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[bookmark: _GoBack]Expanding business beyond borders of the original country comes with a unique challenge, and thus companies must come up with the right strategy to succeed. The choice of an appropriate mode is mainly influenced by differences in national business culture among the two countries, which, on the other hand, influences business culture (Nielsen & Nielsen, 2011). 
Every entry mode has its own peculiar benefits and costs, and thus a balance of these is vital for business growth. For the case of a US-based business extending its operations in Japan, appropriate entry mode must focus on differences in business environments between the two countries.
Acquisition as one of the entry modes means that the company acquires total control of activities from production to marketing. This is beneficial in that the company bypasses any franchising charges and costs incurred previously when another company ran the subsidiary.  The acquisition also means the company will acquire quality staff and skills to promote their business. Finally, expansion through acquisition strengthens the business position globally, increasing its purchasing power and overall strength (Madhok & Keyhani, 2012). Acquisitions, however, come with high-cost implications as well as problems in integration to the new business environment.
Another option on the table in the form of licensing repurchase means the company can now reenter the Japanese market directly or can sell the license to another subsidiary or company. Having an international subsidiary or licensee has been proven to be a better way of succeeding in global markets since the local subsidiary has a better understanding of the domestic business environment and more likely to suit its products to local needs (Långbacka, 2018).  Starting up a Greenfield venture can be a tricky balance between getting the right conditions according to the business environment, which could end in losses if not well executed, but in case of proper execution, it means a more extensive global presence and more profits. Exporting ready-made products from the US to Japan is probably the most expensive mode of business among all discussed above. The high cost of labor and thus production cost in the US as well as shipping and tariff costs can lead to losing making. 
In conclusion, acquisition to me could be the best strategy as there is less likelihood of loss-making as the original business order will be less affected; thus, it is the least risky strategy with the highest benefits.
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