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[bookmark: _Toc73362710]Executive summary
Be Free Organics is a company that intends to bring sweeping changes to the feminine hygiene industry. The Company plans to employ an entirely online mode of operations which is observably unique to this industry. Similarly, the provision of high-quality products that are 100 % organic also seems to a unique idea benefitting both the Company and the customers. Be Free Organics company would be considered one of the leading advocates of women health and environmental conservation. This market is not yet saturated, even though competitors such as P & G and Natracare have gained a considerable share of the market. It is worth noting that Be Free Organics still has a chance to compete against the large competitors with effective Be Free Organics. Be Free organics seeks to target middle-income earning women with a considerable percentage of disposable income in its quest to attract and maintain a good market share. Believably, this market segment is believed would drive the economic growth of the Company. 
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[bookmark: _Toc73362711]Introduction
The following represents a 2-year marketing plan for Be Free Organics, a company specialized in the sales of organic pads for women. Although the main reason for creating this plan is to enable the founders of this Company to gain access to external sources of funds, the program is also intended to provide organizational direction by informing employees of the Company's current status in the market. Additionally, while providing an accurate analysis of the current trends in the market, this marketing plan would also act as a guide for future investments by the Company. Finally, it is essential to understand that Be Free Organics seeks to adopt an entirely online-based mode of operation unique to this industry and presents a lot of convenience for the consumers. 
[bookmark: _Toc73362712]Product description
Be Free Organics intends to make available feminine hygiene products ecologically certified and made 100 % from organic resources. These products are plastic-free and are recommended by gynecologists for use by women who are sensitive to plastic allergens (Hennegan et al., 2019, p. online). With a new and improved design, the Company intends to produce pads for women that make them feel comfortably protected despite fulfilling their needs. It is essential to understand that instead of the other available products currently made from synthetic materials, the Company's pads would be made entirely from mechanically processed wood. In addition, the core of the places would be made from soft and fluffy wood fiber. This option is more advantageous because the idea is more sustainable even in terms of environmental protection. After all, wood is biodegradable. 
It is important to note that most conventional pads use a significant percentage of synthetic materials that, although they may be sustainable, are not renewable and may threaten the protection efforts of the environment. 
Be Free Organics’ products would come in different shapes and varieties. For instance, the Company would make available organic cotton tampons for light, medium, and even heavy flows. Besides intending to offer these products at considerably competitive prices, Be Free Organics understands that pads made from synthetic materials may expose vaginas to dioxin residues during periods to result in infections consequently. In this view, the Company's consumers stand to gain by accessing 100 % certified organic products that would guarantee them little to no residues during periods (Heyday | Natural Personal Care, 2021, p. n.p). Furthermore, with the use of these products, the customers are assured of their safety. On the other hand, pieces of evidence drawn from past research indicate that pads made from synthetic fiber and rayon products are more linked to cases of Toxic Shock Syndrome. 
[bookmark: _Toc73362713]Customer analysis
[bookmark: _Toc73362714]Problem 
 Be Free Organics is targeting women within the mensural age. It is important to note that mensuration is a natural phenomenon and that every woman deserves the best during this occasion. Unfortunately, evidence-based information reveals that a significant number of women do not have access to high-quality feminine products to use while mensurating (Elledge et al., 2018, p. 2562). Conventionally, many women use synthetic pads and, even worse, clothe rags to contain their menstrual flows. 
The resulting problem is that the synthetics and the clothe rags are not safe, and this presents them with very high chances of getting fungal infections due to the collection of moisture. In addition, because in addition, because the current feminine hygiene market is filled with synthetic products, most women have developed pelvic infections, allergic reactions, and even irritations in the pubic and vaginal areas. In the understanding that the safety of women matters during the menstrual periods, Be Free Organics intends to provide a lasting solution for all women regardless of their socio-economic status. 
[bookmark: _Toc73362715]Solution 
Observably, the customers stand to gain massively with the products from this Company. Besides providing soft and stain-free pads, the Company also seeks to enhance women's health by giving organic pads to ensure that no woman develops fungal infections after mensuration. Furthermore, the Company also hopes to be a leading player in the fight against climate change, environmental degradation, and global warming by providing ecologically certified products (DNA India, 2021). These products would be manufactured by organic products certified to the Global Organic Textile Standards, implying that they would be healthier and more friendly to the environment. 





[bookmark: _Toc73362716]Market segmentation and Target Market
Since the advent of female hygiene, the quality of feminine hygiene products has an issue of concern. However, with the slowdown of the world economy, the feminine hygiene industry has also suffered specific impacts. Because of this, the Company seeks to target women from the middle-income segment of the market. Nevertheless, analysts believe that the pads market would still maintain a relatively optimistic growth in the next coming years. Believably, this is the best category to bolster the development of this new startup. This segmentation model is based on the individuals' economic status and demographics, specifically on age and gender.
Additionally, it is worth noting that the Company also seeks to provide a lasting replacement for synthetic sanitary napkins, which are medically not recommended for women. Ideally, another targeted segment is women who might have experienced challenges with the conventional pads and require entirely new alternatives. In this view, Be Free Organics, therefore, targets women with clinical prescriptions recommending them to avoid using the readily available synthetic sanitary pads. 
[bookmark: _Toc73362717]Positioning strategy
Most conventional pads contain plasticizers such as BPA and synthetic linings, which consequently increase the risk of the women's exposure to agents of fungal infections such as bacteria and yeast. In addition, bacteria such as Staphylococcus aureus multiply at faster rates in humid and moist environments, resulting in compromised female reproductive ability. In consideration of this, Be Free Organics has positioned itself as a leading campaigner for women's health by providing healthy and safe products for use by all women. 
Besides the health concern, the problem of environmental degradation has continued an issue of significant concern. For this reason, the use of chemical-free pads and 100 % biodegradable products seems to be a good idea to promote environmental sustainability (Kaur et al., 2021, p. online article). Lastly, to attract and maintain a considerable share of the consumer base, the Company seeks to apply a unique business model that is entirely online. Based on evidence obtained from past research works, online modes of operations have proven effective. They are significantly associated with a positive consumer experience because customers can make purchases without incurring extra costs related to travel and deliveries. Furthermore, because this is an online description-based service, customers are only required to set up purchase orders online hence saving them on high costs of traveling to the stores to make purchases (Miller, 2006, p. 131). 
[bookmark: _Toc73362718]Industry Analysis.
[bookmark: _Toc73362719]Competitive Analysis
Industry analysis reveals that Befree Organic is an industry that tends to deal with feminine hygiene, and it's expected to expand at a compound growth rate of 12.8%, according to the professional and business services. The market plan for this industry is from 2021 to 2023; thus, the Company will need to look at the major competitors in their field, then analyze how they will learn their business competing with others to be the best. In addition, Befree organic tends to deliver feminine hygiene materials to the door of the women at the end of the month, reducing the cost of customers in accessing the product (Annarelli et al., 2020, p. 119121). 

The Company will be producing quality and affordable products to compete with its major competitors, Procter and Gamble. P&G is a leading company on feminine hygiene committed to bringing female hygiene to the forefront with their best-produced products like Always Infinity, Always Ultra Thins, Always Maxis, Always Pantiliners, and Always Feminine Wipes (THE REGIME ALIMENTAIRE, 2021, p. online).
In the improvement of the P&G Company, they have partnered with UNESCO to help girls affected by the Syrian crises, therefore, working towards reaching out to all the aged females and meet their needs. P&G is selling their product globally, and they use online marketing, which helps reach all customers at any time the customer visits their website. Therefore, Befree organic tends to improve all this competitive strategy to get their customer faster and anytime. Their products need to be improved and designed attractive and affordable to customers. Currently, even though there is still competition in this segment, the market is not yet saturated, and new companies can still acquire new customers and ensure continuous business relations with the existing customers in the market. Existing and new companies need to diversify their services to enhance customer experience and establish better business relations.
[bookmark: _Toc73362720]Structure of the Market.
Many factors drive befree Organic Company to enter into the feminine hygiene business. Some of the factors include protecting the environment, conserving women's health, and generating profit. First, to protect the environment, the Company intends to produce dispensable pads for women that are non-effective and are renewable. 
This will help conserve the environment by recycling the products that are not exposed to the environment, thus producing organic pads that are healthy and affordable to the customers. Second, the currently used pillows from the companies have a side effect on women due to their production process, affecting the women's health on their hygiene. Third, some of the used pads lead to bacterial infection in women; thus, Befree organic company tends to produce hygienic places free to women, which favors their health and finance (Kaur et al., 2021, p. 115). Fourth, the Company will make designed pads that are attractive to the customers and at affordable prices. Finally, the Company is driven to get into the pads market to generate profit from the business due to the market and demand
.
The feminine hygiene market has a gap where most of the customers cannot access the products. Therefore, Befree Organic company tends to end the gap through online shopping, where they plan to use an online App that will be selling their product in their absence and deliver the product. The Company tends to use Artificial Intelligent technology to market and sell their product to ensure they reach out to all women, even the remote areas. There are competitive barriers in entry into the business, but Befree Organic has all the material and trained personnel to transact their business. The Company also tends to improve their product into the most attractive and less expensive to the customers to reduce the gap created by the major companies. The market is not yet saturated, yet the new companies can acquire new customers and make their Company grow.


[bookmark: _Toc73362721]Social and cultural factors
There is a general change in society due to the growth and development of technology. Changes in society are continually experienced, thus affecting the business transacted within the given period. Also, change in society has led to change in fashion and taste, which is one factor that impacts the feminine hygiene market. Most people use social media on mobile phones and computers; thus, they vary with the fashion of the products being processed and advertised by companies (Cepel, 2019). Youths who are the customers of these products tend to dwell much on social media; thus, Befree Organic company will use the online market to sell feminine hygiene products highly demanded by the customers since they aim to adopt new fashions of the products. 
This Company's well-designed and affordable products will attract more customers from the online feminine hygiene market who tend to produce organic pads and biodegradable products to their customers. Due to the change in social development, groups will encourage their members to buy products from Befree Organic products, which are more fashionable, affordable, and biodegradable products that are used, factoring in women's health. Befree will use the new technological development to produce their products and market them using an online business that people highly use through social media.




[bookmark: _Toc73362722]Technology
Be Free company has placed so much focus on technology which is believed would be a key tool in marketing the company’s products. Besides using social media to gain a wider coverage, it is essential to note that Be Free products would be purchased entirely online. Customers would not be required to travel down the stores. Haseeb et al. (2019, p. 3811) noted that companies implementing the use of online technologies to market their products established and maintained considerable share of the market due to the developing trust associated with this design of operation. Be Free intends to implement a state-of -the art technology that would allow consumers to order and access their products entirely online hence saving on costs associated with travels. Online store locators would enable customers to easily locate where to pick up their products just in case they need to. Believably, with these new developments, Be Free company would slowly become a one-stop solution for feminine hygiene products.






[bookmark: _Toc73362723]SWOT Analysis
As SWOT stands for strengths, weaknesses, opportunities, and threats, strength and weakness are internal factors to the Company while opportunity and threat occur outside the Company. First, disadvantages are experienced within the Company through the Company's limited experience, making the Company fail in its feminine hygiene trend. On the other hand, gaining the Company's expertise can help gain strength to the employees. In this situation, the organization needs to monitor the employees and the work done because they might boycott it. Also, profitability can be experienced through the motivation of the workers. Also, it has a weakness of limited channels used by the organization to sell their product. Therefore, this makes their product have a little market since many customers cannot access them online (Jalila et al., 2019, p. n.p). Lastly is the weakness of the company employee's experience. Still, the Befree organic company tends to use experienced employees to help the Company competitively sell their products.
	[bookmark: _Toc73362724]Strengths
· The company has brought an observably innovative form of panty liner for menstruating women. 
· Quality brand with good value for money
· Good availability due to online operations 
· Good visibility due to numerous ads on online platforms
	Weaknesses
· Limited market presence and accessibility in rural areas with limited access to technology
· Limited range of products due to the particular focus on organic products 

	Opportunities
· Exploring untapped rural markets 
· Partnering with institutions and organizations serving women
· Focusing on the innovation 
	Threats
· Competitive substitutes from international brands in the market
· Lack of awareness regarding organic products as well as online purchasing 




Marketing strategies
[bookmark: _Toc73362725]Pricing
This is the strategy that considers different methods used by owners of businesses to come up with the most appropriate charges for their goods and services. It mainly focuses on the cost of input, trade margins, the targeted market's ability to pay, market conditions, and competitor actions, among other issues.  In this case, having considered our target market, we have recommended that Be free Organics uses penetration pricing. We already have various other brands with established roots in the market and have been there for an extended period, having been trusted by the clients. 
We arrived at penetration pricing because we are getting into the market, and we intend to catch the attention of our buyers by the prices we have. This strategy is about us setting a low price to enter the competitive market; then, later on, we will raise it to where it ought to be. This will help in creating awareness that there is a new product that exists and is highly affordable. We propose to enter the market at the cost of $11.39 per unit, and on subscription, we have put it at $99.00 annually. This price is the lowest in the market and will attract customers due to its affordability. The price may not be as profitable as we would have envisioned, but our main focus is to penetrate the market. Once we have established our roots by giving the customers quality products, it will be reasonable for us now to get to the appropriate pricing.
In terms of the monetization strategies, we propose to have it done in two ways. One being advertising. This is by the use of ad networks. It is helpful as the revenue from ads will be substantial, and at the same time, it is automated. Secondly, we will do it through subscriptions. This will work best as it allows for recurrent payments. Currently, people are comfortable with subscriptions so long as they are getting value for their money.
[bookmark: _Toc73362726]Promotion strategies
Be free Organics intends to use a variety of promotion strategies to create awareness of this particular product. They include; reaching our customers through online marketing; due to our small budget, we will need to minimize marketing costs. Our online advertisements will consist of social media platforms as it is currently very affordable and also search ads. With this, we will be able to get a wide range of clients to know about our products. We will also do personal selling to ensure that we have established a personalized relationship with our clients. 
We will be able to reach out to our clients on a one-on-one basis as we do our deliveries, and this will enhance trust and confidence in our Company and help us retain clients and request referrals and feedback from them.
[bookmark: _Toc73362727]Analytics
For monitoring and evaluation of the trend that the business is taking, we will be able to evaluate our financial statements, and this is the income statement to measure the profitability of the Company by checking the profits and losses, balance sheet to measure the financial health of this business by looking at what we owe and what we owe, and also the cash flow statement to see the liquid cash that we have in the industry. Also, we will evaluate the satisfaction of our clients with the product we are selling. This is very important. Unsatisfied customers do not come back, and they also ruin the business's reputation, so it is imperative to ensure they are satisfied. We will also determine how many new customers we get on average over specified periods. Also, we will prioritize staying current on the market by checking what and how other businesses are doing. Lastly, we will analyze our Company's expectations, looking at how we feel about the state of the industry at a particular time.
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