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 What Is Wrong With Some Many People's Idea of Doing International Business?
People have varied views about going global. Some consider the strategic imperative of going global as the best hope for economic stability while others consider it as the greatest threat.  The TED video excerpt focuses about why some people have wrong ideologies regarding going global (Szwast, 2015). 
The first identified idea is that many business entrepreneurs who own a company or some companies in the domestic market and have got a strong presence in this market tend to fee market opt not to global because of the unknown. Such people hold that going global might backfire given the uncertainties in the market, resulting to collapse of the business. In this instance, global opportunities are not utilized because of people being filled with doubt.
Secondly, people’s ideas are filled with uncertainty. Based on the TED video, entrepreneurs have a notion that it will be difficult to maintain global success or rather achieve it in the first place because of the uncertainties regarding how to reach foreigners markets (Szwast, 2015). 
Thirdly, many people perceive that their idea of venturing in international markets will be volatile to stiff competition and hence reduced profit margins in the long run. The TED video illustrates that going global is not necessary for the engagement of large conglomerate companies only but also, the small businesses. The SMEs fail to venture into tap into global opportunities because of the speculated doubt.
What Issues this Presents
First, failure to venture into global markets because of doubt results to the unopened window of opportunities.  Szwast pinpoints despite the unpredictability of global trade, companies should focus on starting with small merchandises and monitor their progress. Doubt results to self-imposed boarder (Szwast, 2015). Secondly, uncertainties trigger the issue of how to handle each type of customers in international markets, for instance, the curiosity of, what if we sell people we are not supposed to. In this instance, an issue of failed to tap to these markets leads to deterred growth. Thirdly, the fear the entrepreneurs have that venturing into international markets is the inherent risk is in itself an issue. This negative aspect makes companies veer off from investing in these global opportunities resulting in reduced millionaires next door.
Why Companies Hesitate to Move into the Global Market
Many companies hesitate to venture in international markets because of the failures of the pioneers who had moved earlier. This reason holds merit because in most cases the only difference between a failure and a success is that companies which are prosperous are more willing to disclose about how strategies work on the ground rather than those who failed. This often makes companies hesitant from investing in such markets.
Consequently, companies are hesitant to venture into global markets because they perceive that having a strong domestic brand would not automatically translate to success in foreign markets. In the video, Szwast reveals that the perspective of the international markets we holding onto is wrong. He argues with a justification that 98% of US exporters are in fact companies with less than fifty employees, as such he urges the SMEs to think global and tap to those global opportunities without fear and doubt (Szwast, 2015)
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