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Operationalization
Nordstrom incorporation is looking forward to incorporating value stream mapping in its production and delivery processes. These are two important processes that determine the efficiency with which the company operates. The value stream mapping involves the potential costs, risks, and benefits of operationalizing. Nordstrom Incorporation will employ the use of value stream mapping to operationalize its direct selling activities. 
Potential Costs
Various potential costs will be involved in direct selling. One of the costs that will be incurred during the process of direct selling is advertising to the targeted new customers. These are customers who do not know whether such a service is offered by the company. Therefore, to ensure that they have known the existence of certain products or services, the company has to reach out to them, for instance through the media or sales reps (Khan  & Jain, 2008). The other cost that will be incurred is that of travel to and from customer locations. The sales who will be assigned to reach out to the potential customers will have to incur travel costs. For the company to ensure that it has made the sales representatives work hard in searching and convincing the potential clients, it will offer the sales reps commissions apart from their normal salary so that it can boost their morale. 
Additionally, Nordstrom Incorporation will also incur order processing costs. One of the order processing costs that are likely to be incurred in most orders is that of making follow-up calls. The sales reps who are supposed to ensure that the company has delivered the right package or set of goods will have to make calls to confirm with the customer the product(s) contained in the order (Khan, et al., 2008). The other cost is that of ensuring that there is a working information management system. The system is used to ensure that the buyers can make orders and they can keep track of their products’ location.
Risks
One of the risks that are linked with direct sales is that of expansion of liability risk. Once a company starts to sell directly to the consumers, it introduces new exposures that were being catered for by the wholesalers or the retailers. The other risk is that of heightened cyber risk (In Bernal & In Skármeta, 2019). A direct selling operation comes with the handling of sensitive customer and financial data. Since cybersecurity has been on the rise, the company needs to take care of this risk. Besides, direct selling to consumers comes with supply chain complexity. For instance, if there happens a disruption within the shipping chain then it might end up affecting the entire business. 
Benefits
Direct selling comes up with various benefits. One of the benefits that are associated with direct selling is that of control and brand clarity. Direct selling will enable Nordstrom Incorporation to have control over the entire branding experience, messaging, and packaging. The other benefit of direct selling is that of speed to market. Nordstrom Inc. will be given a chance to make changes and supply the products without any help from a third-party. This will also enable the company to avoid seasonal delays and other retail disruptions. The company will also benefit from the collection of firsthand and valuable consumer insights regarding product positioning, regional references, and buying trends. 


Work Breakdown Structure
Marketing
· Direct Mail
· Social Media Marketing.
· Email marketing
Taking Orders
· Sending Direct Sales Reps.
· Making Calls.
· Orders send via emails
Delivery
· Packaging.
· Reviewing of Delivery Note.
· Transport or Delivery.
Narrative
Marketing
· Direct marketing 
Direct marketing entails any marketing which relies on direct communication between the company and the consumers. Therefore, this kind of selling will eliminate any dealings with a third party. This can be carried out in the following ways:

· Social Media Marketing
There are different types of social media marketing within the market. However, Nordstrom Inc. will employ the use of chatbots. Chatbots have the potential to resolve the issues that the company’s customers might have without any human being interruption. Additionally, chatbots can be integrated with platforms that most of the consumers now are using such as the different types of social media (Rafinejad Ross Publishing, 2007). Also, chatbots can be integrated with a website. The ultimate goal of chatbots is ensuring that all queries posed by the company’s customers or any other potential consumer can be answered without delay around the clock. 
· Email Marketing
Email marketing involves sending information that is tailored according to the preferences of a customer directly to the customers. Once the company has obtained the email address of a buyer, the sales reps will now have to look into ways through which they will communicate with the consumer (Rafinejad, et al., 2007). Also, the organization can put in place a kind of tech-tool that will enable the customers who happen to visit their website to sign up. There will be a form for newsletter signups which will enable the company to collect data from the visitors. 
Taking Orders
Nordstrom Inc. will be dealing with the customers directly. This means that the company will have to send of place customer service or sales reps who will be taking orders from the customers. The company will have to assign such activities to specific individuals who will be held responsible for taking orders. 

· Sending Direct Sales Reps
Direct sales reps are a group of workers who deal with the customers directly. Therefore, this means that the direct sales reps will have to substitute all the other dealings from any third parties. Direct sales can either make calls or visit the customers so that they can take their orders (Rafinejad, et al., 2007).
· Making Calls
Direct marketing can be carried out by making calls to the company. A company that employs the use of calls as a means of taking orders from its customers, equips the sales reps with phones so that they can receive or make calls on behalf of the company. The sales reps will have to make the call to confirm receipt of the customers’ orders.
· Orders Send via Mail
Some customers will choose to use the mail to send their orders to the company. The customers will have to compile a list of the items that they will want to buy and then send it to the company. The company will have to have selected some people who are held responsible for receiving emails and ensuring that what is contained in the emails is available on the company’s shelves (Needham Dransfield & Edexcel Foundation, 2007).
Delivery
Once the company receives the orders from the customers, the sales reps will issue them to the group of people who have been assigned the task of packaging so that the packages can be delivered to the respective customers.

· Packaging
Once the sales reps for Nordstrom Inc. receive the orders from the different customers, it will be no time for the packers to ensure that they have followed the orders to avoid leaving out or packaging goods that were not ordered. It will be good if those assigned the task of packing to ensure that they have re-checked the lists to ensure that what is in the packages goes hand-in-hand with what is listed in the respective orders (Needham, et al., 2007).
· Reviewing of Delivery Notes
Before wrapping up the process of packaging, it is important to review the delivery notes to ensure that all orders were followed. This will serve as a way through which the company will avoid any issues which might arise due to wrong packages being sent to a customer or some products being left out. 
· Transport or Delivery
Once the different packages have been re-checked, it will be time to deliver them to the respective customers. The sales reps of Nordstrom Inc. will have already communicated with the customers who had placed orders about the delivery date and time. 
Key Milestones
Successful direct selling activities will be noted after some milestones are noted in the process. One of the milestones that will be noted when direct selling is following its due course is having created a network of customers. Social interaction is a very important factor in direct selling. In a typical direct selling environment, sales are carried out face to face (Sherman, 2015). The sales reps from the company demonstrate the products that their company is dealing with either an individual or a group of potential customers. This is just one of the many reasons why the sales reps have to meet a lot of people which will eventually lead to the formation of a network of potential customers. 
Additionally, the other key milestone is having an information management system in place. Companies are now making use of information management systems to collect and store information from customers. The systems will also ensure that tracking of details about customers and orders is easy. The other milestone is that of having in place vans and Lorries that can be used to deliver the ordered products directly to the customers (Sherman, 2015). In the case that a company is operating direct selling and disruption takes place within the logistic process, then it might disrupt the operation of the whole company. Therefore, the company needs to ensure that it has streamlined the way it can carry out its logistic process. 
Deliverables
Engaging Target Customers
The sales reps working for Nordstrom Inc. need to find ways that will enable them to meet with potential customers. The company has to have in place a website that will enable them to collect data from customers who happen to have visited the site. This will increase the chances of meeting some of the potential customers. The website will be designed in a way that it will enable a popup that will give the visitors a chance to share their details such as address and contact (Sherman, 2015). 
Garnering Reference-Ability from Customers
Once the customers have enjoyed our direct selling processes, it will be time for them to refer family and friends to the company. When such a thing takes place, Nordstrom will boost itself by having gained popularity amongst the customers. An increase in customers simply means that the company will be in a position to gain more sales revenues which will ultimately lead to an increase in profit margin.
Resources Required
The process of direct selling will require various resources for its success to be realized. Some of the resources that will be required to enable the operationalization of direct selling are sales reps, chatbots, a website, and a means of enabling logistics are carried out such as delivery vans and Lorries (Sherman, 2015). 
Potential Obstacles and Impediments
Globalization and Interculturality
Organizations that are dealing with direct selling have been facing the obstacle brought about by globalization and the different cultures. Since Nordstrom Inc. is a global company it has to have a sales rep team that is filled with people from different regions and cultures around the world. This will ease the way the company will be communicating with its potential customers. The messages that will be sent to the customers will need to be created following an understanding of all the different cultures (Krafft, 2007).
The New Generations
The power of the Millennials represents one of the biggest trends and challenges for the current business landscape. However, the company needs to reach out to this group of customers in a manner that will appear appealing to them. The company has to have in place resources that will remain attractive to them such as a personalized website, a rich product portfolio, online promotion, and business cards. This set of requirements might pose a challenge to the business (Krafft, 2007). 
Risk Mitigation Strategies
Nordstrom Inc. will be facing technological, cultural, and lifestyle changes. For the company to succeed in the industry, it must change to adapt to change. 
Get Social with Social Media
Most of the people in the current society are using smartphones which enables them to interact with each other on social media platforms. Therefore, due to its increased popularity amongst the people, social media has turned to become an effective marketing and sales tool for many businesses that have engaged in direct sales. For instance, most of the Millennials are using social media and therefore the company would have dealt partly with the issue of the new generations. 
Cutting Costs with Cross-Promotion
At times marketing costs can appear to be overwhelming. Instead of Nordstrom Inc. having to cater for all costs incurred during its advertisement activities, it can get involved in cross-promotional marketing so that it can end up attracting more customers with fewer efforts. Some of the examples of cross-promotional strategies that the company can employ are podcasts, blog swaps, and joint media appearances. 
Addressing IT Security Threats
The company will have already collected sensitive details or information from the customers. Therefore, once it addresses the IT security threats, the company will have resolved the risk of securing these details to avoid them landing in the hands of the wrong people (In Bernal, et al., 2019). 
















[bookmark: _GoBack]References
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