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Business Management
Pressures for reducing cost and being locally responsible have been the most competitive pressures affecting organizations in competition within the world market place but the two forces have been causing conflicting demands on a firm. Moreover, there is differentiation vs. cost leadership in the world as the reducing cost in the worldwide market is classified under cost leadership. Differentiation means being locally responsive by having the service or product that serves each market best and in a unique way. Differentiation countries have different cultures, tastes and preferences calling for the importance of controlling over foreign operations.
The strategies companies take while operating on the global market are: First, there is global standardization that focuses on increasing profit leading to cost reduction coming from economies of location and scale. The companies standardize their products to have a strategy of low-cost on the world scale. The firms faced with high pressure for reducing low pressure and cost for local responsiveness are advised to use a global standardization strategy. Moreover, there is localization as the companies thus peruse control strategy concentrates on finished goods or service differentiation to fulfill the preferences and taste in the various global markets. Companies facing low pressures for reducing cost and high pressure for local responsiveness should use this strategy. Furthermore, the transnational strategy helps the company to acquire both global standardization and localization at the same time, that is, both differentiation and low cost involving competing aims. Companies faced by both high pressure of local responsiveness and high pressure for cost reductions are encouraged to use transnational strategy. Finally, there is an international strategy where global companies are not faced with competition and selling products serving a universal purpose thus no need for differentiating products to cut costs or local preferences. Companies facing both low pressure for local responsiveness and cost reductions are advised to pursue the international strategy. 
Therefore, companies having differentiated competencies in technology understand how to avoid joint ventures and licensing reducing the risk of losing control of the technology. Firms considering expansion into other nations should consider wholly-owned subsidiary in the new country maintaining control over technology. Companies having distinctive competencies in management should know how to face major risks of losing management skills to the franchisee and use the management skills for world market strategy.
There are primary benefits of building mutual, long-term and cooperative relationships with suppliers. There will be increased capacity creating value for both companies and suppliers. Secondly, there are faster joint responses and flexibility to changing the conditions of the market or expectations and requirements of the customers thus avoiding necessary losses. Finally, the company can optimize costs and resources across the globe. Therefore, for the company to achieve these benefits, there are steps which must be followed for the company to build mutual long-term and cooperative relationship with the suppliers.
The first step is identifying and selecting important suppliers who are selected for the value added to the firm as well as the approach they use to the supply chain for the continued access of the products. Secondly, the company needs to develop a relationship with the supplier addressing both long-term and short-term concerns for the firm and ensuring a greater level of commitment to quality to the operations of the suppliers and company. Furthermore, the company needs to develop a clear and open mode of communication ensuring a greater level of transparency and accountability between the company and suppliers enhancing togetherness. The next step is initiating enhancement and cooperative development of processes and products ensuring the best level of quality for the company and supplier. Moreover, a clear mutual understanding of the needs of the customers should be created regarding the aims of the organizations ensuring suppliers comprehend the needs thus delivering high services. Besides, the company needs to share information and forthcoming targets and goals so that both the company and suppliers can work in uniting achieving the goals of the firm. Finally, the achievements and improvements of the suppliers need to be identified and recognized by the management of the firm thus marinating positive relationships and motivating suppliers to continue striving for improving the quality. 

