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2) a)  The quantity of an item that company has to offer at a particular price is known as demand.
The number of goods that manufacturers are able to manufacture at a particular price is referred to as supply.
b) The three  factor which can affect the demand can be the customer’s expectation about potential cost  , income of customer’s and advertising this can gave a rise in goods and services abilities to change in order to produce benefit to the company or fails . 






3)  A UK care manufacturer who wishes to export cars in the US market
Coming up with an international trade strategy is important for UK business. Therefore the manufacturer needs to adopt a successful plan involving strong and high-quality products and a unique product. Unique and quality products will make a massive difference in the market, considering the opportunities available in the US market. Carrying out market research can, on the other hand, be an important way of allowing the company to ensure that they can avoid all the nuances available in the market as well as dealing with competitors. Also, it will be important to assess the demand for the product and come up with a business proposition that would make it worth building an international operation. Therefore, exporting seems to be the most reliable entry mode for the UK manufacturer of cars due to its low risks and fast entry. This involves direct marketing and selling of the manufactured cars into the US market (Goodnow, & Hansz, 1972). While this mode of entry has been significantly used in the past, it is important to note that it is well established and does not require investment in foreign production but rather, the production is done in the UK. Then the cars are exported to the USA. However, it is important to note that there are some risks of costs and control of the marketing and distribution of the products. Also, it does not provide the first-hand experience in staking out the competitors and their positions in the markets abroad. However, for car production adopting this strategy provides for the easiest way to enter the US market, and therefore the company can begin the international expansions successfully. Therefore, the cars will be sources from the UK, and therefore, the company can avoid the expenses of establishing operations and manufacturing processes in the new country. 
b) A large food supplier from the US who wants to enter the European markets
Expanding into the European markets for the food company allows the company to pursue opportunities that are not available in the domestic market and, at the same time, spread the risks of diversification to the European countries. However, before entering the European markets, several factors can influence the company's entry, such as the firm-specific variables, resources, and performance factors related to the company (Watson et al., 2018). In this case, however, the most reliable operation mode for the company in the European food industry is through partnerships and strategic alliances with companies that are already operational in the market. It is important to note that the food industry is a very sensitive industry due to the issues to do with the poisoning and the welfare of the people. Therefore, a strategic alliance will involve contractual agreements with two or more enterprises that stipulate the cooperation and operation modes to achieve the company's required goal. This, however, calls for evaluating the value of the partners that the company will partner with and the tangible and intangible aspects the partners will provide. The advantage of partnering with local firms in Europe is that they will be better at understating the local food cultures, market trends, and business ways. It is also important for the company to partner with recognized partners with reputable brands. Also, it will allow the partners to share the risk and resources required for entering the markets. At the same time operating through partners allows for easier entry in the market, risk sharing, tech sharing, joint development of products, and conformation with the government regulation. 
C) A Chinese manufacturer of phones and accessories who wants to enter the UK market
The Mobile phone technology industry is very advanced in society, especially in the UK. There are giant companies already operating in the UK market, and therefore, entry into the market is likely to be faced by a wide range of challenges. Therefore for the Chinese company that seeks to enter the US market, the most appropriate mode of entry and operation would be through acquisition. This is mainly through gaining control of an already operating low-level company in the UK market through buying stocks, exchanging stock, or buying the company from the owners (Buckley, & Casson, 1998). This way, the company will have quick and established access to the UK market. While this process can be very expensive, the company will access an already existing market base and thus extend its operations from there. Also, in the case that the company needs for scale acquisition will provide a good entry and operational procedure. Also, it means that the company will not have to deal with extensive government regulations such as licensing since these are already established and in place. The company will therefore operate effectively by providing the customers with unique and quality products which are manufactured. Also, it is important to note that the Chinese company will be ab;e to have a high degree of control in operations and know the consumers and competition in the market. However, some of the limitations of this entry strategy are the high-level resources and high degree of commitment required for the company to succeed in the market. 

4) WTO Move to Cover The Effects of Brexit  
The UK’s exit from the European Union had a significant impact on trade. One such effect is the imposition of EU tariffs on trade (Thomas & Foster, 2021). Although the TCA still allows for tariff-free trading, the rules are pretty different, and the goods for export or import have to qualify for tariff-free trading individually. Therefore, an advantage that the WTO may have for UK businesses to continue their trade is allowing tariff-free trade. The WTO currently requires countries out of the EU to pay EU tariffs in alignment with the Most-Favored-Nation (MFN) clause. This means that the UK will have to pay equal tariffs as paid by other nations, significantly impacting trade. If the WTO implements tariff-free trade, then the UK can continue enjoying trade benefits as experienced while in the EU.
 Businesses in the UK will now need to apply for Authorized Economic Operator (AEO) status. This will allow business owners to have AEO numbers which make their customs processes easier. However, the UK’s exit from the EU presents challenges, particularly for small businesses that have to apply for AEO. The WTO can benefit businesses in the UK by ensuring ease of application for AEO status, whether small or large businesses. 
Exiting the EU means that the UK is now subject to trade deals rules of origin (Persio, 2021). This means that only goods originating from the UK or EU qualify for the preferential rate of duty. This requirement for the rules of origin presents a trade barrier for UK businesses. Exporting or importing outside the UK or EU may become a challenge because sometimes goods may originate from outside the EU for export to EU or UK regions. The WTO can step in by ensuring UK businesses do not face the trade deals rules of origin. This way, they can enjoy a preferential rate of duty for goods imported or exported anywhere globally.
Another difficulty experienced by businesses after Brexit is additional paperwork (Thomas & Foster, 2021). It has become almost impossible to move goods from within the UK to other countries within the EU or Northern Ireland. Exiting the EU now has the implication of additional paperwork required of UK businesses and this sometimes delays delivery of goods to the desired destinations. Business owners in the UK mainly complained of the additional time, paperwork, and costs of exporting their goods, and most of them decided to opt out of trade with the EU. This majorly impacted their profits being that the UE was one of their major trade partners. The WTO can come in by ensuring UK businesses do not face the problem of additional paperwork required for export and import. The organization can ensure they continue to enjoy the benefits of trade with the EU member states without any additional costs.
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