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Part 1
Introduction 
The essay is organized around the framework of Business Model Canvas (BMC), which allows unveiling individual elements to clarify the fundamentals of Bulgarian Cake Shop business ideas. The essay adopts a systematic approach in exploring each of the sections from BMC. It focuses on justifications based on relevant current instances of contempt with reliable sources supporting these accounts. The essay goes into the value proposition and analyses how distinctive promises are in providing top service as a cake industry with fresh quality goods at acceptable prices that distinguish ‘Bulgarian Cake Shop.’ The next sections unfold various aspects such as customer segments, revenue streams, channels, customer relationships, key activities, key resources, and price cost structure. The above-mentioned justifications for each unique factor that makes a firm grasp of strategic decisions that inform the business concept can only be achieved through a detailed analysis.
Discussions
[bookmark: _GoBack]Our primary target population is people between 25-45 years, residing within a 15-mile radius of Chatham, Kent. The group of consumers include younger professionals, teachers, and children (Barringer and Ireland, 2018). We would like to create a place that is community-oriented and will fit different preferences while celebrating various experiences. Targeting a wide range of customer segments ensures a broad market reach and increases potential sales opportunities. In addition, placing the shop as a community centre, we create a feeling of belonging and promote repetitive visits.
The main principle of the “Bulgarian Cake Shop” is focusing on the exceptional customer services apart from providing unique products. Our goal is to provide the market with new products without compromising the taste and quality, with a price that will still be competitive. We aim to get a fresh indulgence at affordable prices for our customers (Williams, 2021). In the competitive market where most of our competitors concentrate on lowering cost for a better position in the market, focusing on superior service and quality products could be an option to differentiate our business from competitors. Our ability to provide quality baked products and low prices appeals to customers who want high value for their money.
We will ensure the sustainability process by diversifying the revenue streams. Direct sales from our retail store will attract local clients, while online orders will enable us to serve customers outside the area. Besides, more income will be generated through the events of the birthday, chef class, unique offerings of customers and improved interactions (Burns, 2022). Diversification of revenue streams reduces the inherent dependency on a single income source, reducing the risk associated with uncertainties in demand or market dynamics. Hosting events and classes improves customer engagement and loyalty, ensuring lasting success.
We will use different channels to ensure that we communicate with our target audience efficiently. We will have a complete catalogue of our various varieties of cakes both in the store and online. Utilizing social media platforms including Facebook will allow for creation of a digital presence and interaction with customers (Nelson, 2013). Leaflets will increase our marketing approaches in the community around us. Using several channels ensures that we are visible and accessible to potential customers. Online presence and social media interaction are especially essential in dealing with the young population and increasing brand awareness.
It is very important to us to develop good customer relationships. Retail stores where personalized service in a convivial atmosphere will increase overall customer satisfaction. For online operation, we will have a friendly interface to the user while offering promos as well as newsletters whereby they will be kept updated on new products and events. Rickman and Roddick (2013), state that maintaining close relationships with customers is essential for loyalty and repeat business. We create a positive and memorable experience for our customers by providing personalized service and engaging them through various channels, leading to repeat customers.
The main activities will focus on business’s essential areas such as optimal delivery of fresh food, holding unique events, as well as providing regular delicious cakes. As a result of our emphasis on innovation and product development, we want to stay one step ahead in this competitive bakery market. Improved efficiencies in product delivery services ensure timely access of our products, while organization of events helps in improving customer engagement and loyalty level (Blackwell, 2011). Continuous product innovation is essential to remain updated and respond to changing customer demands.
The important resources for our success include effective and efficient staff in baking and customer service (Hisrich et al., 2008). Moreover, an attractive and user-friendly website will help increase online sales and serve as a source of information for customers. Our value proposition is achieved through a properly experienced human resource and extensive online presence. The development of these resources also improves the efficiency of the operations and enhances the customer experience.
Mariotti and Glackin (2012), state that strategic partnerships will have a significant effect in improving our offerings and simplifying our supply chain. We will establish collaborations with the stores selling cake products, product photographers, skilled cake chefs, as well as reliable suppliers for decorations in order to attain our business goals. The cooperation with complementary businesses and professionals allows us to receive professional knowledge, increase the range of products offered, and enhance operational quality. These alliances increase our competitive edge and promote sustainable development.
Major costs are rental for our physical store, wages for employees, insurance, shipping, utilities, production equipment and consumables. In managing costs effectively, finding a balance between efficiency and quality is vital (Rae, 2008). Understanding costs and maintaining the cost effectiveness are of great importance for preserving profitability and sustainability. Costs optimization and resource management in order to achieve the effective use of resources will ensure sustainable growth and customer satisfaction.
The three main elements that are part of the value proposition of the “Bulgarian Cake Shop” include superior service, quality products, and competitive pricing (Timmons and Spinelli, 2008). Our unique selling point that makes us different from our competition is providing an excellent experience.
We pursue customers’ satisfaction by providing excellent service. They are welcomed in a warm and professional manner as soon as they enter the shop till the time, they leave it (Zimmerer and Scarborough, 2011). Our employees are highly trained to offer customized help, guiding the customers to find a suitable cake for their occasion and answering all of their questions and concerns. We want to cultivate a comfortable environment where we exceed customer expectations by providing them a unique experience. Excellent customer service is a major differentiator in the bakery business. We set ourselves apart from the competition by focusing on service excellence, thus creating a loyal customer base and driving word-of-mouth referrals.
Quality is at the core of our value proposition. We carefully source the best ingredients for each cake we bake, making sure that not only is each cake high quality but also comes out delicious. This commitment is reflected in each of our cakes from the finest classic flavours to the most innovative creations (Illy, 2022). In addition, we emphasize the importance of freshness in our products that are baked in small quantities to ensure the best taste and texture. A large market of industrially produced baked goods creates the need for quality as a key differentiator. We focus on the quality of our products that enables us to build a loyal customer base and become their preferred alternative in the bakery sector. This commitment to quality also allows us to exert the premium pricing thus increasing our profits.
As we aim for perfection in service and quality, we bear in mind the need for excellence in cost-effectiveness. The pricing is at the core of our value for money strategy, as it ensures that customers view our products as both high-quality and cost-effective. We find the right balance of quality and affordability, which allows our cakes to reach a large audience despite their budget limitations. According to Vidrova et al. (2020), competitive pricing is important for attracting price-sensitive customers and maintaining competitiveness in the market. We extend our clientele and increase sales volume by providing value for money, which results in a commercial revenue increase. Additionally, competitive pricing improves our value proposition, as clients perceive our products as good investments.
The “Bulgarian Cake Shop” stands out from the competition through its value proposition, and several unique parameters that reinforce its uniqueness:
In our efforts to support the local economy and minimize our carbon footprint, we focus on sourcing ingredients from local suppliers (Rha et al., 2022). Our collaboration with local farmers and producers guarantees the freshness and quality of ingredients and supports environmentally friendly farming methods.
Aside from our traditional cakes, we collaborate with local artists and chefs to develop new and original tastes. These partnerships not only diversify the products we have but also display the skills and creativity of our local population.
We strive to minimize waste and our environmental footprint (Öhman and Sund, 2021). Our activities include the use of biodegradable packaging and energy-saving measures in our operations.
Conclusion
The “Bulgarian Cake Shop” focuses on differentiating itself from other bakeries by emphasizing three aspects of service quality, product quality, and price. We differentiate ourselves by helping customers with individual attention and a friendly environment. We strive to use the highest quality ingredients and bake everything in small batches, demonstrating our devotion to art and quality. Additionally, our pricing approach is balanced in terms of affordability and quality, which allows for a large number of consumers to purchase our products. Our focus on local sourcing, collaborative ventures, and environmentally responsible business practices enhances the uniqueness of our business in the market. We will make the “Bulgarian Cake Shop” a reliable and cherished place for cake lovers in Kent, Bulgaria by fulfilling these commitments.
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Part 2
Introduction
In this essay, I will employ the Gibbs reflective cycle to gain insight into my in-class personal entrepreneurial and managerial test results, scrutinizing my motivations and character traits in both fields. I plan to use relevant academic models and frameworks, capturing these entrepreneurial and managerial tendencies better. In this process, I intend to strengthen my self-awareness and perfect the way I approach entrepreneurship and management so that I can achieve more efficiency and success.
Discussions
I have recently done a set of in-class questionnaires that were designed to evaluate my personal entrepreneurial and managerial qualities. The results indicated various scores across different dimensions such as GET Score: 67%, Achieve: 83%, Autonomy: 50%, Creative: 50%, Risk-taking: 58%, and Control: 83%. These scores provide information regarding my entrepreneurial and managerial nature, revealing strengths and weaknesses.
On reviewing the test results, I felt a sense of excitement and some degree of disappointment. I had high scores both under the Achieve and Control dimensions which gave me motivation as it showed my ability to achieve goals, control certain outcomes and many more. I also found myself a bit disappointed in the lower scores in Autonomy and Creative dimensions as they reflected possible issues with implementing innovations and independent work.
The test outcomes serve as a useful insight into my entrepreneurial and managerial motivations and traits. The high Achieve score shows a high incentive to set and achieve goals. This is suitable for good managerial productivity. The high score I received in Control also indicates a tendency toward structured environments where I can have control and lead. Low scores in Autonomy and Creative dimensions show where additional considerations need to be made. The scores in moderate settings for Creativity and Risk-taking reflect that innovation can be enhanced in the community 
I will be able to apply the theoretical frameworks and models to comprehend my entrepreneurial motives for a manager. These models and frameworks show that there is a need for people with a high need for achievement to become great. The models and frameworks also emphasize the importance of autonomy and creativity in supporting entrepreneurial success, which I might have to work on more. However, the high level of my openness to experience reflects my innovative impulses and adventurous side.
The results of the test have shown my entrepreneurial and managerial motivations and characteristics. I show strengths in goal-setting and control, but the areas of autonomy, creativity, and risk-taking could be developed to release my entrepreneurial potential.
I am going to initiate proactive activities as I attempt to eliminate the areas for improvement that are shown in the test results. This entails engaging in autonomous and decision-making, exploring ways of being creative, stimulating creative thought, and challenging my comfort zone by undertaking risky entrepreneurial actions. In addition, I will continue to reflect on my entrepreneurial and managerial qualities and receive feedback from mentors or peers in order to develop them.
Conclusion 
The questionnaires used in class contributed to the development of the clear image of my entrepreneurial and management skills, strengths, and weaknesses. In the future, I will pay more attention to preventive measures in this regard by identifying opportunities for independence, looking for other creative outlets, and gradually expanding my comfort zone in entrepreneurial activities. Self-reflection and feedback will be a part of my process of learning and becoming a real entrepreneur, and manager, allowing me to achieve my potential in both fields.

Appendices
Appendix 1: Business Model Canvas
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