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MODES OF FOREIGN MARKET ENTRY
The entry of a new global venture into the international market can be achieved through different modes. These modes of entry include but are not limited to turnkey project, licensing, corporation, franchising, and joint venture. Considering the opening of a new global tea processing company in Kenya, these modes of business entry present different pross and cons. To begin with, a turnkey project refers to a business entry mode in which foreign investors set up a new plant in another country in order to export their technology and processes to that country (Armstrong et al., 2014). Building a new tea processing plant in Kenya to export the new tea processing technology into Kenyan market is an example of a turnkey project. One advantage of turnkey project as a mode of business entry is that it gives foreign investors or companies an avenue to set up new plants in foreign countries and earn profits in such countries. Another advantage of turnkey project is that it allows for the spread of new business technology and processing techniques into across the globe country (Armstrong et al., 2014). For instance, setting up the new tea processing company in Kenya by foreign investors creates an avenue through which such investors can export new tea processing technology into the Kenyan nation and market. The main disadvantage of a turnkey project is the high possibility of takeover of such new plant by the host country (Agrawal, 1992). Another potential demerit of a turnkey project is that it enhances the risk of revealing the business secrets of the foreign companies and investors to rivals within the host country. For instance, setting up the new tea processing plant in Kenya increases the risk of revealing the foreign investors’ secrets to the local tea processing firms in Kenya.
The second mode of business entry, licensing, can be described as an international business agreement which allows a foreign company or investor to manufacture a given product in the host country for certain period of time on an exclusive or non-exclusive basis (Agrawal, 1992). For setting up a new global tea processing company in Kenya, the international licensing agreement is a mode of entry that will grant the foreign investor certain tea processing resources which may include but not limited to trademarks, patents, technology, and managerial skills necessary for the processing of tea in the Kenya. One of the advantages of licensing as a mode of entry into the foreign market is that it greatly minimizes the political risk since the new company is usually 100% owned by the locals (Agrawal, 1992). Another merit of licensing is that it paves way for future investments into new foreign markets. Licensing as well has the advantage of allowing the reach to new foreign markets that cannot be accessed through exports from existing facilities. However, licensing has its disadvantages, one of which is that it leads to loss of control of the new company since it is usually 100% locally owned. Another demerit of licensing is that it offers lower income compared to other modes of foreign market entry. 
Franchising is another mode of business entry which can be defined as a process through which mini-independent business owners, usually called the franchisees, pay royalties and fees to a parent company, usually called the franchiser, for the benefit of becoming identified with the franchiser’s trademark, selling its services or products, and using its business systems and formats (Alon, 2014). The main advantage of franchising is that it has low political risk since it creates a business partnership between the foreign investor and the local franchiser. The other advantage of this mode of entry is that enables multiple expansions into different markets simultaneously. However, franchising has its cons, the main one being the high likelihood of business and legal conflicts between the franchisee and the franchiser (Alon, 2014). Another demerit of this mode of entry is that it involves strict monitoring of the franchisee by the franchiser, something that ties the franchisee only to a limited scope of business operations.
The other mode of entry is the joint venture, which can be described as a business enterprise undertaken by two or more business parties with the joint parties retaining their commercial identities (Brouthers, 2013). For instance, the new global tea processing company established in Kenya can chose do the processing and marketing of tea jointly with another existing local tea processor but retain its business identity. The main advantage this mode of entry is that offers high potential for the new business to grow faster, enhance the level of productivity and thus reap greater profits from the new market. In addition, joint ventures provide ready access to new product distribution networks, offering the new business ready access to new markets. However, joint ventures face the conflict of new investment asymmetry as the main disadvantage. In addition, joint ventures have the demerit of increased mistrust over proprietary technology and business knowledge. The risk of cultural clashes is also enhanced in joint ventures (Brouthers, 2013).
[bookmark: _GoBack]Last but not least, corporative exporting is a mode of entry into the foreign market which can be described as an agreement between a new company and another local or foreign organization, the agreement of which allows the new company to use the distribution network of the existing local or foreign organization country (Armstrong et al., 2014). The main advantage of this mode of entry is that it allows the new company to reach foreign markets without getting exposed to other risks that are associated with other modes of market entry. The main demerit of this mode of entry is that it limits the expansion of the new company’s business only to the markets of the existing local or foreign organization whose distribution network is being used. In conclusion, there are many different modes of foreign market entry that new global ventures can use and there is no one mode that is superior to the other. Each new business venture has its own unique features which should be put into consideration in order to select the most appropriate mode of foreign market entry.
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