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TechScape Oasis is at the cutting edge of new hotel technology and is perfect for tech-savvy travellers, online workers and businesses. In a time of growing tech businesses and working from home, it is clear that we need a place where work and play can go together easily. This is exactly what TechScape Oasis tries to offer: a completely new experience to meet modern workers' constantly changing needs. If you want to learn more about the business model through the lens of the Business Model Canvas (BMC), read this introduction first. The BMC is our strategic road plan. It shows us the way through important parts of TechScape Oasis that are necessary for its success, such as Customer Segments, Value propositions, Channels, Customer Relationships, Revenue Streams, Key Resources, Key Activities, Key Partnerships and Cost Structure. Through the BMC, it shows the full plan for this groundbreaking project.
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Customer Segments and Value Proposition
Remote workers, entrepreneurs, tech-savvy travellers, digital nomads, freelancers, and event organisers are just a few of the customer groups that TechScape Oasis carefully targets. Every part of our business idea is very important to its success. Remote workers and freelancers want a lively place to work startups want places where they can work together to come up with new ideas and tech-savvy travellers want to combine work and play (Gambini, 2023). While event organisers help us make money, digital nomads who work from anywhere find the perfect place to live. With these parts coming together, TechScape Oasis will have a strong community that works well together and has its unique environment. This will help it continue to be successful in the hotel industry which is always changing.
TechScape Oasis's value offering is based on giving a wide range of people an experience that changes them. The cutting-edge work-and-play space offers solutions to the problems that come with standard work settings for remote workers and tech enthusiasts. Workspaces that are specifically designed to meet the needs of remote workers make the best conditions for getting work done (Floricic and Pavia, 2021) Cutting-edge amenities meet the needs of tech-savvy travellers who want advanced services. Digital travellers like our open services because they fit in well with their constantly moving lifestyle. Startups looking for places to work together and come up with new ideas can find custom solutions in TechScape Oasis (Ceylan and Arslan, 2022). Event organisers also get specific areas and support services that make sure their events go well. This all-encompassing value statement shows that we are dedicated to meeting the specific wants of each customer and providing an unmatched service experience.
Channels and Customer Relationships
TechScape Oasis uses a variety of deliberate methods to reach its intended users. Widespread exposure and access are made possible by online platforms like the main website, social media outlets and booking platforms (Kaakinen and Purkayastha, 2016). Because our audience is constantly looking for new hotel experiences online, this method takes advantage of that. Additionally, partnering with tech events gives you focused publicity that lets you reach tech fans directly. Making reservations directly on the website makes relationships with customers even easier which makes the booking process go more smoothly (Morales, 2017). TechScape Oasis reaches and engages multiple types of customers by mixing internet channels, event partnerships and direct bookings.
Through a variety of methods, TechScape Oasis works to build and keep strong relationships with customers. Customised experiences are made possible by personalised services which build long relationships by putting each person's tastes first. Events that promote a sense of connection and shared experiences are a cornerstone of community development (Peppers and Rogers, 2016). Tech support services that are available all the time help customers and make them happier. Proactive communication, such as regular interaction and feedback methods helps TechScape Oasis understand how customers' needs change over time. This creates a connection that is dynamic and flexible going beyond standard hospitality services.
Key Resources, Key Activities, and Key Partnerships
TechScape Oasis depends on key sources that provide its unique fee. The centre is well-geared-up workplaces with technology that assist remote workers works in a brand-new way. Advanced technology makes sure that the entirety runs smoothly which improves the patron experience as an entire. A skilled and purchaser-centred group of workers is another essential asset that enables the offer of personalized services. Strategic relationships which provide entry to an extensive range of know-how, are key for joint tasks. TechScape Oasis additionally makes use of green and secure strategies that are in line with present-day environmental duties.
Providing a first-rate welcome revel is the point of interest of TechScape Oasis' key activity. This consists of growing new places to work and play and ensuring that online platforms are managed smoothly so that they may be used successfully for advertising. Regular activities that bring human beings collectively help clients get to understand every different higher. To meet purchaser desires speedy, proactive tech assist offerings are installed vicinity. Strong remarks systems permit constant development and adaptableness which allows the business to keep up with converting customer tastes.
To improve its services, TechScape Oasis carefully selects key partnerships. By working together with tech companies, businesses can offer new services that meet customers' wants today (Grochowski, Warschat, and Dasher, 2016). Partnerships with event organisers make it possible to host and help with events that go well in the places. Key providers support the operating system by giving them access to cutting-edge technology and long-lasting products. For sustainable buying, the company also builds ties with local providers which adds to the environmentally friendly parts of the business (Ağan, et al., 2016). TechScape Oasis's plan depends on these relationships, which give it more resources and skills.
Revenue Stream and Cost Structure
Value-based pricing is a key revenue stream for TechScape Oasis because it gauges customer desire to pay for the benefits of a new work-and-play setting. The dedication of customers wanting ongoing access is reflected in a subscription model which has monthly membership fees which greatly boosts total revenue (Lopez, 2020). While relationships with tech companies bring joint revenue streams, charging event hosting fees for specialised areas increases revenue variety (Hayes, Hayes, and Hayes, 2021). Setting the website's focus on online bookings is in line with what customers want as it makes payment easier and more convenient. To keep making money this mix of strategies guarantees a strong and varied revenue stream (Kim, Kim, and Park, S2017).
For TechScape Oasis to keep up its innovative catering plan, it has to pay substantial costs. Investing in offices with high-tech equipment ensures that the business can operate with the latest technology (Ivanov, et al., 2020). Continuing to pay skilled and customer-focused staff improves the standard of services. To show support for environmentally friendly projects, adopting sustainable practices has both one-time and continued costs. Expenses for working together with tech companies and event organisers help smart relationships work. Investing in feedback systems assists in continuous improvement by letting plans change to meet changing customer wants and industry trends.

Justification 
The ideas that led to TechScape Oasis have deep roots in how work and leisure are changing. The rise in remote work which was sped up by events around the world, gave us a chance to meet the unique needs of remote workers. Startups looking for places to work together to come up with new ideas and tech-savvy travellers looking for high-tech services both helped to spark the idea for TechScape Oasis. The idea behind the business fits with how work is changing and offers an answer that goes beyond standard ideas of hospitality (Cappelli, 2021).
TechScape Oasis stands out because it takes a modern look at the hotel business and the problems that modern workers face. Remote workers, companies and tech fans all want a new place to work and play. Providing the best places has become essential as remote work becomes more common (Duffy, 2022). The idea is not just a reaction to what is happening in the market; it is also a way to lead the industry in meeting the specific needs of the target customer groups.
To support the Business Model Canvas (BMC), each part is carefully thought out to help TechScape Oasis succeed. By dividing customers into different groups, it can reach a large market and your value offering should solve the problems that each group is having. The business is carefully placed in the digital and industry worlds through channels like online platforms and relationships with tech events (Sparviero, 2019). Every part of the BMC is focused on building connections with customers through personalised services and events that bring people together. This makes for a model that works well and is focused on the customer. The revenue sources are in line with what customers think the product is worth which makes sure the business plan can last.
[bookmark: _Toc156674355]Conclusion 
In conclusion, TechScape Oasis stands out as an innovator in the catering business, perfectly meeting the changing needs of today's workers. The creative idea of work-and-play is great for tech fans, remote workers and businesses because it creates a lively and community-driven space. The Business Model Canvas is a complete plan that shows a strategy roadmap that includes key activities, platforms, customer groups and value offerings. TechScape Oasis is ready to lead the hotel industry with its forward-thinking approach. Its goal is to build strong customer connections, sustainable practices and diverse revenue streams.
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By using Gibbs's reflection cycle, I look back at my performance on the in-class tests of entrepreneurship and management, trying to figure out what makes me an entrepreneur (Adeani, Febriani, and Syafryadin, 2020). Starting with a critical analysis of my traits using scholarly models like Trait Theory and the Big Five Personality Test, the study begins.
I clearly remember the interesting things the in-class questionnaires told me about my business and executive habits during the first part. According to the answers, I like to take risks, be bold, and come up with new ideas. The results of the Big Five Personality Test supported this, showing especially high levels of openness to experience and responsibility.
A knowledge of oneself arises when looking over the facts. Having my natural business traits recognised makes me feel both excited and curious. It strengthens my opinion that a person's personality can help them succeed as a business. Some caution, though, makes me wonder how these traits might affect how I handle people and make decisions.
Utilising Trait Theory the assessment step includes a more in-depth look at the data. Some people are naturally good at starting their own businesses, according to Trait Theory. This theory which stresses the value of measured risk in business, fits with how I like to take risks (Kerr, Kerr, and Xu, 2018). Similarly, the Big Five Personality Test's focus on being open to new experiences fits with how aggressive I am and how eager I am to find new ways to solve problems (Azucar, Marengo, and Settanni, 2018).
Further examination of the traits reveals conscientiousness as a key driver. Carefulness and dependability are traits of careful people that show how I handle people. This quality can be a base for good organisational leadership, providing an organised and responsible way of running things. A balance between new ideas and trustworthiness in management decisions can be reached by combining this with a willingness to experience (Luc, 2022).
In conclusion, the reflective process shows how my business traits and executive goals work together in a complex way. Understanding the positive connection between taking risks, being bold and being careful puts me in a good situation to become an entrepreneur (Read, et al., 2016). Using an organised view to understand and analyse my desire to be an entrepreneur, the trait theory and the Big Five Personality Test are very helpful tools. Looking forward, this self-awareness will help me improve how I handle people using my natural skills for creative and effective leadership.
In the action plan, I am going to keep learning and growing in order to maximise these traits. Learning how to handle risks wisely can be facilitated by seeking guidance from experienced business owners. My journey as a manager will also focus on finding a balance between being open to new experiences and being careful. A guide for responding and developing in the ever-changing world of entrepreneurship is to regularly think about your experiences and choices.
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