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Introduction
It is advantageous for an organization to enter into international market o several seasons. International markets enhance regional interaction which makes trade easier. In these markets, they are a lot of business dealing with different kind of products. The advantage of the market comes in when good and services are designed, planned and promoted to consumers in more than one nation for a profit. International market constitutes find customer wants and needs and satisfying them by producing both domestic goods and international goods. This market leads to coordination of business activities within the constraints of the business environment.
Advantages of International Markets
International market connects business to the outside world. The organization entering into the international market connects with new customers and partners.  When an organization does not restrict its good and services to a nation, it will be expanding its business throughout the world.  Through this opportunity for marketing becomes unlimited (Meng, 2016).  It is a belief that the more places the business is, the more the connections it gets.  When Haier moved out from the Chinese firm to join the US market, he sold 9 out of 10 appliances. At this time the US market had a significant demand for appliances, so Haier met new customers; hence his business grew.  Haier joined the American market believe it will create a positive image to the public. In 2009, Wal–Mart agreed to stock Haier’s products, and it becomes a partner entity. In the same year, Haier had 6% market shares of Wal-Mart, and by 2015 it was aiming at 15%.
With the international market, new future opportunities create which will increase demand and customer base.  Large workforce and new technologies are used to improve the business. In 1992, Haier became the first organization to get the ISO 9001 certification which is an achievement. The following year it was listed in the Shanghai Stock Exchange (SSE) after receiving an IPO of RMB 20 million. Quality product of low prices creates an enormous market which gains geographical vast. Brand’s reputation boosts when in an international market.  Sales of goods internally are the best when it is local because it is available widely.
Regarding the history of Haier, Zhang took charge over a factory and followed Haier line.  Zhang’s company grew to be of many names and realized some refrigerators were defective but took up the initiative of importing technology to enhance production. Since the company started growing mergers and acquisitions increasing their markets, the products would be sold easily in China where the company started.
Sustaining Competition 
Haier could sustain the competition of US markets since customers of China will support their own. The local company which has roots in the US has better than goods and services from a new market. The brand reputation of Haier grows both internally and domestically. Products and services will have markets both in China and US markets which is a larger market compared to US goods and services. According to Yang (2016), Haier could sustain the competition because it focused on selling itself as a local brand in different markets internationally. Sustaining competition enhanced their growth because they did not purchase a domestic brand join them then enter the international market for it to expand the market. 
Haier decided to focus on quality plank rather than price for it to compete with American brands. Focus on quality improves the sales of the organization since most people want good quality goods even if the prices are high. It was not easy for Haier to compete in the US market because China goods and services were substandard and cheap. In doing so, it localized a brand and started producing refrigerators with a tag “made in the USA” following their tag. It used local resources to design, produce and distribute the refrigerators.
Since the Chinese are known to have low-quality goods, Haier had to adopt a localization strategy. The strategy was about opening a design center in Los Angeles and a marketing center in New York. In Los Angeles, US employees designed goods that were to be sold in the US market and bit US business. The marketing center in New York was to create awareness of the company and the product at large. In Zhang’s comment on this strategy, the company met the satisfaction of the need of people. The plan was successful when the company produced compact refrigerators to satisfy the demand of college students who can’t afford standard size refrigerators.
Countries Haier Should Focus on
Haier should consider partnering with European and Asian countries. Both these continents have countries that have a high population which means great market. These countries are known to be of modern technology and partners with some of these countries will enhance production of Haier goods and services (Meng, 2016). The continents are giants in international business, and they have an advantage to the outside markets because of their quality products. Goods of these countries are widely available, and they are doing very well in the international market.
Marketing Strategies in Emerging business, Maturing business and Declining business
For Emerging business, Haier needs to be open to them for this crests trust between the companies. When the business grows, it will grow with Haier’s brand attached to it. As sales of the products of the new company occur, the good markets the Haier brand. For maturing business, Haier will market itself through developing a well demonstrated and planned businesses strategy. This strategy sustains customer satisfaction and competitive advantage to the international markets. Declining markets still offer opportunities for the sale of revenue. At this stage, Haier can come into the market because there will be a lot of concentration on the market on what is making it decline and what it do about it. Through this analysis, Haier’s product will be in the gap.
 












CASE 2
Key Objectives
The key objective is to know either Duraflex will use their limited resources to focus their effort on competing with Badger or strengthen the efforts and boost their casual boots production. Since he can produce both work and casual boots, they focused on casual boots too much that they forgot about work boots and that how they market and sell them. Duraflex produces footwear which had the market all over the world, and it was making a profit. Although the company had three more competitors for making four different kinds of boots Duraflex could have chosen that boot whose market is growing day-by-day. 
Duraflex could produce both casual and work boots having no competitions. Other companies only created one type of boots that they have specialized in them and making a profit. Work boots had the largest market of customers who purchase goods on a work basis. Casual boot market was a growing market of students who wore casual and light for work. Badger and Steeler companies were renowned for producing and selling work boots at a higher rate than any of the other two companies. For casual boots, Trekker was the only company to count on.
The objective of this case is to study how could Duraflex sold both boots without making losses on any of the boots. Despite having the ability to sell two kinds of boots, it could have picked which boot is making a higher posit and sale over the other. From this analysis, the most profit making boots they could have concentrated on their production. It could be happening while finding a better solution and boost as to why the other kind of boots has an absolute disadvantage. The result from this action will create feedback to know what the type of quality number two boots is needed in the world.
Customer Survey Method
The customer method was done across six primary regions getting 500 responses on Duraflex boots, i.e. both casual and work boots. Some responses could provide the ‘want’ and ‘need ‘of the goods. The survey was a good way of improving their market shares through first, marketing. When you are having a dialogue with someone about a particular commodity, there is a possibility that the customer will not be aware of what is at stake. Through the survey, customers will be able to have a deeper knowledge of the product on the market.
The survey enabled the company to gain more of what made the casual footwear market decline. From this, there will be a list of considerations of what to do and what not to do.  Whatever they were doing wrong during the sale of the boots they had to cut it or turn it into a right way of production and distribution (Kotler, 2015). It will improve their market share because through the survey they will have to find a gap in the economy and find solutions. The market will not improve immediately, but it sure will pick up because the casual boots are the most promising market for growth.
Creation of white collar jobs is becoming rampant, and a lot of people are getting these jobs.  An influx of jobs creates a higher demand for casual boots.  When the need for these boots is high production will be high; hence sales increases which lead to profit. The new people in the market will also want different kind and design of the boosts from the other companies making the same boots. The company will have the upper hand on the emerging market of the boots. It creates a stiff competition between companies and before the other market catch up Duraflex will have succeeded in acquiring almost the whole market.

Changes in Marketing Strategy
[bookmark: _GoBack]Adoption of modern technology which is a global necessity in the current world the company will be expanding its market. With technology, advanced equipment will be able to produce quality goods at a high production rate which will expand their market (De Mooij, 2018). When boots are quality the prices are favorable, that is creating a vast market. Technology comes with a way of minimizing the cost of production and maximizing profit. It also aims at maximizing output to produce quality boots. This concept will create a good ‘word ‘on the market increasing their customers.
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