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Recommendations to Expand the Market
It is fundamental for Big D incorporated to focus on expanding the market for the outdoor sporting goods. This can be done through coming up with recommendations in which the Board of Directors can apply. One of the recommendations that I would give is that Big D should be more innovative. Innovation is one of the common methods that all companies should seek to exploit in order to increase market share (Madsen & Walker, 2015).  Big D should consider bringing in new technology especially that which its competitors have not yet offered. This will motivate customers into leaving the corporation’s competitor since better they always tend to consider the best technology. As a result, these customers will become loyal which will add to the market share and decrease the same for Big D competitors. 
Another recommendation that I think Big D should exploit in order to expand its market is to strengthen customer relationships. Customer relationships are basic aspects for a company that aims at increasing its market share in a wider demographic area (Shuen, 2018). Again, corporations should protect their existing markets share through preventing its current customer relationships and prevent them from being ruined by their competitors. On the same note, Big D should focus on improving its customer’s services in order to make them satisfied. This will make them be more satisfied hence talking positive remarks regarding how they are treated to their business colleagues. These colleagues becomes new customers hence increasing the market share. In addition, this will help Big D since it will not use expenses in convincing customers. Therefore, Big D should focus on improving how customers are handled with an aim to motivate them to buy more goods. 
Another key recommendation that Big D should accommodate is to locate a market that offer growth potential for its good. This is a very critical recommendation that is bound to increase the market share of a corporation. Big D should try and work with its Board of Directors in order to gather information on the market conditions and requirements in their target territories. The comparison of how local products are sold based on their specifications should be done in order to know more about the competitor (Shuen, 2018). This may enable the corporation to set up a distribution arrangement that will increase the market share through gathering more loyal customers. As a result, this will increase the corporation’s market share since its goods will be sold both locally and internationally. 
Again, Big D should recognize the importance of analyzing the market sectors that may tend to use the type of goods it has. Market sectors are extreme influencers of a corporation or business (Madsen & Walker (2015). The Board of directors in Big D should focus on locating market sectors that favor the goods they produce. The identification of strong and potential sectors may help in the exploitation of its strengths hence reducing the stiff competition between competitors. Moreover, the product range should be identified in order to analyze in an excellent manner. This will increase the market share for goods hence accumulating more profits and revenue. 
Lastly, u would recommend that Big D to focus on email nurturing. According to Madsen & Walker (2015), email nurturing should is crucial for a business since it tend to advertise the prospects, goods and other services hence motivating other customers to do business. This may also help in explain the cost savings and also make announcements in regards to additions and enhancements in the product line. In other words, this may provide customers with more relevant information at the right time without delay. Email nurturing should be embraced by the corporation.
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