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8.1: Introduction

Figure : Birchbox founders Katia Beauchamp and Hayley Barna have disrupted the beauty and fashion retail industries with
their monthly cosmetics sample boxes. (credit: modification of “487908877AP00050_TechCrunch” by TechCrunch/Flickr, CC BY
2.0)

Birchbox founders Katia Beauchamp and Hayley Barna loved shopping for beauty products but found the experience expensive
and frustrating. So many brands making so many claims—how could anyone find the best beauty buys without wasting money on
products they might not need? There had to be an efficient and cost-effective solution to this problem.

Their solution was to start Birchbox: an easy and affordable way to shop online for the best and newest beauty products by trying
out samples first. Their entrepreneurial concept requires customers to share lifestyle and grooming preferences with Birchbox via
an online form. The company then sends a personalized box of beauty product samples from brand partners along with information
about each product. If customers like the offerings, they can purchase the full-size merchandise from big cosmetic manufacturers
through Birchbox with a few clicks. Birchbox was a success from the start. Beauchamp and Barna were able to create relationships
with cosmetic brands, fund their website, and hire the necessary workforce. However, they did not turn a profit until a few years
later.

While Birchbox was initially an innovator and disruptor within the cosmetics and beauty supply market by supplying products in a
new and different way, competition increased as retailers like Macy’s, Target, and Walmart started to offer similar services to
customers worldwide. Birchbox was valued at $485 million in 2014, but stiff competition plus the high costs of operations and
customer acquisition pressured the new company. In 2016, Birchbox aggressively cut costs in marketing, logistics, production, and
staffing, and invested in mobile platforms that allowed the company to secure their competitive advantage, resulting in the
company turning a profit for the first time in 2017.  Birchbox has continued to expand its business, thanks to the founders’ ability
to distinguish their brand from competitors by collecting customer information to customize experiences and by providing the
experience through platforms that reach a vast number of customers online.

8.1: Introduction is shared under a not declared license and was authored, remixed, and/or curated by LibreTexts.

8.0: Prelude to Entrepreneurial Marketing and Sales by Michael Laverty and Chris Littel et al. is licensed CC BY 4.0. Original source:
https://openstax.org/details/books/entrepreneurship.

8.1.1

1

https://libretexts.org/
https://biz.libretexts.org/@go/page/62794?pdf
https://biz.libretexts.org/Courses/Cosumnes_River_College/BUS_215%3A_Introduction_to_Business_(Brown)/08%3A_Entrepreneurial_Marketing/8.01%3A_Introduction
https://biz.libretexts.org/Courses/Cosumnes_River_College/BUS_215%3A_Introduction_to_Business_(Brown)/08%3A_Entrepreneurial_Marketing/8.01%3A_Introduction
https://biz.libretexts.org/Courses/Cosumnes_River_College/BUS_215%3A_Introduction_to_Business_(Brown)/08%3A_Entrepreneurial_Marketing/8.01%3A_Introduction?no-cache
https://biz.libretexts.org/@go/page/53435
https://creativecommons.org/licenses/by/4.0/
https://openstax.org/details/books/entrepreneurship
https://openstax.org/books/entrepreneurship/pages/8-introduction#footnote1

