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Introduction
Nordstrom Inc. is a business that deals with fashion which involves clothes, shoes, and handbags among others. It is a high-end company since its products are premium priced. The company has evolved over the years of its operations. For instance, it has put in place changes in its supply management and set up an information management system.
Significant Forces
Nordstrom Inc. has experienced various forces in the past. It is these forces that have made the company keep on evolving. The following are some of these significant forces which the company has come across during its operations.
Delighting Customers while Controlling Costs
The company has welcomed some changes in its operations to keep its customers delighted. It has become a stakeholder in Dsco which is a Utah-based supply chain software company. It is through the application of this software that the company has made its customers delighted due to the increased speed of delivery. This software will make it possible for the company to use drop shipping.
Need for Doing Business on a Global Scale
Nordstrom Inc. has been one of the latest traditional retailers to enter the e-commerce platform. It partnered with Yerdle which will be responsible for powering the back-end operations of the resale platform. It has also welcomed the resale of secondhand apparel after its competitors J.C. Penney and Macy’s (Chiaradio, 2020).
Key Obstacles
Impact of Fast Fashion Retailers
Fast fashion retailers such as Zara and H&M have been thriving within the fashion industry since they sell low-priced products. On the other hand, Nordstrom Inc. deals with highly-priced products and this will result in acting as an obstacle on its way to remain attractive. Many customers will be willing to rush to fast-fashion retailers such as Zara who are selling almost similar products like those sold by Nordstrom and which are cheaper (Chiaradio, 2020). Besides, these competitors have resulted in stocking premium-priced products so that they can attract customers who will be not willing to buy fast fashion products. 
Dilution of Brand Image
In the current, Nordstrom Inc. has been facing stiff completion from its competitors in the fast fashion industry. These organizations have been selling products that are similar to those sold in Nordstrom but at a lower price (Chiaradio, 2020). Since the management has noted this, it has resulted in increasing the rack stores in a bid to compensate for the lost revenues. However, this move might backfire as most customers might lower their perception concerning the value attached to the products sold by the company.
Diminishing Ability to Retain Premium Pricing
Nordstrom Inc. might fail to retain its premium pricing. This will occur once the company has set up many rack stores that will be selling the discounted prices which will be meant to compete with the fast-fashion companies. It will come a time when the customers will think that the products sold in the rack stores are just of the same quality as those in the premium-priced stores (M., 2017). Therefore, it will become a challenge to convince the customers that there are still stores that are dealing with premium-priced products. 
Changes
Since its inception, Nordstrom Inc. has had a philosophy that has been exceptional service, value, quality, and selection. This philosophy has remained intact with no changes made to it. Although Nordstrom has got a vertical organizational structure, it is structured uniquely. It has an inverted pyramid organizational structure that reminds all the workers about the business’s philosophy and structure. 
Business Operations
For the company to realize its objectives and finally its goals it has to have business operations that are efficiently executed. These business operations are organized in a manner that the company gets to realize its goals. Organizing is a process through which the work needed to accomplish a specific goal, assigning the tasks to different departments and employees, and decision-making framework. The organization of the different departments within a company is comparable to parts making up a machine since they all work in a certain way to accomplish their objectives. 
Organizational Processes used by Nordstrom Inc.
Reviewing Plans and Objectives
The management sets out a plan and objectives that are supposed to be attained. They also set out a time frame within which the company has to meets its set target. In the process, the management has to keep reviewing its plan and objectives to ascertain the point at which the process has been implemented. The managers have to review the process to be sure that the company is moving in the anticipated course (Walters & Laffy, 2016).
Determine the Work Activities that are Essential to Accomplish Objectives
The managers will be required at this point to list and analyze all the activities that are required to enable the organization to realize its objectives and ultimately its goals. The managers have to come up with tasks that will be carried out to accomplish the organization’s goals in an orderly way (Walters, et al., 2016). 
Classification and Grouping of the Required Work Activities into Practicable Units
The company’s management will be required to ensure that every activity has been grouped. It will follow the following four models of departmentalization; functional, geographical, product and customer.
Assign Activities and Delegate Authority
Once the company has identified the necessary activities, it will now have to assign them to specific departments as well as employees. Those who are assigned the tasks will automatically become accountable for the progress of the activities. 
Design a Hierarchy of Relationships
For the company to function well, there has to be a certain design of a hierarchy of relationships. The managers determine the horizontal and vertical decision making in coordinating relations within the organization. All these business operations support the strategic plan, mission, and vision of the company (Nordstrom, 2020). Its mission is to keep on providing a unique range of products, exceptional customer service, and a great experience (Walters, et al., 2016). Besides, its strategic plan is geared towards the provision of compelling products, delivery of outstanding services and experiences. 
Factors Affecting Productivity and Profitability
Factors Affecting Profitability
The state of the Economy
The state of the economy determines the profitability of a business. It is during booms that businesses make huge profits and make losses or fewer profits during the depression (Carton & Hofer, 2006). With that having been noted, Nordstrom Inc. is not exceptional when it comes to economic cycles. There are certain times when the company becomes more profitable than others.
The Strength of Demand
The level of demand determines the number of profits made by a company. This is because demand determines the amount of revenue that the company makes and ultimately determines whether a company earned a profit or a loss during a certain trading period. Every company has to come up with a plan on how it will continue making profits (Carton & Hofer, 2006). This is the point where fast fashion companies such as Zara and H&M have resulted in dealing with discounted products. 
Factors Affecting Productivity
Employee Attitudes
The attitude which a worker has towards work determines his or her productivity. Workers who are proud of their jobs and enjoy working normally have increased productivity. They become engaged in their work which leads to coming up with new innovative ways of executing tasks (Walters, et al., 2016). 
Employee Education and Training
Employee education and training have an impact on the productivity of the workers. Workers who have high education and have gained training normally become productive due to the skills and competence that they end up gaining.
Key Trends
Various trends have occurred within the information management industry. Nordstrom Inc. has been picking on key trends that have helped it in making its work easier and efficient. One of the key trends that the company has embraced is that of e-commerce. The company has incorporated an e-commerce platform whereby customers can order goods without physically visiting the stores. The company has also been keen on ensuring that the information that it has collected about customers’ details are kept safe. Besides, the company has also started dealing with products that are similar to those of fast fashion companies to remain competitive within the fashion industry. The company has also acquired Dsco software to enable it to offer drop shipping (M., 2017). 
Impact
The above-discussed trends have positively impacted the company. The trend of having incorporated the Dsco software has enabled the company to make its customers delighted. This is because it has been possible to shorten the delivery time. Also, it has made the company cut some costs which made it to become profits. The company has now been able to sell its products directly to the customers and hence it does not incur costs such as rent.
The company has been creating more Rack stores to sell the discounted products. This move has made it possible for the company to remain competitive in the fashion industry. It is now possible for the company to compete with companies such as Zara and H&M which offer fast fashion (M., 2017).  
Operationalization
Nordstrom Inc. has been looking forward to integrating value stream mapping into its production and delivery processes. This will improve its operations with time. Value stream mapping involves the potential costs, risks, and benefits of operationalizing. These are some of the factors that will determine the efficiency with which the organization will offer direct selling services to its customers. 
Potential costs
There are various potential costs associated with direct selling. One of these costs involved in direct selling is that of advertising to the targeted customers. These customers will entail the already existing ones and the potential ones. The company will also incur traveling costs since the sales representatives will have to travel to visit customers. It will also incur salary and wages as well as commissions that will be paid to the sales reps who will have marketed the company. The other costs that the company will incur is that of operational costs (Khan & Jain, 2008). The sales reps will be required to make follow-up calls and costs of acquiring the systems required to put in place the e-commerce platform together with stationaries such as printing papers. 
Risks
Direct sales are linked to various risks. One of these risks is that of expansion of liability risk. This is because the company will now be selling directly to the customers and thus will have to be exposed to costs that were in the past covered by the wholesalers and retailers. The second risk is that of heightened cyber risk. Once the company has started to offer direct sales, it will obtain sensitive information from the customers and will have to safeguard it so that its security does not end up being breached. Finally, the company will face the challenge or the risk of a complex supply chain (Khan, et al., 2008). This is because once an issue occurs at any given point along with its operations, might end up impacting the whole process. 
Benefits
One of the benefits of direct selling is that of control and brand clarity. The company will now have direct control over the entire branding experience, messaging, and packaging. The company will also be in a position to increase its delivery speed. This is because the company will no longer require to sell through any third party such as wholesalers or retailers. In addition to increasing the delivery speed, the company will avoid seasonal delays and other retail disruptions. 
Work Breakdown Structure
i. Marketing: direct mail, social media marketing, and email marketing.
ii. Taking orders; sending direct sales reps, making calls and orders send via emails.
iii. Delivery; packaging, reviewing of delivery notes and transport
Narrative
Marketing 
Direct Marketing; involves direct communication between the business and consumers. It will result in eliminating any communication or kind of dealing between customers and any third party.
Social Media marketing; the company will employ the chat of chatbots. Chatbots will be able to offer 24/7 communication services without any interruption. Chatbots are recently common as they can be integrated with platforms that most of the customers now are using, for instance, in websites.
Email marketing; will involve sending information that is tailored to the needs of a consumer. This will ensure that most of the consumers who reached out via emails will turn out to place orders (Rafinejad Ross Publishing, 2007). The company will put a tech-tool on its website that will request customers to leave their details such as phone number or email address once they pay a visit.
Taking Orders
Sending Direct Sales Reps; the company will reach out to the already existing as well as the potential customers through sales representatives. 
Making calls; the sales reps will be making calls to the customers. The company will give the sales reps cell phones that will be loaded with talk time by the company to facilitate communication between the sales reps and the customers (Khan, et al., 2008). For instance, the sales reps will be calling ten customers to confirm receipt of their orders or even obtain clarification about the orders. 
Orders send via mail; there will be a section of customers who will be communicating with the company via mails. The company’s sales reps who will be stationed at the headquarters will check emails frequently to avoid delay. 
Delivery
Packaging; once the sales reps have received orders from customers, they will initiate packaging. There will be workers assigned for packaging. 
Reviewing of delivery note; before closing the process of packaging, the various packages will be cross-checked to ensure all products ordered are packed. This will avoid messing with a customer or even packing excess products hence making the company incur a loss.
Transport; once the various packages have been re-checked, they will be loaded in the delivery trucks ready for delivery. The company will communicate with the customers to tell them about the date and time when they should expect their packages. 
Key Milestones
The success of the direct selling process will be noted after noticing certain milestones. One of these milestones is that of having established a network of customers. Direct selling is all about the creation of a network of customers. Secondly, the firm will need to put in place an information management system. This is because the company will now be dealing with large volumes of information and it needs to store them systematically (Sherman, 2015). The company will also need to attain the milestone of having in place delivery vans and lorries. The company will now be required to transport packages to different parts of the continent. In places where the company does not have delivery means, it will be required to click a deal with a third party that will be held responsible for transport. 
Deliverables
Engaging target customers; the sales reps will be required to find ways through which they can meet potential customers. The company will create a website that is capable of obtaining contact for the sales reps to reach out to the interested customers.
Garnering reference-ability from customers; if the customers happen to have been satisfied with the services offered to them it will be time to refer family members and friends to the company. Therefore, the company must ensure that its services are top-notch to lure more customers (Sherman, 2015).
Resources Required
The process of direct selling will require numerous resources for it to function. Some of these resources to make the process operational are sales reps, chatbots, a website, an information management system, and delivery vans.
Potential Obstacles and Impediments
Globalization and interculturality; businesses that deal with direct selling will come across many customers located in different parts of the world. This means that the company will now face obstacles related to globalization and the different cultures (Sherman, 2015). Communication will require to be tailored following a people’s culture.
The new generations; Millenials represent the biggest percentage of the potential customers. This requires the company to be prepared to have in place resources that will remain attractive to them such as online promotion, business cards, a rich product portfolio, and a personalized website. 
Risk Mitigation Strategies
The company will come across changes in lifestyles, cultural and even technological changes. Therefore, it will be required to come up with ways to mitigate these different types of risks. 
Get social with social media; the Millenials and also the other groups are now in possession of smartphones which can support different forms of social media platforms. These social media platforms enable them to communicate. The company can take advantage of this by ensuring that it stays up-to-date with social media advancements and communicate with people over these platforms. 
Cutting costs with cross-promotion; marketing activities can at times turn out to be more expensive. Direct selling requires doing advertisements more. Therefore, the company can mitigate this risk by involving itself in cross-promotional marketing (Sherman, 2015). Some examples of cross-promotional activities are podcasts, blog swaps, and joint media appearances.
Addressing IT security threats; the company will acquire some measures that will prevent unauthorized persons from accessing its database. This will ensure that the company will not have to be taken to court to face data breach-related cases. 
Product Life Cycle
The product life cycle involves four distinct stages which include; introduction, growth, maturity, and decline phase. In each of these stages, some changes are linked to the market’s position. However, these challenges can be overcome by applying the following marketing strategies throughout the life cycle of the product.
Prospect for leads; the sales reps will be focused on the identification of the potential customers. The stage also requires one to possess a solid understanding of the product or service to be offered to the customers. Therefore, the sales reps will be required to know about direct selling so that they can convince the customers that what they are offering has added value compared to what others are offering (Arun, & Meenakshi, 2011). 
Reach out to the potential customers; the sales reps will first need to obtain contact details. Once they have acquired the contact details of the potential customers, the sales reps will make a call or send an email depending on what a customer might have indicated as his or her preferable means of communication. Also, upon making the first call or email communication, the sales reps will now be in a position to point out the potential customers who are likely to set a more formal meeting.
Qualify the customers; the sales reps will conduct a vetting process where they will first pick on the clients who they think appears to be more promising. However, this does not mean that they will leave out the rest, they will still try to convince them to become their clients (Arun, et al., 2011). They will also make a follow up to persuade the customers to buy. 
Present product or services offered; this is one of the most significant stages in the direct sale life cycle. The sales reps should ensure that she or he has command of the goods or services offered. In this case, the sales reps will be required to point out what is making their direct selling services unique and superb compared to the rest in the market. 
Overcome customer doubts; since this will be the first time that the company will be offering direct selling services to the customers, sales reps will be required to help in overcoming customer doubts. They will indicate how the company will be operating efficiently and will ensure that top-notch services are offered. For instance, delivery notes will be cross-checked to ensure that all packages are as ordered and they will be delivered to the doorstep and in time (Arun, et al., 2011).  
Closing the sale; this point will be reached after a sales rep has finished presenting all the relevant details about the dropshipping services. The sales reps will now have to tailor the closing point following the reaction or attitude of the client. 
Generate Referrals; this point will be reached after some time once the customer has had experience with drop shipping services. If the customers end up satisfied it will be time to request referrals if the client has got some. Referrals might be family members, friends, and colleagues (Arun, et al., 2011). 
Profit Generating Opportunities
There are various opportunities for generating profits. Companies are always on the lookout for opportunities that can enable them to maximize profits. Some of these profit-generating opportunities include:
Target customers; direct sales reps should first identify the kind of client that they are looking for. Once they have pointed out the customer that they want then they can approach them. This will avoid wasting a lot of resources on customers who might end up not giving them the business (Raulerson, Malraison, & Leboyer, 2009). 
Saving time; direct sales can turn out to be time-wasting if the potential clients are not selected. This is because once the sales reps have pointed out the potential clients, they will end up doing business with them and hence the company will earn the profit. 
A customized buying process; business people are intelligent and thoughtful as well as inquisitive. Therefore, they pick on decisions that will end up helping in making the company more profitable. In the process that the sales reps have communicated with a potential client, they will tailor the communication and the goods to fulfill the needs of the customers (Raulerson, et al., 2009). 
Cost Saving Opportunities
One-on-one relationships: in-person sales reps get a chance to create a one-on-one relationship. The sales reps will get a chance to meet the customer in-persons and this will enable them to create a one-on-one relationship. This will enable the company to cut on costs used for advertising.
Matching of sales resources with customers; some customers will result in buying in bulk and frequently. Such kinds of customers will require more sales resources than a one-time purchasing client. 
Phase-Out Plan
Finally, a time will come when the company will experience stagnation and later on a decline in sales. The decline in sales means profits earned are lower than before. Therefore, it will require to induce a phase-out plan to remain profitable and operational in the market. The phase-out plan will involve the following steps:
Reduce the number of sales reps operating in the field. This move by the company will cut on travel costs as well as salaries, wages, and commission (Raulerson, et al., 2009). However, the company has to ensure that the back-office sales reps are keen not to lose the existing customers.
Reducing the number of distribution outlets. In places where the company has established brick and mortar outlets will have to reduce their number so that they can cut on rent, operational costs, and salaries as well as any other costs that they were incurring such as power and commission (Raulerson, et al., 2009).
Put in place a strong e-commerce platform. The number of online shoppers appears to be increasing from day-to-day. Therefore, this could be a factor that can play well in the phase-out plan.
Consider the cheapest way of making payments. The company will require to find a way of making payments that is effective, secure, and cheaper. This will remain to be attractive to many customers who use e-pay to settle their debts.
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