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Frequent flyer program is a loyalty program in flights which is run by airlines. Customers earn miles in point form based on the amount they pay for the flight (de Boer, 2018). In addition, they can earn miles for flying based on the frequency they have used the airline.  Usually, the loyalty program entails rewarding customers with miles for buying tickets where points are awarded based on the mileage covered.  Also, points can be earned on air travel hotel stays and credit cards. The customers accumulate future points for future travel discount benefits, which are financial and non-financial. Notably, the customer is issued with frequent flyer credit cards, which are in collaboration with the airline company. Therefore when the customers purchase tickets for flights, they receive points that translate to miles and other benefits offered by the airline.  Financial rewards include discounted cots of future flights when booking flight discounts on services related to flights. Non-financial rewards include baggage or seat selections. Customers who are on the frequent flyer program are given priorities by the airlines, including travel class or cabin upgrades, early boarding, and even access to airport lounges (de Boer, 2018). Arguably these non-financial rewards are intended to keep loyalty. They create a perception of overall fairness to frequent users of the airlines.
 The advantages of having a frequent flyer program are that a loyalty program includes points in the form of miles that do not expire. For frequent travelers, they have the advantage of constantly using the same airline because the program is worth it considering the rewards, both financial and non-financial (Hwang et al., 2020). Arguably this saves the customers enrolled in the program a lot of cost on discounted flights, the extra rewards offered at no extra are impressive as well. There are flexible redemption options for the flights. For participating airlines, miles can be earned when a customer is travelling with associate airlines participating in the program.  Customers can earn miles through numerous retail, rental car, and hotel partnerships.  Notably, the frequent flyer program is free. Therefore the customers do not incur any extra cost, and they can save on several miles.
 The disadvantage of a frequent flyer program is that the number of seats available forwards travel can be limited. For a customer to earn elite status, they have to spend a lot and frequently fly using the same airline. Therefore the loyalty program is only worthwhile if one uses the same airline for all travels, which is able to accumulate points. In most cases, only elite members can redeem miles which are frequent for services offered for first-class flights. After some time of inactivity, the point earned based on miles the points might expire, especially if the into earned are subject to deadline (Hwang et al., 2020). Therefore they have to be redeemed before their validity lapses.
 Arguably, since most of the flights' services that earn miles in from points are offered in first-class products or premium, this is an area they can improve. One suggestion would include offering products on the other classes. Partnering with other airlines would be another improve this loyalty program further. Arguably this would ensure exclusivity, where mileage is meant for the particular airline only, is improved. Therefore this would mean the points gained can be redeemed on parented airlines.
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