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[bookmark: _Toc148783291][bookmark: _Toc138939612]INTRODUCTION 
The essay will give a brief about the business model canvas of a new company in the hospitality industry. The new business introduced for a hospitality business is a Cub and Crew Golf Resort is a resort that provides customers and visitors with a theme of playing Golf in indoor and outdoor ways.  The business is about the concept and idea of a theme hotel that has a particular theme in its interior and operations. The further essay will explain the business idea and different components of the company that a business model canvas explains. It will cover many different aspects like partners, values, channels, revenue, risk, resources and cost structure for the business.
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Business model canvas refers to a template that can be used to plan and design a new business model and make a full view of all the aspects related to starting a business. The business model canvas for Club and Crew Golf Resort will explain the values of the company, activities and resources required, partners for the company, different segments and channels of the company and the revenue and cost-related things. The interior and activities of the hotel are designed in a way that matches the theme of the company. Further is a full business model canvas of the business (Sort and Nielsen, 2018).


	Key Partners
	Key Activities
	Value Propositions
	Customer Relationships
	Customer Segments

	
-Travel agencies
-Hospitality businesses
-Professionals of golf 
-Professional golf organisers.
-Health and welfare organisations

	
-Operations and management of resort
-Play facilities for guests
-Cleaning and maintenance
-Accommodation options
-Trainer for the game
	
-Providing with good infrastructure
-Facilities for playing at all the levels
-Sustainable practices
-Facilities for more games other than Golf
-Organising training programs
	
-Personalised services
-Accept feedbacks from guests
-Engaging with customers through online programs
-Membership options for regular customers
	
-Professional players
-Families coming for relaxing and vacations
-Families interested in teaching Golf to their children 
-People interested in sports activities

	
	Key Resources
	
	Channels
	

	
	
-Property for opening resort
-Human resources for managing operations
-Professional for conducting training program
-Technologies and equipment
	
	-Social media platforms
-Online booking and websites
-Partnership with local businesses
-Improving customer relations
-Sharing feedback and experience of customers
	

	Cost Structure
	Revenue Streams

	-Maintenance cost
-Salaries of the employees
-Trained hotel staff
-Professionals fee
-Promotion and marketing cost
	-Charges from guests for using Golf court services
-Accommodation charges
-Charges for healthy food 
-Charges for using other games
-Charges for services like spa and others.
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Value Proposition: Many different values are proposed by the new business of golf resort. The business proposed an idea and value of providing the visitors and customers with good infrastructure and facilities for the people to play golf in the resort and opportunities for all levels of skills are provided in the resort. The resort provides its customers with the opportunity to practice their game at any time over the year. The business follows sustainability in its operations. The business also proposed different values like providing the best facilities for not only golf but many more games and facilities in the resort-like swimming, spa and fitness classes. The business value also includes different training programs organised by the resort for the people wanting to learn golf and other facilities in the resort (Ojasalo and Ojasalo, 2018).
Key resources: Businesses require many resources to be operated and started. The new resort business idea also requires many different resources that are to be arranged by the business. The different resources required for the hospitality business are property for the resort that has a well-maintained golf course in the place. Opening a resort business first requires property in a location that is rich in the target market people for the business. The business also requires human resources to manage the resort and provide proper services to the customers (Mathwich, 2019). Another resource required by the business is the professionals for conducting training programs for the customers of the resort to motivate them towards the importance of fitness and learning new sports. The business also requires different technologies to provide a Golf simulator that is an indoor Golf course for the visitors (Kolev, 2022).
Key activities: Resort key activities may include many things related to the operation and management of the resort. The resort needs to provide its visitors with many different facilities for their play and different events. There are many different activities to be performed in a resort including proper cleaning and maintenance of the golf course (Page et al, 2017). Proper accommodation options for the guests and visitors in the resort for their stay. The activities of the resort also include the different programs organised in the resort for people to educate and motivate them towards health and fitness. Also, provide training for Golf and other sports. These programs should be well organised by the resort. The activities also include providing the customers with some healthy food and beverages that they need (Breitbarth et al, 2017). 
Key partners: The resort can partner with many different businesses in the locality which can help the resort in promoting the Golf resort and its services. There are many travel agencies that the resort can partner with, with this partnership the business will also be able to attract tourists to the resort. The resort can also partner with other hospitality businesses and provide mutual benefits to the businesses. This partnership can help both the businesses to improve their customer counts by attracting more and more customers (Cardeal et al, 2020). The resort can make partnerships with different professional golf organisations, as the organisations conducting Golf events can be conducted in the resort which can benefit the resort. It can also partner with professionals to provide proper training programs in the resort for new players. It can also partner with the different organisations that work for the welfare of the health and fitness of society. These organisations can be used to organise programs in the hotel related to fitness (Lyu and Hwang, 2017).
Customer segments: The customers for a Club and crew Golf resort business can be divided into different segments according to the needs and requirements of different customers and also according to the purposes of the guests arriving in the resort. One segment of customers can be those people who are professional players and are practising Golf and may have different levels of skills (Lucas, 2022). Another segment of guests can be the families or people arriving at the resort for relaxation in their vacations and need a safe and healthy place to stay and enjoy. Also, families that are interested in teaching their children new sports skills are the target market for the business. The customers can also be divided into a segment of people who are very enthusiastic and excited about learning the sports skills and training provided in the resort (Chen et al, 2020). 
Customer relationship: The resort has to work to manage its relations with the guest customers of the Golf resort. This will be done by providing the customers with personal services which means the resort staff will take care of every customer personally and provide them with all the help they require (Woo, 2017). The resort will accept feedbacks from the customers related to management and maintenance of the Golf court and also the other services provided in the hotel like accommodation and food. It will encourage suggestions for improvement from the customers. The resort will use different online platforms to engage with the customers. The customers can be provided with some sort of resorts or memberships in the resort who are the frequent visitors of the Golf resort (Kumar and Reinartz, 2018). 
Channels: The different channels that will be used by the resort business for promoting and marketing of hotel may include social media. The resort can use different social media platforms like Facebook, Instagram, YouTube and others to promote the business and its services to the large range of target audiences. The company will provide the customers with a convenient service of bookings for their stay and play in the hotel from online websites (Sundah et al, 2018). The business will promote its services with the use of partnerships with travel agencies that can help in promoting the services provided by the resort. The travel agencies can promote and suggest the traveller about the resort which can help in marketing of the resort. Creating good relations with the customers will help promote the business which can be done in many ways like personalised services and memberships. The customers can be asked to share their experiences and these can be shown on social media platforms to attract more guests to the resort (Mustaniroh et al, 2020).
Cost structure: There is much cost involved in managing a resort business as it includes costs for many different things. The cost for Club and Crew Golf Resort includes many things like the cost of providing the customers with a well-maintained Golf course and other facilities like swimming pools, fitness classes and others. The cost of the resort also includes the salaries of employees and staff of the hotel (Lyu and Hwang, 2017). To provide good services and management in the hotel the staff appointed should be well trained and those are paid high. Another cost for the business can be promotional and marketing cost that is done to attract more and more people from the target audience. Different debts that the business needs to pay are also the costs for the business (Aboody et al, 2018).
Revenue streams: Revenue sources for the resort include many different things. The mainstream source of revenue for a hotel is the chargeable amount for providing golf course services to the guests for their enjoyment or practice. The revenue stream for the hotel also includes things like charges for providing healthy food for the guests in the hotel (Sundah et al, 2018). The revenue in hotels can also be generated by providing the customers with some activities that may be chargeable like indoor games, swimming pools, and others. The revenue source for the hotel also includes some different services for the people like spa services and also some healthy products or sports equipment shops in the resort property. These are the different revenue sources that can be used by the resort to increase its revenue collection (Chen and Schuckert, 2020). 


[bookmark: _Toc148783293]CONCLUSION 
The essay has given a full business model canvas for a new hotel idea that is a Golf resort with a unique facility golf simulator. The hotel business was named Club and Crew Golf Resort. The essay has demonstrated all the essential factors that a business model canvas includes for planning and presenting a new business idea. The business model canvas includes many different things like customer segments, values of business, cost and revenue of business, activities and resources in the business and many other aspects related to the execution of new business ideas in the hospitality industry. 
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I have learned many things from this module like practical use of a business model canvas for developing a new business and a reflection for my learnings is given below with the use of a reflective tool that is Gibb’s reflective cycle. This reflection on the things I have learned, analysed and experienced is mentioned below.
Description: The activity had taught to make a proper use of the business model canvas for developing a new Golf resort business. I have learned to make a proper use of the business model canvas points and apply them practically for a business. A proper business model canvas for the business was created by me and I have learned and analysed a lot of things that a business needs and also about many qualities and skills that I have and many that I need to develop in myself. I have seen that I am very creative at making a business and also in many different operations of the business that I had to complete. I possess skills like leadership, creativity, innovation and risk-taking in myself. From this class activity, I also got motivated for the future to achieve success in the field of business by operating my own business and being successful financially (Hashim et al, 2023).
Feelings: From the activity I got a feeling of excitement related to knowing about the different entrepreneurial skills that I have in myself. These skills made me realise many of my skills and also motivated me to start my own business and operate it by myself I got a feeling of creating my own business and earning profits with the opening of a new and creative business idea. I became aware of many different things like the challenges that I have to face in the journey of being an entrepreneur. The feeling of working hard to achieve goals for the business has developed in me.
Evaluation: From the activity that I have performed I have evaluated that I have many entrepreneurial traits in myself for opening my own business. I have analysed the skills that I have for being an entrepreneur and also the different skills I need to develop in myself. The different skills that I need to develop include business skills and also I have to improve my knowledge about the business. I have analysed that the business needs some good contacts and mentorship, and I need to develop good relations with some mentors and make more contacts (Markkanen et al, 2020). 
Analysis: From the activity in the class I was able to analyse the passion that I have for business and entrepreneurship. The activity has helped me analyse the different motivations and behavioural patterns that I need to have in myself to become a successful entrepreneur for a business.
Conclusion: In conclusion for the reflection I can say that the activity was very helpful in analysing and finding the different entrepreneurial skills that I have and also I was able to analyse my interest in business and becoming an entrepreneur. The creativity that I have in myself is also discovered through this reflection.
Action plan: There are many different skills that I need to develop in myself for becoming a successful entrepreneur in the future. The different skills include problem-solving skills, leadership skills and risk management for the business along with some business skills. I will develop these skills by taking different trainings and courses and also attending seminars. These will be developed over approximately 6 months (Adeani et al, 2020).
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