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Business Strategies in Foreign Markets
Part 1
Business expansion to a global platform requires a lot of market research, and it is an essential factor to consider when organizing my business outside the United States. I would want to know how the fashion market is by assessing the trends the youths in that country are into since they are my target market. I would conduct market research by traveling to that country and observe their fashion culture. As I am performing the research, I would give out samples of the pieces to the youths to create awareness of the brand or participate in an upcoming fashion show also for purposes of creating awareness (Panhans & Kaufmann, 2017). 
I would set up an independent company because it will make it easier for me to conduct business in a foreign country as an independent entity. In that, I will be able to make the best logical decisions for the benefits of the company's success in the long run. The independent company will allow us to get instant access to the market based on the market research that was conducted. Besides, it will enable me to make decisions when it comes to the creative direction of the brand and deciding on the marketing strategies to employ to push the product to the target market (Miletkov et al., 2017). The branch will help the company to get the exposure it needs to succeed by reducing the rates of business risks.
Opening a branch in the foreign market will enable the company to sustain itself with the profit margin it makes. In that, since the company will not be a joint organization, the profits that come in monthly will enable the company to cater to its bills, pay employees and suppliers and manage the company's daily needs. For instance, machine repairs and purchasing more machines due to the demand for clothes (Miletkov et al., 2017). It will give the organization the power to hire more employees.
Yes, I would want to impose a strict brand image, procedures, and central planning from the headquarters, where our offices are to ensure the image of the brand remains consistent. Branding in any business is crucial because it creates loyalty from the consumer base (Ansary & Hashim, 2018). Consumers would want to associate with the company regularly if the products they get high-quality products from us, and that will not be possible until specific procedures are put in place.
One of the pros of this is customer loyalty, as mentioned above. Customer loyalty will, in turn, give us more clients through referrals. An increase in sales and revenue is another pro that comes with a reliable brand name because everyone would want to associate with our company. The con for this is that should there be any issue with the product, the consumer can decide to tarnish the brand of the company due to lack of customer satisfaction (Ansary & Hashim, 2018).
Part 2
First-mover advantage is a product that has the first aggressive advantage of being the first in the market (Nishida, 2017). Being a first-mover in any market gives the company an upper hand when it comes to product recognition by consumers before rival companies begin to take the stage. The six modes of entry into a foreign business are license agreement, joint offers, direct exports, buying a company, foreign investment, and Greenfield. License agreement involves an agreement between a company that allows the new company to use its products or manufacturing plants to get into the business. Joint offers include the coming together of two or more companies to form a business entity. Direct export involves the selling of services or products directly to suppliers who, in turn, will sell their products to consumers (Kim, 2018). Notably, buying an existing local company and rebranding it is an effective way of joining the business world. Other entities prefer to invest in foreign business before fully venturing into the business. Lastly, Greenfield is a market entry that involves the setting up of an entirely new business in the market. 
Primarily, the foreign market that I would enter is direct exports. One of the advantages of direct exports is that I can get to test the market with my products before fully deciding on venturing into that market. I also get the opportunity to select the supplier who will be in charge of distributing my products to the consumers (Kim, 2018). The disadvantage of this entry is that I do not have hands-on control on the local market or how the products are being marketed to the consumer, so I will only be relying on the suppliers' word.
The best market entry I would consider is Greenfield. Despite the huge investment I will need to set up the business, it is a grand market entry because I will have full control of the company, and I will be able to make decisions in the best interest of the company.
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