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Sunset Wave Beach Bar is a tranquil and beautiful seaside spot of Costa Blanca, Torrevieja, Spain, known for its stunning sunsets, relaxing atmosphere, and delicious food and drinks. It offers a serene escape from everyday life for both locals and tourists, allowing them to enjoy nature's beauty and unwind by the sea. This essay explores and justifies the business model of Sunset Wave Beach Bar through a comprehensive examination of its key components outlined in the Business Model Canvas (BMC). Taking a closer look into the essence of Sunset Wave Beach Bar uncovers the intricacies of its business model, meticulously designed to align with the desires and aspirations of its patrons. From strategic partnerships to captivating value propositions, every aspect of the business model reflects a commitment to excellence and a dedication to creating unforgettable experiences by the sea.
When looking at the key partners within our business model canvas, Sunset Wave Beach Bar located in Torrevieja, Spain, recognizes the significance of fostering strong relationships with local suppliers, hotels, and event organizers. “The hospitality industry is all about connections” (Paddock, 2021). 
According to Manson (2011), by sourcing fresh seafood and beverages locally, the bar not only ensures the quality of its offerings but also contributes to the sustainability and support of the regional economy. Collaboration with nearby hotels and resorts serves as a mutual relationship, where the bar benefits from guest referrals, and hotels enhance their guests' experience with a recommended beachside haven. As per Hindman (2022), the partnership with event organizers amplifies the bar's appeal, enabling the hosting of diverse events that draw in crowds and create memorable moments.
The key activities of Sunset Wave Beach Bar are centred around providing an exceptional beachfront experience. Sunset Wave Beach Bar offers more than just drinks and food. It provides a relaxing experience to calm the mind and body. Visitors can enjoy the sea breeze, sound of waves, and escape from everyday stress. It is a place to find peace and happiness in nature. Operating the bar involves meticulous attention to customer service, with a well-trained staff ensuring patrons feel welcome and attended to. 


According to Gupta and Hinds (2023), maintaining and improving constantly the customer service can retain more customers and hence generate more revenue. The focus on event planning and hosting enhances the vibrancy of the beach bar, creating a dynamic atmosphere that caters to a diverse audience. 
As per Forbes (2022), regular maintenance of facilities is crucial to ensure a clean and safe environment, contributing to the overall positive customer experience. Effective marketing strategies, both online and offline, are also integral activities to attract and retain customers.
The success of Sunset Wave Beach Bar heavily relies on its key resources and according to Martin (2005), a skilled and enthusiastic staff creates the backbone of excellent customer service, ensuring that patrons feel not just like customers but guests at a beachside retreat. “It is equally imperative for all employees to be aware of the importance of customer service and to be empowered to take ownership of any issues that arise” (Walker, 2023). The beachfront property, secured with the necessary permits and facilities, offers a prime location for visitors to unwind and soak in the coastal ambiance. The well-equipped kitchen enables the preparation of unique and high-quality food offerings, while an ample inventory guarantees a diverse selection of beverages. 
The essence of Sunset Wave Beach Bar lies in the value propositions it offers to its patrons. The name of the bar sets a certain expectation regarding the experience patrons can anticipate. The focus on sunsets implies a commitment to providing a stunning backdrop during evening hours. The bar's beachfront location provides a serene and picturesque setting, allowing guests to escape the hustle and bustle of daily life. The distinctive name of the bar stands out by emphasizing specific elements of the coastal experience, and according to Beambox (2023) potentially attracting those who seek a unique and aesthetically pleasing environment. 
According to Krook (2019), the commitment to delivering unique and high-quality food and beverages elevates the culinary experience, appealing to both local food enthusiasts and tourists seeking an authentic taste of the region. Engaging events and entertainment create a lively atmosphere, ensuring that every visit to Sunset Wave Beach Bar is marked by memorable moments. 
As per Becker (2014), the friendly and attentive customer service adds a personal touch, making patrons feel not just as customers but as part of a larger beach community.
According to Nizami (2023), Sunset Wave Beach Bar’s business model is carefully tailored to cater to diverse customer segments and recognizes the diversity of its audience, catering to both tourists and locals alike. For tourists, the bar offers a quintessential beachside experience, complete with picturesque views, delectable cuisine, and vibrant events. For locals, Sunset Wave Beach Bar serves as a casual and inviting hangout spot, fostering a sense of community, and becoming a go-to destination for socializing. Additionally, by targeting local event planners and organizers, the bar taps into the market for private functions, expanding its reach and revenue streams. Special events, such as sunset parties or wave-themed nights, can be organized to align with the name, creating memorable experiences for customers and increasing the bar's attractiveness for both locals and tourists.
In the digital age, effective communication channels are essential. To reach its audience effectively, Sunset Wave Beach Bar employs a comprehensive approach. Leveraging social media platforms allows the bar to connect with a broad audience, providing real-time updates on events, promotions, and special offerings. The visual appeal associated with the name, Sunset Wave Beach Bar, can be leveraged effectively on social media platforms. Beautiful sunset photos and videos of waves crashing along the shore can create a shareable and engaging online presence, attracting a broader audience. 
According to The Fork (2019), collaborations with local tourism boards and hotels create an additional channel for exposure, ensuring that potential visitors are aware of the beach bar's existence. Word of mouth, facilitated by satisfied customers, becomes a powerful organic channel, contributing to the bar's reputation as a must-visit destination. As per Salon (2022), an online reservation system streamlines the customer experience, making it convenient for patrons to plan and attend events or reserve special occasions.


The success of Sunset Wave Beach Bar hinges on cultivating strong and positive relationships with its customers and as per Barlow (2023), by creating a warm and welcoming environment, the bar cultivates a relationship with patrons that extends beyond a transactional nature. Personalized customer service is at the forefront, with the staff trained to cater to the unique preferences and needs of each guest. Regularly updated events and promotions ensure that customers stay engaged, fostering a sense of anticipation and excitement. The inclusion of a customer feedback system allows the bar to continuously refine and improve its offerings, demonstrating a commitment to responsiveness and customer satisfaction.
Diversification of revenue streams is a key element of Beach Bliss Bar's business model. Primary revenue comes from the sales of food and beverages, with a focus on unique and high-quality offerings to differentiate the bar from competitors. Event hosting fees and ticket sales for special events add an additional revenue stream, capitalizing on the demand for unique and memorable experiences. 
According to Kh (2018), merchandise sales, including branded items and beach accessories, contribute to both revenue and brand visibility. The name lends itself well to marketing and promotional activities. Imagery of sunsets and waves can be incorporated into branding materials, social media posts, and advertising campaigns, creating a visually appealing and cohesive identity. According to Paun (2020), marketing materials and a strong online presence further amplify the brand, creating visibility and drawing in potential customers. Partnerships and sponsorships with local businesses open avenues for collaborative marketing efforts and shared promotional initiatives.
Operating a beach bar comes with its associated costs, and Sunset Wave Beach Bar meticulously manages its cost structure. Staff salaries, utilities, and maintenance constitute ongoing operating costs, ensuring a consistent and high standard of service. Cost of goods for food and beverages is managed to balance quality and profitability. Marketing and promotional expenses are viewed as essential investments in brand visibility and customer acquisition. 
As per Tarver (2022), licensing and permit fees are incorporated into the cost structure to ensure compliance with regulations, and property lease or mortgage payments are accounted for as part of the ongoing overhead.
To gauge the success and effectiveness of its operations, Sunset Wave Beach Bar monitors key metrics. According to Yatzus (2023), monthly revenue and profit margins provide insights into the financial health of the business. Customer satisfaction scores and reviews offer qualitative feedback on the overall customer experience. According to Chen (2020), Attendance and sales data for events help evaluate the popularity and impact of different offerings. Social media engagement and reach act as indicators of the effectiveness of marketing strategies, providing valuable insights into the bar's online presence.
In conclusion, Sunset Wave Beach Bar's business model is a meticulously crafted framework that aligns its activities, resources, and value propositions to meet the diverse needs of its customer segments. The key partnerships, activities, and resources work in harmony to create a unique and enjoyable beachside experience. The value propositions cater to the desire for relaxation, quality cuisine, and entertainment. The customer segments are carefully considered, and the channels and customer relationships are managed with precision. With diversified revenue streams and a thoughtful cost structure, and the focus on creating value for customers, building strong partnerships positions Sunset Wave Beach Bar as not just a beach bar but a thriving destination that captures the essence of the Costa Blanca shore and become a destination synonymous with blissful moments by the sea.
In order to assess my entrepreneurial skills, I took a GET2 test that would be very useful before starting the Sunset Wave Beach Bar business. The GET2 entrepreneurial test has provided valuable insights into my entrepreneurial tendencies, shedding light on my preferences for employment over self-employment at this juncture in my life. As per Main (2023), this reflective essay employs the Gibbs Reflective Cycle to examine into my reactions, thoughts, and critical evaluation of the test results, examining my entrepreneurial and management motivations using relevant academic models.
Upon receiving the GET2 test results, indicating a preference for employment, I experienced a mix of emotions. Initially, there was a sense of acknowledgment, aligning with my current career aspirations. The detailed scores underscored my high need for achievement, effective time management, and a future-oriented mindset. Additionally, recognizing myself as somewhat independent, individualistic, and determined, I found a resonance with these characteristics.
Using the Gibbs Reflective Cycle (1988), I reflected on my initial reactions and thoughts. The acknowledgment of preferring employment showcased a pragmatism rooted in my present circumstances. The high need for achievement and reliance on personal abilities resonated with my career goals, emphasizing a drive for success within a structured environment.
To critically evaluate my entrepreneurial and managerial motivations, I turned to academic models. McClelland's Need for Achievement Theory provided an explanation to understand my inclination towards success and personal accomplishment. According to Kurt (2021), the high need for achievement reflected in the test results aligns with McClelland's proposition that individuals with a strong need for achievement are driven by a desire to excel and attain challenging goals.
Furthermore, as per Stum (2009), considering my lower creativity level and a preference for seeking entrepreneurial ideas from others, I referred to the Kirton Adaption-Innovation Theory. This framework categorizes individuals as adaptors or innovators. The test results position me as more of an adaptor, preferring practical solutions and established ideas over novel approaches.
The analysis of the GET2 test results in the context of academic models revealed a nuanced understanding of my entrepreneurial and managerial motivations. While the preference for employment aligns with a need for stability and structure, the high need for achievement signifies an internal drive for success within that framework. The lower creativity level and reliance on others for entrepreneurial ideas point to a pragmatic approach that values proven strategies.
In conclusion, the GET2 entrepreneurial test results have been a valuable tool for self-reflection and understanding. The Gibbs Reflective Cycle facilitated a structured analysis of my reactions, thoughts, and critical evaluation of the test outcomes. The high need for achievement and a preference for practical solutions, as identified by academic models, paint a comprehensive picture of my entrepreneurial and managerial motivations.
Moving forward, this reflection informs my approach to career choices, emphasizing a balance between structured employment and a proactive pursuit of success. The entrepreneurial journey is dynamic, and this self-awareness will guide my decisions, ensuring alignment with my motivations and characteristics as I navigate the professional landscape.
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