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Executive Summary
23andMe Company is a biotechnology organization that deals with genomes and does business in many parts of the world. The company has observed that genetic considerations add a new dimension to public health. This concern is not only for the health and well-being of individuals now living, but for the generations to come in the future. The company's management team is determined to provide a realistic picture of the benefits, challenges, and limitations of genomics, explicitly concerning the global health burden of diseases. Medical genetics has, in the past, focused on inherited Mendelian disorders.  Medical genetic services that are provided by 23andMe Company are aimed at assisting people with a genetic disadvantage together with their families to live and reproduce as frequently as possible via the application of genetic tests, which are accompanied by genetic counseling. Although these diseases are rare, they are usually severe. There are already existing tests for these diseases which allow for public health interventions for treatment and prevention. The company uses a saliva-based technology – it uses saliva samples from consumers to test. The company dispatches a kit where the consumer extracts the saliva sample, uses a code to mark his or her sample, and then sends it back to the company for testing. Once the tests are out, the company reaches out to the consumer informing him or her that the results are out. The results are then posted on the company's website where the consumer can log in and access his or her results. 
Introduction
23andMe Company is a privately held personal genomics and biotechnology organization that is based in Sunnyvale, California. The organization was established in 2006 by Linda Avey, Paul Cusenza, and Anne Wojcicki. The company offers genetic testing and interpretation services to individual consumers. During the early days of its establishment, it had a bad relationship with the U.S. Food and Drug Administration because of its services in genetic health tests (23andMe, 2020). But, the company was relieved this burden in October 2015 after genetic experiments were being ordered in America as a revised health component as per the FDA approval. The company has been operating in many parts of the world – the organization has its services being offered in more than fifty countries across the globe (Levenson, 2016). The company uses a technology that utilizes saliva to carry out testing. The organization is aimed at assisting people access, understand, and appreciate the benefits that come with the human genome. 
Branding Strategies
23andMe Company uses some of the latest branding strategies in marketing its services and products. The organization has made technological advancements in information and communication technology an integral part of its operations. The organization has been employing the use of the internet in marketing its products. The services and products that are offered by the company have been internally marketed through sales representatives and signboards that are strategically located (Anne, 2011). 
There has been a growth of various elements of the internet that has enabled the organization's marketing staff to be able to market the organization in many different parts of the world. There has been restructuring of the organization – some changes were made in the way the company had been operating in the past. In the past, the company required its customers to visit their motor and bricks centers to have their samples extracted for analysis (Anne, 2011). However, recently, the company has changed that the company is currently using emails and kits to obtain the required information and samples. 
23andMe Company is using telecommunication advancements such as social media to reach out to many people. A lot of people around the world have embraced the improvements already made in information and communication technology. There are a significant number of people around the world who own smartphones, which can support social media apps for communication. Social media is a standard tool for the organization to carry out its marketing activities online. Through social media platforms, the company can post relevant information about the kind of services and products that they offer in the market (Anne, 2011). When information is posted via the internet and social media, it reaches out to many people across the world. Technological advancements in information and communication technology industry have made the world to become a global community due to the ease and speed at which information is passed from one party to the other. The company also uses a 24-hour format illumine chip that is used to present the significant aspects that are aimed at shedding some light on future advancements as well as development in research. 
Target Market and Demographics
23andMe Company offers its products and services to customers who are eager to know more details about their genealogical lineage and also their overall well-being. Those customers who are willing and able to pay, usually get their information concerning their genealogical family. The company extracts saliva from the customers and carries out analysis that is meant to unveil more information concerning the customer's genealogical descent. The company has got a data bank from which the details obtained from the study of the saliva of a particular customer can be compared to. The organization has been collecting and storing genealogical data of different people through history. Other people are concerned more about the well-being of their future offspring. They look for ways through which they can ensure healthy offspring some days to come. 
The new biotechnological product, in this case, is meant to fulfill the desires of the company's clients. The product will make it possible for the clients to trace back their genealogical lineage. Some people are yet to trace their genealogical lineage and are eager to do so. This is the kind of people who are also targeted by 23andMe Company. The new biotechnological product will be able to satisfy their desires by ensuring that their genealogical lineage information is produced at the time when it will be needed. 23andMe Company will extract saliva from the customers and will be able to carry out analysis about the geological lineage. Thus, customers will be able to know at least their origin from which they can associate with (Hugos, 2009). Customers will be happy to know where they came from and possibly more information about their ancestors. 
Marketing includes a broad range of business activities ranging from promotion and support to research and development. To choose the right customers, the business will engage itself in market segmentation. It will hence, end up dividing the market into smaller groups, a more select market. Demographic segmentation is a common strategy that permits various socioeconomic traits to be used to categorize its customers, including age, gender, race or ethnicity, and income. In this case, the marketers will narrow down to race or ethnicity and level of income. 
Race or Ethnicity
Race and ethnicity are demographic factors that come into play in a marketing strategy. Some people cannot trace their origin. These customers, in most cases, belong to a particular race or ethnicity. Some people belong to a certain race, but they cannot trace back their genealogical lineage. Such people will be willing to know about their genealogical lineage information. However, the company will employ the use of ads with different racial and ethnic groups. This will enable the company to have a broad base of customers so that they can end up making profits. 
Income Levels
There exist different levels of income. We have high-income earners, middle-income earners, and low-income earners. In the past, the genealogical lineage information was highly-priced, and few people could afford it. Thus, due to the need to continue making profits and reaching to a lot of customers, the company dropped the idea of premium pricing. The company's products and services were lowered so that the company could provide its services to a large proportion of the world's population. Thus, the company's management team decided to focus more on making their products and services more affordable.
The other psychological factor that will affect the buying of the customers is their personality and self-perception. Every consumer is different, and each consumer uniquely views himself or herself. The way these consumers see themselves, together with their personalities, will help in determining the kind of products and services that they prefer. Thus, it will be easier for 23andMe Company to come up with the services and products that are most needed by the customers (Murphy, 2019). In this case, the customers are looking forward to getting to know information concerning their genealogical lineage as well as information about their health. 
The new biotechnological product offered by 23andMe Company has revolutionized the way business has been carried out in the past. In the past, patients were required to present themselves to the physicians for sample extraction and other related procedures. However, 23andMe Company has decided to overcome the setbacks that were experienced by the customers in the past. The management of the company has brought in place a website where potential clients can reach out to the company and request for services. There is a company website from where a client starts by creating an account. Then the company emails the client the kit where the sample of the saliva will be deposited. The kit offered by the company contains guidelines outlining the procedure that the client is required to follow when extracting the saliva sample. The client then labels the container containing his or her saliva sample and then emails it back to the company. 
The kit is received by the company, and the physicians start the analysis process immediately. The email services are paid in advance to make sure that there is no delay. It takes the physicians about three-to-five days before the results are out. Once the analysis process is done and the results are out, the company feeds it to its database as well as to the account of the customer. They then email the customers and inform them that their results are out and have been posted on the walls of their accounts. The customers then access the details at their convenient time by logging into the account that they created earlier with the company on their website. 
The target market that is targeted by 23andMe Company involves people who are eager to know about their genealogical lineage. This is the best strategic target market choice because it is made up of people who the company can satisfy their needs. Such people might not be able to trace their origins, or they are merely looking for ways through which they will secure the well-being of their future generation.
Strengths and Weaknesses of the Organization
Strengths
Global Brand Recognition
23andMe Company has reached so many parts around the world. This forms one of the major strengths of the company since its products are widely known and can be reached for by the customers if need be. The company has its headquarters housed at Sunnyvale, California, in the United States of America. It has gone a step ahead to set up satellite offices or outlets in different parts of the world, such as in the United Kingdom and Canada. The global presence has given the company an advantage over its rivals in the market since it has eased accessibility of its services and products (Harvard business school, 2020). Moreover, the company has been around for a while, and the customers have appreciated the quality of products that the company delivers; this has enhanced the company's branding as it stands out amongst other competitors. The uniqueness has helped to maintain customer loyalty while also attracting others. 
A Wide Range of Products/Services
23andMe Company brags of offering its customers a wide product portfolio. A comprehensive product portfolio has given the company an upper hand when it comes to competition with its rivals in the market since it is much easier for it to reach all sorts of customers. The various kinds of customers will come to the company looking for different services and products, and due to the availability of multiple types of products, the company will be able to satisfy the needs of all of them. In return to the availability of a broad variety set of products and services, there will be increased revenue flow into the company, and this will finally lead to the financial stability of the company. The company will also be in a position to offset losses that are incurred by the company from certain kinds of products or services. 
Strong Online Presence
Due to the advantages that come with the embracing of new technologies, the company has resulted in investing in online presence. Whenever a company becomes online, it gets recognition from all over the world. The world has been made to be a global society, and thus whenever one wants to be known all over, then they get into the internet. The organization has hence increased its presence via various social networks. Through efficient social media management, it has been possible for the organization to enhance its relationship with customers (Harvard business school, 2020). The company is employing internet advertisement platforms such as the pop-up message to reach a broad market. This has ensured the message reaches most of the online users across the globe.
Weaknesses
Financial Issues
23andMe Company might have insufficient funds to pay for its operations. Inadequate funds affect the liquidity position of a company, which in return obstructs the company's general operations. Finance is a very critical aspect that would determine the success of this company because all the sectors need to be financed. The organization depends heavily on government grants as well as from other interested partners such as the NHI. Some of the stores of the company have ended up not doing well in terms of revenue flow. The above sources of funds only cannot manage the run all the operations smoothly for effective service delivery as such this is likely going to be a disadvantage going forward. An example of a store that has been underperforming is the one located in Toronto (Lu, Lewis, & Traylor, 2017). As such, there is a need for the board of management and to explore another source of revenue to run the company effectively. 
Customer Experience
There have been some instances when 23andMe's employees have not been in a position to meet their customer's needs adequately. The relationship between the employees and customers influences the overall performance of the company; in this case, therefore, the staff are supposed to have all the necessary knowledge and experience in handling customers, unlike what has been experienced within the 23and Me organization. This is what has hindered improvement in terms of the product's features that might help in meeting the customer's needs. The company has also requested its customers to rate the treatments for some conditions such as depression and asthma that they have received from its physicians (Harvard business school, 2020). However, the management of the organization has failed to show how they will use the data once it is fed into their system.
Opportunities for 23andMe Company
Entrance into other Business Segments
Due to increased efforts concerning market knowledge, the employees of 23andMe Company will be in a position to understand customer needs, tastes, and preferences. Through the gained knowledge concerning the market, the employees will get some insights into the business opportunities that might be present in some other business segments (Christina, 2019). Through such activities, the company will be able to diversify its products. The company will then be in a position to set-off losses incurred in a specific business segment with the profits earned from the other sections. The occurrence of the new market segments and new market niches will enable 23andMe Company to seize any new expansion opportunities.
Expansion towards other Europeans and Asian Markets
There are imminent opportunities for the company to expand its operations to other European and Asian markets. The introduction of the internet has made the whole world to be transformed into a global community due to the ease and speed with which people can communicate with each other (Christina, 2019). There has been a diminishing of physical boundaries between nations around the world. Also, the different continents have been interconnected due to the emergence of globalization. The company has intensified marketing strategies across the globe to win over new markets and based on the recent report conducted, the strategies have been successful in most Asian and European countries. The company has managed to expand the market, and now the next step will be to open up branches in those countries which can run independently but still be managed thanks centrally due to the introduction of the internet. 
Threats
Deteriorating World Economy
There has been an increase in the rate of inflation, which has made the world's economic decline. Due to the increased rate of inflation, the purchasing power of the customers will decrease. The prices of the products offered by the company will also be negatively impacted, in that they will increase, and few people will be in a position to afford them (Christina, 2019). Due to the deteriorating purchasing power of the people, there will be a decline in sales, which will mean lower profits will be earned by the company. Lack of a common currency is also becoming a threat. It is because of the fluctuations of the currencies and, depending on the country in which the company is dealing, will always vary, and this, in the long term, will contribute towards the instability of the economy. 
Competition 
In the modern world where the level of technology keeps on changing, there is always the inevitability of competition. The field of biotechnology in the past was known to have less companies specializing in it, but this is changing with time as more scientists are exploring this field because it is marketable. Reports have also indicated that the number of students who want to specialize in the field of biotechnology has increased as a result of the change in attitude. Many firms are doing feasibility studies of producing genomes, and depending on the outcome of these studies, the high chances are that we are likely going to have more organizations specializing in this area. The potential of the entrance of the competitors in the future is a serious threat to consider. The company needs to keep rebranding and also doing market research to keep pace with competition that will arise. 
Introduction of the new Regulatory Framework
The introduction of a new regulatory framework might result in stricter rules that will make the operation of the business difficult. Due to the setbacks that might come with the new regulatory framework, the future expansion endeavors of the organization might be obstructed by much stricter rules and regulations. The inability of the organization to comply with the changing laws will mean an increased risk of expensive lawsuits (Christina, 2019). 
Market Capture by Gap in Potential International Markets
There has been an increasing number of direct and indirect competitors within the market. Due to the rising number of competitors within the industry of operation, 23andMe Company might not be able to cope up with the growing competition. Once the market gaps are filled up by some other organizations, 23andMe Company will have its competitive strength weakened. The new companies in the market might be dealing with the same or different products serving the same purpose as those offered by 23andMe Company.
Consumers Shift towards Victoria's Street with Social Attachment
Customers might shift to begin purchasing some other products but serving the same purpose that is produced by some other different companies operating within the biotechnology industry. Other companies will come in and start working within the sector where 23andMe Company operates. This will have an impact on the operations of the 23andMe Company. 
Ethical Issues
Genetic testing has been associated with risks ranged from financial to social as well as psychological. Some of the psychological risks associated with genetic testing are anxiety, social stigma, impaired self-esteem, insurance, and employment discrimination (Rani, 2020). DNA banking has been noted to have turned into a gold mine, and thus, 23andMe Company might be guided by the greedy for money by the management members (Christina, 2018). Therefore, the company will, in the end, turn to be inadequate in meeting its primary goal of providing efficient services to its clients. Additionally, there has been inequality in terms of access to data and samples among the research team due to differences in nationality and availability of financial resources. 
Core Competencies
Advanced Technology and Unique Data Collected
23andMe Company uses advanced technology in collecting its data. The organization uses crowd-sourcing. It is through the employment of the advanced technology that the company can carry out its day-to-day activities effectively. The company provides its customers with kits through email, where they deposit their saliva samples for analysis purposes (Vsagarwala, 2018). The company also provides its customers with ancestry information covering health as well as genetic composition. The company brags of large amounts of data that have been collected over time.

Expertise
The company was established in 1892 and had been serving its clients since then. Since its inception, there has been collected a lot of genetic information, which has improved the way the business does its business. The workers have also had a chance to improve on their skills and knowledge concerning the kind of business that the company does (Vsagarwala, 2018). Thus, it will not be easy for other companies to duplicate what 23andMe Company does due to limited expertise.
Business Model
The company has got a business model that is referred to as crowd-sourcing. The crowd-sourcing business model enables the workers of the organization to compare correlations that might exist among their clients who are suffering from various diseases (Vsagarwala, 2018). The company has ended up soliciting clients to provide certain information concerning multiple illnesses that they have been diagnosed with. This kind of business model is unique and has allowed the company to keep on advancing more on the way routine business activities are carried out. 
The company utilizes the above competencies to ensure it offers efficient services and products to its customers as well as limit competition from companies operating within the biotechnology industry. Due to the large volumes of data that have been collected over time by the company, it will perform efficiently compared to the rest. The collected data will play a role in the introduction of the new product into the market (Hugos, 2009). Before a product is brought into the market, there is always a need to collect data so that the company can know what kind of product the customers might be looking for.
Pricing 
Initially, 23andMe Company was offering genome testing at $299. But, it reached a time when the company had to lower the price from $299 to $99. Reducing the price was received well by many people. The company wanted to avoid the idea of premium pricing since it tried to reach out to many customers as possible. The company also benefited from the lowering of the price since they got a massive volume of data from which they could compare with the ones they are currently getting from their customers. 
Various factors play a role in determining the price of a product or service. There is the concept of fixed and variable costs. Variable costs are affected by the number of items that are produced by a company. The cost incurred in the process of either acquiring or generating information usually is fixed due to relatively minor costs for replications and distribution. But, the cost implications for all the company on all its operations are fixed. Fixed costs do not affect the factors of production. However, both variable costs and revenue affect the operations of the company.
	Fixed Costs
	Variable Costs

	TC = FC + VC (Q), Where
TC is the total cost
F.C. is fixed costs
V.C. is the variable cost
Q is the quantity of products that have been produced
FC = TC/ (VC*Q)
	VC = TC*Q



23andMe Company's pricing strategy is that of penetration. This is a new product that needs to be introduced to the already existing market. The existing competitors of 23andMe Company are employing the use of a premium pricing strategy. However, there will be certain exceptional cases such as special requests made by the clients (Annas, & Elias, 2014). The market is available, and the initial price of the product will be $99.00.Many of the customers who come for the genealogical lineage tests are the prospect of personalized care and preventive medicine that could enable them to exert control over the prevailing situation.
Refinement
23andMe's product development team will look for transparent processes that it will use to develop and introduce the new biotechnology into the market. The product development team will tailor the production processes to meet the prevailing circumstances.  The marketing team will also be ready to have the new biotechnology product introduced into the market. 
The company will need to ascertain the progress of the new product in the market. One of the factors that will be used in assessing the progress of the process of introducing the new biotechnology product in the market is that of return on investment. Return on investment will make it possible to ascertain whether the money initially injected into a project is earning a profit or loss. The other factor is that of reviewing sales numbers. Sales numbers will be checked from time to time to check on the progress of the product within the market. Customer response and reactions can also be used to evaluate the extent to which the product has penetrated the market (Hugos, 2009). Positive response and reactions will mean that the product is meeting the expectations of the customers. Consequently, negative responses and reactions will mean that the customers are not satisfied with the product. 
Feedback Loops
Feedback loops allow a company to empower consumers and become innovative, thus creating new and high-quality products. In such a case, the company will use feedback loops to manufacture new or introduce additional features to the products already in the market as required by the customers. An example of feedback loops is that of putting together the wisdom of the customers with the knowledge of experts. The feedback provided by the customers will be analyzed by the company's experts, and the best responses will be selected (In Gigler & World Bank, 2014). The other loop feedback is that of building strong incentives to act on feedback. The company will be required to award its customers for providing useful information that will be applied in improving its services and products.
Planning for the Future
Companies should always seek for ways through which they may improve on goods and services that they offer to their customers. The companies seek for responses and reactions from the customers, after which they review and act according to what was provided in the answers by the customers. Once a new business idea has been identified, a proper communication channel will be required to be in place to ensure that the idea is thoroughly looked at. The management team will welcome all departments on board to exchange their views concerning the new product or service (In Gigler et al., 2014). The management will then pick on the best ways of making the product or providing the service to the customers.  

Conclusion
In conclusion, the introduction of the new biotechnology product into the market will involve a process that will have been thoroughly thought out, thus leading to a viable conclusion. To ensure the success of the introduction of the new product, the marketers, together with the rest of the company's departments, will need to collect customer feedback and then rely on it to produce a product that will be tailored to meet their needs. The success of this process will depend on the cooperation of all stakeholders involved to remain focus and committed to the goals and objectives set.












References
23andMe. (2020, February 17). Health + Ancestry Services. Retrieved from 23andMe Company: https://www.23andme.com/dna-health-ancestry/?slideout=true&vip=true&pdp=true
Abrams, R. M. (2003). The successful business plan: Secrets & strategies. Palo Alto, Calif: ThePlanningshop.
Annas, G. J., & Elias, S. (2014). 23andMe and the FDA. New England Journal of Medicine, 370(11), 985-988.
Anne, T. (2011). Strategies For Branding Success.
Christina, F. (2019). Consumer DNA testing has hit a lull — here's how it could capture the next wave of users. CNBC.
Havard business school. (2020). Swot Analysis of 23andme: Genetic Testing For Consumers (C) Case Solution. Havard Business School, https://caseturbo.com/harvard-business-school/23andme:-genetic-testing-for-consumers-(c)/swot-analysis.php.
Hugos, M. H. (2009). Business agility: Sustainable prosperity in a relentlessly competitive world. Hoboken, N.J: John Wiley & Sons.
In Gigler, B.-S., In Bailur, S., & World Bank, (2014). Closing the feedback loop: Can technology bridge the accountability gap?.
Levenson, D. (2016). 23andMe markets carrier screening service directly to consumers: Service offers results on carrier status, raises concerns among geneticists. American Journal of Medical Genetics Part A, 170(2), 293-294.
Lu, M., Lewis, C. M., & Traylor, M. (2017). Pharmacogenetics testing through the direct-to-consumer genetic testing company 23andMe. BMC medical genomics, 10(1), 47.
Murphy, H. (2019). Don't Count on 23andMe to Detect Most Breast Cancer Risks, Study Warns. The New York Times, 16.
Rani, M. (2020). Why DNA tests are suddenly unpopular. Vox, https://www.vox.com/recode/2020/2/13/21129177/consumer-dna-tests-23andme-ancestry-sales-decline.
Vsagarwala. (2018). Crowd-sourcing the Secret of Life: 23andMe and Open Innovation. Digital Initiative, https://digital.hbs.edu/platform-rctom/submission/crowd-sourcing-the-secret-of-life-23andme-and-open-innovation/.
