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Determining the Dominant Strategy and Equilibrium Point
	A game theory model has gained prominence among the strategic manager because it facilitates businesses to determine the optimal strategy that hedges of against competition and capitalize on market changes. The game theory model is a distinctive approach that involves three parameters to yield positive outcomes (Kopalle) & Shumsky, 2010). The notable parameters that influence the outcomes of a game include the set of strategies, players, and payoff. The strategies relate to the course of actions that each player intends to utilize to gain positive competitiveness or react to the market changes (ibid). On the other hand, the player element regards to participants involved in sequential or cooperative decision-making. Therefore, the plan that a player undertakes aims to yield better rewards, which are the payoff of the intense counteraction in the industry (ibid). A profound scenario that demonstrates the role of a game theory mode is a market-entry planning process because a firm has to consider the reaction from the incumbent parties in an industry. 
Determining the Equilibrium State
	In the case scenario, the notable players in the industry include the Incumbent and the Entrant Firm. The available strategy profiles available for each belligerent include accommodate, fight-off, withdrawal, and stay. The choice of a particular strategy profile involves a consequential process that requires the second-mover to evaluate the appropriate course of action to yield significant outcome. The player’s goal is to settle at an optimal strategy, which reflects the plan that the business consider dominant irrespective of the choice that the opponent makes (Kopalle) & Shumsky, 2010).

Figure 1: Effect of Incumbent ‘Fight’ Strategy in the Industry  INCUMBENT 
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Figure 1 above reveals the possible payoff in the market. When the INCUMBENT adopted a “Fight” strategy profile, the ENTRANT has, two options to counter that include “staying” or “withdrawing” from the market. Evaluating the “STAYING” strategy profile: both firms will loss the market margin by five (-5) units, which market the market less competitive for either of the players. The “Staying” strategy is ineffective and unstable because either of the businesses have fundamental incentives to eradicate the selected strategy. 
Evaluating the “Withdrawing” strategy profile: The ENTRANT business will loss a single market unit (-1) and enable the competitor gain an additional eight (8) units. The “Withdrawing” strategy is the optimal for the two businesses because it results in an equilibrium condition in the industry. The Nash equilibrium is sustained when the ENTRANT withdraws to loss a single unit compered to staying in the market and loss five more units.
The Dominant Strategy for the ENTRANT
The “WITHDRAWING” strategy profile is the ENTRANT dominant strategy profile because the business loses a single unit. Compared to another strategy that includes “STAYING” the ENTRANT is better off with the withdrawal plan. 
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