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The Business Canvas Model refers to a strategic business management tool that provides a template that is used for creating or developing any kind of business. It also helps in documenting the entire business idea or concept. This template provides a systematic analysis of the business and discusses its role segment by segment (Simanjuntak, 2021). This essay will present details of a new hospitality business using the Business Canvas Model. This model has been chosen for introducing the business in the market because this will provide a complete picture of the business describing its infrastructure, target customers, value proportion, key partners and stakeholders, key resources, cost structure and channels that the business is going to use. The business will be a hospitality business concept and will try to get a good position in the hospitality industry.
[bookmark: _eersanisji8e]A brief overview of the business: The name of the new is Blueview Homestay which will operate business activities in the hospitality business industry of the United Kingdom. The organisation will ensure the best quality services and products to the customers to operate the business successfully. Opening and operating a new business in the UK market is a very time-consuming and stressful process which requires a lot of activities and planning. Especially, opening a new business within the hospitality industry is more hectic than any other, because of the high demand for businesses in this industry and the high market competition (Nelson, 2013). The business chosen here will be a homestay business. The business will be named Blueview Homestay. Food and drinks will be served at this establishment. Besides, this Blueview Homestay will offer high-quality accommodations to its customers and ensure a traditionally immersive experience for travellers. The organisation will offer personalized services to the guests, and provide meal service and room rentals to fulfil the requirements of the travellers and guests. Homestays offer similar amenities to hotels but are not hotels. A homestay lets guests eat with family and participate in daily life. Homestays outperform hotels in many ways by offering the same services at a cheaper rate and like other homestay businesses Blueview Homestay will ensure hygienic, cheap services without extra charges to bring development in the experience of the guests in the organisation (Kumar et al., 2023). Thus, choosing this alternative business option will help provide better services to the customers. This homestay will be located in Castle Combe, a village within the Cotswolds Area. This is because this location has a rich history and outstanding natural beauty. Opening a homestay business in the location will be beneficial for the customers visiting the place as there are not so many accommodation facilities available in the location. The village is around 5 minutes from Chippenham (Visit Wiltshire, 2023). So, it would be easier for the customers to reach the homestay easily.
Key Partners: It refers to the people with whom a company develops good relationships to provide vital support to the business for functioning effectively (Bombiak, 2019). The owner of the property whose home will be used for the business will be the main key partner of the business. Apart from that, the business needs to make partnerships with travel agents who will try to find customers for the business. Another key partner of the business can be the corporate travel managers who will try to provide facilities like rental cars or other travel facilities to the customers or employees of the company (Curley et al., 2020).
Key Activities: The facilities provided by a business are generally considered as the activities of the business (Fitriasari, 2020). The activities of the Blueview Homestay will be to provide accommodation in a safe and easily reachable place, provide hygienic food and drinks to the customers, ensure customer satisfaction by providing them with the best view of the tourist spot and maintain a good relationship with them. In this aspect, the company will need to include the best employees in the business by consulting their qualifications and experiences.
Key Resources: Anything that a company uses to achieve its goal is referred to as the resources of the company. The resources can be divided into certain groups, like human resources, financial resources, physical resources and many others. Key resources refer to the resources which take part in creating and maintaining the value of the company (Majidah et al., 2021). Key resources of Blueview Homestay will be the employees from the human resource category. Cash that the company will invest in promoting and maintaining the business will be considered as another key resource of the company from the financial section and the raw materials that the company will use to provide comfortable service to the customers will also be included in the list of key resources for the company.
Value Propositions: The business management team of Blueview Homestay will ensure personalised services to the visitors and travellers so that the organisation can fulfil their unique demands and ensure an authentic experience to create a value proposition (Mohd Satar et al., 2019). The value proportions of Blueview Homestay will be providing services at a lower cost, maintaining the security of the place and providing healthy and hygienic food and drinks to the customers. Besides this, the organisation will ensure a warm and familial environment for the guests at affordable prices to satisfy the customers.
Customer Relationships: To maintain a good relationship with the customers it is needed for every company to ensure customer satisfaction (Setiawati et al., 2019). In this aspect, Blueview Homestay can learn more about its customers by conducting surveys and finding the needs of the customers. The company will also provide some kind of reward facility to the customers to engage more customers. A loyalty reward can also be provided to the customers who will stay in regular contact with the company being loyal (Williams, 2021).
Customer Segments: It refers to the process of grouping customers according to their needs and demands and according to what they prefer to buy and why they prefer to buy such products and services. The customer segments help a company in designing products and services according to the needs of the group of customers (Roggeveen and Sethuraman, 2020). The customer segments of Blueview Homestay will be the tourists who would like to take a tour of the Castle Coombe village. Another customer segmentation of the customers can be short-stay customers and long-stay customers. Apart from that, the customers can be segmented according to their preferences and love of tourist attractions.
Channels: It refers to the medium which a company uses to promote the business to customers. Both online and offline mediums or channels can be used in this aspect. The internet penetration rate of the UK is 97.8% so the organisation Blueview Homestay will use different internet platforms as its marketing channel to reach the maximum number of customers to create more opportunities (Statista, 2023). This fact suggests that the people of the UK are very fond of using the internet and are also very attracted towards social media so social media platforms will be the prioritised channel for the marketing team of Blueview Homestay to get better responses. Blueview Homestay will take advantage of this fact and will promote the business using various online channels and social media like Facebook, Twitter, and Instagram to present the business concept and services to attract target customers in the organisation. Apart from that, the company will design a website to promote the business, which will also be considered as an online channel. In addition to this, the company will promote the business by placing advertisements in newspapers and magazines or by making and distributing posters and leaflets featuring the services of the company.
Cost Structure: Every company needs to maintain a proper cost structure to divide the total investment of the company. To manage the operations of different departments, a company needs to divide the total investment very systematically (Rahman et al., 2020). The company mentioned here will divide the cost structure for paying the staff, providing money to the suppliers and providing the charge of maintenance costs for the building. Apart from that, the company will also need to keep some money for using its different promotional strategies.
Revenue Streams: The money generated from the business operations by calculating the average sales with the number of sold products or services is known as the revenue of a company. In simple words, revenue refers to the gross income of a company (Rahayu and Ilham, 2023). Blueview Homestay will generate its revenue from accommodation fees that the organisation will get from its customers. Food services, transportation services and tour guiding services of the organisation will also support it to generate revenue from the marketplace. Besides this, partnerships with local travel agencies, online booking platforms, product sales etc. will be some other revenue streams of Blueview Homestay (Statista, 2023). Revenue stream refers to the various sources that provide revenue to a company. The sources depend upon the type of business and the products or services provided by the company (Barringer and Ireland, 2018). The main revenue stream of Blueview Homestay will be the guests, as they have to pay for all the services they will get from the business. Apart from that, if the company offers food and drinks from any other restaurants, they will provide a commission to the company as well. The travel agencies can also generate revenue by getting commissions from corporate travel managers if the guests of the company book a certain amount of services from those agencies.
[bookmark: _y3xf2mkcyib][bookmark: _Toc147333378]Conclusion
This essay mainly has proposed a business plan using the Business Model Canvas that will be operating in the hospitality industry of the UK. In this aspect, the template of the model has been used in the study. The importance of the Business Model Canvas in starting and operating businesses in the market can be understood from the essay. It can be concluded from the study that; it is very helpful to use such as business model before starting operations in the target market. It will be very effective for new businesses and SMEs. However, the businesses already operating in the market can also benefit from the model as it tries to gather all the aspects of a business within a combined place. If anyone tries to start a new business, he or she can follow the template of the model to start the business effectively.
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Description: I am planning to open a homestay called Blueview Homestay and use my entrepreneurial skills to develop this business in the UK. For the plan for a successful startup, one needs to be able to manage and account their finance (Blackwell, 2011). I have a plan for the development of this business so that I can use my creative ideas and offer services to customers. This would also allow me to incur profits from this business and establish a brand name. I also have some questions related to starting the business and the questions are- What do I feel when I first embark on the organisation? What lessons I have learned throughout the experience? And What I will do in future to become more effective? 
Feelings: There is a high amount of enthusiasm for the development of this startup so that I can build this. I am not only enthusiastic but also motivated by this. However, there are also uncertainties and pressure on whether I would be able to succeed. Motivation is critical for an entrepreneur and they need to be both driven and confident in their plans for a successful implementation of their plans (Mariotti and Glackin, 2012). They need to be able to take risks for the sake of profit. However, I am trying to move forward with a positive mindset so that I can be confident. This is helping me to cope with stress and effectively and efficiently move forward with my plans.  
Evaluation: I realised that there are several skills that I need to improve for being able to become an entrepreneur who succeeds. The skills of management, data analysis and bookkeeping are a necessity for entrepreneurs to avoid any losses and procure profits from their businesses (Zimmerer and Scarborough, 2011). I need to be able to communicate well with the stakeholders of my business and market efficiently. I also need to be skilled at conflict resolution and creativity which would allow me to improve my business ideas and marketing strategies for attracting customers. 
Analysis: Since mistakes are common, the above abilities are essential. New businesses confront many risks that the entrepreneur must manage. Companies face many hazards in a changing business environment (Burns, 2022). An entrepreneur's company must be able to tolerate unfavourable consequences and capitalise on favourable ones to succeed. Skill improvement would help me start my business as an entrepreneur.
Conclusion: I have concluded that I need to improve my skills so that I can be a better entrepreneur. This would help me to reduce the chances of falling into losses. This would also contribute to my professional development. Therefore, through the use of Gibbs’ reflective cycle, I have been able to effectively reflect on my situation and devise an action plan for the future development of myself and Blue View Homestay. 
Action Plan: To become a better entrepreneur, I will be focusing on the development of my skills. I will also be focusing on collecting savings to be able to invest in my business. The use of workshops helps to improve communication and conflict-resolution skills (Dana et al., 2021). I will be participating in online and offline workshops. I would also practice my skills of management and data analysis daily to be more efficient in it. 
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Appendix
Table 1: Business Model Canvas of Blueview Homestay
	Key Partners
-Property Owner
-Travel Agents
-Corporate Travel Managers
-Online booking platforms
-Food suppliers
-Expert tour guides 
	Key Activities
-Provide accommodation in a safe and easily reachable place
-Provide hygienic food and drinks
-Maintain a good relationship
	Value Proposition
-Lower costs
-Security Maintenance
-Healthy and hygienic food and drinks
-Personalised services
-Convenient locations 
	Customer Relationships
-Customer satisfaction
-Learn more about its customers
-Reward facility for engagement
-Loyalty Rewards
	Customer Segments
-Tourists 
-Short-stay and long-stay customers
-Preferences and love of tourist attractions
-Family vacationers 
- Cultural enthusiasts
- Budget travellers 

	
	Key Resources
-Employees
-Invested Cash
-Raw Materials
-Physical accommodation 
-Technology 
	
	Channels
-Facebook, Twitter, Instagram
-Company website
-Newspapers and magazines
	

	Cost Structure
-Paying the staff
-Providing money to the suppliers
-Maintenance costs 
-Promotional strategies.
	Revenue Streams
-Guests
-Restaurants
-Corporate travel managers


(Source: Created by the learner)
