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Woolworth Existing Challenges and Viable Solutions
Poor Online Customer Service
One of the main challenges faced by Woolworth is poor online services that are not satisfactorily engaging to their customers. Many customers who have visited the platform complained that in ordering groceries and other products, they were unable to engage the staff members and further inquire about the products. The platform lacks a sophisticated workforce which is imperative in digital marketing due to their undying customer support while attending to their purchases.  A viable solution to curtail the challenge is to train the workforce on methodologies to engage in customer assistance to better their services. 
Implementation Process
Educating the Workforce
The first essential facet is to educate the workforce on the relevance of customer service, which determines the triumph of an organization in the digital business. Woolworth, to stand a chance in the competitive edge, must offer quality services to their customers. The prior training should briefly outline the crucial connection between a business's growth and success, which is determined by the seller and buyer relationship. Seemingly, the workforce should be trained on the importance of a positive business culture that will define the organization, which is likely to maintain and attract numerous customers. Many researches assert that approximately 78% of customers tend not to purchase anything in case of an unappealing seller relationship (Cao et al., 2018). Moreover, if they fail to order in the given notion, they are prompt to buy from another seller despite purchasing a similar product. Additionally, the team must comprehend in the prior training that news of lousy experience spreads faster, chiefly on social media, which might ruin the company's reputation.  
Products Knowledge
The second segment should incorporate a few days tour in the Woolworth stores to educate the workforce on the company's products. Familiarizing with an organization's product is often ignored and, in turn, can adversely affect an organization.  The company should take a minimum of two days to educate the workers on the basic information of the products so as they are able to offer clear explanations enquired by potential customers. All employees, especially front desk assistance who directly communicate with customers, should have a broad array of comprehension of the company products. A significant number of consumers are turned away if there lacks a clear description of their purchases; it may raise quality and trust issues. Hence, it is vital to incorporate a training spectrum to create a sophisticated workforce with adequate knowledge of the products sold. In effect, it will eliminate the room for doubt and enhance customer relationships which will, in turn, surge the sales volume (Cao et al., 2018). The approach if executed in the right way, will have pleasing outcomes to the Woolworth digital market.
Communication Methodologies 
The last segment of training will necessitate the aid of a professional is training on communication ideologies. The organization will incur a training cost by hiring the professional on a given day. Typically, a business advisor and trainers are paid $40 an hour. In the entire day, working for roughly eight hours, his wage will accumulate to $320.  On a specific day, the instructor should teach soft skills in communication to help engage customers. Effective communication is an imperative aspect in any given organization, especially to the frontline desk employees. Their degree of engaging customers will determine the effectiveness of the selling strategy. The deployment of soft skills enables the seller to gain trust from the customers in correlation with the deployment of technical skills to perform the transaction. Moreover, it creates an urgency for the customer's opinions to be valued and not merely rushed to close the transaction. The trainer should navigate and train in areas such as active Listening. Effective Listening will ensure that the customers' demands are met with minimal misunderstandings. The workforce should also be introduced to communicate clearly and coherently to outline all the germane information concerning the item on purchase.  They should also be skilled in how to persuade with customers and offer alternatives to similar goods (Zhou et al., 2019).  By the end of the training, the workers should have developed effective communication models that will, in turn, advance customer relationships and build the company brand name.
Digital Marketing 
Effective communication is an imperative aspect of any digital marketing platform. Woolworth can deploy the use of new consumer decision-making to triumph in the digital market. For instance, selling online necessitates a wide array of product descriptions and an engaging seller since gathering information is one of the new customer decision-making process dimensions. Most people are often on the search engine assessing different products, even ones with minimal knowledge of their existence. Sometimes the search engine is not enough, and gaining more insight from a sales representative or a front desk assistant could be the most effective methodology to deploy. However, if the customer relationship is insufficient, then the consumer might not comprehend the relevance of a product and hence see no need to purchase. The organization must work on their communication methodologies with a trained workforce to engage customers to surge the sales volume.  Additionally, as a digital marketing strategy, the workforce should focus on grasping a big audience to increase sales volume (Tani, et al., 2018). In effect, Woolworth should incorporate direct messages and answers to queries enquired by consumers on different products. Deploying all the methodologies will create a good reputation for the company with satisfactory customer service. 
 
2. Pricing Strategy
Woolworth is unable to compete with sellers such as Amazon in the big supermarkets since they sell their products at relatively lower prices. The organization cannot lower its cost to the level of Amazon products which has culminated in low sales while its competitors are making huge earnings. To hold a competitive edge, the company could deploy various approaches without altering the price range, such as improving the quality of its products. If Woolworth could synthesize high-quality products, they could outshine Amazon, making their higher price worth the goods they are selling. 
Implementation Process
Proper Screening to Ensure Food Safety
Food safety should be the company's top priority to ensure that goods sold are not hazardous to human life. The company should deploy microbiological tests to check the quality of its products. They should ensure that they purchase fresh foods from farmers and with guaranteed safety (Yang et al., 2019). Woolworth should sophisticate their theart sensory evaluation kitchen process, scrutinizing the appeal to attain the quality of the products as well as their appearance. In essence, the company has worked on assurance of the quality of their product after accreditation by the Meat Standard Association (MSA) as the top standard meat-producing entity. Top-quality products will make the price worth and give the company a competitive edge in the market. Goods should reach the consumer in the fastest way possible, fresh and of the right quality. Moreover, Woolworth should strengthen its WQA program, ensuring that suppliers deliver goods of right and satisfactory value and quantity ((Palese & Usaj, 2018). The program sets strict rules for suppliers to ensure that the goods delivered are of desires size, color and taste. Seemingly, it should maintain its stock to ensure there is a consistent flow of goods to its consumers. For the company to sell its meat, fruits and vegetables at the same price, it needs to have an outstanding quality that attracts numerous customers. 
In business, the profit margin is a crucial facet which for an organization to maintain a high price and profits, it needs to make its products worth the cost.  Woolworth will have to equip their goods with the right quality to continue selling products such as Huggies Wet and finish dishwasher at $6. To calculate the gross profit margin, the company should use the equation Gross Profit Margin = (Total Sales $ - Cost of Goods Sold)/Total Sales $ to tell their profitability levels. The company should also have a solid and substantial approach that are not shaken by price pressures.  Delivering the best customer value should be a key priority in the company to increase sales volume and satisfy customer wants (Palese & Usaj, 2018). With the deployed methodology, the company will make huge profits, recuperate its services, and restore its legacy.
Digital Marketing 
Through system thinking, businesses make explicit decisions to improve the quality of products and services offered. System thinking aid in identifying a grey area and offer assumptions and viable solution to curtail challenges by innovation and critical thinking.  To make the value of the services and products delivered, Woolworth ought to foster innovative and effective models to the respective market. Seemingly, it helps comprehend how things influence one another; market, consumers and suppliers. System thinking helps individuals perceive the business world in a broader context, such as structures, cycles and patterns. Through the model, the entity can formulate the price of products aligning it with the costs incurred. The business makes decisions out of the system through goal thinking to plan resources with effective management. Moreover, from a number of business theories, strike a balance and exemplify the close relationship between consumers and the market. They assert that it is imperative to formulate essential models to be able to reach the targeted consumers. Besides, it is only in system thinking that innovative business model changes from the conceptual ideal of system thinking and design (Monat et al., 2020). Using the quality-price approach may in a great deal revolutionize and recuperate the profit position of the Woolworth company. 
 








References
Cao, Y., Ajjan, H., & Hong, P. (2018). Post-purchase shipping and customer service experiences in online shopping and their impact on customer satisfaction. Asia Pacific Journal of Marketing and Logistics.
Monat, J., Amissah, M., & Gannon, T. (2020). Practical Applications of Systems Thinking to Business. Systems, 8(2), 14.
Palese, B., & Usai, A. (2018). The relative importance of service quality dimensions in E-commerce experiences. International Journal of Information Management, 40, 132-140. 
Tani, M., Papaluca, O., & Sasso, P. (2018). The system thinking perspective in the open-innovation research: A systematic review. Journal of Open Innovation: Technology, Market, and Complexity, 4(3), 38. 
Yang, Z., Sun, S., Lalwani, A. K., & Janakiraman, N. (2019). How does consumers’ local or global identity influence price–perceived quality associations? The role of perceived quality variance. Journal of Marketing, 83(3), 145-162.
Zhou, R., Wang, X., Shi, Y., Zhang, R., Zhang, L., & Guo, H. (2019). Measuring e-service quality and its importance to customer satisfaction and loyalty: an empirical study in a telecom setting. Electronic Commerce Research, 19(3), 477-499.

