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Key Partners

Strategic alliances: Alliances between non-competitors. E.g. promotion of Spectrum through social media platforms, such as Instagram and Facebook

Buyer-Supplier Relationships: Reliable source of supplies, such as food, drinks etc. coming in from Wholesalers e.g. A.F. Blakemore & Son Ltd, which also means they have a steady confirmed buyer for their products. 


Key Activities
· Production


· Marketing


· Sales and customer services
Key Recourses
Physical: Venue that can store vast quantities of alcohol
Financial: Redecoration, profitable after short period
Intellectual: Licenses; music license, alcohol license, sound license, food licence

Cost Structure
Cost-driven: 
· Staff
· Rent
· Bills
· Products
Revenue Streams
· Subscriptions
· Licences
Value Propositions
· Encourage people to be individuals and express themselves

· Competitive prices


· Themed evenings to appeal to everyone

· Accessibility for all minorities


· Staff to help people who are in difficult situations to reduce risk


Customer Relationships

· Personal Assistance
· Dedicated personal assistance
· Self-Service
· Automated service
· Communities
· Co-Creation
Channels 
Post/be involved with the LGBT+ community.
Host LGBT+ themed events.
Promotional staff to work outdoors.
Logo print promotional pictures.
Customer Segments
· People in the LGBT+ community

