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Introduction
As an exclusive cleaning firm, "Pure Bliss," brings cleanliness and elegance together. This essay aims to analyse an in-depth investigation of the innovative business idea known as "Pure Bliss." "Pure Bliss" uses the effective concept of the Business Model Canvas (BMC) to track its ascent to prominence. It is rooted in the unwavering dedication to redefining the standards of cleanliness. The detailed specifics of the concept will be covered in detail in the ensuing sections, including customer groups, propositions for value, channels, customer relationships, income streams, essential assets, key activities, important collaborations, and cost structures. The core of "Pure Bliss" is to offer a remarkable involvement where cleanliness is elevated to the level of luxury. The aim is to make a perfect paradise wherever luxuries, as well as sanitation, exist in its place of just donation of a cleaning service. There will be a comprehensive understanding of the way "Pure Bliss" goals to change the cleaning segment by setting a different standard for lavish, perfect places.
[bookmark: _Toc148045748]Main Body
A comprehensive outline for abstracting, deriving, as well as examining a business concept is available through the Canvas for Business Models (BMC), a strategic organisation tool. The BMC, recognised by Alexander Osterwalder as well as Yves Pigneur, is vital in entrepreneurship review since it reviews the key residents of a business model into a distinct, logical picture. The importance of this is impossible to overestimate the importance of the BMC in entrepreneurship analysis. It provides business owners with a methodical way to plan out their ideas and assess their potential. Understanding how all of a business's essential parts work together is made possible by the BMC. It provides as a basis for making strategic decisions and aids entrepreneurs in expressing their concepts, evaluating risks, and seeing new possibilities.

Key Partners of "Pure Bliss UK" place a high importance on forming strategic partnerships to improve the service offerings, the work with providers of environmentally friendly cleaning products and upscale interior design companies. Alliances increase the ability to offer comprehensive cleaning solutions.  Key Activities of "Pure Bliss UK" are that the company focus on offering maintenance and clean-up services, keeping lines of communication open with clients, assuring quality control, and retraining employees. To stay on top of market developments, to regularly perform market research. Value Propositions of the company are created by combining superior cleaning services with an intense focus on environmentally responsible procedures, "Pure Bliss" provides an amazing value proposition. The pledge to uphold the highest level of convenience for the customers while providing perfect cleanliness utilising the best cleaning supplies and methods. Customer Relationships for the Company Building long ties with customers is highly valued by "Pure Bliss UK".  The company place a high priority on creating enduring client relationships through excellent service and tailored interactions. Direct lines of communication between the customers and the cleaning specialists help to meet their individual needs. Customer Segments of the company are high-end homes, five-star hotels, and upmarket offices make up the main consumer categories. Customers who seek cleanliness and a hint of excellence in their surroundings are catered to by the company Pure Bliss. Key Resources are the vital possessions needed to provide clients with the promised value.  The best cleaning crews, eco-friendly cleaning products, and cutting-edge cleaning machinery make up the main resources. The web presence is an essential tool for connecting customers with the services. Channels of the company are website and mobile app; customers may easily access the services. Customers can access a variety of services created for maximum convenience, schedule cleanings, and contact the team through the platform. Cost Structure are key expenses include manpower, environmentally friendly cleaning products, upkeep of the equipment, and marketing charges. Due to the commitment to sustainability, even though environmentally friendly options could be more expensive, to prioritise them. Revenue Streams are the numerous sources of income for "Pure Bliss UK" includes main source of income is from reoccurring cleaning contracts with homes, hotels, and workplaces. For important parties and occasions, that can provide a one-time deep cleaning service.
The idea of market segmentation supports the decision to target stylish offices, opulent hotels, and affluent homes. Kotler's idea of market segmentation states that companies can modify their offerings to appeal to client segments, enabling more successful marketing and service personalisation. By concentrating on these groups, and addressing the specific cleaning requirements and preferences. Value Proposition as "Pure Bliss" strongly emphasises the idea of Unique Selling Proposition (USP) theory is in line with how it prioritises eco-friendly procedures and superior cleaning. The USP, a well-known marketing concept, emphasises the significance of providing a distinguishing feature that sets a company apart. The USP, which provides customers with a compelling reason to select the company’s services, is "Pure Bliss’s eco-friendly idea and dedication to quality. Channels the "Digital Business Model" hypothesis is supported by to use of an easy-to-use website as well as a mobile app for access to services. Businesses are increasingly using the internet to reach their target market in the modern era. The digital channels' convenience makes access simple and is consistent with the online company model's focus on customer experience and accessibility.
[bookmark: _Toc148045751]Relationship marketing the emphasis on developing trusting connections with customers is consistent with Costumer Relationship Management (CRM) theory's guiding principles. To cultivate devoted clients who are more inclined to keep utilising the company’s services, so to encourage these relationships. According to CRM theory, keeping current customers is crucial because they are a major source of income for businesses. Revenue Streams as the choice to generate income from both ongoing contracts as well as one-time cleaning services is supported by the notion of diversification. Having multiple sources of income decreases risk and dependence on a single form of income. This approach is essential for long-term viability and organisational resilience. Key Resources as well as Activities emphasis on knowledgeable cleaning crews and environmentally safe cleaning products is consistent with the Resource-Based View (RBV) approach. The resources and skills that are specific to a company can provide it a long-lasting competitive advantage, according to RBV to establish an effective competitive edge by making critical investments in resources and initiatives. Key Partnerships as Strategic Alliances have an impact on partnerships with interior design companies and providers of eco-friendly products. Offerings and skills are expanded through these agreements. In the current business environment, strategic alliances can improve the competitiveness of a business and value delivery. Cost Structure as the idea of "Sustainable Cost Advantage" is embodied by the dedication to environmentally friendly choices even though they could be more expensive. According to the principle of sustainable competitive advantage, sustainable practices might result in long-term cost benefits. This strategy complies with the rising demand for ecologically friendly companies.
Innovative and risk-taking "Pure Bliss" was made possible by my natural ability to innovate and urge for risk. The entrepreneurial method of acting with the assets available is emphasized by Saras Sarasvathy's idea of Effectuation. This idea resonates with my desire to take measured risks, resulting in the development of a luxury cleaning company with a sustainable twist that sets it apart from competitors. Passion and persistence a major driving force has been the need for sustainable development and a sincere dedication to providing the highest level of cleanliness. These characteristics support the "Passion-Resource-Capability" concept, which struggles that entrepreneurship success is correlated with enthusiasm and persistent pursuit of objectives. The determination to provide superior service and imitating lasting relationships with the clients is encouraged by the passion for sustainability and cleanliness. Pro-active and adaptable as a Lean Start-up organisation is important in the setting of "Pure Bliss." Lean Entrepreneurship theories are the foundation for the concept of creating a minimum viable item (MVP), learning from it, and subsequently changing. An initiative to evaluate the marketplace with a more basic version of the service to provide has been vital in refining the business model.
Fantastic service cleaning company Fantastic Services, established in the UK, provides a variety of cleaning as well as stuff care services. A wide range of services that mirror the varied revenue streams are credited with their performance. "The Role in Service Variety in the Development of Multi-Service Providers, as it highlights the value of providing a range of services, which is consistent with the strategy. Eco cleaning services by emphasising environmentally friendly cleaning methods, Eco Cleaning Services has created a position. Their dedication to sustainability strengthens and claims that they offer ecologically friendly cleaning services. As "Green Marketing, Total Quality Sustainability, as well as Sustainability Supply Chain Management," highlights the increasing significance of eco-friendly methods in the cleaning sector and supports the strategy.
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Reflection
When I was reflecting on this essay I got to realise that it is important to take part in leadership. Team roles and entrepreneurial qualities questionnaires as a part of the initial "Pure Bliss' clean firm concept development. The findings emphasized critical qualities including inventiveness, risk-taking, as well as a collaborative approach. These characteristics were conducive to developing a high-end cleaning service that put a priority on environmental responsibility. The outcomes inspired a sense of elation and validation. My choice to start an industry was established when I understood I tended to originality and captivating risks. The cooperative attitude repeated how vital it is for the cleaning sector to start planned associations. Assessment to measure my inclination for captivating risks as well as pending fresh philosophies, I turned to Saras Sarasvathy's Theory of Effectuation (2011). My plan for making a minimum feasible item for "Pure Bliss" as well as attainment information from it vibrated with Effectuation's importance on using existing capitals as well as captivating measured risks. Rendering to this idea, entrepreneurship is not just almost taking unexpected risks; it can also be achieved by creating wise choices. Examination of the Big Five Personality traits theoretical outline was vital in selecting me to understand how my character potentials affect my business path. My inclination to try new things was vital in determining our cleaning facilities to be more ecologically approachable. This examination brought consideration to the detail that separate traits can affect the business journey and should be efficiently tapped into. Conclusion Upon reflection, my business goals as well as personality strongly fit with standard theoretical models as well as outlines. The tendency to innovate and take risks echoes the Effectuation hypothesis. This emphasizes a deliberate attitude to risk. The Theory of Social Capital which is underpinned by the collaborative perspective emphasizes the value of networks and partnerships. Action plan going ahead, my goal is to further cultivate and apply these qualities in the business venture of 'Pure Bliss" Cleaning Service. I will actively look for chances for collaboration, take appropriate risk management measures, and keep embracing innovation. By the fundamentals of lean entrepreneurship, I will also continue to be open to criticism and modify the business model as needed. I am better able to use my inventiveness. Risk-taking, as well as collaborative orientation to fuel the expansion and success of the business as I travel the path of "Pure Bliss" 
Innovative and risk-taking "Pure Bliss" was made possible by my natural ability to innovate and urge for risk. The entrepreneurial method of acting with the assets available is emphasized by Saras Sarasvathy's idea of Effectuation (2011). This idea resonates with my desire to take measured risks, resulting in the development of a luxury cleaning company with a sustainable twist that sets it apart from competitors. Passion and persistence a major driving forces that have been the need for sustainable development and a sincere dedication to providing the highest level of cleanliness. These characteristics support the "Passion-Resource-Capability" concept. which struggles that entrepreneurship success is correlated with enthusiasm and a persistent pursuit of objectives. The determination to provide superior service and create lasting relationships with clients is encouraged by the passion for sustainability and cleanliness. Pro-active and adaptable as a Lean Start-up organisation is important in the setting of "Pure Bliss." Lean Entrepreneurship theories are the foundation for the concept of creating a minimum viable item (MVP), learning from it, and subsequently changing. An initiative to evaluate the marketplace with a more basic version of the service to provide has been vital in refining the business model.
The cleaning company Fantastic Services was established in the UK. provides a variety of cleaning as well as stuffing care services. A wide range of services that mirror the varied revenue streams are credited with their performance. The value of offering a variety of services is highlighted, which is consistent with the strategy, and is reflected in "The Role in Service Variety, in the Development of Multi-Service Providers". Eco Cleaning Services has established a position by emphasizing ecologically friendly cleaning techniques. They support their assertion that they provide environmentally friendly cleaning services by demonstrating their commitment to sustainability. As "Green Marketing. Total Quality Sustainability, as well as Sustainability Supply Chain Management: highlights the increasing significance of eco-friendly methods in the cleaning sector and supports the strategy. 
It shows a significant propensity for entrepreneurship and an overall score that suggests a good chance of running a business successfully. Crucial entrepreneurs have a preference for responsibility, challenge, and a willingness to take calculated risks. An example of a resilient entrepreneurial mindset is the willingness to leave an unsatisfactory job and start a rival company, as well as the persistence in pursuing individual company ideas in the face of setbacks (Thomassesn et al., 2020). 
The results show that taking risks may be done wisely, which can be seen by the recommendations to carry out extensive due research before starting a business and to adjust plans when faced with challenges like bank denials. Putting an emphasis on difficulty rather than the fast chase of financial gain and being flexible enough to adjust to changing circumstances imply a long-term and strategic viewpoint. These qualities are necessary for sustained company success.
Reinvesting incomes back into the industry, rising incomes, as well as current to work until are instances of behaviours that display an obligation to development, operative fulfilment, and a desire for the business way. A significant and significant business mindset is established by the aspiration to be recollected as a separate that provided it their all, achieved a lot and subsidised an influence (Thomassesn et al., 2020).
The survey answers demonstrate an experienced businessperson outline with an obligation to long-standing achievement, adequate risk-taking, as well as planned thinking. The respondent's comebacks are in link with the potential of an effective businessperson, signifying a robust chance of pleasant a positive commercial leader.


Conclusion
In conclusion, the "Pure Bliss" cleaning company idea is a distinctive and successful business initiative in the UK cleaning sector. Its dedication to providing affluent homes, five-star hotels, and upmarket offices with eco-friendly, luxurious cleaning services makes it an innovative force in the industry. The analysis has shown how our BMC selections are consistent with well-respected entrepreneurial beliefs, placing particular emphasis on the value of creativity, risk-taking, enthusiasm, initiative, and networking. These characteristics, the implementation of concepts like Effectuation, Lean entrepreneurship, as well as Social Capital, have played a crucial role in the development of ideas.  The viability of our strategy has been confirmed by actual cases involving prosperous cleaning businesses in the UK. These businesses, like Fantastic Services and Eco Cleaning Services, have prospered by providing a variety of services, eco-friendly procedures, and customer-centred solutions, reiterating the confidence in the potential success of "Pure Bliss." 
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Business Model Canvas

Key Partnerships

- like partners will be the staff of the
company (awesome staff- awesome
company) - retails of the ecofriendly cleaning
products (janitorialdirect.co.uk) - supplier
cleaning equipment (clemas.co.uk) - partners
can be customers (they can provide good
feedback and can advertise the company)

Key Activities

- - personal search and their training -
purchasing cleaning products and
equipment - compliance with the laws in the
feld - establishing marketing strategies

Key Resources

- first the company need capital - a place for
office and store - employment
announcement bring staff - accountant -

Value Propositions Customer Relationships Customer Segments

- -cleaning business with a good quality-price | - the relationship with the customers will be a | - the business targets customers are from
ratio and the price affordable to everyone - - | close one due to the personalized service private sector (family's houses with or

the products used in the cleaning process according to the needs of the clients and the | without special needs), company's offices,
are environmentally and pet friendly and products established together taking in nursing homes, clinics, hotels.

adapted to each client according to each account the medical needs of each - -for

client's medical situation (ex: allergies)- the company's offices will be a standard service.
service will be personalized - - the

equipment adapted to the new technologies

will improve the results of the service ofered

Channels

- -the business will have a website where the
customers can book an appointment with a
person to discuss our service, make a

equipment personalized one and establish the purchase

conditions - - al the appointments will be
face to face - - the advertising will be made
through social media, flyers, website

Cost Structure Revenue Streams

- equipment -150 - direct debit or bank transfer (weekly, bi-weekly with a discount of 10%, monthly with extra 50%)

- vehicles- 3000 - ad more services like disinfection or rodent exterminator

- tools- 1500-2000 - outdoor cleaning (pool, garage, gutter, chimney cleaning)

- insurance- 6-60/month - crime scene cleaning

- running cost - insurance, tax, MOT and petrol, cost of replenishing cleaning products and updating equipment - disaster cleaning

- employing-10.50/h, holiday pay, sick pay, NI and pension contributions, training (health and safety -starts for 20) - pricing strategies- call and find out how much are charging the competitors

- advertising -up to 300
- branding-uniforms, business cards, logo

- search if the demographic will pay the premium service( Facebook groups, clients survey

- how to calculate pricing: weekly-2000square foot house/ 400square per hour=5 multiplied with 35£per hour=175
for one client

- bi-weekly- 175+175=350-5%=332.5

- monthly- 175 plus an extra 50% =262.5

- how to calculate pricing: weekly-2000square foot house/ 400square per hour=5 multiplied with 35£per hour=175
for one client
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