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Flybe was a popular airline, ultimately collapsed by dramatic decline that resulted in its closure. This report aims to thoroughly examine the multifaceted factors that led to its collapse. Particularly, Flybe could not cope with the swiftly changing market environment and innovation. A critical lens will be used in employing the SCAMPER model to probe into different pathways for innovative strategies that may have led to a different outcome for Flybe. By carefully studying Flybe’s product and services offerings, together with its approach to innovation, this essay endeavours to discover the underlying issues that held Flybe back from coping with the storm effectively. The aim of this study is the identification of the way Flybe operate in the industry, which will help to get a better understanding of the role innovation plays in maintaining competitiveness in the rapidly changing airline industry. The essay, which is based on a broad analysis of the Flybe’s experience and SCAMPER application, seeks to provide a practical guidance and lessons for businesses which are in the same volatile environments (Zaremba, 2021).

[bookmark: _Toc160474211]Services of Flybe
Flybe was considered a key player in the aviation sector. Flybe was a British regional airline and served a number of small airports in Europe. Before ceasing operations, the Flybe fleet consisted of 63 aircrafts. The prime focus of their mission was around the provision of both affordable and convenient flights for the less-served destinations that will cater for both business and leisure travellers. One of the merits of Flybe is its ability to serve the unexplored and the untapped markets that the other major airlines particularly the large ones do not find attractive. Having served as a lifeline for air travellers to smaller towns and cities for business, leisure and visiting friends and relatives Flybe became an indispensable regional air route service. This strategy, however, was the unique selling point of Flybe, which was different from the larger operators and create its own niche in the aviation industry. On the other hand, despite being mainly strategic, Flybe also confronted many problems that had bad effect on their profitability and also on their long term sustainability. The heavy costs of operations, which include fuel, maintenance, and personnel, were largely responsible for the financial well-being of the company. Nonetheless, the unique market situation the commercial aviation industry is experiencing, with airlines fighting for prices and capacity, intensified the problems of Flybe. Regarding these economic issues such as changes in the fuel prices, the exchange rates, and the geopolitical uncertainties, Flybe was also affected. Such exogenous factors not only increased the operating cost but also diminished consumer’s confidence, and reduced the demand for traveling at crisis periods (Budd, L. and Ison, S., (2021)
One more factor which can be considered as a contributor for the fall of Flybe was their fleet and network of routes that they had. However, the fleet of Flybe was mostly the regional aircraft, which differentiates it as an expert in regional travels. Although the aircraft was majorly suited to the short-distance, it was also quite costly per seat-kilometre as compared to the larger and fuel-efficient planes of their rivals. The underwhelming width of the routes offered by Flybe was, presumably, not capable of attracting a wider customer base or supporting the high-demand long-haul routes. Moreover, the company's initial tactic of putting up its presence in the secondary and tertiary airports was considered by many to be a good strategy of penetrating the previously untapped markets, but with some challenges. Most of the small airports do not have the outfitting and amenities required for the airports to be functional. This may lead to inefficiencies, longer turnaround times and will narrow the passenger comfort. On the other hand, the use of additional airports limited the airline`s ability to attract the premium business travellers who would prefer the main hubs for the sake of convenience. This being the case, the niche regional airline provision made the company a very important player in the airline market, but it suffered from a number of challenges that resulted in its profitability problem and the ultimate collapse. The running costs, the level of competition, the economic turbulence, the limits of the fleet, and the restrictions of the route network were all really serious problems for Flybe. Going ahead, airlines need to be very mindful of the dynamics of the market and should have optimized route network, cost efficient and innovative business model so as to gain competitive edge in the industry, which is changing all the time.
[bookmark: _Toc160474212]Impacts of Innovation on Flybe
Positive Influence of Innovation
Innovation was the driving force that powered and facilitated the growth and development of Flybe by making operations better in different sectors.
Flybe used the technology innovations to boost the efficiency and safety of the business operations. The airline is going to retire its old planes and replace them with new ones, which are equipped with state-of-art avionics and more fuel-efficient engines, resulting in fuel saving, reduced maintenance cost and better overall performance of the airline. Furthermore, Flybe equipped with the latest navigation systems and predictive maintenance software have managed to develop the most efficient flight routes and reduce delays due to which they have become reliable in terms of services, and so the passengers are satisfied. Customer service development was among the key sources of differentiation and customer loyalty that Flybe used to set itself apart from competitors (Costa et al., 2021). Flybe is equally focused on bringing in new things such as internet connectivity, personal in-flight entertainment, and easy booking systems that are well-fitted to the prevailing demands of the travellers. Flybe put customer satisfaction and increasing the number of returning clients at the forefront by giving them smooth and tailored experience utilizing technology. Flybe was striving to get to the ways of improving its operations, which in the end should lead to the cutting of costs. The entire passenger handling process was made more efficient as Flybe put in practice the self-service check-in kiosks, self-service baggage drop systems and e-boarding passes. It was made possible by the speed and efficiency. Also, Flybe deployed data analytics and predictive modelling to optimize fleet utilization, crew scheduling and route planning where resources are allocated efficiently and the company gets the maximum profitability (Tyagi, S., (2023)
Negative Influence of Innovation
The innovation process experienced by Flybe was not without some difficulties, which were as a result of some misalignment in its strategies and market dynamics.
Unlike Flybe that thrived on innovation, its strategies were never dynamic enough to meet the changing consumer tastes and market trends. Such as, Flybe’s focusing on regional routes and smaller airplanes made it hard for the airline to compete for popular long-haul routes and wider customer base. Moreover, the domain of customer service and technology make sense and deserve attention, but they are inadequate to solve the root problems, for instance, the high operating cost and intense competition. The absence of Flybe measures to the forceful disruption within the industry, its decline. The new technology, the new business models and the changing consumer behaviours represent challenges to the traditional operating model of Flybe. No strategic innovation and failing to respond these threats in advance were the reasons of the failure of Flybe (Petzer, 2020).
Thus, the innovation was a defining moment for the airline, and its effects can be various. The airline was able to sustain the competitive edge with new technologies, customer service and operational efficiency. It was as a result that a better customer experience was created. Even though the strengths of aviation industry are the rapid growth, high profitability, and connectivity among nations, there are some weaknesses related to the mismatch between the market demands and susceptibility to disruption which calls for strategic management and adaptability to deal with the complexities of the aviation industry. Companies going forward should use innovation as best as possible and strengthen the main problems of the market that is changing rapidly thereby ensuring sustainability and success (Štimac et al., 2021).
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The SCAMPER model is a creative thinking method that helps people come up with new ideas by suggesting Substitution, Combination, Adaptation, Modification, Re-use, Elimination, and Reverse of product, service, or process elements to solve problems or capitalize on an opportunity.
Substitute: Flybe did not replace conventional aircraft powered by traditional fuel with more fuel-efficient or alternative propulsion systems. The adoption of electric or hybrid-electric aircraft technology would have enabled the airline to reap the benefits of a competitive edge, while reducing operating costs and environmental impact. Adopting sustainable air transport solutions would have been a defining step for Flybe to lead the industry as an eco-friendly airline and also get environmentally conscious passengers and stakeholders. Furthermore, with the airline business being subjected to the growing trend of cutting carbon emission, it would be easier to establish better reputation in the market that would guarantee its sustainability in the future. As a result, research into the alternative propulsion systems could have not only helped Flybe to compete but also contributed to greening of the whole industry (Sarifuddin et al.,2021).
Combine: Flybe seemed to miss the chance of linking services together by including ground transportation or accommodation booking offered with flight tickets. Flybe could have built bundled packages or formed partnerships with the local transportation providers and hotels in order to offer the customers with a perfect travel experience and to unlock some additional revenue channels at the same time. This approach would have positioned Flybe as a distinctive competitor in the market and improved customer satisfaction and loyalty by making travel planning simpler and allowing for convenience. Through provision of holistic travel solutions, Flybe could have achieved much more than just differentiation in the market and development of stronger customer relations that eventually lead to higher revenue and sustainable growth.
Adapt: Flybe failed to consider the possibility that the company could have changed its business model by means of forming alliances with other airlines or using codeshare agreements. Flybe could have got the advantage of partnerships with larger carriers or regional airlines to broaden its route network and hence improve connectivity, by accessing additional destinations and feeder routes. This would have created a broader network reach for Flybe, more passengers and thus better competitive position in the market. Besides, code-sharing agreements would have made it possible for Flybe to offer more destinations without the need for huge investments in aircraft or infrastructure, thus increasing the flexibility and scalability of the flight company. Through implementation of such adaptive measures, Flybe would have seized the unexploited market gaps, built a stronger position, and thus ensured the company’s long-term sustainability (Talebi et al., 2020) 
Modify: Flybe did not realize that pricing models must be tailored to the market and react swiftly to the dynamic market conditions and customer preferences. The utilization of dynamic pricing algorithms and data analytics could have been an option for Flybe as it allows adjusting fares in real time depending on demand, seasonality, and pricing of competitors. It was this strategy that would have reached the market potential to the optimum, and therefore, would have ensured competition. Moreover, airlines could have also offered packages that include free baggage allowance, in-flight perks or priority boarding as additional features for customers hence the revenue generated from these through the ancillary would have been enhanced. The company could have obtained higher levels of revenue and increased customer satisfaction by adjusting its pricing policy that would follow the market trends and customer demands. Furthermore, it could have had a positive impact on its financial performance and competitiveness in the airline industry.
Put to Another Use: Flybe failed to use the existing under-utilized resources like airport slots that are rarely used during off-peak time for alternative operations like cargo transportation or charter flights. Flybe managed to diversify its income sources and to increase asset utilization and to reduce downtime by the use of the idle capacity for cargo transportation or charter flights. This strategy would have been double-beneficial since not only would the financial results of the company have been improved, but also the company would have become more efficient and resilient to the fluctuations of passenger traffic. Along with it, it also could have been a source of the additional cash flows through the carriage of cargo or charter that could reduce the risks related to the passenger demand that is also unstable. The implementation of this strategy would have assisted the company to be more adaptable and the changes in the market to be responded to effectively to keep competitive (Kumthonkittikul, 2020).
Eliminate: Flybe dissolved the supply chain of operations by removing non-profitable routes, which were part of their business and were not the main activities of the firm. Flybe could do a route profitability analysis and cost-benefit assessment and determine the unprofitable routes and stop them in order to direct resources to more relevant markets. Moreover, the organization could have divested from non-core business operations and physical assets which have nothing to do with the strategy of the company and which would have reduced its overhead costs and hence increased the profitability. Such a strategic approach may have helped Flybe to conserve resources and direct them towards the most promising markets, thus improving its financial results and competitiveness in the industry. With the savings and the resources reallocated, it could have created a very solid base and ensured the long-term future.
Reverse: The lack of supervision of Flybe in the copying of what competitors do or in the rear of the industry trends in order to find out those areas of growth and differentiation that are still untapped was one of the biggest blocks on the way to success. A thorough analysis can be done by studying the other successful competitors or new emerging trends. This can provide the information related to market dynamics, consumer tastes and preferences and competitors’ strategies. The utilization of this strategy would have helped Flybe to distinguish between areas that required improvements or diversification, either by imitating successful business models, introducing new technology or capitalizing on new trends. By means of the application of reverse engineering measures, Flybe could have come up with a route that would have prioritized innovation as well as sustainable growth in the face of an unstable industry atmosphere. Therefore, by taking this strategic step, the airline would have been able to forecast the future with utmost precision and consequently develop an in-depth survival plan (Keivanpour, 2023)
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Flybe had to focus on strategic foresight, agility, and customer centricity to make its future more viable. Recommendations include allocating funds for the conduct of market survey and trend analysis in order to anticipate the shifts in consumer needs and industry dynamics. Flybe will be able to continue to develop innovatively, and this will create an environment in which they can adapt and beat the competition. Moreover, the airline will be able to extend its range and enhance the connectivity by pursuing the strategic partnerships with other airlines or service providers. Diversifying revenue streams including cargo services and charter flights helps to deal with the risks that are associated with varying demand. Adopting digitalization initiatives for improving the operations, offering better customer experience, and improving the efficiency is mandatory. To conclude, sustainability initiatives should be the main priority of Flybe. This will not only correspond to the increasing environmental concerns but also improve the airline’s reputation as well as its resilience in the face of competition.
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The example of Flybe, which went under, explains the fact that complacency is dangerous and that we need to keep innovating to stay ahead of the game. With SCAMPER and the possibilities, it presented, we highlighted some courses Flybe could have taken to overcome their problems and strive for innovation. Henceforth, organizations should re-assess and adapt their strategies to keep pace and remain relevant and sustainable in this dynamic market environment.
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