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Until the mid-2000, Avon was pursuing a strategy of direct sales that had been very successful until the story started turning ugly. This implies that they would communicate and sell directly to them, even in the foreign market. This strategy increases the company's income because there are no third parties in the sales process. Direct sales also provide the company with an opportunity to establish a business relationship with the customers. However, direct sales bring additional costs of logistics and the storage of the products before selling. It is also hard for salespeople to find new customers, and customer interaction is also time-consuming.
Question 2.
Von, on realizing the downfall of direct sales in foreign markets, it decided to use outsourcing strategy. Identified local companies and gave them autonomy to operate on their behalf. Jung used local companies in China to represent them in the local market. Avon had many representatives who now applied direct sales in the local markets. This improved sales and hence income increased as a result of the high sales. However, the strategy brought about 15 layers of management, making it hard to ensure accountability and communicate effectively.  
Question 3. 
The strategy used by Avon in 2000 was the direct sales where they were directly sold in the foreign markets without the representatives in the local company. The framework implied management was only from one source in the company headquarters.  


Question 4.
To an extent, I would associate the company's crumbing problems with the strategy of outsourcing that it had applied because it brought about managerial challenges due to the many management units. Communication and accountability became a problem in the company. Other external challenges, such as low economic growth in the countries, were potential markets for the company products.

 
