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Introduction
This essay uses the business model canvas to discuss a business concept proposal for the hospitality industry. The selected business venture is to open an authentic Indian restaurant in Penshaw, Chester-le-street, offering traditional Indian dishes, flavours, and ingredients to all of its customers who enjoy them with exceptional atmosphere and customer service. The Business Model Canvas for this is provided in Appendix 1 below on the Appendices. The important partners, important tasks, important resources, value propositions, customer relationships, customer segments, channels, cost structure, and revenue streams that Penshaw Tandoori Restaurant needs will all be covered in this essay.
Key Partners 
Having key partnership is crucial for Penshaw Tandoori since its major suppliers will be the driving force behind the company’s success, and cultivating strong relationships with them will help when it comes to supplying the goods and services the company needs. “Negotiating better pricing can guarantee that the best items are available by developing strong relationships with the suppliers” (Codi, 2023). Penshaw Tandoori’s major partners such as the suppliers and vendors will play a crucial role in determining its supply of goods, resources, and materials. Without these partnerships, the business would be unable to meet the demands of its customers. 
“The vendor is a crucial partner in the restaurant industry” They provide the resources and assistance required to operate a business. This can include everything from cleaning services and marketing materials to POS systems and kitchen appliances. Successful business operations depend on partnering with suppliers who can provide consistent service and support. (Codi, 2023). Therefore, Penshaw Tandoori will be able to maximise its resources and cut costs by utilising these technologies with the assistance of their key partners if it works with vendors who are suitable for the business that Penshaw Tandoori will require and who will install the necessary tools within Penshaw Tandoori, such as kitchen appliances, POS systems, cleaning services, and marketing supplies.  

Key Activities 
For Penshaw Tandoori restaurant to be successful, it needs to use technology, hire employees, plan, and prepare meals, update the menu, and providing service. Establishing a preparation system facilitates the efficient running of the kitchen and the timely delivery of meals to customers. A group of prep cooks may be employed who begin preparing ingredients ahead of time so that the chef and line cooks can start preparing meals (Indeed, 2023). "Developing a menu requires a significant investment of time and effort and is an integral part of the restaurant's brand identity” (Kranker, 2024). The menus at Penshaw Tandoori are subject to frequent updates and include ingredient lists, which inform patrons of any items that may cause an allergic reaction. 
Also, ensuring the right staff such as bartenders, servers are employed is essential within Penshaw Tandoori as restaurants can get very busy and be quite overwhelming so to have staff who can be calm in these situations and can deal with misunderstandings/ disturbances is vital. It also gives each staff member their role and what they are required to do and can also give a sense of great customer service. At Penshaw Tandoori all employees will be required to look at the manual, so they are prepared and aware of any situation that arises and how to manage them well. “Having a operation manual helps minimise the chances of mistakes and consistencies” (The Restaurant Time, 2023). 
Key Resources 
There are many entities that fall under the key resources within a restaurant such as planning, resources, savings, investments from oneself and/or from other organisations, employees, buildings, physical aspects/ assets such as fridges, ovens, toasters, cookers etc. “In the restaurant business, location plays a vital role in determining whether a restaurant will succeed or not” (Kranker, 2024). Also looking at savings and investments to start up the business all things need to be considered like investing from other organisations such as banks, families, or friends. “Equipment by far will be one of the largest expenses for a restaurant” (Kranker, 2024). To start up the business, Penshaw Tandoori will look at savings and expenses, manage and monitor well what and how much will be required for equipment, the building, the planning, etc, and will invest from banks and, if necessary, family. 
Value Proposition 
Customers are valued at Penshaw Tandoori Restaurant because they are aware of their needs and worth. For the benefit and value of its patrons, the restaurant has implemented set menu specials on Thursdays and Sundays after giving it considerable thought. It's critical to consider all of the components that go into what a restaurant offers. This covers the calibre of the food, the level of customer service, the ambiance, any special deals or promotions, and any other experiences or unique offerings that the restaurant may provide (Umiten, 2024). Penshaw Tandoori knows that families and couples seeking a wonderful ambiance and dining experience make up most of their target clientele. Penshaw Tandoori is a favourite restaurant among repeat customers because it has created the ideal, laid-back atmosphere for celebrations and family get-togethers located by beautiful surroundings and the only Indian restaurant within that area. 
Customer Relationships 
As in any business, Penshaw Tandoori believes customer relations are especially important in restaurants. Building relationships with customers is crucial for several reasons, including social media, customer loyalty, "returning customers, positive word of mouth both online and in person" (Solovic, 2020). Building solid client relationships has the power to make or break a small business. Offering curated and personalised service is one of the best ways to compete with larger companies—possibly the only way, especially when you're just starting out. Planning, staff development, and marketing are all impacted by the core development goal of fostering customer relationships (Solovic, 2020). 
At Penshaw Tandoori it is believed that there are many ways to build positive relationships with customers such as “getting to know the customers by actively listening to their preferences, their favourite dishes, remembering names etc which can influence the returning of customers. Exceeding service expectations, like refills and giving them updates about their order, giving realistic times. Rewarding their support like offering discounts, complimentary beverages and communicating online these channels provide customers with the opportunity to communicate” (Solovic, 2020). The software known as “restaurant CRM (Customer Relationship Management) helps restaurateurs track customer interactions, manage customer data, and cultivate relationships” When utilised properly, this can boost revenue and foster customer loyalty (Nasir, 2021).
Customer Segments 
Customer segments consist of grouping potential customers, best clients, and target market. There are 4 types of customer segmentation. “Geographic, demographic, behavioural and psychographic. Geographic segmentation divides customers based on where they live. Demographic segmentation classifies customers based on demographic factors such as age, family size and occupation. As a restaurant owner, understanding customer demographics is crucial. Behavioural segmentation categorizes customers based on behaviours and spending patterns. For example, understanding how to tailor marketing to big spenders versus low spenders. Psychographic segmentation considers customers’ motivations, interests and lifestyles” (Musumano, 2023). Choosing a right CRM can play a crucial role in segmentation as it groups the target market and customers.
Channels 
There are various channels when it comes to restaurants like using various media platforms such as Facebook, Instagram, Twitter. By using social media, it gives customers the opportunity to look at the menu online, share reviews, pictures of dishes, services, location of restaurant. There are some strategies which can be used like “adding reservation links to google business which shares everything about a restaurant, another form is bringing in more revenue, sending personalised and automated marketing emails” (Andrews, 2023). Furthermore, “developing a social media presence in this digital age creates awareness for the restaurant. This is another extension of relationships with customers by engaging in conversations or complaints through this channel” (mymarketing, 2024). Facebook is the most valuable and appropriate platform for Penshaw Tandoori because it allows many customers to leave any reviews, view the restaurant’s offerings, browse the dishes, voice any concerns, etc.  
Cost Structure 
A restaurant’s cost structure consists of both fixed and variable costs. Fixed expenses are more reliable. These "consist of insurance premiums, license fees, loan payments, salaries, rent, and mortgage." Due to their monthly stability, these expenses are simpler to budget for when starting a restaurant (Darlington, 2019). Utility bills, food, and hourly pay are examples of variable costs. Since these expenses change based on output, it is more difficult to forecast them before opening a restaurant (Darlington, 2019). Therefore “understanding and managing cost structures are crucial for maintaining profitability within a restaurant. Keeping a close eye on fixed and variable costs is essential” (iChefclub, 2024).
Revenue Streams
A restaurant can make money in a variety of ways through various revenue streams. Various sources, including "dine-in, online delivery orders, and any ecommerce," may contribute to this. Restaurant revenue management aims to optimise revenue and profits by controlling menu pricing, seating arrangements, and other factors (Darlington, 2021). There are many other revenue streams to consider such as “merchandise, catering, special events and loyalty programmes. In an industry that’s both constantly changing and competitive, it’s important to always keep an eye out for new opportunities” (Toast, 2024). Penshaw Tandoori must consider all of its revenue sources and manage them by examining all of the opportunities that are advantageous to the company, such as dine-in and takeout options, menu pricing and other strategies that will maximise sales and profits. 


Conclusion
In conclusion “Consistency and efficiency are the two most important factors for a successful restaurant” (The Restaurant Times, 2023). In order for Penshaw Tandoori to succeed and give its customers the best authentic dishes and experience the company will have to look and take into consideration all aspects that are required within a business to be successful and remain steadfast in its operations. To increase revenue and to gain and keep customers there a lot of factors that need considering. Running and keeping a restaurant open can be very hard especially with the cost-of-living crisis now where a lot of people can’t afford to eat out. So, considering all these economic factors matter too but by having the right partners and resources can be beneficial. 











Part 2 - Self-Reflective Summary
I will be using Gibbs’ reflective cycle to reflect upon my in class personal entrepreneurial/ managerial test results from the in class questionnaires that we have done. By starting with describing the experience of the test that had to be done within week 1 of the class I can say that it was something that I haven’t done before, and I wasn’t expecting it in week 1. Ben had given the whole class a link to open and we were told to answer the questions which took me by surprise at first as I didn’t know what to expect as it was our first lesson and a subject which I didn’t have much knowledge about. However, after Ben explained that it’s just a questionnaire and we have to do it. I was okay with it as it was something I had to do. The result of this situation was that I would get a mark which would determine which group I would be placed in regarding my Assignment 2 and who I would be placed with. 
In regard to my feelings, I can say that I was quite overwhelmed by this as it would determine my group regarding my assignment, so I wanted to make sure I answered to the best of my ability and not feel too much pressure on this. I was quite nervous to start with but whilst I was completing the task set, I was feeling okay and thought to myself that it wasn’t too bad. When I look back at the situation, I’m thinking that it was not bad at all and that I shouldn’t feel too stressed. Evaluating the situation now I can say that the good thing about it was that it helped put me in a group with people who are a bit similar like me in this matter. The negative thing about the situation would be that I was caught off guard as it was not expected but on the plus side that’s what life is about you will always be caught off guard, so it is better to always be prepared for situations to arise. 
In analysing this I can say that it gave each one of us an opportunity to see how entrepreneurial we are or can be. This is something that we can take away with us for the benefit of our course and future career path. It helped me identify some strengths and weakness that I have and could work on. Regarding the conclusion section, I can say that it has made me more aware of last-minute situations that can arise and how to handle it better. Implementing a plan of action to get a better result and outcome, I would say that if the same situation arose again, I would approach it more calmly and concentrate on the main idea without worrying too much. 
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