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Introduction 
This essay will provide a detailed description of the framework of the Business Model Canvas. A detailed study of the new business established in the United Kingdom will be also discussed in the essay. The various sections of the framework will also be mentioned in the essay along with the importance of the sections with respect to the new business created. A detailed evaluation of the application of these sections along with the proper examples. 
Discussion
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Business Model Canvas is a framework that is used to visualise, create and evaluate necessary business models and concepts. The canvas is a strategic tool that helps to provide a visual representation of the key aspects of the business that have been already established or would be newly introduced in the business market of the United Kingdom. The BMC is usually used by the management of an organisation that works on the enhancement of the business structure. There are various benefits of a BMC such as the provision of a structured outline for the concepts and visions developed for the business. It also helps in visualising the summary of the concepts and propositions of the business within a perceptible framework (Burns, 2022).
[bookmark: _Hlk160227394]TriMo is a new startup tour and travel organisation that would be focused on providing tours and travelling services within an affordable range for people of the United Kingdom. It would also focus on adopting various methods and practices of Green Tourism such that the tourists as well as the management of the organisation would be encouraged to practise sustainability of the different environmental aspects. The organisation of TriMo is based on the USP of contributing towards a better way of understanding the tour and travel needs and wants of the people of the United Kingdom (Rickman, 2013). The TriMo is also focused on delivering charitable works of contribution to society and the environment. The TriMo is also focused on exploring different excursion programs to remote and lesser-known tourist destinations. It also focuses on respecting the cultural and traditional practices of the localities and native groups around the travel destinations that are provided by the TriMo. 
For making a business that has been established just recently or will be set up in the near future, run effectively, the organisation ought to know the key partners based in the United Kingdom. The key partners are referred to as the distributors, suppliers, and other agencies that are linked with the organisation for the enhancement of productivity and other operations in the organisation. Other partners that can be included in this section of the Business Model Canvas are the various NGOs and charitable as well as environmental practising organisations. The key partners of the TriMo are the Greener UK, Transparent Hands and JustGiving (Williams, 2021). This section on Key Activities of the Business Model Canvas deals with the business needs of TriMo that are required as a measure to deliver certain values to the customers of the organisation. It consists of the core activities necessary for the creation of the products or services along with the support of operations and functions like accounting and marketing. For the completion of this section of key activities, the organisation of TriMo focuses on high-level operating activities. It also helps in getting jumbled down in the details. 
This section of the business model canvas refers to the stocks and assets of the new startup business. These may include physical resources such as pieces of equipment and intangible assets such as intellectual property or human capital. The key resources of TriMo would be Human capital, Workforce, and support from Technology (Nelson, 2013). The key proposition focuses on describing the value proposition of the business of TriMo. The key propositions would be focused on the provision of pocket-friendly green-tourism travel packages to the people of the United Kingdom. They would also focus on providing virtual trips and trips to remote locations and destinations. This segment of the BMC would focus on the way the business of TriMo would interact with its target audiences. The mode of customer relationships would be based on direct interaction with their target audiences. 
This segment of the Business Model Canvas deals with the way the organisation of TriMo would be able to attract their target audiences and engagement. This section will describe the various sales channels for the services and products provided by the organisation. This section will also describe the most effective ways for the target audience. The channels used by TriMo would be Social Media, their official website, emails and cold-calling (Barringer, 2018). This segment of the Business Model Canvas is known to serve the business startup with the segment of the customers that are supposedly interested or will be interested in the program of services provided by the organisation. This segment focuses on the needs and wants of the target segment of the demographics. Consideration of the potential future segments that would be interested would also be included. This segment would include people ranging from 15 to 50 years. The environmentally conscious people would also be piqued in the travelling as well as the people those love visiting secluded and remote places that have been least explored. 
The section of the cost structure of the Business Model Canvas lists the expenses that are required for the operations of the business in the United Kingdom. The major elements included in this section are the costs generated due to the inclusion of technology, labour, marketing and materials. Considering the two major costing bases, the organisation will be functioning on the variable costs generated, together with the direct costing techniques (Blackwell, 2011). This section of the Business Model Canvas deals with the different modes of revenue streams that help in making money for the business revenue collection. For the business revenue of the TriMo, the management will impose four methods of revenue streams that are consulting, service revenue, subscription fees and advertising. The structure of BMC refers to the various aspects that help an individual design the structure of a certain business. This structure includes quite a few factors such as key partners that will be associated with the company. Key activities and key positions are the other significant factors in the structure. The channels, customer relations and segmentation are also included in the BMC structure. It should also be mentioned that the cost structure and revenue stream are also integral factors (Timmons, 2008).
[bookmark: _Hlk160227815]The key partners of the TriMo are Greener UK that is an environmental organisation. The mentioned travel company will approach will particular organisation for the reason that it aims to support the environmental aspect. Other key partners of the organisation will be Transparent Hands and Just Giving that will support the company in terms of financial support. The justification for opting for such companies should be that the eco-tourism company, Kynder has obtained certain benefits by collaborating with similar agencies. The TriMo offers travelling opportunities in remote areas at an affordable price that should take as the key activities of this organisation. Along with this, the sustainability aspect is also considered by this company that asserts it to address consumers on a large scale. It should also be mentioned that the key proposition is related to the activities that the company offers. In this respect, the existing travel company, Adventure Alternative should be mentioned as it offers the same activities and has obtained noticeable success in the business perspective (Blackwell, 2011).
The present business model highlights that the key resources of TriMo will be human capital, transportation and technological support which are quite essential factors for a tourism company. The workforce will also be an impactful resource for the reason that it is often observed that the lack of an adequate workforce leads to hostile situations. The TriMo will maintain direct relations with the customers as without this factor the communication procedure will be disrupted. The channels that the TriMo will implement are social media, e-mail and similar platforms as nowadays the consumers are highly influenced by the mentioned media. The customer segment will be aged between 15 to 50 years as observed in HaysTravel, one of the prominent travel agencies in the UK. The cost structure will be both the variable and direct cost as such structure allows the company to adapt to the changes related to the service. Service revenue and consulting are the potential revenue model that will applied by TriMo for the reason that the models enables the company to generate revenue by providing value service to the company (Mariotti, 2012).
Conclusion 
The Business Model Canvas structure has been thoroughly explained in this essay. The assessment will also provide a thorough analysis of the recently founded company in the UK. The essay has also discussed the main framework components and their significance for the newly established firm. A thorough analysis of how these parts should be used has been supported by the appropriate examples. 
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Part 2
The TriMo traits are quite crucial in terms of achieving intended success in the business environment. It should also be mentioned that the traits can be inherent aspects or can also be eventually developed according to the needs of the circumstances. For instance, leadership skill is one of the most crucial traits that impact overall entrepreneurial performance (Rae, 2008). Confidence and disciplinarily should also be taken as significant TriMo characteristics (Hisrich, 2008). 
Even though it is a new organization, TriMo differentiates itself from all other competitors through the dedication and high level of employee involvement. Leadership quality is also significant.
Comparable to other local competitors, key resources of TriMo will be human capital. TriMo it would also focus on adopting various methods and practices of Green Tourism such that the tourists as well as the management of the organisation would be encouraged to practise sustainability of the different environmental aspects.
The key partners of the TriMo are Greener UK that is an environmental organisation. This gives TriMo wide credibility among the public, while proving that the organization is fully committed to sustainability projects (Sloan, P., Legrand, W. and Chen, J.S., 2017). This is a real advantage over the competition.
TriMo will maintain direct relations with the customers as without this factor the communication procedure will be disrupted (Horowitz, B., 2014).
Through this, TriMo aims to form over time a more personal relationship with customers, aiming to give them the certainty of being part of a new sustainable world, where trust and the desire to evolve together are essential concepts. Compared to competitors, who often use various marketing scams, TriMo will always have the door open to transparency.
Compared to Adventure Alternative, even if this company offers the same activities, TriMo can win over time the competition with it both through a much superior, qualified, involved and passionate work team, as well as through the programs it wants to implement regionally or even nationally, together with Greener UK partners.
Knowledge of competitors, as well as of the targeted audience, the desire for continuous innovation, the values of the organisation and the unique experience it promises to customers are the main strengths that TriMo relies on, and which sets the organisation apart from other competitors (Dungy, T., 2011).
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