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[bookmark: _Toc167803926]INTRODUCTION

This report aims to use SWOT analysis to recommend the next steps for The Body Shop as a business. The Bodyshop was founded in Brighton in 1976 by an incredible entrepreneur named Dame Anita Roddick. Her motivation to build the business was to allow a better standard of living for herself whilst her husband was working away from home. This business’s original purpose was to create and sell products with ethically sourced, cruelty-free, and natural ingredients. Today, The Body Shop's ethos is to fight for a fairer, more beautiful world.  

Business shapes the world. It is capable of changing society in any way you can imagine.”
                                                                                                                  Dame Anita Roddick
                                                                                                                  Founder of the body shop





































[bookmark: _Toc167803927]RECOMMENDATIONS ON WHAT THE BODY SHOP SHOULD DO NEXT.

The Body Shop’s struggles were down to the same issues the retail sector was facing:
· The competition between shops in the same territory from supermarkets to fashion chains.
· The popularity of online shopping.
· The high cost of running a brand. (Hope, 2017)

[bookmark: _Hlk167946379]The Bodyshop has built a good reputation for being environmentally conscious and socially responsible. Their products are marketed as cruelty-free, vegan, and vegetarian made with natural ingredients and the use of recyclable containers. (The Body Shop, 2022b) This makes a strong brand with ethical values that many people would follow (Chesters, 2011). In an ever more conscious world where consumers are becoming more intrigued than ever before by the ethics of the products they buy, this is something that The Bodyshop should capitalize on and use as a selling point. (The Body Shop, 2022).

[bookmark: _Hlk167828245]The Body Shop’s fortunes improved during the pandemic as people pampered themselves at home, but demand waned after the cost-of-living crisis hit. (Hooker and Masud, 2023) I believe that The Bodyshop could look at boosting online sales by adopting a similar business model to brands such as Cult Beauty and providing an affordable monthly subscription for their products. This provides an opportunity for consumers to save money whilst trying smaller sample-sized products, which could lead to further sales. (Eventeem, 2017)

It has been under different ownership throughout the years including L’oreal in 2006, after being sold to Natura & Co a Brazilian company in 2017, and recently acquired by Aurelius Group in 2023 which caused an impact on the company’s financial stability and direction (Chesters, 2011). Too much change can leave a brand inconsistent and therefore vulnerable. Clear vision, consistent leadership, and the implementation of a strong culture within the brand could lead to a successful future. (Mind Tools, 2022). To achieve the best results, culture development requires leaders who see it as one of their key tasks and who understand the importance of aligning organizational strategies and decision-making with cultural ideals (Warrick, 2017).

The market industry has become very competitive, if the company adapts its marketing strategies to include local cultures and preferences, it will increase sales and would help to earn customer loyalty back. Hope, K. (2017). Since the pandemic and the loss of many jobs in the economy due to the lockdown, there has been a huge peak in interest in supporting local businesses. (Hope, 2017). Collaborating with local businesses rather than the usual well-known market giants could be beneficial. (Webb, 2023).

Joining other companies that have the same ethical standards and values with a line of new affordable products developed to customers’ needs would be a good example. Taking into consideration partnerships to rebuild brand awareness, it could be a strategy that can ensure evolution and accountability in today’s competitive market. (Willige, 2021).
“The Body Shop’s recent struggle has been driven by consumers trading down to more affordable retailers, casting aside sustainability and ethical claims in favor of value for money and lower price points.” (Hooker and Masud, 2023)                                                                                                                            
                                                                                                           
Dame Anita Roddick had strong opinions on the world she was part of, once famously saying that she hated the beauty industry, calling it "a monster selling unattainable dreams". When questioned about the seemingly hypocritical decision to sell to L'Oréal, Roddick reasoned that The Body Shop would act like a "Trojan horse" that could influence the huge business from the inside. Unfortunately, Roddick died in 2007, so what influence she may have had we will never know (Chesters, 2011).
    




































             


                               
[bookmark: _Toc167803928]CONCLUSION 

To conclude my findings, I would like to emphasize that even though The Body Shop is facing significant changes and challenges in the trading markets such as entering administration and announcing the closure of 75 stores in the UK, The Body Shop still has valuable attributes which can help it recover. With restructuring efforts going towards stabilizing the company and adapting to the competitive retail market, The Body Shop could determine the brand’s future viability and achieve further success and growth. (Shastri, 2021)

Dame Anita Roddick managed to influence this society some time ago, both personally and through her company. Uncertainly very few organisations in the history of business retail have had such an impact not only on the industry they operate, but on society as well. She did have some criticism expressed on some papers towards her organizational decisions and actions, even went her true achievement was making the world a somewhat better place.
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