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Introduction
Red Ants Pants is the first company devoted to the production of women's work wear. Calhoun, the Red Ants Pants' founder, started the company with the aim of finding a solution for women's work wear, for they were dressing up in men's pants, which was very uncomfortable at moments. Besides, she required work pants that matched her body shape, and that could perfectly fit her curves, an aspect that the men's pants had not factored in (Red Ants 2016). 
Discussion
With modern technology, the company adopted the social media marketing strategy as its key marketing strategy. Red Ants Pants has adopted the use of Twitter, Facebook, and YouTube as a way of advancing its marketing objectives (Red Ants 2016). Notably, these platforms have aided Red Ants Pants to execute virtually all its marketing mix elements.
Red Ants Pants' communication style has aided the organization to connect with their customer. This has made the organization develop a personalized relationship with its customers since the platforms have enabled Red Ants Pants to communicate with their consumers through the available interactive platforms (Red Ants 2016).   
The founder's decision to focus her production primarily in the United States helps the company solidify its market dominance. This is because the company shows that it is committed to meeting its target consumers' demands despite having some challenges. The adoption of this strategy will help the company develop what is termed as brand salience. Brand salience is the degree by which a product is noticed or thought of by the consumers when they are about to decide on a purchase (Wu & Li, 2018). Notably, the brand develops its brand salience by establishing several memory links in their consumer's minds. This then makes the customers feel that they have a better knowledge of their brand than their competing counterparts.  
Therefore, the founder has to reconsider her decision to function as a self-owned retail channel if the company has investors with the objective of a quick return. That is, she should consider establishing a retailer for operations. This is a reasonable assurance for quick returns, and besides, it helps in establishing a retail branding, enabling Calhoun profit from the created retailers as it opens as a wider distribution channel, marketing, and sales, which will help push the company's product to a more significant scope. 
Conclusion
The idea of the company meeting small groups of women in their home pithing to them about the pants can be an effective strategy of communication since it involves direct selling, which creates personal recognition and social contact, which enhances the company's way of marketing their brand (Wu & Li, 2018).  
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