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[bookmark: _Toc216578036]1. Introduction
Companies tend to enter business markets internationally to reach diverse audiences and gain insights of the business (Wild and Wild, 2023). The internationalization of business involves all the trading and commercial activities such as investment, operation, resource exchange and trade of the business between two countries for the growth, success and competitive advantages. This is considered as the study and practice focused on operating in different locations, managing cross-border transactions and maintaining different business strategies (Ghauri et al., 2021). International business helps business to deal with competitive business environment. This research study will address the international business of Johnson & Johnson which have operations in different locations and countries. The emerging economy of Johnson & Johnson, South Africa, is selected. The study will address the cultural differences between the home country and emerging economy, benefits of business operations internationally and value chain analysis of Johnson & Johnson. 










[bookmark: _Toc216578037]2. Johnson & Johnson and International operations 
[bookmark: _Toc216578038]2.1 Designed as MNC
An MNC, or Multinational Corporation or Company, is considered a company operating in several countries beyond the home country (Daniels et al., 2019). The MNC manages production, service delivery and operation across borders for the market reach, efficiency, and growth of business. Johnson & Johnson is considered an MNC in the markets. Johnson & Johnson is a multinational medical technology corporation and a pharmaceutical company in the USA. The company is designated as a Multinational Corporation (MNC) or Transnational Corporation regarding its business operations and activities with a global network of subsidiaries, operation, production and manufacturing facilities, strategy development, and sales in numerous global and international markets. Considering different aspects, Johnson & Johnson is considered an MNC in the global market. 
Extensive global reach, decentralized operations, significant foreign direct investment, global workforce, integrated global strategy, and operational techniques are the aspects of being an MNC in the international market (Wild and Wild, 2023). Johnson & Johnson has been managing 138,000 employees globally J. For 139 years, the company has been aiming to keep people healthy with its different branches and operations in more than 60 countries. The extensive global reach, distributed model for decentralized system, and FDI in different countries have clearly demonstrated that Johnson & Johnson is an MNC in the market.




[bookmark: _Toc216578039]2.2 Value chain analysis of Johnson & Johnson’s and South Africa 
Value Chain Analysis (VCA) is one of the effective strategic tools introduced and developed by Michael Porter (Ghauri et al., 2021). VCA breaks down the activities and operations of the company into key processes, such as primary activities such including sales, logistics, operation, and service. The supporting activities are HRM, technology and infrastructure to address and identify the value creation, cost assessment and quality development (Daniels et al., 2019). The Value Chain Analysis of Johnson & Johnson is as follows:
[image: the value chain with all primary and secondary activities]
Figure 1 Value chain Analysis 
Source: (Stobierski, 2020)
The primary activities of organisations are the activities that go directly or are involved directly in the creation and development of the products and services. These are as follows:
Inbound logistics: The inbound logistics represent the activities related to inventory management, supply chain management, warehouse for the source materials and components (Fernandez-Stark and Gereffi, 2019). The supply chain technology in Johnson & Johnson is helping the brand to transform to work and manage inventory. The organisation with technology has managed an effective supply chain for healthcare products and services to the world (Shapiro, 2021)
Operations: The operations represent the activities related to managing the manufacturing and turning of the raw materials into finished products and services (Stobierski, 2020). The use of technology, tools, and strategies has helped Johnson & Johnson to maintain its global operations and activities in international business markets. 
Outbound logistics: These represent the activities related to distribution, sorting, packaging, and shipping or delivery of the products and services (Fernandez-Stark and Gereffi, 2019). From distribution to packaging, Johnson & Johnson has ensured to maintain effective delivery of its products to many international markets. 
Marketing and sales: These activities are related to the marketing and sale of a product or service in the business markets (Fonseca et al., 2019). The innovation, digital/traditional marketing for consumer awareness, and a global supply chain have been a great strategy for marketing and sale activity of Johnson & Johnson. 
After-sales services: These activities represent the services offered after the sale has been finalized to the customers (Wild and Wild, 2023). Johnson & Johnson has paid attention to after-sales services while focusing on great customer experience and satisfaction level with its products.
Secondary or supporting activities help the primary activities of the firms for better operation and efficiency of the primary activities (Stobierski, 2020). These are as follows:
Procurement: These types of activities are related to the management and sourcing of raw materials which are needed for the production and supply chain management (Ghauri et al., 2021). The supply chain management and materials are properly managed in Johnson & Johnson for inventory management and production of the solutions. 
Technological development: These types of activities are related to the application of technology, research and development, market research, product design and process development (Fernandez-Stark and Gereffi, 2019). The technologies and R&D are helping Johnson & Johnson to tackle the health issues with health solutions and medicines J.
Human resources management: These activities and practices are related to employee management, such as recruitment, hiring, placement, training, development, motivation, retention, and compensation of employees (Fonseca et al., 2019). Around 138000 employees are employed in different locations where Johnson & Johnson where the employees are highly trained and supported for innovative solutions J.  
Infrastructure: These activities are related to the management of the organisation, such as financing and planning (Fonseca et al., 2019). The infrastructure of Johnson & Johnson has been highly coordinated and managed for communication and business operations. 
[bookmark: _Toc216578040]2.3 Different entry modes used by Johnson & Johnson in entering the different international markets
Market entry modes allow organisations to enter into international markets with different types of strategies based on preference and available opportunities (Shams et al., 2021). Different market entry modes and strategies influence decision and growth options for business. Johnson & Johnson has been operating in around 60 countries with different modes of entry into foreign markets. 
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Figure 2 Market entry modes 
Source: (Alamy Limited, 2012)
Based on the given figure, FDI has higher risks with higher control and return of the business, whereas indirect exporting has lower risks with lower control of the business. In case of entering into different business markets and locations, Johnson & Johnson has been utilizing a diversified approach to international market entry. These are as follows:
Acquisitions and Mergers: This is one of the significant aspects and entry models of J&J's corporate strategy. The acquisition and merger option allows firms to have entry into new markets, access to funds and resources, tools and innovative technologies, and access to established distribution channels (Meyer et al., 2023). The acquisition of major companies has helped Johnson & Johnson to access many countries and emerging countries as well. Johnson & Johnson has highly relied on this option for market entry in the international market.
Strategic Alliances and Partnerships: The strategic alliances and collaborations help firms to enter into business markets and to share risks (Shams et al., 2021). The firms can leverage partners' local knowledge, abilities, and expertise for product development. J&J has already established numerous R&D collaborations with local entities while managing its growth and expansion of the business. 
Wholly Owned Subsidiaries: The firms can focus on establishing wholly owned subsidiaries with complete control over operations (Meyer et al., 2023). Johnson & Johnson has more different subsidiaries without risking the entire firm's reputation, offering great products and tailoring the services to the markets. 
Joint Ventures: This market entry approach involves the option for partnering with local companies, where the firms would share ownership and control to navigate the complex regulatory environments (Ghauri et al., 2021). Johnson & Johnson was part of the joint venture strategy with the establishment of business in China in 1985.
Licensing and Exporting: These two market entry modes allow firms to enter into international business markets with less risk and control over the business (Shams et al., 2021). Johnson & Johnson has exported the products to test new markets, and used licensing agreements to reach foreign customers with products manufactured in the markets
[bookmark: _Toc216578041]2.4 Key benefits and challenges obtained by Johnson & Johnson from its international operations.
With the help of international operation, the organisations can gain access to benefits and advantages for the businesses. The benefits of Johnson & Johnson from extensive international operations are as follows:
Significant Market Growth: The total revenue of Johnson & Johnson is highly generated outside the USA, from the UK, and the Asia-Pacific/Africa regions. The market growth, global reach and positions have helped Johnson & Johnson to grow and succeed in the international markets. 
Local Adaptation: Local adaption and localization of the businesses can add value to the firms and their competitiveness (Daniels et al., 2019). Johnson & Johnson has been utilizing a decentralized management structure, which has helped the firm to tailor products and strategies and fulfil the local needs of the community. 
Diversification of Risk: The firms cannot ignore risks and challenges while operating in numerous countries (Ghauri et al., 2021). With the help of diversified operations and internationalization, Johnson & Johnson has been able to diversify its risks to work effectively and competitively.
Global Research and Development (R&D): Johnson & Johnson has already invested in its innovation centers and R&D facilities while managing and fostering collaboration. This global R&D network has helped Johnson & Johnson to bring innovative solutions and medicines to the people. 
Operational Efficiency and Cost Management: The global scale for the operation, production and management allows the firm to achieve economies of scale (Daniels et al., 2019). With hard-working staffs and skilled professionals, Johnson & Johnson has also invested in technologies for the supply chain management and practice, which have improved its operational efficiency and cost management.
Challenges of Johnson & Johnson from international operational are as follows:
   The diverse and complex political, legal and regulatory environment, various cultural factors, intense competitive environment, economic vitality in business markets, global supply chain complexities, higher R&D costs, diverse customer and international workforce, and changing business era are the common challenges affecting internationalization and key operations of Johnson & Johnson. These challenges and weaknesses have influenced the decision and strategy development of Johnson & Johnson in different business markets and it can influence the market entry strategy in South Africa as well. 












[bookmark: _Toc216578042]3. OLI factors (Ownership, Location and Internalisation) Analysis for Johnson & Johnson for international market entry mode in South Africa 
When it comes to using the entry mode into the international market, the firms have to assess and evaluate different factors (Collinson et al., 2020). The OLI (Ownership, Location, and Internalisation) factors help firms to determine the right international market entry mode for a multinational corporation. Johnson & Johnson is thinking of entering South Africa as an emerging economy with an international market entry mode. The impacts of these factors are as follows:
[bookmark: _Toc216578043]3.1 Ownership (O) Advantages of Johnson & Johnson
Ownership advantages represent the firm-specific assets and properties that highly provide a competitive edge, and advantages to the business in foreign markets and these also influence the entry mode choices for the firms (Buckley et al., 2022). From technology to brand equity, business organisations can utilize these resources and tools to grow and succeed. By nature and management approach, Johnson & Johnson heavily relies on technologies and R&D, which have contributed to its strong global brand name and position in the markets (Wild and Wild, 2023). Johnson & Johnson has been offering Innovative Medicine with science-based innovations. The brand invests in R&D and confidently addresses the most complex diseases. This has helped Johnson & Johnson to create and offer a diverse product portfolio based on the needs and preferences of the customers and patients. The MedTech of Johnson & Johnson innovates while focusing on the most complex health challenges and delivering services to the people. Moreover, as the established MNC, Johnson & Johnson has financial resources, brand value, extensive experience, and employees, which are considered great strengths for the firm to undertake higher-risk and higher-investment entry modes into new emerging economies. Brand identity of any organisation is also considered as the strength and advantage of the firm in the business market (Collinson et al., 2020). Brand identity, image and position are considered as the property and assets of the company which can add value to the decisions for market entry. 
[bookmark: _Toc216578044]3.2 Location (L) Advantages of South Africa for Johnson & Johnson
When the firms decide on internationalization, a great factor that has a higher impact on decision-making is the characteristics of the emerging host country market (Ghauri et al., 2021). In case of working on the market expansion or selecting market entry mode for the foreign market, the firms need to assess different aspects of the host country, such as market size, growth potential, regulatory environment, political and economic uncertainty, availability of resources and so on (Collinson et al., 2020).
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Figure 3 Factors in IB operation
Source: (Daniels et al., 2019)
The figure represents that the operating environment in the host country and competitive factors influence the operation and strategy of the entry modes and functions of the businesses. Physical and social factors such as geographic influences, political policies, legal policies, behavioural factors, economic factors, competitive environment, and competition in local markets influence the entry modes of the brands in the markets (Daniels et al., 2019). 
  South Africa is a great, strategic and positive location for MNCs like Johnson & Johnson. The place offers specific advantages for the firm with production and manufacturing, market access, available audiences, and social investment (Grosse et al., 2023). In South Africa, Johnson & Johnson has been operating in its market access and significant presence in consumer products. The firms can successfully get the manufacturing capabilities, workforce, talent and innovation eco-system, community involvement and available resources in South Africa (Grosse et al., 2023). Already, Johnson & Johnson has been able to retain its production and manufacturing plan and facilities in the area where South Africa possesses the necessary skills, resources, materials, operations, and support systems for the production. This place is the strategic hub for Johnson & Johnson, which can offer more options for sale and income of the business and broader operations. South Africa has connectivity and networking with a talent and innovation system, CSR options and a strengthening healthcare system with higher demands. This market can be a great logistical and operational hub for Johnson & Johnson, where the management can leverage technologies and innovative solutions for growing demands in the markets. Finally, the host country has been offering employees and staff with affordable salary ranges for Johnson & Johnson. 
[bookmark: _Toc216578045]3.3 Internalisation (I) Advantages for Johnson & Johnson
Internalisation advantages demonstrate the decisions and strategy of the firms to keep and maintain value-chain activities to reduce risks and transaction costs, maintain control of business and operate effectively in international markets (Daniels et al., 2019). The internationalization advantages influence the decisions for a firm to enter into a new foreign market. Johnson & Johnson has already analysed how entering into South Africa can reduce its transaction costs and market failure, maintain its control and coordination, and share and transfer the knowledge into business. In South Africa, the internationalization of business through FDI has helped Johnson & Johnson to avoid the issues and potential market failures. The FDI is giving more control and power to Johnson & Johnson while focusing on opportunities in the new market (Collinson et al., 2020). The higher control has been vital for the company to maintain global quality standards and integrate the opportunity into the business strategy. Internationalization brings facilities and benefits for the firms while making decisions for the entry and establishment of the firm (Buckley et al., 2022). This has helped Johnson & Johnson to accept internationalization in the chosen market. 
Considering the impacts and benefits from the host country, Johnson & Johnson has strong Ownership advantages and internationalization facilities, which have already pushed the brand to have high-control modes of entry for the business. The company can utilize its assets and advantages to enter into the market and get competitiveness in the business.














[bookmark: _Toc216578046]4. Cultural differences between the USA and South Africa on company’s market entry strategy and its potential for success 
[bookmark: _Toc216578047]4.1 Cultural Differences
Culture represents the beliefs of the community and society, norms based on attitudes, value and practices in the society (Ely and Thomas, 2023). Based on religion, nationality, gender, ethnicity, profession, and work organization, the culture of the country varies. When the company makes decisions to apply an entry strategy in a new market or country, it is very important to assess the cultural differences between the home country and the host country (Leonavičienė and Burinskienė, 2021). Hofstede's cultural dimensions model is the common tool used by firms to assess and compare the cultural differences between countries. This model is a structured framework addressing 6 cultural dimensions, which can help in measuring and evaluating cultural differences between the countries (Collinson et al., 2020). 
[image: hofstede cultural dimensions]
Figure 4 Hofstede’s cultural dimension model 
Source: (Nickerson, 2025)
Johnson & Johnson has already expanded its operation in South Africa and for future expansion and growth options, the company needs to address more cultural differences by applying the cultural dimension model. Cultural differences can impact market entry strategy and its potential for success in the given market (Wild and Wild, 2023). In the case of selecting the entry mode and strategy in the host country, Johnson & Johnson has identified differences between the cultures of the USA and South Africa. 
Power Distance: This indicates the extent of the country’s comfortableness to equality in the workplace (Ely and Thomas, 2023). Within this spectrum, South Africa has been scoring 49, which means the people in the country or the workplace accept a hierarchical order. The place is properly managed, where the authority and chain of command are established. At the same time, in the USA, the power distance is a bit lower with a score of 40, stating that the firms value equal rights for all, where the individuals can accomplish their goals (Dale, 2013). Power distances and differences can create challenges for some firms in the USA when entering into South Africa without assessing the differences. 
Individualism versus Collectivism: This section represents the culture of the society and its perspective towards the individual gain or the collective group (Leonavičienė and Burinskienė, 2021). South Africa scored a 65 and this represents the country values more individualistic culture where people are responsible for their own responsibilities. On the other hand, the USA scores 91, stating the culture of individualism in the workplace (Dale, 2013). The similarity can help firms to create a culture of individualism to support the growth and career development of the individuals. 
Uncertainty Avoidance versus Uncertainty Tolerance: This represents whether the firms have to control the future or accept the challenges and risks (Collinson et al., 2020). In this spectrum, South Africa’s score was a 49, representing the degree of avoiding uncertainty in the workplace, where the United States, with a score of 46, represents the acceptance of the risks and uncertainty for the business.  
Masculinity versus Femininity: This spectrum represents the achievement and assertiveness considering male or female leaders. The score of 63 has made the masculine culture for South Africa, where the people are competitive in the work force. Similarly, the masculine culture is also seen in the United States, with a score of 62 (Dale, 2013). 
Finally, both the USA and South Africa are indulgent in nature. The USA is usually short-term oriented, whereas South Africa is long-term oriented in culture. Both countries have similar cultural dimensions for the firms. But, in some cases, these have impacts on the market entry mode and strategies for the business. 
[bookmark: _Toc216578048]4.2 Impact on J&J's Market Entry Strategy
The company cannot apply and implement market entry strategies without assessing the cultural differences (Leonavičienė and Burinskienė, 2021). Based on Hofstede’s cultural dimension model and results from the analysis, Johnson & Johnson cannot follow the USA strategy fully, as it can affect the adaptation of the business in the local markets. Based on the cultural differences between the USA and South Africa, Johnson & Johnson can apply an entry strategy involving a joint venture strategy or strong local partnerships. Some companies apply JV as the effective option for market entry to get more competitiveness (Shams et al., 2021). The application of the joint venture strategy can be an effective option for Johnson & Johnson compared to the risks of available wholly-owned subsidiary. However, Johnson & Johnson has always valued control over risks and their brand image can help them to start their business with FDI in the new market. In the case of marketing, communication and product adaptation, the organisations need to address the cultural difference between the home country and the host country (Ely and Thomas, 2023). Both countries, the USA and South Africa, use individualism in culture, emphasizing individual benefits. Johnson & Johnson can maintain direct communication, marketing, a tiered product range, cost-competitive options and marketing to build trust and relationship in the market and enter into the business markets. 
[bookmark: _Toc216578049]4.3 Impact on Johnson & Johnson’s Potential for Success
The organisations embracing cultural differences can also identify potential for success in the new markets (Meyer et al., 2023). Johnson & Johnson has analysed cultural differences between these two countries and by embracing local cultural aspects, Johnson & Johnson can work on stronger relationships and brand loyalty. They can improve community involvement and well-being, corporate social responsibility, and relationship management (Wild and Wild, 2023). The demands of innovative solutions in the medicine sector and technology are helping Johnson & Johnson to reach global and international business markets. South Africans use both Western medicine and traditional medicines and healers. The market can be highly competitive and opportunistic for Johnson & Johnson in the host country. The company can address local health challenges while bringing its product and managing cultural sensitivity in the business market. 














[bookmark: _Toc216578050]5. Recommending three major adjustments to consider in the Standard Operating Procedures (SOPs) to ensure success in the chosen emerging economic country 
A SOP (Standard Operating Procedure) is the document of the firm offering detailed information and step-by-step instructions to carry out processes, routine tasks and operations (Daniels et al., 2019). The SOPs are to ensure that the daily activity or task is performed consistently, effectively, safely and efficiently (Hill, 2023). When the company thinks of internationalization of the business, the challenges towards operational procedures can be identified and without handling these, the consequences are higher (Collinson et al., 2020). However, Johnson & Johnson needs to refine its Standard Operating Procedures (SOPs) considering its ownership and the lack in some areas, internationalization facilities and facilities from the host country. Three major adjustments for SOPs are as follows:
[bookmark: _Toc216578051]5.1 SOP Adjustment 1: Integrating Advanced Digital Technologies into Core SOPs 
Digital technologies and tools are significant aspects of the business, both locally and internationally (Wild and Wild, 2023). The adoption of digital technologies and tools, and integration into core SOPs can help any businesses to have a great effect on different activities and operational aspects. Digital technologies are also bringing lots of benefits and areas of the business opportunities in the long run (Zapkau et al., 2020). Johnson & Johnson is already investing a lot in digital technology and tools, and managing R&D. 
Recommendation regarding gaps: The standardization of the application of digital technologies and tools across all the operations and activities can be an effective option and innovation for business (Buckley et al., 2022). The organisation needs to ensure integration of digital technologies into R&D and manufacturing SOPs for faster clinical trial analysis, better decision-making and improved safety monitoring, measurement and optimized manufacturing processes for the business (Wild and Wild, 2023). Studies showed that in the world market, the pharmaceutical and med-tech industries are competitive and growing, with impacts on the business. Even digital tools and technologies offer a crucial impact on the cost management, operational efficiency and service development (Zapkau et al., 2020). With the help of digital technologies and the integration of tools, Johnson & Johnson can work on updated SOPs. The updated SOPS in the firm can provide clear guidelines for research and data collection, quality management and quality control, and the collection of data to generate reliable real-world evidence. The adjustment, market research, and data analysis can help Johnson & Johnson to integrate digital technology and tools to make changes and improvements into core SOPs. 
[bookmark: _Toc216578052]5.2 SOP Adjustment 2: Implementing End-to-End Global Quality Management System (QMS) 
A quality management system represents the structured framework of practice, procedures, policies, and resources (Daniels et al., 2019). These tools and procedures are used by the organisations to consistently meet the demands and expectation of the customers. These procedures allow organisations to fulfil the regulatory requirements while aiming for quality and continuous improvement, service development and operational efficiency (Buckley et al., 2022). The organisation with a quality management system can provide a formalized approach to implement and improve quality, while managing reliable, safe, secure and effective products and services to the markets (Zapkau et al., 2020). Johnson & Johnson has been operating in global markets with various business segments. This requires the application and management of a unified approach for Johnson & Johnson to improve the quality of the management. 
Recommendation regarding gaps: Johnson & Johnson needs to update its QMS into a single framework to ensure effective and consistent quality standards and management in the workplace. Johnson & Johnson, following the quality management and requirements while following regulatory compliance, can help the brand in the new market. An effective and harmonized QMS with written SOPs and well-defined practices can be a vital part of the success in the pharmaceutical industry. The written SOPs and effective QMS allow organisatiosn to ensure that every product batch in the business can meet the quality standards and high standards (Wild and Wild, 2023). In the new market, it can lead to trusts and a relationship with the customers and fulfil the expectation of the customers. Johnson & Johnson needs to ensure the adjustment which can enhance quality in the supply chain and operational management, transparency of risk management, and decision-making. In the meantime, following the same strict quality principles in the emerging economy, South Africa, Johnson & Johnson can implement consistent SOPs across the entire supply chain. In such a situation, Johnson & Johnson needs to offer supplier quality academies, which are crucial for fulfilling the expectation, developing brand image and trust and mitigating legal risks in the market. With the integration of QMS in SOPs and leadership development in the business, Johnson & Johnson can make adjustments to their operation and guidelines into routine tasks. 
[bookmark: _Toc216578053]5.3 SOP Adjustment 3: Agility and Risk Management Protocols in the Supply Chain 
Business models and practices are required for great supply chain management, operational activities and delivery of the products (Collinson et al., 2020). The pandemic, competition and ongoing geopolitical tensions have highlighted the needs and changes for the supply chain practice, flexibility in the supply chain management and process. The organisations cannot ignore the challenges arising after the pandemic. The global risks, political and legal risks, tensions, competition and global trends, and changing business era, consumer changing demands and market challenges are affecting supply chain practice and activities (Wild and Wild, 2023).
Recommendation regarding gaps: In such a situation, Johnson & Johnson needs to work on the supply chain and logistics SOPs to handle and manage the continuous risk assessments. The agility, risk management protocols and leadership development help any organisation to stay competitive and flexible in the business markets (Zapkau et al., 2020). The agility in business models and risk management practices must be handled and implemented when companies think of entering into business markets. Johnson & Johnson has already invested a lot in infrastructure, technology, workforce management, and operational development. The company can gain a competitive advantage while managing agility in supply chain management and risk management practices. Traditional supply chains and practices can be vulnerable and challenging to disruptions for the companies (Collinson et al., 2020). The traditional methods can affect the supply chain practice and delivery management of the firm. With the incorporation of agility in the business supply chain management, Johnson & Johnson can manage inventory, supply chain practices and delivery management. Johnson & Johnson can effectively manage risks and challenges during the crisis, and can use real-time data. In the meantime, it can be effective enough for Johnson & Johnson to assess the market challenge and take corrective action. Proper instruction and guidelines of SOPs should focus on the flexible production facilities, manufacturing process and supply chain practice while adapting to the changing demands, service and products (Zapkau et al., 2020). Updated SOPs, agility, risk management and flexible supply chain practices can help Johnson & Johnson to improve supply chain management and inventory management. In the host country, Johnson & Johnson can ensure business continuity, quality in supply chain management, reliability to meet patient needs, diversified services and products for people and the company's competitive advantage in the changing market. The adjustments of the SOPs can help Johnson & Johnson to gain access to more competitive advantages while improving owner’s advantages, and assets of the brands. 











[bookmark: _Toc216578054]6. Conclusion 
Every company has a common purpose to improve its growth and succeed in the markets with internationalisation in business (Meyer et al., 2023). The internationalisation in business helps a lot, from reaching to wider audience to developing sale of the products. However, entering into the international business market requires extensive research and assessment of both the home country and host country, the effectiveness of the product and service, assets and advantages of the firm, and resources available in the host country (Collinson et al., 2020). The findings of the study have shown that Johnson & Johnson has already created its name and brand position in the global and international market as an MNC. The company has chosen South Africa as an emerging economy to expand the business even more and demonstrate the cultural difference, market entry mode, value chain analysis and recommendation. The value chain analysis of Johnson & Johnson represents the organized and effective value from the supply chain, technology, infrastructure and workforce, which are helping the brand to be creative and successful. The company has mostly adopted foreign direct investment to enter into different markets, which is considered the dominating market entry mode for the brand. However, considering the cultural differences between the USA and South Africa, Johnson & Johnson has worked on managing workplace culture that brings potential success to business and applies a market entry mode. Finally, Johnson & Johnson needs to work on different areas to improve its ownership and operation to operate internationally. 
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