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1) If a company wants to be the leader in entering a new market outside its territory, what are the conditions that can increase the chances of success of that company?  If, on the contrary, the company is following another company that took the lead or was attracted by what its competitor did, what is the difference in terms of the conditions that can increase the chances of success so that it can enter that another market?
Expanding a business globally helps in opening up opportunities with limitless growth potentials. Therefore, expanding into a global market means exposing the brand to new consumers, forming new relationships with foreign enterprises and improving economies of scales (Cateora, et al., 2020). The conditions that can help in improving the chances of success for a company planning to lead into a new market globally include: First, the business must be able to review local laws, regulations and bureaucracy helping to improve the reputation into a new market. Besides, the management of the business must understand the culture and language of the new foreign market to be invested in. This is done by hiring local representatives easing the transition and avoid embarrassing scenarios. Finally, the management must research the competition, helping in establishing brand recognition and loyalty. Consumer's trust in the brand will carte a realistic competition in the market. 

If a company is following what the competitors did, strategies should be developed for doing business in the emerging market. The conditions to be fulfilled include: First, the assets must be aligned to the features of the industry. The company should use access to low-cost raw materials, undercutting the price of products sold in other countries. The management will be able to discover transferrable assets increased the chances of succeeding. Finally, the business must dodge the onslaught, involving introducing a new business model. For example, the position of Skoda in Europe became untenable when the market opened with superior models and quality brands (Kukovec, 2016). Skoda was then sold to Volkswagen restructuring its operation in the Czech Republic.

2) What are the different methods by which a company can enter another market outside its territory?
Selling the product into another company introduces the business to a huge market and increasing sales. Methods used by the company to enter into another market outside its territory include:

Exporting, where a product is directly sold to another country. 
Joint venture where tow companies, where one is a local business, coming up with jointly own business, having a management team sharing control of the joint venture. 

A foreign direct investment where a company invests directly into a foreign market.

Piggybacking where two companies are not competing for work together to cross-sell their products or services. 

3) What are the distribution options that a direct exporter has, and what are the strengths and weaknesses of each of the options?
The direct exporter has the following distribution options:
Distributors; people by buying and selling products on their own
Strengths
They know within the country of sale

They are specialized in their field
Weakness
Finding the correct distributor is not easy
Agents of Manufacturers: They stay in the country representing non-competitors producers supplying their products in the foreign market
Strengths
Handling finance for the manufacturers
Promoting goods in the new market

Weakness:
They are paid through communions
Retailers: These are people importing directly and are controlled by sales representatives.
Strength
They persuade consumers to buy the products as they have direct contact with them
Weakness
In case of another profitable product, they change the mind of the consumers against your product

Companies of trade: is where some companies come up with international trade thus acting as intermediaries between local manufacturers and international buyers
Strengths
Handling finance on behalf of manufacturers
Promoting the product on behalf of manufacturers.
Weakness
They are only paid based on the commission generated.
4) Which mode of entry, shared by a designer like Pierre Cardin, and a technology company like Intel to enter international markets?
Fashion designers such as Pierre Cardin and high technology companies like Intel share franchising as an entry mode. In Franchising mode, specified right of property is granted by the franchisors such as brand name and trademark to franchisee locally who are instructed to follow detailed and strict rules on how the business is done (Lertkornkitja, 2017). The strict rules include grater control and longer commitment over international operation needed by a fashion designer or high technology companies. Fashion designers are required to maintain high-quality production of services and products so that the franchisee is unable to damage the image of the company.
5) Under what circumstances could piracy be beneficial to an exporter?
 Piracy is defined as the duplication of copyright or patent content of a firm, scientists, or individuals in a manner that is not authorized with a help of a formula to sell the products made at a price lower than the actual price with to get income (Tamietti, 2017). The piracy may be of importance to an exporter if the goods are intellectual or physical. For instance, piracy of property that is intellectual such as Microsoft software would be considered positive by the customers without looking at the risks taken. In such a situation, piracy is considered a tool of diffusion that is currently supported by commercial companies. 
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