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EFFECTS OF NEW BORN INDUSTRIAL TOOL
MANUFACTURER ENTRANTS TO THE MARKET
ON THE GLOBAL SALES OF THE COMPETITORS

B/IMAHWME HOBbIX MITPOKOB HA PbIHKE
NMPON3BOANTE/IEV MPOMbILU/IEHHOIO
OBOPYAOBAHWVA HA ITJTOBAJIbHbBIE MNMPOAAXKN
KOHKYPEHTOB

BAnsiHMe HOBbIX WMIPOKOB Ha CYLLECTBYKOLLMX YYacTHMKOB PbIHKA
NPUHATO cunTaThb Yrpo3on Ans 6usHeca. OfHaKo faHHas yrposa MoXKeT
paccmaTpuBaTbCa M KakK HOBas BO3MOXHOCTb. Ha npumepe pbiHKa npo-
n3BoAMTEsNIEN MNPOMbILLIEHHOr0 060pYyA0BaHUA MPOCNEXKEHblI OCHOBHbIE
hakTopbl N MexaHW3Mbl BAIUSHUSA HOBbIX WIPOKOB Ha CTUMY/MpoBaHue
CYLLECTBYIOLMX YHACTHUKOB PblHKA K MHTepHaunoHanusaumn gesatesb-
HOCTW CBOMX KOMMAHWIA.

In accordance to Porter’s 5 forces theory, the new entrants to the
market are viewed as a threat for the current players. The aim of this
research is to study this threat from a global perspective and explore the
possibility of turning it into a challenge which will lead the manufactur-
ers to step ahead and increase their sales by entering new markets and
selling even more in the presence of the new competitors.

The starting point of the study is a new idea of the current main
manufacturers to be turned into a business plan and later on into a real
business forming a system and organizational structure to become ma-
ture enough to start their exports to outer markets rather than limit
themselves to the local ones.

The entrance of industrial manufacturers into an empty market of
any specific country is not only a threat but also an opportunity for all
other connected industries, the needful customers. The customers get ac-
cess to the products and outputs of this new industry at a lower price and
with higher quality available, the first-comer companies get the advan-
tage of entering the market before other competitors in the same field of
industry.

In order for any successful leaders in the market to keep the pace with
their competitors, it is a must to have longer and further vision, to have
the future estimated and calculated. Each Business as well as each econ-
omy has its own cycles and seasons. Recognizing the peaks and troughs of
other companies can help to have the support of competitors prepared for
troughs and turn a competitor into a helpful ally in the market.

Tool manufacturing leaders can easily manage to have studies over
the local markets and their available potential markets to enter in inter-
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national sphere. It's a need to make sure strategically from management,
financial and operational point of view that they are well prepared and
planned.

One of the plans will be to study current newborn and old competi-
tors. The following parameters need to be well studied and recorded: the
age of the company, the range of products, their capacity of production,
their core competences, the aim of their business; quality class variation
of their production.

The approach here is that a partnership can have a bigger market
covered. But the manufacturers need to be prepared legally to have their
rights and shares well defined to craft a sustainable cooperation.

There are points about newborn competitors, which surely need to be
specially taken into account:

=they are inexperienced in manufacturing especially in bigger
scales,

= they still have tp create an order processing system to have efficient
assured deals,

= they have some weaknesses, which kept them smaller or incapable
of growing.

Newborn competitors from all around the globe will be great partners
in international growth of old systematic well-organized brainstormed
empires through cooperation, well compensating, precise consideration of
the legal aspects of the cooperation and finally keeping the relations close
and tight through humanity values exchanged.

Newborn competitors are harmless unless they grow up without old
manufacturers having plans for their partnership in their shared future
growth.
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MOJTIMTUKA MNMPOTUMB SKOHOMWKIW B TOPIOBJ1E
AOBABJTIEHHON CTOMMOCTbLIO: MNPOBOWM OlNbIT

MHTEeHCKBHOE pa3BUTUE MEXAYHAPO4HbIX TOProBbIX MOTOKOB, MO CBO-
UM Temnam A0 Moc/efHEero BpeMeHU YCTOYMBO omepeykaBluee AMHAMU-
Ky MUpoBoro BBI, NpUMHSITO cuMTaTb OfHOM M3 K/UYEBLIX TeHAEHLNA
pa3BMTMA MUPOBOI 3KOHOMUKWU MOC/efHUX AecATUNeTuii. BMecTe ¢ Tem
pacTyLiee NoHUMaHWe HeafeKBaTHOCTU aHaIM3UPYEMbIX CTATUCTUUECKUX
[JaHHbIX, 06YC/I0B/IEHHOE MHOXXECTBEHHbLIM CUETOM MeXAYHapoAHbIX TO-
BapHbIX MOTOKOB, MPUBENO K HEO6XOAUMOCTU Pa3paboTKU anibTepHATUB-
HbIX METO0B OLEHKWN TOProBOro B3auUMOAECTBMA MEXAY CTpaHaMMU.

MokazaTenn N MeTOAMKM OLEHKU CTerneHW BOB/IEYEHHOCTU CTpaH B
MeX/AyHapoAHble 3KOHOMUYECKME OTHOLLEHUS HY>KAAKTCA B CEPbE3HOM
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