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International diversification of business involves taking the company beyond boarders to venture into new markets, away from the domestic market where the business is originally created. Many firms that expand business in overseas market encompass many advantages on international diversification (Khan, 2016).  There are several business opportunities that entail business going international, such opportunities may assist the firm to increase revenue, create more job opportunities, establish good business relations with overseas partners, thus in overall create more business. 
Although despite all the advantages accruing for international expansion of business, some companies decide not to expand their business on international frontiers. This could be attributed to a number of reasons that forces the firm not to venture on international market. According to Khan (2016), some firms may forego going international especially when they are performing well in home market, hence sees no need of going to global market. As such, they heavily invest in domestic market keeping in mind that international expansion comes with its numerous challenges and cost and if they measure and find out that local market has good potential for growth, they will obviously settle on home market and tap into the existing opportunities.
Other companies may forfeit to expand internationally when they appear to be struggling into the home market. They see no need of going into the outside market if indeed they are unable to thrive in domestic market. For such firms, international markets are perceived to be more complex and see a number of risks that may seem to be beyond their scope of management, given the fact that they are unable to manage the home market (Khan, 2016). Some firms consider themselves being too small and lack adequate resources to survive in the international market. They preview the international market to be for big firms with substantial resources. This is true, because the overseas market is not for light-hearted, it requires numerous resources to operate and thrive into the market (Vessels, 2012). Some firms consider themselves to lack the expertise to create strategies for international business. Additionally, trade barriers on international market make it difficult for other firms that are intending to venture into overseas market. Some find it too expensive and hard to conduct market research and this makes it more difficult to venture into unfamiliar places without exact market intelligence. 
Many firms going international may prefer to establish their business in regions where regulation laws for business are lax. This is to minimize barriers in international market and also reduce unnecessary costs. Countries with lax business laws provide favorable environments for business and attract more other firms, making business opportunities to thrive in those markets. Many businesspeople prefer to venture into such markets with few regulations for its hard to get wrong side of the law (Vessels, 2012). A good example of such markets is Dubai and Chinese markets. However, beside the advantages gained in those markets, they also encompass potential risks of stiff competition since it’s a favorable environment for most leading firms. Likewise, some businesses may take advantage of lax in laws in those markets and engage in unethical business practices to take advantage over others. In overall, such practices destroy the market and may call for the tightening of rules to control business.
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