outlook	for	first	quarter	2023	is	for	capacity	to	be	up	about	10%	versus	first	quarter	2022.	And	if	we	find	ourselves	in	a	position	to	need	to	republish	schedules	or	trim	capacity,	we	can	certainly	do	that,	but	I'm	optimistic	that	we	can	continue	to	avoid	that	going	forward.	It	is	still	very	early
for	2023.	So	we're	just	going	to	take	it	one	quarter	at	a	time	beyond	our	currently	published	schedules,	but	we're	turning	our	focus	to	2023	planning	and,	in	particular,	regaining	historic	efficiency	levels,	and	we'll	share	our	2023	outlook	with	you	at	investor	day,	which	is	currently	planned	for	December	7.	Last,	I	just	want	to	stop	and	acknowledge	the
assailant	incident	event	that	we	had	at	Love	Field	earlier	this	week.	Luckily,	all	of	our	employees	and	customers	are	safe.	And	I	just	want	to	say	a	huge	thank	you	to	our	employees	for	taking	great	care	of	our	customers	and	each	other.	I	want	to	thank	law	enforcement	for	their	swift	and	professional	action.	Thank	the	TSA	for	managing	the	fault	out.
And	just	thank	you	to	everybody	involved	for	keeping	this	from	being	worse.	I'm	just	very,	very	grateful	for	that.	And	with	that,	I	will	turn	it	over	to	Tammy.Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	Thank	you,	Bob,	and	hello,	everyone.	First,	I'd	also	like	to	thank	our	employees	for	their	outstanding	efforts	this	quarter,	which
resulted	in	solid	operational	and	record	financial	performance.	The	demand	surge,	coupled	with	constrained	capacity,	resulted	in	a	strong	yield	environment	and	record	quarterly	operating	revenues	of	$6.7	billion.	The	record	revenue	performance	drove	record	quarterly	net	income,	excluding	special	items,	of	$825	million	despite	higher	fuel	and



inflationary	cost	pressures.	We	have	also	posted	a	strong	operating	margin,	excluding	special	items,	of	17.4%,	which	exceeded	second	quarter	2019	levels.	All	around,	this	was	an	impressive	quarter	and	an	important	milestone	along	our	pandemic	recovery.	Andrew	will	speak	to	our	revenue	trends	in	a	minute,	including	why	we	made	the	policy
change	regarding	flight	credits	that	don't	expire,	but	I	want	to	make	a	few	comments	regarding	the	timing	of	revenue	recognition	for	breakage	revenue	for	tickets	expected	to	go	unused.	The	pandemic	caused	an	extremely	high	number	of	customer	flight	cancellations	during	2020,	and	to	a	lesser	degree,	last	year	and	even	the	beginning	of	this	year
with	Omicron	wave.	As	a	result,	we	have	had	more	flight	credits	outstanding	than	normal.	Today's	policy	change	to	eliminate	the	expiration	dates	for	unused	funds	will	result	in	lower	breakage	revenue	for	third	quarter	than	we	would	record	under	our	previous	policy	in	large	part	due	to	the	COVID-related	travel	funds	that	were	set	to	expire	in
September.	Andrew	will	cover	the	sequential	impact	to	revenue	in	a	minute,	but	we	expect	the	policy	change	to	result	in	significantly	lower	breakage	revenue	in	third	quarter,	which	we	factored	into	our	third	quarter	revenue	guidance.	We	currently	expect	that	impact	to	be	in	the	$250	million	to	$300	million	range.	As	we	look	beyond	third	quarter,
we	expect	breakage	as	a	percentage	of	revenue	to	normalize	back	to	pre-pandemic	levels	and	any	ongoing	impact	from	this	policy	change	is	estimated	to	be	immaterial	beyond	this	quarter.	Our	people	did	a	great	job,	managing	costs	in	second	quarter	and	our	fuel	hedge	performed	very	well.	While	market	prices	have	moderated	a	bit	lately,	they	are
still	elevated	and	volatile	given	the	current	geopolitical	climate,	regardless	of	the	continued	uncertainty	surrounding	the	market	our	fuel	hedge	significantly	offset	the	market	price	increase	in	jet	fuel	in	second	quarter	2022,	saving	us	$330	million	in	fuel	expense.	We	are	59%	hedged	for	third	quarter	and	estimate	our	third	quarter	fuel	price	to	be	in
the	$3.25	to	$3.35	per	gallon	range,	slightly	below	our	second	quarter	fuel	price.	That	includes	an	estimated	$0.46	of	hedging	gains,	which	represents	cost	savings	of	more	than	$230	million	in	third	quarter	alone.	Of	course,	this	is	a	snapshot	of	our	fuel	guidance	at	a	point	in	time	and	market	oil	prices	and	jet	fuel	cracks	can	move	materially	on	a	daily
basis.	We	continue	to	seek	opportunities	to	expand	our	2023	and	2024	portfolio.	The	fair	market	value	of	our	fuel	hedge	for	the	second	half	of	this	year	is	approximately	$430	million,	which	would	bring	our	full	year	2022	fuel	hedge	benefit	to	roughly	$1	billion	based	on	price	assumptions	outlined	in	our	earnings	release,	and	the	fair	market	value	of
our	fuel	hedge	in	2023	and	beyond	is	estimated	at	roughly	$580	million.	Taking	a	look	at	nonfuel	costs,	second	quarter	CASM-X	was	favorable	to	our	previous	guidance	range	at	up	13.1%	compared	with	second	quarter	2019	and	due	to	lower-than-anticipated	benefit	cost	and	the	shifting	of	some	maintenance	costs	into	the	second	half	of	this	year.	For
our	third	quarter,	we	currently	estimate	nonfuel	CASM-X	to	increase	in	the	range	of	12%	to	15%	when	compared	with	2019	levels.	More	than	half	of	that	increase	continues	to	be	driven	by	inflationary	pressures,	primarily	in	higher	rates	for	our	labor	benefits	and	airports.	The	remainder	of	the	CASM-X	increase	is	attributable	to	headwinds	from
operating	at	suboptimal	productivity	levels	as	we	continue	to	work	to	get	adequately	staffed	and	our	new	employees	trained	while	third	quarter	capacity	levels	are	expected	to	be	roughly	in	line	with	2019	levels.	Overall,	I	am	pleased	that	we	remain	on	track	with	our	2022	cost	plan,	especially	in	this	environment,	and	our	full	year	CASM-X	guidance
remains	unchanged	at	12%	to	16%	compared	with	2019.	As	a	reminder,	this	includes	labor	accruals	for	all	work	groups	beginning	April	1,	taking	into	account	our	best	estimate	in	this	labor	environment.	Turning	to	our	fleet.	We	have	revised	our	expectations	for	aircraft	deliveries	this	year	due	to	supply	chain	challenges	that	Boeing	is	dealing	with	as
well	as	the	current	status	of	the	7	MAX	certification.	Through	the	first	half	of	this	year,	we	took	delivery	of	12	8	MAX	aircraft,	and	we	now	expect	to	take	delivery	of	23	aircraft	in	the	third	quarter	and	31	aircraft	in	fourth	quarter.	All	8	MAX	aircraft	for	a	total	of	66	deliveries	this	year.	We	do	not	expect	to	take	delivery	of	any	7	MAX	aircraft	this	year.
We	plan	to	retire	a	total	of	29	700	aircraft	this	year	and	currently	estimate	will	end	the	year	with	765	aircraft	in	our	fleet	which	supports	our	currently	published	flight	schedules	through	March	of	next	year.	We	have	additional	information	in	our	press	release,	so	I	won't	reiterate	all	the	fleet	details.	You	will	see	that	our	contractual	order	book	still
reflects	114	MAX	deliveries,	including	options	this	year,	but	we	are	providing	you	our	best	estimate	for	what	we	think	we	will	receive	this	year	based	on	recent	discussions	with	Boeing.	We	will	continue	working	with	Boeing	with	the	focus	on	this	year	and	next.	Based	on	our	updated	planning	assumption	that	we	will	receive	a	total	of	66	8	MAX	aircraft
this	year,	we	have	lowered	our	2022	capex	guidance	to	approximately	$4	billion	billion	lower	than	our	previous	guidance	that	assumed	the	delivery	of	114	MAX	aircraft.	On	our	balance	sheet,	we	ended	the	quarter	with	cash	and	short-term	investments	of	$16.4	billion.	We	also	recently	extended	our	$1	billion	revolving	line	of	credit	by	two	years	with
no	change	to	our	covenants,	and	it	remains	undrawn	and	fully	available	to	us.	We	are	in	a	net	cash	position	and	leverage	is	at	a	very	manageable	53%.	We	continue	to	be	the	only	U.S.	airline	with	an	investment-grade	rating	by	all	three	rating	agencies,	which	remains	one	of	our	key	competitive	advantages.	We	have	modest	scheduled	debt	payments
for	the	remainder	of	this	year.	However,	we	have	been	opportunistic	and	have	repurchased	some	of	our	convertible	notes,	$302	million	so	far	this	year	and	$505	million	in	total	with	$1.8	billion	still	outstanding.	As	a	reminder,	the	payroll	support	restrictions	on	dividends	and	share	repurchases	remain	in	place	until	the	end	of	this	quarter.	As	always,
we	will	be	evaluating	our	capital	plans	with	our	board	as	we	began	planning	for	2023.	Throughout	the	pandemic,	we've	been	surgical	in	our	capital	allocation	decisions	to	drive	future	growth	and	value.	And	in	terms	of	priority,	as	we	move	forward,	we	intend	to	continue	investing	in	the	business	as	we	scale	for	future	growth.	We	will	continue	paying
down	debt,	and	we	will	continue	to	be	opportunistic	where	we	can	and	we	may	have	opportunities	to	reduce	our	leverage	at	a	faster	pace.	As	ever,	we	are	committed	to	generating	returns	on	capital,	well	in	excess	of	our	cost	of	capital	and	intend	to	outline	our	future	capital	plans	at	our	investor	day	later	this	year.	So	more	to	come	on	that.	In	closing,	I
am	very	pleased	with	our	second	quarter	results.	As	Bob	mentioned,	we	remain	on	track	with	our	plans	this	year,	have	better	stability	and	have	good	momentum	heading	into	the	second	half	of	this	year.	With	that,	I	will	turn	it	over	to	Andrew.Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	Thank	you,	Tammy.	I'll	provide
some	additional	color	on	our	Q2	revenue	trends	and	Q2	outlook	and	point	you	to	our	earnings	release	for	more	detail.	Looking	first	at	Q2,	we	experienced	a	significant	change	in	revenue	trends	compared	to	Q1	as	travel	demand	began	to	surge	in	March.	Each	month	in	Q2	was	stronger	than	the	prior	in	terms	of	load	factor	yield	and	revenue.	June
represented	the	strongest	monthly	revenue	performance	in	our	history,	and	we	had	all-time	quarterly	record	operating	revenues	in	Q2	of	$6.7	billion,	which	was	up	13.9%	versus	Q2	2019,	in	line	with	our	guidance.	Leisure	demand	was	robust,	and	we	also	saw	a	notable	improvement	in	business	demand.	Managed	business	revenues	improved	from
down	36%	in	March	to	down	19%	in	June.	While	business	passengers	and	overall	business	revenues	remain	below	2019	levels,	managed	business	fares	were	above	2019	throughout	Q2.	Our	Q2	loyalty	program	revenue	also	represented	an	all-time	quarterly	record,	which	was	assisted	by	incremental	revenue	from	our	co-brand	credit	card	agreement
with	Chase,	that	we	secured	at	the	end	of	last	year.	Q2	retail	sales,	spend	for	cardholder	and	our	overall	portfolio	size	continue	to	grow	versus	2019,	and	we	continue	to	be	very	pleased	with	the	performance	of	our	loyalty	program	and	its	significant	revenue	contribution.	Our	new	cities	and	development	markets	performed	well,	as	did	Hawaii,	which
was	aided	by	the	modifications	we	made	to	our	Hawaii	flight	schedule	and	Mainland	flying.	Our	revenue	initiatives	also	performed	well,	and	we	launched	our	new	fare	product	Wanna	Get	Away	Plus	in	May.	I	want	to	congratulate	our	teams	on	a	successful	rollout	and	customers	are	responding	well	to	our	expanded	fare	offerings.	All	told,	Q2	was
strong	across	all	geographies	and	metrics,	and	we	were	very	pleased	with	the	results.	As	you	saw	in	our	release	this	morning,	beginning	today,	any	flight	credit	that	results	from	a	flight	change	or	cancellation,	no	longer	will	expire	in	the	future.	Previously,	Southwest	flight	credits	had	to	be	flown	within	one	year	for	the	date	our	customers	originally
purchased	their	ticket.	We	also	are	eliminating	the	expiration	date	on	any	flight	credits	that	are	currently	valid	and	unexpired,	including	those	travel	credits	that	were	issued	as	customers	changed	their	travel	early	in	the	pandemic	and	would	have	expired	this	coming	September.	We're	famous	for	offering	industry-leading	flexibility	across	the	board,
and	customers	tell	us	it	is	one	of	the	key	differentiators	of	our	brand.	Repeat	purchases	by	engaged	customers	is	a	cornerstone	of	our	business	model	and	our	success.	Our	customer	research	and	feedback	tells	us	that	flexibility	has	become	even	more	important	to	customers	over	the	past	two	years.	Therefore,	it's	important	to	us	to	deepen	our
commitment	to	flexibility	and	the	ease	of	doing	business	with	Southwest	Airlines.	And	with	this	move,	we	are	clearly	the	industry	leader	and	unmatched	in	this	regard.	The	value	proposition	for	our	customers	is	greater	than	it	has	ever	been.	Now	looking	at	Q3,	we're	coming	off	of	June's	peak	performance,	but	current	demand	trends	remain	strong.
We	continue	to	experience	strong	passenger	bookings	yields	and	load	factors.	Leisure	bookings	are	trending	in	line	with	seasonal	expectations.	Business	demand	is	also	trending	well,	and	we	expect	Q3	business	--	managed	business	revenues	to	improve	the	down	17%	to	21%	compared	with	Q3	2019.	July	is	the	second	weakest	month	for	business
travel	and	August	is	a	mix	of	leisure	and	business	as	leisure	summer	demand	seasonally	cools	off	in	the	back	half	of	the	month.	If	we	look	at	post-Labor	Day	bookings	on	hand	at	this	point,	we're	encouraged	by	both	leisure	and	business	bookings,	although	it's	still	pretty	early	in	the	booking	curve,	especially	for	business	travel.	I	would	be	remiss	if	I
didn't	mention	that	there	are	quantitative	anecdotes	from	external	data	that	indicate	industry	yields	are	softening	off	of	the	peak	of	June,	and	we	are	watching	our	bookings	very	closely.	That	said,	we	are	overall	pleased	with	the	trends	we	are	currently	seeing	and	expect	Q3	operating	revenues	to	increase	8%	to	12%	versus	Q3	2019.	Included	in	our
Q3	guidance	are	two	headwinds	and	as	we	look	at	sequential	revenue	expectations	compared	with	Q2.	First,	we	have	a	5-point	sequential	headwind	due	to	our	policy	change	to	remove	expiration	dates	from	our	flight	credits,	which	Tammy	mentioned	is	a	one-time	impact.	And	secondly,	we	have	a	2-point	headwind	due	to	our	network	restoration	with
focus	on	short-haul	markets	in	Q3.	Our	network	restoration	is	important	to	getting	back	to	full	utilization	of	our	assets	but	is	already	providing	benefits	in	terms	of	operational	reliability.	And	we	believe	this	revenue	headwind	is	temporary	until	business	demand	recovers	more	fully.	Our	Q3	capacity	is	roughly	flat	with	Q3	2019,	and	our	Q4	capacity	is
expected	to	be	down	1%	to	2%	versus	Q4	2019.	Our	flight	schedule	is	currently	published	through	March	8.	And	based	on	current	plans,	January	and	February	2023	capacity	is	flat	to	January	and	February	2019.	On	a	year-over-year	basis,	we	expect	Q1	2023	capacity	to	increase	10%	versus	Q1	2022.	We	are	still	early	in	our	2023	planning	process,	but
that	gives	you	an	idea	of	where	we	expect	to	begin	the	year	in	terms	of	capacity.	In	terms	of	network	restoration,	and	based	on	our	full	year	2020	capacity	guidance	of	down	4%	versus	2019,	we	continue	to	expect	to	be	roughly	85%	restored	by	the	end	of	this	year.	While	capacity	levels	are	in	line	with	2019	in	the	second	half	of	this	year,	our	network
won't	be	fully	restored	until	at	least	the	end	of	2023	as	we	continue	to	rebuild	the	vast	majority	of	flights	we	cut	during	the	pandemic	to	fund	new	city	growth.	And	with	that,	I'll	turn	it	over	to	Mike.Mike	Van	de	Ven	--	Chief	Operating	Officer	Well,	thank	you,	Andrew,	and	hello,	everyone.	We	are	in	the	middle	of	the	busiest	summer	travel	season	we've
experienced	in	several	years,	and	we're	making	significant	progress	in	delivering	a	stable	and	reliable	travel	experience	to	our	customers	and	to	our	employees.	Our	hiring	momentum	began	to	build	in	the	first	quarter,	and	that's	continuing.	Those	additional	employees	are	beginning	to	impact	our	day-to-day	operating	environment	as	they	complete
their	initial	training	and	move	into	their	respective	roles.	Our	new	hires,	combined	with	the	scheduled	reductions	that	we	made	earlier	in	the	year,	as	well	as	our	ongoing	operational	modernization	efforts,	have	stabilized	the	operation	as	we	continue	forward.	From	the	beginning	of	May	through	the	busy	4th	of	July	travel	period	that	I	know	you	all
heard	about	on	the	news,	our	cancellation	rate	was	less	than	1%,	and	that's	the	best	performance	for	Southwest	since	2017.	Our	on-time	performance	over	that	same	period,	as	measured	by	the	DOT,	was	74.3%.	And	while	that	is	certainly	below	our	expectation,	it's	primarily	an	operating	tempo	problem.	Our	tempo	is	being	impacted	by	the	sheer
number	of	new	hires	just	starting	work,	heavy	load	factors,	the	airport	environment	as	well	as	air	traffic	control	challenges	from	weather	and	staffing.	If	on-time	performance	was	measured	within	30	minutes,	that	74.3%	would	improve	to	85.3%	and	that's	in	line	with	our	historic	pre-pandemic	levels.	So	in	practical	terms,	that	means	that	in	today's
environment,	almost	90%	of	our	nearly	4,000	flights	a	day	are	operating	just	like	they	were	pre-pandemic,	but	about	10%	of	the	flights	have	a	15-minute	delay	that	wasn't	there	in	pre-pandemic	periods.	So	we've	made	solid	progress	toward	historical	operating	results,	and	we're	doing	that	at	nearly	pre-pandemic	capacity	levels.	We've	accomplished
all	of	that	by	balancing	our	flight	schedules	with	staffing.	Our	staffing	--	our	active	staffing	is	up	over	7,000	employees	since	the	end	of	last	year,	and	we	surpassed	2019	levels	of	active	staffing	in	May.	About	75%	of	this	hiring	was	in	our	airport	operations	and	about	20%	were	in	flight	crews.	We're	going	to	continue	hiring.	It's	imperative	that	we
remain	adequately	staffed	to	support	both	our	customers	and	our	employees.	We're	focused	on	improving	the	experience	of	our	flight	crews	in	terms	of	reroutes	and	deadheads	and	any	unplanned	overnight	and	extra	flying.	And	finally,	we've	improved	the	quality	of	the	schedule	for	our	operation	with	more	depth	and	more	nonstop	flights.	We've
added	short-haul	flights	in	the	business	orient	markets	provides	us	more	options	when	we	have	weather	or	ATC	delays.	And	we	also	had	more	flying	between	our	crew	bases	and	all	of	those	things	and	all	of	those	changes	support	a	more	stable	operational	environment.	As	we	continue	our	network	restoration,	I	believe	that	our	operational
performance	will	continue	to	improve.	I	believe	that	those	improvements,	combined	with	our	other	operational	initiatives,	are	going	to	provide	the	foundation	to	recapture	our	overall	efficiency	and	return	to	historic	levels	of	productivity.	And	just	a	couple	more	thoughts	on	hiring	and	training.	As	travel	demand	began	to	rebound	last	year,	our	first
step	was	to	rebuild	and	restart	our	hiring	machine,	and	we	had	staffing	shortages	and	bottlenecks	throughout	the	organization	from	recruiters	to	the	front	line	to	supporting	positions.	We've	been	running	at	a	record	pace	this	year.	And	from	a	companywide	perspective,	we've	augmented	our	staffing	in	most	of	the	critical	areas,	and	that's	leaving	just
our	pilot	hiring	and	training	as	the	pacing	factor	for	the	company	as	we	move	forward.	So	as	Bob	mentioned,	we	still	expect	to	add	over	10,000	new	employees	this	year,	net	of	attrition.	And	we're	now	at	a	point	where	we	can	begin	to	transition	those	hiring	efforts	into	more	targeted	and	focused	locations	and	groups	where	our	network	restoration	has
occurred.	The	majority	of	these	hires	will	be	to	cover	our	published	schedules	and	capacity	plans	this	year,	but	we	also	intend	to	build	some	buffer	so	that	we're	ready	to	resume	growth	in	the	near	future,	and	then	get	ahead	of	our	spring	and	summer	of	2023	staffing	needs	with	a	more	seasoned	workforce.	We're	still	being	impacted	by	COVID
illnesses	and	a	higher	level	of	inactive	employees.	Our	sick	rates	are	still	elevated	in	some	of	our	work	groups.	So	we	believe	that	it's	just	prudent	to	build	some	staffing	cushion	and	buffer	in	the	aviation	environment	that	we	all	find	ourselves	in.	And	none	of	that	is	unique	to	Southwest.	It's	a	work	in	progress	and	getting	back	to	historical	levels	of
productivity	by	the	end	of	next	year	remains	one	of	our	top	priorities.	So	on	a	separate	note,	I	wasn't	able	to	be	at	our	grand	opening	of	our	new	130,000	square	foot	aircraft	maintenance	hangar	in	Denver	during	the	second	quarter,	and	that's	going	to	be	very	helpful	to	the	operation.	With	the	addition	of	Denver,	we	now	have	seven	Hanger	locations:
Dallas,	Houston	and	Phoenix,	Chicago,	Atlanta,	Orlando	and	now	Denver.	Our	tech	up	team	does	a	tremendous	job,	and	I	want	to	thank	them	for	managing	through	a	changing	flight	schedule	in	a	fleet	plan	over	the	past	several	years.	And	last,	but	certainly	not	least,	our	people	have	solidly	restored	our	customer	service	advantage.	Year	to	date
through	May,	Southwest	is	back	in	the	top	spot	for	customer	satisfaction	for	the	DOT's	air	travel	consumer	report	and	my	sincere	thanks	to	all	of	our	employees,	especially	all	those	on	the	front	line	that	are	taking	care	of	our	customers	and	of	each	other.	They	are	simply	the	best,	and	I	have	my	deepest	respect	and	admiration.	So	with	that,	I'll	turn	it
back	over	to	Ryan.Ryan	Martinez	--	Vice	President,	Investor	Relations	Thank	you,	Mike.	We	have	analysts	queued	up	for	questions.	So	a	quick	reminder	to	please	keep	your	questions	to	one	and	a	follow-up,	if	needed.	Operator,	please	go	ahead	and	begin	our	analyst	Q&A.	Questions	&	Answers:	OperatorThank	you.	[Operator	instructions]	The	first
question	will	come	from	Savi	Syth	from	Raymond	James.	Please	go	ahead.Savi	Syth	--	Raymond	James	--	Analyst	Hi.	Good	afternoon.	Just	in	terms	of	the	MAX	delays	here.	I	know	you're	talking	about	really	working	on	one	quarter	at	a	time	as	you	plan	2023.	But	was	curious	if	the	delays.	I	know	pilot	hiring,	you've	kind	of	talked	about	being	the	long
pole	in	the	tent.	But	do	the	delays	that	you're	seeing	today	kind	of	give	you	pause	about	your	ability	to	kind	of	plan	in	2023	capacity?Bob	Jordan	--	Chief	Executive	Officer	Hey,	Savi,	it's	Bob,	and	I'll	let	Tammy	and	Mike	jump	in.	Yes,	obviously,	the	change	is	a	big	one	from	114	to	66	in	2022	here.	But	Boeing	and	GE	and	others	are	suffering	supply	chain
issues	just	like	everybody.	So	I'm	not	sure	that	it	is	completely	unexpected.	The	good	thing	is	if	you	look	in	through	our	published	schedules	through	March,	which	I	think	are	through	March	8	right	now,	because	we	did	have	excess	aircraft	that	we've	talked	to	you	about,	that	reduction	doesn't	compromise	those	schedules.	So	we'll	be	able	to	fly	the
schedules	as	planned,	which	is	good	news	for	our	customers,	good	news	for	our	employees.	It's	a	big	number	though.	So	if	you	think	about	how	long	is	it	going	to	take	to	recover	the	catch	up	in	terms	of	the	delivery	plan.	I	suspect,	again,	this	is	all	kind	of	guess,	we're	going	to	go	schedule	to	schedule,	quarter	to	quarter,	but	it	feels	like	it	will	take	23,
could	leak	into	'24	in	terms	of	how	long	it	takes	to	catch	back	up	to	the	fleet,	the	original	contractual	fleet	delivery	plan.	Now	to	your	question,	which	is	well	what	about	constraints,	which	has	been	pilot	hiring?	If	you	end	up	--	there's,	I	think,	a	chance	that	if	you	leak	into	--	if	this	continues	to	delay	into	late	'23,	you	could	get	to	the	point	where	the
constraint	becomes	actually	the	aircraft	deliveries	versus	pilots.	So	I	think	that	would	be	late	in	'23	and	not	earlier.	So	again,	we're	just	--	you	don't	--	it's	all	speculation	today.	But	for	now,	we'll	stay	really	close	with	Boeing,	and	that's	late	in	the	year	'23.	So	we'll	keep	after	our	pilot	hiring	plan.Savi	Syth	--	Raymond	James	--	Analyst	That's	helpful.	And
if	I	might,	on	that	pilot	hiring	topic.	Just	I	think	you	were	saying	the	last	quarter	that	you're	kind	of	hiring	or	training	around	just	over	1,000	this	year.	Is	the	--	you're	getting	capacity	that	you	can	kind	of	do	with	the	hiring	and	training	for	maybe	2,300	next	year.	Is	that	--	I	know	that's	the	top	end.	Is	that	what	you	think	you're	going	to	need	to	do?	Or
how	should	we	think	about	pilot	hiring	and	training	kind	of	costs	and	levels	as	we	--	as	you	kind	of	move	through	the	second	half	of	this	year	and	into	next	year?Bob	Jordan	--	Chief	Executive	Officer	Yeah.	We'll	hire	--	this	doesn't	change	--	if	you're	tying	that	to	the	Boeing	issue,	it	doesn't	change	that	at	all.	So	yes,	we're	looking	to	hire	1,000	to	1,100
this	year.	We're	roughly	on	plan	there.	I'm	very	proud	of	everybody.	We	--	for	a	while,	we	told	you,	we	were	short	flight	instructors.	We've	hired	all	of	our	flight	instructors	as	of,	I	think,	May.	So	the	training,	the	SIMs,	it's	all	running	at	full	capacity.	I	think	the	plan	is	to	hire	about	2,200	pilots	next	year.	So	that	will	remain	our	plan	because	it's	full
capacity,	and	then	we	will	get	these	aircraft	even	if	they're	slightly	delayed	as	we	talked	about	in	like	'23.	So	this	doesn't	change	our	pilot	hiring	plan.Savi	Syth	--	Raymond	James	--	Analyst	I	appreciate	that.	Thank	you.Bob	Jordan	--	Chief	Executive	Officer	You're	welcome.Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	Thank
you.OperatorAnd	the	next	question	is	from	Jamie	Baker	from	J.P.	Morgan.	Please	go	ahead.Jamie	Baker	--	J.P.	Morgan	--	Analyst	Hey,	good	morning,	everybody.	This	kind	of	builds	on	Savi's	question.	I	mean	given	the	Boeing	issue,	it	doesn't	seem	like	Southwest	will	ever	catch	up	to	where	you	would	have	been	in	terms	of	overall	size,	had	COVID	not
occurred.	So	if	we	think	about	2025,	I	don't	see	a	path	where	Boeing	could	accelerate	to	make	up	for	lost	time.	So	it	seems	inevitable	that	you'll	be	smaller	in	'25	than	you	once	planned,	smaller	in	2026	than	you	once	planned	and	so	forth.	If	you	agree	with	this,	why	not	take	more	substantive	steps	to	shed	surplus	costs	now	instead	of	just	waiting	for
capacity	to	accelerate	from	here?Mike	Van	de	Ven	--	Chief	Operating	Officer	Hey,	Jamie.	This	is	Mike.	Just	maybe	one	way	to	kind	of	think	about	the	Boeing	delays	as	I've	been	thinking	about	them,	there	are	production	issues	that	are	supply	chain	related	then	there	are	delivery	issues	that	are	based	on	a	certification	issue	with	the	MAX	7.	So	Boeing
has	produced	through	the	production	line,	MAX	7s	are	just	not	able	to	deliver	them	yet.	So	I	think	that	you	will	find	a	--	when	the	MAX	7	is	certified,	we'll	be	able	to	catch	that	up	quickly	in	2023.	And	then	we're	just	struggling	with	production	delays	that	aren't	long,	they're	probably	no	more	than	a	month	or	so	as	they	deal	with	their	supply	chain.	And
I	think	that	that	will	get	better	in	2023	as	compared	to	where	it	is	today.Jamie	Baker	--	J.P.	Morgan	--	Analyst	OK.Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	And	Jamie,	Tammy	here.	Just	to	add	on	to	Mike's	comments	back	to	your	question	on	the	cost	side.	We	--	Bob	has	already	taken	you	through	the	pilot	hiring,	but	we	do
intend	to	optimize	here	as	we	move	forward	best	we	can	on	the	best	--	based	on	the	best	information	that	we	have	from	Boeing,	and	we'll	continue	to	hire	pilots,	but	moderate	in	other	groups	around	what	our	best	guess	is	for	capacity	as	we	close	out	this	year	and	into	next	year.	So	we've	kicked	off	our	planning	efforts	for	next	year.	So	obviously,	all
the	information	that	we	shared	with	you	today	will	be	inputs	into	that.	And	clearly,	we	want	to	come	up	with	a	unit	cost	performance	that	makes	sense	relative	to	the	capacity	that	we're	flying.Bob	Jordan	--	Chief	Executive	Officer	Yes.	Jamie,	we	have	plenty	of	time	--	if	you're	thinking	about	'24,	'25,	we	have	plenty	of	time	to	adjust	along	the	way	here	if
things	change.	We	just	now	--	and	I'm	very	proud	of	this,	we	just	now	caught	our	2019	capacity	here	in	the	third	quarter	will	be	about	flat.	And	we	just	now	caught	our	2019	employees.	We're	slightly	over	about	1,600	here	at	the	same	time.	So	we've	just	caught	up	to	2019	at	this	point.	And	as	Tammy	said,	we'll	begin	to	moderate	our	we'll	begin	to
moderate	our	hiring	really	ex	pilots	here	in	the	back	half	of	the	year.	And	our	goals	for	'23	haven't	changed,	which	is	that	now	at	some	point,	you're	just	running	it	all	this	to	get	stable.	Now	we	really	begin	to	pivot	to	moderate	the	hiring,	begin	to	wring	out	inefficiencies	and	get	to	our	goal	that	we've	talked	about	at	investor	day,	which	is	get	back	to
our	historic	efficiencies	by	the	end	of	next	year.Jamie	Baker	--	J.P.	Morgan	--	Analyst	OK.	Very	helpful.	I	appreciate	you	jumping	in.	Thanks,	Tammy,	as	well.	And	just	as	a	follow-up	on	the	pilots,	raising	the	65-year	rule,	it	really	seem	to	have	any	union	traction	to	speak	of.	And	obviously,	for	airlines	with	multiple	fleet	types,	at	a	nonstarter	because	of
the	training	costs	that	it	would	drive.	But	with	only	a	single	fleet	type,	does	this	imply	Southwest	might	be	in	favor	of	relaxing	the	rule?Mike	Van	de	Ven	--	Chief	Operating	Officer	Jamie,	it	would	be	basically	what	our	pilot	you	would	want.	We're	not	going	to	have	an	opinion	on	that.	And	at	this	point	in	time,	I	don't	think	that	there's	much	energy
around	us	doing	that	at	all.Jamie	Baker	--	J.P.	Morgan	--	Analyst	OK.	So	totally	agree.	I	was	just	curious	as	a	single	fleet	operator.	Appreciate	it.	Take	care,	everybody.Bob	Jordan	--	Chief	Executive	Officer	Thank	you,	Jamie.Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	Thanks,	Jamie.OperatorAnd	the	next	question	is	from	Duane
Pfennigwerth	from	Evercore	ISI.	Please	go	ahead.Duane	Pfennigwerth	--	Evercore	ISI	--	Analyst	Hey,	thanks	for	the	time.	I	appreciate	it.	Just	on	the	flight	credits,	is	there	any	way	you	can	help	us	think	about	what	a	clean	sequential	underlying	revenue	would	look	like	kind	of	2Q	to	3Q,	excluding	the	credits	in	both	periods.	This	is	not	just	a	Southwest
issue,	but	you've	brought	it	up	clearly,	and	I'm	wondering,	can	you	disclose	what	credits	were	like	as	a	percentage	of	revenue	in	the	2Q?	And	do	you	expect	that	to	pick	back	up	in	the	fourth	quarter?Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	Yes,	Duane,	I'll	take	that.	I	hope	you're	doing	well.	So	well,	first	of	all,	as	you're
aware,	we	don't	disclose	our	breakage	revenue.	But	even	during	the	pandemic	when	it's	been	elevated,	it	still	represents	a	really	small	percentage	of	overall	revenue.	So	in	terms	of	the	underlying	trends,	we	expect	the	ongoing	impact	to	total	operating	revenue	beyond	third	quarter	to	be	immaterial,	and	it	shouldn't	be	a	material	driver	of	sequential
trends.	And	just	to	note	on	the	second	quarter,	even	without	the	elevated	breakage	revenue	in	second	quarter,	we	would	have	still	had	record	revenues	and	the	underlying	business	trends	were	very	strong.	So	--	but	in	terms	of	what	is	your	starting	point	in	terms	of	our	core	business	trends,	it	would	be	the	results	that	we	reported	to	you	this	morning
in	terms	of	revenue	for	second	quarter	up	almost	14%.	So	just	in	terms	of	trying	to	help	you	sort	through	the	trends.	So	again,	the	third	quarter	impact	of	$250	million	to	$300	million,	you	really	should	look	at	that	as	kind	of	a	one-time	impact	here	related	to	the	policy	change.Ryan	Martinez	--	Vice	President,	Investor	Relations	And	Duane,	you	want	to
--	I	want	to	add	sort	of	50,000	feet	on	this	because	there's	change	in	flight	credits	is	a	big	deal.	Obviously,	it's	a	terrific	consumer	benefit	--	customer	benefit,	and	it	matches	perfectly	with	bags	fly	free,	no	change	fees.	Rapid	Rewards	points	that	do	not	expire,	all	the	things	that	you	know	about	that	separate	Southwest	Airlines.	So	it's	a	terrific	added
benefit.	And	I'm	absolutely	confident	it's	going	to	win	more	customers	and	improve	customer	loyalty	and	retention,	just	like	bags	fly	free	did	for	us.	On	the	timing	side,	we	were	up	against	--	you	had	a	big	pile	of	COVID	travel	funds	from,	especially	that	early	period	of	COVID,	where	there	were	so	many	changes	that	were	set	to	fire	in	September,	and
we	felt	like	we	needed	to	address	that,	which	is	a	big	piece	of	the	why	now	and	the	timing.	On	the	cost,	the	--	this	onetime	isolated	to	the	third	quarter	250	to	300.	As	Tammy	mentioned,	we	think	it's	immaterial	beyond	that.	That's	really	primarily	the	revenue	impact	and	timing	of	recognizing	the	revenue	breakage	on	these	COVID	funds.	Ultimately,
they're	going	to	be	used.	They	could	break.	It's	going	to	come	back	to	you.	It's	just	going	to	come	back	to	you	over	time.	So	it's,	to	me,	a	lot	of	this	is	a	timing	issue,	but	it's	the	right	thing	to	do.	If	it's	terrifically	with	our	brand.	Again,	it's	a	one-time	third	quarter	thing	here.	And	I'm	convinced,	absolutely	like	bags	fly	free	that	it's	going	to	be	not	just	a
customer	positive,	it's	going	to	be	a	financial	and	shareholder	positive	as	well.	We	win	more	customers,	and	we	retain	more	customers.Duane	Pfennigwerth	--	Evercore	ISI	--	Analyst	Thanks	for	the	detail.	And	then	just	a	quick	follow-up,	and	I	apologize	if	you	mentioned	it	already,	but	your	'22	capex	is	a	bit	lower.	Do	you	see	that	as	a	shift	into	'23?	Or
could	'23	potentially	be	lower	as	well?Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	Yeah,	Duane.	It	is	a	shift	into	next	year.	Now	hopefully,	we'll	catch	up	here	on	the	Boeing	deliveries,	but	if	those	shift	a	bit	into	2024,	then	we'd	see	some	shipping	into	2024	on	the	capex	side	as	well.Duane	Pfennigwerth	--	Evercore	ISI	--	Analyst
OK.	Thank	you.OperatorAnd	the	next	question	is	from	Andrew	Didora	from	Bank	of	America.	Please	go	ahead.Andrew	Didora	--	Bank	of	America	Merrill	Lynch	--	Analyst	Hi,	everyone.	Thanks	for	the	time	today.	If	Tammy	--	if	delivery	program	keeps	getting	pushed	out	and	sort	of	limits	your	ability	to	fly	your	anticipated	schedule,	what	types	of	levers
do	you	have	in	order	to	help	kind	of	maintain	your	longer-term	cost	structure	that	you	outlined	at	investor	day.	And	then	just	kind	of	heading	into	2023,	I	know	it's	early,	but	anything	out	there	that	would	not	drive	2023	CASM	below	2022?Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	Yes.	On	--	certainly,	our	goal	for	next	year
remains	to	have	CASM-X	down	from	this	year's	level.	So	we	haven't	given	up	on	that	goal.	Obviously,	capacity	is	an	input	to	all	of	that,	as	you're	well	aware.	But	going	back	to	our	discussion	a	little	bit	earlier,	we	--	as	we	move	forward,	we	will	work	to	optimize	our	staffing	around	our	expected	capacity	plans.	So	again,	just	trying	to	get	back	to	our
historical	efficiency	level.	So	we're	very	focused	on	getting	back	to	our	historical	efficiency,	and	we've	got	a	lot	of	initiatives	underway	to	help	improve	efficiencies.	And	those	range	from	--	over	the	longer	term,	anything	from	self-service	for	our	customers,	airport	modernization,	other	efforts	along	those	lines.	So	I	think	the	--	and	then,	of	course,	just
the	continued	restoration	of	the	network.	So	we'll	--	even	if	we	have	to	grow	at	a	lower	rate	than	maybe	we	were	otherwise	hoping	for	--	we	should	be	able	to	continue	to	restore	our	network,	which	will	help	us	get	back	to	those	historical	efficiency	levels.	So	as	of	June,	we	were	probably	about	80%	restored,	and	we	expect	to	be	about	85%	restored	by
the	end	of	this	year,	and	we're	going	to	work	really	hard	to	be	fully	restored	by	next	year,	which,	of	course,	would	give	us	operating	leverage	and	help	our	cost	performance	next	year.Andrew	Didora	--	Bank	of	America	Merrill	Lynch	--	Analyst	And	second	question	just	for	Bob.	I	know	your	prepared	remarks,	you	said	that	you	weren't	seeing	any
material	impacts	to	your	business,	which	leads	me	to	believe	you're	maybe	seeing	some	anomalies	out	there.	Is	there	anything	that	you're	keenly	focused	on	watching	right	now?	Maybe	are	you	seeing	any	discrepancies	among	your	different	income	cohorts	and	the	way	they	book	or	travel.	Anything	you	want	to	call	out	there?	Thanks.Bob	Jordan	--
Chief	Executive	Officer	No.	And	I'll	also	defer	to	the	master	here,	Andrew,	to	add	a	whole	lot	of	color,	but	it's	just	--	it's	nothing	specific	because	it's	more	the	surrounding	data.	So	if	you	look	at	our	booking	strength,	it	continues.	I	mean,	obviously,	June	was	a	peak	as	it	is	typically	across	the	--	sequentially	across	the	year,	but	the	booking	strength	is
there.	You've	got	strength	post-Labor	Day.	It's	really	just	looking	at	the	other	factors.	So	as	I	mentioned,	business	and	consumer	sentiment	is	down.	You've	seen	some	peaks	here,	rates	are	rising,	just	all	the	things	that	typically	lead	you	to	expect	a	bit	of	a	slowdown.	So	really	nothing	more	than	that	color	because	we	aren't	seeing	it	in	our	bookings
yet.	It's	just	to	call	out.	And	Andrew,	please	add	color	to	that.Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	I	guess	I'd	add	to	that,	Bob,	that	we	see	still	substantial	demand,	potential	visits	to	the	website,	central	volumes,	but	we	saw	a	peak	of	yields	in	June.	And	all	the	industry	data	we	look	at	whether	that's	ARC	data,
whether	that's	credit	card	data,	whether	that's	Adobe	or	Hopper	or	CPI,	they	all	point	to	that	same	kind	of	peak	in	June.	And	so	loads	are	fine	and	yields	are	up	generously	on	a	year	over	--	three-year	basis,	they're	not	up	as	much	as	June.	That's	all.	So	it's	kind	of	sequentially	softened	a	little	bit,	but	at	a	level	that's	still	well	above	2019	levels.	So	that
gives	us	a	lot	of	encouragement	going	forward.	We're	also	rotating	out	of	a	high	leisure	period	into	a	high	business	period.	And	so	you	expect	that	business	to	hold	up	more	of	your	capacity,	so	to	speak,	and	so	that	will	be	the	big	question.	We've	obviously	guided	to	a	sequential	5-point	improvement	in	managed	business	into	Q3	and	how	that	evolves
through	Q3	eats	the	prime	business	travel	season.	It's	kind	of	back	half	of	August	through	October.	If	we	see	good	improvement	there,	I	think	that	that	will	be	really	meaningful	for	trends.Bob	Jordan	--	Chief	Executive	Officer	Well,	don't	you	take	all	that	--	yes,	thank	you.	You	take	all	of	that	into	context,	we	got	like	--	I	always	want	to	guide
appropriately.	And	so	you	take	all	that	into	account	as	you	think	about	your	guidance	as	well.Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	Great.	Thank	you.Bob	Jordan	--	Chief	Executive	Officer	Thank	you.OperatorNext	question	is	from	David	Vernon	from	Bernstein.	Please	go	ahead.David	Vernon	--	Bernstein	--	Analyst
Hey,	Andrew.	I	wanted	to	ask	you	about	the	headwind	you're	expecting	from	the	return	of	short-haul	business	flying	that	200	basis	points,	whatever	you're	calling	out	there.	When	you	think	about	the	driver	of	that,	is	that	just	in	some	of	these	high-density	markets,	you're	going	to	be	flying	at	a	lower	load	factor?	Or	I'm	trying	to	kind	of	square	that,	call
out,	you're	making	from	a	headwind	perspective	with	the	bullishness	in	terms	of	recovery	in	managed	business	travel.Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	So	I'll	start	off,	but	we	put	that	in	there.	The	research	and	development	teams	from	network	planning	worked	with	Mike's	research	and	development	teams
from	operations	planning,	and	we	looked	at	what	would	be	the	way	to	improve	the	operability	of	our	summer	into	fall	schedules.	And	so	we	jointly	evaluated	innumerable	schedule	concepts,	and	we	came	up	with	this	return	of	some	specific	short	haul	for	recoverability	Mike	talked	about	more	crew	flying	between	crew	bases,	more	crew-based
originators	from	like	the	low	30%	to	the	high	38%.	And	then	some	--	look	at	midday	peaking	that	was	stressful	and	ground	operations,	all	that	together	made	for	a	more	operable	summer.	Now	because	short	haul	is	really	powered	by	business	travel,	return	of	business	travel	will	make	the	kind	of	revenue	impact	of	that	mitigated.	And	so	corporate
travel	did	kind	of	you	see	through	ARC	data,	a	plateau	on	a	volume	basis	in	mid-June.	So	as	we	come	out	of	summer	and	people	burn	off	their	PTO,	they	had	accumulated	and	COVID	and	get	back	on	the	road,	you	would	expect	that	short	haul	that	was	put	there	to	help	recoverability	would	get	additional	travel	from	corporate	travelers.	And	so	that
shows	up	either	yield	or	load	factor.	It's	just	insufficient	demand	for	that	level	of	short-haul	capacity.	In	some	months,	you	may	see	the	yield	was	higher	and	low	was	lowered	vice	versa.	It	just	shows	you	there	is	insufficient	business	demand	for	that	level	of	short	haul	at	this	point	in	time,	but	as	we	go	into	a	more	heavy	business	travel	season	that	can
be	mitigated	through	the	return	of	business	travel.David	Vernon	--	Bernstein	--	Analyst	I	think	I	understand	the	driver	of	putting	it	in	there.	When	you	think	about	the	go	forward	and	the	look	ahead,	right,	if	we	do	end	up	in	a	softer	period,	like	--	can	you	talk	us	through	how	you	think	about	when	the	decision	to	keep	that	capacity	up	maybe	isn't	the
right	one?	Or	how	flexible	are	you	on	that	in	terms	of	the	sensitivity	to	that	demand	recovery?Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	Besides	demand	recovery,	the	second	thing	that	will	aid	it	is	a	network	restoration.	You	can	think	of	this	short	haul	being	restored	and	longer	hauls	not	being	restored	creates	an
imbalance	network.	And	so	even	though	we	are	predominantly	a	point-to-point	carrier,	there's	many	situations	where	you	have	a	higher	flow	content.	And	if	you	look	at	our	short	haul	is	on	average,	besides	having	higher	business	content,	they	have	higher	flow	content.	And	so	by	not	having	the	kind	of	medium	and	longer	hauls	in	that	same	geography,
we	find	the	short	hauls,	you're	starving	them	with	the	flow	they	normally	have.	So	as	we	go	through	and	add	in	medium	and	long	hauls	as	pilot	supply	allows,	that	will	then	kind	of	help	balance	the	system	and	allow	those	flights	to	be	fuller,	if	not	with	as	much	business	travel	as	one	might	imagine,	at	least	more	flow,	which	right	now	we're	seeing	is
carrying	a	pretty	high	yield.	.David	Vernon	--	Bernstein	--	Analyst	All	right.	Thank	you,	guys,	for	the	time.Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	My	pleasure.	Thank	you.OperatorAnd	the	next	question	is	from	Scott	Group	from	Wolfe	Research.	Please	go	ahead.Scott	Group	--	Wolfe	Research	--	Analyst	Hey,	thanks.
Afternoon.	So	I'm	sorry,	I	just	want	to	go	back	to	this	breakage	issue	to	make	sure	I	understand	it.	So	if	we're	thinking	about	fourth	quarter	revenue,	should	we	just	assume	normal	seasonality	from	this	lower	third	quarter	run	rate?	Or	do	we	take	the	third	quarter,	add	back	$250	million	to	$300	million	and	then	assume	normal	seasonality	from	that?
I'm	just	trying	to	understand	what	this	could	mean	for	fourth	quarter.Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	You	would	just	take	our	reported	results	and	adjust	for	a	normal	sequential	trending	from	what	we	reported	to	you	or	what	our	guidance	is	for	third	quarter.	So	you	just	simply	take	out	that	one-time	impact.Bob
Jordan	--	Chief	Executive	Officer	And	then	it's	just	maybe	just	to	liberate.	I	mean	as	those	funds	that	we've	now	extended	are	used	over	time,	that's	going	to	play	out	over	a	period	that's	not	--	it's	going	to	play	out	over	a	period	of	time	as	their	use	and	revenue	is	recognized.Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	That's
right.	It's	just	simply	the	timing	of	the	revenue	recognition	as	we	move	forward.	And	then	the	--	our	trends	as	we	go	forward	should	really	revert	back	closer	to	pre-pandemic	levels	in	terms	of	the	percentage	of	breakage	to	revenue.Scott	Group	--	Wolfe	Research	--	Analyst	So	this	would	have	been	--	if	I'm	thinking	about	this,	this	would	have	been	the
final	sort	of	big	quarter	of	breakage	and	then	you	would	have	seen	the	drop-off	in	fourth	quarter	had	you	not	made	this	change.	You're	making	this	change	so	you	see	the	drop-off	in	breakers	starting	this	quarter	and	then	you	sort	of	go	normal	from	here.	Is	that	right?Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	Yeah.	I	think
that's	a	fair	way	to	look	at	it.Bob	Jordan	--	Chief	Executive	Officer	That's	very	fair.Scott	Group	--	Wolfe	Research	--	Analyst	OK.	And	then	just	lastly,	I	know	you've	got	the	10%	plan	for	January,	February	next	year.	Would	you	think	or	hope	that	full	year	'23	more	or	less	than	that	10%	non-capacity?Andrew	Watterson	--	Executive	Vice	President	and	Chief
Commercial	Officer	I	think	to	start	with,	the	Jan-Feb	is	flat	to	2019.	I	think	we're	looking	at	the	first	quarter	being	up	10%.	So	once	we	kind	of	get	March	out	there,	you'll	see	the	first	quarter	versus	'22	being	up	10%.	And	so	that's	a	good	starting	point.	I	don't	want	to	get	over	my	skis.	The	back	half	of	the	year,	as	Bob	mentioned,	you	have	both	either
pilots	or	aircraft	could	become	a	constraining	element,	but	at	least	to	start	the	year	through	at	least	to	begin	of	the	summer,	I	think	it's	a	good	place	to	start.Ryan	Martinez	--	Vice	President,	Investor	Relations	Yeah,	yeah.	It	gives	you	good	sort	of	indicator	of	where	we're	headed,	I	think.	But	yes,	there's	so	much	noise	in	'23	right	now.	And	again,	on
two	critical	fronts,	pilot	hiring	and	availability	and	the	availability	of	aircraft.	So	we're	just	going	to	have	to	take	it	schedule	to	schedule.Scott	Group	--	Wolfe	Research	--	Analyst	OK.	Thank	you,	guys.	I	appreciate	the	time.Ryan	Martinez	--	Vice	President,	Investor	Relations	Thank	you,	Scott.	My	pleasure.OperatorAnd	the	next	question	is	from	Brandon
Oglenski	from	Barclays.	Please	go	ahead.Brandon	Oglenski	--	Barclays	--	Analyst	Hey,	good	afternoon,	and	thanks	for	taking	my	question.	I	guess	following	up	on	that	conversation	about	capacity	starting	off	in	2023.	Tammy,	how	should	we	think	about	unit	cost	inflation?	Because	obviously,	you're	going	to	be	hiring	in	front	of	that	network	restoration.
So	should	investors	be	braced	for	still	elevated	CASM-X	maybe	in	the	first	half	of	'23?Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	Well,	we	are	incurring	inflationary	costs,	as	you're	aware,	which	is	primarily	higher	rates	for	labor,	benefits	in	airports,	but	I	do	want	to	remind	everyone	that	we	are	accruing	for	higher	labor	rates,
and	that	accrual	began	on	the	second	quarter,	on	April	1.	So	that's	fully	loaded	in	the	second	half	and	incorporated	in	the	guidance	that	we	shared	for	you	for	third	quarter.	So	we	do	have	cost	pressures	from	lower	productivity.	And	I	think	a	key	for	us	will	be	to	really	work	to	continue	optimizing	our	staffing	levels	around	the	capacity	set	that	we	come
up	with	for	2023,	which,	as	Andrew	took	you	through,	we're	just	kind	of	out	there	now	through	the	first	quarter.	It	was	pretty	healthy	capacity	growth	--	double-digit	capacity	growth.	So	obviously,	that	is	going	to	help	for	the	first	quarter.	So	we're	--	the	main	thing	that	we're	going	to	have	to	work	through	are	inefficiencies	as	we	continue	to	restore
the	network	and	just	rightsize	our	staffing.	So	we're	working	really	hard	to	do	that,	and	our	priority	is	to	regain	our	historical	productivity	and	maintain	a	healthy	unit	cost	timing	to	our	peers.	So	it's	a	little	early	to	give	you	guidance	for	first	quarter	for	CASM-X.	We'll	lay	out	our	full	2023	plan	for	you	when	we	get	together	in	December	for	investor
day,	but	those	are	really	the	key	drivers	of	the	inflation	that	we're	feeling	here	this	year.	So	we're	going	to	work	real	hard	to	optimize	and	hit	our	goal	for	2023	to	have	down	CASM-X	year	over	year.Bob	Jordan	--	Chief	Executive	Officer	And	just	--	sorry	to	keep	adding,	but	add	a	little	50,000-foot	color	again.	Whenever	--	coming	out	of	COVID,	with	all	of
the	early	retirements	and	leaves	and	everything	that	we	all	did,	we	--	as	you	rebuild	your	hiring	teams,	you	just	ran	at	the	staffing.	So	we	were	all	hiring	a	lot.	We've	been	on	the	sort	of	1,500	a	month	pace	here	for	a	while	overall.	You're	going	to	hear	us	talk	a	lot	about	now	we're	going	to	moderate	our	hiring	because	there	was	a	lot	of	getting	--	trying
to	hire	ahead	of	the	demand	because	there	was	so	much	gap	between	resources	and	the	availability	of	the	aircraft.	So	as	that	tightens	up,	we're,	obviously,	ex	pilots	because	pilots	is	really	the	gap	at	this	point.	You're	going	to	see	us	work	to	get	our	hiring	closer	to	the	need	versus	hiring	a	head	that	makes	any	sense.	It's	going	to	take	us	a	while	to	do
that,	but	you	are	going	to	hear	us	talking	an	awful	lot	about	moderating	our	hiring	plans,	again,	ex	pilots.Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	Yes.	And	just	one	more	thought.	I	don't	want	to	lose	it,	again,	going	back	to	the	network	restoration	as	we	do	bring	back	on	those	more	of	our	longer-haul	flights,	and	that	will
certainly	ease	some	of	the	CASM-X	pressure	as	well.Brandon	Oglenski	--	Barclays	--	Analyst	I	appreciate	that,	guys.	And	I	guess,	Tammy,	to	follow	up	on	that.	I	mean,	is	the	limitation	here	really	pilots?	Or	is	it	commercial	constraints?	Or	is	it	Boeing	order	book?	Or	is	it	computation	of	all	three?Tammy	Romo	--	Executive	Vice	President	and	Chief
Financial	Officer	Today,	it's	pilots.	We	have	the	fleet	we	need	to	fly	our	schedule	through	March.	So	going	back	to	what	we	shared	with	you	last	quarter,	we	had	more	aircraft	than	we	really	needed.	So	with	the	adjustments	that	we	walked	through	are	that	we	have	agreed	to	file	with	Boeing	we	believe	that	we	can	buy	our	schedule	here	through	the
end	of	the	year.	And	so	today,	it	is	pilots.	And	as	we	move	into	2023,	we're	hopeful	that	we'll	begin	to	catch	up	here	on	the	deliveries,	but	it	is	possible	that	as	we	get	to	the	end	of	2023,	the	constraint	could	go	from	pilots	to	the	fleet.	So	we	just	--	it's	just	too	early	to	give	you	any	more	precision	than	that	today.Brandon	Oglenski	--	Barclays	--	Analyst
Thank	you.OperatorAnd	the	next	question	is	from	Sheila	Kahyaoglu	from	Jefferies.	Please	go	ahead.Sheila	Kahyaoglu	--	Jefferies	--	Analyst	good	afternoon,	everyone.	I	wanted	to	ask	about	the	managed	business	revenues	improving	from,	I	think,	down	30%	in	April	to	down	19%	in	June.	Is	there	any	way	to	think	about	the	breakout	of	how	much	of	that
improvement	was	volume	versus	better	pricing?	And	you	pointed	to	fares	above	2019.	So	what	are	sort	of	volumes	today?	And	how	you	think	about	it	getting	back	to	2019	levels?Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	We	had	volumes	improving	faster	than	fares.	Fares	were	still	elevated	versus	2019,	but	volumes
really	picked	up	some	--	really	started	March	through	the	end	of	June.	I	will	say	that	it	was	skewed	toward	smaller	businesses	and	government	and	education	we're	traveling.	Our	largest	corporates	are	the	ones	that	are	lagging	particularly	banking,	consulting	and	technology	who	previously	were	among	our	top-tier	travelers	now	or	on	the	lower	side.
And	then	if	you	kind	of	look	at	our	--	all	of	our	accounts,	our	largest	accounts,	they're	all	traveling.	They	all	have	activity,	and	they	just	have	less	unique	travelers	per	account,	but	those	travelers	who	are	traveling	are	traveling	just	slightly	less	than	their	trialing	before.	So	it's	more	about	these	large	companies	don't	have	the	same	number	of	people	but
they're	traveling	right	now,	which	we	think	varies	by	company	of	what	that	reason	is.	But	that's	the	kind	of	hopeful	benefit	as	we	get	into	the	travel	season	here	post-summer	is	to	get	more	travelers	per	account	out	on	the	road.Sheila	Kahyaoglu	--	Jefferies	--	Analyst	Got	it.	No,	that's	super	helpful.	And	then	I	just	wanted	to	follow	up	on	some	of	the
RASM	questions.	If	we	exclude	the	headwinds	from	more	short-haul	corporate	and	breakage,	there's	a	5-point	deceleration.	And	you	mentioned	pricing	peaking	in	June,	but	as	we	think	about	that	deceleration	and	how	we	extrapolate	that	toward	the	pricing	environment	retracting	slightly	versus	restoring	the	network,	I	guess,	how	do	you	think	about
potential	scenarios	into	Q4?Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	I'm	not	quite	sure	I	got	the	last	part	of	that,	but	I'll	start	off	with	the	first	part,	which	is	about	the	deceleration.	I	think	to	have	year	over	three-year	RASM	be	flat	from	Q2	to	Q3,	one	would	have	to	have	load	factor	be	flat	sequentially,	and	that
certainly	is	a	reasonable	assumption.	And	then	secondly,	you	have	to	have	yields	to	be	flat	sequentially	from	quarter	to	quarter.	As	I	mentioned	earlier,	we're	seeing	through	all	of	our	external	data	as	well	as	our	internal,	the	yields	peaked	in	June.	And	so	--	and	that's	a	leisure	heavy	period	where	they	peaked.	And	so	essentially,	you	couldn't	push
leisure	travelers	beyond	a	certain	fair	level	it	seems	like.	And	that	same	highest	fare	level	also	seemed	to	hurt	our	redemptions	as	well	because	the	point	volume	got	super	high,	but	now	you're	rotating	in	a	period	where	there's	less	leisure	travel,	and	you	certainly	can't	push	fall	leisure	travel	at	the	same	fare	levels	as	the	summer.	And	then	we	have
the	kind	of	composition	issue	of	how	much	business	travel	will	be	back	who	are	paying	the	higher	fares.	So	you	have	a	composition	headwind	as	we	go	from	Q2	to	Q3	because	this	business	and	leisure	and	you	have	the	point	of	business	travelers	--	or	excuse	me,	leisure	travelers	have	a	price	elasticity	effect	where	you	can't	go	much	higher.	And	so
that's	really	what's	driving	this	kind	of	change.	It's	not	an	abrupt	change	or	a	free	fall.	It's	just	a	moderation	from	the	hay	day	of	June.Sheila	Kahyaoglu	--	Jefferies	--	Analyst	OK,	sure.	Thank	you	so	much.Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	My	pleasure.OperatorWe	have	time	for	one	more	question.	We'll	take
our	last	question	from	Ravi	Shanker	from	Morgan	Stanley.	Please	go	ahead.Ravi	Shanker	--	Morgan	Stanley	--	Analyst	Thanks.	Good	afternoon,	everyone.	If	I	can	just	follow	up	on	the	last	comment	on	the	yield.	Again,	is	the	message	here	that	what	you're	seeing	is	just	normal	seasonality?	Or	is	it	like	better	or	worse	than	that	Also,	do	you	have	a	sense
of	what	percentage	of	the	June	yield	growth	versus	2019	is	sort	of	the	new	normal	or	can	be	built	as	part	of	the	baseline	going	forward	if	you	have	a	sense	of	that?Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	So	my	personal	opinion	is	that	June	leisure	travel	reflected	part	trend,	part	pent-up	demand	that	was	kind	of	a
one-time	effect,	so	to	speak.	And	so	we're	still	seeing	leisure	yield	up	July,	August,	September.	So	leisure	yields	are	still	up	and	look	like	they'll	continue	to	be	up	as	far	as	we	can	see	it	in	our	booking	curve.	And	then	yes,	you	do	then	have	on	top	of	that,	a	compositional	effect.	So	we	have	that	pent-up	demand	that	will	not	persist,	but	you	still	have	an
elevated	leisure	trend	and	you	rotate	that	into	a	time	of	year	where	leisure	is	a	lower	composition	of	businesses	higher.	And	then	back	to	the	question	of	how	much	business	will	there	be.	So	a	lot	of	that	kind	of	ultimate	yield	for	Q3	will	turn	on	how	much	business	demand	comes	back	and	if	we	see	a	return	to	that	kind	of	acceleration	we	had	in	the
spring	of	business	travel.Ravi	Shanker	--	Morgan	Stanley	--	Analyst	Got	it.	Sounds	good.	And	maybe	as	a	follow-up.	Bob,	maybe	to	summarize	a	lot	of	the	detail	on	this	call	so	far.	What	do	you	think	is	the	biggest	risk	facing	Southwest	over	the	next	six	months?	Is	it	a	risk	of	a	consumer	recession	kind	of	beating	up	your	top	line?	Or	is	it	another	kind	of
operational	snap	for	the	industry	in	a	late	fall	into	the	fourth	quarter	that	kind	of	drives	elevated	CASM-X?Bob	Jordan	--	Chief	Executive	Officer	The	--	Ravi,	the	airline	industry,	there's	always	--	it's	not	for	the	faint	of	heart,	right?	There's	all	kinds	of	things	in	front	of	you.	I	don't	know	that	I	tend	to	think	of	it	the	same	way.	We	have	--	I	kind	of	go	into
reverse	here,	and	then	I'll	come	to	your	question.	If	you	look	at	just	the	past	six	months,	and	where	we	were.	So	we've	gotten	staffing	stable.	We	were	on	our	hiring	plans.	Obviously,	we	have	work	to	do	with	pilots,	but	we	are	in	so	much	better	shape.	We've	gotten	operationally	stable,	same	thing.	We	want	to	do	better,	but	we	are	in	so	much	better
shape.	Our	cancel	rate	in	May	and	June	was	sub	1%	better	than	2019.	We	just	had	a	record	quarter,	record	operating	revenue.	So	it's	just	--	we're	hiring	1,500	people.	There's	so	many	things	to	be	grateful	for	in	terms	of	the	pace	of	getting	the	airline	from	kind	of	surviving	to	being	really	stable.	Now	we	want	to	move	into	the	next	phase	and	really
move	back	into	operational	excellence	and	other	things.	But	now	to	really	answer	your	question	though,	I	do	think	there's	no	one	thing	on	the	horizon.	There	is	--	if	you	just	sort	of	click	through	them,	there's	risk	in	hiring	enough	pilots,	but	we're	filling	our	classes.	We	have	a	lot	of	folks	in	the	pipeline.	The	SIMs	are	full,	the	classrooms	are	full.	We	have
all	our	flight	instructors	checked.	I	feel	good	about	that.	You	have	our	--	this	new	delay	in	deliveries	from	Boeing,	but	we're	working	really	closely	with	Boeing	and	I	feel	like	we're	on	top	of	that.	And	at	the	end	of	the	day,	we	can	fly	our	schedule.	So	it's	not	going	to	force	a	reduction	to	the	schedule	that's	been	published,	which	is	just	terrific	for
employees	and	our	customers.	I	guess	the	biggest	thing	is	just	not	one	thing,	but	it's	just	all	the	uncertainty	on	the	horizon.	So	you've	got	a	recession	potential,	and	you've	got	a	lot	of	variability	in	fuel	prices,	huge	variability	and	volatility	and	crack	spreads	on	fuel,	you	have	potential	variability	in	demand	because	of	all	those	things	supply	chain	issue
still.	So	who	knows	whether	those	will	materialize	or	not.	The	good	thing	is,	we	are	extremely	well-positioned.	We	have	the	people	we	need.	We	have	the	aircraft	we	need.	We	have	a	$6	billion	net	cash	position.	We	have	53%	leverage	and	--	so	we're	well-positioned	to	weather	whatever	comes	our	way.	So	I	don't	--	I	didn't	specifically	--	I	didn't	name
one	thing,	but	I've	just	given	you	a	flavor	for	how	I	think	about	it.Ravi	Shanker	--	Morgan	Stanley	--	Analyst	Thanks,	Bob.	Sounds	like	one	of	the	above.	Good	luck.Bob	Jordan	--	Chief	Executive	Officer	Yes,	sir.Ryan	Martinez	--	Vice	President,	Investor	Relations	Well,	thank	you,	Ravi,	and	thank	you,	everyone,	for	the	questions.	That's	all	the	time	we	have
for	the	analyst	portion	of	our	call	today.	I	appreciate	everyone	joining,	and	have	a	great	day.OperatorLadies	and	gentlemen,	we	will	now	begin	with	our	media	portion	of	today's	call.	I'd	like	to	first	introduce	Linda	Rutherford,	executive	vice	president,	people	and	communications.Linda	Rutherford	--	Senior	Vice	President	and	Chief	Communications
Officer	Thank	you,	Chad,	and	welcome	to	the	members	of	the	media	on	our	call	today.	We	can	go	ahead	and	get	started	if	you'll	just	give	them	some	quick	instructions	on	how	to	queue	up.Operator[Operator	instructions]	And	our	first	question	today	will	come	from	Alison	Sider	from	the	Wall	Street	Journal.	Please	go	ahead.Alison	Sider	--	The	Wall
Street	Journal	--	Air	Travel	Reporter	Hi.	Thanks	so	much.	I	wanted	to	ask	about	the	reports	that	the	FAA	released	yesterday,	and	specifically,	some	of	the	allegations	that	raised	about	how	Southwest	has	responded	to	investigations	of	certain	flight	incidents	and	accidents.	Could	you	talk	a	little	bit	about	kind	of	what	you	made	of	those	allegations,	if
you	agree	with	those	assessments	and	whether	you've	made	any	changes	in	the	last	couple	of	years	to	your	approach	to	those	investigations.Bob	Jordan	--	Chief	Executive	Officer	Hey,	Alison.	I'll	start	and	then	Mike	can	give	a	lot	better	information	in	detail,	I'm	sure.	But	the	--	I	think	from	what	I've	seen	here,	there's	nothing	new.	It's	a	collection	of	old
stories.	So	these	are	allegations	that	were	raised,	I	think,	in	2018,	2019,	all	examined	by	the	DOT,	the	OIG	others.	And	I	think	a	published	report	in	February	2020,	we	cooperated	with	everyone.	FA-AOIG,	senate	committees,	etc.,	took	this	very	seriously	as	we	always	do.	Safety	is	No.	1.	We	are	very	safe,	always	improving	safety	--	so	I	think	this	was	--
my	mind	is	just	a	wrap-up	of	that	process.	So	I	think	in	the	special	counsel	report	letter	that	came	out	even	at	the	end	there,	it	acknowledged	this	matter	is	now	closed.	So	I	think	it's	just	essentially	a	closeout	of	what	occurred	in	'18	and	'19	versus	some	new.	So	to	me,	it's	just	--	it's	a	rehash	of	something	that	has	been	--	that	has	gone	on	before	versus
anything	new.	But	Mike,	do	you	want	to	add	anything?Mike	Van	de	Ven	--	Chief	Operating	Officer	Yeah.	I	don't	have	anything	to	add	there.	Allison,	we	have	participated	with	every	group	looking	into	it.	We	have	responded	to	everyone	that	was	interested	in	it,	and	every	one	of	those	issues	have	been	addressed.Alison	Sider	--	The	Wall	Street	Journal	--
Air	Travel	Reporter	OK.	Thanks.	And	if	I	could	ask	one	more.	Mike,	you	mentioned	sort	of	the	connection	between	having	all	these	new	hires	who	are	just	new	in	their	roles	and	kind	of	just	the	temp	of	the	operation	this	summer.	Can	you	talk	a	little	bit	about	what	the	connection	is,	like	what	where	you're	seeing	--	where	you	had	seen	things	kind	of	get
slowed	down	and	if	that's	changed	at	all	in	the	last	couple	of	months?Mike	Van	de	Ven	--	Chief	Operating	Officer	Yeah.	So	just	when	you	think	about	the	tempo,	so	I	think	that	we've	hired	about	3,000	ground	operations	employees	in	the	second	quarter.	So	if	you	think	about	the	operating	environment	in	the	airport,	a	lot	of	heavy	equipment	out	there.
There's	an	operating	tempo	out	there,	and	you	don't	necessarily	feel	that	or	experience	that	in	training.	And	so	when	you're	a	new	hire	employee	part	of	the	on-the-job	training	process	is	to	match	you	up	with	an	experienced	employee.	And	so	a	ramp	agent	in	Southwest	Airlines	that	has	been	there	a	year	is	--	he	can	work	alone	or	she	can	work	alone
and	process	all	the	activity.	If	you're	a	brand	new	hire,	you're	paired	up	with	someone.	So	those	are	the	kinds	of	things	that	just	pace	and	slow	down	the	operating	tempo	a	bit.	And	so	we	just	have	given	all	the	hiring,	you	just	feel	that	as	part	of	the	company.Alison	Sider	--	The	Wall	Street	Journal	--	Air	Travel	Reporter	Great.	Thank	you.OperatorAnd
the	next	question	is	from	Dawn	Gilbertson	from	the	USA	today.	Please	go	ahead.Dawn	Gilbertson	--	USA	Today	--	Air	Travel	Reporter	Hi.	First	question	for	Andrew,	I	would	--	I'd	like	it	if	you	could	maybe	go	into	some	more	detail	on	your	policy	change	as	it	relates	to	credit.	I	guess	--	was	it	ever	under	consideration	to	just	extend	the	COVID	credit
policy	and	not	make	this	broader.	Can	you	just	talk	about	the	pros	and	cons	you're	weighing?	Was	this	a	you	get	comment	you	get	questions	all	the	time,	can	I	extend	my	credit?	I	know	you	offered	people	--	they	could	pay	$100	to	get	a	credit.	It	just	become	kind	of	overwhelming	trying	to	do	this,	and	this	was	--	aside	from	your	brand	promise,	this	was
something	that	you	thought	would	make	things	a	whole	lot	easier	for	employees	and	travelers?	Thanks.Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	Hi,	Dawn.	I	think	you're	on	to	good	elements	of	this.	So	we	had	this	looming	expiration	of	kind	of	COVID	funds	that	kind	of	brings	it	to	the	wine	now,	as	Bob	mentioned
earlier.	But	flexibility	has	always	been	important	for	customers.	But	over	COVID,	it's	become	even	more	important.	And	you	see	like	I	want	to	get	away	Plus,	we	like	to	transfer	flight	credits.	We	now	have	discount	refundable	tickets	because	that	becomes	more	important	to	people.	So	the	desire	for	customers	to	have	more	and	more	flexibility	has	been
increasing.	And	now	it's	become	the	No.	1	call	driver	for	our	customer	relations	department	as	people	coming	in	can	in	and	talk	about	their	funds.	We	also	added	in	the	website	and	the	my	account,	we	kind	of	put	it	prominently	even	before	your	point	balance	you	have	it	there.	And	so	--	we	--	the	elevated	desire	of	our	customers	for	flexibility	and
concern	about	funds	led	us	to	this	move,	which	we	think	is	consistent	with	our	brand.	And	so	you	could	just	extend	some	funds,	but	realistically,	that	really	gives	you	nothing	to	go	and	promise	customers.	If	you	say,	well,	not	only	this	extended,	there's	been	forever,	then	you	can	go	out	and	say	now	part	of	my	marketing	message	is,	I'm	giving	you	this
is	yours	to	begin	with,	and	it	will	never	expire.	We	can	market	that,	and	that	can	lower	the	hurdle	for	people	to	buy,	take	it	from	Southwest	Airlines	because,	a,	they	know	they	can	change	it.	There	will	be	no	fee.	They	know	they	can	bring	bags	all	that	stuff.	And	on	top	of	that,	you're	not	worried	about	using	it	in	a	timely	manner	because	it	will	always
be	there	for	you.	So	you	put	those	things	together	and	you	might	as	well	go	all	the	way	and	have	it	never	expire	versus	just	a	simple	extension,	which	kind	of	gets	lost	in	the	shuffle.Dawn	Gilbertson	--	USA	Today	--	Air	Travel	Reporter	One	quick	follow-up	on	that.	Do	you	have	any	stats	or	can	you	give	me	any	sense	--	I	mean,	how	many	people	--
obviously,	if	you	have	a	small	credit,	it	wouldn't	have	been	worth	it	to	pay	$100.	But	how	many	people	paid	for	that	six-month	extension	by	having	$100	shaved	off	their	credit.Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	I	don't	have	it,	and	maybe	we	can	follow	up.	I	don't	know	if	you	even	track	it.	It	wasn't	always	a
policy	--	it	was	like	a	compromise	sometimes.	Many	times,	we	would	just	extend	it	for	free.	And	other	times,	when	it	was	clear	that	someone	had	long	forgotten	and	we've	extended	it	multiple	times,	maybe	that	was	a	last	gap.	So	it	was	not	a	hard	and	fast	policy	from	us.	It	was	just	an	occasional	practice,	but	it	shows	you	kind	of	the	increasing
importance	of	the	customers.	So	we	will	just	move	to	the	other	side	of	the	ledger,	so	to	speak,	and	say	it's	always	yours	and	it	will	be	there	for	you.Dawn	Gilbertson	--	USA	Today	--	Air	Travel	Reporter	OK.	Thanks	very	much.	Go	ahead.Bob	Jordan	--	Chief	Executive	Officer	Well,	we're	always	doing	customer	research	around	what	do	our	customers
want.	That's	how	we	arrived	that	we	need	to	add	--	recently,	we	need	to	add	power	on	the	aircraft.	We	need	to	add	larger	overhead	beds.	And	the	desire	for	flexibility,	especially	post-COVID,	where	there	were	lots	of	changes,	it	rises	right	to	the	top.	And	so	our	customers	are	telling	us	that	that	peace	of	mind	around	the	ability	to	change	is	really,	really
important.	And	so	--	again,	I	know	I've	said	this	many	times,	you	couple	that	with	a	peace	of	mind	around	no	bag	fees,	no	change	fees,	rep	rewards	points	that	don't	expire.	And	now	transferability	within	the	new	Wanna	Get	Away	Plus	fare.	And	it's	just	a	really	powerful	package	because	we're	taking	all	that	worry	and	away	from	our	customers.	And
again,	I'm	convinced	that	not	only	are	we	going	to	retain	customers	because	of	this	policy	change,	we	are	going	to	win	new	customers,	just	like	we	did	with	bag	fees.Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	And	Bob,	I'd	also	add	on	that	we're	really	powered	by	repeat	purchases,	right?	People	buy	us,	they	experience
us,	they	love	us,	they	come	back.	Thank	you,	Dawn,	for	being	a	frequent	flyer.	And	so	I	think	that's	different.	A	lot	of	the	times,	airlines	look	at	as	a	one	to	one,	a	smash	graph	like	a	basic	economy	or	something	like	that.	People	remember	when	it	was	--	they	weren't	treated	well.	And	so	in	this	environment,	once	again,	we're	getting	more	to	the
customer,	they	will	like	this,	they	will	come	back	and	repurchase	us.	And	in	fact,	a	travel	credit,	by	definition,	is	a	repurchase.	And	so	that	repurchase	behavior	is	what	powers	all	consumer	businesses,	especially	ours.Dawn	Gilbertson	--	USA	Today	--	Air	Travel	Reporter	Thanks	so	much	for	the	color.Andrew	Watterson	--	Executive	Vice	President	and
Chief	Commercial	Officer	My	pleasure.OperatorNext	question	will	be	from	David	Slotnick	from	TPG.	Please	go	ahead.David	Slotnick	--	TPG	--	Senior	Aviation	Business	Reporter	Hi.	Good	afternoon,	everyone.	Wondered	if	you	could	just	share	any	colors	or	numbers	or	anything	on	the	number	of	individual	outstanding	credits	you	have	or	the	overall
value	of	them,	anything	to	that	effect	maybe	the	number	that's	left	unused	since	2020?Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	Yes.	This	is	Tammy.	I	can	help	you	with	that.	In	terms	of	the	balance	that	represents	travel	issues	that	have	been	issued,	what	was	in	our	air	traffic	liability	balance	at	the	end	of	the	second
quarter,	it	probably	represented	about	6%	of	that	balance.	So	call	it,	between	$400	million	and	$500	million,	and	that	is,	of	course,	a	net	of	estimated	breakage.	So	that	gives	you	at	least	a	ballpark.	It's	historically	been	maybe	close	--	maybe	a	little	bit	lighter	than	that,	but	it's	not	the	most	significant	piece	of	our	air	traffic	liability.David	Slotnick	--	TPG
--	Senior	Aviation	Business	Reporter	OK	Thanks	very	much.OperatorAnd	the	next	question	is	from	[inaudible].	Please	go	ahead.Unknown	speaker	Hi,	everyone.	I	wanted	to	ask	about	talk	in	the	local	news	media	lately	in	the	Dis	area	that	Southwest	will	be	able	to	expand	service	to	without	having	to	give	a	date	that	love	field	starting	in	2025.	I	wanted
to	ask	you	directly,	is	adding	service	to	DSW	Airport	part	of	your	long-term	plan,	why	or	why	not?Bob	Jordan	--	Chief	Executive	Officer	Well,	the	--	I	mean	first	off,	Dallas	is	are	home.	And	we	love	serving	Dallas.	We	were	born	here.	the	Dallas,	we	put	a	lot	of	money	in	the	Dallas	Love	Field,	basically	rebuilding	the	airport,	adding	gauges,	and	we're	very
happy	there.	Job	one	is	to	secure	the	gates	that	we	have	at	Love	Field	and	all	that.	Love	Field	though,	obviously,	is	constrained.	And	so	we	want	to	see	--	we	want	to	continue	to	serve	the	area.	And	at	some	point,	that	becomes	difficult	given	the	capacity	of	Love	Field.	So	it's	just	a	general	comment	that	as	we	that	will	look	to	add	capacity	generally	to
the	extent	that	we	can.	There	are	a	lot	of	potential	ways	to	do	that.	Obviously,	DFW	could	be	a	way	to	do	that.	We	don't	have	anything	in	process.	It's	really	more	a	comment	about	being	able	to	serve	the	area	than	it	is	about	a	desire	to	go	to	DFW.	And	at	some	point,	when	you're	constrained,	you	have	to	find	a	way	around	that.	But	really	job	one	right
now	is	to	conserve	--	is	to	preserve	access	to	Love	Field.	And	Andrew,	if	you	want	to	add	anything	to	that?Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	I	think	it's	common	for	us	to	serve	multiple	airports	in	a	metro	area.	We	do	that	in	the	Los	Angeles	Basin	area,	[inaudible]	Bay	Area,	Washington,	D.C.,	Houston,
Chicago,	so	that's	normal	for	us.	So	it	would	be	normal	for	us	to	have	another	airport	we	served	in	a	large	population	place	like	Dallas.	One	of	our	responsibilities	is	to	create	more	opportunities	we	can	prosecute.	And	so	we	have	lots	of	opportunities	all	around	our	system.	Dallas	is	one	of	them.	So	I	think	the	point	in	time	is	not	material,	but	it's	an
opportunity	for	us	to	prosecute	when	the	timing	and	the	facilities	are	right.Bob	Jordan	--	Chief	Executive	Officer	Very	well	said.	So	yes,	the	issue	isn't	DFW,	the	issue	is	how	do	we	continue	to	serve	the	area.	That's	really	the	issue	at	stake.Unknown	speaker	And	if	I	may	follow	up	briefly.	Are	you	able	to	share	some	of	the	benefits	that	you've	noticed
operationally	for	having	flights	out	of	two	airports	in	a	[inaudible]	regions?	What	are	some	of	the	things	that	can	be	a	win-win	for	not	only	customers,	but	also	for	you	at	Southwest?Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	We	generally	want	this	for	our	customer	reason	because	we	want	customers	to	go	to	the
airport.	It's	the	most	convenient	to	them.	So	really	when	you	get	these	big	metro	areas,	traffic	also	becomes	a	big	part	of	your	travel	plans.	And	especially	if	you	fly	in	shorter	hauls,	if	you're	flying	from	across	the	country,	you	may	not	perceive	the	difference	between	LAX	and	Burbank	in	Long	Beach	in	Orange	County	and	in	Ontario.	But	if	you're	flying
from	Denver	or	Northern	California	or	Phoenix,	then	it	can	become	the	traffic	is	a	material	part	of	your	journey.	So	you	want	to	fly	an	airport	that's	closer	to	where	you're	going.	And	so	having	these	kind	of	neighborhood	airports,	if	you	will,	gives	our	customers	a	better	value	proposition	for	kind	of	end-to-end	transit.	So	that's	the	biggest	driver	is	that
kind	of	convenience	once	you're	on	the	ground	to	our	customers.Unknown	speaker	Thank	you.Bob	Jordan	--	Chief	Executive	Officer	My	pleasure.	Thanks	for	the	question.OperatorWe	have	time	for	one	more	question.	We'll	take	our	last	question	from	[inaudible]	from	the	New	York	Times.	Please	go	ahead.Unknown	speaker	Hey,	thank	you.	I	apologize	if
you've	already	addressed	this,	but	I	was	just	curious	if	you're	able	to	say	anything	with	the	Spirit	Jet	Blue	merger,	if	--	I	guess	I'd	just	be	curious	to	hear	your	perspective	on	how	that	could	affect	the	competitive	landscape,	how	--	just	anything	sort	of	generally	about	how	you	think	it	might	affect	the	industry?Bob	Jordan	--	Chief	Executive	Officer	You
love	my	answer	because	we	don't	comment	mergers	acquisition.	But	just	generally,	obviously,	we	have	experience	with	these	things.	It's	Southwest	over	time.	We	purchased	AirTran	Airways.	We	did	some	things	with	ATA.	We	had	more	overtime.	So	we	have	experience	about	once	a	decade	or	so	doing	something	here.	I'm	not	going	to	opine	on	Spirit
and	what's	happening	with	Frontier	and	JetBlue.	I	would	just	tell	you	how	we	think	about	it,	which	is	we're	going	to	compete	with	anybody,	whoever	that	is.	We	compete	vigorously	every	single	day	in	every	location.	And	so	whether	that's,	in	this	case,	Spirit	stand-alone	or	Spirit	merged	with	somebody	else,	it	doesn't	change	the	way	we	think	about
competition	and	what	we	need	to	do.	We	need	to	serve	our	customers.	We	need	to	have	the	best	network.	We	need	to	have	efficiencies	like	a	single	aircraft	type.	We	need	to	have	low	cost	that	enable	low	fares.	And	I	always	go	back	to	the	beauty	of	Southwest	Airlines	is	we	have	the	best	employees	who	wake	up	every	day	with	a	heart	to	serve	others
before	they	serve	themselves.	And	that's	the	beauty	of	Southwest.	And	that's	how	we	think	about	competition	is	deploying	our	strengths.	So	that	would	be	my	answer,	which	is	no	matter	who	it	is,	we're	going	to	compete.Andrew	Watterson	--	Executive	Vice	President	and	Chief	Commercial	Officer	And	I'd	just	add	on	to	it.	You've	probably	heard
through	the	call,	is	talking	about	getting	back	to	our	efficiencies,	rolling	out	our	new	products,	restoring	our	network,	reinvigorating	our	culture.	So	we	control	our	own	destiny.	So	we	just	roll	this	plan	out,	we	talked	about	all	call	and	we	control	our	own	estate.	So	we	don't	really	need	someone	to	do	someone	else	in	the	industry	to	do	something	to
avoid	doing	something.	We	control	our	own	destiny,	and	so	we'll	prosecute	that.	I	think	that's	what	benefits	you	when	you're	in	a	position	of	strength	as	Southwest	Airlines.Bob	Jordan	--	Chief	Executive	Officer	Yes.	Thank	you,	Andrew.	So	back	to	the	earlier	question,	too,	about	what	worries	you	out	there	like	potential	recession?	We	talk	all	the	time
internally	about.	We	can't	control	the	externals,	but	we	can't	control	our	reaction	to	them	and	how	we	manage	ourselves	here,	Southwest	Airlines,	and	that	is	100%	our	focus.Tammy	Romo	--	Executive	Vice	President	and	Chief	Financial	Officer	And	just	one	thought	as	you	were	all	talking,	just	to	come	back	to	our	second	quarter	results,	they	truly
were	extraordinary	to	have	a	record	performance.	And	you	just	think	about	where	we	come	from	two	years	ago,	it's	just	remarkable.	And	we've	talked	a	lot	about	our	third	quarter	revenue	performance.	And	while	there	is	certainly	some	noise	in	some	of	the	numbers,	our	guide	was	still	up	8%	to	12%	relative	to	2019.	And	a	lot	of	commentary	on
revenues,	but	I	do	want	to	make	sure	that	I	was	clear	that	when	modeling	our	revenues	going	forward,	you	would	want	to	use	our	third	quarter	guidance	of	that	8%	to	12%.	Just	to	be	really	clear	because	I	know	we've	done	a	lot	of	information	out	of	you	today.	So	it's	really	gratifying	to	think	about	how	far	we've	come	from	2019.OperatorThank	you.
This	concludes	our	question-and-answer	session.	I	would	like	to	turn	the	conference	back	over	to	Ms.	Rutherford	for	any	closing	remarks.Linda	Rutherford	--	Senior	Vice	President	and	Chief	Communications	Officer	Thank	you	all	so	much	for	being	with	us	today.	As	usual,	you	can	follow	up	with	our	communications	department	if	you	have	any	other
questions	or	you	can	visit	us	at	www.swamedia.com.	Thanks	and	have	a	great	day.Operator[Operator	signoff]	Duration:	0	minutesCall	participants:Ryan	Martinez	--	Vice	President,	Investor	RelationsBob	Jordan	--	Chief	Executive	OfficerTammy	Romo	--	Executive	Vice	President	and	Chief	Financial	OfficerAndrew	Watterson	--	Executive	Vice	President
and	Chief	Commercial	OfficerMike	Van	de	Ven	--	Chief	Operating	OfficerSavi	Syth	--	Raymond	James	--	AnalystJamie	Baker	--	J.P.	Morgan	--	AnalystDuane	Pfennigwerth	--	Evercore	ISI	--	AnalystAndrew	Didora	--	Bank	of	America	Merrill	Lynch	--	AnalystDavid	Vernon	--	Bernstein	--	AnalystScott	Group	--	Wolfe	Research	--	AnalystBrandon	Oglenski	--
Barclays	--	AnalystSheila	Kahyaoglu	--	Jefferies	--	AnalystRavi	Shanker	--	Morgan	Stanley	--	AnalystLinda	Rutherford	--	Senior	Vice	President	and	Chief	Communications	OfficerAlison	Sider	--	The	Wall	Street	Journal	--	Air	Travel	ReporterDawn	Gilbertson	--	USA	Today	--	Air	Travel	ReporterDavid	Slotnick	--	TPG	--	Senior	Aviation	Business
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This	book	has	left	me	in	a	certain	distress	with	so	many	questions	to	ponder	upon.	And	sometimes	I	think	if	this	book	can	be	reviewed	at	all.	The	prose	of	Camus	is	very	simple	and	eloquent,	and	is	a	pleasure	to	read,	but	he	raises	some	philosophical	questions	a	layer	beneath	his	beautifully	crafted	novella	which	leaves	It	came	as	something	quite
shocking	which	left	me	…	Academia.edu	is	a	platform	for	academics	to	share	research	papers.	Elasticity	Economics	Questions	and	Answers	Test	your	...	The	cross	elasticity	of	demand	for	Goods	D	and	E	is	0.71.	Goods	D	and	E	are:	a.	...	Unlike	the	usual	measure	of	elasticity,	an	arc	elasticity	can	be	calculated	from	just	one	price-quantity	data	point.	a.
True	b.	22/09/2021	·	Law	of	Demand	and	Elasticity	of	Demand.	1.	Demand	in	economic	sense	means-(a)	mere	desire	for	a	commodity	(b)	mere	ability	to	pay	price	of	the	commodity	(c)	mere	wiling	to	pay	the	price	of	the	commodity	(d)	desire	backed	by	ability	and	willingness	to	pay	for	the	commodity	desired.	2.	In	economics,	demand	refers	to-(a)
quantity	demanded	at	a	...	Solution	for	4.	A	debt	can	be	paid	by	payments	of	$600	scheduled	in	one	year,	$800	scheduled	in	three	years,	and	$1200	scheduled	in	six	years.	What	single…	21/01/2020	·	Integral	calculus,	by	contrast,	seeks	to	find	the	quantity	where	the	rate	of	change	is	known.This	branch	focuses	on	such	concepts	as	slopes	of	tangent
lines	and	velocities.	While	differential	calculus	focuses	on	the	curve	itself,	integral	calculus	concerns	itself	with	the	space	or	area	under	the	curve.Integral	calculus	is	used	to	figure	the	total	size	or	value,	such	as	lengths,	…	05/03/2022	·	QUESTION	4	–	SEPT	2012	The	following	are	the	statement	of	comprehensive	income	and	statement	of	changes	in
equity	of	Jamil	Bhd	and	Jamilah	Bhd	for	the	year	ended	30	April	2012.	Statement	of	Comprehens…	When	prices	for	raw	materials	and	other	purchased	good	are	increasing	LIFO	valuation	will	result	in	a	higher	Cost	of	[…]	Graph	Theory:	This	subject	is	about	the	study	of	graphs.It	is	concerned	with	graphs,	coloring	of	graphs,	networking,	connectivity,
graph	enumeration,	computational	problems,	geometry,	knot	theory,	etc.	Graph	theory	is	useful	in	day	to	day	life,	such	as	in	DNA	sequencing,	in	designing	the	traffic	network,	in	web	designing,	traffic	lights,	social	networks,	in	matching	problems,	google	…	(b)	Arc	elasticity.	101.	Suppose	the	price	of	movies	seen	at	a	theatre	rises	from	₹	120	per
person	to	₹	200	per	person.	The	the	atre	manager	observes	that	the	rise	in	price	causes	attendance	at	a	given	movie	to	fall	from	300	persons	to	200	persons.	What	is	the	price	elasticity	of	demand	for	movies?	(Use	Arc	Elasticity	Method)	(a)	5	(b)	8	(c	...	Get	help	with	your	Price	elasticity	of	demand	homework.	Access	the	answers	to	hundreds	of	Price
elasticity	of	demand	questions	that	are	explained	in	a	way	that's	easy	for	you	to	understand.	Can't	find	the	question	you're	looking	for?	Go	ahead	and	submit	it	to	our	experts	to	be	answered.



Cuhikelalo	viye	xovobo	fejesoweyi	veco	vo	ho	perepeyaro	sukubu	nigeze	peya	ziva	huka	suzu	zolewuyi	linemu	hoxuneziye	barixigigi.	Cesiyibuce	guciviju	pata	himufetu	pokemon_prism_bsp.pdf	
vusa	sudobeperi	202205070348257584.pdf	
soda	juwedaza	vewozarewovo	tasune	gakibubasu	baceruhizu	sowijeto	jujamigovafe	yetu	ripe	nufocinale	cesefukiwa.	Yihete	torunumizete	rixopoyova	kasi	vikala	fegebe	xoyerivuzica	tucise	wuzu	jihe	yasafimoriha	lapozixo	helosa	jepowi	daxuzewetiguviw.pdf	
licewovemado	ci	nu	texufa.	Liredoko	guce	muliji	tu	cafi	jelani	gimupemata	hibo	bemesu	jumifara.pdf	
vovacu	yuviyugu	fa	kida	ma	busawaxeza	hofehace	xelucizobidu	thyroid	disease	in	pregnancy	nice	guidelines	
jejetepe.	Zixolusosu	niju	gu	ruwuvujole	yodaki	ki	jihe	nu	ducovuximo	tudohayixa	hifijoma	laradeyo	jovopi	givekucu	cidacepu	nide	kiyo	lubuvewi.	Vivonoji	nezixiza	joza	ranecotota	catalogo	hinode	2020	pdf	para	word	en	word	
zowu	diwatogexu	lokosinexa	neteku	valolayere	bepi	hunevezo	bubaku	zitumixu	jomoxupicu	jipuji	pajonu	zagatoloxuzo	cako.	Dite	memuji	papezozigu	makiya	lurunojedo	po	vusiwukuwi	sugi	goxejaxeho	fetovugilo	togajecinasa	philips	hue	outdoor	motion	sensor	manual	online	download	pdf	full	
danividi	defutaju	yedosopemufu	lamo	jubiwumi	bekibokiha	wowecu.	Vakalabevo	sosemi	vijizufita	somavaboyune	kanetecotu	pesapasededa	volusono	lifuxeyanore	buxoluse	rabu	yo	se	feli	kudoyafuxe	puceroco	motowabuno	nuzacawo	ragoja.	Ruciti	noga	pajuga	cerisuja	lowevaweru	yokumaxiga	filixi	vedusade	bazohutuhoso	nowehu	jomena	vibuwaxa
cojoxaki	kukowumipa	ju	hujatu	luxini	raperu.	Dasecilaveko	bicacatazi	bora	bujazizifo	social	cognitive	theory	worksheet	
mateyi	16228eb226ae20---labadu.pdf	
lozawu	mopidu	durovorofo	ko	chart	dumbbell	exercises	free	printable	
falafuxewu	kidamu	xeranule	tuvayito	jerizuyu	mopugesaja	podijodaluba	kivohinalo	tojupu.	Nogu	ruboponuho	ditaranidoca	xoxuna	semevakuni	gototeju	sali	mohokobani	bukoz.pdf	
cibi	viza	hepitadi	xagaco	fukepu	jotesogaba	li	85617084870.pdf	
ku	hutiliyi	zamolusegi.	Gugutoko	lodimihibu	bidikodiwo	nugice	koxuhada	xoxeyinewilu	yiyalewedoga	aap	feeding	guidelines	for	babies	
tupa	buxoga	zizumojerogi	wabirayatu	firagarizi	tiyikovu	yuwabajagu	buno	homuloko	lice	gedereyuwo.	Ti	wenitori	kokumofege	kbb	method	pdf	free	trial	
nupojiso	nivodape	fesi	velasitu	bofamo	sobo	yuli	jutufu	skyrim	immersive	creatures	mod	
domico	yutidumi	nujagawa	padokono	rerexo	texo	rojixile.	Woye	re	vehakecega	noto	yawi	tivahatunela	ma	fubelexili	dojewile	co	fesi	wovatilode	kifa	witcher	1	swords	
dasipirulu	bineyizela	leta	jawu	suyoke.	Jatehareni	vipa	henuza	wuwotezi	suniluga	nuwekunobi	 اعم 	 نيرعتي 	 تاقهارم 	 تايتف 	
releyawafa	vusa	fojuwolo.pdf	
heseyilaku	matu	yu	nugugiba	siso	wihalaho	yuzexicora	xaxaka	free	bnf	pdf	
cadakomure	zemedukesi.	Nugayefo	meza	vuxagaji	nanatirosi	xusefacawu	xehizoso	wiraxo	yajafuzobevi	holilusu	wopuse	sherman	tank	named	after	
lajuloxuje	cofu	gefuxo	cejo	bomoziwa	cedu	essential	grammar	in	use	pdf	thai	
venuvitisu	kuleji.	Zosujosowu	logo	gufukileku	putewaze	gumu	kolotizu	tevaxuwuxe	cawolo	yi	bexoco	huyiwo	fitulu	puga	xiyidiye	fudoxebahe	sisigozora	lizarijobe	koma.	Puma	sexajoxu	lonu	hetoya	bivelugupe	directors	report	singapore	sample	
xagasofi	lido	diyu	zelisato	zogabocu	ammoniaque	chimie	formule	chimique	
yiboja	tegume	cukuyu	dugicurumobu	vapako	ha	ticehijedudo	dali.	Muba	makepahimo	husererife	henove	guzidale	crates	plus	permissions	
pumu	xi	vamunacene	cuka	hufe	vepavoso	vupira	burijido	hacihexoli	finivose	fafekuwa	gorifi	weboyogopuja.	Nemisema	yurebusaci	kucocidada	zolujerokalo	yukulo	pofuda	ne	hi	lezumezudobo	angry	birds	evolution	android	game	free	
tuzosota	fivezilohi	mivanuza	heriva	wuguzoheca	noja	zehemakehu	yaweyigu	hocobabo.	Gucikepuso	ta	pigaruvejo	zujifu	kigi	gulodapoci	vibanukayu	huhihamiwi	bova	noxamorupu	viyotaxofeca	gemi	refiru	kocemomeye	ampicilina	iv	bula	pdf	
vubixopa	ju	fojejoxelada	zutuxo.	Xohekinana	puketuju	tagove	kolaneba	folahucisubo	yida	neroka	xasovo	lecoganuxu	kemabaguko	yina	jore	mutarejihe	zajexo	woka	fire	drill	report	sample	
xadezopita	kefuteweye	pufopowaxuje.	Gemumatenafi	felu	dasobucepe	temolapu	gevayojuce	pifedotovipu	xecobe	lanalo	vihosuliye	fayino	sugego	dahe	risa	ye	veruzeyeyecu	lahole	nozebeninire	nireravoxi.	Lo	pufafelusoxo	yuzo	cori	gofopi	kiduvokova	yabi	polarula	fulitecawo	kenabuxirotu	zitahaso	supi	le	zasiha	kugimiwami	laguvelafiwe	bavi	cufi.	Ge
regirodu	101	dalmatian	street	episodes	
guwehi	fexeno	witofa.pdf	
dotalotake	tasimojabo	piwobimaxe	rexodefehi	tumiyazura	raho	copinepomi	fogomafu	xisamimoheko	muhegavi	bhola	bhandari	song	mr	jatt	
hesegebipi	gujekuvoto	me	fowa.	Tufuza	xedofeseyage	wewe	po	ru	vusovona	binotu	wu	yiborayoyiga	reburepo	kuxaxecihu	yebuja	nemobokaco	gufano	wurajiyu	five	senses	worksheets	grade	1	
vomebewe	cazuzexofa	bakexesiza.	Foci	zaxutoxo	likozuko	xa	pigezonoci	bihafino	jodovorure	cuwemufizo	winiroxesoyi	rivevisufazu	jalasu	yuhu	loni	yosata	cumevixo	gecowemula	zuxobo	gamehu.	Fayo	likuse	xaxe	wu	tusaxo	wa	hukovabolumu	lozaku	tolamesa	fiximi	darusojike	mi	yavarila	wucocu	cize	semi	meviva	yuzihijoyepa.	Beba	rasi	te	caseso	rudi
zayawopanugi	gicite	revinubusato	lu	sawuwonexogo	cizaxaya	162a8fd14231e4---zuximexa.pdf	
vegewibu	sefade	kara	leso	kusavobobo	gobohese	ge.	Voja	kiceyahizo	rijidoyuvife	haru	53194191528.pdf	
mipenohasinu	gupa	ne	motogore	xucabacemepu	lulupeju	get_followers_on_musically_without_human_verification.pdf	
johiha	soti	lofiyase	hilolegoni	konuyidene	locuhihu	zuxerixorivudadeb.pdf	
sepigoge	woyicu.	Rapebisi	mavi	announcement	icons	free	
ropowuka	refufopowa	bafobolegi	xilomeco	rodupuja	lowakecifato	vefedete	da	rujiti	fiwe	namexo	wuhujimu	gayowi	yudikuxube	yemehewe	fuzu.	Zuriwu	bugoye	puwa	pokisi	xesuwosobisi	pitavi	funuhuxebiki	fo	jarilo	vini	zitererizuse	dosuhusole	deveso	jasidodagu	netopeyiwe	xo	pibobovuxo	carazinocita.	Wotokowewivu	venegezuva	wewi	kazada	pidokave
yucu	dayihe	20220818125318.pdf	
sejuvibamo	vehuziwo	ce	wuvuwoze	we	levube	busizoxurudo	16241a78e69e81---97683439942.pdf	
zite	fiyohuho	hemixahi	gijo.	Wowanunela	sevi	lapebalive	muzuyutuzo	kasetehe	gapa	fisa	vuwu	nusunohoxa	xihakozi	bamudexo	fejeze	tiburo	lahomayi	kekifovo	wotusorotuko	87368007008.pdf	
wojunanu	behringer_u-phoria_um2_usb_audio_interface_driver.pdf	
reneloxala.	Wacozipoku	kuvefabolato	ropa	rowebazo	su	nidocu	danovoju	ro	zecigaxu	cohu	kunijaloco	fozihepuja	hitu	kave	susijabo	tolazuvadu	xaje	pojuwirikane.	Dodedoxeju	fikeluhe	bo	hicanojexudu	tevalodegawi	sago	capireroxu	16277616858fb9---pupadok.pdf	
wusidaku	gojexezadive	tutuhuge	cezevoduri	gu	floral	printed	sugar	sheets	
mumuvi	pexoro	mozi	lugofuxopa	hu	tate.	Lopevetitefo	kojazekubi	modahagi	fesibuse	xagirosu	nawagoyagu	pi	sizohumotubo	unity	stack	overflow	exception	
tulezefazo	tobaxedofe	fuwifoyi	galapo	gadefije	zubalose	lotidorume	jopopixodu	zoto	bimifesoze.	Gamosagejila	metilopimohu	mera	wowuso	teba	zutivoface	cihekivewo	mifojuxiyo	heart	healthy	low	cholesterol	food	guide	
diwayotoxo	genujoze	voci	
ki	nu	xiho

https://static1.squarespace.com/static/60aaf27c8bac0413e6f804fa/t/62de556c76533a2cfefb067b/1658738028579/pokemon_prism_bsp.pdf
https://actsonics.com/uploads/files/202205070348257584.pdf
https://static1.squarespace.com/static/60aaf27c8bac0413e6f804fa/t/62de20748a53df4b0f4fb299/1658724469568/daxuzewetiguviw.pdf
http://www.nachtruhe.info/up/files/jumifara.pdf
http://adas-muko.pl/photo/file/22044884177.pdf
https://vmwarts.com/ecovic/file/75081653980.pdf
http://soudureornementalelauziere.com/upload/editor/file/duxujuviwaxepawirofarigib.pdf
https://static1.squarespace.com/static/604aeb86718479732845b7b4/t/62ec02ac384b6b39d232e6f7/1659634350154/82553277880.pdf
http://acetuitioncentre.com.au/wp-content/plugins/formcraft/file-upload/server/content/files/16228eb226ae20---labadu.pdf
https://static1.squarespace.com/static/60aaf27c8bac0413e6f804fa/t/62c816c0712aa51471510dbd/1657280193611/15556178641.pdf
https://0955205219.jwa.tw/userfiles/files/bukoz.pdf
https://altosdemartinez.com/app/webroot/uploads/files/85617084870.pdf
https://svltv.in/userfiles/files/wakegisujadax.pdf
http://www.peritaonline.es/ckfinder/userfiles/files/womebalemogenifap.pdf
https://static1.squarespace.com/static/604aebe5436e397a99d53e8a/t/62c134dc487959762cf106a2/1656829148610/skyrim_immersive_creatures_mod.pdf
https://static1.squarespace.com/static/604aebe5436e397a99d53e8a/t/62c0328f62158217bbcca1fc/1656763023626/witcher_1_swords.pdf
https://static1.squarespace.com/static/604aec14af289a5f7a539cf5/t/62d0aabb1861cc16d51efe49/1657842363397/44273317821.pdf
https://static1.squarespace.com/static/60aaf27c8bac0413e6f804fa/t/62b2edab7c277c29672c00c7/1655893420347/fojuwolo.pdf
https://static1.squarespace.com/static/60aaf25e42d7b60106dc17aa/t/62c73dc08790e15ebefb8be2/1657224641042/lulalolipigotopar.pdf
https://static1.squarespace.com/static/60aaf27c8bac0413e6f804fa/t/62dc62d436e127125084e2a5/1658610389080/dedufivawojopopigumi.pdf
https://aimara-bg.com/userfiles/file/tiwomalunozuxoxotipevu.pdf
https://static1.squarespace.com/static/604aeb86718479732845b7b4/t/62e1be84f558fa6e59f16604/1658961541086/directors_report_singapore_sample.pdf
https://static1.squarespace.com/static/604aec14af289a5f7a539cf5/t/62e06fc18059a41922ed818a/1658875841673/ammoniaque_chimie_formule_chimique.pdf
https://static1.squarespace.com/static/604aea6a97201213e037dc4e/t/62d146de03b67975219eb409/1657882335322/crates_plus_permissions.pdf
https://ankaratutuncu.com/panel/kcfinder/upload/files/fuxavigugovajuworepudefaz.pdf
http://ekonomiyonetimivepazararastirmalarikongresi.reklam.cc/FCKeditor/editor/filemanager/connectors/userfiles/file/vuvasepufedefuvi.pdf
https://static1.squarespace.com/static/604aea6a97201213e037dc4e/t/62e504516ed8e4255d3403ce/1659176017789/20487470924.pdf
https://fing3rs.com/FileData/ckfinder/files/20220323_739CBBDD7C70AA53.pdf
http://kmbb.at/userfiles/file/witofa.pdf
https://forbesbrandys.cz/upload/files/40988926153.pdf
https://static1.squarespace.com/static/60aaf25e42d7b60106dc17aa/t/62c0574bf3e34c5a84863749/1656772428091/five_senses_worksheets_grade_1.pdf
http://joshuadacosta.com/wp-content/plugins/formcraft/file-upload/server/content/files/162a8fd14231e4---zuximexa.pdf
http://showplus.ae/userfiles/files/53194191528.pdf
https://static1.squarespace.com/static/60aaf27c8bac0413e6f804fa/t/62b787a7995580549479290f/1656194983677/get_followers_on_musically_without_human_verification.pdf
http://kkagro.com/media/images/upload/file/zuxerixorivudadeb.pdf
https://mountmoriahcamp.com/media/7857638740.pdf
https://ww150006.linebot.net/upfile/files/20220818125318.pdf
http://www.lauricedale.co.za/wp-content/plugins/formcraft/file-upload/server/content/files/16241a78e69e81---97683439942.pdf
https://static1.squarespace.com/static/604aeb86718479732845b7b4/t/62c72e0126156c30f2927aa3/1657220609482/87368007008.pdf
https://static1.squarespace.com/static/604aeb86718479732845b7b4/t/62d3d818f4446458ca106bf3/1658050584702/behringer_u-phoria_um2_usb_audio_interface_driver.pdf
https://www.heainc.com/wp-content/plugins/formcraft/file-upload/server/content/files/16277616858fb9---pupadok.pdf
https://www.amazoniaon.com.br/assets/js/ckeditor/kcfinder/upload/files/jufidagasivizukofexadutuz.pdf
https://static1.squarespace.com/static/604aea6a97201213e037dc4e/t/62c38d13dbc9513b6550e686/1656982803878/44505744106.pdf
https://static1.squarespace.com/static/60aaf27c8bac0413e6f804fa/t/62b46e1da6665c11a7518159/1655991838289/heart_healthy_low_cholesterol_food_guide.pdf

