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Part 1 (a) Description about the retail business

The retail business that iam going to discuss about is Avon products Inc.  Its initial year of foundation was long back in the early years of year 1880's by David Mc Connel who was at the same time doing a door to door marketing his books.  The perfumes were not for sell but he was giving out as an incentive to his customers so as to attract them to buy regularly or to be enticed to buy books because they will get a perfume as a free gift. Its first line of business was selling rose oil  perfumes.  The perfume products were moving so fast now that it was directly sold to home consumers.

In the year 1886, Mr. Mc Cannel hired Mrs. P. Albee of from Winchester help in selling the products in the UK, this was seen as the first step of the Avon products sold globally.  The business later changed its products to selling of women beauty products allover the world, it has about 100 countries selling the Avon products. Their products include home products, beauty products and fashion clothes.

Avon in the UK is said to be doing well because they do online marketing, at the same time they hire agents to sell the products all over the big towns in the UK and also to the leading supermarkets like the Sainssbury's and Tescos, Asda and to other small beauty shops.

its products are quality of and are affordable.  Also their online products are cheap and they over door delivery.  What makes their selling unique is that they offer some promotional offers when you buy upto a certain amount of products and they give free gifts for an additional product you buy, at the same time they have offers for all the seasons like winter, summer, spring and also during occassions like the mothers days, christmass offers.

Avon acts as a charitable organisation as it helps women affected by breast cancer by supporting them.  

Its name says more as they brand themselves by:-  trust, respect humility, belief integrity and humility.

Their motto is “we believe that everything we do, everything we say and everything we produce as a company are infused with these values.

Its revenue per year is said to be about 11 billion $ and is rated the largest and the most recognised fast moving beauty product company compared to others.  It has over 6 million sales representatives all over the world and has over 300 million customers. They employ independent agents and sales representatives every year.
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Part 1 (b)   Macro-environment factors of the business
Social
profitability of a business depends on he social and cultural issues of a business. 

Taste of consumer  varies from person to person, their lifestyle change due to different types of products in the market.  Avon makes sure that their outlets are often stocked with new products in the market which is affordable.  

Customers too are aware of their rights and sometimes complaints arise leading to a drop on sales and revenue, and the staff has to make sure that they maintain the customer satisfaction and respond to the customers in a positive manner.
At the moment, there is a large number of other companies retailing in beauty products,  this means that the buying and consumption rate is reduced, nowadays people move to give more liking in the chinese products and they are trying the new products in the market.  Many other luxury branded products are being sold in different countries all over the world which leads to the industries manufacturing the products more developed.  Luxury consumption is said to be  a personal choice or test of trying to improve one's lifestyle. Each an every time an Avon product hits the market, the younger generation are trying to reach  out for the product so as to be among the first people to buy the products and move with the fashion.
Political and legal 
Avon may be on a downfall if the government of the UK and any other countries selling the products imposes the government regulations and at the same time the restrictions on the import and export may affect the revenue.  Taxation is a major aspect to be considered because if a country's tax percentange is high, then the revenue of a company will be  low

Trade bodies also are a major setback if they bring a  ban a certain product in the market, it might lead to close of business.
Environmental
Current and future environmental and legislative changes may affect the market of a product.  There are procedures of how to package a product in a way that waste products are re-used or recycled, the waste hierachy of prevention and disposal.  This will make the businesses to consider waste management.
Technological
Due to fast moving technology, Avon should be on the look out on the faster way of reaching out the customers by doing online selling.  They are looking for ways to brand their products more than their competitors so as to be on top of the market.  Ways of producing new products in the market is also a way of looking on how to expand their markets.

They also offer advisory training to their representatives so as to reach their customers  by expanding their multlevel sales programmes

Avon products are trying to capture the market share just like their competitors.  During the past few years, they have ventured into global market by making an appealing website which is easier for the customers to buy their products online.
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c) Competitors of Avon

Avon faces a stiff competition with its rivals being Loreal, Johnson and Johson, Chinese products and other  companies who offer the same services of selling beauty products.  This is intertype whereby competition of retailers selling same products(Ellys-Chadwick, 2011. Book 1, page 76) in each an every town, there must be a shop selling beauty products, Marks and spencer, Forever living and many other leading supermakets are all operiting in small and big towns meaning Avon are not the only ones in the market. For Avon to survive the competition, they should highly develop their own business selling techniques especially their online makreting, they should try as much as possible to build a good customer service, their sales representatives to be highly trained and motivated and should be on the know how of how the market moves and also they should know well about their target customers and which of their products each customer needs. When new  retail markets emerges,  Avon will be more frustrated because they have been dominating in the market for long, globalising in their products should be maintained so that when  some parts or countries are facing difficulties in its economic factors like during recession periods whereby prodcuts cannot be sold in a higher volume meaning less revenue during that accounting period.

When it comes to prices, Avon is fairly rated though other companies offering the same products on a cheaper rate, this means Avon's customers might opt for the cheaper products from their competitors. In such cases, they should introduce other new  products to be sold in the market at the lower prices but on a higher value, they can also introduce offers like when one buys a product, they get one free, or put a certain number of products to be bought in a bulk but on a reduced price, this will attract more customers especially who are earning less income and this will bring a high profit turnover.

It will be of good improtance for Avon to partner with other companies like the chinese products like  Dinapharm, this will be unique in that both are known to be selling quality and healthy products and at the same time they offer customer based low prices.

Staff training also will be a good source of high profit because customer rights should be taken into consideration at all times.  The marketing department should be more trained which will save the company lots of money instead of hiring new employees each an every year. Monitoring how individuals do their marketing means Avon's management should be in a position to know which areas of specialization needs more attention.
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d) Managing the customers
it is very important to each business running smoothly to see that its employees feel motivated. When staff get satisfied with the kind of work they are doing, then the customer satisfaction will be highly adhered to. (B122, Book 2, page 37)  “ A retail store is a palce where shoppers go to browse,select and purchase a myriad of goods and services but it also creates the environment in which retailers deliver custormer service and this experience can be excellent, poor or somethere in between”   In this case, Avon should adhere to environmental changes in order to keep their customers, also when it comes to social and cultural changes, Avon should use social media to reach their customers.
 Customers mission and satisfaction differs when they go out to shop. Avon outlets are daily visited by different shoppers and it is the role of the management and the employees as a whole to make sure that the customers are satisfied to the maximum so as they can be able to buy more and more.  (Ellis- Chadwick 2011) states that there is an increase in a type of shopopers whereby they need to be closely managed by staff, the same kind of customers lack motivation but when treated in a manner that they get satisfied, they will regularly visit the shop to buy. “ The enthusiasts and the basic shoppers are two different categories of buyers though both is seen to need to much attention by the shop representatives”

For any company to beat the market, by attracting more customers and at the same time retaining the existing customers, they have to recruit and train their staff so as to improve their services and also to be more competetive.

To maintain customers in a retail shop, one has to come up with a unique kind of selling technique, such services like free home delivery, occasional free offers, assist in packaging and escorts to the parking bays as they leave the shops, this entices the customers and there is no way they would think of turning to alternative companies selling the same products.
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PART II
This is about a TGF discussion “global luxury brands” from the discussion group forum, I learned that at the present days, not more people are attracted to buy luxurios or expensive goods or products while they can get same products of similar quality being sold at a lower price.

At the same time, I learned that some of the  branded products lasts longer than any other products and people go for the more last longer product. At the moment, the economy has risen up and the luxuriors goods are dramatically decreasing.
In my own experience, I have noted which products are of same quality with the branded goods, for example I can get same products sold in Marks and Spencer being sold in Asda at a lower price of same quality, so I save more by buying Asda stuff which costs more in Marks and Spencer.


I can remember one post by Mr. Daniel Anscombe on 20th April 2013 saying that he does not personally seek out for luxury brands and he believes on the say that “you get what you pay for”

on 4th May, Mr. Michael Lowe said that consumers with high disposable income are savvy and always go for luxury brands.

Word count: 204
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