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Abstract

The paper explores the type of product produced and sold by the Rare beauty cosmetic company, the customer services, and even the professional sales in the company’s challenges they face in the market. On the terms that make other companies competitive on Rare beauty like Fenty and the recommendations that will make the Rare beauty company much competitive in the local market and the international market.
Type of products and services 

The company of rare beauty deals with the products that get used in beauty, such as touch-up kits, which are refillable with powder and plotted paper, plus many of the products like lip balms, dual-ended brow pencils, gels, Twelve shades of mantle lip color, three tools, liquid blush shade, eyeliner mantle liquid tinted lip balm. Other products also include the multi-task face and foundational and liquid concealer.
Customer services


The company involves involving them every step of product development as the brand where it seeks to offer cosmetics for self-expression and transmitting. The message of inclusions-love and acceptance of the products and the brand they take part in lift society's life by having people with mental problems. Therefore, making many of the customers accept the products. The company is also available on the online platform as sephora.com. They own the platform of e-commerce. Gomez is the singer and famous, making it easy to advertise the brand products in a wide area, and they can reach many of the customers. The rare beauty got formed on the sophisticated markets investments, and they are based using Instagram to market the brands and based on the celebrity brands. Still, the brands are not based on celebrities alone but also on the rest of the customers like the brand products of rare beauty. In the month of launching, the company was able to sell more than $72 million where it posed a great completion to the beauty companies such as Fenty.
How strategies have influenced sales and customer management 

The company’s vision is to delight, inspire, and empower where they require that people feel good, build confidence in the brand products and enjoy their time. They have a mission that helps them develop strategies to develop brands that have a positive impact. The products that will delight brands that will inspire and empower the community. Through the company's strategies and vision, they can attract the customers in the market to have their products known to many of the people. They use some of the channels in the online platforms such as Instagram, and e-commerce so that they are able to make the sales and attract the customers. Through these platforms they are able to contact new customers as well as maintaining the loyalty of the customers that buy products from Rare beauty.
Competition in sales and customers services and professional selling
The company is facing a lot of competition, coming from kilo Uk, Fenty Beauty, and Temptu Pro, among other established companies compared to the rare beauty, which got established a few months ago. They have a well-established chain of the customer in the local market as well as the international market. It makes them better earning in terms of revenue per year, therefore posing a great competition in the market in terms of cosmetics and beauty.
Rare beauty faces many competing challenges that affect sales and customer services, such as pandora’s competition box. There has been a boom of new cosmetics and the previous ones full in the market and e-commerce. The brands in the local market across the united states are bringing competition. In every country that are shipping their products into the country, that poses a great deal of competition that rare beauty has to deal with so that they can thrive (McDonnell & McNiff, 2016). The customers can access many of the sites like Amazon, Alibaba Allegro, and Souq in which these sites enable customers to have access to the products of many companies apart from the rare beauty making the rare beauty face stive e-commerce competition.
Beauty products are drugstore, newspapers, Facebook shops selling via live charts, and the rare beauty based on e-commerce. Instagram’s plus the use of celebrities in the marketing of the brands they are selling cosmetics are all over. They will need the rare beauty company to use omnichannel retail strategies to market their products because of the lack of this omnichannel retail. They are getting it a challenge in the marketing of their products.
Regardless of the celebrity aspect, the rare beauty brand faces a challenge in place of customer loyalty where the customers are never again concentrated on the brands' loyalty. Still, they depend on the source that they buy their product from (Chen, 2015).it becomes more challenging to maintain loyalty in enhancing the competition from rare beauty and other established companies and have advanced.
Rare beauty is using celebrities and support of the people's mental health in gaining its influence in the market. That makes it challenging in the sales and marketing and customer-oriented aspects where many customers across the globe don’t rely on such aspects as influencers to buy the products. Still, they will get more influenced by other ordinary people's words, influencing the celebrity aspect.
The market for cosmetic and beauty products is dropping. Customers' attraction is shifting into making the products to have some coupons and discounts coupon to have the loyalty to the products. It is a challenge to the rare beauty facing these companies that are having high capital investment than rare beauty to trail a lot, posing a big competition in the market.
Recommendations 
 
Rare beauty should have multiple aspects of obtaining and attracting their customers. Many customers are using many of the customers in various ways: they should be available on Instagram, Facebook, and their products should get into the online platforms used in selling products. They include Alibaba, Souq so that they will be able to gain customers from a wide area as many around the global market since many companies are dealing with cosmetic products around the globe. They get to ship their products into the country, making the country's competition very stive to manage. Therefore, occupying multiple avenues of marketing, the products will be the best strategy for attracting the customers than applying the celebrity aspects alone and supporting social support of mental health.

The pricing aspect affects the rare company of cosmetic as the pricing of other companies leads to competition. Rare should have the use of discount coupons and in cart discounts, which will help make the company attract many customers. Since many cosmetic companies have the means of having the customers attracted by using these coupons where the cosmetics lack the coupons and discount will bring about competition from the other companies. The competition to be dealt with will require building the brand's loyalty, which is also a challenge in this generation. Many of the purchases made using some channels, making the retention of the customers difficult.

 
Sale professionalism can get achieved in the Rare company of cosmetics should focus on having the best for their customers, especially at the first contact. When they get to buy their products for the first time, this rapport that will get established will attract new customers from different places in the united states and the globe, even on the online platforms. Markets on the customers, retailers, and wholesalers of cosmetics where the rise of these sales will establish the development of the company and their revenue.
 
Professionalism in sales is to know the customers' needs and have their desires to maintain the customers. It will happen by identifying the need concerning what the company is selling such prospects. They include the price, the preferences the situations of supply when these aspects are dealt with then. The customers will have the attraction to maintain buying from the company regularly and become the brand ambassador of the company’s Rare beauty products to the market-leading to its growth (Stoff, 2019). The company should have the employees having the best knowledge about the company products so that when there is a need that customers want to get directed on how the products work, they can guide their customers appropriately to increase the company's productivity.

Increasing productivity, rare beauty should be asking their customers for referrals because they get connected to other people, they know who may be using cosmetics and beauty products. These will increase the number of customers who buy their cosmetic in the rare beauty company and as the sales get to increase, will lead to the expansion of the company.

Conclusion


Rare beauty is a company that is started by the famous artist Selena Gomez. They entered into the cosmetics market, and they have goals that they want to achieve in the market and society in enhancing the health of the individual with mental problems. The company faces many of the early established cosmetic and beauty companies in the market using some of the channels such as Facebook and Instagram plus e-commerce. In the marketing of their products and reaching the global market, some of the challenges they face include pricing cosmetics and marketing strategies. There are a few recommendations geared to making the products. The company thrives, including omnichannel, understanding customers' needs, and giving some of the coupons and discounts to attract the customers rather than using the celebrity aspect alone.
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