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The Secret Behind Successful International Trade
The U.S has the largest economy in the world and exhibits great influence on the globalization of international business. Current projections indicate the U.S dollar is overwhelmingly powerful in relation to other countries' currencies in general due to huge exportation and rapid economic growth compared to other outshining economies like Russia and China. The superpower state’s vast production in agricultural products and manufactured goods surpass the country's needs as well as the neighboring countries such as Mexico and Canada following the NAFTA agreement (Foley & Manova, 2015). Consequently, the contradiction between the products’ supplies and the market demand leads to the intertwining of American commerce with that of Canada to outsource labor and raw materials for the sake of mutual trading benefits. Some of the general motors’ companies in the U.S have set their plants in the Canadian land to access taskforce like IT specialists to meet the demanding abroad sales and mutually improving the scale of the economies between the two trade partners.
India and China are the potential customers for the U.S GM (General Motors) film’s products. The two most populous countries in the world have a significant number of middle-class citizens offering a ready market for GM’s goods and services based on their financial capability to fulfill their life necessities. For instance, in 2015, the U.S GM Company sold more vehicles to China compared to the home U.S market (3.4 million versus 2.7 million). Furthermore, other motor specialists such as Ford Motor Company and Toyota made a significant number of sales to China during this period (Foley & Manova, 2015). There was an imbalance between the demand for the motor vehicles industries’ products and the production rate, hence the manufacturing films sought to outsource their IT work from Canada for maximum production, also the international corporation yielded the cost advantage due to sharing of the diverse risks that result in the marketing process as well as fixed costs due to research and development expenses. The potentiality of advancing sales to other regions such as Africa, Asia, and Europe, was also catered for.
This success of the U.S GM Company’s products may be attributed to the capability of the companies’ sales personnel to adjust their traits and embrace foreign cultures particularly the Chinese to maneuver well in their sales endeavors. The flexibility of the sales officials ensured fast adaptation with the Chinese language, art, and religious rituals, thus a tremendous marketing performance was instantly achieved in a foreign prospect surpassing the home achievements (Foley & Manova, 2015). By sidelining their traditional thinking and portraying good price negotiation skills, the GM sales personnel shortly became interconnected with new geographical and international markets, thus a long-term business relationship due to established abroad target customers.
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