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A summary of The Body Shop Contd.

● Competitors like lush exit in product innovation and 

surpass the body shops offering. 

● Digital marketing lag due to rivals using online marketing 

and e-commerce that outpacing the body shops bricks and 

mortar focus.

● The changing ownership effect with the L’Oreal 

acquisition brought a different corporate culture and 

diminished the company's original ethos.

● Growth in the demand for natural beauty products leaves 

the company struggling to keep up with the developing 

consumer preferences. 

● The growth of online shopping and influencers presented 

new challenges and weakened the company's relevance.



SWOT analysis of The Body Shop

● The retail industry has seen a considerable change in the 

measures of ethical business conduction. 

● Due to the growing trends of ethicality, there has been a 

constant demand for ethical practices by business 

organisations, among the customers. 

● The advent of these changes has been leveraged by The Body 

Shop to deliver cruelty-free beauty products. 

● Moreover, the quality of products delivered by the organisation 

has been able to increase its brand awareness to 88% in the UK 

(Statista, 2022). 

● The Body Shop is reported to operate through 2500 retail 

locations in more than 80 countries (Thebodyshop.com, 2024). 



SWOT analysis of THE BODY SHOP CONTD.

• Due to a large number of organizations' operating in the retail industry, there are various 

competitor organisations that offer lower-priced products.

• Then the high pricing strategy has the potential to limit The Body Shop from gaining the 

attention of a more price-sensitive customer base.

• The business was reported to be first bought by L'Oreal in 2006 for 650 million pounds 

(Jordan, 2024).

• Also, following constant changes of ownership, the company is now under the operations 

of the German company, Aurelius (Butler and Davies, 2024).

• These changes in administration remain one of the main weaknesses that limit it from 

maintaining a constructive chain of operations.



SWOT analysis of The Body Shop Contd.

● According to a report, there was a 71% rise in the demand for ethically sourced and 

sustainable products (World Wildlife Fund, 2021). 

● Therefore, the Body Shop has a great opportunity to leverage these factors and promote 

its range of cruelty-free organic products. 

● Due to the consistent development of technology, retail majorly integrate digital measures 

to facilitate organisational effectiveness (Proctor, 2019).

● The Body Shop can take a close account of technological factors and leverage its brand 

reputation to operate online shops and increase its digital customer base.

● Additionally, the organisation can further take an active opportunity of collaborative 

working with other organisations through partnerships and joint ventures.



SWOT analysis of The Body Shop Contd.

● Competitors like Lush and Neal’s Yard excel in natural beauty with 

innovative products.

● Consumer shift especially the younger generation prefers brands with 

strong digital presence and influential marketing. 

● Economic threats such as financial instability as led to administration 

and hamper operations and innovation investment. 

● Ownership instability had led to frequent ownership changes with 

resulted in inconsistent strategies and loss of original brand Ethos. 

● Shifting from physical stores to online sales required strategic 

adaptation to digital trends.
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