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Company Profile
Target Corporation, incorporated in 1902, is one of the leading merchandise retailer selling products through their stores in the United States. Over the years the company has been at the Inserted: offorefront of selling a variety of products ranging from fashionable clothes to food and groceries, beauty and house appliances, among other products. Their affordability and proficient customer relation have enabled the company to expand in close to 1500 stores in 47 states.
The slogan being "expect more, pay less", is one of the company's outstanding objectives bridging customer experience with a variety of designs and setups to choose from. When it comes to financial performance, it is groundbreaking. The company has a history, way back in 1989, where it contributed close to $2million cash flow every week to the communities where the stores are located, they were awarded by America's Corporate Conscience Award. Today, the performance is very aggressive with an average net income of $2.5 billion every year, through direct sales and partly online. 
Country’s Profile
From such solid grounds of history and performance, Target can comfortably explore other places besides the United States. The advantage here is how informed the company is on the market, merchandise and good customer relations that materialize loyalty. This is a tone of facts to go international at any given setup and dominate, in any given market. One of the biggest market to venture in is Poland. Basically, the country seals all edges of demand making it a valid opportunity for stores like Target to explore. There are a few interesting facts about Poland.
Karolina S. (2018) The country is food enthusiastic just like the Europeans, Spain or Italy. It is not a matter of competing on taste, but they actually appreciate local creativity in food, e.g. myriad potato dishes like kopytka, pyzy, and other numerous dumplings. Merchandising food in a country that has taste will definitely blow the ceiling. Surprisingly, ever the Soviet times, Poland is known for a drinking culture where vodka and beer business has thrived from generations.
When it comes to fashion, Poland has quite a variety. Historically the country has held their national dresses for over centuries with minor modifications to fit the modern world. Mostly their attire is colorful and festive varying in style depending on which region of Poland. However, the young people of Poland have incorporated a taste of fashion from the 8 historic regions of Poland and blended a neutral code of dressing. With these venturing as a store in this country could make a fortune.
The country has managed to come out of an economic crisis in 2008, most of the upcoming developments and the modern democracy has made it suitable for international companies like Amcor Ltd and from Australia, Accor SA from France, among others. Warsaw (2011), has recorded over 100 more companies doing business in Poland. Such facts have a positive approach to the success rates of both local and international companies. Hence, the Target store has a golden chance of establishing their stores across the country and actually succeeds. 
Entry Strategy to Poland
In launching any product or company on a global scale, the first and most important step for a successful progression is a research strategy. The method involves analyzing insights that guides companies on capitalizing on market opportunities and growth. The understanding of an entry strategy upholds a value system that would assist the company in avoiding costly mistakes. 
Entering foreign markets, a company has to evaluate facts on the ground and sum up a conclusive strategy of the subject market. This means a company reviews risks and opportunities to establish an equilibrium that defines success or failure. However, the method of approaching global markets is not done blindly, there are several principles that any average company uses as entry strategies. 
The most common and easiest strategy is direct exportation. Basically, the method is cheap, with fewer risks. Here the companies play the role of distribution alone, with a few agents on the field of marketing the product. Target as our subject company would indirectly interact with consumers as a distributor (store). The idea of franchising or licensing should come later on. The strategy could however be a little slower than local companies when reacting hastily to consumer needs. 
Licensing and Franchising, on the other hand, would be the best option for a long-term commitment. The strategy entails foreign and local companies agreeing on sharing manufacturing process, brand name, trades knowledge in return for a fee. Since Target corporate has established a trustworthy business model, franchising would be easy. The details of securing the market are based on building up the brand name and promoting it fully. 
Having known the right way to approach the foreign market, it is the company's role to finesse the products and services to fit the culture in Poland. There is a need for an overview of the company’s products, services, and the right audience. The analysis can be gathered directly from local vendors or the possible competition.
Reviewing the advantages of product features like quality, affordability, user-friendliness, and services of the company over the competitors, will normally give a perfect picture of what does deliver in the market. However, the first impression of a company to a new audience may decree how the business will operate.  As the company progress, the analysis can focus on secondary priorities like market-expansion related threats and opportunities.
According to Vault Report (2018), on the sales and marketing of target stores, close to 95% of their total sales come from direct sales in stores, the other five 5% is an online sale. From a rational angle on this data, one would conclude the store sales are higher due to the historical cohesion between the company and its long-term customers; modern society needs more than that. 
Today e-commerce has picked drastically, thus improving the flexibility of franchises globally. The appropriate approach to gaining regular customers is strategizing on cycles of public relations, mostly advertising and online marketing. The company’s communication strategy has to narrow down to tactics that focus on interpersonal relations, like food preferences, fashion trends among others. Conducting surveys through direct calls, customer incentives, events, and fidelity programs would bridge the gap and assist in decision making.
From the strategies discussed above, it is indeed possible to venture into new markets and make the best of it. The basics here can be summarized as understanding capabilities, the best entry strategy, and the consumer preferences of the market.
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