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[bookmark: _Toc513760107]Executive Summary
This is the continuation from the first report of the designing mix of which derive to a conclusion of 2 countries. As for the continuation, Kuwait as the country to enter by using direct exporting market entry method through an agent based on the result of previous report and the information obtain in internet. In this report, we will profoundly use the mixture of marketing mix and focusing in few parts deeply as to adapt in the Kuwait business environment.  It is found out that the government of the United Kingdom (UK) are being supportive on having trade with the Kuwait government as Kuwait are one of the country which offer free trade zone with the UK. There are many opportunity and challenges that the organisation will meet onto pursuing the country.
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[bookmark: _Toc513760108]1.0 Introduction
Kuwait as the place to export have been chosen based on the several factors and the market entry strategy. Based on the previous assignment, the best country to venture is through Kuwait. There are many attractive points that Kuwait, firstly, it would be that Kuwait are the top 5 richest country under evaluation of Gross Domestic Product (GDP) per head in 2015 (GOV.uk, 2015) and still remaining competitive in 2017 which place the sixth place which having GDP per capita £58, 114 (Tasch, 2017) . Kuwait has strong Economic of scale, where in next few years the country annual GDP growth will be rising tremendously which based on the data of the World Bank and have good score of 2.2 over 10 for political risk (Country Review, 2017). The most attracting feature of Kuwait would be the currency of the country is strongest in the world (fxssi.com, 2018), the best market entry to use is the indirect exporting by using an agent.  The reason using this method are it is the best option currently for the welsh lamb to be sold and it is one of the requirement for business entities to have a Kuwait agent as to avoid risk of extensive aversion (GOV.UK, 2015; Export.gov, 2017).
As the market entry strategy have been chosen, the next step would be the marketing mix. Marketing mix could be simply put as a tool which being used by the businesses to help determine a product or brand offering (Acutt, 2015). The marketing mix is really a broad subject that could continually evolving as time goes by, for example, before there only 4 P’s to interpreted the mix, as nowadays are commonly 7 P’s which being accepted as its bring more depth to the marketing mix and some theorist even going further to it (Acutt, 2017). The marketing mix will bring forth the ideal way evaluate the company on the country they decided for as the global economic become increasingly interconnected (Al-Wugayan and Rao, 2008). As Kuwait are a very different country than the UK, it’s the best way to utilise global marketing mix by using the mixture of adaptation and standardisation in the best possible place. The culture aspect play the biggest role in this project.
[bookmark: _Toc513760109]2. Mixture of Marketing Mix
The marketing mix has been develop as times flies. Taking into account these unique characteristics, several scholars (e.g., Ivy, 2008; Zeithaml et al., 2009) have suggested that the marketing mix variables should be expanded to include 7Ps by adding three element of service-related people, process and physical evidence. The current practice of the marketing mix involve 7 item which is price, promotion, place, product, people, process and physical evidence. A good company will adapt the theory to fit with an ever-changing business world rather than the old 4 P or individual business model. In this report, the physical evidence does not play any major role.  There also few other model which will be mixed with the 7p such as 4A and the global marketing mix. As to launching a product abroad, the firms can use either standard marketing mix or adapt the marketing mix to suits the country of choices which in this case is Kuwait. To fully utilise the marketing mix, the usage International Marketing Mix will be applied. 
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First and foremost, product. The product lifecycle, halal. As Kuwait is a conservative Muslim country which follow the Islamic law, behaviour and practices, the organisation need to respect the (Coleman, 2013). To make people to accept the product, the organisation will either bring halal meat over there or send it live. To ensure the safety and the quality of the ‘Halalness’, we will have inspection from times to times from a professional that is being recognised in the halal world community and a qualified halal brand and cops. The best example would be halal Malaysia where it has it has reference number and small detail. By having the powerful halal brand, it will increase the acceptability of the Kuwait consumer. 
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Source: 
www.halal.gov.my
(Ummar, 2016)
Adaptation will be used on the product for marketing mix. The product packaging and portfolio will be followed according to the specified ruled set by the Kuwait government (GOV.uk, 2015). 
Price is a marketing tactic that can be used as stable or instable tactic includes various costs that customers pay for having a product or using a service (Kotler P., Armstrong, G., 2017). The most important to used. In Kuwait we decided to use product adaptation instead of product standardisation.  As explained before, the welsh lamb are a premium brand. The quality is high and the taste are exceptional, therefore, the plans is to have them in a famous restaurant in the Kuwait and sell them in a premium price. Although it sell at premium price, the price still be standardised with the price being sell at any major city. As Kuwaiti local are majority having decent money in average, therefore most of the people will able to afford buying this product.
In term of promotion, there are many opportunities available to the organisation to promote the product. Firstly we could use is to explore what type of promotion does the Kuwait people commonly do to increase the product awareness, therefore the culture factors plays very important role here. One of the plan is to put into store as promo item, by having an Agreement with the restaurant owner. As Kuwaiti are open towards the foreign product, it is a valuable chance for the welsh lamb to indorse the product to the country as the nature and the quality of the product are first-class product. Kuwait is predominately an Islamic country, as they celebrate the fasting month of Ramadhan, you could promote the lamb through restaurant which having buffet (Coleman, 2013). By putting the welsh meat as a premium item near the chef, not only the meat value will increase, the people perception towards the quality of  welsh lamb are high.
For place, we use adaptation. Kuwait is a strategic place as the place are near Europe and part of Middle East and the country is known to be a big meat eater, therefore it very great opportunity for exporting the food there. Unfortunately, there have some restriction on company ownership by non-Gulf Cooperation Council (GSC) nationals (nibusinessinfo.co.uk, 2018), therefore the organisation need to follow the custom of the local. Therefore it will be a challenge to find the availability of the place to set as a base. The best way is by having Local-export place or any famous restaurant as a base to sell the product.
On the context of people, the Agent will be the key asset in the country by providing the employees who are experts in this food category in Kuwait. To make business in Kuwait, a foreign entity at least need to appoint a Kuwaiti commercial agent (Kuwait.doingbusinessguide.co.uk, 2018).Therefore, the best way is to use the adaptation marketing mix in this context. The best company which provide agent service would be the Grant Thornton Al Qatami, as they would be able to provide a partner with local Kuwaiti service providers that could work with the organisation as an agent to meet the local requirements in Kuwait (Thorton, 2015). As Hospitality are the hallmark of the Muslim tradition, so once you were welcomed by them, they will be a very attentive host to the organisation (Coleman, 2013). Most people living at Kuwait are majority foreigner since the job offer and the currency power, plus English are widely spoken which make it easier to proceed into anything easily. 
As of Physical evidence, the company could follow Boston Market which recently open in Kuwait in 2017, where the Boston Market having affiliate with Al-Gunaim Trading Co. Ltd, and will open dozen more in the Kuwait market (Meatpoultry.com, 2017).
Among all the 7 P’s, process is the most crucial part of the marketing mix that need to focus on. It involve all from product to physical evidence. One of the process that is required is having a Kuwaiti individual in a company or person to do business with, labelling and packaging regulations. As for the labelling and packaging, the most essential would be , the name of manufacturer, brand name of the food product, composition, Net and gross weight, production and expiry date, name of the food product and a Arabic sticker which are accepted by Customs (Kuwait.doingbusinessguide.co.uk, 2018). Next is the conducting a business through an agent. As agencies are governed by the Law No.36 of 1964, which regulate the needs of agents who are appointed by foreign company to engage in government contract work, have few key aspect such as the agency must register with the Ministry of Commerce and Industry, the responsibility of Kuwait agent vary greatly case to case, and remuneration of the agent should be mutually agreed between the agent and the company. The next are the most favourable for the company, the Kuwait Free Trade Zone (FTZ) which make foreign ownership up to 100 percent, exemption of corporate tax income and all export from the FTZ are exempt from tax (PWC, 2015).
[bookmark: _Toc513760110]3. Conclusion
[bookmark: _GoBack]Kuwait are an exceptional country to be the target of exportation. As recently the government of the UK having a better relationship with the Kuwait government, this project to expand the territory of welsh product to Kuwait might be an opportunity from the heaven, Truth to be told, although there are a very eye-catching country, but they have perk which may be very challenging to the company to business in the country, especially in terms of cultural values. Not just that, doing business with the Kuwait’s complex business environment requires flexibility, patience, and persistence, where many of the exporters and investors in Kuwait face these challenges (Export.gov, 2018). In order to encourage exporting to the Kuwait the Kuwait government had established Kuwait Free Trade Zone (FTZ) which make foreign ownership up to 100 percent, exemption of corporate tax income and all export from the FTZ are exempt from tax. All the pros and cons make the Kuwait as a country that is worth to expand the market to.
[bookmark: _Toc513760111]4. Recommendation
By applying the suitable mixture of marketing mix, the chances of the business to be successful are high. Having an Internal people on the country would be very helpful if wanted to start business in the Kuwait. Thus, government need to provide a sufficient funds to support this activity to be successful since it will benefits all party. Therefore, careful planning and personal relation plays the critical role for succession in Kuwait.
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