Blog 3 (Marketing Strategy) 
Many companies have strengths and weakness that they all excel In. It’s important for companies such as Arbonne, to realize these so they can continue to grow and improve. This blog will go over a SWOT analysis of their company, specifically looking at marketing. We will also do the same for their main competitor Brandless. 
	We first looked at Arbonne, a company that focus on healthy living, selling products such as skincare, makeup and nutritional products. Arbonne heavily promotes their products are all natural, which is perceives well to their consumers. They describe their products as pure, safe and beneficial. In addition, Arbonne also has an opportunity for their customers to join their team and sell their, this can be viewed as a strength because it’s their own consumers engaging potential consumers instead of just seeing it online. Weaknesses include that their products are slightly overpriced And there’s an extreme lack of advertisement (as it’s not a well known brand), however we will get more into that. We believe that Arbonne has some good opportunities To grow their business out. Lowering prices or adding products at a lower price range can boost their customer base so more people can afford it. We also believe that if they focused more on advertisements and promoting the business, they would be a positive impact. Finally, a threat the company might face is the fact that potential consumers will go to another company such as Brandless to buy products at a cheaper price. 
	Brandless is a similar to Arbonne, they are known for selling cheap and affordable products that are both organic and healthy. It’s easy to see that their biggest strength is the price of their products. All their prices come out to three dollars, which really sells their products to their customers. Another strength that sells well and they promote heavily on their website is that they are that their products have options that are organic free, non GMO. In fact all their food products are non GMO, and over half is organic free. Another example would be that their beauty products are non animal tested. There is some weaknesses that need to be addressed for the company as well though. Since their prices are cheap, there is a reputation towards them that it might not be the best quality like they promote on their website. Brandless also doesn’t have a noticeable market share in any of their product categories. A major threat that the company faced is that some of their customers are not buying again from them after the first purchase and that their reputation might be declining due to their products not being the highest quality. Finally some opportunities they can improve on is promoting in advertising, and clearing up their name by adding some products at a higher quality.  
	As listed above, we believe both companies need to promote their business better. We will first look at Arbonne and social media. Facebook is their main way to get out to their target audience, by hosting virtual parties where they hop on facebook live and do essentially a podcast about Arbonne.  Arbonne's secondary strategy is to have the best public relations possible. Meaning if a consumer tries a product and are not satisfied with it, they can send it back for a full refund. Arbonne relies on good customer service and remaining on the good side of public relations because if they don’t their network of connections breaks down. Brandless relies on the same strategies of Arbonne. Using social media and good public relations except they have a bigger range of so it is a lot easier to appeal to the target audience making it a wider variety. Brandless is well known and sells a variety of products that matches arbonne.
Arbonne relies on its independent consultants for promotion for taking pictures and posting it on all forms of social media. That is the main way they put our product on the map. In relation to their advertisements has an emphasis on being short and minimalistic. They try and focus away from infomercials, they are focusing on their company's message and mission statement. They  appeal to the busy audience that want to try a healthier lifestyle and change the way they eat and live.
  Their strategy gives us them an advantage in the marketplace because they attract people who are interested in the company and not solely to by a product. Brandless might be bigger but Arbonne’s promotion and strategies are more superior because people buy from them knowing they are going to get a product that they are satisfied with and have a full guarantee that if they are dissatisfied Arbonne with fully refund the money and pay for the shipping.
