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[bookmark: _Toc167674235]Strengths
High-Quality Products
The Body Shop in boasts very high-quality products containing natural ingredients that appeal to customers' desires, which is a major factor that attracts health-conscious customers (The Body Shop, 2024).  By selling quality products, the Body Shop has the capability to increase its revenue. 
Diversified Product Portfolio
The Body Shop sells a variety of cosmetic products, including skincare, haircare, fragrance, and makeup that cater to the needs of its wide range of customers (The Body Shop, 2019). This can lead to a sustainable increase in the company's revenue and profitability.
Strong Brand Awareness
The Body Shop has 88% brand awareness, which reveals the company has strong brand recognition in the UK (Kunst, 2023). With strong brand awareness, the company can utilise this strength to increase its patronage and stability in the market.Strengths



Figure 1: Strength Analysis of the Body Shop
Source: Author Computation (2024)
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Lack of Innovation
The Body Shop has been static in its product and service offerings to customers in the UK due to a lack of innovation (Thomas, 2024). As a result, the company was not adaptable and innovative, unable to cater to changing customer preferences (Rane et al., 2023). Hence, this can limit the company's growth and negatively impact its revenue over time.
Frequent Change of Ownership
The Body Shop has experienced frequent ownership changes over the years, from Dame Anita Roddick to L'Oreal in 2006, Natura in 2017, and finally to Aurelius in 2023, which immensely contributed to its financial struggles (Green et al., 2024). These changes can lead to financial loss, affecting the company's revenue over the years.

Weaknesses

[bookmark: _Toc167674237]Figure 2: Weakness Analysis of the Body Shop
Source: Author Computation (2024)
Opportunities
Growing Health Anxiety
Consumers are becoming interested in natural products for their cosmetics due to the internet instilling the fear of chemicals in products (Hartmann and Klaschka, 2017). The Body Shop, which already sells makeup and cosmetics made with natural ingredients, may find this a significant opportunity to harness, potentially increasing the company’s revenue.
Increasing Online Sales
The online retail sector in the United Kingdom is seeing significant growth, generating earnings of £2,089.6 billion (ONS, 2024). Statistics indicate that internet consumer purchases constitute more than 30% of the overall retail sales in the UK (Coppola, 2023). The Body Shop may capitalise on the rising trend of internet-based purchases to boost e-commerce sales. Expanding into new areas, tailoring its digital advertising efforts, and improving customer service on the company's website can significantly enhance the company's profitability.

[bookmark: _Toc167674238]Figure 3: Opportunity Analysis of the Body Shop
Source: Author Computation (2024)
Threats 
Intense Competition
The Body Shop faces intense competition from other top cosmetic brands in the UK, including Boots No. 7 and Rimmel (Petruzzi, 2024). This might reduce the Body Shop's market share in the UK and, in turn, reduce sales volume and lower profitability.
Financial Crises
The Body Shop faces a financial crisis that threatens the company and staff, causing over 2,200 jobs in the company's cosmetic chain to likely be lost (Butler and Davies, 2024; Jordan, 2024). This could affect the company's reputation and customer loyalty, as the company may have issues paying creditors.


Threats


Figure 4: Threat Analysis of the Body Shop
Source: Author Computation (2024)
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