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[bookmark: _Toc73308643]Executive summary
Warby Parker is an eyewear company founded in 2008 to create unique changes within the industry. Observably, since its launch, the Company's operations have resulted in significant changes in the operations of the eyeglasses segment. For instance, as observed in this marketing plan, the Company has adopted unique modes of operation, offering high-quality products and affordable prices to their customers. Additionally, the Company remains one of the innovators of the idea of the home-try on programs which has proven to be a critical marketing tool for the Company. Even though the market is not yet saturated, competitors such as Luxottica, Safilo, and De Riggio have gained a majority of the market share. However, it is essential to note that the Company still has strategies to compete with the large competitors effectively. In its quest to establish and maintain a stable and profitable market share, Warby Parker has targeted the youthful generation Z, consequently enabling it to expand its reach to overtake its competitors offering similar products at exorbitant prices. 
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[bookmark: _Toc73308644]Introduction
The following is a representation of a marketing plan for Warby Parker company. This plan has been created for the next five years. The particular reason for creating this plan is to enable the founders of the Company to secure external funding for growth and inform employees of the current status and direction of the Company. It is essential to understand that this current plan outlines the Company's organizational goals and objectives while providing an accurate analysis of the market to act as guidance for future investments by the Company. 
The Company has majorly employed an online marketing strategy and operations model (Parker, 2014, p. np). However, physical stores are dotted across the country to enhance convenience for customers across the region. 
[bookmark: _Toc73308645]Product description
Warby Parker is a company founded years ago that is specialized in the manufacture of frames and lenses. Even though the quality of these products cannot be compared to that of the private manufacturers, a lot of consumers believe that the Company produces products that are of more than sufficient quality, without higher price tags. Warby Parker is recognized as a leading online retailer for stylish and cheap eyewear. Previously, everyone was observably too expensive to afford eyeglasses because the industry was dominated by a single company, hence the exorbitant prices. The Company's products are observably within manageable price ranges. Because of this, for the few years the Company has been in operations, it is ranked the second-best place to purchase eyeglasses. The leading retailer in the industry is Costco Optical. 
Customers purchasing eyeglasses from this Company are offered great prices as well as reliable services (Marquis, C. and Villa, 2012, p. 25). The Company has also made it their responsibility to promptly distribute the products to those in need. 
The online model of marketing adopted by the Company enables the Company to effectively engage the customers at every stage of purchase, thus increasing customer loyalty with frequent communications. As a leading online retailer for eyeglasses and contact lenses, Warby Parker company has observably changed the consumer landscape in the industry with the provision of a wide range of products from which consumers can easily choose (Zucker, 2021, p. online). Most of the Company's products available in the market are made from either acetate or metal or even a mixture of the two. Ideally, this means that the Company's products are therefore durable and customers. Even though the Company's products are wide of high quality, it is essential to note that the prices offered by the Company to their customers wildly undercut the market competition. 
[bookmark: _Toc73308646]Customer analysis
The World Health Organization indicates that more than 700 million people globally need access to eyeglasses but are unable to access them because of the exorbitant prices in the market and limited supply of quality eyeglasses (Parker, 2014, p. online). It is noted that children have continued to fall behind in school due to bad vision. Similarly, people have failed to effectively handle their jobs such as sewing because they are not able to see. Because of these, the resulting consequence is a negative impact on the overall economic productivity. For this reason, the Company is particularly focused on providing cheap and affordable eyeglasses. 
Evidence drawn from a plethora of past research indicates that Warby Parker Inc. particularly targets customers between the ages of 18 and 34 who are believed to be within the productive age and thus require these essential products. 
[bookmark: _Toc73308647]Market segmentation and Target market
A closer analysis of the market structure reveals that Warby Parker company targets middle-aged customers, a majority of who purchase eyewear to complement their style and are constantly looking for affordability. Even though industry analysis indicates that the eyewear industry comprises consumers drawn from all age groups. The buying trends of the consumers in the market are particularly based on prescription and non-prescription needs and needs-based price, style, and affordability (Clinton, L. and Whisnant, 2019, p. 503). Understandably, Warby Parker has also begun designing specific glasses for certain ethnic groups. For instance, the Company has designed a low nose bridge fit for the Asian segment of their market. 
[bookmark: _Toc73308648]Competition 
It is essential to note that the competition in the eyewear industry is observably stiff, with the Company's main competitor being Luxottica dominating a significant share of the market. Notably, the latter has been able to attract and retain a considerable number of customers because of its ability to develop a wide range product that is essentially targeted to meet the needs of the different consumers within the market. Although Warby Parker is an upcoming brand, Luxottica seems to be well established in the market with a strong brand recognition among the customers (Denning, 2018, p. np).  
[bookmark: _Toc73308649]Market 
Evidence obtained from Statista (2014) indicates that the eyewear market is constantly increasing each year. Observably, there exist four different of eyewear, and they include; prescription glasses, sunglasses, style, and reading glasses. Cumulatively, sunglasses are the leading category of eyewear with total revenue of about 4 billion dollars in retail sales. In this growing market, Warby Parker targets only a small percentage of the overall eyewear market customers, with a particular focus on the segment between the ages of 18 and 35. It is essential to note that this limited scope in the market is a threat to the Company's general existence and profitability. In essence, the Company should therefore look for additional market segments, particularly customers who buy eyeglasses for prescription and another different segment who prefer different styles. 
[bookmark: _Toc73308650]Trends 
Drastic changes are expected in the eyewear industry as most people with bad vision now opt for surgery to restore their poor eyesight. In this consideration, it is noted that eyewear would remain only for non-prescription needs, an indication of a potential decline in sales and revenues for the companies in this industry. Ideally, based on this forecast, prescription needs for eyewear products are expected to substantially reduce; however, the need for these products for style is expected to remain stable or even increase within the next few years. Considering the model adopted by the Company, the increasing consumer trend to shop online presents a positive future for the Company, and a significant portion of the general market sales is expected to go online. Therefore, online trends of shopping have been largely adopted. 
[bookmark: _Toc73308651]Positioning strategy 
To attract and maintain a considerable consumer base, Warby Park has effectively disrupted the eyewear industry by using direct online sales and presenting significantly lowered prices to the customers who wish to get a taste of their stylish eyewear. Additionally, the Company has also adopted a unique model of operations where customers are sent free of charge test packages, consequently allowing them to select and try on before they actually commit to but these products (Patiño, 2021). This has resulted in a positive customer experience, consequently making the program an essential marketing tool for the Company. Various marketing experts have regarded the Company as a lifestyle brand with the sole aim of offering increased to their customers. Because many consumers today have become very conscious about their expenditure, most consumers seem to be delighted with the Company's proposition of selling online without incurring extra costs associated with travel and deliveries. 
[bookmark: _Toc73308652]Industry analysis
Industry analysis reveals that the eyewear industry is expected to expand at a compound growth rate of about 8.5% between 2021 to 2028 (Grandviewresearch.com, 2021, p. online). This is due to the rising acceptance of fashion among millennials. Arguably, this has prompted the manufacturers to design affordable and attractive. Currently, even though there still competition in this segment, the market is not yet saturated, and new companies are still able to acquire new customers and ensure continuous business relations with the existing customers in the market. Existing and new companies need to diversify their services so as to enhance customer experience and for the establishment of better business relations. 
[bookmark: _Toc73308653]Social and cultural factors:
Warby Parker sought beauty and Buzz as cultural factors where it was named Netflix of eyewear in the year 2010. In its first fashion performance in New York, their Company had a renegade and Gorilla presentation where they were snuck in two witness models, which helps people read books with each style of the frames. Also, apart from fashion, the Company supports other cultural influencers like a United States tour that ought to advertise the product and create awareness to the locals.  Warby Parker also created an opportunity for its customers by testing the retail market also important in assembling cultural influencers who have continued to serve as drivers of the Company's organic growth and brands. According to Voorn et al. (2021, pp.48-59), making high-quality glasses an influencer factor to the consumers and their taste also helps in the cultural relation of the Company, thus helping the Company grow economically.
Warby Parker has also employed more than 1400 people, thus making a social impact on the community and the Company. Production of glasses of their type that fits the interest of the consumer help in creating a social relationship between them, leading to Park et al. 2020. Pp.28-37. The Company has a social impact also in the carbon-neutral brands that they produce, reducing the environmental impact by creating greenhouse gas emissions. This helps in office work where individuals use the produced eyeglass in the office, impacting people's social lives. The glasses produced by the Company also help in health factors of human with eye problem with the sunlight thus reducing the radiation of the sunlight. Also, Warby Parker has been able to bring fashionable glasses to people with less than $100 per frame, which has been affordable, thus attracting more customers due to their quick delivery.
[bookmark: _Toc73308654]Technology
 Warby Parker is a digital business thus has a vast improvement in technology development which help it in marketing its products to retails and reach out to their customers. In their technology development, they are using Artificial Intelligent and Augmented technology reality to change retail. Since the launching of this digital business, it has the objective of offering designer eyewear at an affordable price and offering a pair of glasses to every individual in need of a pair sold as a competitive factor. According to Carlson et al. (2017, N.P.) Try-on technology to high-tech, which improved the glass company where individuals are allowed to take the glass at home and fit their shape, which Is done online. This has been made significant by introducing a virtual try-on that helps individuals try on the virtual frame under augmented technology that overlays computer-generated images into the owner's face. This technology uses Apple's face to map the customer's face, thus helping in tracing and recommending the frame size that suits the customer through the tracked face. 
Artificial intelligence is another technology reality that is used to nurture clients and improve relationships between customers who visit the website. In A.I., they use marketing techniques that help them communicate with customers that visit their site and leave without purchasing, therefore bringing personalization of communication by the Company to language that convinces the customers. Furthermore, algorithms are used in business communication that helps in achieving Warby Parker business communication with their online customers Carlson et al. (2017, N.P). 

Therefore A.I. helps in delivering what customers order that is different from the retails. Also, A.I. help responds to the customers in inquiry if the storeman is not available, thus reducing frustrations of the customers from getting negative answer thus modernizing online shopping experience where A.I. can transact any business with the absence of personnel.
[bookmark: _Toc73308655]SWOT Analysis:
 SWOT stands for strengths, weaknesses, opportunities, and threats. This table summarizes your situation analysis in a visual form. Strengths and weaknesses are internal to the Company, while opportunities and threats exist outside the Company (e.g., competition, customers, or environmental trends). 
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, weaknesses are experienced within the Company through the limited experience of the Company that is five years old, thus making the Company fail in its eyewear glasses trend. On the other hand, gaining the Company's experience 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 the work, and also profitability can be experienced through the motivation of the workers. Also, it has a weakness of limited channels used by the organization in the selling of their product. Therefore, this makes their product have a limited market since many customers are unable to access them online. Lastly, is the weakness of the Company only accepting cash without any other form of insurance? This limits the marketplace of their products to customers who purchase their eyewear through insurance companies.
On the other hand, Warby parker is seen socially with opportunities through their effort on technology that further help in enhancing the image of the Company through social responsibility and green initiative. Furthermore, partnering with other companies gives Warby parker an opportunity to move forward through the attainment of skills from others, thus making a digital step ahead of them. And finally, the Company can have the opportunity of developing unique styles of selling and reaching their customers that may be more appealing to their online consumers. Also, there is a threat on market details; Warby parker has a buy give one marketing campaign challenged by their competitor TOMS who offers free pair of glass to customers who need or buy eyewear. This marketing threat makes the two Companies run a similar promotion that brings competition to Warby parkers, making them present a small portion of the eyewear market. Finally, change in online shopping by consumers is also another threat to Warby Parker Company who sells their product mostly on online shopping trends. This change puts their Company at risk if consumers can change their purchasing habits. 
[bookmark: _Toc73308656]Marketing Strategy
 As one of the marketing strategies, Warby parkers' uses a pricing strategy by offering affordable and uniform prices of their products to the consumers. Therefore, this makes Warby parker customers focus only on eyewear glasses that reflect their personality and style, thus losing some customers. Also, on the pricing strategy, they introduced a seasonal price that could favor customers since it was not permanently fixed; they decided to put a two-digit figure of $99 instead of $100, which they feared customers could fail to buy their product due to the three digits strategy. 
Also, the idea of any customer in need and willing to buy a pair of glasses could get another pair of glass-free after purchasing, which marketed their eyewear glass worldwide. They got a profit time the one was earning during the Company's start; therefore, offers and promotion made their product sell, making more profit Gao (, 2020, pp.775-791). The idea of the TOMS of buying one/gets one also was used by the Warby that made their online marketing go into a higher rate, more than 60% of the consumer since they value companies that give back to society. Promotion in social media is followed by the highest percentage of the population—online shipping and promotion help marketing their eyewear product.
On measuring the performance of Warby parker, the Company is an example of social responsibility that is in a competition of market with other companies, but they are in a vision of helping the people in need and also understands the economy and target the market. Also, the employees are paid and treated fairly, while customers are satisfied with the quality and value of the product. They are also giving their product at a lower and affordable price and also giving some of it away to the needed people. Therefore, because the Company is given that big public commitment, they do a social audit to ensure they are living to their promise and continue earning the trust from the customers. Measure and data collection can be measured through a mobile application that the company use, related website, and retail store related to the service that individual may use to perform a vision test.


[bookmark: _Toc73308657]Conclusion.
As I sum up, Warby packer digital business has the business plan that guides the Company into its performance and helps them in competing with other companies, thus making them the best. The problem of the Company have solved and resolutions made through using online marketing of their eyewear glass product. Market strategies have been used where Warby Parker has managed to market their eyewear product globally, factoring the giving back to the society to individuals in need. Promotion of the company product through the idea of buy one/ get another has impacted the market of the glass. Also, pricing is another factor that has impacted the marketing of this product where the price has been set in a standard way and seasonal.  The price of the product has been affordable to willing customers, thus making the Company sell more products in a competitive business.
Technological development has also impacted the marketing of the Company's product. Through the use of Artificial Intelligence, the Company has been able to improve the relationship between individuals and Warby parker through good communication. In addition, a.I. has been used as a technology of realism to act in online business by responding and transacting business even in the absence of personnel. Also, the use of Augmented has helped the Company in competing others where through the use of technology; the Company has been able to use the virtual try-on technology which helps people to find which grasses fits them through the tracking of their face.
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