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[bookmark: _Toc158993831]Introduction
In the contemporary dynamic and competitive business context, innovation is the main determinant of the success and survival of organizations. Yet, failure to innovate can cause even stable companies to go down and perish (Amankwah-Amoah, 2021). In recent years, we have seen several companies within the UK fail or almost fail, representing such names as Arcadia Group, Debenhams, and FlyBe, among others. The focus of this project will be FlyBe, a regional airline from England that went into administration in March 2020 due to financial problems that were compounded by the COVID-19 pandemic. The fall of FlyBe has also brought into light the danger of stagnation in innovation and the inability to adopt technological changes that the company may be facing. This project aims to discuss the product or service offered by FlyBe and the effect of innovation on FlyBe, both favourable and unfavourable impacts, applying the SCAMPER model to identify areas where the company creatively navigated the challenges in the market and could have possibly prevented it from falling. The SCAMPER model, developed by Bob Eberle (1996), is a model intended to promote the creative thinking process and generate new ideas by evaluating existing products and services. Lastly, the project will culminate with recommendations on how the airline could have possibly averted its fall and thrived in the market. This paper seeks to provide insights on the relevance of innovation in today’s business operations and the significant role it plays in ensuring sustained success and growth.
[bookmark: _Toc158993832]FlyBe Product and Service 
FlyBe was a regional airline headquartered in Exeter, England, that provided flights to over 80 destinations across Europe with the primary goal of connecting small and medium-sized cities, according to Kuutvuori (2015). FlyBe provided both scheduled and charter flights, with a fleet of 80 aircraft that consisted of turboprops and jets. The main hub of the airline was at Manchester Airport, while the secondary hubs were at Birmingham and Southampton airports.
One of the key features of the FlyBe is its focus on the regional connection, which was essential in creating an important link between smaller cities and large hubs (Alternative Airlines, 2024). This approach allowed the company to appeal to a niche market and distinguish itself from larger international carriers. FlyBe, in addition, was proud of its low pricing, as its customers were both leisure and business travelers. As per Petzer (2020), the airline had a unique ticketing system that allowed customers to book flights based on the weight of their luggage, which provided flexibility and cost-effectiveness. In addition, it was also known for its customer-centric approach, which was geared towards giving personalised and stress-free service to its passengers. Hockley (2020) explains that that was seen in the fact that it chose smaller airports with less traffic and a clear and polite staff; hence, the whole trip was more pleasant and not full of inconveniences for the customers. It is its complete flight schedules and its punctuality that make it different from its competitors.
While FlyBe had an innovative approach and targeted a niche market, it faced a lot of obstacles that led to its collapse. The airline market is highly competitive, with low-cost carriers and major international airlines having the largest market share (Pilsbury, 2011). Such an environment made FlyBe difficult with regard to pricing and route competition. Additionally, the aviation sector is extremely volatile in nature, with factors such as swings in fuel costs and economic conditions significantly affecting airlines' profitability (Alternative Airlines, 2024). The problems of FlyBe were worsened by the COVID-19 pandemic, which led to a sharp decline in the demand for air travel and eventually to the company's bankruptcy. On the service side, FlyBe offered different assortments of amenities and benefits to its customers. For instance, the carrier had partnerships with various credit card firms, enabling passengers to earn points for purchases that could be used for discounts on flights. Also, FlyBe provided in-flight Wi-Fi and a loyalty programme, enabling frequent flyers to earn and redeem points for future flights. The provision of these services was also enough motivation for the customers to go for FlyBe as opposed to its competitors.
With its schedule of flights, FlyBe also provided charter services to the usual holiday destinations intended to cater to the leisure market. This method enabled FlyBe to diversify its revenue streams and get extra income (Alternative Airlines, 2024). The company also placed a strong emphasis on sustainability, implementing initiatives to reduce its carbon footprint and be an environmentally conscious airline. Such initiatives as the use of more fuel-efficient aircraft and carbon offset programmes were considered innovative in the aviation industry and contributed to FlyBe's reputation and competitive advantage (Robinson, 2011). The core product and service of FlyBe was its regional connectivity, affordability, and innovation, represented in its unique ticket pricing system, loyalty programme, and sustainability endeavors. Nevertheless, the company could not be sustained in the face of rapidly growing competition.

[bookmark: _Toc158993833]Impact of Innovations in FlyBe
FlyBe had a lot of innovations, among them online check-in, holiday packages, and a loyalty rewards program. It also incorporated new technologies and modern aircraft into its fleet, thus enhancing efficiency and reducing costs. Also, FlyBe's focus on regional connectivity and customer-oriented approach can be regarded as innovative strategies, as Hockley (2020) concludes. Nevertheless, the company failed to evolve and diversify in response to market developments and was therefore unable to survive. Positively, innovation has been a key factor in the rise and fall of FlyBe. It has both positively and negatively affected the company, and its effect spills over to different operations of the airline. A fundamental means through which innovation impacted this airline was through its customer-centric approach. The airline industry was constantly endeavouring to improve and refine its services, responding to the ever-changing needs and demands of customers (Pilsbury, 2011). For instance, FlyBe was one of the first airlines to introduce online check-in, which made the journey more convenient for passengers. It further provided varieties of services like holiday packages and loyalty programmes, thus increasing value for customers and differentiating itself from competitors. Innovation also forms the backbone of FlyBe's regional connectivity strategy. Through the strategy of linking secondary airports to major hubs, the airline accessed new markets, thus increasing its customer base (Tomova and Strmiskova, 2014). This also generated extra income for the company. In addition, FlyBe's introduction of new technologies and the latest aircraft into its fleet also helped its operations. This made the airline provide better services, improve performance, and lower expenses, hence its success in the market.
Nevertheless, innovation had a detrimental effect on FlyBe, largely owing to its inability to adapt and diversify in response to changing market conditions. The airline was successful in its early stages; however, it could not meet the pace and dynamics of the ultra-dynamic aviation industry (Alternative Airlines, 2024). It rendered it susceptible to outside factors like increased competition and higher fuel costs, the very factors that finally brought it down. It also reveals how over-reliance on the UK market and failure to expand internationally illustrate the downside of its lack of innovative strategies. The constant drive by innovators to stay ahead of competition and to meet the ever-shifting needs of the market was a main cause of the company's fall. As per the study by Mayer, Ryley, and Gillingwater (2012), organisations that disregard innovation and lean towards old methods of operation are less likely to survive in the dynamic business ecosystem. This description definitely reveals the rather destructive role of FlyBe's lack of innovation, which in the long run resulted in the company's collapse. An article by the Financial Times argues that FlyBe's failure to innovate and adapt to changes in the market was the main cause of the company's collapse (Georgiadis, 2023). Accordingly, these sources additionally back up the argument about the role of innovation in contributing to the downfall of FlyBe.
[bookmark: _Toc158993834]Using the SCAMPER Model
In order to discover how FlyBe could have creatively manoeuvred the challenges in the market and perhaps avoided its collapse, this section will apply the elements of the SCAMPER framework and critically evaluate each element.
[bookmark: _Toc158993835]Substituting: Elements substitution of a product or service means finding alternative or replacement components. On the other hand, FlyBe could have opted for international routes, which are more diversified and profitable, to substitute its focus on domestic markets. For instance, FlyBe could have offered the service to popular destinations in Europe, for example, Paris and Barcelona, and connected them to smaller regional airports in the UK. This would have enlarged its customer base and possibly enhanced the company’s income. The aviation industry has steadily increased the number of flights it operates worldwide since the early 2000s, reaching 38.9 million in 2019. However, due to the coronavirus pandemic, the number of flights decreased to 16.9 million in 2020. Volume has increased and is expected to reach 34.4 million passengers by 2023 (Statista Research Team, 2023). This shows that FlyBe could have made use of the market gap, possibly by expanding overseas and diversifying its routes. Besides, Powley and Smith (2020) describe how FlyBe's failure to enter new markets and their reliance on domestic routes contributed to its collapse. This also reinforces the notion that the strategy of substituting components of a product or service is beneficial in the long term.
[bookmark: _Toc158993836]Combining: The blending of specific elements of a product or service means the creation of something new and unique by combining already existing components. For FlyBe, combining the regional connectivity strategy with the customer-oriented approach would ensure the company provided specialised services targeting regional travelers. Similarly, FlyBe could be a pioneer of customised holiday packages serving travellers to lesser-known airports, enabling a tailor-made and personalised experience. Based on a study by the Civil Aviation Authority (2023), personalised services result in high customer satisfaction and loyalty, which could have assisted FlyBe in the long run. The Reuters article also touches on how the focus on regional connectivity was a strength of FlyBe but could have been further improved by taking a customer-centric approach (Dey and Davey, 2023). On top of that, the claim on the possibility of mutual advantages of merging components to come up with a distinct product in the market is bolstered.
[bookmark: _Toc158993837]Adapting: Adaptation consist in a replacement of components of a commodity or service in order to improve its functionality. In the case of FlyBe, they could have updated their fleet by including more fuel-efficient and modernised aircraft which would have helped in cutting costs and improving efficiency. This would have cushioned against the effects of the rising fuel costs and assisted to improve on the company's financial performance. The IATA (2022) study indicates that airlines that invest in new aircraft equipped with modern technology enjoy better competitive edge and increased operational efficiency. Moreover, the BBC article (2023) raises the topic of FlyBe’s outdated fleets and its inability to adjust which resulted in its bankruptcy. These even more point out the importance of being flexible and to adjust to the dynamic market conditions for the long-term success in the aviation industry.
[bookmark: _Toc158993838]Modifying: Any changes in a product or service can be referred as the alterations in the whole product and service in order to improve its performance. For FlyBe, they could have changed their pricing strategy to make it more competitive in the market. As such, it could have used dynamic pricing techniques to provide promotional deals and discounts to price-sensitive customers. This would have enlarged FlyBe's customer base and probably increased the company’s revenue. As per a study conducted by Garcia (2020), dynamic pricing is an economical approach that can lead to a substantial rise in revenue. Besides, Georgiadis (2023) reported that an application of the dynamic pricing approach in the aviation industry is seen to result in an increase in the number of passengers and revenue per flight.
Putting it to another use: Reusing elements of a product or service implies employing a new application or purpose for the existing components. For FlyBe, this could have meant using its customer data for targeted marketing and personalised services. For instance, the airline could have utilised customer information to offer exclusive deals and offers to frequent travellers or unique travel experiences for first-time flyers. Personalising service according to customer specifics improves customer satisfaction and loyalty (Mayer, Ryley, and Gillingwater, 2012). Besides, a news report by Asquith (2020) refers to data-driven marketing strategies as a pivotal factor in helping businesses remain competitive in the market. This also points to the effectiveness of using the elements for another purpose: customer satisfaction and gaining a competitive advantage.
[bookmark: _Toc158993839]Eliminating: Implies discarding redundant parts to enhance efficiency or optimise costs. In FlyBe's case, the company could have withdrawn certain routes or services that were not profitable. For instance, it could have stopped servicing certain destinations or gotten rid of in-flight services the customers were not using. This would have given FlyBe an opportunity to move some resources to more profitable areas and improve its financial situation. As mentioned in a study by Garcia (2020), ceasing unprofitable routes helps airlines improve their financial results and operational efficiency. Furthermore, an article from the BBC (2023) states that FlyBe's failure to remove routes or cut down on costs eventually led to its demise. This also confirms the fact that by getting rid of the unimportant stuff one can achieve the lasting victory in the market.
[bookmark: _Toc158993840]Reversing: Reversing elements of a product or service means simply the opposite of their constituent parts or process. For FlyBe, its focused narrow attention upon the flights between smaller regional airports and major UK hubs could have been a source of the company’s problems. Instead, it could have picked routes leading to international hubs that are more profitable, thereby increasing its customer base which in turn would mitigate against the impact of changes in the UK market. Based on the study of Reporter (2020), airlines would easily see sustainability and growth in the long-term if they have good balanced mixes of both domestic and international services. Further, the mention by García (2020) shows that the focus of Flybe on regional connectivity and the absence of international expansion led to its demise. This also underlines the need to develop reversing strategies to respond to the dynamic market environment and thus sustain the aviation sector.
[bookmark: _Toc158993841]Conclusion and Recommendations
The SCAMPER model was critically employed to review the service plan of FlyBe, a regional airline that closed operations in March 2020. A thorough analysis of FlyBe’s product or service, the innovation process and different components of SCAMPER model show that one of the main causes of the airline collapse was insufficient innovation and adaptability. By means of substitution, combination, adaptation, modification, utilization of elements in another way, elimination, and reversal of the factors of the service plan, FlyBe could have had the opportunity to avoid the shortcomings of the industry and remain competitive. The aforementioned analysis reveals that enterprises, especially those in the aviation industry which is dynamic and competitive, should constantly innovate and be flexible so as to remain successful and sustainable. Diversification of routes, adoption of new technologies, and international market expansion are vital for FlyBe to eliminate its dependence on the UK market and increase operational efficiency. Additionally, the company can evaluate personalised service and use customer data to target a broad, diverse base. Using these strategies can help FlyBe learn from its mistakes and potentially re-enter the market in the future. Continuous review and renewal of service plans will also be vital to their long-term success and survival.
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