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Unit 6:  Discussion Question Two
Geographic markets of large healthcare facilities
The geographic market of extensive healthcare facilities is associated with providing nursing services to patients locally, nationally, and internationally.  Large companies stand a higher chance of thriving in the industry because they have a well-established market base when operating under fair competition. According to Mahmoud (2019), extensive healthcare facilities have the potential of meeting all the needs of patients regardless of their location or cultural diversity due to the availability of advanced equipment and level of expertise.
Product markets of large healthcare facilities
The product market is defined as a group of persons whose large health care facilities targets while offering its services. Mahmoud (2019) suggests well-established healthcare facilities work towards attracting patients who can afford the level of the services they provide. This type of product market should have the capability of meeting the cost of maintaining high-quality equipment applied.  
New competitor’s entry to large markets
New competitors experience a series of challenges while trying to establish roots in the market involving large healthcare facilities. Akande & Khadka (2018) opine that new competitors face shortcomings related to economies of scale, whereby they risk strong reaction from incumbents. The already established companies may opt to lower prices with a view of attracting customers who may want to seek services from the new entrant. Akande & Khadka (2018) further enlightens that new entrants find it challenging to source capital, which is a major obstacle for adapting to new markets. Again, the new entrants do not have the required capacity for differentiating products and brand identification.      
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