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Part 1
Overview of the company: This part of the study provides a brief introduction to Luxehaven Lodging with the aim of enhancing the life of the customer by creating an unsurpassed vacation and leisure experience. The vision of the company is to be the world's favourite travel company. Further, the hotel aims to adopt a strategy towards the environment by reducing the use of plastic and other harmful materials. It will also adopt the eco-friendly waste disposal technique which helps reduction of the waste to the environment.
Key Partners: The key partner to the Luxehaven Lodging includes Whitebread Group and the Marriot International PLC. The key supplier of the Luxehaven Lodging includes Linen and Bedding, Food and Beverage supplier. The key resource which Luxehaven Lodging can acquire from the Whitebread Group is its business model which helps in taking competitive advantages and helps in becoming the effective hotel operator in the UK. On the other hand, the key resources that the company acquired from Marriott International PLC include learning and devleopment opportunity which helps company in taking right steps towards innovation and growth opportunity which will endrosed employememnet sustainability. Further, the partners also help in the reduction of the impact of the economic condition and the uncertainty of the business environment. 
Key Activities: The key activities of Luxehaven Lodging based on its value proposition include hospitality and accommodation along with comfort and convenience. The company make use of direct distribution channels which helps in focusing on the quality and customer feedback to promote growth opportunities for the business. To enhance the customer relationship the company uses the strategy of taking direct feedback. The company also make use of customer relationship management which helps in capturing and analysing their information to enhance customer loyalty. The revenue stream that Luxehaven Lodging will follow includes licensing, brand development, and the customer loyalty program. Through this, the company was able to develop multiple revenue streams. 
Value Proposition: The value proposition of Luxehaven Lodging includes setting its customers its priority, taking steps towards pursuing excellence, embracing changes, and acting with integrity through serving the world. The main problem that customers in the hospitality industry face is related to the language barrier. Customers visiting a different country are not able to understand the language spoken so Luxehaven Lodging helps its customer in removing the language barrier. Luxehaven Lodging provides a bundle of products and services to its customers which includes accommodation services, hotel reservations, flight and hotel packages, timeshare vacation, and car rental service. Luxehaven Lodging satisfies the needs of middle-class and business-class customers by providing them with complete travel solutions.
Customer relationships: The types of customer relationships that each segment of the Luxehaven Lodging customer expects include personal to automated which begin from transactional to long-term (Mailchimp, 2024). By maintaining this type of relationship Luxehaven Lodging can deeply influence the overall customer experience. The type of customer relationship that Luxehaven Lodging had established with its customers was the transactional one. The transactional customer relationship is integrated with the business model of Luxehaven Lodging by focussing on the short-term and one-time interaction with the guest which deals in driving immediate sales and booking by directly using promotional tactics (Edwards, 2020). This helps in the promotion of the enticing discount and providing a special deal to the customer to raise their attraction level./ Doing all of this Luxehaven Lodging required spending a lot of money. 
Customer Segments: Luxehaven Lodging creates value for the tourist and the travellers both domestic and international. Their business activity is closely related to the tourism industry. The tourism industry value chain is found to be a key part of the business operation. The most important customers for Luxehaven Lodging include middle and business-class people who are in need of complete service on their vacation or travelling. The customer base of Luxehaven Lodging is a niche market which refers to the small segment of the people which make up the fraction of the larger market. In this market Luxehaven Lodging aimed to fulfil the needs of the particular targetted group of the customer.
Key Resources: The ultimate key resources of the Luxehaven Lodging value chain include physical and intellectual assets which help in creating, delivering, and capturing the value for the targeted set of customers. The value proposition refers to the unique value of the company which offers to its customers with the use of products or services. The business also focuses on the human key resources which provide attention to the customer service agents and the information technologist (Arritt, 2022). Luxehaven Lodging follow the direct distribution channel which makes collection of valuable customer data possible, it also helps in distinguishing the business from its competitors. This distribution channel helps in responding to the customer's issue and provides them with effective feedback (BDC, 2023). The customer relationship revenue streams of Luxehaven Lodging help in managing the average daily rate on the total spending of the guests. Through this, the company is also able to provide revenue management programs, loyalty programs, customer loyalty, and a dynamic pricing strategy (Lentz et al. 2022). Luxehaven Lodging implements energy-efficient resources to obtain power. Further, it will adopt water conservation measure which helps in the reduction of the wastage of water. The company also reduced the use of paper in its billing and other system which are considered to be effective steps towards the environment (Plasencia, 2023).
Channels: The most common channels which customer segmentation of Luxehaven Lodging makes use of include online, offline, and social media. Through the use of this channel, the customer segmentation of the Luxehaven Lodging makes use to get in touch with the hotel. Through online and direct conversation Luxehaven Lodging reached their customer to provide them with effective service at the personal level. The set channel is integrated with Luxehaven Lodging by understanding the journey of the customer at different touchpoints. This helps in considering the goals and the pain points of the customer through awareness to purchase the loyalty program. The most cost-effective is the online channel as it is free of cost or charges a nominal rate in interaction with the customer.
Cost Structure: The ultimate cost related to the Luxehaven Lodging business model includes rent, property tax, cost of insurance, and several variable costs which include utility costs, commission of travel agents, and several hourly costs (Darios, 2024). The most expensive key resource in the Luxehaven Lodging includes food supplies to the utility bills which leads to crare adverse impact on the profitability of the company. The most expensive key activity that Luxehaven Lodging faced was the cost of labour. Most of these fixed and variable costs are associated with the creation of value in the business. 
Revenue Streams: The value for which the customer of Luxehaven Lodging is willing to pay includes quality accommodation and service, performance and reliability. Currently, they are paying for the customer relationship that is established by the hotel for the specific customer segmentation. They are currently paying through the offline mode of payment. But they prefer to make the payment online. The average cost of the stay at the Luxehaven Lodging is £ 133 per night. 
Competitors analysis: The major competitors of Luxehaven Lodging include Hilton Hotel with a global ranking of 901, a country ranking of 224 and a category ranking of 6. The total number of visits to its websites reached 49.9 million. The next competitors of Luxehaven Lodging include Priceline Hotel with a 1,399 world ranking, 298 country ranking, and 2 in the category ranking. The total visit to its website was found to be 33.6 million. Further, the competitor of Luxehaven Lodging is InterContinental Hotel Group PLC with a global ranking of 2,564, a country ranking of 834, and a category ranking of 8 (Similarweb, 2024).


Part 2
Through the conducted test I found that I possess some of the characteristics related to the entrepreneur. Towards the description of the characteristics, I found that currently my work is limited to several projects but still find it to be happy and satisfactory within employability as an intrapreneur. My score on this test was 56% which makes my ambition to have innovative growth towards the business. These entrepreneurial skills help me in using innovative technology to enhance my personal as well as professional growth. 
Having such entrepreneurial skills provides me with a feeling of excitement and enthusiasm. It also made me feel energized and confident towards my academic and professional work. Having a myriad of uncertainties in any task I still feel very motivated to accomplish any task with the use of such entrepreneurial skills. Through this, I am able to recognise my both positive as well as negative emotions by significantly affecting the interpretation of certain events. 
My entrepreneurial skills led me to evaluate both good and bad aspects. Through the positive aspect of the entrepreneur's skill, I can identify the growth opportunity which helps me in making better choices. This created a positive impact on my studies and enhanced my nurturing towards society's sustainability. On the other hand, I found that I was adversely affected by the entrepreneurial skill in the sense of creativity. It also limits my ability to innovate and disrupt my critical thinking ability. 
I wanted to know the reason behind my effective entrepreneurial skills. Further analysis,  I found that from the very beginning, I used to be a risk taker and wanted to do things all alone which led to evolves such entrepreneurial skills in me. Then I was very eager to learn new things and draw relevant literature and professional knowledge which led to interpreting my experience. I also found that through this skill I can also identify and evaluate some of the potential business ideas which can help in my career growth. 
From the above discussion, I can conclude that having entrepreneurial skills can help me in managing several tasks at the same time which makes me multitask. I can think about certain scenarios in different manners which will enhance my critical thinking ability. This skill helped me in making preparations for the uncertain future to garb the growth opportunity. This always encourages me in continual professional development. 
To make further improvements in my entrepreneurial skills I will take steps towards enhancing my knowledge by gathering information from different fields. Then I will also seek experienced mentors to avail guidance from them. This will provide me with complete direction and I will get the ability to handle difficulty in the most appropriate way. I will also take towards expanding my network which can help me in attending networking events to get useful information. I will also seek towards expanding my creativity and innovation skills which can inspire and encourage me as well. The time limit to accomplish all will be 8 months. 
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