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There are several ways for a company can enter the international market. Nevertheless, a company should consider various parameters before choosing the entry strategy. For instance, levy charges, the level of adaptation of the product or services offered, and advertising and shipping costs. This paper discusses the international market entry strategies, citing the cons and pros of each.
The first entry strategy of joining the global market is direct export. In this strategy, the company directly exports its product to clients in foreign countries. The company is responsible for conducting the market analysis, foreign supply chain as well as logistics of consignment. There are several advantages that are associated with direct export as discussed below.
	Firstly, this strategy eliminates intermediaries thus increasing the profits, and enabling the company to take care of all transactions. Also, the company is able to deal directly with the clients making them feel more secure, and obtaining direct feedback from them. Moreover, the identities of the company such as brand, emblem, and copyrights are more protected in this strategy. In the same line, the company is able to develop a better understanding of the market, enabling it to advance its marketing strategies 
Conversely, this strategy suffers some drawbacks. For instance, it demands more time and effort from the company, due to the absence o the middlemen. Also, the business is accountable for all the risks that might arise. In addition, the company is burdened with the duty of handling all logistics. Moreover, customer communications might not be as efficient as when using a local agent especially if the product being sold is technical (London and Hart, 2014). 
Another entry strategy is the Turnkey project which is particular to companies that offer services such as ecological consultancy, structural design, construction, and engineering. The strategy involves building a completely operational facility and handing it over to the client, who is mostly the government. The following are its advantages. 
First, most projects are financed by international financial agencies thus eliminating the risk of not being paid. Also, in the absence of direct foreign investment opportunities, the company is able to venture the market through turnkey projects. In contrast, this strategy has following drawbacks. First, as the company exports its expertise, it is likely to disclose its achievement secrets to its rivals. Also, the company is less secure because the foreign country can decide to take over their plant. Besides, since most of the time the government is the client for turnkey projects, the company is likely to suffer from political influences (Ahola et al., 2008).
Franchising is another strategy which is advisable for companies that have a compliable and unique business model. As Judd and Justice (2002) notes, the company amalgamates the factors that have made it succeed in its local market into a business model. It then licenses the franchisee to utilize this model in the foreign country. The license holder also chips in by marketing the services or merchandise. 
	 Franchising is associated with advantages such as low political influence to its business. Also, the strategy requires less cost because a model has already been established and tested by the parent company. Besides, it facilitates synchronized development of the business around the globe. Similarly, an efficient franchisee is likely to bring monetary investment as well as organizational competence to the venture. Conversely, Shortcomings of franchising include: the mother company might not be able to have full control of the franchise holder. This might result into disagreements including legal disputes. Also, it might be difficult to safeguard the image of the franchisor in the international markets. Most significantly, the franchise holder may exploit the franchiser by using the acquired expertise to become a competitor (London and Hart, 2014).
	The joint venture is another strategy that involves the partnering of two companies in the establishment of another company in a foreign country. As peter noted (2012), in this strategy, profits and risks are shared equally between the partners. One advantage of this strategy is that the risks are shared between the partners. Also, the strategy facilitates merging of expertise and technology for the development of the product. Moreover, the company is likely to enjoy access to more resources, including specialized human resource, financing. The strategy also facilitates access to new markets and distribution networks. Conversely, the shortcomings of this strategy include sharing of profits. Also, partners’ objectives for the business may differ with time. The company also does not enjoy the support of a mother company. Moreover, the partners may disagree on the proprietorship of the company as well as on how to share profits and risks. 	
Formation of wholly owned subsidiaries through Greenfield investments is another entry strategy where a company purchases land in a foreign country and constructs a plant in which business in ran on an ongoing basis. The subsidiary company is wholly owned by the parent company. One advantage of this strategy is diversification through the establishment of different businesses in order to manage risks. Moreover, the parent company enjoys full control of the subsidiary company. The strategy also facilitates direct interaction with the clients in the host country. Moreover, the risks and loses of the subsidiary are not transferred directly to the parent company. Conversely, the strategy involves high risks and start up costs. It also takes a long time to establish new operations and distribution networks in a foreign country. This strategy is also likely to suffer from double taxation, both in the parent and foreign countries. (Roberto, 2004). 
Wholly Owned Subsidiaries through Acquisition is another strategy in which, a company buys most or all stock capital of another company and takes control of it. As Roberto (2004) explains, the major advantage of this strategy is that it provides an easier and wider initial entry into the foreign market. Also, it significantly increases the market power of the acquirer. Moreover, the risk is relatively low as compared to Greenfield because the outcome of acquisition can be approximated more easily. 
Conversely, its shortcomings include the process of integrating two companies which may be frustrated by different organizational cultures. Also, acquisition can leave the acquirer with huge debts which might offset business operations leading to bankruptcy. Besides, the diversification that results from the acquisition may lead to managerial conflicts (Roberto, 2004). 
In summary, a company which wants to enter the global market has many strategies to choose from. Nevertheless, a lot of consideration is needed in order to make the right decision. Depending on the nature of business the company engages in, taxation and the target clients, the company should weigh the cons and pros of the available entry strategies before making the decision.
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