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The Professional Journal from the IOE&IT

Welcome

This is your voice and space to hear about issues that impact
internationally in terms of trade and services sold around the world.
As our businesses face increasing pressure to understand and make
coherent plans for the more complex markets, this journal will
guide you through new markets, legislation and compliance while
oﬀering you thought provoking articles that build on the knowledge
vital to trading eﬃciently and, most importantly, at a proﬁt.

Lesley Batchelor OBE, FIEx (Grad)
Director General

Welcome

to our first edition of the
new Institute journal.

This issue has four country focused sections looking outside the EU
towards the Commonwealth and broader markets. Malaysia, India
and Kenya oﬀer markets that recognise English law which makes
forming business relationships easier if not necessarily easy, while
Mexico oﬀers a gateway to the NAFTA trade agreement countries, a
productive work force and a market ready and willing to do business.
These country insights are supported by our own experts who will
add details of doing business in these markets vital to trading
eﬃciently and understanding the tariﬀs or regulations you may face.
This is just part of the Technical Help for Exporters service that the
Institute provides as part of membership.
We are very honoured to have some great experts in this issue with
the world-renowned economist Dr John Llewellyn, ex-OECD and
professor at Cambridge University, oﬀering us the numbers behind
leaving the EU. While leading Intellectual Property lawyer, Liz Ward
provides an outline of your position, or potential outcomes, in terms
of leaving the EU and how that may impact on your IP portfolio.
Which leaves me with one very important announcement. This year
Terry Scuoler CBE, ex CEO of the EEF, has been elected our chair
and we look forward to working with him and Lord Green, our
President, over the next year. We are nonetheless saddened to lose
Ian Taylor who has looked after the Institute as chair for over half a
decade and I’m sure you’ll join me in sending him our heartfelt
thanks and wish him well with his endeavours, although he will
remain involved on various committees and boards as our
representative.
Each quarter we will bring you new and interesting articles and we
would like to hear from you, our members as experts in your own
ﬁelds. Contact editor@export.org.uk with your ideas or thoughts. n
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The Minister of State for Trade
and Export Promotion, Baroness
Rona Fairhead, outlines her vision for
the future of UK Trade and Export.
The UK has a proud history as a great, global trading nation and we aim to
build on that legacy for future generations. We were among the first countries
to recognise the vast potential of free trade and promote its benefits to
others. That commitment has remained the foundation of British economic
and foreign policy for hundreds of years. And yet, before last July, we had
no dedicated department for international trade. u
8 : Membership : Training : Qualifications : Advice
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Baroness Rona Fairhead
Since its creation, the Department
for International Trade has helped
secure more foreign direct
investment projects than ever
before, supported thousands of
businesses to export their goods
and services, and started work on
scoping the potential for future
free trade deals.
Britain remains Europe’s number
one destination for foreign direct
investment. The latest ﬁgures show
more than 2,200 inward investment
projects in 2016-17 – the highest
ever – with more than 75,000
jobs created, and almost 33,000
safeguarded – the equivalent of
2,000 per week.
During the same period, British
businesses exported more than £41
billion worth of goods and services
supported, in part, by government
Ministers who made more than 100
international visits to promote their
capabilities.
With the negotiations to leave the
EU underway, our department
has also been busy preparing the
ground and planting the seeds for
new trade deals with countries
across the world. We have built a
Trade Policy Group of almost 400
people, led by our new recruit,
Crawford Falconer who is an
internationally-recognised trade
expert with 25 years of experience.
Over the past 12 months, we’ve set
up 14 trade ‘working groups’ across
22 countries to explore the best
ways of progressing our trade and
investment relationships.
I joined the Department with a
speciﬁc remit to lead on trade and
exports. Our vision is to make the
UK a country that can trade its way
to prosperity and through that bring
greater stability and security. At the
heart of our vision will be an
ambitious export strategy, with a
focus on serving businesses, both
large and small.

We will aim to oﬀer targeted
support for UK businesses, open
more international markets and
promote UK companies and supply
chains overseas.
There is a real global appetite not
only for British goods and services,
but also for our expertise and
innovative approach. And the
opportunity to grow is signiﬁcant,
for although we have a number of
world-leading exporters, almost
60% of our large businesses have
no overseas sales – and that
percentage is even higher for
our SMEs.
We want to help existing exporters
expand their overseas sales, and
support businesses new to exporting.
We will make sure our oﬀerings
are focussed and ﬁt for purpose
by listening to companies, trade
associations and other representatives and stakeholders; and we will
seek to provide what they need
whether it be guidance and
support, opportunity identiﬁcation,
trade ﬁnance and insurance or
marketing and promotion.
Inside the UK, our sector groups
will work to understand our supply
chains – and the ways we can
support our businesses even better.
We will enhance our ability
overseas to identify speciﬁc sector
opportunities for UK competitors.
This ability will be enhanced by the
appointment of 9 regional Trade
Commissioners operating across
the globe to spearhead our activity.
Our world-leading digital service,
https://www.great.gov.uk/uk/, is
already putting ﬁrms in touch with
global buyers and lists thousands of
export opportunities at a click of a
mouse. We hope to continue to
enhance its capability.
We’re also doubling specialist
ﬁnance and insurance to £5 billion,
to ensure every viable export deal
has a chance to succeed.

When we leave the EU we want
to hit the ground running as an
independent trading nation. We
share the view of the European
Commission that the vast majority
of global growth over the next 20
years will be outside the EU, so we
must be prepared to use our new
ﬂexibilities to forge new trading
relationships and boost exports.
But we won’t be turning our backs
on Europe either. Our aim is to
work in a collaborative, constructive
fashion to allow trade to continue
to ﬂourish between the UK and
Europe.
In October we published a white
paper that sets out our preparations
for a future trade policy, and new
legislation through the Trade Bill
will allow that to happen. The trade
paper also addresses how Britain
can be a champion for free trade,
ensuring the global environment
for trade is as free and open as
possible, while defending domestic
industry from unfair trade practices.
We realise that the beneﬁts of free
trade are not always evenly shared,
so we will aim to ensure that
the upside is shared across the
devolved administrations and all
regions of England. Indeed, this
is the primary aim of our newly
re-established and re-vamped
Board of Trade. During its ﬁrst
18 months the Department of
International Trade has been busy,
and for good reason. For centuries
Britain has been the champion of
free trade, a role that brought us
power and prosperity, and deﬁned
who we are.
Now it’s time to reprise that role,
and become a leading, global
trading nation once again. n

Further information
Contact the DIT Media and Digital
Team on 020 7008 3333
Follow us: @tradegovuk | gov.uk/dit
www.export.org.uk : @ioexport : 9
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Announcement

Terry Scuoler CBE announced as new
Chairman of the Institute
The Institute of Export & International Trade recently hosted its
2017 Annual Members Dinner at
One Great George Street in Westminster, London. It was once again
a fabulous celebration of all of our
members’ export achievements
and another year of hard work in
the industry.

at Quortus Limited – a software
company supplying advanced
technology to mobile telecoms
operators and governments worldwide – and we are sure we will be
staying in touch and listening to his
wisdom for years to come. n

It was a particularly momentous
evening with farewells and fond
welcomes dominating the predinner speeches. Chief among
these was the announcement of
Terry Scuoler CBE as our new
chairman, following the Institute’s
AGM earlier in the day.
Terry has been CEO at EEF since
2010 and sits on the boards of
the Sector Skills Council for
Manufacturing and the University of
Sheﬃeld Advanced Manufacturing
Institute, is chair of the Council of
European Employers of the Metal,
Engineering and Technology-based
Industries, and is a member of
several ministerial committees.
In a speech to the members in
attendance, he announced his
excitement to be joining the
Institute’s board in what is sure
to be a fascinating period for the
Institute given the renewed focus
on exporting in the UK following
Brexit.
And with every appointment comes
a farewell. Ian Taylor FIEx has been
chair of the Institute for half a
decade and continues to be a
tireless and passionate advocate
for export. He remains the CFO
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News

UK exporters set for a sugar rush
The UK's sugar beet industry is looking to ramp up production, as European Union quotas came to an end at
the beginning of October after nearly 50 years. For the ﬁrst time since 1968 the UK can produce and sell as much
sugar around the world as it would like. The end of the quota also means that French, German and other EU
producers can sell more sugar into the UK.
Experts predict that could result in lower prices – but the British industry is conﬁdent it can compete. British Sugar –
which also makes Silver Spoon sugar – plans to step up production immediately and is looking to sell 1.4 million
tonnes this year, up from 900,000 last year. It's also planning to export sugar to the world market for the ﬁrst time in
at least a decade. n

UK seeks trade ties with South America
The British Government has
opened trade talks with three
South American countries, in
eﬀorts to boost trade with the
region. Colombia, Ecuador and
Peru are the focus of what the
Department for International
Trade (DIT) is calling a new “trade
dialogue”.
Following the meeting in Lima,
Peru, Trade Policy Minister Greg
Hands announced that the government’s export credit agency, UK
Export Finance, will double ﬁnancial
support for UK-Peru trade, oﬀering
up to £4 billion of ﬁnancing available to UK exporters and buyers of

UK goods and services in Peru.
Minister for Trade Policy, Greg
Hands, said: "As we leave the EU,
we need to look outwards and be
a beacon for free trade by forging
independent trading arrangements
with growing economies around
the world.
"That is why, as an international
economic department, we are
activating new trade dialogues to
provide continuity with emerging
markets in Latin America. We want
continuing access for export
opportunities for British businesses."
Minister for Investment, Mark

Garnier, said: "The economies of
Latin America have already seen
steady growth. We want UK
companies to take advantage of
the opportunities."
The Peruvian Minister for Trade and
Tourism, Eduardo Ferreyros, said:
"Minister Hands’ visit to Peru marks
the beginning of what will be a very
fruitful dialogue in order to ensure
continuity in our preferential trade
relationship. The UK is a very
important partner for Peru in
Europe, and we look forward to
boosting our trade and investment
ties as new opportunities arise for
our businesses." n

China lis restrictions on cheese imports
British cheese makers have something to smile about, as China recently lifted bans that had been imposed on
Stilton and other cheeses described as “mouldy”, which Chinese authorities had claimed presented a health hazard.
Following complaints from the European Union, the restrictions have been removed with immediate eﬀect. n

Arms exports to Saudi Arabia
Arms exports to Saudi Arabia exceeded £1.1 billion in the ﬁrst half of 2017, following a spike in sales. The Prime
Minister visited Saudi Arabia after triggering Article 50 to start the Brexit process in March. Saudi Arabia was identiﬁed
as one of a number of markets for potential growth after the United Kingdom leaves the European Union.
The exports come amid concerns about Saudi Arabia’s military intervention in Yemen, and also follow criticism
of the Department for International Trade for using soldiers to carry out demonstrations on behalf of weapons
manufacturers. n

To be featured in the next edition of The Professional Journal from the Institute of Export &
International Trade publication – please send your press release to us at: editor@export.org.uk
www.export.org.uk : @ioexport : 11
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News

UKEF to oﬀer export support to SMEs through partnership
with high street banks
UK Export Finance (UKEF) is
launching a new partnership with
ﬁve major high street banks to
allow smaller businesses to access
millions of pounds in governmentbacked trade ﬁnance.
Partnering with Barclays, HSBC,
Lloyds Banking Group, RBS/NatWest
and Santander, UKEF will also be
able to extend its support to supply
chain companies of UK exporters,
signiﬁcantly increasing the number
of businesses able to access UKEFbacked trade ﬁnance.
As a result, smaller companies that
support big UK exporters will be
able to secure government-backed
ﬁnancing to deliver products and
services and beneﬁt from their

clients’ international business.
The new partnership was initially
agreed in July and means that for
the ﬁrst time companies which
supply exporters will be able to
access UKEF-backed ﬁnance to
help them to become part of major
export contracts.
The partnership is able to oﬀer
ﬁnance for up to £2m and SMEs
can access UKEF support directly
from their bank quickly and
eﬃciently, without the need to
apply separately.
Where previously it could take
weeks in addition to the banks’
own turnaround times to access
this support, it will now take a
matter of seconds where an

application for ﬁnance is eligible.
Secretary of State for International
Trade, Liam Fox said: "Small
businesses are the backbone of
our economy, and giving them
the support they need to seize
international trading opportunities
is a priority for the Department for
International Trade as an international economic department.
That’s why we’re partnering with
the ﬁve major high street banks to
make government-backed ﬁnance
from UK Export Finance readily
available, in a matter of seconds,
opening up new global contracts
to businesses across the UK." n

Tributes paid to exporting titan Mike Strawson
The Institute was saddened to hear of the passing of
Mike Strawson FIEx, who died on Sunday 8th October
after a brave battle with cancer.

A man of tremendous enthusiasm and energy, right
up to an age when many people would prefer to take
it easy, he co-authored a leading export industry guide
and contributed to newsletters and magazines on
international trade.

One of the Institute's most honoured members, Mike
was very well-known and held in high esteem in
Yorkshire where he assisted hundreds of companies
with diﬀerent aspects of international trade during 13
years as Chamber International’s senior export trainer
and acted as host at dozens of networking events to
encourage more businesses in the Leeds City Region
to start exporting.

Chamber International director, Tim Bailey, says: “Mike
was highly respected and regarded with aﬀection by
our whole team, not just for his considerable expertise
in exporting but for his qualities as a wise, kind and
considerate individual. He was not just a colleague to
me but a good friend too.

Mike, who was involved in exporting from the age of
17, received the IOE&IT Lifetime Achievement award
in 2013 for his outstanding contribution to export sales
and also in teaching international trade skills to others.
He also received a prestigious Fellowship from the
Institute, which he joined as a student in 1962.

“Mike trained and advised hundreds of businesses
throughout the UK and beyond and I suspect that these
sentiments are shared by many people within those
organisations as well. Mike Strawson was a man you
were glad you had met and you did not wish to let the
memory fade.”
The Institute sends its warmest and sincerest
regards to Mike's family and the team at Chamber
International. n
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News

Growing wine exports could give Global Britain some sparkle
Much has been written about the booming growth of
the English wine market, but it’s only now that exports
in the industry are starting to sparkle.

high quality produce – is in many ways much harder
to crack.

With the number of markets being shipped to up to 27
from 19 in 2015, and targets for 2.5 million bottles to be
exported by 2020, English wine could become a real
boon for the food and drink industry as a whole. The
industry in general continues to grow with Scotch
whiskey its perennial ﬂag bearer.

The barrier to trade for English wineries has always
been the shortage of the suitable land and hot weather
needed to grow wine grapes, but global warming is
starting to sip away at this obvious obstacle. As perverse
as the cause may be, the UK’s productivity in the industry is only going to increase as the country becomes
hotter.

The wine industry is now hitting sales of 130 million, but
in 2015 only 250,000 of the four to ﬁve million bottles
produced a year could be counted as exports.

The challenge going forwards is more likely to be one
of improving reputation – one which lags way behind
that of the Spanish, Italian and French winemakers.

Consistent growth is being fuelled by demand from the
North America and South East Asia markets in particular.
Indeed, selling to France, Spain and Italy – where there
are obviously massive domestic markets of cheaper,

But given that demand for English wine is largely
beyond the EU, it’s possible that the industry could
become a ﬂag bearer for a post-Brexit Britain. n

Bluebell Vineyard Estates, image courtesy of English Wine Producers
www.export.org.uk : @ioexport : 13
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Queen's Awards Gala Dinner

Queen's Awards Gala Dinner

The Institute played host to a majestic evening of celebration at the Royal
Horseguards Hotel, with HRH The Princess Royal privy to an inspiring
congregation of Queen’s Awards winners and key international trade figures.

Hear it from those who were there

The Gladstone Library – dinner in full swing

Following a glamorous drinks
reception (sponsored by Yusen
Logistics) inside the landmark
Victorian hotel’s Reading & Writing
Room, attendees were treated to a
special three-course dinner in the
Gladstone Library. The library looks
just as the four times PM William
Gladstone would have known it –
fully shelved with 30 thousand
volumes, though these days the
books are decorative replicas.
Cathy Newman’s wide-ranging
keynote speech
Keynote speaker Cathy Newman,
of Channel 4 News anchor fame,
delved into some of Gladstone’s
collection, remarking on his
penchant for tomes about fruit
farming. Her wide-ranging speech
swung across recent political and
journalistic history, careering
through Margaret Thatcher’s ‘power
handbags’, colleague Jon Snow’s

squeamishness on TV cooking
programmes, insights into her
experiences as female journalist,
and London’s sewage pileups.
Quite a way to celebrate for the
Queen’s Awards winners
It was quite a way for the Queen’s
Awards winners to celebrate their
achievements. All winners from the
International Trade category were
invited to the annual dinner hosted
by the Institute, to go along with
their year’s free membership.
Two members of each team had
already met Her Majesty the Queen
at a Buckingham Palace reception
for the Queen’s Awards, but the
gala dinner was a great opportunity
for the wider teams of the winning
companies to celebrate and have
their own royal engagements with
HRH The Princess Royal.

14 : Membership : Training : Qualifications : Advice

"After having had the honour to
discuss Merci Maman’s export
strategy with Her Majesty The
Queen in July, it was a great
honour to meet HRH The Princess
Royal at the Queen’s Awards Gala
Dinner organised by the Institute
of Export. We celebrated successes
and got the chance to network with
like-minded British brands. Whilst
the UK remains our core market,
we see signiﬁcant potential to
expand overseas and look forward
to developing exports from our
London atelier." Arnaud de Montille,
Merci Maman
"The Queen’s Awards dinner was
a ﬁtting and enjoyable end to
our Queen’s Award celebrations.
It was very well attended and a
great opportunity to network. We
were also delighted to be picked
to be in the receiving line and
have time with HRH The Princess
Royal." Graham Smith, Fish4Dogs
Ltd.
"The event was very well organised
and we very much enjoyed meeting HRH The Princess Royal who
showed a real interest in what we
do. It was a pleasure to meet more
of the Queen’s Award winners and
very inspiring to learn about their
businesses. The venue was
excellent and we really enjoyed
the dinner." Lucinda O’Reilly, Ecotile
Flooring Ltd. u

Lesley Batchelor OBE, Director General of the Institute greets
HRH The Princess Royal upon arrival at the Royal Horseguards Hotel

World Trade Matters

Queen's Awards Gala Dinner

Many thanks to Yusen Logistics
The evening was also a great opportunity for networking
between exporters, the Institute team, and organisations
from the broader international trade industry. We’d like
to thank Yusen Logistics for their support in sponsoring
the drinks reception. They told us: “Yusen Logistics
started their relationship with the Institute of Export
some 18 months ago and were very proud to be the
event partner for their 2017 Queen’s Awards for Export

Gala Dinner. This annual event to celebrate the success
of the Queen’s Awards for Export winners is always
prestigious and was even more so this year with the
presence of Her Royal Highness The Princess Royal.
It was a great honour for Yusen Logistics to celebrate
with the Award winners and also support the excellent
work that the Institute of Export & International Trade is
doing to help UK businesses expand internationally.”
Roger Warlow, Business Unit Director u

HRH The Princess Royal chats to the team from Queen’s
Awards winning company Tsunami Axis

Guests from Queen’s Awards winners
Rentokil Initial

HRH The Princess Royal is in high spirits
chatting to Dr Nils Hempler and Dr James
Bain from Queen’s Awards winners
M Squared Lasers

16 : Membership : Training : Qualifications : Advice

Guests from Queen’s Awards winners
Bancroft Soft Furnishings
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Queen's Awards Gala Dinner
Broadcaster and journalist Cathy Newman was guest
speaker at the dinner

HRH The Princess Royal meets Roger Warlow from
Yusen Logistics, sponsors of the drinks reception

Carl Brooker and Tim Beaujeux from
Dianne Lee Regulatory Consultancy Ltd,
Queen’s Awards winners

Queen’s Awards winners Sam Rousseau
and Vanda Johnson from Nisbets

Guests from Queen’s Awards winners
Whizz Education

Guests from Queen’s Awards winners
GJD Manufacturing

Guests from Queen’s Awards winners
SBD Automotive

Guests from Queen’s Awards winners
MastaPlasta

The Director General’s ﬁnal words. Director General of the Institute of Export
& International Trade, Lesley Batchelor OBE, said: “Once again this was a
fantastic evening with a truly inspiring gathering of UK businesses. We were
deeply honoured that HRH The Princess Royal could share the evening with
us. It was a pleasure to watch her speak to each of the winners and a thrill
that the Queen’s Awards winners had such a wonderful time". n
www.export.org.uk : @ioexport : 17
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Economic Review

Let the numbers speak

For Brexit not to reduce UK exports, and thereby GDP, would require that
whatever reduction takes place in exports to Europe be offset by increases
beyond. So much is obvious: the real issue is how feasible this might be.
Here it pays to consider the basic numbers.
In brief, the European Single Market
is the UK’s largest export destination,
taking nearly half of all its exports.
Beyond Europe, there are only two
really large importers: the US and
China. There are of course many
others, and some are fast-growing,
but they are in general small. India,
for example, accounts for only 3 to
4% of the world’s imports; Australia
and New Zealand do not even
feature in the top ten.

• Top UK industry-export
destinations:3 EU (49%); US
(12.0%); China (4.0%); Canada
(2.9%); Sweden (2.2%); Australia
(2.1%); India (2.1%); Russia (2.0%);
Switzerland (2.0%); Japan (1.8%).

• Top 10 commercial-services
importers: Extra-EU27 (18.6%);
US (12.2%); China (10.3%); Japan
(5.1%); India (4.0%); Singapore
(3.8%); Russia (3.2%); Korea (3.1%);
Canada (2.9%); Switzerland (2.5%).

• Top UK services-export
destinations:4 EU (45.6%); US
(18.0%); India (3.2%); China (3.1%);
Japan (2.7%); Australia (2.5%);
Singapore (2.3%); Canada (2.2%);
Russia (2.1%); Sweden (2.0%).

Displacing other countries’ exports
to, or domestic suppliers in, other
markets is always a challenge. Size
matters. To oﬀset the loss of 1% of
the EU’s import market for services,
for example, the UK would need to
achieve an increase of over 4% of
Japan’s import market or 6% of
Canada’s market.

Here are the key numbers:
• UK exports of goods and services
are about 21% of UK GDP (value
added basis).1 Around 40% are
goods, 60% services. In turn,
three activities account for about
40% of the overall total: business
services; ﬁnance, and insurance;
and wholesale and retail trade.
The contribution of these three
broadly equals that of the top 13
industrial sectors (Figure 1).
• Just under half (47%) of the UK’s
exports go to the EU (Figure 2).2
The top 6 countries account for
around 75% of that.

So much for present arrangements.
Over time, new trade agreements
could open up new markets to UK
exporters. A key measure of the
potential scope is the extent to
which countries import:
• Overall, the EU27 (excluding
intra-EU trade) rivals the US as
the world’s largest importer:5
• Top 10 merchandise importers:
US (15.9% of total); Extra-EU276
(13.4%); China (12.9%); Japan
(5.4%); Hong Kong (4.0%); Korea
(3.5%); Canada (3.1%); India (3.0%);
Mexico (2.7%); Switzerland (1.8%).
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Markets that are both large and
fast-growing – China meets both
criteria – naturally oﬀer particular
potential. That said, the trade deal
that the UK was able to secure
would, in each case, have to be
in some sense “better” than that
which it already has – the one that
the EU has already negotiated on
behalf of the UK and all other EU
members. In that context, it is
noteworthy that Germany, trading
under that EU-negotiated trade
agreement, currently sells nearly
ﬁve times as much to China as the
UK does. u
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Economic Review
Figure 1: UK domestic value added in gross exports, sectors

Figure 2: UK domestic value added in gross exports, partner shares

Sources: OECD Trade in Value Added Database
Notes: data are for 2011.

Sources: OECD Trade in Value Added Database
Notes: data are for 2011.

1

2

Export and import data are often cited on a ’gross’ basis: thus export
ﬁgures, for example will be inﬂated to the extent that exports have an
imported element. The inappropriateness of such a measure can be
seen particularly in the case of countries such as Hong Kong and
Singapore, which record values of gross exports well in excess of GDP.
This reﬂects, of course, the particular large amount of entrepôt trade in
which these economies engage. However, even large economies
typically have a signiﬁcant import component in their exports – and
particularly in their exports of manufactures, given the extent and
complexity of modern supply chains, with much important sourcing
of components from abroad. For the UK, the share of domestic
value-added in gross exports is around 77% and the domestic valueadded shares in industry and services are 66% and 88% respectively.
Accordingly, the OECD has produced data on the conceptually more
appropriate ‘value added’ basis, whereby the (domestic) value added
component of exports and imports is recorded. One disadvantage of
this data is that they are not able to be updated as frequently as the
gross data – the latest currently available data are for 2011. But
notwithstanding this they give a much more accurate overall indication
of the amount of domestic resources that go into exports.

Dr. John Llewellyn
Partner

Before co-founding Llewellyn Consulting, John was
Global Chief Economist and then Senior Economic
Policy Advisor at Lehman Brothers. This followed
almost twenty years at the Organisation for
Economic Cooperation and Development
(OECD) in Paris, where variously he was Head of
International Forecasting and Policy Analysis, Editor
of the OECD Economic Outlook, Deputy Director
for Social Affairs, Manpower and Education, and
finally Chef de Cabinet to the Secretary-General.

On a domestic value added basis.

3 Source: OECD Trade in Value Added Database. Industry refers
to mining, manufacturing, and utilities.
4

Source: OECD Trade in Value Added Database

5 These data are quoted on a gross basis, rather than a value-added
basis. This is not ideal, but it almost certainly does not lead to any
signiﬁcant distortion of the overall picture. Source: World Trade
Organization International Trade Statistics 2015. Data are for 2014.
The US has around 19% of world imports and the EU27 is estimated
to have roughly 18% of world imports.
6

The relevant concept here is EU imports from outside its member
countries – so-called ‘Extra-EU’ exports and imports. Numbers
recorded on this basis are thereby comparable with, for example, those
for the US, which naturally do not include intra-US (inter-state) trade.
EU28 data have been adjusted to exclude the UK based on the ratio of
extra-EU28 merchandise imports to total EU28 merchandise imports.

Prior to that he spent nearly
ten years at the Faculty of
Economics of the University of
Cambridge, and he was also
a Fellow of St. John’s College.

John earned his undergraduate degree at the
Victoria University of Wellington, New Zealand,
and his doctorate at the University of Oxford.
He has published widely.
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Commonwealth

Ready for business: Commonwealth

The Commonwealth is home to a vast array of countries, communities and
industries. No other group in the world includes states ranging from Vanuatu
to Australia. The CWEIC celebrate this diversity by representing businesses
and entrepreneurs who are pursuing an innovative and growing trade and
investment agenda.

Richard Burge
Chief Executive of the
Commonwealth Enterprise
and Investment Council
(CWEIC)

The Commonwealth is not a relic
of the past but rather a “great global
good” promoting human rights,
good governance and democracy.
In the case of the Commonwealth
Enterprise and Investment Council
(CWEIC) – the only Commonwealth body with a mandate to
promote trade and investment
between the Commonwealth’s
52 member countries and businesses – we are actively working to
reposition the network as a powerful global trading platform ﬁt for the
21st century and beyond.
In April 2018 we will be convening
the Commonwealth Business
Forum which will be held in the UK
for the ﬁrst time in 20 years. 800
business leaders and 30 Heads of
Government will meet in London
to discuss trade and investment,
representing the interests of over
2.6 billion people. This is a truly
unique and historic opportunity

to promote and celebrate the very
best of the Commonwealth to a
global audience.

event. Businesses interested in
ﬁnding out more should contact
us at info@cweic.org.

The potential is huge. It is estimated
that intra-Commonwealth trade
in goods and services in 2015 was
$687 billion and is projected to
surpass $1 trillion by 2020. We have
a readymade, English speaking bloc
straddling every continent of the
world, with common or similar legal
and other systems, a combined GDP
of $10.4 trillion or 14% of global
GDP and a population of 2.4 billion
or a third of the world.

We will also be inviting our 100
CommonwealthFirst Export
Champions to participate. These
Export Champions are a carefully
selected group of UK SMEs, with
innovative and exciting products,
who are interested in exporting
to Commonwealth countries. We
have led trade delegations to India,
Malaysia and Canada with a further
delegation expected to travel to
the Commonwealth Games in
Queensland Australia as part of
the Trade 2018 agenda. We are
currently recruiting for our ﬁnal 25
Export Champions and would be
delighted to receive applications. n

Our Strategic Partners, global
corporates such as Standard
Chartered, JCB, Prudential,
Santander, Government of Jersey
and Burberry, are fully engaged in
the process of putting together the
agenda for CBF 2018 and we are
delighted that Institutional Partners,
City of London, will be hosting the
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More information can be found here
http://www.commonwealthﬁrst.org/.
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Commonwealth

Commonwealth
member countries
Africa
Botswana
Cameroon
Ghana
Kenya
Lesotho
Malawi
Mauritius
Mozambique
Namibia
Nigeria
Rwanda
Seychelles
Sierra Leone
South Africa
Swaziland
Uganda
United Republic
of Tanzania
• Zambia
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•

Asia
•
•
•
•
•
•
•

Bangladesh
Brunei Darussalam
India
Malaysia
Pakistan
Singapore
Sri Lanka

Caribbean and
Americas
• Antigua and
Barbuda
• Bahamas
• Barbados
• Belize
• Canada
• Dominica
• Grenada
• Guyana
• Jamaica
• Saint Lucia
• St Kitts and Nevis
• St Vincent and
The Grenadines
• Trinidad and Tobago
Europe
• Cyprus
• Malta
• United Kingdom
Paciﬁc
•
•
•
•
•
•
•
•
•
•
•

Australia
Fiji
Kiribati
Nauru
New Zealand
Papua New Guinea
Samoa
Solomon Islands
Tonga
Tuvalu
Vanuatu
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Market Profile: Doing Business in India

Doing Business in India
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India overview
There are several reasons to choose India as an export
destination; India has a fast-growing economy with one
of the world’s largest youth populations, expanding
emerging cities, with more than 50 cities now over a million
people, rising personal incomes are creating a new middle
class consumer market and English is widely spoken.
India is one of the fastest growing
economies in the world. The UK
exported goods worth £6.35 billion
to India and services valued at £2.24
billion in 2014, and the UK is the
third largest investor in India.
It has a vibrant and expanding
consumer market of over 1.2 billion
people, and with more than a
quarter of the world's under 25’s,
is destined to be the world's 3rd
largest economy by 2030. This

makes India an extremely attractive
market with broad-ranging
opportunities for UK exporters.
If you are looking to expand your
business abroad, exporting is often
a logical place to start. There is
strong evidence to suggest that
companies which export tend to
grow faster, employ more people,
and become more efficient and
profitable than their non-exporting
counterparts.

Download the
free Mobile App
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Sir Dominic Asquith KCMG, British High Commissioner to India
India is one of the bright spots in the global economy. It is a country of 1.3 billion
people growing at over 7% per annum and forecast to continue doing so for the
foreseeable future.
Our trade and investment relationship is strong and getting stronger. Bilateral trade
amounts to over £16 billion annually; the UK is the biggest G20 investor in India,
employing 1 in 20 people in India’s formal sector; and India is the third largest investor
in the UK. British companies agree that things are looking up – Prime Minister Narendra
Modi is spearheading an ambitious programme of economic reforms which is
designed to generate jobs and growth for an increasingly global India. One such
programme is focussed speciﬁcally on enhancing India’s ranking in the World Bank’s
Ease of Doing Business index.
India is a large and diverse market. Whether your focus is on projects in infrastructure or energy, providing skills and
training for the 1 million Indians who enter the workforce every month, or sharing technologies which underpin the
dynamic evolution in manufacturing and services, India is a market which UK businesses would be hard-pressed to
ignore.
The team here is committed to working on the ground and through Ministerial and business dialogues, to ensure
that UK businesses succeed in India. I hope you will choose to be one of our success stories.

Sir Dominic Asquith KCMG
British High Commissioner to India
www.gov.uk/world/organisations/british-high-commission-new-delhi
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When exporting to India the following general requirements apply

Import General Manifest
IGMs are to be ﬁled (by a registered
person) with the EDI Service Centre
at the respective customs oﬃce or
via internet through ICEGATE (Indian
Customs and Excise Gateway).
Where the EDI system has not yet
been implemented, a hard copy in
duplicate may be submitted.
The following documents must
be enclosed: copy of the last port
clearance; Port Trust "no demand"
certiﬁcate; application for sign
on/sign oﬀ of crew, if applicable;
application for crew baggage
checks; separate declaration sheet(s)
appended to the cargo declaration
in respect of the following goods (or
a nil declaration if none of the below
are carried): arms, ammunition,
explosives, narcotics, dangerous
drugs, gold, silver.
Bill of Entry
To be completed by the importer in
English and submitted electronically
with 24 hours via ICES (Indian
Customs Electronic Data
Interchange System).
A Bill of Entry number is generated
upon correct ﬁlling of data. The
importer then has to present the
signed print out of the Bill of Entry
with all relevant documents to the
customs oﬃcer for clearance of
goods. Two other copies are then
generated and handed to the importer
while the original remains with
customs.

By Luvinson Fernandes

Commercial Invoice
This document may be prepared in
any language but a translation in to
English is recommendable. The
original copy should be submitted.
The customary minimum content
includes: name and address of the
seller; name and address of the
consignee; name and address of the
buyer, if other than the consignee;
place and date of issue; invoice
number; country of origin; place of
loading; port of discharge; place of
delivery; ﬁnal destination; transport
information, including vessel/ﬂight
number; terms of delivery and
payment; marks and numbers,
number and type of packages,

including packing details for loose
cargo or container number for full
containers; exact description of
goods with HS codes; quantity of
goods; unit prices and amounts,
including net and gross weight (in
any freely convertible currency
and/or INR); import licence number,
if applicable; signature of the
exporter; conditions, if any. It is
advisable to display the following
declaration on the Commercial
Invoice: "We declare that the invoice
shows the actual price of the goods
described and that all particulars are
true and correct".

Air Waybill/Bill of Lading
Usually issued in English, this document is to be prepared by the carrier
or his agent. No speciﬁc form required, provided that the document
corresponds to the applicable
conventions regarding both form
and content, which in practice leads
to a large scale standardisation of
the employed forms.

Pro Forma Invoice
No speciﬁc form required. The Pro
Forma Invoice usually contains the
same information as the ﬁnal
Commercial Invoice, but may be
more concise. Additional details
made known only in the course of
the shipment or after accomplishing
certain application procedures will be
included in the Commercial Invoice.

Declaration for Dangerous Goods
Shipped via Sea Freight/via Air
Freight must be handed by the shipper to the carrier or his agent prior
to the shipment of the goods if
dangerous goods are being shipped.

Packing List
The Packing List is to be prepared by
the exporter in English according to
standard business practice, including
details of the content of the packages, description of the goods, marks
and numbers. To be submitted in
triplicate.
Certiﬁcate of Non-Preferential Origin
This certiﬁcate is to be submitted in
triplicate by the exporter only if
speciﬁcally requested by the importer
or for other reasons. It is, however,
required for particular goods e.g.
woollen/woollen blended textiles.
Proof of Preferential Origin
This document submitted by the exporter is only required if preferential
treatment under a FTA is claimed.
Formal proofs of origin are usually
issued by the competent customs
authorities. In case non-formal
proofs of origin are foreseen by the
relevant rules of origin, these are
made out by the exporter. A Proof
of Preferential Origin may replace a
Certiﬁcate of Non-Preferential Origin,
subject to acceptance by the
customs authorities in the country
of import.

Multimodal or Combined Transport
Document may replace these
documents if two or more modes of
movement of goods are combined
in one transport operation.

Goods and Services Tax
Identiﬁcation Number
A document certifying that the bearer
is registered with the Central Board
of Excise and Customs (CBEC) for tax
purposes. The Goods and Services
Tax Identiﬁcation Number (GSTIN) is
a prerequisite for completing the Bill
of Entry.
The application is to be completed in
English and submitted online via the
website www.cbec-gst.gov.in. The
processing time is stipulated by the
authority. There is no processing fee.
The period of validity is unlimited.
The registration is to be applied for
by the importer at the Central Board
of Excise and Customs (CBEC).
Company Registration
A document certifying that
companies are registered with the
Ministry of Corporate Aﬀairs.
The application is to be completed in
English or Hindi and to be submitted
electronically via the web-portal of
the Ministry of Corporate Aﬀairs.
The period of validity is unlimited.
The registration is to be applied for
at the Registrar of Companies under
the Ministry of Corporate Aﬀairs.
Source: European Commission Market
Access Database
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Economic Overview
India is a very large country made up of 29 diﬀerent states and 7 union territories. The market varies widely across
its many diﬀerent regions and states, and it is a market which requires a lot of patience and a long-term strategy
to be successful.
Beneﬁts for UK businesses exporting to India
There are several reasons
to choose India as an export
destination:
•

English is widely spoken

•

a common legal and
administrative history

•

rising personal incomes creating
a new middle class consumer
market

•

fast-growing economy with
one of the world’s largest youth
populations

•

expanding emerging cities with
more than 50 cities now over a
million people

Growth potential in India
The International Monetary Fund (IMF) has forecast 7.2% growth in real gross domestic product (GDP) for 2017
and 7.7% for 2018. [Source – www.imf.org/external/country/IND/index.htm]
India has removed the majority of its trade barriers to improve the business environment. Huge investment
potential exists in sectors such as life sciences, manufacturing, energy and infrastructure.

Opportunities for UK businesses
in India

India has opportunities in all sectors
as it expands and develops. It is a
price-sensitive market, but there is
a natural ﬁt between the UK and
Indian economies. UK companies

MARKET EXPERTS
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oﬀer goods, technology, services
and expertise in the areas that India
has identiﬁed as critical for rapid
economic development including:

•

ﬁnance

•

iron and steel

•

infrastructure

•

plastics

•

energy eﬃciency

•

animal or vegetable fats and oils

•

vocational skills and education

•

fertilisers

•

healthcare

•

medical, optical, photographic,
measuring, precision, medical
or surgical equipment

The top 10 industries importing
into India are:
•

mineral fuels and oils

•

gems and precious metals

•

electrical machinery, equipment
and parts

•

machinery, mechanical
appliances, reactors and boilers

•

organic chemicals

You can read more about what
India imports at the World’s Top
Exports website: www.worldstopexports.com/indias-top-10-imports.

Important rules of behaviour
include:
•

using your right hand in all
situations

•

always having a business card to
present

Business and oﬃcial contacts are
addressed as Mr/Mrs/Ms or Sri/Smt
(Srimati) with surname. Refer to
business superiors and those senior
in age as ‘sir’ or ‘madam’. Do not
use ﬁrst names unless invited to
do so.

Language and culture in India
India is hierarchical, even in the
oﬃce situation. In meetings, small
talk, particularly about the family,
is highly valued as you build a
relationship.

For more information go to the Doing Business in India Guide website at:
www.india.doingbusinessguide.co.uk or to request a copy of the guide email: institute@export.org.uk
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Quick facts
Oﬃcial country name: Republic of India
Location: Southern Asia, bordering the Arabian Sea and
the Bay of Bengal, between Burma and Pakistan
Population: 1,299.8 million
Capital city: New Delhi
Currency: Indian Rupee (INR)
GDP per capita: US $1,741.7
Languages: Hindi 41%, Bengali 8.1%, Telugu 7.2%,
Marathi 7%, Tamil 5.9%, Urdu 5%, Gujarati 4.5%, Kannada
3.7%, Malayalam 3.2%, Oriya 3.2%, Punjabi 2.8%, Assamese
1.3%, Maithili 1.2%, other 5.9%
Religions: Hindu 79.8%, Muslim 14.2%, Christian 2.3%,
Sikh 1.7%, other and unspeciﬁed 2% (2011 est.)
Government type: federal parliamentary republic
Legal system: common law system based on the
English model; separate personal law codes apply to
Muslims, Christians, and Hindus; judicial review of
legislative acts
Climate: varies from tropical monsoon in south to
temperate in north
Natural resources: coal (fourth-largest reserves in the
world), iron ore, manganese, mica, bauxite, rare earth
elements, titanium ore, chromite, natural gas, diamonds,
petroleum, limestone, arable land
Natural hazards: droughts; ﬂash ﬂoods, as well as
widespread and destructive ﬂooding from monsoonal
rains; severe thunderstorms; earthquakes; volcanism:
Barren Island (elev. 354 m) in the Andaman Sea has
been active in recent years
Internet country code: .in
Time diﬀerence: UTC +5.5
National holiday: Republic Day, 26th January (1950)
National symbols: the Lion Capital of Ashoka, which
depicts four Asiatic lions standing back to back mounted
on a circular abacus, is the oﬃcial emblem; Bengal tiger;
lotus ﬂower; national colours: saﬀron, white, green
[Source: FCO Economics Unit (December 2017),
CIA World Factbook (July 2017)]
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Thinking Global

Thinking global: how UK business can
re-engage on the world stage
Brexit presents an opportunity to strengthen the role of UK business at
international level. As the UK prepares to leave the EU in 2019, it is the right
time for the UK private sector to assert its voice at international institutions
like the WTO, G20 and UN.
standards and cultural values are
highly regarded.

Chris Southworth
Secretary General, ICC
United Kingdom

Whatever the political relationship
with the EU, UK-EU trade will
remain a central priority whilst
the UK seeks to expand trade with
non-EU markets. All major trading
nations do more business with their
neighbours than further aﬁeld. The
UK will be no diﬀerent in this regard.
The UK trade challenge is not a
new phenomenon – the country
has run a larger trade deﬁcit than
all other developed countries for
a long time and doesn’t have
the numbers of exporters as its
competitors do. Despite this, UK
products and services remain in
high demand overseas. Companies
and countries want to trade with
the UK because the country’s

Few countries have had such a
footprint on the world’s trading
system as the UK has. For the past
100 years, British business leaders
have been the champions of free
trade and the rule of law, a system
now enshrined at the World Trade
Organization (WTO). From an
international policy point of view,
Brexit is not the most important
priority so we shouldn't lose sight
of the bigger picture. Fighting
protectionism, reducing cross
border red tape, proving a framework for digital trade, combating
corruption and access to ﬁnance
are all top priorities to generate
global growth and establish a level
playing ﬁeld where all companies
can thrive. Trade remains the
best means to drive sustainable
economic growth, lift families out
of poverty and establish peace
between nation states.
As the UK gears up to leave the EU
in 2019, now is the time to engage
at international level. Companies
have 12-18 months to prepare the
ground, re-skill teams and build
new relationships with international
institutions. Forums like G20 will
become far more important as
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opportunities to engage and
inﬂuence governments from the
largest developed and developing
markets. Collectively, G20 countries
account for 85% of global trade and
70% of the world’s population.
G20 shapes the policy mandates
for international institutions so if UK
businesses want to have an inﬂuence on the trading environment,
this is a good place to start.
Similarly, the WTO is a far more
open and accessible place than
you might expect. Oﬃcials are
more than willing to help and
support companies wanting to
participate and have just launched
a new SME Champions programme
to encourage more dialogue and
engagement. United Nations policy
makers are also looking for more
business voices to help ﬁnd
solutions to delivering the UN
Sustainable Development Goals,
the global vision for 2030. The door
is open – it is for UK companies
to walk through and take a seat
alongside their counterparts from
around the world. In a post Brexit
world, this will become the means
to inﬂuence the world.
At the end of last year we hosted
the ICC Banking Commission for
the ﬁrst time in over 30 years to u
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Thinking Global

Britain’s

discuss access to ﬁnance, followed
by a G20 roundtable at the House
of Commons. We were also out in
Buenos Aires in early December to
help seek a global ecommerce
agreement and to lend our support
to the UN and WTO.
Looking forward to this year, there
are plenty of upcoming opportunities to get involved. We will be
looking forward to Argentina
hosting the G20, London hosting
the Commonwealth Summit for the
ﬁrst time in 20 years and Liverpool
hosting the International Festival of
Business in the summer. Working
together, we will have a greater
chance of success in making sure
you have a say in shaping the
international business environment
as you gear up to expand into new
markets post Brexit. The closer we
work together, the stronger we will
be.

Machinery

biggest exports 2017
(January-July)
£millions

Vehicles
Semi-precious stones
Fuel
Pharmaceutical products
Electrical machinery & equipment
Aircraft, spacecraft
Medical/surgical instruments
Plastics & plastic products
Organic chemicals

30,000

24,000

4,000
6,000
8,000
9,000
12,000
15,000
16,000
18,000
Source: HMRC

ICC is the world business organisation, helping businesses of all sizes
and in all countries to operate both
internationally and responsibly.

UK

0

Trade Deficit

With a global network of over 6
million members in more than
100 countries, the ICC works to
promote international trade,
responsible business conduct and
a global approach to regulation
through a unique mix of advocacy
and standard setting activities –
together with market leading
dispute resolution services.
ICC recently signed an agreement
with the IOE&IT to work together
to help members of both
organisations. n

£millions

-50,000

1998

2016

Source: ONS
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A Reﬂection of 2017

The year that was…

They say a week is a long time in politics. On that rationale, a year is an eternity.
What a year it was from a political point of view. From Brexit to Trump, Macron to
Merkel, Catalonia to the Middle East and Russia.
Nothing has stayed constant and
the consequences will be with us
for a long time. Domestically, Brexit
has sucked the life out of almost all
political discourse. For Theresa May,
who at the time of writing remains
our Prime Minister, the year actually
started quite well. She set out a
clear vision of Brexit, had her party
and the press behind her and was
riding high in the opinion polls.
It is said she doesn’t take risks that
often, but she took one back in
April when she called an early
General Election. It all seemed to
make sense given how low Jeremy
Corbyn was doing in the polls. But
the voting public didn’t play ball.
May didn’t help herself – her
campaign was weak and the Tory
manifesto poor. Corbyn on the
other hand was perceived as the

underdog and the Labour ‘money
tree’ manifesto went unchallenged.
The result was that May’s parliamentary and personal authority
was slashed, forcing the Tories to
rely on the Northern Irish DUP for
support, ﬁnding £1bn down the
back of the sofa to seal the deal.
Corbyn technically lost the election
but to many, he was the real
winner, now seen as a serious
contender for the top job. The
consequences have been huge –
the Cabinet is spilt, Ministers are
plotting against each other, the
Brexit negotiations are stalled and
a huge question mark remains over
whether Theresa May can cling
onto power. The upcoming EU
Council Summit is crucial in that
regard.
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On the global stage, we have
become oddly accustomed now
to President Trump exercising
power from his Twitter account.
Although his ability to implement
any meaningful legislation continues
to be thwarted, his supporters point
to a buoyant US stock market and
yes, whisper it, his ability to have
an impact on the global stage.
Whatever you think about Trump,
there is no ignoring him, something
‘little rocket man’ in North Korea is
well aware of. Looking ahead, the
ongoing investigation into alleged
Russian inﬂuence in the election
campaign will continue to hound
the administration, but Trump has
shown a remarkable ability to shrug
these things oﬀ, blame ‘fake news’,
distract the media with a new issue
and march on. u
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A Reﬂection of 2017
Talking of ‘marching on’, in Europe
Emmanuel Macron’s ‘En Marche!’
party, which didn’t exist two years
ago, propelled him into the Elysee
Palace and the market breathed a
sigh of relief, believing that antiEuropean sentiment in the form of
Marie Le Pen’s Front National, had
been stopped. Whilst technically
true, as we head into 2018 there
are huge tensions across the
continent. Support for Front
National is still high, the right wing
ADF in Germany now have seats in
the Reichstag; Catalonia declared
independence; Austria elected the
centre-right 31-year old Sebastian
Kurz; in Czechoslovakia populist
billionaire and euro-sceptic Andrej

Babis was elected, and it is argued
that Poland and Hungary are
moving away from EU democratic
values. This has therefore been a
huge and unsettling year for
Europe.
In the midst of all this, we have
perpetual tension in the Middle
East, with the current focus on an
escalating crisis between Saudi
Arabia and Iran with Lebanon as
the proxy. All the while, Russia
continues to seemingly play all
sides, and causes suspicion in
doing so, especially given its
involvement in suspicious cyber
activities.

Peter Gordon
Head of Government Relations for Corporate and
Investment Banking at Barclays

As Head of Government Relations for Corporate
and Investment Banking, Peter represents Barclays
in discussions with policymakers and politicians at
international and national levels and advises the
firm’s senior management on the potential
impact of legislation and public policy.
Peter joined Barclays in 2010 from the UK Financial
Services Authority (FSA) where he undertook a

So all in all a rather crazy, unprecedented year. Trump, Brexit, Corbyn
and the rise of the extremes more
broadly demonstrate that our
understanding of modern politics
and what is driving these forces,
is ﬂawed. Arguably politics is catching up with longer term cultural,
economic and social changes
which are now having an impact
with the electorate. Millennials are
the ﬁrst generation to have less
opportunity and asset ownership
than their predecessors. The
challenge for all of us is to look
to this wider context in order to
understand the future direction
of policy. n

variety of roles including
supervision, policy formation
and Executive Assistant to the
Head of the Risk Business Unit.
Whilst at the FSA he was
seconded for eight months
to HM Treasury in the Private
Office of the Economic
Secretary to the Treasury.

He graduated with an MSc in Finance from Queen’s
University Belfast and a BA (Hons) in Economics &
Government from the University of Ulster.
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The power of education
The need for businesses to catch up with a lost
generation of skilled exporters is beginning to be
an uncomfortable truth for the UK.
Lesley Batchelor
OBE FIEx (Grad),
Director General of the
Institute of Export &
International Trade

The world is no longer a naïve
place where charming manners or
world domination could clinch a
sale. With global markets continuing to oﬀer huge growth potential
for both product and service-based
businesses, the importance to
employers of having access to
skilled staﬀ is unprecedented.
However, school leavers and
university graduates often lack the
skills that companies seek. UK
school-leavers have been labelled
as ‘The worst in Europe for essential
skills’ by the Chartered Institute of
Management Accountants (CIMA),
while the Confederation of British
Industry (CBI) has reported on how
a dearth of high quality apprenticeships is exacerbating numeracy and
literacy problems – and creating an
unskilled workforce.

According to the Federation of
Small Businesses (FSB), over 33% of
businesses say their recruits lack the
basic skills needed while a CIMA
report last year found that 31% of
ﬁrms surveyed took more than two
months to ﬁll junior roles – with
75% of UK school leavers requiring
signiﬁcant training.
The government is increasingly
relying on industry to be champions
of best practice in training and skills,
especially through the apprenticeship levy. However, moving the
responsibility to business also
brings a very simple equation to
the fore: cost + time / beneﬁt. After
investing resources and money
upskilling staﬀ, each time a new
recruit starts and is trained, at what
point do they start to pay back that
initial investment? Whilst at the
same time there is the fear that
investing in staﬀ training may
merely be supplying other
companies with trained employees.
At the IOE&IT, our focus is on
vocational study and supplying the
need for speciﬁc knowledge for a
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speciﬁc industry. Faced with the
increasing demand arising from
the many changes to trade support
delivery that the government is
planning, the government is asking
the IOE&IT to make trade easier;
the response to which must be that
‘there is a particular knowledge set
that is needed to sell into global
markets and to support those sales’.
Focusing on international trade and
looking at the support available for
it, new British exporters who may
bemoan its diﬃculties are missing
the key point that countries across
the world have realised, namely that
only learning how to do it right will
enable them to be proﬁtable and
their exports sustainable.
There is little evidence that
companies have invested in
progression planning. An ageing
population of trainers and mentors
reﬂects this lack of investment
across the industry and the
government is looking at placing
experienced export managers into
businesses – but is ﬁnding that
these animals are rare indeed. u
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The impact of Brexit merely
compounds this. Whilst we may
look increasingly beyond the EU for
global export growth, maintaining
the sustenance of sales into the EU
is massively important.
For this we need to make sure
traders can begin to provide
conﬁdence to their customers
about how they will handle bordercrossing issues in the face of the
possibility of increased inspections,
quotas or licenses as we negotiate
our way towards trade deals with
the EU and the rest of the world.
The sheer size of trade is growing,
according to HMRC stats, and
currently import and export
declarations to the rest of the world
number 90 million per annum to
and from the UK. Once the UK
leaves the EU, that ﬁgure is
estimated to increase to 300
million per annum if we continue
at the same level of trade. These
transactions will need declarations
to support the trading process.
Simply put, this means more paperwork, more compliance issues, and
more logistical problems if not

managed and executed correctly.
One of our members estimated
that the 4% that HMRC randomly
selects for inspection, to check
the paperwork and processes,
is obviously subject to a delay,
meaning that on the basis of the
above estimates, a staggering
8.4 million shipments could be
disrupted annually as a matter of
course.
The cost implications of this
increase in declarations is another
matter that needs considering.
The cost of import and export
declarations for the majority of
traders is in the customs declaration
fee they pay freight forwarders –
which is an average of £25.00 per
shipment for the additional entry
(not including security charges at
the ports/airports, inventory fees,
etc.). Larger companies complete
their own customs clearance at
import and use a customs warehouse.

nies, for example, could import
between 500 to 4000 entries a
week. However, companies who
do not have their own facilities,
which based on current statistics,
amount to 90% of traders and 65%
of trade by value means that if we
use these direct ﬁgures, 65% of 210
million extra declarations is 136.5
million shipments at average
£25.00 per entry – which equals
£3.4 billion!
Now do you see why we want you
to ﬁnd out how international trade
works? What is clear is that this
industry needs more qualiﬁed staﬀ.

As Einstein told us,
‘First learn the rules of
the game; then go out
and play it better than
everyone else.’ n

Currently EU goods don’t attract
these processes so inevitably larger
companies will need to increase
staﬀ to cover this – retail compawww.export.org.uk : @ioexport : 35

Open to Export is a free online information
service from The Institute of Export & International
Trade, dedicated to helping small UK businesses
get ready to export and expand internationally

How can we help?
A wealth of free information and
practical advice on our website
using:
Step-by-step guides covering
the whole export journey from
‘Selecting a market’ to ‘Delivery
and documentation’

A comprehensive webinar
programme covering all aspects
of international trade

The online Export Action Plan
tool helping businesses create a
roadmap to successful new markets

Quarterly competitions for the
chance to win £3000 cash and
further support
Sign up today to take your
next steps in international trade

Register for free on www.opentoexport.com for updates on
our content and webinars, and to start your Export Action Plan.

Powered By
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Exporter Case Study

Export Action Plan

Open to Export recently ran its seventh Export
Action Plan competition with the final taking place
at the Embassy of Switzerland in London.
The showcase event saw 9 brilliant
UK SMEs – ranging from beetroot
ketchups to Harris Tweed dog
collars – pitch their export plans to
a distinguished panel of judges.
The ﬁnalists were shortlisted after
submitting their Export Action Plans
for consideration using Open to
Export’s online business planning
tool.
The winners – The Great British
Baby Company – won the £3000
cash prize sponsored by Bibby
Financial Services, as well as
e-commerce consultancy from
Thrive Digital, market research
support from the British Library
Business & IP Centre, and 2 free
courses and membership with the
Institute of Export & International
Trade.
We spoke to Rachael Attwood,
Managing Director of The Great
British Baby Company, about what
it meant to win the competition
and her plans for export.
Who are you and what do you do?
My name is Rachael Attwood and
I am the creative director and
managing director at The Great
British Baby Company. We specialise
in luxury children’s outerwear and
everything we do is made in Britain
using British materials.
Where are you at the moment with
your exports?
At the moment we have individual
customers in all 4 corners of the
world – we have a lot of trade in

the USA and Australia for example.
Our target markets now are China,
Japan and South Korea.
How did the Export Action Plan
help you with your exports?
It was really informative in terms
of getting ideas that were ﬂoating
around in my head down onto
paper. It’s a great exercise in
crystallising ideas and actually
thinking about the practicalities
of starting to export.
How did it feel to win the
competition?
I am delighted that The Great British
Baby Company won the Export
Action Plan competition, especially
given the strength of the other
companies in the running. The
support that we will receive will
allow us to kick-start our export
strategy and make our brand truly
global.
Brexit – how is your business
looking at it?
I’m trying not to think about it!
But I think it’s likely to have limited
impact on us as the target markets
are China and Japan. The exception
might be South Korea though, as
with our category of clothing there
are currently tariﬀ exemptions for
EU country of origin products –
we don’t know how that will be
renegotiated.
On the other hand, Brexit could be
advantageous for a brand like ours
that prides itself on idiosyncratic
Britishness. n
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How Will Brexit Aﬀect Currency?

Easy ways to mitigate currency risk

Currencies rise and fall, that much we all know but doesn’t it all just even
itself out in the end?
Well, in the twelve months leading
up to the 2008 Credit Crunch,
which is a topic in itself, the US
Dollar gained a whopping 44%
on the Pound.
At that time the Renminbi wasn’t
terribly accessible, so any UK
businesses importing from China
would have seen a jump from
2.0680 to 1.4353. Looking back,
the headlines were grabbed by
related dramas but the reality is a lot
of businesses hit the wall because
costs weren’t hedged. Very few can
swallow a 44% rise in costs in a year.
Some of you may be aware we had
a referendum on EU Membership,
the eﬀect of which we can still feel
now. Brexit itself presented a fairly
unique problem in that businesses
hadn’t prepared risk scenarios for
a future outside the EU. The headlines told us there was a reasonable
chance that nothing would change,
but that if it did it could have a
massive eﬀect on currency.

The position of GBP becomes
even weaker when there is rhetoric
suggesting a ‘hard’ Brexit will be the
outcome. Conversely, GBP regains
some strength when there is
rhetoric suggesting we will get
a ‘soft’ Brexit deal.
Evidence of this was seen when
the High Court ruled that the Brexit
deal would have to be passed by
Parliament with general sentiment
that this would increase the
likelihood of us getting a better
deal. As a result, GBP gained some
strength and partially softened the
initial fall it suﬀered after the
referendum.
It isn’t as clear-cut as: ‘Brexit is bad,
‘hard’ Brexit is worse, ‘soft’ Brexit is
better’, however. The value of GBP
did fall 12% after the Brexit vote and
there were headlines of GBP hitting
30-years lows against USD. But, it is
important to keep in mind with this
statistic that a mixture of the Pound
losing strength and the USD gaining
strength contributed to it.

Currency risk can be mitigated and volatility
impact can be limited with a proper plan in place.
Any decent currency consultant will be able to
work with you to formulate a strategy that is
tailored to your business.

The US came out of the 2008
recession sooner than the UK did,
and as a result their economy was
further along the path to recovery
that the UK’s.
As aforementioned, Brexit is
generally bad for the value of the
Sterling. However, this doesn’t
mean that everyone who deals
with GBP is at a loss. Those looking
to buy GBP will get more for their
Euros & Dollars whereas those
looking to sell are, on the contrary,
going to get less for their money.
With the potential volatility that
Brexit is likely to bring, it’s advised
that companies plan their 2018
strategies in order to protect their
bottom line. Whilst no one can
predict the future, you can smooth
out the bumps on the way. n

Robert Aﬄeck
Head of Sales at
Currency UK
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Customs Compliance

Customs Compliance
and Customs Special Procedures

Delegating your customs formalities to a third party service provider may well
expose your business and you, personally, to an array of customs liabilities.

We are all aware of the existence of
customs duty, particularly when we
cross a land border, which provide
us with diﬀerent perceptions of
customs duty. The same holds for
customs duty’s close relation –
excise duty.

Riaan de Lange
Indirect Tax Manager
with Grant Thornton UK LLP
in London

Cinderella tax
Customs duty tends to be the
neglected of the taxes. It has been
called the “Cinderella tax”, partly
due to the fact that there is a
tendency for the customs function,
to be a shared responsibility,
normally between the Financial
Director and the Commercial
Director.

From a business perspective the
existence of customs duty is not
necessarily that visible, due in
large part to the fact of the United
Kingdom (UK) borderless trade
within in the European Union
(EU). But with the UK's prospective
withdrawal from the EU, which
has been reduced to a single
word – Brexit, this is due to change.
Without wanting to add to
speculation on the uncertainty of
Brexit, we thought to rather provide
those that have a responsibility for
the customs duty function by
identifying the three cornerstones
of customs compliance, and the
four Customs Special Procedures.
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Before summarily dismissing the
article by indicating that you
delegate your customs formalities
to a third party provider, know that
by doing so you might well expose
your business and you, personally,
to an array of customs liabilities,
such as the incurrence of a
customs debt and civil penalties.
While you can delegate authority,
you cannot delegate responsibility.
The Law
The Finance Act 2003 (Sections 24
to 41) provides for two types of civil
penalty, and the Act also deﬁnes
taxes and duties as (i) customs duty,
(ii) community export duty; (iii)
community import duty; (iv) import
VAT; and (v) customs duty of a
preferential tariﬀ country. Customs
Civil Penalties (CCP) provided in the
law are £2,500 per contravention
for more signiﬁcant irregularities
and £1,000 per contravention for
others. u
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Customs duty liability
If you do not specialise in customs
duty, and might well be intimidated
by its intricacies, there are three
things that you should be cognisant
of, the cornerstones of customs,
which are:
Tariﬀ classiﬁcation
• What it is?
Customs valuation
• What is its price?
Origin
• Where it is from?
The customs cornerstones are
used to determine your business’
customs duty liability. The adherence
to the cornerstones and to the
customs processes and procedures
constitute customs compliance.
Customs Special Procedures
Once you have determined your
business’ customs duty liability,
it is possible, dependent on your
economic activity, to reduce your
customs duty liability through the
application, authorisation and use
of a number of Customs Special
Procedures (CSP).

There are four CSP categories,
which are subdivided in two
procedures each:
Processing
• Inward Processing (IP)
• Outward Processing (OP)
Speciﬁc Use
• Temporary Admission (TA)
• End Use (EnU)
Transit
• External
• Internal
Storage
• Customs Warehousing (CW)
• Free Zones

post-Brexit customs deal HMRC
anticipates an additional 180,000
businesses would, for the ﬁrst
time, need to submit customs
declarations. This is anticipated
to result in customs declarations
increasing from 55 million to 255
million. Businesses that procure
goods from outside the UK should
understand the impact WTO duties
would have and model the worst
case scenario.
Just like Cinderella, customs duty is
now achieving greater recognition
after a fairly long period of obscurity
and neglect. n

Consideration
In the advent of Brexit, with an
anticipated change to the customs
landscape, you should not delay
to ensure that you are customs
compliant. In the instance where
you import, process*, export or
re-export, you are able to enhance
your business’ proﬁtability by
reducing your customs duty
liability, through CSPs.
If customs is presently not a
consideration for your business,
do bear in mind that without a

Alex Baulf
Associate Director
International Indirect Tax

* Process includes repacking, sorting, repair, destruction or most complicated manufacture.
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Doing Business in Malaysia
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Malaysia overview
Malaysia is a multi-ethnic, multicultural and multilingual
society. It is a relatively open, newly industrialised market
economy and is ranked highly in the World Bank’s “2017
Ease of Doing Business” survey (24th out of 190 countries).
Malaysia is one of Southeast Asia’s most successful
economies and one of the Department for International
Trade’s (DIT) high growth markets.

Download the
free Mobile App

Malaysia is the UK’s second-largest
trading partner in ASEAN. The UK
and Malaysia aimed to double
bilateral trade from £4 billion to £8
billion by the end of 2016. The top
five sectors for trade between the
UK and Malaysia are machinery and
transport equipment, manufactured
goods, chemical and related
products, crude oil and fuel; and
food, beverages and tobacco.

There are clearly many historical,
political and emotional reasons
why there are such strong ties
between Malaysia and the UK –
but there are many economic
reasons why investing in Malaysia
makes sense too. Strengths of the
Malaysian market include excellent
infrastructure and transport
connectivity, a well-developed
financial sector, and a cost-effective
gateway into other Asian markets.

Several large UK companies have
a presence in Malaysia including
Aberdeen Asset Management, Allied
Pickfords, BAE Systems, BP, BAT,
Debenhams, Dyson, Pinewood
Studios, Shell, Tesco and Weir
Group.
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British High Commissioner
to Malaysia,
Vicki Treadell CMG, MVO
With the triggering of Article 50, the UK Government’s ambition is to build
a Global Britain – a nation that is outward-looking and internationalist,
rejecting insularity and continuing to play a prominent role in global
aﬀairs. Trade is central to this ambition.
As we open a new chapter in our nation’s history, the UK Government will
seek to strengthen the economic and commercial ties that unite Malaysia
and the UK. To realise this, the UK Department for International Trade (DIT)
is now orchestrating a whole of government approach to exports and
inward investment, delivering for our customers, the UK economy, and the
UK Government. Our aim is to make the UK the easiest country in the world
to trade with by making it easier, faster and simpler for more UK businesses
to start exporting.
The UK and the UK brand are well respected in Malaysia, building on our
longstanding historical ties. As a result, Malaysia is now a hugely signiﬁcant
trading and investment partner for us, with bilateral trade standing at over
£4 billion. We enjoy a high level of senior engagement: former Prime
Minister David Cameron visited Malaysia twice (in 2012 and 2015). A good
number of senior UK Government Ministers, the Lord Mayor of the City of
London, the Mayor of London, and the Duke and Duchess of Cambridge
have also visited over this period and others since. The appointment of
Richard Graham MP as Trade Envoy to Malaysia in early 2016 further
reinforces the importance of this relationship.
We are starting from a strong base, but our ambition is to grow our trading
relationship still further. My DIT and wider High Commission team and
our partner, the British Malaysian Chamber of Commerce, stand ready to
support you. I look forward to seeing many more of you out here in the
future!

Vicki Treadell CMG, MVO
British High Commissioner to Malaysia
www.gov.uk/government/world/organisations/british-high-commission-kuala-lumpur
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When exporting to Malaysia the following general requirements apply
Manifest
To be submitted by the freight
forwarder or his agent in Malay or
English in duplicate (original and
copy). In case of vessels, the
document may also be submitted
electronically through eManifest.
Electronic submissions require a
Registration with Dagang Net. The
Manifest is to be submitted within
24 hours from the time of arrival of
the vessel or aircraft.
Customs Import Declaration
The Customs Import Declaration is
to be completed by the importer in
Malay or English. It is to be submitted in triplicate or electronically
(requires registration with Dagang
Net) through eDeclare.
Declaration of Dutiable Value
Required for customs clearance of
commercial imports with a value
of 10,000 MYR or more. A single
copy should be submitted.
Commercial Invoice
The invoice is to be prepared
in English. To be submitted in
triplicate, i.e. as three originals
on a company letterhead.

By Luvinson Fernandes

Customary minimum content
includes: name and address of the
seller; name and address of the
consignee; name and address
of the buyer, if other than the
consignee; place and date of issue;
invoice number; country of origin;
transport information; terms of
delivery and payment; marks and
numbers, number and type of
packages; exact description of
goods; quantity of goods; unit
prices and amounts.
Pro Forma Invoice
May be required by the importer
or the competent authorities of the
importing country. The Pro Forma
Invoice usually contains the same
information as the ﬁnal Commercial
Invoice, but may be more concise.

Additional details made known only
in the course of the shipment or
after accomplishing certain application procedures will be included in
the Commercial Invoice.
Packing List
May be required for customs clearance. If the Commercial Invoice
contains all the speciﬁcations
usually included in a Packing List, a
separate Packing List is not required.
It is, however, mandatory for certain
kinds of commodities, e.g. for some
non-construction iron and steel
products. The Packing List is to be
prepared by the exporter in English
according to standard business
practice, including details of the
content of the packages,
description of the goods, marks
and numbers.
Certiﬁcate of Non-Preferential
Origin
In general only required if speciﬁcally requested by the importer
or for other reasons. It is, however,
mandatory for particular goods, e.g.
for animal feed and feed additives,
heavy machinery and spare parts
thereof and prime movers. The
original certiﬁcate is to be submitted by the exporter.
Proof of Preferential Origin
Only required if preferential
treatment under a free trade
agreement or arrangement is
claimed and needs to be
submitted by the exporter.
Air Waybill/Bill of Lading
To be prepared by the carrier or his
agent. No speciﬁc form required,
provided that the document
corresponds to the applicable
conventions regarding both form
and content, which in practice
leads to a large scale standardisation of the employed forms. Usually
issued in English.

Multimodal or Combined Transport
Document may replace these
documents if two or more modes
of movement of goods are
combined in one transport
operation.
Declaration for Dangerous Goods
Shipped via Sea Freight/via Air
Freight must be handed by the
shipper to the carrier or his agent
prior to the shipment of the goods
if dangerous goods are being
shipped.
Insurance Certiﬁcate
A document proving that a contract
for the insurance of the goods has
been signed. It may be required for
customs clearance if the shipment
has been insured. The document
needs to be prepared by the
insurance company of the exporter
or the importer usually in English.
The original certiﬁcate is to be
submitted.
Company Registration
A document proving that a
company is registered in Malaysia.
Required for company establishment and market access.
The registration is to be applied
for by the company representative
or the agent at the Companies
Commission of Malaysia (CCM).
The application form is to be
completed in English or Malay.
To be submitted electronically
via the online portal of the CCM:
www.ssm.com.my. The processing
time is not stipulated. The period
of validity is unlimited.
The processing fee varies, depending on the type of company: 1,000
MYR for a company limited by
share, or an unlimited company;
3,000 MYR for a company limited
by guarantee.
Source: European Commission Market
Access Database
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Economic Overview
Recent growth has raised GDP per capita income to US $9,374.1 (source: FCO Economics Unit December 2017),
transforming a commodities-based economy into one with a large, export-orientated manufacturing sector.
•

Malaysia ranks 23rd out of 137
countries in the 2017-18 World
Economic Forum’s Global
Competitiveness Index. See:
http://reports.weforum.org/
global-competitiveness-index2017-2018/competitivenessrankings/

Support from the British Malaysian
Chamber of Commerce (BMCC)
The BMCC oﬀers networking
contacts for all of its members,
particularly with government
oﬃcials, with particular relevance
to smaller and newer members
who often lack the resources of
the larger and longer-established
older members.
See: www.bmcc.org.my for
more information.

•

Malaysia ranks 24th out of 190
countries in the 2017 World
Bank’s ‘Ease of Doing Business
Report’. See: www.doingbusi
ness.org/rankings

•

Malaysia ranks 55th out of
176 countries in Transparency
International’s Corruption
Perception Index 2016. See:
www.transparency.org/news/
feature/corruption_percep
tions_index_2016#results-table

•

Energy – 14th largest natural
gas and the 23rd largest oil
reserves in the world

Business services – Aims to
grow this sector by £14.553
billion in 2020

•

Creative industries and
information and communications technology (ICT) – Aims
to make Malaysia a regional hub
for digital content

Financial services – Kuala
Lumpur is becoming the
leading centre for Islamic
ﬁnance in Asia

•

Accountancy – Regulated
the Malaysian Institute of
Accountants (MIA)

•

Retail – Many British brands
have a strong presence in
shopping malls

Sector speciﬁc opportunities
in Malaysia
•

•

•

Education and skills training –
Fast becoming an ‘Educational
Hub’ of ASEAN region

MARKET EXPERTS
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Kuala Lumper City, Malaysia

•

Transportation and Infrastructure – Kuala Lumpur aims to be
a world class city

•

Incentives for tourism industry
– Tourism projects

•

Hospitality – Tourism is 1 of 12
national key economic areas

•

Aid funded business (AFB) –
Improve prosperity in developing countries

Business etiquette, language
and culture
Bahasu Melaya (Standard Malay) is
widely spoken in Malaysia, although
English is commonly used. Do not
expect your contacts to speak
English and make sure presentations are clear, concise and easy
to understand. Always hire an
interpreter for translation.

The main ethnic groups are
Malays, Chinese and Indians.
Society is hierarchical, with respect
for parents and elders being highly
valued. To establish where you ﬁt
they may ask several personal
questions, which may seem
intrusive but is not intended to
be rude.
Malaysians are very relaxed and
have an easy going welcoming
attitude, although they are also
non-confrontational and they
place great importance on
courtesy. Therefore do not act in
a way deemed disrespectful or
confrontational as this can cause
a loss of face.

Business developments may occur
slowly, as Malaysians will want to
get to know you well, meetings
may not always be about a business
but for creating a relationship.
Also make sure that you arrange
meetings in advance and always
conﬁrm the day before. Make sure
that you avoid Fridays as this is
the day of prayer for Muslims.
Your business cards should be
printed in Malay on one side. Hand
them face-up and with both hands,
and oﬀer to the person with the
highest social status ﬁrst. Receive
cards with both hands. Do not write
on them or put in a back pocket.

Handshakes are a normal form
of greeting, although bowing to
women with your hand on your
heart may be necessary, if they
do not initiate a handshake.

For more information go to the Doing Business in Malaysia Guide website at:
www.malaysia.doingbusinessguide.co.uk or to request a copy of the guide email: institute@export.org.uk
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Why Malaysia?
Help available for you
Getting here and advice about your stay
Sector-speciﬁc opportunities
How to do business in Malaysia
Business etiquette, language and culture
What are the challenges?
Resources

Quick facts
Location: Southeastern Asia, peninsula bordering
Thailand and one – third of northern Borneo, bordering
Indonesia, Brunei, and the South China Sea.
Area: 330,803 km²
Population: 31.6 million
Capital city: Kuala Lumpur (KL), population 1.76 million
Currency: Malaysian Ringgit (RM)
Oﬃcial languages: Malay (plus English in Sarawak)
Religion: Muslim (Oﬃcial) 61.3%, Buddhist 19.8%,
Christian 9.2%, Hindu 6.3%, Confucianism, Taoism,
Other Traditional Chinese religions 1.3%, other 0.4%,
none 0.8%, unspeciﬁed 1%
GDP per capita: US $9,374.1
Life expectancy at birth (total population): 75 years
Legal system: mixed legal system: English common
law, Islamic law and customary law; judicial review of
legislative acts in the Federal Court at request of supreme
head of the Federation
Government type: Federal Constitutional Monarchy
Natural resources: tin, petroleum, timber, copper, iron
ore, natural gas, bauxite
Climate: Tropical, Annual monsoons – Southwest
(April-October), Northeast (October-February)
Natural hazards: Flooding; landslides; forest ﬁres
Time diﬀerence: UTC+8
Internet country code: .ml
National holidays: Independence Day 31st August
(1957); Malaysia day 16th September (1963)
National symbol: tiger; hibiscus;
National colours: red, white, blue, yellow

[Source: mostly FCO Economics Unit (December 2017)
CIA World Factbook (Feb 2017)]
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Examining the landscape post Brexit!
London World Trade Summit

Chris Southworth from ICC, Dr John Llewellyn from Llewellyn Consulting and Alex Veitch from FTA take part in the panel discussion

Ami Gandhi from Barclays & other guests

At the beginning of October, the
Institute held its second World
Trade Summit in London at the
Stationers’ Hall near St. Pauls and
it was certainly a fascinating and
eye-opening aﬀair.
With the theme of the summit
mitigating risk around Brexit, it’s fair
to say that the general consensus
among speakers was that the risks
involved in Brexit are very serious,
especially with uncertainty still
reigning in regard to what direction
Brexit will actually take.
Arne Mielken, the Institute’s Young
President, opened the session with
his introduction to what the trade
landscape ‘post-Brexit’ could look
like. Arne reiterated the need for

Brook Horowitz from IBLF Global talks to attendees about
‘saying no’

businesses to gain the skills needed
to deal with potential new customs
compliance requirements and tariﬀs.

David Marchant from Arthur J
Gallagher and Jessica Gladstone
from Cliﬀord Chance talking about
the potential impact of Brexit on
how companies manage their
insurance policies and legal
approaches. Jessica ﬁnished with
three great tips for exporters:

Baihas Baghdadi followed Arne,
representing summit sponsors
Barclays, and he spoke about
the risks to global trade posed by
protectionist values. Baihas was
keen to convey how the world
prospers when global trade is
allowed the freedom to thrive
and warned that the UK and the
USA will need to ﬁnd ways for
trade to operate freely following
the protectionist economic jolts of
Brexit and Trump’s US presidency.

2. Assess the impact of Brexit on
your supply chain

The rest of the morning’s presentations were of a more practical
nature, with Kathryn Moon and

3. Assess the legal implications of
Brexit on all areas of your business
– from HR to accounts u
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1. Make your voice heard in terms
of what you want a future trade
to look like – whether it’s in the
negotiations behind FTAs or the
transition deal

The Professional Journal for International Traders

IOE&IT World Trade Summit

With a transition deal much
discussed, Jessica was one of
many to mention the need that
businesses aren’t asked to change
the way they operate twice, calling
for the transition to maintain much
of the status quo before broader
changes are implemented with
the ﬁnal Brexit deal.
The morning concluded with a
fascinating panel discussion on
what the landscape post-Brexit
might look like, featuring Chris
Southworth (International
Chambers of Commerce, UK),
Dr John Llewellyn (Llewellyn
Consulting), and Alex Veitch (Freight
Transport Association).
Chris spoke of how the UK will
desperately need to up its game in
terms of making its voice heard in
the international arena, mentioning
that he is often one of only a few
UK representatives at gatherings run
by the WTO and other international
trade organisations.
Dr Llewellyn warned of the severity
that economic shocks like Brexit
can have, drawing on his own
experiences growing up in a New
Zealand that was jolted out of
shape by the UK’s entry into the
European Economic Community
and the resulting loss of preferential
trade between New Zealand and
the UK. He warned that something
as huge as Brexit – something that
could potentially completely rewire
the UK’s entire economic system –
is something of macroeconomic
signiﬁcance that could take
decades to adjust from.
Alex Veitch then spoke of some of
the more logistical impacts of Brexit
on the UK, mentioning the need for
the UK to invest in its infrastructure
to be able to deal with the greater
export demands that changed
trading terms with Europe could
bring in. u
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The panellists’ comments were
followed by a series of lively
audience questions ranging from
hypothetical situations in which the
EU crumbled, the need for the UK
to start preparing its infrastructure
for Brexit right away, and issues
regarding the Northern Ireland
border.
Heading into lunch, it’s fair to say
that everyone was left with a full
awareness of just how huge an
impact Brexit could have.
It wasn’t all doom and gloom
though. Attendees were given
some fascinating insights into the
demand for UK oﬀerings in huge
markets like India and Ukraine by
Brian Hyland (Sannam S4 Ltd.) and
Dimitriy Gilgur (Vimes Consultancy).
Brook Horowitz, from IBLF Global,
also shared some of his experiences
working in high growth markets

around the world, including advice
on the challenges of bribery and
corruption and what companies
can do to ensure they aren’t sucked
into fuelling these complex issues
in world trade.
Robert Aﬄeck from Currency UK
spoke of the fascinating currency
impact that Brexit has already had,
discussing why the weakened
pound hasn’t yielded the export
boost many had expected, and
advising that there are always ways
to mitigate the risks of ﬂuctuating
currency rates.
Elizabeth Ward from Virtuoso Legal
then spoke of the need for the UK
to embrace the fact that its future
export strength could come from
its intangible assets – services,
culture, design – but warned that
companies will need to ensure
they are aware of the impact Brexit

Institute President, Lord Green, reinforcing the need for skills in
International Trade

Wayne Grinstead from Arthur J Gallagher
networking

She also spoke of the potential
impact of 3D printing on the IP
world – something Arne also raised
– noting that what we now call
goods exports could eventually
become classed as designs to be
printed around the world, making
IP an even more important
consideration for businesses.
And Neil Bird from Miles Vartan
Consultancy spoke of the increased
need for UK businesses to look into
gaining AEO (Advanced Economic
Operator) status in order to be able
to compete against its soon-to-be
European competitors in the
international supply chain. The UK
currently lags way behind Germany
in the number of its businesses that
have AEO status. u

Guests enjoy the post-event drinks reception

Leszek Wysocki from DIT East of England
talking to other guests
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could have on their current
intellectual property protection.

Coffee & registration before the event
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IOE&IT World Trade Summit
At last year’s World Trade Summit,
Barclays’ Head of Equity Strategy
Will Hobbs lifted everyone’s mood
with a broader economic update,
putting Brexit into the context of an
overall positive time for human
economic progress and innovation.
He repeated the trick with this year’s
‘Economists’ Update’, highlighting
that although the uncertainty
caused by Brexit and Trump is never
going to be great news for
economies, this is otherwise not
a terrible period of history to be
doing business in.
In her update regarding the
Institute’s session on ‘Learning
International Trade’ at the WTO,
Director General Lesley Batchelor
was also keen to put Brexit into
context, highlighting that there are
several other countries in the world
happy enough operating under the
WTO rules which are bandied

Arne Mielken, Young President of the
Institute talking to guests

The magnificent backdrop of Stationers’ Hall

around as a worst-case scenario
for the UK. She again highlighted
the need for businesses to learn
the skills to deal with the greater
complexity of doing trade with our
European partners following Brexit,
pointing out that the number of
transactions counted as import or
export going over the UK’s borders
could grow from 90m to 300m
once the UK has left the EU.
And ﬁnally, giving the ﬁnal keynote
speech, we were once again
honoured to host the Institute
president Lord Green of Hustpierpoint. Lord Green claimed that now
is the time for the UK to up its game
in terms of exports, to close the
gaps on comparable economies
in Italy, France and Germany, and
learn the export skills that will be
needed to make a success of Brexit.
It was once again a fascinating day

Baihas Baghdadi from Barclays chatting
to Maria Malinowska, IOE&IT Trustee
Board Director

of presentations touching on some
of the implications of Brexit and
what is set to be a signiﬁcant period
of change for the UK and its
exporters.
We would like to thank Barclays for
their contributions in making it such
a vibrant and comprehensive event
– there are few line-ups as wideranging and high quality as the one
we had at the summit, and the
Stationers’ Hall really was quite a
stunning venue.
The risks for business that Brexit
poses were at the fore of all the
presentations, but there was plenty
of context and practical know-how
on oﬀer to give hope that UK
businesses will have the innovation
and support to deal with these risks
and emerge through this current
period of uncertainty into a thriving
post-Brexit landscape. n

Kathryn Moon from Arthur J Gallagher
talks about insurance risks post Brexit

Arne Mielken starts the day discussing the ‘landscape post-Brexit’
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How to say “No”

Whatever the outcome of the Brexit negotiations, business with our traditional
partners in Europe will never be quite the same. This provides companies with
a strong incentive to explore new high-growth markets. Brook Horowitz, CEO
at IBLF Global, looks at the risks and opportunities facing British companies
when approaching these new markets.
That risk needs to be managed.
The good news? It can be. The bad
news? It’s not easy. The very bad
news? It’s extremely costly if you
don’t.

Brook Horowitz
Consultant specialised on
emerging and developing
markets. He is also CEO of
IBLF Global, a not-for-profit
organisation which promotes
responsible business
practices.

What do Pakistan, Brazil, South
Korea have in common? Yes, that’s
right – they are all high-growth
markets outside the EU and priority
export destinations for UK products
post-Brexit. But they are also
countries whose leaders have been
forced out because of corruption.
In many emerging and developing
markets, corruption is a high risk
for British exporters. With weak rule
of law, poor enforcement, a high
level of state bureaucracy, huge
diﬀerences between rich and poor,
and leaders often part of the
problem rather than the solution,
corruption pervades the public
administrations and business
culture. Countries that would
otherwise be relatively attractive
targets for British companies, pose
a substantial risk.

Of course, some people argue in
favour of a relaxed approach to
corrupt business practices abroad.
“It’s how they do business”, they say,
“we should go along with that”.
“Our business is to do business,
not to change their way of life”.
“When in Rome…”
Proponents of these views consider
the risks to be minimal, and the
ethical and moral dilemmas posed
by these kinds of practices to be
negligible. Some even say that
these economies would come to a
standstill if it weren’t for corruption
oiling the wheels and bribery
greasing the palms.
Looking at business as a short-term,
transactional, opportunistic activity
– the “quick buck” mentality – you
can see the point of those who
accept corruption as an unavoidable and unchangeable. But
anyone at the Institute of Export will
tell you that successful exporting is
not short-term. It’s all about a
longer-term investment in people,
markets, industries and societies –
including our own.
As far as the ethics of corruption is
concerned (just to get this question

54 : Membership : Training : Qualifications : Advice

out of the way once and for all), just
ask the people in these countries
who are on the receiving end of
disease and epidemics, shoddy
workmanship and collapsed
buildings, water shortages and
under-investment in infrastructure.
It follows that actively resisting
playing that game is better for
societies and people. As a British
exporter conforming with the law,
you may not be able to change the
culture of corruption in China, but
at least you won’t be contributing
to it. In fact it is possible to do
business in some of these countries
without compromising your
company’s ethical principles or
taking short-cuts.
I did some research recently for
the British Government on British
company views of risks in markets
in Sub-Saharan Africa. Companies
that said “no” to the bribe-takers
from the outset were able to
weather the ﬁrst diﬃcult months
of resistance to their products and
services. Once the message had
got across to the government
oﬃcials and business partners, they
backed oﬀ, allowing the company
to gain a foothold in the market.
The ones who went along with
the local “practices” could never
maintain a truly sustainable
business in the long-term: they
incurred costs in the form of bribes
that could never be predicted, and

The Professional Journal from the IOE&IT
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u exposed their employees to a
high risk of personal danger. And, if
ever they got caught, they incurred
large legal and reputational losses –
sometimes in the millions of UK£,
as well as the huge cost on morale
on the workforce of a full investigation by the lay enforcement
authorities.

USA
Germany
50000

Switzerland
7000

30000

Italy

UK’s

8000

There’s no shortage of examples
of top brands that have taken the
short-term route to their cost. Even
with the much-vaunted “tone from
the top”, crystal-clear codes of
practices, and an army of compliance oﬃcers, companies can still
get it wrong – whether accidentally
or accidentally on purpose. GSK,
Rolls Royce, Barclays, Rio Tinto,
PetroFac… the list of companies
under investigation goes on.
For smaller companies, the
chances of being investigated by
the Serious Fraud Oﬃce are low,
and there are few cases involving
prosecutions for low sums of
money or for oﬀering facilitating
payments to foreign oﬃcials.
However, even without the risk
of prosecution, the fundamental
disadvantages of engaging in this
kind of business remain: it’s
expensive, it’s dangerous, it’s
unpredictable, and it’s dishonest.
How to mitigate the risks is part
of a large body of management
theory and practice – too much
for this short article, but the topic
of an upcoming Institute of Export
seminar in London. During this
session, we’ll be balancing the
risks and opportunities in highgrowth/high-risk emerging markets
such as China, Vietnam, Russia,
Turkey and Nigeria, and discussing
ways that companies can grow
their business in these markets
with integrity. n

France

Top 10 Trading Partners:
Goods exports

18000

£millions, 2015

Spain

9000

Ireland
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China
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Source: Pink Book ONS
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Source: Food and Drink Federation, HMRC
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Are your international
business risks covered?
Wherever your business takes you
in today’s rapidly expanding world,
Gallagher will be there to help you
manage your international risks
with confidence.
For more information contact:
Kathryn Moon
T: 024 7623 2610
E: kathryn_moon@ajg.com
www.ajginternational.com

Arthur J. Gallagher Insurance Brokers Limited is authorised and
regulated by the Financial Conduct Authority. Registered Office:
The Walbrook Building, 25 Walbrook, London EC4N 8AW.
Registered in England and Wales. Company Number: 1193013.
www.ajginternational.com.
FP840/2017 exp.16/10/18
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Where have all the hauliers gone?

Anybody who spends time on congested motorways will be aware that an
increasing number of trucks on this country’s roads are not UK operated, with
the majority coming from Central Europe.

Mike Josypenko
Senior Director of Special
Projects at the Institute of
Export & International Trade

Similarly, businesses who use road
transport for EU exports will be
accustomed to seeing European
drivers turning up to collect goods.
This phenomenon is not new, and
not conﬁned to the UK, but may
have serious implications for UK
exporters post-Brexit.
A recent study of European
domestic and international road
haulage, carried out by the French
road freight data agency, Comité
National Routier (CNR), indicated
that almost 25% of international
transport movements within the
European Economic Area in 2015
(measured in tonne kilometres)
were carried out by hauliers from
Poland. At the same time Polish
truckers were responsible for

around 29% of all European
cabotage movements (domestic
transportation carried out by
non-resident hauliers). In all,
hauliers from former Warsaw
Pact countries were responsible
for more than 56% of all European
international movements, and 55%
of all cabotage. By contrast, UK
hauliers undertook only 1.1% of
European transports.
The lower operating & wage costs
of truckers based in Central Europe
is largely responsible for this
phenomenon, but the situation has
been increased by two pieces of EU
legislation. The ﬁrst is the Single
Market freedom of movement of
services, which allows services
(including road haulage) across all
28 member states to be delivered
by any EU-based company. The
second of these is the EU Cabotage
legislation (Regulation (EC)
1072/2009), which allows EU
hauliers to carry out a speciﬁc
number of domestic haulage
operations each week in member
states in which they are not based.
As a result, the UK, and EU supply
chain has grown increasingly
dependent on lower cost Central
European hauliers.
The situation is set to become
particularly important following
Brexit, as the exit settlement, and

subsequent post-EU legislation
may remove the Single Market
freedoms, and possibly the
cabotage agreement from UK
law. This could have the eﬀect of
reducing the number of European
hauliers operating in the UK, which
would place strain on the UK
supply chain, and possibly restrict
the ability of UK exporters to
meet time-sensitive delivery
commitments.

Many people may feel that this
presents an ideal chance for the UK
to re-develop a domestic haulage
industry. While this is undoubtedly
an opportunity to consider, it is
also worth noting that the UK
international haulage industry has
declined continuously over a long
period, suﬀering with falling driver
numbers for many years. Road
transport is perceived as a poorly
paid profession, which places
considerable strain on social and
personal lives, so that few young
people consider it as a career path.
In addition, the average age of UK
truckers continues to increase,
which, in time, threatens to further
exacerbate the problem. Urgent
action will be needed, and
consideration given to the subject
in Brexit negotiations if the wheels
of UK exports are to keep turning! n
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The IOE&IT and the
National Apprenticeship Service

The Institute of Export & International Trade (IOE&IT) is working with NAS to
highlight the commercial benefits of apprenticeships for all businesses
engaged in international trade.

Kevin Shakespeare
Director of Stakeholder
Engagement at the IOE&IT

These beneﬁts apply for all
businesses – exporters, importers,
logistics and shipping companies,
banks, trade consultants and software providers, and indeed government departments. The beneﬁts
will apply for businesses of all sizes
from small and medium-sized
businesses to larger companies.

The IOE&IT has recently met with
the National Apprenticeship Service
(NAS) following an invitation to
discuss how the NAS can support
members of the IOE&IT. International trade has never been more
important for UK businesses and
the UK economy, and coupled with
signiﬁcant changes introduced in
2017 on apprenticeships structure
and funding, this makes a compelling case for development of
international trade apprenticeships.
The IOE&IT is working with the
National Apprenticeship Service
to help us bring all the relevant
information on apprenticeships to
our members, all of which is free.
This is the ﬁrst article in which we
are working with the NAS to bring
you up to date on apprenticeships,
the beneﬁts reported, and the
opportunities for you to consider
when recruiting an apprentice.
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Apprentices can be placed in many
job roles across your business, from
when potential customers make
their ﬁrst enquiry, in a range of
departments such as customer
service, sales and marketing,
accounts, logistics and trade
compliance. Apprenticeships cover
a range of job roles from Operative,
Supervisor, through to Managerial
and Director roles.
Why are apprenticeships
considered integral to businesses
and their growth?
The National Apprenticeship
Service reports:
An advanced economy needs
advanced skills. High quality
apprenticeships are essential to
support our employers and to help
our economy to prosper in the
years to come. u
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The apprenticeship route oﬀers
the ideal opportunity for ambitious
young people to get ahead while
earning a wage and for employers
to recruit the brightest and the best.
Apprenticeships are available in
1,500 job roles and a whole range
of industries, from construction to
manufacturing through to IT and
the creative and digital sectors.
For employers, apprenticeships
develop a motivated, skilled and
qualiﬁed workforce, whilst
improving productivity and
reducing costs. A total of 2.4 million
apprenticeships were started in
England during the last parliament
with government investment of
£1,559,771 in the 2014/15 academic
year.

Research published in June 2015
demonstrates the high level of
return on investment delivered by
the apprenticeship programme,
indicating that adult apprenticeships
at level 2 and level 3 deliver £26
and £28 of economic beneﬁts
respectively for each pound of
government investment.
Apprenticeships now apply
across all occupational levels with
Higher and Degree Apprenticeships
widening access to the professions
and providing the high level
technical skills that employers
need to improve productivity and
these high-quality apprenticeships
are giving young people a career
route equally as valid as going
to university. For all businesses
engaged in international trade

apprenticeships provide the
opportunity to cover possible skills
shortages which are constraining
your ability to grow.
So what does this all mean for
your business?
Kevin Shakespeare, Director of
Stakeholder Engagement at the
Institute, is working with IOE&IT
Members and Government to
develop Trailblazers for all
businesses and organisations
engaged in international trade.
Please contact Kevin at
kevin.shakespeare@export.org.uk
if you would like to join the group
and help shape international trade
apprenticeships. n

Use your levy now

The Institute has access to a range of qualifications which employers
can now access through use of their apprenticeship levy
Plymouth University Chartered Manager Degree Apprenticeship (BSc)
Delivered over four years, the Chartered Manager Degree Apprenticeship provides a win-win solution for both
business and their staﬀ. At each stage the employee will gain qualiﬁcations and expert knowledge whilst the business
will be able to use the projects and reports about their business that form a key output from this qualiﬁcation.

•
Year 1: Level 4 Diploma in International Trade (from The Institute of Export and International Trade)
•
Year 2: Level 5 Diploma in International Trade (from The Institute of Export and International Trade)
•
Years 3 and 4: BSc (Hons) Professional Management Practice
Cost (from the apprenticeship levy)
•
Year 1: £7,500*
* In 2018 completion of years 1 and 2 will also apply as a Foundation
•
Year 2: £7,500*
Degree. Exemptions may also be granted for years 1 and 2 for prior
•
Years 3 and 4: £12,000
Total £27,000

learning or experience which could reduce the cost to just £12,000!

WMG, University of Warwick Leadership Master’s Development Programme (MSc)
With the leadership Master’s development programme for high performers, involved in International Trade
activities, you can achieve a University of Warwick MSc in less than three years through work-based
learning combined with block release. Applied (work-based) assignments and projects election provide
further opportunities for both early and continuous business impact from the apprenticeship.

For more information contact kevin.shakespeare@export.org.uk
www.export.org.uk : @ioexport : 59

The Professional Journal from the IOE&IT

Translating for Export Markets

Translating for Export Markets –
The Common Concerns

We’ve always needed to speak to people in other countries, whether for
business or diplomatic reasons. Historically, multilingual traders have been able
to extend their reach and broker the most favourable deals.

Brexit will fuel the number of
businesses seeking to establish
new markets for their goods and
services outside the EU. This inexorable trend toward outreach to
the entire world illustrates the need
for international communication
in today’s business environment.
Marcus Jones, Sales & Marketing
Manager for IOE&IT member
Cicero Translations, talks to us
about the common concerns
about translating for export
markets:
A few years ago, we were
approached by a company that
manufactures products for the
car industry. They had established
themselves in the UK and were
looking to make an impact in other
European markets. They were
considering tackling these markets
using existing English content as
they had three common concerns
about translation.
Everyone speaks English
Our client believed that English is
spoken widely enough to be able
to sell their products using their
English material.

In major export markets like China
and Russia, only a small percentage
of the population can speak
English. It’s true that in Europe a lot
more people understand English,
but even those who do prefer
communication to be in their own
language. Making this eﬀort can
go a long way to establishing
relationships and building trust,
meaning they are more likely to
do business with you.

We advise that it is best to choose
two or three key markets to begin
with, assessing the results as you
go. There is no need to translate
your entire range or your whole
website right away. Trial a few key
areas before adding more. This
reduces risk and spreads the cost,
allowing you to alter strategies if
required as well as forming welltested templates for future export
markets.

Lost in translation
Our client’s existing English material
had helped them achieve positive
results in the UK and they were
concerned this successful message
could be lost in translation.

An enjoyable investment
In opting to embrace translation,
our client is achieving greater
success in Europe and is advancing
into Asia. They now value the
impact that linguistic and cultural
knowledge have on export success.

The reality is that material should
be adapted and translated for other
markets. A good mother-tongue
translator can interpret the original
material for your new audience,
maintaining your message while
taking into account the cultural
diﬀerences of the target readership.
Translation is expensive
Our client was concerned that
getting all of the material translated
for several European markets would
be very costly.

View translation as an investment
as it increases sales in new markets.
Take it one step at a time and don’t
be afraid to alter your strategy as
you go. Finally, enjoy it! Translating
for export markets will present
further opportunities to travel and
meet new people, expanding your
horizons as well as your proﬁts. n
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“Brexit”

It’s the word on everyone’s lips at the moment; (and will likely linger there
for some time!). It’s the understatement of the century to say that Brexit will
transform the UK.

Elizabeth Ward
Principal at Virtuoso Legal

The only certainty at the
moment is… well, uncertainty! But
good business leaders prepare for
every eventuality. So: intellectual
property and Brexit – how does it
work? IP specialists Virtuoso Legal
tell us what we need to know.

Introduction: Brexit, going a bit soft
Before the election of 2017, it was
certain the Conservatives would
oversee a “hard Brexit”. An expected
landslide would’ve given free reign
to separate the UK from EU law
entirely. This seemed to be the
popular opinion among the British
people. After all, it was what the
referendum vote seemed to imply.
Yet, the success of parties in the
election espousing a “softer”
approach; has likely changed
the tack.
A “soft” Brexit means that its less
likely for UK law to become wholly
separated from EU precedent. (Which
is arguably useful, as the UK actually
wrote much of the law it seeks now
to be autonomous from!)
What this means is that it’s likely that
sensible harmonisation between
EU and UK law will remain.
Regardless – the core IP rights vary
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between the UK and EU in many
intricate ways. So Brexit… (however
soft…!) will still impact trade marks,
copyright, patents and design
rights; in profound ways.
It should be noted: EU IP legislation
consists of regulations and directives.
As soon as negotiations ﬁnish EU
regulations will stop having any
inﬂuence on UK law immediately.
Directives, on the other hand, will
remain in play until amended by
UK statute. (So things might not
change right away as much as
you’d think!)
Intellectual Property and Brexit:
Trade marks
To protect a trade mark in the UK,
you could currently register at the
UK or EU level. Post-Brexit, the
status of EU-level trade marks
(EUTMs) in the UK is unclear. This
is simply because they are deﬁned
as being enforceable “union-wide”
– and the UK is leaving this union. u
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Brexit

This kind of separation is not without historic precedent. As such,
there are legal precedents for how
rights might then be administered.
(Thankfully, it’s typical legislators do
what they can to protect existing
rights).

4. “Jersey”.
Enforce EU trade marks in the UK,
as if they are UK marks.

There are several diﬀerent options
on the table. Each based on a
historic separation:

6. “Conversion”.
Convert, EUTMs to UKTMs and treat
them as new applications.

1. “Montenegro”.
Automatically register all EU trade
marks in the UK.

With each of these options comes
its own challenges (and beneﬁts!).
Clearly, registration of the whole
catalogue of EU marks in the UK
would swamp the UKIPO with
work. This might also result in a
range of seemingly unfair costs for
mark owners having to submit new
registrations. So the UK negotiators
will have to carefully select (and
agree) which approach is best for
the national interest. It is unclear
which of the above will be sought

2. “Tuvalu”.
Recognise EUTM owners’ rights to
register their marks as equivalent
rights.
3. “Tuvalu (with Veto)”.
As above, but giving the UKIPO
veto rights against any problematic
registrations.

5. “Ireland”.
Enforce EUTMs until the point of
renewal, then renew as UKTMs.

after or agreed. Though a softer
Brexit, and hearsay suggests that
the Montenegrin approach is the
current zeitgeist (sorry UKIPO!).
Though nothing is guaranteed,
of course!
Trade marks: revocation worries
Equally, questions fall upon the
notion of trade mark revocation.
To not be revoked outright, both
UK and EU-level marks, must be
used within that domain. Here
separation, in theory, causes some
really troubling issues.
A EUTM only used in the UK before
Brexit may be revoked for not being
used in the union thereafter.
So, pro-active mark owners might
begin to register or use marks in
the newly deﬁned territory…
before the split occurs.

Regardless, the key at this stage is… be aware of your potential IP vulnerabilities and prepare to take action, where required. For the optimist it may even
be an opportunity for expansion! (Perhaps a licensing deal can be made to
not only to use your EUTM in the broader EU – but boost your bottom line!) Food
for thought. n
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costs and produce sustainable improvements in your export business. Our team of
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Young Exporters

Institute backing exciting opportunity
for teenagers to learn exporting

The Duke of Edinburgh’s Award (DofE) is the world’s leading youth
achievement award that develops over 400,000 young people for life
and work every year in the UK, including nearly 50,000 from disadvantaged
backgrounds. Founded by HRH The Duke of Edinburgh in 1956, the DofE is
currently being delivered in DofE centres such as schools, youth clubs
and prisons.
young people throughout Britain
will now have the opportunity for
focused education, training and
mentoring on exporting.

Held last year, the ‘Exporting
Excellence Awards’ was a pioneering
export competition for young
people in the north of England.
It challenged schools to think
creatively and choose a product or
service to export to a country that
is also part of the DofE programme.
After support from both a DofE
Operations Oﬃcer and an ICC
Solutions Export Champion, six
ﬁnalists did battle at the Peace
Centre, Warrington, Cheshire. Here,
they used their new-found export
knowledge to pitch their ideas to
IOE&IT Director General Lesley
Batchelor OBE and her fellow
judges, who included representatives from the Department for

International Trade, ICC Solutions
and the DofE.
Following a highly impressive series
of presentations, the panel chose
its winner – the export of life-saving
equipment to Uganda, accompanied by trainers to demonstrate its
use. This was the brainchild of
The Laurence Jackson School
from Guisborough, Teesside, which
was presented with £2,500 for the
development of DofE within the
school.
Following the competition, it was
announced that exporting would
now be included as part of the Skills
Section of the DofE Award on a
national basis. This means that

It is intended to ignite a passion
for export in the young people who
could be future international traders
– ensuring Britain thrives as a
powerful global trading nation.
After all, international trade is one
of the most important things young
people can learn about at any stage
of their life. Whether it’s their toothbrush or their PS4, many of the
products that they need and love
will have been made overseas
and exported into their homes.
Lesley Batchelor said: “The news
that the world’s leading youth
achievement award will now cover
overseas commerce is something
to be celebrated.
“It is vital that tomorrow’s talent is
made aware of the importance of
export activity and the many fulﬁlling careers that it provides. With the
DofE preparing 400,000 young
people for life and work every year
in the UK, we expect many more
applications for our wide range of
professional export qualiﬁcations
and training courses.” n
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Market Profile: Doing Business in Kenya

Doing Business in Kenya
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Kenya overview
Kenya is now the 6th largest economy in Sub-Saharan
Africa and home to 45.5 million people. It is the regional
hub for trade and finance in Eastern Africa and the natural
entry point to the region. The country has a market-based
economy with a liberalised foreign trade policy.

Download the
free Mobile App

There are positive prospects of
economic growth predicted despite
the challenging global environment
from 5.9% in 2016, 6% has been
forecast for 2017 with the prospect
of 6.1% by 2018, according to the
World Bank. Kenya has emerged as
one of Africa’s key growth centres
and is poised to become one of the
fastest growing economies in East
Africa, supported by lower energy
costs and investment in infrastructure, agriculture and manufacturing.
Kenya officially became a lowermiddle-income country in 2014
following a GDP recalculation
exercise. The World Bank’s 2017
Ease of Doing Business Report
ranks Kenya 80th out of 190

economies, while the World
Economic Forum’s Global
Competitiveness Index 2017-2018
places Kenya at 91st out of 137.
Kenya has the largest gross
domestic product (GDP) economy
in Southeast and Central Africa.
Sectors attracting investment
include oil and gas exploration,
energy, banking, real estate,
retailing, consumer goods
manufacturing, vehicle assembly,
agriculture and tourism. Investors
are attracted by Kenya’s relatively
diverse economy and pro-market
policies, brisk growth in consumer
spending and the country’s central
role in the East African Community
(EAC).
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When exporting to Kenya
the following general
requirements apply

Daniel Rathwell, Director
of the Department for
International Trade East Africa
We in the Department of International Trade in Sub-Saharan Africa are
extremely keen to support quality UK SMEs win business in this exciting
continent. As the individual responsible for East Africa, I’m particularly
excited about the opportunity to bring companies here to Kenya.
Kenya is a market that is changing incredibly rapidly. The fast pace of
growth, mixed with other macro shifts such as urbanisation and personal
income levels means that opportunities are emerging at a rapid pace.
We are seeing the fabled ‘leap-frog’ eﬀect in Kenya across a range of areas.
This is only natural, as Kenya was the home of the African mobile money
revolution through M-Pesa. So in areas like tech, communications,
education & skills, Kenyans are ﬁnding ways to innovate for their own
market, and this means opportunities for UK companies.
In the more ‘traditional’ sectors of infrastructure and energy, we’re also
focused on bringing UK companies into the market. We’re working with
both mid-size and large UK companies in these sectors to help them win
deals, particularly when the Kenyan Government is directly involved in procurement. We’re trying to develop a genuine partnership with Kenya in
order to support UK companies achieve solutions to Kenya’s development
challenges. That’s why, for example, we signed a renewable energy MOU
with the Kenyan Government last year, aimed at unlocking UK money and
targeting speciﬁc projects where UK companies could become involved
in the sector.
We work closely with our colleagues at UK Export Finance—which has
series of fantastic products well suited to East Africa—to be able to oﬀer
buyers both British expertise and quality, and competitive British
Government ﬁnance, and the Prime Minister’s Trade Envoy for Kenya,
Lord Hollick, continues to champion UK business interests in the country
through regular visits and engagement. A very warm welcome to Kenya!
Daniel Rathwell
Director, Department for International Trade East Africa
https://www.gov.uk/world/organisations/department-for-international-trade-kenya
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Inward Report of Aircraft/Inward
Report of Vessels
This document notifying the
authorities of the arrival of an
aircraft/vessel and the cargo/goods
loaded therein is required for airport
surveillance and customs clearance
and needs to be completed in
English.
The original to be submitted within
24 hours from the time of arrival of
the aircraft/vessel or via the Kenya
National Electronic Single Window
System (KNESWS) named "KenyaTradeNet System". It is valid for a
single importation only.
Import Declaration Form
To be submitted by the importer at
either the Kenya Revenue Authority
(KRA) or the Kenya Bureau of
Standards (KEBS). The authorities
will carry out a review of the
documents. The electronic Import
Declaration Form (IDF) data will
then be forwarded to the PreExport Veriﬁcation of Conformity
country oﬃce in the country of
export in cases where the exporter
does not make a request for
certiﬁcation.
To be submitted in duplicate or
via the Kenya National Electronic
Single Window System.
Deposit Slip
This document proving that its
bearer has paid a deposit of 2.25%
of the CIF value of the goods to be
imported, respectively a minimum
5,000 KES, for the Import
Declaration Form (IDF). It must be
presented at the time of customs
clearance.
The Deposit Slip is to be ﬁlled in by
the importer when he pays the IDF
deposit fee at either the Mombasa,
Nakuru or Eldoret branches of the

National Bank of Kenya. There is no
processing fee.
Customs Import Declaration
The declaration (completed in
English) can only be submitted
electronically via the Kenya
Revenue Authority's (KRA) internetbased customs processing system
named "Simba 2005" by licensed
clearing and forwarding agents.
There is no processing fee.
Declaration of Dutiable Value
This document completed by the
importer in English contains all
information for the assessment of
the dutiable value of a shipment
and is required for customs
clearance. It should be submitted
in duplicate. There is no processing
fee.
Commercial Invoice
This document is to be prepared
by the importer in an internationally
accepted format and submitted
in triplicate. The invoice may be
prepared in any language. However,
a translation into English is
recommended.

By Luvinson Fernandes

Pro Forma Invoice
The Pro Forma Invoice usually
contains the same information as
the ﬁnal Commercial Invoice, but
may be more concise. Additional
details made known only in the
course of the shipment or after
accomplishing certain application
procedures will be included in the
Commercial Invoice. Required for
PVoC (Pre-Export Veriﬁcation of
Conformity) purposes.
Landing Certiﬁcate
This document certifying that
the imported goods have been
unloaded under customs
supervision in the port of arrival is
required for customs surveillance.
Issued in English by the responsible
customs oﬃcer.
Packing List
May be required for customs
clearance. If the Commercial

Invoice contains all the speciﬁcations usually included in a Packing
List, a separate Packing List is not
required. The Packing List is to be
prepared by the exporter in English
according to standard business
practice, including details of the
content of the packages,
description of the goods, marks
and numbers. To be submitted in
triplicate.
Certiﬁcate of Non-Preferential
Origin
Only required if speciﬁcally
requested by the importer or for
other reasons. The certiﬁcate is
to be submitted by the exporter.
Proof of Preferential Origin
The Proof of Preferential Origin
is only required if preferential
treatment under a free trade agreement or arrangement is claimed. It
is to be submitted by the exporter.
Unique Consignment Reference
This document certiﬁes that its
bearer disposes of a Unique
Consignment Reference (UCR). It
is a prerequisite for IDF. The UCR is
to be applied for by the importer at
the Kenya Trade Network Agency
(KenTrade).
The electronic application interface
is to be completed in English. To
be submitted online via KNESWS.
There is no processing fee and is
valid for a single consignment only.
Air Waybill/Bill of Lading
To be prepared by the carrier or his
agent. No speciﬁc form required,
provided that the document
corresponds to the applicable
conventions regarding both form
and content, which in practice
leads to a large scale standardisation of the employed forms. Usually
issued in English.
Multimodal or Combined Transport
Document may replace these
documents if two or more modes
of movement of goods are combined in one transport operation.

Declaration for Dangerous Goods
Shipped via Sea Freight/via Air
Freight must be handed by the
shipper to the carrier or his agent
prior to the shipment of the goods
if dangerous goods are being
shipped. Packages for which a Bill
of Lading has not been submitted,
must be declared on a Parcels List.
Parcels List
This document notiﬁes the authorities of the parcels loaded on a
vessel, for which no Bill of Lading
has been issued. To be prepared
by the master of the vessel or his
authorised agent in English and the
original to be submitted to the
responsible customs oﬃcer at the
port of entry. Alternatively, the
report may be submitted electronically. Valid for a single importation
only.
PIN Certiﬁcate
A document certifying that its
bearer is registered with the Kenya
Revenue Authority (KRA). A copy of
this certiﬁcate must be attached to
import documents at the time of
importation. The certiﬁcate is to
be applied for by the importer by
means of personal attendance at
either Mombasa, Kisumu or Nairobi
branch oﬃces of the KRA.
Importer Code
A document certifying that its
bearer is registered with the
Customs Service Department of
the KRA. The KRA will provide an
individual code, which is to be used
for all import transactions. The
certiﬁcate is to be applied for by
the importer by means of personal
attendance at the Customs Service
Department of either the Mombasa,
Kisumu or Nairobi branch oﬃces of
the KRA.

Source: European Commission Market
Access Database
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Economic Overview
According to the World Bank’s ‘Kenya Economic Update’ for October 2016, Kenya’s strong economic growth is
expected to continue despite the challenging global environment, with 5.9% in 2016 and forecasts of 6.1% by 2018.
Kenya’s inward foreign direct
investment (FDI) in 2015 was at
US $1,437 according to the
UN Conference on Trade and
Development (UNCTAD).
Bilateral Trade with Kenya is
currently at £1.3 billion. The UK
was the ﬁfth largest exporter of
goods to Kenya, with a 4.2%
Sector speciﬁc opportunities
in Kenya
•

Automotive – The Kenya
Association of Manufacturers
(KAM) is the representative
organisation for manufacturing
value-add industries in Kenya.
KAM has evolved into a dynamic,
vibrant, credible and respected
business association that unites
industrialists and oﬀers a
common voice for businesses.

market share after India, China,
South Africa and Japan. The UK
is an important destination for
Kenya’s goods with a market
share of 9.8% after Uganda (12%),
Tanzania (12%) and the
Netherlands (10%).
Agriculture employs around 75%
of the population, and represents
•

Defence and security – The
government has allocated over
£701 million towards the
enhancement of security.

•

Education and training – In
2015-16 the government
allocated approximately £109
million towards deployment of
laptops to schools, development of digital content, and
building capacity for teachers
and rolling out computer
laboratory, and approximately
an additional £2.1 million for
purchase of computers.

MARKET EXPERTS
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over 50% of the country’s export
earnings and 24% of GDP.
The ﬁnancial services sector
contributes about 5.4% of GDP,
which makes it the ﬁfth largest
sector in the economy after
agriculture (24%), transport &
communications (12%), manufacturing (9.1%) and education (6%).

•

Energy – Oil and gas: Recent oil
discoveries and high potential
gas ﬁnds have created many
opportunities.
– Low carbon energy: The
potential for geothermal energy
is over 10,000 megawatts,
coupled with the high potential
for solar and wind energy
development.

•

Financial services – The primary
industries with ﬁnancial services
opportunities are: extractives,
energy, and agriculture.

•

ICT – The Kenyan Government
is banking on universities to
jumpstart the development of
the planned Konza Technology
City through the establishment
of campuses for teaching,
research and development.

(about £4.1 million).
– Rail: approximately £733
million, towards standard gauge
rail in 2015-2016.
•

Pharmaceutical and medical
equipment sector – The Kenya
Association of Manufacturers
(KAM) is the representative
organisation for manufacturing
value-add industries in Kenya.

•

Aid funded business (AFB) – The
international aid agencies fund
projects to improve prosperity in
developing countries.

•

The World Bank – The World
Bank Group (WBG)’s strategy

– The Korean Government
committed KSh 10 billion for the
establishment of the Kenya
Advanced Institute of Science
and Technology (KAIST).
•

Infrastructure – Ports: The
government has allocated
approximately £11 million in
2015-16 towards: constructing
three new airports; upgrading
two airports; replacing ferries

for Kenya is to support the
government’s strategy of ending
extreme poverty and increasing
shared prosperity.
– International Finance
Corporation (IFC): Supports
Kenya’s private enterprises
through direct investments,
advisory services and capital
from global ﬁnanciers.
– Multilateral Investment
Guarantee Agency (MIGA):
Provides investment guarantees
of US $302 million in support of
projects in Kenya’s infrastructure,
power, agribusiness and service
sectors.

Geography
Located in Central-East Africa, on the equator and bordering Somalia to
the east, Ethiopia to the north, Sudan and South Sudan to the north-west,
Uganda to the west, Tanzania to the south and a 536 km coastline along
the Indian Ocean in the southeast.
For more information go to the Doing Business in Kenya Guide website at:
www.kenya.doingbusinessguide.co.uk or to request a copy of the guide email: institute@export.org.uk
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Quick facts
Area (land plus water): 582,650 km2 (224,960 sq. mi)
Population density: 85.1 people per km2
Population: 45.5 million
Urban population: 26.1%
Capital city: Nairobi (Population 6.5 million [2016])
Currency: Kenyan Shilling KSh
Languages: English (oﬃcial), Kiswahili (oﬃcial), and
numerous indigenous languages
Religions: Christian 83% (Protestant 47.7%, Catholic
23.4%, other Christian 11.9%), Muslim 11.2%, Traditionalists
1.7%, other 1.6%, none 2.4%, unspeciﬁed 0.2% (2009 est.)
GDP per capita: US $1,551.7
Governmental type: presidential republic
Legal system: mixed legal system of English common
law, Islamic law, and customary law; judicial review in a
new Supreme Court established pursuant to the new
constitution
Climate: tropical at coast and arid towards interior
Natural hazards: recurring drought, and ﬂooding
during rain season
Natural resources: limestone, soda ash, salt,
gemstones, ﬂuorspar, zinc, diatomite, gypsum, wildlife,
hydropower
Time diﬀerence: UTC+3
Internet country code: .ke
National holiday: Independence Day, 12 December
(1963); Madaraka Day, 1 June (1963); Mashujaa Day
(or Heroes' Day), 20 October (2010)
National symbols: lion
National colours: black, red, green, white

[Source: FCO Economics Unit, CIA World Factbook
(Dec 2017)]
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A Checklist for Risk Managers

How could Brexit aﬀect your
business? A checklist for risk managers
Although Theresa May has said that “Brexit means Brexit”, there is still a
huge amount of uncertainty and debate about what it will actually look
like. Kathryn Moon, Managing Director at UK insurance broker and risk
management specialist Arthur J. Gallagher, urges risk managers to act now.
Following the triggering of Article
50 last year and the two year
negotiation period now underway,
the UK is set to lose its ‘passporting’
rights from March 2019 when the
UK formally leaves the European
Union, unless a new agreement
is reached. Passporting rights
currently allow ﬁnancial services
companies to oﬀer products to the
rest of the EU and EEA, while only
having to follow one set of
regulations.
This presents a real potential issue
for ﬁnancial services businesses, as
data from the Financial Conduct

Authority shows that nearly 5,500
UK ﬁrms rely on corporate
passports to conduct business
across the EU, while just over
8,000 companies authorised in
other EU states use these rules
to do business in the UK.*
Insurers are an example of the type
of ﬁnancial services company that
may be impacted by exiting the EU
single market. So for corporate risk
managers, it’s important to understand if — and how — their insurers
could be aﬀected and the impact
this might have on their company’s
insurance programme.
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Even though the landscape remains
uncertain, now is the time for
businesses to be actively conducting
a risk assessment and working to
understand their exposures in both
the short and longer term. Only
once they have compiled this
information, can ﬁrms develop an
appropriate risk mitigation strategy.
Alongside this, risk managers
need to be considering the wider
operational implications of Brexit,
notably the impact on HR, sales,
risk, regulation, corporate
governance, legal and
technology. u
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A Checklist for Risk Managers

The labour issue is already
proving a prominent cause for
concern for many, with negotiations over the free movement of
people within the EU holding the
potential to negatively impact the
talent pool within the UK.

•

How does Brexit aﬀect our
suppliers and our supply chain?

•

Where are the vulnerabilities?

•

Which legislation changes will
aﬀect our business?

So, what questions should risk
managers be asking as part of their
assessment?

•

How might changes to the
status of UK ﬁnancial institutions
impact our business?

•

How many EU individuals does
our business employ?

•

•

How much business do we
conduct in Europe?

Do we use IT cloud services?
If so, how might these be
aﬀected by Brexit given the
impending General Data
Protection Regulation (GDPR)
EU Data Directive?

•

How is our business model
aﬀected by Brexit?

•

How will our business be
aﬀected if bilateral agreements
with individual member states
cannot be agreed?

•

Do we need to consider
converting our existing business
into a “societas Europaea”?

•

How dependent is our business
on access to the EU market?

•

How would a less favourable
trade agreement impact our
business?

Preparation is vital and, by conducting a thorough risk assessment
without delay, companies will be
able to adapt and implement a
culture of resilience that will help
them navigate the ambiguity ahead.
*theguardian.com: 'Signiﬁcant' risk to UK ﬁrms
if passporting rights lost after Brexit n

Kathryn Moon
Managing Director,
Arthur J. Gallagher

While there are no clear answers on
Brexit yet, it’s crucial that businesses
try to identify and grasp the potential
implications of an EU exit on their
own businesses now.
www.ajginternational.com
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Customs

Customs Bill – Is AEO the answer?

On 9th October 2017, HM Treasury presented a White Paper to Parliament,
setting out their proposals for a new customs relationship with the EU and
confirmed that regardless of the outcome of the negotiations, the UK will
need new customs legislation in place by March 2019.
recognition of Authorised Economic
Operators (AEOs), enabling faster
clearance at the border and bilateral
agreements of a technology based
solution for roll-on, roll-oﬀ ports,
whilst also looking at allowing
business to self assess their taxes
in respect of imports.

Terry Clear
Director, Customs Insights

The White Paper outlines two
models for the future customs
partnership with the EU – a highly
streamlined customs arrangement
and a new customs partnership.
The ﬁrst model – ’a highly streamlined customs arrangement’,
would introduce customs formalities
to UK-EU trade which would
seek to minimise any additional
requirements as far as possible.
For example, negotiating a continued
waiver from the requirement to
submit entry and exit declarations
for goods moved between the
UK and the EU, to continue to
simplify border crossing for goods
in transit. This option would also
include negotiation for mutual

AEO is a ‘trusted trader’ scheme,
based on the customs to business
partnership introduced by the
World Customs Organization
(WCO). Traders who meet a wide
range of criteria work in close
co-operation with customs
authorities to assure the common
objective of supply chain security.
The second model – ‘a new
customs partnership’, envisages
the UK and the EU trading outside
of a customs union arrangement,
while still removing the need for
customs processes at the border.
This would necessitate the UK
aligning precisely with the EU
external customs border, and the
UK applying the same tariﬀs as
the EU.
Both scenarios would require
thorough negotiations and, as we
know, current negotiations are slow
to say the least. The clock is ticking.
Not surprisingly, the White Paper
also outlines a contingency model,
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whereby the UK would leave the
EU without a negotiated agreement
on customs arrangements.
This would entail establishing
a standalone customs regime from
day one, including setting tariﬀs and
quotas and a goods classiﬁcation
system, in line with the government’s
World Trade Organization (WTO)
obligations. The UK would apply
the same customs duty to every
country that it doesn’t have a trade
agreement with.
As reported in the media, the longer
the negotiations continue without
a free trade agreement, WTO rules
are looking more and more likely,
but what would this mean to UK
trade?
The government have maintained
that they aim for frictionless trade,
whatever the outcome, but with
WTO rules, every consignment
to and from the UK will need a
customs declaration and there will,
in theory, be increased border
checks. This will cause extended
times at ports such as Dover, for all
freight. Additionally, with vehicle
parking space a premium at all the
ro-ro ports, customs will need a
solution to prevent the south east
corridor of England becoming
gridlocked. u
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Such an arrangement would rely
upon an element of trust between
HMRC and the trader. One such
scheme that already exists, but with
currently low uptake across the UK,
is AEO.

The criteria to attain AEO status
for customs procedures, are
compliance, record keeping,
solvency, professional qualiﬁcations
and practical standards of competence, so many businesses must
ask themselves whether now is the
time to be thinking of applying for
AEO. The clock is indeed ticking.

Source: Pink Book ONS
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One solution to the potential
congestion, is for the trader to
present their goods and complete
customs formalities inland as much
as possible, pre-notifying customs
and allowing the continuous ﬂow
of trade. Given that an estimated
130,000 businesses in the UK
export only to other EU countries,
they would be dealing with
customs formalities for the ﬁrst
time since 1992 – a considerable
challenge for an already under
pressure HMRC.

Total international trade in
services 2001 to 2015

150,000

£million

Exports

Imports

Balance

7
200

9
200

See the article on page 79 to learn
more about AEO status and the
beneﬁts it can bring. n
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Source: ONS Note: Figures exclude travel, transport & banking
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Helping you manage
your supply chain effectively
Established in 2009, Miles Vartan Consultancy is a leading
international trade consultancy, with experience working with
manufacturers, exporters, importers, forwarders, clearing agents,
warehouse operators and ports.
Our team have a wealth of experience and are dedicated to
improving and streamlining your supply chain management.
Our Core Services

l
l
l
l
l
l

Customs Compliance & Training
Supply Chain Optimisation

Authorised Economic Operator Application & Management
Health & Safety Management

ISO9001, 14001, 18001 & 28001 standards

Warehouse certifications including BRC, MHRA & COMAH

By implementing effective strategies, risks are reduced,
continuity is assured and profitability is increased.
www.milesvartan.co.uk | Tel: 01394 671 756
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MVC Feature

AEO status will put cargo in the fast
lane post-Brexit
Frictionless trade: the shipping and logistics industry is demanding it, the
Government is promising to deliver it – and yet, as one expert recently
pointed out: “There is no such thing as ‘frictionless trade’ – trade always
has some complexity.”
to smuggle or target ports. The
United States was instrumental in
designing new standards for supply
chain security with C-TPAT:
Customs-Trade Partnership Against
Terrorism.

Holly Tonge
Senior Consultant,
Miles Vartan
Consultancy Ltd

AEO was developed in response, as
part of the WCO’s SAFE framework
of standards, designed to secure
and facilitate global trade. The
framework is based on countries
having mutual recognition agreements to give priority clearance
to trusted AEO exporters and
importers across borders.

Bearing that in mind, and within
the Single Market and the Customs
Union as we are at present,
companies holding Authorised
Economic Operator (AEO)
certiﬁcation have already had a
clear advantage when exporting,
especially to the United States.
Post-Brexit, AEO certiﬁcation will
become even more desirable as
an internationally recognised tool
to keep cargo moving.

AEO certiﬁcation demonstrates
that the trusted trader reviews
and enhances its processes and
procedures to reinforce the physical
security of cargo and premises,
as well as the security of their IT
systems and data back-ups – and
all of this must be audited and
approved by Customs. The reward
– AEO operators can expect to see
their goods in the fast lane of trade,
rather than on the hard shoulder.

Created by the World Customs
Organization (WCO) , AEO status
has more than proved its worth in
smoothing the ﬂow of cargo, whether
to and from Europe, or in trade with
the United States and elsewhere.

However, certiﬁcation has never
been compulsory, and our experience is that traders in the UK have
seen it as ‘nice to have’ rather than
vital. To date, the EU has had a
much higher take-up of AEO.
Post-Brexit, UK manufacturers and
exporters looking to compete with
their EU equivalents really will need
AEO to assure overseas clients that
their shipments will not be subject

How did it start? After 9/11, the
international supply chain was
identiﬁed as a weak link in national
security, which terrorists could use

to unnecessary delays.
There are other important
advantages: AEO certiﬁcation
shows that measures are taken to
protect the integrity of the cargo,
as well as information in relation to
the client and the movement – and
that means tampering or theft is far
less likely. The present version of
EU AEO also covers Customs
compliance – it’s likely that the UK
will adopt this, and this gives the
trader assurance that they are
correctly adhering to Customs
formalities, thereby avoiding what
can often be hefty penalties for
breaches.
The WCO views AEO as the future
of international trade; through
creating Customs-business partnerships, it can give approved,
legitimate traders priority and
deliver simpliﬁed procedures, so
that Customs authorities can focus
on targeting the ‘unknown’ and
possibly illegal.
Although it’s had a slow uptake,
AEO is gaining speed. That said,
it isn’t all plain sailing for those
seeking certiﬁcation. Customs
authorities in the UK need to focus
urgently on their partnership
approach and work to achieve
continued improvements in the
AEO standard and application
process, to ensure it delivers the
right beneﬁts to companies postBrexit. n
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Mexico overview
Mexico is the world’s 15th largest economy, according to
the International Monetary Fund (IMF). World Bank analysts
and Goldman Sachs predict that its economy could be the
world’s 5th largest by 2050.

Mexico has a stable democracy
and the country has considerable
growth potential, with many
advantages including a large,
young workforce, a privileged
geographical position for trade, and
stable macroeconomic indicators.
With a population of around 122
million, it is the largest Spanishspeaking country in the world and
the second most-populous country
in Latin America after Brazil.
Download the
free Mobile App

Many large UK companies now
operate in Mexico, including HSBC,
GlaxoSmithKline, AstraZeneca, BAT
and the InterContinental Hotels
Group. British products have a
significant presence in Mexico,
although the UK’s market share in
goods imports into Mexico has
decreased overall in recent years.
However, the latest data shows UK
exports in services have been
gaining importance.

Mexico City, the capital and one of
the largest cities in the world, lies in
the centre of the country together
with a number of other large cities
in the Valley of Mexico, a temperate
region between the hot, arid
deserts in the northwest and wetter
regions including rainforest in the
southeast.
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When exporting to Mexico
the following general
requirements apply

Duncan Taylor,
British Ambassador
to Mexico
This is a great time for British companies to be doing business in Mexico.
We have a strong and warm relationship. In 2015 we celebrated a yearlong promotion of the UK in Mexico and Mexico in the UK: this helped
broaden and deepen our collaboration with an increasingly important
global partner. Since then that relationship has been going from strength
to strength.
So why Mexico? Mexico is a large country with enormous potential: with a
population of over 122 million, it has the 15th largest economy in the world
(11th by PPP) and is forecast to be the world’s 5th largest economy by 2050.
Mexico is one of the most open economies in the world, with twelve
free-trade agreements covering forty-six countries, and it is in the process
of implementing one of the world’s most ambitious structural economic
reform programmes: including reforming education and opening up the
telecommunications and energy sectors to full competition. Mexico is a
young country, with a median age of just 27 and a growing middle class:
the long term potential is exciting.
To appreciate the opportunities in Mexico I urge you to come and see
for yourself. Perceptions of Mexico in the media are generally negative,
dominated by stories about crime. The reality is very diﬀerent: security is
an issue, as it is everywhere, but business people who do come tend to
be pleasantly surprised, even astonished by the sophistication of the
market and the warmth and goodwill of Mexicans towards the UK.
Doing business in Mexico is all about personal relationships: you have to
be here to succeed. So why not come and see for yourself? Daily direct
ﬂights from London to Mexico City provide easy access. My Department
for International Trade team in the Mexico network stand ready to help.
Our current priorities include the following sectors: infrastructure,
automotive, oil and gas, defence and security, ﬁnancial services,
healthcare, life sciences, education and agritech.
Duncan Taylor
British Ambassador to Mexico
www.gov.uk/government/world/organisations/british-embassy-mexico-city
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Manifest for Sea Freight/Maniﬁesto
de Carga Marítima
The information is to be entered in
advance in English or Spanish into
the Automated System for Manifests
(SAM) of the Integrated Automated
Customs System (SAAI-WEB)
accessible through the website
http://www.sat.gob.mx/English/Pagi
nas/default.aspx. The documents
needs to be submitted 24 hours
prior to the loading of the goods.
In case of bulk goods, noncontainerised automotive products,
goods such as sheets, wires, tube
and steel bars and homogenous/
uniform goods not presented in
boxes, bags, sacks, etc., the data is
to be presented 24 hours prior to
the arrival of the shipment.
Manifest for Air Freight/Maniﬁesto
de Carga Aérea
The information of the Manifest for
Air Freight and the master Air Waybill is to be entered in advance in
English or Spanish into the Mexican
Single Window of Foreign Trade
(VUCEM), according to the
minimum content presented
below. For the minimum content
of the master Air Waybill, please
turn to the quoted document.
In case of aircrafts departing in
North America, Central America,
the Caribbean or South America,
the information must be submitted
at the latest upon the departure at
the last airport in the foreign country.
In case of aircrafts departing in
other countries, the information is
to be submitted at the latest four
hours prior to the arrival of the
aircraft at the ﬁrst airport in Mexico.
Customs Import Declaration/
Pedimento de Importación/
Documento de Operación para
Despacho Aduanero (DODA)
The declaration is to be completed

in Spanish and submitted electronically via the SAT portal under
www.siat.sat.gob.mx/PTSC. As a
prerequisite, the declarant must
be in possession of an Electronic
Signature (e.ﬁrma) or a digital seal
certiﬁcate.
The operation document for
customs clearance (DODA), which
contains a quick response (QR)
code, is generated on the basis
of the validated and paid Customs
Import Declaration. It must be
presented to the respective
customs oﬃce in order to activate
the automated selection mechanism and carry out the customs
clearance of the goods. The DODA
must also accompany the goods
during their transport from the
customs oﬃce of entry to their
ﬁnal destination. A printout of the
Customs Import Declaration is
thus not required.
Declaration of Dutiable Value/
Manifestación de Valor
The declaration is to be completed
in Spanish and issued in duplicate.
This document must be presented
for each seller or consignor abroad.

By Luvinson Fernandes

It is to be completed by the
importer either once every six
months or for each importation,
depending on whether the kind of
products, the exporter or importer
changes between the importations.
The calculation sheet must only be
submitted if requested by the
authorities. Importers wishing to
conduct customs-related transactions without appointing a customs
agent (agente aduanal) must keep
the original of the Declaration of
Dutiable Value.
Commercial Invoice/Factura
Comercial/Comprobante de
Valor Electrónico (COVE)
To be prepared in Spanish, English
or French. If the Commercial
Invoice is prepared in a diﬀerent
language, a Spanish translation
must be eﬀected.

To be submitted electronically via
the Mexican Single Window of
Foreign Trade (VUCEM) prior to the
customs clearance of the goods.
Upon demand of the customs
authorities, the invoice may also
have to be presented in the original
or as a copy.
Packing List/Lista de Empaque
May be required for customs
clearance. If the Commercial Invoice contains all the speciﬁcations
usually included in a Packing List, a
separate Packing List is not required.
No speciﬁc form required. The
Packing List is to be prepared by
the exporter according to standard
business practice, including details
of the content of the packages,
description of the goods, marks
and numbers.
Certiﬁcate of Non-Preferential
Origin/Certiﬁcado de Origen
Required for imports of speciﬁc
animals, plants and animal and
plant products; otherwise, only
required if speciﬁcally requested by
the importer or for other reasons.
The certiﬁcate is to be submitted
by the exporter.
Proof of Preferential Origin
Only required if preferential
treatment under a free trade agreement or arrangement is claimed.
Air Waybill/Guía Aérea
The information of the master
Air Waybill and the Manifest for Air
Freight is to be entered in advance
in English or Spanish into the
Mexican Single Window of Foreign
Trade (VUCEM).
In case of aircrafts departing in
North America, Central America,
the Caribbean or South America,
the information must be submitted
before the departure at the last
airport in the foreign country. In
case of aircrafts departing in other
countries, the information is to be
submitted at least four hours prior
to the arrival of the aircraft at the
ﬁrst airport in Mexico.

Bill of Lading/Conocimiento
de Embarque
Usually issued in English. According
to the Mexican customs authorities,
a translation into Spanish must be
submitted in case the Bill of Lading
is not submitted in either Spanish,
English or French. No speciﬁc
form required, provided that the
document corresponds to the
applicable conventions regarding
both form and content, which in
practice leads to a large scale standardisation of the employed forms.
Note: Air Waybill/Bill of Lading
Multimodal or Combined Transport
Document may replace these
documents if two or more modes
of movement of goods are combined in one transport operation.
Declaration for Dangerous Goods
Shipped via Sea Freight/via Air
Freight must be handed by the
shipper to the carrier or his agent
prior to the shipment of the goods
if dangerous goods are being
shipped.
Taxpayer Registration (RFC)/
Inscripción en el Registro
Federal de Contribuyentes
No speciﬁc form required.
The document should is to be
prepared in Spanish and submitted
either through an authorised
notary public, through the
online interface of the SAT at
https://www.siat.sat.gob.mx/PTSC/,
and/or in person. The application is
to be submitted within one month
from the constitution of the
business. The period of validity
of the registration is not limited.
In case of applying for a Taxpayer
Registration by means of entering
the required data into the online
interface, the acknowledgement
of receipt must be printed and
submitted in paper form together
with the documents to be enclosed
at a SAT oﬃce within ten days of
the online submission.
Source: European Commission Market
Access Database
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Economic Overview
Mexico is the biggest exporter in Latin America. Mexico’s commercial structure is deﬁned by large intra-industrial
trade, as its main exports are in the same industries as its main imports: machinery, electrical equipment,
automobiles, mechanical inputs, minerals, oil and gas.
With 12 Free Trade Agreements
covering 46 countries, including
the US and the EU, Mexico is one
of the most open economies in
the world.
The Mexican Peso has returned to

an exchange rate close to 18 Pesos
per US Dollar, a level not observed
since August last year.
Recently the German and Chinese
Governments have made clear
their intention to establish free

trade relationships with Mexico.
At the same time, the sugar
negotiations between Mexico and
the US presented a ﬁrst positive
exercise on how the NAFTA
renegotiation could improve the
treaty instead of dismantling it.

Geography
Located in the southern part of the North American continent between latitudes 14° and 33°N, and longitudes
86° and 119°W, Mexico is a large country bordering the USA to the north, the Gulf of Mexico to the east, Guatemala,
Belize and the Caribbean Sea to the southeast and the Paciﬁc Ocean to the west.

The top UK exports to Mexico
include:

•

industrial and scientiﬁc
machinery

•

•

power generating machinery
and equipment

•

insurance and pension services

Sector-speciﬁc opportunities
in Mexico

•

road vehicles

largest economy in Latin
America after Brazil

Beneﬁts to UK businesses

•

medicinal and pharmaceutical
products

•

beverages

•

essential oils and perfume
materials

•

organic chemicals

•
Beneﬁts for UK companies
exporting to Mexico include:
•

market about the same size as
the whole of western Europe
with a population of 122 million

•

Mexico and the EU have a free
trade and a double taxation
agreement
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Government tenders in Mexico
– It is recommended that you
work closely with a partner
to assist with preparing bid
documents. Although not
essential, it can help to also
have an oﬃce in Mexico to
increase your chances of
achieving government
contracts.

•

Healthcare – Health provision is
a high priority for the current
administration. The total healthcare spend in 2016 was US $130
billion. It is growing at more
than 8% year on year. Healthcare spend is at around 6.5% of
GDP and is split 50/50 between
the public and private sector.

passed in December 2013, the
Mexican oil and gas industry
has opened up to private
investment.
– Power and renewable energy:
Energy reform aims to promote
investment in clean energy and
reduce fossil fuel dependency
in electricity generation. 35% of
power generation is expected to
come from clean energies by
2024.

•

Food and drink – In recent years
the food and drink sector has
grown faster than the retail
sector.

•

Infrastructure – Mexico spends
about 3% of GDP on infrastructure. It ranks 51st out of 137
countries in terms of infrastructure competitiveness according
to the Global Competitiveness
Report for 2017-2018.

English is widely spoken in Mexico
but there are still many who do not
speak it. Having a basic knowledge
of Spanish will help you make a
good impression.

Energy – Oil and gas: After
the sweeping energy reforms

Typically the management style in
Mexico is paternalistic, with hierar-

•

Business etiquette, language
and culture

chical business structures. Key
decisions are made by a small
number of individuals at the top.
Smart, business attire is more
formal in Mexico than in Europe,
and the use of professional titles is
common.
Timings can be ﬂexible, so it may
be diﬃcult to arrange more than
one or two meetings in a day.
Breakfast meetings are not
uncommon, and lunch is usually
taken late.
Relationships are most important.
You should show long-term
commitment to Mexico and your
Mexican contacts – keep in touch
between contracts or projects.

For more information go to the Doing Business in Mexico Guide website at:
www.mexico.doingbusinessguide.co.uk or to request a copy of the guide email: institute@export.org.uk

MARKET EXPERTS
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Quick facts
Location: North America, bordering the Caribbean Sea
and the Gulf of Mexico, between Belize and the United
States and bordering the North Paciﬁc Ocean, between
Guatemala and the United States
Capital city: Mexico City
Area (land plus water): 1,972,000 km2 (761,610 mi2)
GDP per capita: US $8,562.2
Currency: Mexican Peso (MXN / MEX$)
Population: 122.3 million (INEGI’s last census 2015:
119.5 million)
Life expectancy at birth: 77 years
Government type: federal presidential republic
Legal systems: civil law system with US constitutional
law inﬂuence; judicial review of legislative acts
Languages: Spanish only 92.7%, Spanish and
indigenous languages 5.7%, indigenous only 0.8%,
unspeciﬁed 0.8%
Religions: Roman Catholic 82.7%, Pentecostal 1.6%,
Jehovah's Witness 1.4%, other Evangelical Churches 5%,
other 1.9%, none 4.7%, unspeciﬁed 2.7% (2010 est.)
Climate: varies from tropical to desert
Natural resources: petroleum, silver, copper, gold,
lead, zinc, natural gas, timber
Natural hazards: tsunamis along the Paciﬁc coast,
volcanoes and destructive earthquakes in the centre
and south, and hurricanes on the Paciﬁc, Gulf of Mexico,
and Caribbean coasts
Time diﬀerence: UTC-6
Internet country code: .mx
National holiday: Independence Day,
16th September (1810)
National symbols: golden eagle
National colours: green, white, red
[Source: mostly FCO Economics Unit (December 2017)
CIA World Factbook (May 2017)]

Enter the Open to Export Action Plan Competition
for the chance to win £3000 cash and further
support towards your plans for international growth.
Complete your plan using our online planning tool.

Who are Open to Export?
We are the free online information
service from The Institute of Export
& International Trade dedicated
to helping SMEs through our:
Step-by-step guides covering
the whole export journey from
‘Selecting a market’ to ‘Delivery
and documentation’

A comprehensive webinar
programme covering all aspects
of international trade

The online Export Action Plan
tool helping businesses create a
roadmap to successful new markets

Quarterly competitions for the
chance to win £3000 cash and
further support
Plan to win - start your Export
Action Plan today

Powered By

Register for free on www.opentoexport.com
to start your plan and enter the competition

The Professional Journal from the IOE&IT

Exporter Case Study

Open to Export
recently ran its 7th Export
Action Plan competition
Among the 9 finalists was The Foraging Fox,
producers of beetroot ketchups. We talk to
co-founder Desiree Parker about the business
and their plans for international growth.

Who are The Foraging Fox?
The Foraging Fox are makers of
an all-natural range of beetroot
ketchups. We launched about three
years ago at the Speciality and Fine
Food Fair and are now listed in over
1250 stores in the UK. We currently
export to 8 countries and are
looking to expand into 5 new
markets by the end of 2018.

The same can be said for Europe,
which is our second core market
and where again the development
of the ﬁne food market has really
taken hold. There is much more
choice now available to the
consumer and they're showing us
that they're prepared to pay a little
bit more for better ingredients.
How has the action plan helped
with the exporting?

And how are the exports going?
The export side of our business
continues to grow, which is great
to see! We’ve got 2 big core
markets that we're going to focus
on in the next year: the USA and
Europe (where our focus is really
on consolidating). We've already
committed to 2 key trade shows in
2018; Natural Products Expo West
in March and SIAL in October. It's
SO exciting to be able to exhibit at
2 key shows in the coming months!
The USA is such an important
market for us because both the
online and in-store potential is
huge. It has a big population, they
are big ketchup and beetroot fans
and there's an ongoing trend
towards natural and Free From
products – our ketchups really
resonate with people who are
looking for something which is
natural, really tasty and just better!

Working with the Action Plan really
helps you to focus your attention
on your shorter term as well as
more medium to long term goals –
it can also help you identify any
patterns in the business. More
speciﬁcally for me it made me
re-think the interplay between
our marketing strategy in the UK
and that for our export markets.
When I was using the Action Plan
tool, it also made me think about
where it is that we should really
allocate more marketing spend –
in which markets do we really see
the bigger potential.

In terms of Brexit – how are you
feeling about it at the moment?
All food businesses will have to look
across their supply chain and think
about ways they can maintain their
edge in an increasingly competitive
market. We're thinking about
expanding into markets outside
of the EU, we’re thinking about
consolidating distributors within
the EU and we're also thinking
about ways in which we can work
smarter across our supply chain
more generally. Pricing is key so
we're not only thinking about how
competitive our pricing can be next
year but also 2-3 years down the
line as we explore new ways of
working and new partners. n

Sometimes you can get so busy just
doing that you forget to ask yourself
these important strategic questions.
It's good to take a step back and
look at the bigger picture... it
actually made me change my
mind about a couple of decisions
I’d made earlier in the year!
Find out more about the Export Action Plan at opentoexport.com
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LOOKING AT SETTING-UP A
BUSINESS IN SWITZERLAND?
On behalf of the Swiss Confederation and the Swiss cantons, Switzerland Global Enterprise supports UK
companies looking at setting-up a business and/or establishing a R&D partnership in Switzerland. Our
experts provide specific information about administrative and legal conditions, practical steps to take
when setting up a company, the attractive labor market and laws, costs, tax, real estate, etc. We answer
any questions about Switzerland as a business location, support you in putting together the required
documentation and put you in touch with the appropriate local contacts in Switzerland.
Free-of-charge, official and unbureaucratic.
Contact us:
Marieke Hood, Head of Swiss Business Hub UK + Ireland
Embassy of Switzerland, London
marieke.hood@eda.admin.ch, +44 20 7616 6050, s-ge.com
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Best Practice in Export

IOE&IT partner with Embassy of
Switzerland for 'Best practice in Export'
panel discussion
At the beginning of November the Institute partnered with Swiss Business
Hub UK & Ireland to host a panel discussion on Swiss and UK approaches
to ‘Best Practice in Export’.
and delicious canapés. In the
panel discussion itself, Ramsden
International, Brompton Bicycles
and Bremont Watch Company
represented the UK. They
exchanged thoughts and
experiences with the Swiss
companies Regloplas AG, Arktis
Radiation Detectors, and Panolin
Holding AG.

It was a thoroughly enjoyable
and enlightening discussion and it
became clear that, despite Brexit
being a significant challenge for the
UK’s exporters, there are definite
similarities in the challenges of
exporting faced by businesses in
both countries. It was also clear that
there is plenty we can learn from
our Swiss exporting counterparts. n

Taking place at the Embassy of
Switzerland in London, Lesley
Batchelor OBE, Director General of
the IOE&IT, chaired the distinguished
panel of 6 high performing exporting SMEs – 3 each from the UK and
Switzerland. The panel shared their
experiences in international trade
and took questions from the
audience ranging from the challenges of Brexit to the advantages
of doing business in each country.
We were honoured that HE
Ambassador Alexandre Fasel was
in attendance to make the opening
remarks and to host the fabulous
networking reception afterwards,
which included fine Swiss wines

“It was a fascinating collection of companies. The Swiss showed their
commitment to reinvestment and innovation while the Brits showed their
more creative and perhaps less conventional approaches to export.” n
Institute Director General, Lesley Batchelor OBE, remarked:
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World Trade Matters

Member Focus

Proﬁle of Fellow, Tim Bailey,
Director of Chamber International

Our members really are the heartbeat of the Institute. With that in mind each
issue we’ll be running a Member Focus in which we talk to them about their
history with the Institute and their role in UK trade. This issue we speak to Tim
Bailey, Director of Chamber International, who was made a Fellow at our
Graduation Ceremony last year.

How long have you been a
member of the Institute of
Export now Tim?
When I became a student member
of the Institute of Export & International Trade more than 35 years
ago, I was working for Lep Transport Ltd, within which GeoLogistics
had its roots and was later renamed
Agility.
How did it feel to be awarded
the fellowship last year?
Being made a Fellow of the
Institute, in May 2017, came out
of the blue. It was, and remains, a
huge thrill and an important career
milestone.
What are Chamber International
doing at the moment to help
exporters?
During my last 14 years as director
of Chamber International, I’ve
worked to develop values that give
equal importance to excellent
customer service and pioneering
approaches to export support.

Technology is propelling us all
forward much faster. The Internet is
today’s equivalent of history’s great
silk road and exporters must be
connected or risk being excluded.
During the last four years, we’ve
worked with a technology partner
to develop a hand-held data system
to help small business compete
against those with bigger, deeper
pockets.
The system, Edge, is a business
toolkit that uses cloud technology,
costs less than a mobile phone
contract, and allows users to access
essential export information anywhere in the world. Trade and
technology now go hand in hand
and Edge is enabling hundreds of
businesses to make the crucial
technological adjustment needed
to compete eﬀectively globally.
How do you work with the Institute
towards this?
We at Chamber International and
the Institute share common goals
in being innovative and applying
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technology to help exporters to
become as successful as possible.
The Institute’s Open to Export
website, one of many innovations
under the leadership of Lesley
Batchelor, is by far the most helpful
UK resource for exporters and
brings together online experts from
various ﬁelds to answer questions
on aspects of exporting.
If the UK is to ﬂourish as an
independent global trading nation,
as suggested by the Government
in negotiating Brexit, those entering
exporting, both young and old,
must be well trained in the many
complexities of doing business
overseas.
The Institute is respected throughout the world for setting and
maintaining educational standards
for our industry and one of its many
achievements is its ability to keep
its training and qualiﬁcations bang
up to date in a rapidly changing
environment for exporters and
importers. u
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Member Focus

Tim Bailey (right) receives his Fellowship from Lord Empey OBE, Vice President of the IOE&IT, at this year’s Graduation Ceremony

What 3 tips would you give for new
exporters joining the Institute?
My most important tip for new
exporters joining the Institute is that
they should not do so because they
feel they have to, or as a box-ticking
exercise, but to become as actively
involved as they can, attending
meetings in their area and developing contacts with other members

locally or in their business sector.
Very often one person’s experience,
or contacts, can solve another’s
seemingly intractable problem.
Britain is at an important crossroads
as an exporting nation. If the
Government is successful the
UK will leave the EU, and in all
probability the single market
by March 2019, to become an

independent trading nation creating
new agreements with countries
outside the EU.
Never before has the UK and its
exporting sector needed a strong
international professional body. The
Institute is certainly top-class but,
just as the UK is expanding its global
trade aspirations, I would like to see
its membership grow.

All new members should also see themselves as active ambassadors who can
recruit new members and help the Institute become the powerful world-class
professional body which Britain will need as it transforms its future with new
trading agreements with some of the biggest and fastest-growing economies
in the world. n
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2017 Annual Members Dinner

The Institute of Export & International
Trade – 2017 Annual Members Dinner

The Institute of Export &
International Trade recently hosted
its 2017 Annual Members Dinner
at One Great George Street in
Westminster, London. It was once
again a fabulous celebration of all
of our members’ export achievements and another year of hard
work in the industry.
It was a particularly momentous
evening with farewells and fond
welcomes dominating the predinner speeches. Chief among
these was the announcement
of Terry Scuoler CBE as our new
chairman, following the Institute’s
AGM earlier in the day.
Tributes were also paid to Mike
Strawson FIEx who recently passed
away. Mike was one of our most
honoured members and was even

awarded with the IOE&IT Lifetime
Achievement award in 2013 for his
outstanding contribution in export
sales and in teaching international
trade skills to others. Mike had also
been working at Chamber International in Yorkshire for well over a
decade, and we were delighted
that some of his former colleagues
were in attendance as tributes were
made in the pre-dinner speeches.
And in terms of post-dinner
speeches, we were delighted to
hear some of the wisdom and
memories of Michael Portillo –
the former MP turned broadcaster.
Many in attendance were fascinated
to hear Mr Portillo’s thoughts about
Brexit and we can only hope that
his estimation that political
posturing in the negotiations will

94 : Membership : Training : Qualifications : Advice

eventually turn into handshakes and
a deal comes true.
As 2017 now begins to fade into its
festive end, the members dinner felt
like a great excuse to reﬂect and
blow oﬀ some steam. With the UK’s
post-Brexit position likely to start
become clearer as the negotiations
(hopefully) progress towards trade,
it will be another important year
for the Institute as we continue
to support the UK’s exporters,
teaching the UK's businesses the
skills needed to continue to thrive
in global trade.
It should also be noted that 2017
has been Lesley Batchelor’s 10th
year as the Director General at
the Institute. Here’s to hoping
that the next 10 years are just as
successful! n
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Technical Help FAQs

Our Exporters Helpline service comes as part of your membership package.
Giving you access to our team of experts who can provide help with
questions on all aspects of international trade. To submit a question simply
log in to your Member Account at www.export.org.uk and click on ‘Helpline
Enquiry’ under the ‘Quick Links’ heading.
Below are a few of the most
frequently asked questions to
our Exporters Helpline:
I sell my goods on ex works terms;
how can I get proof of export so
that I don’t have to charge VAT to
the export client?
Regardless of the terms of delivery
or Incoterms chosen, any trader
supplying goods to an overseas
or EU client can only zero rate a
transaction if they hold proof of
export or removal from the UK in
the form of a copy of an export
customs declaration for the goods
in their name, or a copy of a transport document proving despatch
from the UK, or delivery to a client.
For clients selling on ex works
terms, this can present particular
problems, because, according
to the strict terms of the term as
applied under Incoterms 2010®,
an ex works buyer is not obliged
to provide the seller with any proof
of export, only proof of collection.
Furthermore, export customs
formalities are typically the
responsibility of the buyer, not
the seller, so no customs entry
may be made in the seller’s name.
Having said this, many ex works
buyers are happy to provide proof
of export on request, as it simpliﬁes
matters for them; nevertheless, this
is something which needs to be
checked in advance, to avoid
problems at a later stage.

The following are practical options:
1. Change the terms from ex works
to Free Carrier (FCA) seller’s
premises; this term is similar to ex
works, but the seller is responsible
for export customs formalities,
making it possible for you to obtain
proof of export.
2. If selling ex works, insert a
separate clause in the agreement
with the buyer, obliging them to
provide proof of export as a
condition of zero-rating the sale.
3. If in doubt, charge the client VAT;
you can always oﬀer to refund it
on receipt of valid proof of export.
Rules regarding valid proof of
export or removal can be found in
HMRC notice 703 (non EU exports)
or 725 (EU transactions), available
at: https://www.gov.uk/government/publications/notice-999-catalogue-of-publications/notice-999
-catalogue-of-publications.
How can I ﬁnd what rate of duty
would apply for my goods in an
overseas country?
There is a very quick and convenient
tool, managed by the European
Union, known as the EU Market
Access Database (http://madb.europa.eu/madb/datasetPreviewFormATpubli.htm?datacat_id=AT&from
=publi). This allows EU traders to
see what rates of duty would apply
for their goods in overseas (nonEU) markets. By selecting a country
and inserting the ﬁrst 4 or 6 digits
of the customs tariﬀ code for a
product, traders based in the EU

can view a reproduction of the
relevant page in that country’s
customs tariﬀ, with details of import
duties. Clicking on a particular tariﬀ
code will also reveal details of local
taxes and other government fees
which are charged at the point of
customs clearance.
The site will also indicate where
a preferential duty rate might be
available in a speciﬁc country for
goods of EU origin, where the
goods meet the eligibility criteria
(which can also be viewed).
Members should be aware that the
tariﬀ view will be based on the tariﬀ
classiﬁcation of the destination
country. Although most countries
operate on the common Harmonized System of tariﬀ classiﬁcation,
the harmonisation only applies for
the ﬁrst 6 digits of a code, so that
there can be local variations
between the tariﬀs of the destination
country and that of the UK/EU.
Therefore, members are advised
to check the details of the tariﬀ view
carefully, to ensure that they pick
the most suitable local equivalent.
I have been told that my goods
may need an export licence if they
are sold to an export client. How
can I check whether this is correct?
Export licences may be required for
a wide range of goods when sold
to markets outside the EU, (and
even in some cases to EU clients).
Typical products requiring a licence
can include military goods, “Dual
Use” goods (goods which have a
valid commercial function, but
which could also be used for a u
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military application), as well as
articles of artistic or cultural value,
medicines and drug products,
some foodstuﬀs (such as sugar
and ﬂour), and waste products.
The largest category of goods
comprises military and dual use
goods; while most military goods
are fairly self-evident, the category
of dual use goods includes a broad
range of products and technologies
including materials with advanced
properties or characteristics,
electronics, computers, information
technology and communications
equipment, instruments, lasers
and optics, marine and aerospace
products. Export licences for this
category of goods are managed
by the Export Control Joint Unit,
a division of the Department
for International Trade, with
collaboration from the Foreign
& Commonwealth Oﬃce (FCO)
and the Ministry of Defence.
The full range of items restricted
under this category is listed in the
UK Strategic Export Control Lists,
which can be found at:
https://www.gov.uk/government/u
ploads/system/uploads/attachment_data/ﬁle/626629/controllist20170713.pdf.
This list is lengthy and rather
technical, so it is wise to seek
assistance from technical
colleagues when consulting it.
A quick way of checking whether
goods might need an export licence for strategic exports is via the
customs tariﬀ at: https://www.tradetariﬀ.service.gov.uk/trade-tariﬀ/sections.
You should be aware that the
customs tariﬀ is not a deﬁnite
conﬁrmation whether goods do,
or do not need a licence. The
Consolidated Export Control list is
the deﬁnitive guide in this respect.
You should also bear in mind that
export controls can also apply for
goods which are not contained in

this list, if they are exported to
speciﬁc countries (for example,
where sanctions are in place), or
if it is suspected that goods may be
used in conjunction with weapons
of mass destruction programmes.
I have been told that my goods
could beneﬁt from a preferential
duty rate in some overseas markets
if I declare them as EU origin; are
the goods of EU origin if they are
shipped from the UK? If not, how
can I check whether my goods
meet the requirements?
County of origin is deﬁnitely not
the same as the country the goods
are shipped from. Origin, in the
customs sense can be considered
as the country in which a product is
grown, cultivated or manufactured,
or where it undergoes major
processing to change its nature.
Origin is important in many aspects
of international trade, and it is
important to be able to identify
the origin of any goods which you
export or import.
Origin, in relation to preferential
tariﬀs is typically assessed in two
categories.
• Goods which are “wholly
produced” are products which
are fully grown or manufactured
in one country, with no
components, raw materials or
involvement of any other country.
This category may often apply for
basic commodities, such as
agricultural products, but is rare
in the case of more complex
manufactured goods.
• Goods can acquire origin if they
undergo signiﬁcant, economically justiﬁed processing in a
country, even if some
components do not originate
in that country. Origin can be
acquired if goods undergo
transformation. For preferential
origin, the measure of whether
goods are transformed is
normally deﬁned by whether
the tariﬀ code which describes
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the product changes after the
transformation, or whether the
value is signiﬁcantly altered by
the processing.
For preferential origin in relation
to EU trade agreements, goods are
required to be only of EU origin,
and not any speciﬁc member state.
This is likely to change after Brexit,
when the UK no longer has access
to EU Free Trade Agreements, and
has to negotiate its own
agreements.
Assessing preferential origin is
complex, because the speciﬁc rules
which deﬁne preferential origin vary
from one product to the next, and
for diﬀerent destination or origin
countries. Consequently, a product
which can qualify as EU origin in
relation to one destination country
may not be EU origin for a diﬀerent
one.
The current rules for assessing preferential origin are set out in HMRC
Notice 828, available at:
https://www.gov.uk/government/p
ublications/notice-828-tariﬀ-preferences-rules-of-origin-for-variouscountries.
Assuming that goods do not meet
the criteria of “wholly produced”,
you will need to refer to the lists of
rules which apply for each Chapter
and Heading of the tariﬀ code, in
Section 6 of this notice, and also
check for any speciﬁc countrybased exceptions to that rule in
Chapter 7.
Another option is to use the EU
Market Access Database for
overseas tariﬀs (see question on
page 97). If a search shows that an
EU preferential rate exists for a
speciﬁc product and country, the
speciﬁc origin rules for that product
and country can be found by
clicking on the heading “RoO”
on the right hand side of the page
opposite the product in question. n

Reaching out to the right people can be the key
to success. Our Relationship Managers have a
network of specialists around the globe waiting
to help with your business challenges.
Find out more at www.business.hsbc.ae

Issued by HSBC Bank Middle East Limited U.A.E Branch, P.O. Box 66, Dubai, U.A.E, regulated by the Central Bank of the U.A.E for the purpose of this promotion and lead
regulated by the Dubai Financial Services Authority. CRN 170921. © Copyright HSBC Bank Middle East Limited 2017 ALL RIGHTS RESERVED. No part of this publication may be
reproduced, stored in a retrieval system, or transmitted, in any form or by any means, electronic, mechanical, photocopying, recording, or otherwise, without the prior written
permission of HSBC Bank Middle East Limited.

