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Question 2: Using appropriate theory, compare and contrast the market entry methods of two Australian or Asian firms that have entered a foreign market.
Webjet and Wise Tech Global Methods of Entry to Foreign Market
Introduction
Foreign market entry strategy is the mechanism that a company uses in order to penetrate a different market that is in a foreign land (Buckley and Ghauri, 2015). There are many challenges that are faced in trying to set up a business in a foreign country and therefore one needs an appropriate strategy in order to succeed. There are several Australian companies that have ventured into foreign markets and this has been done through appropriate strategies. Companies such as Webjet and Wise Tech Global have penetrated into foreign markets through the use of good market entry strategies.
Comparison and Contrast of the Foreign Marketing Strategies
[bookmark: _GoBack]Webjet is a digital travel business company that is located in Australia and which has operations in other countries such as Hong Kong and Singapore. It is a leading online travel agency that transports people from one point to another through the booking of tickets online. Wise Tech Global, on the other hand, develops and designs logistics software solutions and is located in Australia.
The two companies have adopted market entry strategies that have enabled them to break into the foreign market and also sustain their operations. The strategies for the two companies are similar in that they have both adopted an online sale strategy in order to penetrate these markets. The companies have been focusing more on the use of technology in order to bring in a number of customers from these countries (Chetty, Ojala and Leppäaho, 2015). This has been necessitated by the fact that it is easy to conduct their business through the online platform in which the customers can book their tickets and also order for the software products. The high costs required in setting up operations in other countries has also led to both companies deciding to adopt this strategy as it minimizes cost.
The strategy is also similar in the fact that they focus more on the individual customers which enables them to interact more with them. They are able to engage the customers in these foreign market countries and inform them of the benefits of engaging the companies. This is convenient for them as some of the countries have stiff laws regarding foreign companies and this makes it difficult for companies to penetrate these markets. The online sales are done at a discount and also the shipping cost is much cheaper. This has assisted them to attract more customers in the countries that they want to venture in and this has slowly enabled them to penetrate the market.
Wise Tech Global has gone further to adopt a joint venture strategy with the companies that are in foreign countries as an entry strategy. This is in contrast to the Webjet Company that has only stuck to the online strategy. Wise Tech Global supplies software products and thus they were able to cooperate with other similar companies in order to expand their market. The joint ventures have enabled them to acquire a large pool of resources that have been useful in improving their operations and thus attracting more customers (Chetty, Ojala and Leppäaho, 2015). This is different from the Webjet that has penetrated the markets as an independent entity.
The entry into foreign markets for these two companies is also different in the sense that Webjet has only focused on a certain group of people who can afford to travel while the Wise Tech Global focuses on almost every organization that uses technology. This has seen them create different market segments for different customers and this has contributed to their growth. Webjet only deals with travel business, and thus, they have not been flexible in using the market entry strategy to gain more customers outside the ones that they currently have.
Conclusion
Market entry strategies are crucial for any company that seeks to venture into any foreign market as it determines the success or failure of the company. Different countries have different potentials in terms of markets, and thus, it is important that a company choose the best foreign market strategy in order to avoid shutting down. Most of the countries put in place stiff measures in order to discourage foreign companies from venturing into their markets with the hope of protecting their industries (Buckley and Ghauri, 2015). These measures make life difficult for most of the companies who end up closing operations. It is, therefore, important that organizations analyze the foreign market strategies and select one that will be able to help them penetrate these markets. The strategies should also be one that sustains them for a long period as opposed to one that will fail after some period of time.
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