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International Market
a. International Entrepreneurship
Entrepreneurship at the international level requires an entrepreneur to establish networks with foreign marketers (Coviello, 2010). An entrepreneur who aspires to expand his or her business to international level needs to discover, exploit and evaluate goods and services, then take the market opportunities in the country he or she wants to do business. International entrepreneurship is characteristic of exportation of products and services, licensing and establishing sales offices in another state (Coviello, 2010). For a person to be successful in global entrepreneurship, he or she must expand his or her domestic market, increase the firm's profit and sales, ensure low cost of manufacturing and build a positive image of the firm.
b. Entry Modes To International Marketing
The possible entry modes for international marketing include direct and indirect exportation, licensing, contracting, franchising, oversea manufacturing, and joint venture (Brookes & Roper, 2010). For instance, a domestic hotel may grow to a chain of hotels and cross-state borders to market in another country. The company may produce food and sell it to oversea customers. By doing so, the company will have exported its products direct. However, the company may decide to sell its products to another party (foreign marketer) who then sells it to the customers within the foreign country. 
Also, the hotel may grant another hotel in the foreign country permission to produce and sell products with the same brand name. The concept is known as licensing and is a less risky market mode to sell products in the international market (Brookes & Roper, 2010). Under licensing is another entry mode known as franchising. The method involves providing products to foreign investors who sales them on behave of the company.  The franchise holder is responsible for providing a market for the investors and training them.
Lastly, a company may contract another company within the foreign country to avoid the risk of getting a loss on exportation (Brookes & Roper, 2010). The contracted company will look for the resources and use the idea of the contract giver to produce items. The company may also decide to partner with another organization, therefore, forming a joint venture.
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