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Statement of Confidentiality


This document contains confidential and proprietary information. All information submitted to Nordstrom is provided in reliance upon the company’s consent, not to disclose or to use the material provided herein, except in the concept of its business dealings with Apple Inc. Nordstrom agrees not to duplicate or allow others to duplicate and distribute the information contained herein, without a written consent from Apple Inc.

Apple Inc. retains all the ownership and intellectual property rights to the information, file, marketing materials, trademarks and supporting documents contained herein.

By accepting this document, the recipient agrees to be bound by the aforementioned statement.

Executive Summary


Apple Inc. is pleased to present Nordstrom with this proposal for the electronic sales collaboration. We understand that Nordstrom has been seeking to open city target stores, which are to attract customers to purchase Nordstrom products. Nordstrom has also been seeking to expand its market share, through an expansion of the target customers, to include younger customers. We understand that in the business of selling, opening stores is not enough, but the company has to seek the right products, which will draw the attention of the customer to the stores. Nordstrom is seeking to expand the market share through targeting younger customers. This calls for the introduction of high end and technologically advanced products, which can attract the youth to Nordstrom stores.


We believe that Apple Inc. electronics are in the best position to provide Nordstrom with the right products to draw the attention of the younger consumers to the stores. Apple Inc. will effectively address the need as the products state of art technology, which is appealing to the young generations. Our marketing campaigns through different media avenues will ensure that Nordstrom get more customers visiting its stores. 
Through collaborating with Apple Inc., Nordstrom will benefit from

· Technologically advanced products

· Product marketing done by apple

· High price items to increase earning

· Increase in overall sales due to consumer traffic

Our Unique ability in product design, marketing, customer relationship, and the long track of high performance and customer satisfaction makes us the right partners for this project. We look forward to forming a highly beneficial business relationship with Nordstrom.

Current Situations


Currently, the electronics market is faced with competition from different companies selling products that are highly sophisticated In terms of the technology used in manufacturing. For any store seeking to be productive and to draw the younger customers, it is important to stock products that are appealing to the customer and give value for their money. Young people are highly educated and are not willing to use products, which are not manufacture with current state of the art technology standards. This is because the products are used to make a statement for the young people and create a feeling that they belong to a certain class. For any store targeting this group, it is essential to collaborate with the best electronics companies. Only the best company like Apple Inc. can offer the customers value for their money and hire class products that fetch high prices, which is beneficial to the store. 

Nordstrom Needs


Nordstrom has been seeking to open city target stores, which are to attract customers to purchase Nordstrom products. Nordstrom has also been seeking to expand its market share, through an expansion of the target customers, to include younger customers. To increase sales further, the company is also seeking to device ways that will enable more customer traffic to the stores, as this will account for sales of other products in stock
Apple Inc. Profile


Apple Inc. is an American corporation that is a designer and seller of electronics, established on April 1, 1976 in California, and later incorporated in 1977. Apple Inc. is one of the world’s best known technology company that deal with the design and development of personal computers, consumer electronic such as the smart phone and the table and other software for running the computer devices (Schneiders 1). Apple has a reputation for its products that include the iPod, iPad, iPhone and the Macintosh computer. In recent years, Apple Inc. has become a major player in the global Smartphone tablet industry with a loyal consumer-growing base. For instance, in the year 2011 had 357 stores in about ten countries worldwide. Moreover, apple has a wide presence in the online market with online stores, and in revenue and profit terms, Apple has become one of the world largest technology corporations.

Desired Situation or Solution 

Based on our analysis on Nordstrom needs, we believe that a collaboration with Apple Inc. will assist in achievement of different objectives.

· Increase in customer traffic to Nordstrom

· Opening up of the city to Nordstrom products

· Attraction of younger customers

Solution

To help achieve these objectives, the sale collaboration between Apple Inc. and Nordstrom will allow Apple Inc. to offer electronic products to Nordstrom at subsidized prices and the store will sell at retail prices. Apple Inc. will be responsible for marketing, maintenance of customer products and tracking the products performance. Apple marketing campaigns will increase the number of customers to Nordstrom stores and the highly advanced products will draw the interest of the young people in the Nordstrom stores. 

Why Nordstrom should carry Apple products in its stores

· Apple Inc. products are famous for attracting young customers and expand their spending will. This will be highly beneficial to Nordstrom. 

· Apple Inc. target market is mostly the young, who are between the ages of 18 to 30 years. These people are the target of Nordstrom, and will be drawn to the stores by the presence of apple products. They normally reside in the cities and have a substantial amount of disposable income that Nordstrom can benefit from. 

· Apple products are high end, which means that they focus on the higher side of the market containing individuals with investments and salaries. They fetch high prices, and this will ensure high returns for Nordstrom.
Costs

Based on our analysis of the need and the solution, the following are the estimated cost of running the collaboration
	Cost Element
	Amount in USD

	Training
	1000

	Order Processing system installations
	500

	Utilities e.g. Communication, internet connection
	400

	Labor
	2200

	IPad
	3000

	Computers
	5000

	IPod
	1500

	IPhone
	2000

	Total
	$15600



The table provides the estimating cost of initiating the sales collaboration between the two companies. Some of the cost may not be applicable, while others might exceed the estimated amounts. However, Apple Inc. and Nordstrom would project prices and any cost exceeding the estimates to approval. 

In case of acceptance, the cost is to be made in 30days after receiving the proposal. Later payments may lead to a review in the proposed budged as required. 

Implementation Plan


Upon the making of the necessary payment, Apple Inc. will proceed with the incorporation of Nordstrom in the project and deliver the product to the specified Nordstrom stores as follows.

	Activity ID
	Activity 
	Description
	Duration
	Start date
	Progress review Date 
	End date

	001
	legalities
	Signing of the important collaboration documents
	1day
	24th Dec 2012
	24th Dec 2012
	24th Dec 2012

	002
	Training
	Training customer service representatives to assist in the stores
	5 days
	24th Dec 2012
	26th Dec 2012
	29th Dec 2012

	003
	Communication installation
	Installation of order processing systems and communication aids in Nordstrom stores e.g. phones and internet to solve any customer issues
	2 days
	30th Dec 2012
	31st Dec 2012
	31st Dec 2012

	004
	Order Processing
	Processing and delivery of the ordered Apple products to the store sites.
	1day
	1st Jan 2013
	1st Jan 2013
	1st Jan 2013

	005
	Pricing and accounting
	Pricing, and accounting and report on the installation and readiness of the products for sale
	1day
	2nd Jan 2013
	2nd Jan 2013
	2nd Jan 2013

	004
	Launch
	Television, internet, radio and site launching of the collaboration to commence the sales
	1day
	3rd Jan 2013
	3rd Jan 2013
	3rd Jan 2013



Based on this schedule, upon making the initial payment, Apple Inc. will process the required documentation and ensure that the products are available at Nordstrom stores in 11 days.  
Conclusion


Apple Inc. is among the best electronic companies worldwide, attracting most of the young people as it clients and is in the best position to provide Nordstrom with the right target customers. A collaboration between the two companies will assure Nordstrom high profits, high customer traffic, and younger customers. Apple Inc. has a proven record of accomplishment of increasing overall sales by 15% by attracting younger customers and maximizing their level of spending. This is a valuable benefit, which Nordstrom stands to reap from the collaboration.
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