WORLD TRADE MATTERS | The Professional Journal from the Institute of Export & International Trade

WORLD

Issue Two : Spring 2018

TRADE
MATTERS
The Professional Journal from the Institute of Export &
International Trade

Sketching a Blueprint for Global Britain
Supporting UK exports around the world
Rt Hon. Liam Fox MP: UK Export Finance: at the heart
of HM Government’s blueprint for a Global Britain
Issue Two : Spring 2018

Sector Focus: Access to EU Third Country Trade Deals
Vital to Food and Drink Export Success
GDPR: What Exporters Need to Know

Tips on Doing Business in:
u Switzerland
u China

u Nigeria

u Norway

www.export.org.uk : @ioexport

O
OPERATE
PERATE A
ANYWHERE
NYWHERE IIN
N
HE WORLD
WORLD
T
THE
Our gl
Our
gglobal
lobal n
network
etwork ooff ooffi
office,
ffice, co-working
co-working and
and m
meeting
eeting sp
sspaces
paces
eenables
nablees oour
ur customers
customers to
to oop
perate aanywhere,
nywhere, and
and create
create a business
businesss presence
presence
operate
in practically
practically eevery
very ccity
ity in
in the
th
the w
orld.
in
world.
As
As p
part
art ooff an
an eexpanding
xpanding n
network
et work w
with
ith n
new
ew locations
locations continuously
continuously added
added in
in cities,
cities,
it ’s easy
easy to
to aaccelerate
ccelerate growth,
grow th, b
uild trust
t r u st
airports, sservice
uildings aand
nd rrailways,
ailways, it’s
airports,
er v ice sstations,
tations, p
public
ublic b
buildings
build
apita lise oon
nn
ew opportunities.
opport unities.
aand
nd ccapitalise
new

Too fi
T
find
nd out
out m
more,
ore, ca
call
all uuss oon
n +44
+4 4 1113
13 868
868 1213,
1213, visit
visit regus.co.uk/exportinstitute
reegus.co.uk /exportinsttitute
or download
download our
our aap
pp
or
app

The Professional Journal from the IOE&IT

Welcome

We are delighted that the Secretary of State for International Trade,
the Rt Hon. Liam Fox MP, is one such contributor. He provides an
important update on the work that Government are already doing
towards helping more businesses trade internationally – particularly
through the work of UK Export Finance. We are also honoured to
hear from our President, Lord Green of Hurstpierpoint, about the
challenges ahead that we face as a country, and also from Professor
Dr Hans-Michael Wolﬀgang from the University of Münster, who
gives some fascinating insights into how Germany embraces its own
export challenge.
Lesley Batchelor OBE, FIEx (Grad)
Director General

Welcome

to the second edition of
World Trade Matters.
In this edition we sketch a
‘Blueprint for Global Britain’ –
a task that takes on an increasing
importance with every passing day,
as our exit from the European
Union draws closer. To tackle the
challenge, we’ve drawn together a
fantastic group of thought leaders
from government and industry to
address how Britain can achieve
prosperity and growth through its
exports, as an independent
trading nation. u
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.

Once again look at some of the markets that a more global Britain
could form new trade relationships with, in sections covering China,
India, Russia, Nigeria, Norway and Switzerland. With this edition we’re
also introducing two new features – a sector focus and a roundup
of the latest developments among our younger exporters. The ﬁrst
sector focus looks at our food and drink exports, with updates from
the Food and Drink Federation and the FoodisGREAT campaign,
and in our ‘Young International Traders’ section we hear from Young
President Arne Mielken and look ahead to what should be an
inspiring graduation ceremony in May.
We also feature multiple articles with a vision for our SMEs post-Brexit.
The Federation of Small Businesses and Bibby Financial Services both
highlight the importance of getting more of our smaller businesses
exporting and sketch out their vision for making this happen. In terms
of our own work towards getting more SMEs exporting, we feature two
interviews with previous winners of the Open to Export competition.
The Institute took on the Open to Export project a year ago now
and I would deﬁnitely recommend the smaller businesses reading
this journal to use the Export Action Plan tool. It’s a great tool that
enables you to plot your ‘roadmap to export success’. And deﬁnitely
enter the competition – you never know, it could be you who wins
the £3,000 cash prize!
2018 is already shaping up to be an eventful year for the Institute,
with projects in Saudi Arabia and with the World Trade Organisation
on the horizon, as well as the continuation of our regional summits
programme. Finally, always remember that we continue to oﬀer a full
programme of training courses and qualiﬁcations that give businesses
and individuals the skills and knowledge needed to thrive in
tomorrow’s Global Britain. n
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UK Export Finance: at the heart of
HM Government’s blueprint for a
Global Britain

A year on from the publication of UK Export Finance’s new three-year
business plan, Secretary of State for International Trade Rt Hon. Liam Fox
MP looks at what’s been achieved – and what there is to come. u
The Secretary of State will be attending our Graduation & Prizegiving Ceremony on May 23rd. Book tickets
now to network with UK trade's key decision makers: http://www.export.org.uk/page/graduation_2018
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Rt Hon. Liam Fox MP

We are living in hugely exciting
times for the United Kingdom. For
the ﬁrst time in over 40 years, we
are shaping our own trade agenda.
Our priority in Government, at
home and abroad, is to create
international opportunities for UK
businesses, and to make sure that
we are doing everything we can to
support them as they look to realise
these opportunities.
Last year, UK Export Finance
published a new business plan,
setting out our ambitions for the
UK’s export credit agency. This plan
recognises the power of export
ﬁnance as an essential tool in the
UK’s international success, and puts
UK Export Finance at the heart of
trade promotion.
A year on, we are fulﬁlling this
ambition, ensuring that UK
exporters beneﬁt from one of the
world’s best export credit agencies.
In the last ﬁnancial year UKEF made
£3 billion in support available to
help boost UK exports; at the same
time we have seen exports of UK
goods increase by over 11 per cent.
UKEF’s support is not just for big
business. We have made accessing
government-backed export ﬁnance
faster and easier for small and
medium-sized enterprises (SMEs)
than ever before. As of October,
SMEs can get UKEF bonds and
working capital support for up to
£2 million in a matter of seconds
directly from their bank, without
having to apply separately.
We also updated and relaunched
UKEF’s Overseas Investment
Insurance product. This support will
encourage more UK companies to
invest overseas and beneﬁt from
the opportunities in fast-growing
economies around the world.
In our target markets, we have

issued expressions of interest to
support High Value Campaigns,
and launched a new international
network for UKEF that will provide
front-line ﬁnance specialists in key
markets.
Underpinning this, in the last year
we have increased – in many cases
doubled – our capacity to ﬁnance
trade with over 100 markets. We’ve
added another 20 international
currencies to our local currency
ﬁnancing capability, bringing the
total to more than 60. Buyers of UK
goods and services from Brazil to
Zambia can now access twice the
ﬁnance in their own currencies
when they buy from the UK –
buying British and paying local.
And our digital capability is going
from strength to strength, with
a range of new internal and
customer-facing tools – including
a pricing indicator to respond to
demand from our customers and
their overseas buyers.
There is, of course, much more to
come; it would not be a three-year
plan if we could achieve everything
in 12 months. In the two years
ahead, UKEF will build on these
foundations to improve the service
we oﬀer to UK businesses,
supporting their success around
the world.
We are putting the oﬀer of UKEF
ﬁnance at the centre of a “Team UK”
approach when bidding for
international projects, using it as a
lever to bring opportunities to the
UK supply chain. To date, we have
worked with ﬁve sponsors and
primary contractors on major
global projects, with hundreds of
millions of pounds of business
for the UK, and have held supplier
events for their procurement teams
to engage directly with British
companies.

We have a number of major
international projects in the
pipeline, and will be using UKEF’s
involvement to ensure UK suppliers
reap beneﬁts worth billions of
pounds. This approach is replicable
and scalable across sectors and
projects, whether for a single power
station or for an entire country’s
healthcare system. We are also
deepening our understanding of
the UK supply chain, meaning we
can identify and match projects
to UK supplies more strategically.
We have begun a root-and-branch
product review, in consultation with
key partners, such as the Institute of
Export & International Trade, to make
sure that we are able to meet the
evolving needs of UK exporters.
For example, we will shortly be
launching the new supply chain
product announced in the 2017
Autumn Budget.
None of this would be possible
without ensuring that UKEF has
the skills and workforce to deliver
on these plans. UKEF has therefore
enhanced its senior-level capability
across products, business development
and marketing, key underwriting roles
and operations to support the
increased ambition and delivery.
And of course, the real measure of
the merits of our vision will follow
when we see how much support,
and to how many exporters, UKEF
provides over the course of the plan.
As well as being the year that
the UK takes up an independent
position on the world stage when
it leaves the European Union, 2019
will also see UKEF, the world’s ﬁrst
export credit agency, celebrate its
100th birthday – another important
milestone for our great trading
nation. I look forward to continuing
to work to ensure that UKEF matches
the UK’s global ambitions. n
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Exporting - Our National Challenge

Exporting – Our National Challenge
Exporting is not merely good for
us, it's essential. For a long time this
country has run a current account
deﬁcit - indeed, it is one of the
largest deﬁcits in the world. So far
we have been able to ﬁnance that
deﬁcit, but it would be folly to
assume that we will always be able
to. The truth is that the country has
been living beyond its means.
We need to do a better job of
exporting. What is more, there
is overwhelming evidence that
exporting is good for business it makes businesses more
competitive, enabling them to
grow faster, create more jobs and
become more proﬁtable. In other
words, exporting not only helps us
pay our way in the world, but it also
strengthens the backbone of our
whole economy.
As a former Trade Minister, I vividly
remember being struck by how
much energy and creative excellence
there is amongst Britain's exporters.
There are companies of every shape
and size, in every sector and in
every part of the country, who are
taking the world on.

Lord Green
2006-2010
Chairman of HSBC Holdings plc
2011-2013
Minister of State for Trade
2017-present
President of the Institute of
Export & International Trade

Lord Green
10 : Membership : Training : Qualifications : Advice

From the country's biggest
engineers to small businesses
making precision-manufactured
components as part of international
supply chains; from highly complex
technology to cheese and chocolate
exporters; from educational services
to retail services, delivered virtually
or physically - I saw numerous
inspiring examples, in many parts
of the world, of British success in
new markets. Around the world,
'brand Britain' stands in very high
regard, but at the same time, in
country after country, our market
share is less than it could be - less
than that of France, Germany or
Italy, for example. So this is indeed
a national opportunity, as well as
a national challenge.
Exporting is not easy. It needs
imagination, boldness, a readiness
to take risk - and it needs skill.
Which is where the Institute comes
in. It is my great honour to be
President of an organisation that
is dedicated to helping companies
and individuals equip themselves
with the skills and expertise needed
for success in the wider world.
The work of the Institute has never
been more important than it is
now. Its training programmes,
its qualiﬁcations and its advisory
services play a critical role in
helping businesses to approach
the exporting challenge on the
basis of sound strategy and robust
knowledge of markets, trade
processes, legal requirements
and the ﬁnancial aspects.
As the Brexit negotiations proceed,
many businesses feel an understandable sense of uncertainty
about what exactly the new era
will look like. But under any
scenario, we need to be ready to
play at the top of our game. Like a
good coach and trainer, it is the job
of the Institute to help us be as ﬁt
as possible. n
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NEWS

UK doubles export credit for India
The UK Government announced the doubling of its national credit support for UK businesses exporting to India,
during the visit of Commerce and Industry Minister Suresh Prabhu.
Prabhu held talks in January with Britain's Secretary of State for International Trade, Dr. Liam Fox, in London as
part of the twelfth meeting of the UK-India Joint Economic and Trade Committee (JETCO) to discuss greater
cooperation between the two countries and identify barriers to trade and investment. As part of the discussions,
Dr. Fox announced that the UK's national export credit agency, UK Export Finance (UKEF), has more than doubled
its ﬁnancial support to enable UK businesses to trade with India. This means 4.5 billion pounds will now be available
for UK companies exporting to India, as well as Indian buyers of UK goods and services.
"India is the world's seventh-largest economy and the fourth largest investor into the UK, while UK investment in
India grew by 8.8 per cent in the year to 2016", said Dr. Fox.
"For the ﬁrst time in 40 years, the UK is preparing for its own independent trade policy, and expanding our bilateral
trade and investment with India will be central to that task. It's in our shared interest to boost prosperity, generate
jobs, develop skills, and enhance the competitiveness of both our countries." n

UK Export Finance announces three new appointments
to support UK’s export ambitions
UK Export Finance (UKEF) has appointed Richard Simon-Lewis as its new Head of Origination, Client Coverage,
Marketing and Communications, Adam Harris as its new Head of Civil, Infrastructure and Energy, and Andy
Blacksell as its new Head of Underwriting Policy and Products.
The appointments will enhance UKEF’s senior
management capability, as the department takes steps
to realise the ambitions set out in its Business Plan for
2017-20.

Adam will take over responsibility for managing and
developing a growing team of 30 specialist underwriters,
responsible for delivering and enhancing UKEF’s
support for the civil, infrastructure and energy sectors.

Richard, Adam and Andy will play a critical role in
implementing UKEF’s strategy to lead with ﬁnance,
to bring major international business opportunities to
the UK, and help UK companies compete for business
around the world. Additional recruitment into senior
roles across UKEF’s policy and operations divisions is
planned for the coming months to build the department’s
capacity and expertise further.

Andy will focus on ensuring UKEF’s tools, insights and
resources are fully utilised to develop and deliver the
products that UK exporters need, to support them in
making the most of trading internationally, with greater
pace, eﬃciency and capacity.

Richard will focus on seeking and securing global
opportunities for UK exporters, helping to connect
UK capability with international demand, raising
awareness of UKEF’s support among exporters and
overseas buyers, and generating new business both
at home and abroad. He will also develop a new
network of international advisors to support UKEF’s
overseas activity across 20 diﬀerent markets.

“I am very pleased to announce these appointments
into key positions as we look to deliver world-leading
ﬁnance to help the UK’s world-leading exporters grow
their business internationally.

Louis Taylor, UKEF’s Chief Executive Oﬃcer, welcomed
Richard, Adam and Andy to their roles, saying:

“Richard, Adam and Andy will bring the expertise,
creativity and ambition required to help UKEF realise its
aim to be the best export credit agency in the world.” 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

Record breaking level of UK food and drink exports in 2017
Figures released by Defra have shown that overseas sales of UK food and drink continued to soar last year, reaching
record levels. Exports of over £22 billion were recorded, with 13.4 million tonnes of goods sent abroad. This represents
an increase of more than £2 billion on 2016. UK food and drink businesses are now selling their products to 217
markets – with sales of milk and cream increasing by 61 per cent, salmon by 23 per cent and pork by 14 per cent.
An increasing thirst for British tipples has also seen bottles of UK beer appearing on shelves as far away as Japan
and New Zealand, while gin continues to go through a ‘ginaissance’ with international sales of UK brands reaching
over £500 million. From January to December 2017 we also sent £85 million worth of cheese to France, £21
million of chocolate to Belgium, and even £2 million of tea to China. Secretary of State for the Department of
Environment, Food and Rural Aﬀairs, Michael Gove said:
"Farmers, ﬁsherman and our food producers are all helping to deliver a Brexit bonus - with more exports of British
food and drink than ever. Contrary to the constant negativity of the doom-mongers, the British economy is going
from strength to strength showing that a Green Brexit can deliver for the whole country." n

Major UK exports include:
Whisky (£4.5 billion)
Salmon (£720 million)
Chocolate (£680 million)
Cheese (£623 million)
Beer (£603 million)
Shellﬁsh (£600 million)

Top 5 countries we export to:
Irish Republic (£3.7 billion)
France (£2.3 billion)
USA (£2.3 billion)
Netherlands (£1.5 billion)
Germany (£1.4 billion)

New restrictions on surveillance equipment exports
In January the European Parliament
voted to tighten export controls
restricting the supply of surveillance
and encryption technology to
regimes with poor human rights
records.
The restrictions come oﬀ the
back of mounting evidence that
equipment being supplied by
companies in Europe has been
used by oppressive regimes to
suppress political opponents,
journalists and campaigners.
The new restrictions apply to
surveillance equipment including
devices for intercepting mobile

phone calls, hacking computers,
circumventing passwords and
identifying internet users.
MEP Klaus Buchner, European
Parliament rapporteur, said:
“Dictators spy on their citizens using
EU cyber surveillance. This must
stop. The EU cannot contribute
to the suﬀering of courageous
activists, who often risk their lives
for freedom and democracy.
“We are determined to close
dangerous gaps in the export of
dual-use goods and call on
member states to follow suit.” 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 : 13
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Small businesses set to ramp up investment as conﬁdence
edges back
UK SMEs are planning to increase
investment levels as developing
and securing new talent becomes
top priority, according to the latest
SME Conﬁdence Tracker from
business funder, Bibby Financial
Services (BFS).

found:
•

•

The latest ﬁndings show that SME
owners plan to invest £88,721
in Q1 2018, up 14 per cent on
planned expenditure for Q4 2017
(£77,813).
•
Four in ﬁve SMEs (80 per cent)
invested in their businesses in the
ﬁnal three months of the year,
with over two ﬁfths (41 per cent)
investing in upskilling existing staﬀ.
This trend is set to continue in
2018 as over a third (37 per cent)
plan to invest in staﬀ training and
development. The research also

shows conﬁdence increasing from
58.7 in Q3 to 58.8 in Q4 2017.

Over a quarter (28 per cent)
planned to hire new staﬀ
between January and April;
Investment in digital technology
and IT (28 per cent), developing
new supplier relationships (27
per cent) and new equipment
or machinery (23 per cent) also
feature as key investment areas;
Rising costs (18 per cent),
increased competition (16 per
cent) and lack of skilled staﬀ (12
per cent) are key concerns.

The latest investment ﬁgures come
as conﬁdence amongst SMEs
edged-up in Q4, with 37 per cent
reporting sales growth in Q4, up
from a third (33 per cent) in Q3
2017. BFS’s SME Conﬁdence Index

Commenting on the ﬁndings,
Edward Winterton, UK CEO of
Bibby Financial Services said:
“While conﬁdence among small
businesses remains low, there
does seem to be light at the end
of the tunnel, with SME owners
now starting to think about
investing for the future.
“However, while there are signs
that conﬁdence is edging back,
it remains to be seen whether this
is sustainable.
“Nevertheless, businesses are not
resting on their laurels but backing
their own business as best way to
capitalise on new opportunities.” n

New HM Trade Commissioners to lead UK trade and investment
overseas
As the UK prepares for future trade agreements
with countries around the world, International Trade
Secretary, Dr. Liam Fox, has named two new HM Trade
Commissioners. They will champion British trade with
some of the UK’s biggest economic partners.
With 90 per cent of growth projected to come from
outside the EU, Dr Fox said the appointments signal “a
new way of doing things”, with far more autonomy for
his senior oﬃcials to improve trade with key markets
of the future. Antony Phillipson has been appointed as
HMTC for North America, while Crispin Simon has
been appointed to the South Asia role.
International Trade Secretary, Dr. Liam Fox, said:
“With the IMF predicting that 90 per cent of growth
will come from outside the EU, we need to look at
where the emerging markets are and put UK businesses
in prime position to beneﬁt. “That is why, as an
14 : Membership : Training : Qualifications : Advice

international economic department, we are introducing
a new way of doing things with the appointment of our
HM Trade Commissioners.
“They will have more autonomy to do what works best
in their region to improve trade with key markets of the
future. Antony and Crispin bring a wealth of in-country
knowledge and expertise to their new roles, alongside
an extensive network of contacts in North America and
South Asia – two key growth markets where British
companies already have a well-established presence.”
In North America, the United States is the UK’s single
largest trading partner and biggest export market,
accounting for 14.5 per cent of all UK trade and more
than 18 per cent of British exports in 2016. Whilst in
South Asia, trade in goods and services between the
UK and India alone was worth more than £15 billion in
2016. Both regions are home to some of the world’s
largest and fastest-expanding economies. n
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World Trade Matters

International Focus

How companies learn about customs
and export controls in Germany!
We talk to Professor Doctor Hans-Michael Wolffgang - the professor of
international trade and tax law and head of the Institute of Customs and
International Trade Law at the University of Münster, Germany.

Additionally, he is a co-shareholder
of the aﬃliated AWA Foreign Trade
Academy, where he specialises in
customs and export control law.
The AWA is a leading training
institute for international trade
and has aﬃliates in Austria and
Switzerland.
How do businesses in Germany
generally go about dealing
with customs compliance
requirements?
Since the German economy is very
dependent on imports and exports,
companies attach great importance
to customs compliance. They also
demand customs simpliﬁcations
and so the Union Customs Code
provides a number of simpliﬁed
procedures for import, export,
transit, warehousing and processing.

Such simpliﬁcations mean that the
customs administrations only
receive information on imports
after the goods have entered the
customs territory. Therefore,
responsibility is increasingly
being transferred to companies.
The introduction of the Authorised
Economic Operator status has only
stressed the importance of customs
compliance. Nowadays, companies
are seen as trusted partners by the
customs administration.
What role does education have in
allowing companies to export in
a compliant manner in Germany?
The customs administration
will only authorise simpliﬁed
procedures (including AEO status)
to reliable companies. In order to
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prove reliability, companies must
show that they employ customs
experts. As a result, the training
of customs experts is nowadays
very important in Germany.
People who work in the ﬁeld of
customs in their companies come
from a variety of backgrounds.
They tend to have experience in
international trade but not a real
education in it.
In Germany we do not educate
people about these aspects of trade
in school or universities unless
you do the Masters of Customs
Administration at the University
of Münster. There are, though,
several private training institutes in
Germany who do seminars and
online training to educate people
in customs companies. u
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International Focus

Can you tell us a bit more about
the Department of Customs and
Excise at the University of Münster?
The Department of Customs and
Excise was reformed as the Institute
of Customs and International Trade
Law in 2016. It is now an institute
of Münster University, which is coﬁnanced by the AWA Foreign Trade
Academy. The AWA is Germany’s
leading provider of education and
training in the ﬁeld of customs law.
Today the Institute represents the
academic branch of the AWA and
oﬀers a Master’s course in customs
(Master of Customs Administration),
which is unique in Germany.

and International Trade Law at
Münster University.
Of course, the topic or subject
matter is by and large the same –
or at least it is at present because it
is through EU law and practice that
both countries currently govern
customs. There are some specialties
depending on the customs authorities
involved, but in general it’s currently
the same and therefore we oﬀer
similar seminars right now.

between us could see the
exchange of lecturers so that
employees of companies in the
UK learn about customs practice
in Germany and vice-versa.
We could also oﬀer mixed seminars
or online courses for participants
in the UK and Germany. British
graduates of the courses could
also participate in the Master’s
programme in Germany since the
course is also oﬀered in English. n

There are also similar courses being
run in France by the organisation
Odasce.

How does this compare with
the work done by the Institute
of Export & International Trade
in the UK?

Following from the WTO session
we worked on together, what
can we all do to ensure better
international customs compliance
and therefore easier trade?

Many of the courses for company
employees oﬀered by the Institute
of Export & International Trade are
quite similar to those oﬀered by the
AWA and the Institute of Customs

Our educational institutions in the
UK and Germany share the same
subjects, target group, and teaching
methods – it's just that they're in
diﬀerent countries. Cooperation

Professor Dr Wolﬀgang
University of Münster

www.export.org.uk : @ioexport : 17

World Trade Matters

Digital Trade

It’s time to implement rules on digital trade
The way we live and work has dramatically changed over the last 20 years,
yet the trade framework for trade hasn't been updated since 1998, says
Chris Southworth, Secretary General of the ICC United Kingdom.

Chris Southworth
Secretary General, ICC
United Kingdom

Following a successful WTO Ministerial
Conference in Buenos Aires in
December, digital trade hit an
inﬂection point with 70 countries
agreeing to prepare the ground for
a plurilateral agreement, creating an
enormous opportunity for UK
business.
Digital trade is a central pillar of
the International Chamber of
Commerce’s (ICC) agenda for
promoting free trade and open
borders – it is key to enabling SME
growth, improving access to the
global economy and for reducing
inequality, especially in emerging
markets.
In the past two decades we have
seen a combination of dramatic
advancements in technology and
a shift in population with a rapidly
rising globally young population.
India alone has 500 million people
younger than 25, equivalent to the
whole population of Europe. Africa
will have the largest youth population
by 2030.
The WTO ecommerce work plan
was a watershed moment that

has opened up the possibility to
modernise global rules and create
a digital trade environment large
enough to really make a diﬀerence –
particularly for small companies
wanting to access global markets.
However, if we want to be successful,
OECD countries like the UK can not
just plough on ahead. We have to
work with and support governments
from emerging markets that also
have pressing development needs.
Success will be moving forward
together and establishing scale
across multiple markets - developed
and emerging. This will unleash more
opportunities for everyone to trade.
ICC is at the vanguard of this
movement, supporting Costa Rica
and Pakistan, who lead on digital
trade at the WTO amongst
developing countries. This group
acts as a critical bridge between the
OECD countries amongst the 70 and
the less developed countries. Moving
forward needs to be nuanced. In
regions like Africa we must ﬁnd ways
to demonstrate how digital trade
can increase intra African trade, the
continent's number one trade priority.
This type of approach will deliver the
kind of results we can all beneﬁt from.
Our starting point will be to review
the current digital trade framework
to assess where eﬀorts need to focus.
It will also be ideal if the WTO break
the conversation down into priorities
thematically so business can eﬀectively
engage and support governments –
themes like ﬁnance, digital platforms,
connectivity and so on.
One key area for discussion will be
exploring the reasons why digital
platforms allow the purchasing, but
not selling, of goods in many markets
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– a signiﬁcant hurdle to digital trade
for many in emerging markets.
Although the online purchasing of
goods is simpler – subjecting a
platform and buyer to less legal
liability than selling – blocks to online
sales often centre on national Know
Your Customer (KYC) and Anti Money
Laundering (AML) regulations.
Digital trade in emerging markets
New digital trade rules must work
for both developed and developing
economies. With respect to
developing countries, engaging in
e-commerce will beneﬁt SMEs the
most – particularly in rural areas
where infrastructure is not well
developed. Ecommerce will also
help more women access economic
opportunities - four out of ﬁve digital
entrepreneurs are female.
Access to online trading platforms
improves access to market
information, reduces transaction
costs, and speeds up payments
improving access to working capital.
For instance, a recent study showed
that access to price information for
farmers in developing countries has
helped increase farming income
by 24 per cent, with some sellers
achieving gains of up to 57 per cent.[1]
We all win from digital trade but small
companies, women and emerging
markets gain the most. If we want
trade to work for everyone, digital
trade must be our collective priority.
The UK has a big role to play in
making this happen - the Institute
of Export & International Trade and
ICC are both contributing to this
exciting opportunity. n
1. https://www.wto.org/english/res_e/booksp_
e/ecom_brochure_e.pdf
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Financial

Look before you leap

Whether conducting international trade, or domestic business, one of the
principal tasks of the professional credit manager is to steer their business
away from the risk of not getting paid. This would include all of the usual
reference points: published financial data, credit checks through Credit
Reference Agencies or risk reports from global Credit Insurers, as well as
media reports and sharing experiences with others in the industry.

Philip King
Chief Executive, CICM.

But data alone does not always tell
the whole story, and this point has
been brought home to me recently
when studying a report by Graydon,
produced exclusively for the
Chartered Institute of Credit
Management.
The report is an analysis of 1st
Quarter ﬁgures from the ﬁrst ﬁrms
responding to the new Payment
Practices Reporting Regulations
that oblige larger ﬁrms with a
‘Duty to Report’ their payment
performance. Within the ﬁrst
tranche are such well-known
international brands as Wagamama,
Center Parcs, and Cargill.

To date, just over 500 ﬁrms have
reported, and within those ﬁrms,
the average reported time to pay
was 39.73 days with just less than
half (49.45 per cent) paid within 30
days. More than a third (34.84 per
cent) were paid between 31 and 60
days, and 15.71 per cent were paid
later than 60 days. The most
troubling statistic, however, is that
almost a third (31.22 per cent) were
paid beyond the agreed terms.
These ﬁgures, which reﬂect an
earlier snapshot at the start of the
year, suggest some alarming trends.
While some commentators understandably ﬁxate on believing that a
payment term should never be
longer than 30 days, actually, the
biggest issue for many smaller
suppliers is not always the length
of payment term, but rather the
certainty that payment will arrive
when they expect it. Then they
can manage their own cashﬂow
accordingly. Often, payment of a
large supplier, the rent, or the
wages are dependent on a large
invoice being paid.
If almost a third of invoices are
being paid late then the suppliers
are seeing a hole in their cashﬂow
which is worrying, at best, and can
be catastrophic. For many small
businesses, it’s about more than
just the balance sitting in the
current account.

20 : Membership : Training : Qualifications : Advice

While it would be easy to condemn
certain companies on the list for
their apparent ‘poor performance’,
we need to be careful: these ﬁgures
do not always tell the whole story.
One company, for example, reports
that zero invoices are paid late –
which on the surface must be a
good sign – yet the average time to
pay is 69 days, and only seven per
cent of invoices are paid within 30
days, which is far less encouraging.
Its maximum contractual payment
terms are 75 days.
Contrast that ﬁgure with another
company that reports paying 57 per
cent of invoices outside the agreed
terms, yet 52 per cent within 30
days, 28 per cent between 31 & 60,
and 20 per cent over 60 days. Its
average time to pay is 56 days.
Which company is the better bet?
How you interpret these ﬁgures is
dependent on your point of view
and what is most important to you.
It is easy to draw conclusions that
might be misleading – both good
and bad. Sometimes you need to
read between the lines.
The new Government portal
(https://check-paymentpractices.service.gov.uk/search),
where all such future information
will be available, should help
SMEs adopt best-practice credit
management and get a more u
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informed picture of who they are
doing business with. You can go
into the relationship with your eyes
open and, if the terms being sought
are out of line with those reported,
you will have good reason to push
back and ask why you are being
treated less favourably.

Guide no 1, Knowing your
Customer, at http://www.cicm.
com/resources/cashﬂowguides/
•

check to see if they’re a
signatory to the Prompt
Payment Code at http://www.
promptpaymentcode.org.uk/.
If they are they’ve committed to
paying on time and, if they
don’t, you can raise a challenge

•

look at their reported data on
the Payment Practices portal so

For further information and support
on managing cashﬂow and payment,
and if you plan to supply a business:
•

use the tips included in the
CICM Managing Cashﬂow

you know what to expect
https://check-payment-prac
tices.service.gov.uk/search.
The Payment Practices Reporting
Regulations came into eﬀect on
1st April 2017, and eventually, all
of the approximately 15,000 large
companies will be obliged to report
on a half-yearly basis. n

For further press information, please contact: Sean Feast or Alex Simmons –
Gravity Public Relations | 0207 330 8810, email mediaenquiries@cicm.com
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Market Profile: Doing Business in Switzerland
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The Swiss economy has weathered the economic storm
in Europe well over the past years, despite continued
upward pressure on the Swiss Franc. Switzerland’s economy
benefits from a highly-skilled labour force, a stable political
environment, liquid and sophisticated financial markets,
low taxes, strong domestic purchasing power, a welldeveloped infrastructure, a stable macroeconomic
environment and a strong service sector.

Download the
free Mobile App
Switzerland is a diverse and mature
economy with opportunities in all
sectors. Business links between
Switzerland and the UK are extremely
strong with more than 80 flights per
day linking the UK with Switzerland.
Switzerland is the UK’s most
important non-EU trading partner
after the USA. There is a strong
trading relationship in both trade
in goods and trade in services.

and the strong Swiss Franc makes
UK products highly competitive.
More than 24.6 per cent of
Switzerland’s population of 8.23
million are non-Swiss, with a large
percentage living in the main cities
of Zurich, Geneva, Basel and Berne.
Swiss cities regularly feature
amongst the best places in the
world for expatriates to live, largely
due to political stability, low crime
rates and good medical facilities.

Key factors that can benefit British
trade into Switzerland include
strong demand for high-quality
products and services with competitive prices, a highly automated
and efficient manufacturing sector,
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Her Majesty’s Ambassador to Switzerland and Liechtenstein, Jane Owen
The Institute of Export & International Trade is working with the British Government
to help companies ﬁnd new business opportunities globally and we look forward to
helping you navigate the Swiss market successfully.
Iconic British names have had a long aﬃnity with Switzerland, starting with the desire of
British alpinists to climb Swiss peaks, to Sherlock Holme’s famous tussle with Professor
Moriarty at the Reichenbach Falls which popularised Swiss mountain holidays. Today
the famous names here include GlaxoSmithKline, Lush, EasyJet, Land Rover and a host
of smaller players. Switzerland is one of the UK’s top business partners, with bilateral
trade reaching £35 billion in 2016. It is our sixth largest export market and tenth largest
trading partner, triggering very large investments in both services and manufacturing.

The Swiss and the British have developed particularly strong links in ﬁnancial and business services, pharmaceutical
products, manufactured goods, IT and retail. Located at the heart of Europe, Switzerland projects steady economic
growth, and oﬀers excellent opportunities for companies with high quality products looking for long term
relationships. The Global Innovation Index puts Switzerland at the top of the league table, and so if you have
a high-tech product or service, Switzerland is a great country to explore for collaboration opportunities.
I hope that my teams in Berne and Geneva can join the IOE&IT in supporting you to develop your business in
Switzerland, a country where the old adage is certainly true: “you never get a second chance to make a ﬁrst
impression”. This is a demanding, complex market, with four national languages, and subtly diﬀerent business
cultures. It’s useful to know how the local cantonal system works and how to access decision makers and
marketing. Please get in touch and ask how we can help.
Jane Owen
Her Majesty’s Ambassador to Switzerland and Liechtenstein
https://www.gov.uk/world/organisations/british-embassy-berne
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Advice from our Technical Helpline

When exporting to Switzerland the following general requirements apply
Railway Manifest
This mandatory document notifying
the authorities of the arrival of a
railway train and consignment,
and summarising the goods loaded
therein, is required for customs
clearance and border surveillance.
It is also a prerequisite for the
Customs Import Declaration.
To be submitted electronically by the
freight forwarder in advance in either
German, French, Italian or English
through the RailControl system.
Entry Summary Declaration for
Imports from Third Countries
This document provides the Swiss
Customs with necessary information
for the risk-assessment of imports
with non-EU origin and is required
for customs clearance.
The notiﬁcation is to be completed
in German, French, Italian or English
and submitted by the carrier/
forwarder through the e-dec system.
Customs Import Declaration
This is the oﬃcial form for the
customs clearance of goods. The
declaration is to be prepared by
the importer in German, French or
Italian and submitted electronically
through the e-dec system.
Goods Identiﬁcation Card
This document, containing the
particulars necessary for the
identiﬁcation of goods brought
into the customs territory, is
required for customs clearance.
It is to be submitted upon arrival
at the customs oﬃce of entry.

By Luvinson Fernandes

To be completed by the importer
in German, French or Italian. The
number of copies to be submitted
will be ﬁxed by the customs authorities
depending on the local terms.
Commercial Invoice
The Commercial Invoice may be
prepared in any language. However,
a translation into German, French,
Italian or English is recommended.
The original copy is to be submitted

to customs and an electronic
submission is also possible in principle.
Further copies may be required
depending on the importer's
requirements and/or stipulations
by the authorities responsible for
import-restricted items, as applicable.
Pro Forma Invoice
The Pro Forma Invoice usually
contains the same information as the
ﬁnal Commercial Invoice, but may be
more concise. It may be a prerequisite
for the document entitled Import
Permit for Explosives and Pyrotechnics.
It may also be required by the
importer or any competent authority
of the importing country.
Packing List
A separate packing list may be
required for customs clearance if
the commercial invoice does not
contain all the speciﬁcations usually
included in a packing list.
It is to be prepared by the exporter
in German, French, Italian or 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
The certiﬁcate is to be submitted
in original by the exporter only if
speciﬁcally requested by the
importer or for other reasons.
Proof of Preferential Origin
This document is only required if
preferential treatment under a free
trade agreement or arrangement
is claimed. It is to be submitted by
the exporter.
A Proof of Preferential Origin
may replace a Certiﬁcate of NonPreferential Origin, subject to
acceptance by the customs
authorities in the country of import.
Air Waybill
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.
Waybill
This document containing the details
of the international transportation
of goods by road is required for
customs clearance and 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.
It is usually issued in bilingual or
multilingual form, however, the use
of a version containing all relevant
information in English, or enclosing
a translation into English, is advisable.
To be submitted in quadruplicate
and signed by the consignor and the
carrier.
Rail Waybill
This document containing the details
of the international transportation of
goods by rail is required for customs
clearance and is to be prepared by
the carrier or his agent. To be
submitted in ﬁve copies.
Usually issued bilingually; French,
English or German must be one
of the languages, the use of other
languages alongside one of the
required three is permissible.
Multimodal or Combined Transport
Document may replace the Air
Waybill, Waybill or Rail Waybill if two
or more modes of movement of
goods are combined in one
transport operation.
Declaration for Dangerous Goods
Shipped via Railway/ Air Freight/
Road
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.
Source: European Commission Market
Access Database
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Economic Overview
Geography
Switzerland is a small Alpine country in west-central Europe, about twice the size of Wales and lying between
latitudes 45° and 48° N, and longitudes 5° and 11° E. It borders France to the west, Germany to the north,
Liechtenstein and Austria to the east and Italy to the south.
General overview
Switzerland is the world’s most
competitive economy for the
seventh consecutive year
according to the World Economic
Forum’s (WEF) 2017-18 Global
Competitiveness Index:

http://www3.weforum.org/docs/G
CR2017-2018/05FullReport/TheGlobalCompetitivenessReport2017%E2%80%932018.pdf
Switzerland is a diverse and mature

economy with opportunities in all
sectors. Business links between
Switzerland and the UK are
extremely strong with more than
80 ﬂights per day linking the UK
with Switzerland.

Beneﬁts for UK businesses exporting to Switzerland include:
•
•
•

favourable exchange rate
ﬂight times under two hours
English widely spoken

•
•
•

multicultural market suitable for product testing
Europe’s highest per-capita income
similar legal and regulatory environment to the UK

Sector-speciﬁc opportunities
•
•

Aid-funded business
opportunities - 24 United
Nations (UN) organisations
are headquartered in Geneva
making it a signiﬁcant centre
for UN procurement of
products and services.

Berne regional development There is tremendous potential
right across the canton which
they want to make available to
businesses by implementing
related projects and providing
infrastructure.

MARKET EXPERTS
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•

Biotechnology and
pharmaceuticals - Switzerland
has a leading position in the
global pharmaceutical and
biotech industries. The city of
Basel is a European centre of
‘big pharma’, and the country
has a strong biotech industry.

•

•

Chemicals - The Swiss chemical
and pharmaceutical industry
operates nearly exclusively in
specialty areas; around 90 per
cent of the Swiss chemical
industry’s overall product
portfolios are specialities.

•

Corporate education Switzerland is home to many
multinational companies and
international organisations, they
all use English as their business
language and have signiﬁcant
training needs.

•

Food and drink - People are
interested in high quality
premium products that are
unlike those already available
on the market.

•

Healthcare and medical
technology (Medtech) - At CHF
71.2 billion, Switzerland has the
highest healthcare expenditure
in the world after the US and
Norway (10.9% of GDP).

•

ICT and innovation - The Swiss
ICT sector generates an overall
turnover of more than 20 billion
Swiss Francs, which makes it
one of the most important
industry sectors for Switzerland.

•

Cyber security – There is a
growing market for cyber
security solutions in critical
infrastructure protection and
for commercial sectors.

•

Defence and security - The
Swiss security and defence
market has grown at 6 per cent
to 8 per cent annually over the
last decade.

Financial, professional and
business services sector Switzerland is a world-renowned
ﬁnancial centre with two main
clusters. Zurich is the main
centre for retail banking and
insurance.

•

Large research centres - CERN
in Geneva (www.cern.ch) is one
of the world’s most important
centres for fundamental
research in physics.

•

Retail and luxury - Switzerland
is a relatively small market with
corresponding sales volumes.
Once established however,
business relations are very
pleasant, long-lasting and
marked by a personal touch.

•

Recruitment services - The
recruitment services industry in
Switzerland has grown in step
with the needs of Swiss
businesses.

For more information go to the Doing Business in Switzerland Guide website at:
www.switzerland.doingbusinessguide.co.uk or to request a copy of the guide email: institute@export.org.uk
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«Creating added value together.»
BDO Ltd

Contact us:
BDO LTD
BDO LTD
BDO LTD
BDO LTD
BDO LTD

Schiffbaustrasse 2, 8031 Zurich, +41 44 444 35 55
Entfelderstrasse 1, 5001 Aarau, +41 62 834 91 91
Route de la Corniche 2, 1002 Lausanne, +41 21 310 23 23
Landenbergstrasse 34, 6002 Lucerne, +41 41 368 12 12
Biberiststrasse 16, 4501 Solothurn, +41 32 624 62 46

www.bdo.ch

Audit | Accounting | Taxes | Consulting

10:00

Quick facts
Location: Central Europe, east of France, north of Italy
Population: 8.3 million
Urban population: 74%
Capital city: Bern
GDP per capita: US $ 80,345.6
Languages: German (or Swiss German) (oﬃcial)
63%, French (oﬃcial) 22.7%, Italian (oﬃcial) 8.1%,
English 4.9%, Portuguese 3.7%, Albanian 3%,
Serbo-Croatian 2.4%, Spanish 2.2%, Romansch (oﬃcial)
0.5%, other 7.1%
Religion: Roman Catholic 37.3%, Protestant 24.9%,
other Christian 5.8%, Muslim 5.1%, other 1.4%, Jewish
0.2%, none 23.9%, unspeciﬁed 1.3% (2015 est.)
Government: federal republic (formally a
confederation)
Legal system: civil law system; judicial review of
legislative acts, except for federal decrees of a general
obligatory character
Currency: Swiss Franc
Climate: temperate, but varies with altitude; cold,
cloudy, rainy/snowy winters; cool to warm, cloudy,
humid summers with occasional showers
Natural resources: hydropower potential, timber, salt
Natural hazards: avalanches; landslides; ﬂash ﬂoods
Time diﬀerence: UTC+1
Internet country code: .ch
National holiday: Founding of the Swiss Confederation
in 1291; since 1st August 1891 celebrated as Swiss
National Day
National symbols: Swiss cross (white cross on red
ﬁeld, arms equal length);
National colours: red, white

[Source: FCO Economics Unit, CIA World Factbook
(January 2018)]
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Queen’s Award

Apply for a Queen’s Award and see
your sales soar

The Queen’s Awards for Enterprise, first established in 1966, have long been the
most prestigious business awards given out in the UK. Winning an Award often
leads to an increase of growth, boosted international recognition, and boosted
staff morale.
Winners are invited to attend a
glamorous reception at Buckingham Palace, as well as the always
enjoyable and spectacular gala
dinner put on by the Institute in
London. Last year we were honoured
to have HRH The Princess Royal in
attendance to congratulate the
winners and their teams.

•

Winners will also be able to ﬂy The
Queen’s Award ﬂag at their main
oﬃce, and use the emblem on
marketing materials - for example
on packaging, advertisements,
stationery and website.

•

The Awards are oﬀered for
outstanding achievements by
UK businesses in four ﬁelds:
•
•
•
•

Innovation
International Trade
Sustainable Development
Promoting Opportunity
(through social mobility)

•

•

•

Your organisation can be business
or non-proﬁt. In addition, each of
the award categories has its own
entry criteria; for International Trade
you must also:
•

•
To apply for the Queen’s Award for
Enterprise your organisation must:

be based in the UK (including
the Channel Islands and the Isle
of Man)
ﬁle its Company Tax Returns
with HM Revenue and Customs
(HMRC)
be a self-contained enterprise
that markets its own products or
services and is under its own
management
have at least two full-time UK
employees or part-time
equivalents
demonstrate strong corporate
social responsibility

have made a minimum of
£100,000 in overseas sales in
the ﬁrst year of your entry and
show year-on-year growth
prove that your organisation has
achieved outstanding growth in
overseas earnings relative to
your business size and sector

•

prove steep year-on-year
growth (without dips) in over
seas sales over three years - or
substantial year-on-year growth
(without dips) over six years

We once again encourage our
members, and the export
community in general, to apply
for an Award as we have previously
seen our members go from
strength to strength after winning
one. 73 per cent of winners in the
International Trade category have
attributed increases in sales directly
to the recognition gained by
winning.
Plus, winners of the Queen’s
Awards for Enterprise in the International Trade category receive a free
year’s membership to the IOE&IT
to support and encourage their
continuing achievements in trade.
The Awards are open to businesses
of all sizes from all sectors and the
application process is completely
free. Applications for the 2019
Awards open in April 2018. n

Last year’s winners told us:
"We believe that as members of the IOE&IT we will have access to a unique range of beneﬁts and services that
will inform and support our export strategy. We are particularly interested in the expertise and advice that is
available to ensure we make the best decisions and also want to take advantage of the opportunities to export
to new markets and companies that membership will give us." Ecotile Flooring Ltd n
"Taking up membership of the Institute of Export & International Trade was a logical step for us. Having support
with navigating the challenging and often complex trading conditions in international markets is invaluable and
the IOE oﬀers such a diverse range of advice and tools." Dura Composites n
Find out more at www.gov.uk/queens-awards-for-enterprise
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Doing Business with Russia:
the ﬁnal frontier

We had ten people at the first IOE&IT workshop,“Russia without Tears” a good turnout considering the bad press Russia gets nowadays.
So I take oﬀ my shapka (my furry
Russian hat) to the new post-Brexit
entrepreneurs who are willing to
dip their toes in the rocky waters
of the last great untapped frontier
market in Russia.
Brook Horowitz
Consultant specialising in
emerging and developing
markets. He is also CEO of
IBLF Global, a not-for-profit
organisation which promotes
responsible business
practices.

In the event, the group was quite
experienced in Russian business.
Most were already trading with
Russia. At least one company was
exploring local assembly and
manufacture. All the companies
present were keen to do more.
Some of the participants at the
end even agreed to keep in touch
and help each other out!
I wonder sometimes why people
give themselves challenges like the
Russian market. The diﬃculties are
well documented - Russia is
certainly not for the faint-hearted.
On the other hand, I know from my
own experience of doing business
in Russia for the last 30 years, that
there are rewards. It’s a massive
economy, there are extraordinary
mineral, technological and human
resources, and its exotic mix of
energy and entrepreneurialism is
attractive.

Here are a few things to look out
for when you are venturing into
Russia for the ﬁrst time.
Dealing with local laws and
regulations. Since the collapse
of the Soviet Union, Russia has
adopted many Western legal
principles and to a large extent
has harmonised standards with the
EU. However, the current system
remains highly bureaucratic,
with lots of red tape and lengthy
procedures. They are all manageable,
but they take time and attention to
detail. Watch out for protecting
investments, assets, property – both
physical and intellectual.
Corruption. With excess red-tape,
comes corruption, from small
facilitating payments to gifts and
favours, to larger scale bribery.
Nonetheless, business is possible
without resorting to bribery,
especially for foreign companies,
but there are various techniques
for resisting it which need to be
employed.
Sanctions. The Russian annexation
of Crimea in 2014 resulted in a
number of trade restrictions which
British companies need to be aware
of. The chances are that your
business will not be aﬀected, but it’s
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worth ﬁnding out, especially if you
are selling high tech products.
And beware, it’s a moving target,
depending on the political winds
of the moment.
Diversity. There’s an idea in the
West that Russia is a very uniform,
monolithic country. In some
respects that is true, in others not.
Within Russia’s 11 time zones, there
are 85 administrative regions, many
with their own languages and
cultures. Their governors – who
may make decisions about Western
investment - play to their own rules.
The people. As a speaker of
Russian, I have had the privilege
of widespread access to all sorts
of people. Generally, the people I
have dealt with are highly educated,
entrepreneurial, creative and
interesting to be with. Sometimes
a little “too” creative! Finding the
right people, then motivating and
rewarding them to deliver the best
results, can be tricky.
In summary, Russia may not be the
automatic ﬁrst port of call for the
intrepid post-Brexit British exporter,
but it’s deﬁnitely worth exploring
and ﬁnding out more about.
Brook’s next one-day workshop,
“Russia without Tears” will be held
on 22nd May in London. n
For more information go to
www.export.org.uk/page/Russia_
Without_Tears
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Separating Fact from Fiction on Doing
Business in India – getting it right ﬁrst time
India is seen as one of the key markets for UK business growth in the future. It
undoubtedly presents opportunities for many firms wishing to enter the market
or to grow their international business. But to be successful you need to do
your homework and keep up-to-date with a fast-changing scene.
Governments are promoting trade
missions and other initiatives, such
as the Indian Government’s Access
India Programme (AIP) for which
my company is one of the oﬃcial
partners.

Ajay Sethi
Managing Partner of ASA
& Associates LLP and the
Group President of
Corporate Catalyst India

Much is being said and written
about the opportunities for British
businesses in India. The relationship
between the two countries has
rarely been better, and both

Certainly, the Indian economic and
political environment is encouraging
in many respects. As the British
High Commissioner noted in
the previous issue of World Trade
Matters, India is one of the bright
spots in the global economy:
a large market showing strong
growth, with a Government
committed to an ambitious
programme of economic reform
and modernisation which will
raise low levels of productivity
and further integrate India into
the global economy.
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Sectors such as technology and
healthcare are among those that
are leading the way. Other positives
include the increasingly close
business relationship fostered by
the major investments in each
other’s economies and long-standing
factors such as a shared history
(though not always positive!) and
the use of the English language.
However, turning an aspiration
into reality is easier said than done.
India is not only a huge country and
large potential market, it is a very
diverse one. In addition to the
central Government in Delhi there
are 29 State Governments and 85
City Governments. A ﬁrm wishing
to do business in India is faced with
no shortage of choice! Indian u

The Professional Journal from the IOE&IT

Regional Focus

society is also changing, though
perhaps not as much or as quickly
as the hype about consumerism,
the emerging middle class and the
increased spending power of the
poor would suggest.
As with any export market, making
the right decisions requires careful
research. There is no substitute for
doing your homework - or getting
someone to do it for you! Having
spent more than 26 years supporting many businesses from countries
as diverse as the UK, USA and Japan
succeed in India, it is clear that
there is no ‘one size ﬁts all ‘model. It
depends on the product or service
being oﬀered, and the ambition i.e. where does India ﬁt in the
overall business plan.
In recent years we have worked
with UK clients in ﬁelds as diverse
as retail (Marks & Spencer), energy
(Greenray) and media (BBC, FT).

In every case the key questions to
be addressed are remarkably similar:

The example of JCB is one of
the most striking of UK successes
in India. Today India is its single
biggest market by sales!

•

How best to research or test
the market?

•

To what extent does success
rely on the transport or other
infrastructure that varies widely
across the country?

•

Are the right people available
locally to run the business?

•

Which State and local authorities
are most receptive to overseas
investors and investment? (the
eﬃciency of local bureaucracies
in the process of navigating the
plethora of rules and regulations
varies, as does the level of
corruption).

Ajay Sethi is Managing Partner
of ASA & Associates LLP and the
Group President of Corporate
Catalyst India. The ﬁrm has over
750 professionals across eight
partner led oﬃces in India serving
a range of Indian and international
clients.

•

And, of course, there is the
crucial question of how to
choose the right local partner,
whether as an adviser on market
entry, to promote or distribute
your product or service, or to
manufacture locally.

The Institute’s new Doing Business
India one day training course, in
partnership with CCI, will be held
on 14th May. Find out more at
www.export.org.uk/page/Doing
BusinessIndia

I am sure there are many UK
companies that can grow their
own business by doing business
with and in India. I look forward to
continuing this discussion during
the Institute of Export training
course planned for May. n
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Exporting is hugely important for a
small business to be able to survive,
grow and innovate.

As well as allowing firms to expand, small business exporters make a serious
contribution to the global economy. One in five Federation of Small Business
members currently export and 16 per cent of them are part of exporters’
supply chains.

Mike Cherry
National Chairman
of the Federation of
Small Businesses

Untapped potential
But there’s a huge untapped
potential that would allow small
ﬁrms to contribute even more to
the economy. FSB’s trade-focused
report, Destination Export, found
that there is potential to double the
number of small businesses that
trade internationally, with the
number of small ﬁrms currently

exporting mirrored by the number
that would consider exporting.
And with small ﬁrms making up
more than 99 per cent of the
business population across the UK,
supporting them to be able to trade
internationally is integral to their
future growth - and for the
economy generally. In fact, the
average annual turnover of a small
business exporter is more than
double that of a non-exporter.
Of course, it’s not an easy task. The
amount of resources and time that
are needed to start exporting, in
particular to non-EU markets, are
often understandably considered a
challenge by small ﬁrms. Many are
held back by the assumption that
exporting is not for them because
they are small, and some lack the
conﬁdence to go forward and
make the leap into exporting. These
small ﬁrms need the right support
to be able to take that step.
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Opportunities
But no business is too small to
export. Encouragingly, our latest
small business conﬁdence measure
shows exporting small ﬁrms remain
optimistic about their prospects,
and continue to beneﬁt from the
sustained depreciation of sterling
and strong economic growth
overseas. The number of small ﬁrms
reporting that international sales are
stable or increasing is up four
percentage points compared to the
same period two years ago, having
remained high throughout 2017.
This year’s FSB Celebrating Small
Business Awards have demonstrated
the vast range of small ﬁrms across
the UK that already successfully
export, from the makers of football
goals to aircraft handling companies,
and line marking paint manufacturers.
Post-referendum, small ﬁrms are
starting to look to trade in new u
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markets across the globe. According
to our research, America is the
single country market that most
small businesses would prioritise
trading with post-Brexit, followed
by other countries including
Australia and Canada. These
markets are easier for smaller
businesses to break into because
of similarities in language.
However, emerging markets,
especially China and India, are also
becoming increasingly attractive
destinations for small business
trade, particularly with ﬁrst time
exporters.
In fact, small ﬁrms that trade with
emerging markets are more likely
to have higher turnovers than those
that trade with more mature or
established export markets.
It’s clear technology is playing
a central role in facilitating access
to a more diverse set of markets,
as well as in the types of product
being exported, with more small
companies looking at exporting
services and digital products.
Small ﬁrms that want to start
exporting now and in the future
will be making that step in an

increasingly digital age, which has
technically made the world a
smaller and easier place to trade in.
Almost half of all exporters sell their
products overseas via e-commerce
and small ﬁrms considering
exporting now are more likely
to sell digital products.
Building on success
To build on this and to encourage
more ﬁrms to trade overseas both
digitally and via more traditional
methods, consistent and eﬀective
support is needed. Of course,
increasing trade in any destination,
particularly emerging markets,
remains somewhat of a challenge,
as businesses come up against
barriers like language and foreign
exchange risk. But, with a current
digital skills deﬁcit amongst small
business owners having an impact
on productivity, more emphasis
must also be put on helping
boosting digital capability.
With Brexit edging closer, the
export landscape is changing and
we need to make sure the right
support is available to small
businesses to allow them to be in
the best position to capitalise on
the trade opportunities that come
from it.

In particular it is essential to ensure
the Government’s export strategy
focuses on small as well as
mid-sized businesses, so all smaller
businesses can exploit new trading
opportunities post-Brexit.
Twenty per cent of our members
already export, but this number
could be doubled by oﬀering small
ﬁrms support in the form of export
tax credits or export vouchers. This
would assist them in reaching new
customers by helping to pay higher
upfront investment costs for things
like contracting intermediaries or
additional market research.
There must be an emphasis on
certainty for small ﬁrms, so it’s
essential to agree the terms of
a transition period as quickly as
possible. During that transition
period, small businesses must be
able to trade on the same terms
as they currently do now, and our
future trading relationship with
Europe must be as frictionless
as possible.
It is crucial new FTAs must include
a bespoke small business chapter
and crucially, small businesses
must be front and centre of
decision-making. n
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Why don’t more UK SMEs export?

Adele, Harry Potter, London Dry Gin and smoked salmon. Quite a motley
crew when seen on paper, but they are all among the icons of British exports.
wider concerns among UK SMEs
over the future trading environment
in which they will operate. As
negotiations between the UK and
EU stumble on, SMEs remain
anxious about the future.

Craig Durnell
Managing Director for
Export Finance, Bibby
Financial Services

Yet whilst Adele’s ballads are belting
out in Bangkok and smoked salmon
is scoﬀed in Sydney, the truth is that
- unlike larger businesses - the
majority of small and medium sized
enterprises in the UK don’t export
at all. In fact, it is estimated that
fewer than one in ﬁve SMEs either
import or export goods and services.
So why don’t more SMEs take
advantage of the growth
opportunities available through
international trade?
There isn’t a simple answer to this
question, there isn't a silver bullet
either. However, while there are
signiﬁcant rewards awaiting those
that do export, there are also
challenges to overcome, which
often act as barriers to those looking
to dip their toes into exporting waters.
Barriers to trade
According to Bibby Financial
Services’ Trading Places report,
currency ﬂuctuations, administration
and logistics management are the
top three issues keeping established
exporters awake at night.
With the UK’s exit from the EU little
over a year away, there are also

Our research found that the US,
Germany and France form the top
export destinations for SMEs trading
internationally, and half of the top
20 export destinations are in the EU.
For those trading overseas, just
one in ten (11 per cent) believe that
Brexit will beneﬁt them in the next
three years and over a third (36 per
cent) say they have already been
negatively impacted since the EU
referendum.
Clarity over the UK’s membership
of the Customs Union and Single
Market is much needed. Alongside
large corporates, the views of small
businesses must be considered as
part of the Government’s ongoing
discussions with Brussels.
However, while the outcome of the
UK’s Brexit negotiations will have a
signiﬁcant impact on future export
volumes, there are measures
exporters can take now to prepare
themselves for the road ahead and
to protect against market volatility.
Seeking & leveraging support from
professional bodies, such as the
Institute of Export and International
Trade, is a fantastic place to start.
Equally, support available from
private sector organisations, in the
form of Export Finance and Foreign
Exchange services, can help SMEs
to overcome the complexities of
trading overseas.
While the Government hopes to
have a formal agreement on leaving
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the bloc agreed by October this
year, negotiations on a future trade
deal are unlikely to start until the
UK formally leaves the EU in March
next year. Negotiations on new Free
Trade Agreements with countries
outside the EU can now be
negotiated and agreed during the
transitional period, coming into
eﬀect after the UK has left the EU.
However, they will take a long time
to secure and are likely to oﬀer
limited beneﬁts to UK trade in the
immediate aftermath of Brexit.
There will be a focus on the role
of Britain’s exporters in the months
ahead. PM Theresa May has
claimed she wants ‘a red, white and
blue Brexit’, and a ‘Global Britain.’
The challenge for the Government
now is to maximise opportunities
whilst limiting the damage from
severing close economic ties with
the EU. This will require skilful
negotiations in Brussels, but at home,
Westminster needs to deliver an
economic policy, which supports
businesses and invests in the UK’s
SMEs.
Meanwhile, both established
exporters and those considering
international trade should leverage
the support on oﬀer from both
public and private sector
organisations alike. n
Bibby Financial Services’s full
Trading Places report can be
downloaded at https://www.bibbyﬁnancialservices.com/aboutus/news-and-insights/reports/2017
/trading-places
Members can connect with the
author, Craig Durnell, on LinkedIn.
https://www.linkedin.com/in/craigdurnell-a66aa939/
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Choosing a great export training partner can really help your company take off in
international trade! We can help develop new ideas and find ways to drive down
costs and produce sustainable improvements in your export business. Our team of
experts can help with questions on documentation, export controls, Bribery Act,
Customs & VAT procedures, regulatory and compliance issues, insurance issues,
payment terms, transport and logistics...
Join us today
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Call: +44 (0) 1733 404 400 : email: institute@export.org.uk

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 £3,000 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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Open to Export Case Study

Export Action Plan

Open to Export is running another Export Action Plan Competition this spring.

We talk to previous winners 'four
three six' about how it felt to be the
winner of the 6th competition in
2017 and we also catch up with
where they are now with their
exports.
Who are 'four three six'?
four three six are a lifestyle brand
based in the East Midlands. We
believe that bubbling under the
mainstream there is an active and
exciting underground, whether that
be in music, art or fashion. Our role
is to uncover the alternative culture
and amplify its reach, via music
releases, fashion items and pop-up
events.

How are the exports going?
Our main exportable product is our
range of graphic t-shirts, and these
have had a great international
reach. In the last few months
we’ve had sales to the US, Australia,
France, Germany, Spain, Belgium
and Mexico, as well as healthy sales
in the UK. Our UK market still is the
strongest just due to the fact we
have several retailers here that build
upon our direct sales, but at the
moment one in every three sales
on our website is an export.
How did the Export Action Plan
tool help with your exports?
The tool really helped us to focus
on where we want to be in the
future. We get a lot of inﬂuence
from Japan so exporting to the
Japanese market was always something that was planned. Using the
Export Action Plan helped us to
work through the process of
exporting to Japan and helped us
set clear achievable goals.

What impact did winning the
competition have on your exports?
Winning the competition really
helped the business. The cash prize
allowed us to make a new collection
with sizing that translates to the
Japanese market and to up the
quality of our oﬀering (even more)
so it ﬁts with the market’s obsessive
attention to detail.
Heathrow very kindly oﬀered us a
pop-up at Terminal 5 which was a
great opportunity to present our
brand to an international audience.
Currently we’re sending products
to key inﬂuencers in the Japanese
market, to build anticipation for
our launch in the market early next
year. n
The next Export Action Plan ﬁnal
is taking place at the UK Trade &
Export Finance Conference on
June 7th
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It’s all about Dorothy

Having exported parcels for over 25 years, it would have been very
easy to, at first, pay little attention to the world of e-commerce. However,
for most carriers the floodgates are open and coping with the sheer
volumes has become a fun and exciting task.

exporters like everybody else - how
wrong we were.

Neil Smuts
Norsk Global Head of
Third Party Logistics at
Norsk-Global

Equally, if not prepared, you could
quickly drown. Our journey into
e-commerce started two and a
half years ago, and somewhat
arrogantly. Because of our many
years of export and import
experience, we thought the needs
of e-commerce sellers were going
to be similar to our regular business
clients. Admittedly, they are just

We had to concentrate and build
solutions that could hook in
electronically transferred
information in the blink of an eye
because, as the old saying goes,
“the devil is in the data” as well as
the detail. We also had to expand
our service oﬀerings from 'Express'
to slower standard oﬀerings.
Understanding the relationship that
the retailer wants to have with the
consumer is key to understanding
the new market dynamics. We
invented a ﬁctitious girl we named
Dorothy, who buys everything
worldwide. This allowed all of our
team to focus on her experience.
We soon realised that if Dorothy
is happy, she buys more and does
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not use social media as a way of
attacking. It also allows us to focus
on making it easier for Dorothy to
return an item she does not like
while making sure she has not
worn it to a party with the label
still attached.
All of these actions seem relatively
straightforward on the surface;
however, Customs oﬃcials and
other Government departments
often make this a more
complicated process. In any market,
you have leaders and followers and
indeed you just have to look at the
success of some key players like
Amazon, who have driven their
customer expectation to new levels
and look to continue to do so.
While they are doing that, they are
also putting some critical rules in
place that sellers have to follow. u
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We believe that there is an
enormous target market who
still want to be masters of their
destinies, shaping their user
experience towards their own
'Dorothy’s'. Maintaining ﬂexibility
is at the heart of what we try to
achieve and help them deliver.
While we all think that e-commerce
seems to have been around for
a while, it is a very new dynamic
and one that will continue to drive
online and high street sales. With
Dorothy in mind, the challenge
now becomes making it easier to
make a delivery while at the same
time giving the ﬂexibility that
Dorothy needs - i.e. to deliver it

to her work, leave with a neighbour,
or at a local drop oﬀ point. All of
this ﬂexibility costs and, for ﬁnal
mile carriers, keeping track of these
requirements is where the critical
pinch point lies.
A new challenge around the corner
will be our relationship with Europe
post-Brexit, and at the moment
none of us know the shape of
things to come. At Norsk, we have
already enhanced our customs
brokerage department but will now
wait to see how our new market
rules will be applied. The UK has
got the “Cool Britannia” status with
many foreign purchases from UK
sellers, and we do not believe that

this desire for British goods will
diminish. Of course, the cost will
always be a crucial decider but
ﬁngers crossed we get a solution
that does not impact too hard.
Soon the drive for faster deliveries,
later pick up by our 3PL service and
even more Wizmo (where is my
order) communication will drive all
delivery partners. We are only too
pleased that we started this journey
a few years ago and can also draw
on the 25 years’ experience we
have in this Industry. The interaction
that we have with customers is now
so dynamic and exciting.
Welcome to the new world. n
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Proﬁle of Bryan Treherne,

South London Export Club and the
Department for International Trade

In each issue of World Trade Matters we will be running a Member Focus to
talk to our members about their history with the Institute and their role in UK
trade. In this issue we talk to Bryan Treherne, who is a committee member for
the South London Export Club and a much-experienced International Trade
Advisor for the Department for International Trade.
When and why did you join the
Institute?
As an individual I’ve been a member
now for 25 years. I joined to help
my company at the time - a
company called Paar Scientiﬁc in
Raynes Park. We needed paperwork
completed for 45 countries we
were exporting to and I decided
I needed membership with the
Institute of Export.
How does the South London
Export Club help businesses
looking to export?
We meet every six weeks and
have a database of a couple of
thousands of exporters in the south
of England, so we get between 40
and 50 people to each meeting.
We have an expert speaker and we
make the meetings informational –
often around a particular country –
and educational, oﬀering some
practical help around things like
incoterms and letters of credit.
You work with the Department for
International Trade as well?
I still work with DIT three days a
week, helping them with getting
companies who haven’t exported
before to start. That has taken
me into lots of networking events,
often with the innovation centres in
London, so I’ve had to learn a lot of
IT and social media skills in recent
times.

How much have things like
technology enabled exporters?
It’s changed the landscape
considerably. When I used to
be more involved myself with
exporting, I always tried to really
get to know the person I was
selling to. Nowadays you can
export without a clue of who the
person the other end actually is.
You can do Skype but you generally
have a lot less idea of the person on
the other end of the order. It’s a
challenge because IT makes people
more susceptible to being caught
out on things like money laundering and failed orders than when
you actually get to the know person
you’re dealing with.
Without that personal relationship,
is there a greater need to learn about
international trade through things
like training and qualiﬁcations?
Yes indeed. One of the things I’m
involved in with the Institute is
setting up a national apprenticeship
in trade, for example. It’s a challenge,
but hopefully this will allow people
to know more about international
trade. And when someone has
accreditation with the Institute, you
have greater assurance that they
know what they’re talking about.
What advice do you generally give
to new exporters these days?
Being a member with the Institute
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is a must because you’re going to
have to learn a lot. The modular
courses are so important.
From mentoring a couple of people
studying with the Institute in recent
times, it’s really interesting to see
how the information they’re
learning is already helping them
with their work, and giving them
a much more rounded education
about what’s going on in the world.
Look at training programmes and
do the courses that will help you
do the job of exporting well; and
the qualiﬁcations can even help you
get a raise in the company as well,
so it’s a really good thing to do.
What is the biggest lesson
you’ve learnt from your career
in international trade?
On a personal level I’ve learnt that
exporting is fun provided you don’t
let the dips in your career hit you.
Always do your due diligence with
anyone you’re dealing with in the
world. There are still a lot of people
in the world who don’t necessarily
have your best interests at heart –
and that’s the case in the UK too.
But take the risk to trust people?
Yes indeed. There is no such thing
as risk-free exporting. You need to
allow people to earn your trust and
then take the risk in actually trusting
them to do the business. n
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China is already the world’s largest economy on a purchasing power basis. The UK is one of the top European
investors into China and Chinese investment into the UK
has increased dramatically in recent years to establish the
UK as one of the top destinations in Europe.
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Download the
free Mobile App
Since the economic reforms and
‘opening up’ policy of the late
1970s, China has experienced a
period of rapid economic growth,
averaging almost ten per cent per
annum for the three decades up
to 2010. Over this period China’s
economy effectively doubled in
size every eight years.

The Institute’s new ‘China
Without Fear’ one day training
course, in partnership with
CBBC, will be held on 6th
June. Find out more at
http://www.export.org.uk/page
/ChinaWithoutFear

The Chinese Government is now
seeking to rebalance the economy
away from investment-led growth
and towards consumption. The
emerging focus on innovation,
higher-end consumer goods and
services represents a significant
opportunity for UK companies.

There are a number of reasons to
choose China as an export destination; it is the largest country in the
world by population, it has a fast
growing consumer market resulting
from the increasing number of
middle income consumers, and is
likely to become the world’s largest
luxury goods market by 2020.
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Her Majesty's Ambassador to
the People's Republic of China,
Dame Barbara Woodward DCMG
OBE
As economies become more inter-connected and digital, the potential for
British business to ﬁnd new customers in overseas markets is greater than
ever before. Exports not only help businesses to grow, they help build the
foundation for a healthy economy. As noted in the UK’s recently launched
Industrial Strategy, exporting businesses account for 60 per cent of the
UK’s annual productivity growth and deliver stronger employment growth.
We must help more British businesses export more: especially to China, the
world’s second largest and fastest growing economy. China is hungry for
quality British goods and services. UK exports to China have surged by over
60 per cent since 2010, making China the UK’s largest export destination
outside of Europe and North America. Chinese demand can be felt
throughout the UK – already, 26 per cent of UK goods exports to China
come from the West Midlands, 13 per cent from the North West, and 12 per
cent from Scotland.
There is no one model for engagement with China: businesses of all sizes
can succeed with a suitably designed approach. E-commerce is at the fore
in China today. Chinese shoppers spent a world-beating $550 billion online
in 2016. This presents exciting new ways to sell to China like online store
fronts and cross border e-commerce. Some of these new methods may
be particularly exciting to British SMEs who employ some 60 per cent of
the UK’s work force.
Deﬁne your strategy, identify your partners and utilise organisations such as
the Department for International Trade and China-Britain Business Council
who are here to support you and prepare you for China, the market of great
opportunity for UK exports.

Dame Barbara Woodward DCMG OBE
Her Majesty's Ambassador to the People's Republic of China
https://www.gov.uk/world/organisations/british-embassy-beijing
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Advice from our Technical Helpline

When exporting to China the following general requirements apply
Cargo Manifest
A cargo manifest is a mandatory document
required for customs surveillance and
customs clearance, and does not
depend on the speciﬁc purpose of
arrival. To be prepared in English or
Chinese by the carrier or his agent
electronically and to be forwarded to
the relevant branch of the Chinese
customs authority. However, a means
for electronic submission in English is
not currently available due to the
recency of the adopted measure.
No speciﬁc form required. To be
prepared in accordance with IMO or
IATA. Valid for a single importation only.
Customs Import Declaration
An oﬃcial form for the customs
clearance of goods is to be completed
by the importer in Chinese and submitted
by the importer, or its representative, in
original along with three copies to the
customs oﬃce of entry within 14 days
after the arrival of the goods.
Pro Forma Invoice
The Pro Forma Invoice usually contains
the same information as the ﬁnal
Commercial Invoice, but may be more
concise. Only required if speciﬁcally
requested by the importer or for other
reasons. There is no speciﬁc form
required and should to be submitted
in one copy.
Packing List
The Packing List is required for customs
clearance and needs to be prepared
by the exporter in English or Chinese
according to standard business practice,
including details of the content,
description, marks and numbers.
To be submitted in one copy.

By Luvinson Fernandes

Certiﬁcate of Non-Preferential Origin
Only required if speciﬁcally requested
by the importer or for other reasons.
In trade practice, it may be required
to import goods under the MFN
preferential rate. The certiﬁcate is to be
submitted by the exporter in one copy.
Proof of Preferential Origin
Only required if preferential treatment
under a free trade agreement or
arrangement is claimed. It is to be
submitted by the exporter.
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.
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.If goods are
shipped by sea without a document
of title to goods, a Sea Waybill is used
instead.
Rail Waybill Conforming to both COTIF
and SMGS Agreements
This document containing the details of
the international transportation of goods
by rail is required for customs clearance
and is to be prepared by the carrier or
his agent.
To be submitted in six copies.
The descriptions of the boxes on the
consignment note will either be in
Russian or in English, French or German.
Multimodal or Combined Transport
Document may replace the Air Waybill,
Bill of Lading or Rail Waybill Conforming
to COTIF and SMGS if two or more
modes of movement of goods are
combined in one transport operation.
Declaration for Dangerous Goods
Shipped via Railway/ Sea Freight/ 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
This document proving that a contract
for the insurance of the goods has been
signed, may be required for customs
clearance if the Chinese customs
authorities consider the veriﬁcation
of CIF prices necessary.
To be prepared by the insurance
company of the exporter or the
importer. The certiﬁcate is to be issued
in English or Chinese and submitted
in the original.
Customs Registration
A document certifying that importers
and exporters have been registered with

the General Administration of Customs
of the P.R. of China is required for
customs clearance. The registration is
to be applied for by the importer or
exporter at the General Administration
of Customs of the P.R. of China and
completed in Chinese.
This document is valid for three years.
Business Licence
A document certifying that a company
has been registered, according to the
Chinese legal provisions, and approved
to start operations is required for
customs clearance. The certiﬁcate is to
be applied for by the new company at
the State Administration for Industry and
Commerce (SAIC) and completed in
Chinese.
The period of validity of the licence
varies depending on the duration of
business. An annual report is to be
submitted to SAIC and announced to
the public.
Import and Export Business Licence
A document certifying that a company
qualiﬁes and has been registered as an
import/export business is required for
customs clearance. The registration is to
be applied for by a representative of the
company at the Ministry of Commerce
of the P.R. of China (MOFCOM) and
completed in Chinese. The period of
validity of the registration corresponds
to that of the Business Licence.
Registration with the Chinese Customs
Authorities
A document certifying that manifest
transmitters and means of transportation
used in international trade with China
are registered with the Chinese customs
authorities. The document is a
prerequisite for the Cargo Manifest and
is required for customs surveillance and
customs clearance. The registration is to
be applied for by manifest transmitters,
i.e. the carrier or his agent and ships'
owners at the relevant branch of the
Chinese customs authority and
completed in Chinese.
The period of validity of the registration
is not limited.

Source: European Commission Market
Access Database
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Economic Overview
Geography
Situated in eastern Asia, and on the western shore of the Paciﬁc Ocean, the People’s Republic of China is the
world’s third-largest country and covers a land area of 9.6 million km². The most densely populated areas are in
the east of the country, towards the coast and along major river valleys such as the Yangtze and Yellow River.

Beneﬁts of the Chinese market
•

There are a number of reasons
to choose China as an export
destination:

•

fast growing consumer market
resulting from increasing
number of middle income
consumers

•

largest country in the world by
population with over 160 cities
of more than a million
inhabitants

•

growth ensured by Chinese
monetary policy

Industries importing into China

•

The top ten industries importing
into China are:

•

•

•
•
•

machinery and mechanical
appliances
medical, optical, photographic,
cinematographic, measuring
and precision equipment
ores, slag and ash
vehicles
plastics

•

electrical machinery and
equipment
mineral fuels and oils

MARKET EXPERTS
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•

forecast to become the world’s
largest luxury goods market by
2020

•
•
•

organic chemicals
oil seeds, oily fruits, grains
copper

You can read more about what
China imports at World’s Top Exports: http://www.worldstopexports.com/chinas-top-10-imports/.

Hangzhou Qianjiang New City

Sector-speciﬁc opportunities
in China
•

•

Financial and professional
services - The UK’s welldeveloped services sector
ideally places the country
positively, to provide expertise
to Chinese businesses as
services begin to make up a
greater portion of the country’s
economy. Currently, China is
still in the process of liberalising
access for foreign companies
but progress is being made in a
number of areas.
Legal sector advice for British
nationals and UK companies
in China - Disagreements and
disputes can occur in the
business community in China,
particularly involving small
companies which may be
perceived as vulnerable to

pressure. Disputes may arise
between companies or
between a company and the
authorities. These incidents are
generally referred to as business
or commercial disputes.
•

•

China’s logistics and distribution
sector - Logistics is more than
transportation of goods, and a
solid strategy will need to be in
place in order to get goods to
China in the right time, for the
right price. Logistical planning is
a very complex process and any
European exporter will need
professional logistical support
services to help them to get
their strategy right.

Tianjin and Guangzhou. The
new pilot Shanghai FTZ has the
potential to change the way UK
companies operate in China.
Business behaviour in China
China is a large country, where
sub-cultures and practices diﬀer
from place to place.
Mandarin Chinese is the language
of business. You should not assume
Chinese ﬁrms will have Englishspeaking staﬀ. A translator or
interpreter is usually essential.

Free Trade Zones (FTZs) in China
- The UK is co-operating closely
with the Chinese authorities on
the development of free trade
zones (FTZs) in Shanghai, Fujian,

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

Why China?
Help available for you
Getting here and advice about your stay
Sector-speciﬁc opportunities
How to do business in China
Business etiquette, language and culture
What are the challenges?
Resources

Quick facts
Area: approx 9,596,961 km² (3,705,407 mi²) (oﬃcial UN
ﬁgure excluding Hong Kong, Macau and Taiwan)
Population: 1,382.7 million
Urban population: 56.8%
Capital city: Beijing
GDP per capita: US $8,123.3
Languages: Standard Chinese or Mandarin (oﬃcial;
Putonghua, based on the Beijing dialect), Yue
(Cantonese), Wu (Shanghainese), Minbei (Fuzhou),
Minnan (Hokkien-Taiwanese), Xiang, Gan, Hakka
dialects, minority languages. Zhuang is oﬃcial in
Guangxi Zhuang, Yue is oﬃcial in Guangdong,
Mongolian is oﬃcial in Nei Mongol, Uighur is oﬃcial
in Xinjiang Uygur, Kyrgyz is oﬃcial in Xinjiang Uygur,
and Tibetan is oﬃcial in Xizang (Tibet)
Religion: Buddhist 18.2%, Christian 5.1%, Muslim 1.8%,
folk religion 21.9%, Hindu < 0.1%, Jewish < 0.1%, other
0.7% (includes Daoist [Taoist]), unaﬃliated 52.2%.
Oﬃcially atheist (2010 est.)
Government: communist state
Legal system: civil law inﬂuenced by Soviet and
continental European civil law systems; legislature
retains power to interpret statutes
Currency: Chinese Yuan Renminbi (CNY)
Climate: extremely diverse; tropical in south to
subarctic in north
Natural resources: coal, iron ore, petroleum, natural
gas, mercury, tin, tungsten, antimony, manganese,
molybdenum, vanadium, magnetite, aluminum, lead,
zinc, rare earth elements, uranium, hydropower
potential (world's largest), arable land
Time diﬀerence: UTC+8
Internet country code: .cn
National holiday: National Day (anniversary of the
founding of the People's Republic of China),
1st October (1949)
National symbols: dragon, giant panda; national
Colours: red, yellow

[Source – FCO Economics Unit, CIA World Factbook,
March 2018]
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GDPR:
What do Exporters Need to Know?
GDPR is a mammoth transformation to data protection law.
1. Making sure your business
partners look after data you send
them

ﬁnd helpful to do is to get a solid
idea of all the information your
business collects and processes
about people.

And;
Personal data includes things like:
2. Making sure that information
about EU and UK individuals sent
outside of the EU and UK still
complies with GDPR
Elizabeth Ward
Principal at Virtuoso Legal

Whether you're a sole trader, or a
multinational corporation; being
ready for GDPR on May the 25th
should be top of your list of
priorities for 2018. For exporters,
the changes are particularly
complicated.
This article gives you a quick
overview of what’s going on and
ﬂags up two main areas that
exporters should address head on:

What is GDPR?
GDPR comes into force on the 25th
of May this year. It has also been
ratiﬁed by the UK Government, so
as it stands it will be enforced
regardless of Brexit.
It places a lot more responsibility on
businesses to handle people's data
fairly - and let people know what's
going on.
GDPR: What do you need to do?
Start by getting to grips with your
data.
Before we get to the more complex
stuﬀ, the ﬁrst thing that you might
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A person's name
Email address
Postal address
Purchasing history
Employer
Payment information
Health information
Anything that tells you something
about an individual, is personal data.
Certain information is more
sensitive than others. Financial,
criminal and medical information,
or anything concerning children is
considered "special" and should
be treated with extra care.
It is important to get to grips with
the kinds of information you're
collecting, and how it needs to be
protected. u
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The best way to get an idea of
what you're collecting is a "data
protection audit" - mapping out
all the ways information comes
in and out of your business.

•

The kinds of questions you should
ask are:

•

•

What am I collecting?

You might not know the answer to
that last question now.

•

What is the lawful basis for me
holding and processing this
information?

•

Where does it go and what
happens to it?

•

Who am I sharing this information with - do they have good
data protection measures (are
they GDPR compliant?)

•

•

Is this information being shared
outside the UK? Does the
country it is going to have legal
rules in place to comply?
What is this information going
to be used for?

•

What do I tell the person when I
collect this information?

•

How have they actively shown
that they agree to this?

•

How long do I need to keep this
information for?

Why do I need to keep it this
long?

Then in each case of answering
these questions:

•

make sure that data you collect
is relevant and limited to what is
necessary

•

ensure that your data is kept
up-to-date - and that old data is
erased or updated as soon as
possible

•

keep data in a form that allows
you to identify people for longer
than necessary

Do I need to do anything to
comply in these instances?

But a comprehensive "map" of the
ﬂow of personal information in and
out of your company is the best
starting point for your "compliance
journey".
("Compliance journey" is a nice way
to think about it I'm sure you'll
agree!)
What do I need to comply to?
Once you have got a hold on the
kinds of information that goes in
and out of your business you
need to understand your new
responsibilities.
Summary of responsibilities
When it comes down to the crunch
you need to:
•

process data lawfully, fairly and
transparently

•

collect data for speciﬁc, explicit
and legitimate purposes - and
not do anything beyond those
stated purposes

Under each of these points, there
is a lot of further detail which we
encourage you to look into. Please
don’t hesitate to get in touch with
the team at Virtuoso Legal if you
have any burning questions.
But we’re here to talk exporting so
here are some things you need to
keep in mind.
What do exporters have to think
about?
There are some common themes
within the GDPR that go hand in
hand with exporting. Exporters work
with other businesses and may
share personal data in the process
of doing so. What’s more, the
nature of export means doing so
with businesses in other countries.
In both cases, exporters need to
consider the kinds of information
they’re sharing and who they are
sharing information with. Securing
data between companies if, once u
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you’ve completed your data
protection audit, you realise that
you share personal information
with other companies, you need to
ensure that this information is safe
with them.
Under the GDPR, if you collect
personal information about people
you are a “data controller”, and
if you share this with another
company they become a “data
processor”. Controllers are
responsible and liable for what
happens when information is
shared with processors. Because of
this, GDPR encourages controllers
to:
•

Review and audit data
processors to make sure that
they are compliant

•

Ensure data protection practices
occur under a written contract
between the controller and
processor

•

•

Transfer of personal data to “third
countries”
Whilst GDPR is an EU regulation
which concerns the rights and
freedoms of European and UK
Citizens, it is a piece of legislation
with worldwide scope. Companies
across the entirety of the globe
have to comply with GDPR
when they handle personal data
concerning EU and UK citizens.
Even if the laws in their respective
countries do not meet the,
admittedly high, standard for data
protection that GDPR sets.
This will be a concern for many
exporters who conduct business
outside of GDPR territory as they
must ensure that equivalent protection is in place and enforceable.

Get a ﬁrm understanding of the
existing data protection law
within these territories

Steer clear of sharing personal
information with processors
who do not comply

•

Conduct a review of the
processor’s data protection
practices.

Notify data subjects in their
contracts or consents of who
their data will be shared with

•

Comprehend the diﬀerences or
“gaps” that exist between this
law, the company’s practices
and GDPR’s standard of data
protection

This becomes slightly more
complicated when it comes to
establishing agreements with
people outside the EU and UK.

It can often be diﬃcult to secure
comprehensive arrangements with
international partners – not least
because of language barriers that
come into play. Exerting such
demands upon international
partners is no simple feat.
Despite this, it is important that
these actions are undertaken and
documented by the 25th of May
2018 – when GDPR comes into
force.
Ultimately, the purpose behind
GDPR is to place power back into
the hands of EU and UK data
subjects.

To do this, exporters must:
•

As you might imagine, this replaces
a lot of practices based on trust –
with formal agreements between
entities which greatly increase
the explicit legal responsibility
and accountability of both your
company and those you
collaborate with.

Conclusion
For many exporters, these new
requirements and the additional
detail may ring alarm bells.

•

Generate new contractual
arrangement to bring this up to
the standard required by GDPR

•

Have the mechanisms in place
to conduct ongoing reviews
with the processor to make sure
that these practices are
continually being developed
and enacted.

Up until this point, data has been
incredibly undervalued and taken
for granted within contemporary
businesses. Simply put; without it
business would grind to a halt as
we know it. It’s for this reason that
businesses need to look after and
truly value the data that underwrites
their key business relationships.
Whilst GDPR may be painful in
the short-term, the healthier
relationship it encourages with
our data (plus more meaningful
relationships with people in our
businesses) is worth the pain. n

Disclaimer: The content of this article is not legal advice. Compliance to the GDPR requires comprehensive
legal advice that relates to your speciﬁc circumstances. This article provides general information about GDPR,
but not in a way that is speciﬁc enough to individuals to be construed as legal advice. We strongly encourage
readers of this article to seek tailored legal advice to ensure they comply with GDPR.
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REALISE YOUR EXPORT
AMBITIONS WITH OUR
INTERNATIONAL EXPERTISE
Work with a partner that supports your export ambitions
Selling to customers overseas presents huge opportunities, but it also comes with unique challenges. Whether it’s
releasing the value from outstanding invoices, collecting customer payments or reducing the risk of currency fluctuations,
our export specialists can help you. At Bibby, we have the international expertise and global reach to match your ambition.
Call one of our experts today to help free up your cashflow and overcome the complexities of selling internationally.

CALL US ON 0808 301 7941

VISIT bibbyfs.co.uk/export
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The importance of continuing
professional development

“You can never be overdressed or
overeducated” – Oscar Wilde
According to The CPD Certiﬁcation
Service, CPD (or to give its full
name, Continuing Professional
Development), is ‘the holistic
commitment of professionals
towards the enhancement of
personal skills and proﬁciency
throughout their careers.’

delivers beneﬁts to the individual,
their profession and the wider
community:
•

CPD ensures your capabilities
keep pace with the current
standards of others in the same
ﬁeld.

In real terms, CPD is the term used
to describe the learning activities
professionals engage in to develop
and enhance their abilities. It is an
ongoing process and ensures you
continue to be competent in your
profession.

•

CPD ensures that you maintain
and enhance the knowledge
and skills you need to deliver
a professional service to your
customers, clients and the
community.

•
Participating in a CPD program

CPD ensures that you and your
knowledge stay relevant and up
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to date. You are more aware of
the changing trends and
directions in your profession.
The pace of change is probably
faster than it’s ever been – and
this is a feature of the new
normal that we live and work in.
If you stand still you will get left
behind, as the currency of your
knowledge and skills becomes
out-dated.
•

CPD helps you continue to
make a meaningful contribution
to your team. You become
more eﬀective in the workplace.
This assists you to advance in
your career and move into new

The Professional Journal from the IOE&IT

t

positions where you can lead,
manage, inﬂuence, coach and
mentor others.
•

•

•

CPD helps you to stay
interested and interesting.
Experience is a great teacher,
but it does mean that we tend
to do what we have done
before. Focused CPD opens
you up to new possibilities, new
knowledge and new skill areas.
CPD can deliver a deeper
understanding of what it means
to be a professional, along with
a greater appreciation of the
implications and impacts of
your work.
CPD can lead to increased
public conﬁdence in individual
professionals and their
profession as a whole.

The Institute's CPD programme
supports our mission “to enhance
the international performance of
the United Kingdom by setting and
raising professional standards in
International Trade Management
practice”.

The CPD programme allows
members of the Institute to
maintain and develop their
knowledge, skills and competence
systematically throughout their
career within international trade.

relates to contemporary or generic
issues, and enter the appropriate
points for the activity. You should
also upload documentary evidence
to support your claim for CPD
points.

In addition to recognising the
development of a member’s
technical knowledge, our CPD
programme takes into account
the enhancement of the practical
skills, which are required to operate
eﬀectively and professionally within
the international trade arena.

3. To gain your Continuing
Professional Development
certiﬁcate, you will need to secure
a minimum of 100 CPD points per
year, 50 from Contemporary Issues
and 50 from Generic Issues.

How CPD works:
1. You can secure CPD points
through a wide range of activities
associated with International
Trade; these include private study,
conferences, meetings, training
courses, imparting skills and
recognised qualiﬁcations. Each
activity is allocated a set amount of
CPD points, which can be advised
by the IOE&IT.

A year’s subscription to the CPD
programme costs just £38 a year.

Find out more at
www.export.org.uk/page/CPD
or call 01733 404400.

2. You record each activity in your
online journal on your member
account, selecting whether it
www.export.org.uk : @ioexport : 57
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Financial sanctions –
what exporters need to know

The economic and financial sanctions imposed by the EU, the US and a
number of other states, punishing Russia for its aggression in Ukraine, led to
Russia imposing an embargo on a wide range of agricultural products from
Western countries. There seems to be little chance of the sanctions being
lifted any time soon, but what are the implications of such sanctions for
exporters and what do companies operating internationally need to be
aware of?
The EU and the UK currently
have sanctions in place against
numerous countries, or certain
individuals and entities from or
within those countries. There are
also measures in place in respect
of terrorist organisations and
associated individuals. EU and UK
sanctions are particularly onerous
for Iran and Syria. Other countries
aﬀected include Afghanistan, Egypt,
Iraq, North Korea, Sudan, and Libya.
Extra care is needed when doing
business in these countries or with
people from or connected to these
countries.

The consequences of being found
guilty of breaching sanctions are
serious. A number of major ﬁnancial
institutions have been subject to
multi-million dollar ﬁnes and
settlements with US and UK
regulators for sanctions breaches.
Financial Sanctions
Whilst the Department for
International Trade, through its
Export Control Organisation,
implements trade sanctions and
embargoes in the UK, it is the job
of the Oﬃce of Financial Sanctions
Implementation (OFSI) to ensure
that international ﬁnancial sanctions
are properly understood, implemented
and enforced in the United
Kingdom.
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All individuals and legal entities who
are within or undertake activities
within the UK’s territory must
comply with the EU and UK
ﬁnancial sanctions that are in force.
Civil penalties for breaches of UK
and EU ﬁnancial sanctions were
due to be introduced in April 2017
so it’s more important than ever to
make sure you’re complying.
OFSI oﬀers a number of resources
of use of exporters, including their
guide to ﬁnancial sanctions, which
includes a FAQ section speciﬁcally
for exporters, and their regime
speciﬁc web pages, which set out
the Treasury’s consolidated list of
targets of ﬁnancial sanctions
currently in eﬀect in the UK. u
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Financial Sanctions

I have an export control licence,
is that all I need?
Export control licences only provide
permissions in respect of trade
sanctions and embargoes. If the
goods are going to a designated
person or the funds are transferring
through a designated person, then
you will need to apply separately
for an OFSI licence. Just because
an export control licence has been
granted, it is not guaranteed that
an OFSI licence will be granted.
My product is not subject to trade
controls, do ﬁnancial sanctions still
apply to me?
You will still need to consider
ﬁnancial sanctions if goods are
being made available, directly or
indirectly, to designated persons.
Equally, if payments are coming
through a designated person (such

as a designated bank), and there
is no relevant exception, an OFSI
licence will be required.
Does it make a diﬀerence if my
goods are for humanitarian,
medical or diplomatic purposes?
You will need to consider carefully
the restrictions in place against the
speciﬁc designated person. If a
person is subject to sanctions under
the Syrian regime, you will need to
look at the legislation imposing that
regime.
Some regimes have speciﬁc
exemptions or licencing grounds
for provision of goods or funds for
humanitarian, medial or diplomatic
purposes, which may expand the
options from the normal licencing
grounds. OFSI will seek to prioritise
applications for licences in these
cases. n

The OFSI has a Helpline service for
general enquiries - 020 7270 5454
(Mon-Fri 09:00-17:00) or you can
contact them by email
ofsi@hmtreasury.gsi.gov.uk.
IOE&IT members can also contact
our experts with any speciﬁc
queries, through our Technical
Helpline.
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Sector Focus

Access to EU third country trade
deals vital to food and drink export
success

The latest export statistics from the Food and Drink Federation (FDF) reveal
that any failure to secure continued access to the EU’s many preferential
trade deals could have serious implications for the food and drink industry,
with exports to these markets now worth more than £2bn to UK producers.
The EU currently has more than 30
agreements in place with around
60 countries, who contributed
more than ten per cent (£2.3bn) of
the UK’s total food and drink export
ﬁgure of over £22bn in 2017. In
total, the EU27, and those markets
with which the EU has trade
agreements, contributed over 70
per cent of the UK’s food and drink
export value - more than £15bn.
With just over a year until we leave
the EU, it is essential for the future
growth of UK food and drink that
Government successfully delivers
its plans for continued access to
each of the EU’s trade deals. Loss of
preferential access to these markets
during or after the transition period
would have damaging impacts on
our export competitiveness, as well
as our ability to import ingredients
and raw materials that ensure the
delivery of aﬀordability, availability,
and choice of food for UK
consumers.
Ian Wright CBE, Director General,
FDF, commented: “These ﬁgures
illustrate the continued strength
of the UK food and drink industry
and the global demand for our
high-quality products. Brexit

presents an opportunity to sell
more of our fantastic food and
drink overseas, but in order to do
that we must ensure that we have
appropriate access to our largest
trading partners in place once
we’ve left the EU.”
Growth of branded goods exports
exceeded growth of all food and
drink, up 12.1 per cent and 9.7 per
cent respectively, as demand for
quality UK products increased
overseas. Each of the top ten
markets for branded exports saw
growth in 2017. Eight out of these
top ten markets are EU nations,
and together these eight markets
contributed over 50 per cent of
the branded exports value.
However, sales to non-EU markets
grew faster than sales to the EU,
with the share of sales to EU
markets falling from 67.6 per cent
in 2016 to 66.3 per cent in 2017.
FDF's industry ambition is to grow
exports of branded food and
non-alcoholic drink by a third, from
a 2014 baseline of £4.5bn, reaching
£6bn by 2020. In 2017, branded
goods exports grew to a value of
£5.8bn (+12.1 per cent), and the
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strength in export growth to both
EU and non-EU highlights that UK
food and drink manufacturers are
on track to reach this target by
2020.
Elsa Fairbanks, Director, Food &
Drink Exports Association (FDEA),
added: “We are delighted that
global sales of food and drink from
the UK continue to grow in line
with the FDF’s industry ambition.
This reﬂects the quality of the
products that are being produced in
the UK and also the hard work and
commitment of the food and drink
exporting community. With only
one in ﬁve companies currently
exporting, the FDEA looks forward
to working with more businesses
to help them start their export
journey.” n

For full details of the report and
accompanying case studies,
please visit the FDF website https://www.fdf.org.uk/.

World Trade Matters

The Food is GREAT Campaign

The Food is GREAT campaign

From farm to fork, at every stage of the food chain the UK is creating
exceptional food and drink that’s landing on dinner plates around the world.
In just ten years, global demand for UK food and drink has grown nearly
a third and our exports are now worth £22bn, providing unprecedented
opportunities for UK exporters, international buyers and international investors.
The Food is GREAT campaign is a
government initiative to support
UK food and drink exports and to
increase demand of UK food and
drink around the world.
Thousands of businesses like
yours have increased their sales,
growth and sustainability by selling
overseas. If they can, you can.
Find your ideal business partner
at great.gov.uk.

GIN MAKER MAKES A SPLASH
OVERSEAS
Salcombe Distilling Company, a
luxury gin maker, is gearing up for
trade with China after returning
from a successful trade mission
to the country.
The company completed its ﬁrst
international orders to Belgium in
December and to Spain last month.
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The business has now set its sights
to China as a key part of its strategic
international expansion plans.
The business recently went on a
trade mission to China with support
from advisers at the Department
for Environment, Food & Rural
Aﬀairs (Defra) and Department for
International Trade (DIT) to help
establish the brand with potential
Chinese buyers and customers. u
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The Food is GREAT Campaign

The ﬁrm exhibited at Food & Hotel
China (FHC), a major tradeshow
for the country’s food and drink
industry. The mission to FHC
was part of the Food is GREAT
campaign - the government’s cross
department initiative to showcase
UK food and drink overseas and to
help ﬁrms to export.

“Attending FHC was instrumental in
getting our gin in front of Chinese
buyers, with the opportunity to
exhibit coming through our local
government trade adviser. We’re
currently in the negotiation stages
with a potential Chinese buyer, but
it hasn’t been without its challenges
to get to this point.

CONFECTIONERY DISTRIBUTOR
LOOKS EAST FOR MORE SWEET
SUCCESS

The distiller established the awardwinning gin brand Salcombe Gin in
2016 and has gone from strength to
strength picking up many of the top
international accolades for its super
smooth gin. The company also
runs a ‘Gin School’ where adults
can learn how to distil their own
gin.

“We were advised to protect our
intellectual property rights to ensure
our product wasn’t duplicated
before we’d even stepped foot
in China, as the protection of
intellectual property in China works
diﬀerently to the UK. There was
also some admin and paperwork
to complete before attending the
trade mission - but it was worth it.

The company has witnessed sales
from exporting soar by nine per
cent of its total turnover in 2017
after the business began trading
with Dubai and Shanghai over the
past two years.

Angus Lugsdin, co-founder of
Salcombe Gin, said: “While the
demand for British food, drink and
luxury goods is booming in China,
gin remains a relatively untapped
market. Chinese consumers prefer
dark imported spirits, with whisky
and brandy being the most popular
and many people we spoke to at
FHC had never tried gin before.
“Alcohol regulation is incredibly
strict in East Asia, particularly when
you’re trying to export a product
like gin that isn’t well-known
among consumers. These were
two of our biggest barriers – strict
regulations and lack of product
awareness - which is why we
rigorously researched ingredient
regulations and the support
available before tapping into the
Chinese market.

“Seeking expert guidance is key in
navigating the process and there’s
a lot of support out there. If we can
do it, so can many other local ﬁrms
like us.”
Paul Shand, South West Regional
Director, Department for
International Trade, said: “The
opportunity in East Asia is growing
at a rapid pace and it’s encouraging
to see locally loved brands like
Salcombe Gin tapping into this.
“UK food and drink ﬁrms exported
over £560m worth of produce to
China in 2017, and China was the
eighth largest export market for UK
food and drink businesses in 2017.
However, while the opportunity is
there, the Chinese market isn’t
without its complexities: language,
multiple time zones and tax
regulations are just some, to name
but a few.
“However, businesses don’t need
to go it alone. That’s why we have
a number of International Trade
Advisers (ITA) based across the
UK on hand to support ﬁrms in
navigating new territories.”

Creme d’Or, a confectionery and
ﬁne foods distributor, is going for
growth after successfully targeting
overseas trade in both the Middle
East and the Far East.

The ﬁrm has worked with advisers
at the Department for Environment,
Food & Rural Aﬀairs (Defra) and the
Department for International Trade
(DIT) to expand East. The company
hired a permanent staﬀ member
dedicated to exporting in 2015, and
is now recruiting two additional
staﬀ to manage increased overseas
demand.
Creme d’Or was established in
1991 to specialise in the import
and distribution of continental
confectionery and ﬁne food. It has
since become one of the largest
suppliers of wholesale premium
chocolate to a host of major
independent retailers around the
world.
Chocolate is one of the UK’s most
successful food exports. The total
value of UK chocolate exports to
Asia in 2017 was over £54m, whilst
chocolate exports to the UAE
during the same period equalled
£18.6m.
Head of Export, Laura Gunderson,
said: “Creme d’Or is now totally
committed to exporting - and our
hard work over the past two years
is consistently resulting in some
major new order wins. u
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The Food is GREAT campaign

“One of the ﬁrst things I did when I
joined the company was work with
government trade advisers to create
an exporting plan that identiﬁed the
most appropriate markets for us.
“This can be a timely and sometimes
challenging process that requires a
lot of due diligence so it was crucial
to have informed and knowledgeable
trade advisers on hand to help us
through this process and overcome
any hurdles. “With this support, we
realised that the European market
was already highly competitive,
which led us to identify opportunities
instead in the Middle East.”
Creme d’Or was invited to a
Northern Powerhouse trade
mission to Dubai to attend Gulfood
- the world's largest annual food
event, which showcases suppliers
to 95,000 visitors. Defra and DIT
supported UK businesses at
Gulfood as part of the Food is
GREAT campaign.

The trade mission provided Creme
d’Or with a host of contacts across
the Middle East that they wouldn't
otherwise have accessed, and
they returned from Dubai with two
supermarket customers, which
gave the company the conﬁdence
to continue growing in the region
and elsewhere.
With further government support
the company exhibited at food and
hospitality trade show HOFEX in
Hong Kong, while also travelling to
Singapore to meet with prospective
clients.
Laura returned from this trip with
a "signiﬁcant order" from a large
supermarket chain.
Mark Robson, Regional Director
for Yorkshire and the Humber at the
Department for International Trade,
said: “Concerns about the cost of
exporting and bureaucracy often
prevent highly successful
companies from exporting.
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“But we want to help – we have
a number of International Trade
Advisers who provide specialist
support and guidance to ensure
that companies can achieve their
potential.
“We’re aware of hundreds of
diﬀerent exporting opportunities
that could be right for businesses
across this region.
“As we look to the year ahead,
now could be the ideal time for
companies thinking about
exporting for the ﬁrst time to
discover the beneﬁts for themselves.”

Firms looking for support should
visit great.gov.uk, which has more
than 1,600 live export opportunities
currently listed and includes general
information on exporting and
events. n
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Nigeria overview

D BY:

Nigeria has very similar business and legal practices to the
UK, and while there are several ethnic tribes and dialects,
Yoruba, Igbo and Hausa being three of the major groups,
English is still the generally-spoken language.
Download the
free Mobile App
Nigeria is the home of Africa’s
largest economy and biggest oil
producer, and also has a growing
populace of over 180 million – the
largest in Africa. With an abundance
of natural resources, and a growing
middle class, Nigeria’s economic
potential is considerable.
Ties between Nigeria and the UK
may have been deep-rooted in our
historical and political origins, but
over the years it has evolved into
a more dynamic relationship that
includes education, trade, arts and
culture.

Nigeria has one of the lowest
income tax rates in the world,
7 per cent-24 per cent, and
therefore the growing consumer
base of Nigerians has a lot more
disposable income. As a foreign
investor, there are investment
incentives in Nigeria. Some of these
incentives cover all sectors, while
others are limited to specific
sectors.
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Advice from our Technical Helpline

When exporting to Nigeria
the following general
requirements apply

John Woodruﬀe, Acting Director of Trade,
Department for International Trade Nigeria
With a population of 170 million, the largest in Africa and expected to be
the world’s third largest by 2050, the continents largest oil producer and
biggest economy, this is a country which cannot be ignored by any
would-be exporter.
With our shared history, English being widely spoken and the business
language, plus an existing appetite for and familiarity with British products,
Nigeria is open for UK business and will guarantee a warm welcome.
The Department for International Trade oﬃces, in Lagos and Abuja stand
ready to help guide you through the processes. Although there can be
challenges, there are many ample rewards to be found.
Nigeria is also not just oil and gas. There is much potential, mixed with
many opportunities, as the country looks to diversify into other sectors,
such as infrastructure, agriculture, healthcare, ICT and renewable energy.
With many airlines ﬂying from London to Lagos, the commercial heart of
the country, it is easy for UK companies to visit and meet with prospective
customers – remember, people do business with people and establishing
a good relationship with your customer should be part of any deal and is
very much part of the Nigerian way of doing business.
If you are not in Nigeria, you are not in Africa.

John Woodruﬀe
Acting Director of Trade, Department for International Trade Nigeria
www.gov.uk/government/world/organisations/department-for-internationaltrade-nigeria

Advance Cargo Declaration (ACD)
also referred to as an international
cargo tracking note (ICTN)
This document, identifying the
shipping lines calling Nigeria and
containing the details of the
shipment, is a prerequisite for the
Cargo Manifest. It is mandatory for
all sea freight and does not depend
upon the speciﬁc purpose of arrival.
The ACD is to be prepared in
English by the shipper and the
carrier or their agents and logged
online onto www.acdnigeria.com.
Valid for a single importation only.
Cargo Manifest
This mandatory document is
required for customs surveillance
and customs clearance, and does
not depend on the speciﬁc purpose
of arrival. To be prepared by the
carrier or his agent electronically
in English via the single window
for trade.
In case of vessels, to be submitted
prior to departure of the vessel from
the last port of call. In case of
aircraft, to be submitted within 24
hours from the time of arrival of
the aircraft. Valid for a single
importation only.
Ship Entry Notice (SEN) Certiﬁcate
This document, certifying that a
shipping company has provided the
Nigeria Ports Authority (NPA) with
details of the expected arrival of a
vessel on a voyage from outside
Nigeria, is required for customs
clearance and surveillance.
The certiﬁcate is to be applied for
by the shipping company via the
e-SEN Portal on www.nigerianports.org and completed in English.
The processing fee is 1,000 NGN.
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Customs Import Declaration
also known as Single Goods
Declaration Report (SGD).
This oﬃcial form for the customs
clearance of goods contains all
the information required for the
assessment of the dutiable value
of a shipment.
To be prepared in English by
the importer or customs agent
electronically using a private or
public Direct Trader Input (DTI)
and then printed out.
Form M
This document, used to commence
importation and for purposes of
foreign exchange regulation, is
required for the customs clearance
and market access of any goods to
be imported physically into Nigeria,
irrespective of the value and whether
or not payments are involved.
The importer is to submit the Form
M electronically to any authorised
bank via the single window for trade.
The application is to be completed
in English. The processing time by
the NCS is one working day and the
processing fee is 1,050 NGN. The
validity is 360 days for all products,
except for capital goods for which
it is 720 days. The validity may be
extended.
Commercial Invoice
To be prepared by the exporter
in any language. However, a
translation into English is
recommended. To be submitted
in the original with ﬁve copies.

By Luvinson Fernandes

Customary minimum content
include:
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, including freight costs,
signed and furnished with the
company stamp; terms of delivery
and payment; marks and numbers,

number and type of packages;
exact description of goods; quantity
of goods; unit prices and amount

goods are shipped by sea without
a document of title to goods, a Sea
Waybill is used instead

Proof of Preferential Origin
Only required if preferential
treatment under a free trade
agreement or arrangement is
claimed. It is to be submitted
by the exporter.

Multimodal or Combined Transport
Document may replace the Air
Waybill, Bill of Lading if two or
more modes of movement of
goods are combined in one
transport operation.

Pro Forma Invoice
Required for all kinds of
commercial importation, i.e. it is a
prerequisite in order to process the
Form M. The document is also
a prerequisite for certain other
procedures, e.g. in relation to the
importation of designated chemical
substances and products derived
therefrom.

Declaration for Dangerous Goods
Shipped via Sea Freight/ 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.

Information to be provided for the
sake of submitting the Pro Forma
Invoice together with the Form M
to an authorised bank: generic
name of the product; mark or
brand of the product; model
name and/or reference number;
information on the product's
quality, grade, speciﬁcation,
capacity, size, performance, etc.;
quantity, packaging, packing;
indication of a retention fee.
Packing List
A Packing List is required for
customs clearance and 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 duplicate.
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.
The Bill of Lading is to be submitted
via the single window for trade. If

Certiﬁcate of Non-Preferential
Origin
This certiﬁcate is required for
customs clearance and must be
submitted by the exporter in the
original. It may also be speciﬁcally
requested by the importer or for
other reasons.
Certiﬁcate of Insurance
This document proving that a
contract for the insurance of the
goods has been concluded is
required for customs clearance.
The certiﬁcate needs to be issued
by the insurance company of the
importer in English. The insurance
company must be Nigerian. To be
submitted in one copy.
Conformity Assessment
Most imports to Nigeria are subject
to conformity certiﬁcation (referred
to as Standards Organisation of
Nigeria Conformity Assessment
Program - SONCAP) in the country
of export. This is, in principle,
a pre-shipment veriﬁcation of
conformity which is to prove the
adherence to the applicable
Nigerian Industrial Standards (NIS)
or their approved international
equivalents and technical
regulations prior to the actual
delivery.
Source: European Commission Market
Access Database
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Economic Overview
Geography
A warm and tropical country just north of the equator, the Federal Republic of Nigeria is located in central-west
Africa on the Gulf of Guinea in the eastern Atlantic Ocean. With a population of over 180 million people, Nigeria
borders Cameroon and Chad in the east, Benin in the west and Niger in the north.
Economic overview
It has the world’s tenth largest
proven oil reserves and ninth
largest proven gas reserves.
However, since the oil boom
of the 70s, Nigeria has had an
unhealthy dependence on crude
oil, accounting for over 95 per cent

of its export earnings, 75 per cent
of government revenue, but
contributing less than 14 per cent
of the country’s GDP.

Beneﬁts to UK businesses

Nigerians are recognised as being
one of the biggest visitors and
spenders in the UK.

The UK and Nigeria have an
excellent commercial relationship
with over £6.1 billion worth of trade
per year; it is also the second
largest African market for goods.
UK companies are extremely
well-known in Nigeria, and UK
brands (especially luxury goods)
are in very high demand. With over
18,000 Nigerians studying in the UK
and over 130,000 visitors each year,

Despite being plunged into the
country’s worst economic crisis in
25 years, Nigeria is still considered

one of the most promising
emerging markets in the world,
and both the IMF and World Bank,
had forecast Nigeria’s economy
to start seeing as much as 2.5 per
centgrowth in 2017.

•

Education and training - With
Nigeria’s growing young
population, the demand for
education services is increasing
faster than the government can
supply it. The government is
keen to ensure that businesses
provide corporate training.

•

ICT - Nigeria has grown to
become one of the largest and
most vibrant markets for ICT
products and services in Africa,

Sector-speciﬁc opportunities
in Nigeria
•

Agriculture - Nigeria has over
80 million hectares of arable
land, and agriculture
contributes over 42 per cent
of Nigeria’s GDP.

MARKET EXPERTS
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with an ecosystem that ranges
from software start-ups to
infrastructure ﬁrms.
•

•

•

Infrastructure - Nigeria’s
infrastructure spending has
signiﬁcantly increased recently
and has one of the most
promising pipelines in Africa.
Oﬀshore Liquid Natural Gas
(LNG) - Nigeria has the
ninth-largest gas reserves in the
world, and the largest in Africa.
Power - The Nigerian
Government recently privatised
some of the power sector,
which has encouraged
investment.

•

Transport - Nigeria’s transportation matrix is one of the best in
West Africa, highlighting a
comprehensive system of
paved highways, roads, rails,
airports, seaports and inland
waterways

Business etiquette, language and
culture
•

Although Nigeria has over 300
ethnically diverse languages or
dialects, English is the unifying
language and is widely used
amongst the business
community.

•

Nigerian companies are very
hierarchical. As a relationship-

orientated culture, it is important
to develop good relationships at
all levels within an organisation.
•

Most business is done face-toface, and business appointments
tend to be made through
personal calls, hand-delivered
messages, mobile phone
conversations or text messages.

For more information go to the Doing Business in Nigeria Guide website at:
www.nigeria.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: Federal Republic of Nigeria
Location: Western Africa, bordering the Gulf of Guinea,
between Benin and Cameroon
Area (land plus water): 923,768 km² (356,669 mi²)
Population: 183.6 million
Urban population: 48.6%
Capital city: Abuja
Currency: Nigerian Naira (NGN)
GDP per capita: US $2,207.9
Oﬃcial languages: English (oﬃcial), Hausa, Yoruba,
Igbo (Ibo), Fulani, over 500 additional indigenous
languages
Religions: Muslim 50%, Christian 40%, indigenous
beliefs 10%
Government type: federal presidential republic
Legal system: mixed legal system of English common
law, Islamic law (in 12 northern states), and traditional
law
Climate: varies; equatorial in south, tropical in centre,
arid in north
Natural resources: natural gas, petroleum, tin, iron ore,
coal, limestone, niobium, lead, zinc, arable land
Natural hazards: periodic droughts; ﬂooding
Time diﬀerence: UTC+1
Internet country code: .ng
National holidays: Independence Day (National Day),
1st October (1960)
National symbols: eagle;
National colours: green, white

[Source: FCO Economics Unit, CIA World
Factbook, March 2018]
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Regional Trade Summit

The Institute is going back on the
road again in 2018

The Institute last year hit the road with its programme of Trade Summits,
bringing together leading international trade experts and exporting
businesses within multiple regions. The summits, were held in Northern
Ireland, Plymouth, Coventry and Cambridge.

They proved to be fantastic
opportunities for our members to
meet each other and discuss all the
myriad aspects of trade. The focus
at each of 2017’s regional summits
was on laying a ‘Blueprint for Post
Brexit Britain’.

The panel was headed by Rt. Hon.
Lord Empey OBE and also included
speakers from NI Chamber,
Manufacturing NI, Danske Bank
and the Queen’s Award Oﬃce.
Vital that we bring education and
export closer together

Bridges not borders
The ﬁrst summit of the year took
place in Belfast and much of the
discussion unsurprisingly focused
on the Irish border. The overall
message was that businesses and
governments need to ‘build bridges’
rather than borders.

international trade. The summit
was run in partnership with the
University of Plymouth’s Institute
for Social, Policy and Enterprise
Research, and our President Lord
Green of Hurstpierpoint headed
the speaker line up.
Into the midlands during autumn

The summer summit in Plymouth
drew focus to the need for greater
focus to be given to making the
country’s education system work
better for businesses. Speakers
called for the government to
invest more in encouraging young
people to study and learn about
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Following the success of our
World Trade Summit in London
in October, we then hosted two
further regional summits in the east
and west midlands, in Cambridge
and Coventry. u
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IOE&IT World Trade Summit
The Cambridge summit gathered
a broad range of specialists from
multiple areas of trade, with
speakers from Currency UK, the
Intellectual Property Oﬃce and
UK Export Finance all appearing.
It was in Coventry that we really
got into the nitty gritty of Brexit.
Speakers from Grant Thornton and
Tate Group, as well as the Institute’s
very own Mike Josypenko, talked
about the impacts of Free Trade
Agreements, the Trade Facilitation
Agreement, and also the impact
of Brexit on businesses’ customs
compliance requirements.
One of the highlights of the
year’s entire programme was
a presentation by Coventry
Chemicals’ Mike Button on the
impact that Brexit is already having
on UK exporters. He discussed how
Brexit has already hit his company
in regard to the labour and currency
eﬀects of the referendum outcome
in 2016. He is nonetheless getting
on with the business of doing trade
in markets beyond the EU.
And the show goes on…
In 2018 we are continuing to hit the
road with our increasingly regular
regional trade summits. We’ve
already visited Newcastle and by
the time this journal reaches you,
we may also have visited Scotland.
The show goes on with further
summits taking place in Liverpool,
Northern Ireland, Cambridge and
Coventry again, as well as the
World Trade Summit in London.
We are extremely grateful to the
sponsorship provided by Royal
Bank of Scotland and Bibby
Financial Services for our summits
already this year. Without such
support, the summits simply do
not happen.
Please do get in touch if you’d like
to sponsor, attend or even speak at
one of our future summits. n
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The power of ‘Brand Britain’

The power of ‘Brand Britain’

Barclays’ recent Brand Britain survey found that exports will drive UK economic
and business growth and Brand Britain could offer a key value and price
differential in new markets.
The research shows that, while the
EU and the USA remain important
trading partners for the UK, there
are signiﬁcant opportunities for
British businesses to grow exports
in emerging, high-growth markets,
such as China and India. Here
customers perceive British goods
to be better quality and value for
money.
This translates into a willingness
to pay a premium for British-made
goods, which could make these
destinations more proﬁtable for
UK businesses.

8,060 consumers were surveyed across eight international markets –
France, Germany, Republic of Ireland, USA, China, India, the United Arab
Emirates and South Africa – to ﬁnd out the average price diﬀerential they
are willing to pay for British products. They were also asked what attributes
they associate with products that are ‘Made in Britain’.
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International shoppers are prepared
to pay up to 22 per cent more for
British goods, with emerging markets
oﬀering the biggest opportunities –
64 per cent of Indian 57 per cent of
Chinese, and 48 per cent in both
South Africa and UAE said they
would pay more for goods made
in the UK because they believe the
quality to be higher. u
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The power of ‘Brand Britain’

This in comparison to just 29 per
cent of respondents in France who
would pay more for goods made
in the UK.
“The three countries that show
unambiguous positivity with
respect to Britishness are China,
India and the UAE.”
In all categories apart from alcoholic
beverage, soft drink product and
homeware, country of origin was
an important factor in the
purchasing decision. Furthermore,
products with the Union Flag were
more likely to be purchased in
preference by respondents in
emerging rather than established
markets.
The future potential of these
markets is also important. China
and India are the world’s most
populous countries, with increasing
wealth and demand for western
products. Barclays says there is a
£3.45billion opportunity for ‘Brand
Britain’, which could be multiplied
still further if other markets were
factored into the analysis.

Baihas Baghdadi, global head
of trade and working capital at
Barclays, said: ‘Brand Britain
continues to have widespread
appeal abroad, demonstrating
the continued scope for UK
businesses to trade success
fully overseas.
‘The picture continues to look
positive for Britain’s exporters,
with international consumers
going out of their way to buy
British.
‘Our research shows that some
of the biggest opportunities lie in
emerging markets, where British
craftmanship is most valued.
The prize is substantial, and
exporters should be looking to
highlight the provenance of British
products to take best advantage.’ n
Read the full report at
www.barclayscorporate.com/
insight-and-research/trading-andexporting/brand-britain.html

If you are interested in ﬁnding
out more about doing business
in India or China take a look at
the IOE&IT’s new one-day
training courses, designed to
help guide you through the
intricacies of doing business in
these dynamic countries.
‘Doing Business in India –
separating fact from ﬁction’
– 14th May 2018
‘China without fear’
– 6th June 2018
Find out more at
www.export.org.uk/page/
TrainingCourses
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Customs Concerns

Goodbye CHIEF!
Hello Customs Declaration System!

After more than 20 years CHIEF, or Customs Handling of Import and Export
Freight, is to make way for a new upstart.

However, with Brexit on the horizon,
CHIEF in its current conﬁguration is
only able to handle a maximum of
100 million transactions per year.
This is signiﬁcantly less than the
anticipated post-Brexit requirement.

Richard Morley
Indirect Tax Assistant
Manager with Grant
Thornton UK LLP in London

After more than 20 years CHIEF or
Customs Handling of Import and
Export Freight is to make way for
a new upstart.
For those of us who have been
involved with international trade
for more years than we care to
remember, there is a reassuring
familiarity with the unsung hero of
the United Kingdom’s Customs
system, which has been recording,
processing and approving imports
and exports for in excess of 20
years. It is no small feat. In 2015,
£696 billion of goods moved across
the UK border. In 2015-2016, the
CHIEF system processed around
55 million import and export
transactions, collecting £34 billion
in tax and duty.

During January 2019, - a mere two
months before Brexit or the start of
the proposed transitional period,
HM Revenue and Customs (HMRC)
expects to launch its new customs
system named the Customs Declaration System (CDS). Currently,
HMRC is planning to transition
from CHIEF in August 2018, which
is mere months away.
There are a number of changes
that were required under the Union
Customs Code (UCC), which CHIEF
would not have been able to
perform in its current conﬁguration.
These include the requirement for
all communications between
customs authorities in EU member
states to be electronic by the end
of 2020, and other changes to rules
and procedures related to how
customs duties are levied and
calculated. Around 2013 HMRC
decided that CHIEF would be too
expensive to upgrade in time to
meet the UCC deadline, and began
working on a new system to
replace CHIEF. Currently, HMRC
is planning for all traders to be
utilising the CDS system by January
2019. Less than a year from now.
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Not due to Brexit but to UCC
By now, everyone is aware that in
June 2016 the United Kingdom
voted to leave the EU, eventually
triggering Article 50, the beginning
of the two-year process for the UK
to exit the EU on 20 March 2017.
The UK is expected to leave the EU
customs union on 29 March 2019;
the Brexit negotiations are ongoing
with the outcomes currently
unknown. The proposed transition
deal agreed between the EU27 and
the UK, which is conditional on
agreement on any ﬁnal withdrawal
treaty, would be between 29 March
2019 and 31 December 2020.
Whilst currently both the UK and EU
are publicly stating that the UK will
exit the EU on this date, however, as
with all such processes nothing is
certain until the negotiations are
complete. The date for Brexit, along
with HMRC’s expectation that all
traders will be utilising CDS, means
that there may only be two months
between CDS going live to all
traders and Brexit. Based on ﬁgures
from HMRC, the estimated number
of transactions based on a hard
Brexit scenario, which would
include customs entries for all of
UK/EU trade, would be up to a
maximum of 255 million annual
transactions, compared to the 55
million annual transactions today.
u
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With Brexit not only bringing
forward the delivery timescale
of CDS for HMRC, it has also
added a number of additional
complications. Not only is there a
near ﬁvefold increase in the number
of transactions that CDS will have
to process, but there is also a real
risk that, due to the huge increase
in customs declarations, there may
be signiﬁcant delays clearing goods.
With a ‘hard’ Brexit making the UK a
third country to the EU, there will be
an estimated 180,000 businesses,
based on UK Government estimates,
that will be required to make
customs declarations after the UK
leaves the EU that have never had
to do so before. These traders will
have to ensure that they are suitably
aware of Incoterms (i.e. contractual
terms of trade), as well as ensuring
that they have the full ten digit UK
tariﬀ classiﬁcation code for their
goods, (rather than the eight digit
code which is currently required
for Intrastat).
What can you do?
It is a case of so much to do, so
little time.
Businesses in the UK need to
prepare for the many changes that
2019 will bring: there is the rollout
of the CDS, Brexit itself, plans from
HMRC to roll out Making Tax Digital
for traders who have a turnover

above the VAT threshold and other
VAT changes being introduced
by the EU. Over the next couple
of months, HMRC are likely to
increase its communications
regarding the ﬁnal changes that
CDS will introduce.
There are a number of things that
businesses can start to do now in
order to prepare for these changes.
These include, mapping out their
current customs processes, making
sure that they are suﬃciently robust
to ensure that all of the actions and
inputs are documented; or
reviewing and reﬁning existing
processes. As well as ensuring, that
they are aware of their obligations
and risks dictated by the Incoterms
that they agree to trade under.
In addition to maximising the
opportunities that are available
by utilising the appropriate customs
reliefs.
It is expected that there will be a
rationalisation of the number of
Customs Procedure Codes (CPC)
that will available in CDS, therefore
traders should ensure that they are
familiar with the CPC that they are
using currently, so that they are
able to identify if the CPC has been
amended or altered for CDS.
Another diﬀerence between CHIEF
and CDS will be the fact that all
customers will be required to have
a GB EORI (Economic Operator

Registration and Identiﬁcation)
number. Businesses intending
to either import or export goods
through CDS, should apply to
HMRC sooner rather than later.
If your business is one of the
180,000 that have not had to
consider formal customs entries
before, you may need help to
ensure that you are compliant with
all of your requirements from the
beginning. Alternatively, if you are
familiar with either imports or
exports but would like help to
ensure that you are utilising all
of the customs reliefs that are
available to you, or another area
of customs compliance. Talk to a
member of the Grant Thornton
customs and Indirect Tax team. n

Louise Scholey
Indirect Tax Associate
Director with Grant Thornton
UK LLP in London
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Chantelle Rowe
Director at XDS Solutions

If post-Brexit UK exports to
Saudi Arabia are to increase,
understanding customs
requirements and the SASO
Certiﬁcate of Conformity
programme will be vital. If not,
many ﬁrms will come unstuck.
XDS Solutions helps many UK
exporters master customs
compliance. Here, Director
Chantelle Rowe gives her advice
to ﬁrms looking to Saudi for
international expansion:
What customs challenges will
you face?
Saudi Arabia is one of many Middle
Eastern countries operating a
mandatory Conformity Assessment
Programme. The Saudi Standards,
Metrology and Quality Organisation
Conformity Assessment Programme
(SASO CoC for short) is implemented
to ensure that unsafe goods and
those of poor quality do not enter
the market.
This strict set of guidelines for
exports to Saudi Arabia is complex
and mandatory. What many UK
exporters fail to appreciate is that a
SASO Certiﬁcate is required on each
and every shipment going into Saudi
Arabia. As a result, many face costly
ﬁnes, delayed shipments, or risk of
company blacklisting at customs.
Those new to Saudi export
must consider that Certiﬁcate of
Conformity programmes and
Country of Origin requirements
are mandatory. It’s also vital to
understand that it is the UK

Exporting to Saudi Arabia:
Custom Concerns

The Middle East’s largest country in square miles and
second largest economy, Saudi Arabia is a market that
both existing and up-and-coming exporters should pay
close attention to; with economists agreeing that the
Government’s plan to diversify the Saudi economy away
from oil will successfully boost growth in the longer-term.
exporter, not Saudi importer who
is responsible.
Importers may oﬀer to arrange the
shipment’s SASO CoC themselves,
but beware - only by arranging it
yourself will you take control of the
process and have certainty that
your products are compliant.

SASO CoC Best Practice
To have conﬁdence that your
product will clear Saudi Customs,
follow these three steps:
•

Understand SASO CoC, labelling
and testing requirements for
your products before you
ﬁnalise plans to expand your
export business into Saudi
Arabia. - Be aware that some
certiﬁcation agencies take a
‘one size ﬁts all’ approach and
requirements can diﬀer widely.
We ﬁnd a bespoke approach is
best, avoiding unnecessary
costs and speeding the process.

Below are just a few examples of
product groups that are heavily
regulated by SASO:

•

Plan ahead, ensure that your
SASO CoC is in place before
shipping your ﬁrst Saudi order.

•

•

Ensure that your shipment has
the correct export documents
and labelling in place before
shipping.

Technical Regulations
The SASO technical regulations for
diﬀerent product types are complex
and constantly changing. The
advice given on testing and
certiﬁcation requirements can vary
widely from agency to agency.

SASO Water Eﬃciency
Regulations and the SASO
Water Eﬃciency Labelling aﬀects exporters of sanitary
products or water ﬂow control
equipment.

•

SASO Energy Eﬃcient Labelling
- aﬀects exporters of refrigerators, freezers, air conditioners,
washing machines, electric
motors and lighting products.

•

Saudi Communications &
Information Technology
Commission (CITC) – aﬀects
exporters of products that
fall under the category of
‘Telecommunications’ (any
products with radio/wireless
functionality.)
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Remember, Saudi Arabia is also a
member of the Gulf Standards
Association (GSO) and as such are
required to implement a strict set
of import standards. Above all, take
it one step at a time and seek out
expert help from a business like
XDS Solutions as you go. Ensuring
your shipment is SASO compliant
will safeguard your supply chain
and expand the opportunity you
have to make the most of the
lucrative Saudi Arabia export
market. n
www.xds-solutions.com
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Free Trade Agreements

Brexit and origin:
a case for the wider use
of cross-cumulation
Dr Anna Jerzewska PhD

How will origin be dealt with in
what is promising to be a unique
and bespoke trade relationship
with the EU? Strict rules of origin
limit companies’ sourcing options.
Flexible rules of origin grant access
to a wider range of inputs from
outside a trade agreement but
can lead to trans-shipments from
third-party countries.
One of the ways to address the
question of origin would be to
allow the addition (‘cumulation’)
of origin from multiple locations.
Cumulation of origin allows for
greater ﬂexibility when it comes to
using raw and semi-manufactured
materials in the production process.
It allows a member of a trade
agreement to use inputs from other
members and move stages of
production while maintaining the
originating status. One example of
cumuation could be the Europe’s
cumulation zone known as the
Pan–Euro–Med (PEM) zone.
Cumulation of origin requires
two conditions to be fulﬁlled:
•

•

All participating countries
need to be linked by a trade
agreement; and
The rules of origin under these
agreements need to be
identical.

As the UK negotiates its exit from the EU, rules of
origin are becoming a key topic. How will the exit
from the customs union impact the current production
patterns in Europe in industries where hundreds of
parts move across national borders every day?

Cross-cumulation, also known
as third-party or expanded
cumulation, allows the cumulation
of origin between three or more
countries, which are not necessarily
joined by a trade agreement or
are joined by agreements with
disparate rules of origin.
Cross-cumulation has to date been
used in a number of agreements
worldwide; for example in the
Canada-Colombia, Canada-Peru
and Colombia-US trade
agreements, as well as the
EU-Vietnam and EU’s Generalised
Scheme of
Preferences programme.
Due to its speciﬁc characteristics,
cross-cumulation is slowly
becoming a staple of many newer
trade agreements. It acts as a
de- facto extension of the market
access provisions under a trade
agreement and could be viewed
as a mutual recognition of rules of
origin. It introduces more ﬂexibility
in terms of the choice of supplier
by extending the originating status
for particular goods to selected
countries. As such it can support
integrated supply chains.

or goods. It could also be applied
either unilaterally or with full
reciprocity.
It could also be used as a temporary
measure during the transitional
period while the UK negotiates its
own trade agreements with current
EU partners. For example, the EU
and Canada could agree to apply
cross-cumulation on UK inputs
while the UK negotiates a new
agreement with Canada. This
would only address a part of the
problem as UK producers would
still not be able to export or import
from Canada under preference.
However, UK inputs could continue
to be used by EU producers.
Cross-cumulation could also be
applied on a fully reciprocal basis
between Canada, the EU and the
UK once a Canada-UK deal has
been negotiated. n

Full article can be found here:
http://www.freetradeagreements.
co.uk/publication/brexit-andorigin-a-case-for-the-wider-useof-cross-cumulation/

In the post-Brexit trading model,
cross-cumulation could support
the UK’s participation in global
value chains by introducing more
ﬂexible origin provisions and
expanding origin zones. It could be
applied gradually, to certain sectors
www.export.org.uk : @ioexport : 79

Banking the Norwegian way
DNB is Norway’s largest financial institution offering a wide range of services for companies of all sizes.
We provide advisory services, financial infrastructure and a large global network. We aim to be the
preferred banking partner for our customers within our defined strategy.

Is Norway an interesting market for your business?
DNB’s team of business startup specialists can help companies in the early stages evaluating different
methods of raising capital, choosing a company structure, the registration process, marketing activities,
networking, what to consider when hiring, pension and insurance, banking products and services, etc.
We can help both new and existing businesses to get in contact with the right department and the
right people.
Contact: oppstartslos@dnb.no

Market Profile: Doing Business in Norway

rway
ness in No
Doing Busi

ode, Oslo
Bjørvika Barc

uide
sinessG
App
oingBu
free Mobile
rway.D
nload the
www.No
site and dow
Visit the Web

.co.uk

Norway overview
Norway is a wealthy, open and mixed economy which is
primarily service and manufacturing-based. English is very
widely spoken and the UK holds a strong economic
relationship with Norway and currently stands as the
fourth-largest source of Norway’s imports.

D BY:
SUPPORTE

Download the
free Mobile App
Doing business in Norway is similar
to doing business in the UK and
if your product or service is
successful in the UK, it is likely
you will be successful in Norway.
Norway possesses extensive
reserves of petroleum, natural gas,
minerals, lumber, seafood and fresh
water, and is the largest producer
of oil outside of the Middle East.
Like its Nordic and Scandinavian
neighbours, Norway ranks highly
on the World Economic Forum’s
Global Competitiveness Index,
and possesses high Human
Development Index (HDI)
indicators.

Norway boasts a sophisticated
and affluent consumer market and
currently has the fourth highest
per capita income in the world.
As a member of the European
Economic Area (EEA) and European
Free Trade Association (EFTA),
Norway is also a commercial
gateway. It offers easy access to
the growing northern European
markets of the Nordics as well as
Germany, Poland and the Baltics.
It is a regional hub with excellent,
high-quality air, rail and road
networks.
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Advice from our Technical Helpline

When exporting to
Norway the following
general requirements apply
Entry Summary Declaration for
Imports from Third Countries
This document provides the
Norwegian Customs with necessary
information for risk-assessment
of imports from third countries
(countries outside the security zone
of the EU including Switzerland).

Sarah Gillett CMG CVO,
British Ambassador to
Norway
Norway is one of the wealthiest countries in the world, adapting its
oﬀshore sector, and investing in infrastructure and technology. It is a
particularly interesting period for business opportunities, and British
companies should be well-placed to seize them. A major focus of the
British Embassy Oslo is helping them to do so in respect of trade and
inward investment.
The economic links between Norway and the United Kingdom are
substantial, with plenty of room for growth. Currently bilateral trade is worth
some £20 billion. Energy supplied by Norway, and services provided by the
UK have been two strong features of the trading and investment patterns.
That looks set to continue, especially as Norway is adapting its hydrocarbon
production in light of both climate change considerations, lower oil prices,
and rising global energy demands. British oﬀshore companies are
addressing the same issues, and have much to oﬀer Norway.
Beyond the oﬀshore sector, there are a range of new opportunities where
British companies have a great deal to contribute. Norway is investing in
new infrastructure such as railways, roads, urban development. There is
exciting focus on the green and blue economies, as Norway acts to meet
climate-change targets, and adapt its considerable oﬀshore expertise to
new ocean possibilities.
The macro-economic outlook for Norway is one of stable, steady growth.
The economy has recovered from the dip caused by the 2014 oil price
slide. Unemployment remains low. The mainland economy has beneﬁtted
from a lower currency, and the oﬀshore economy has cut costs to be
competitive and take advantage of developing some very exciting ﬁelds.

Sarah Gillett
British Ambassador to Norway

The declaration is to be completed
in Norwegian or English and
submitted electronically via the
New Computerised Transit System
(NCTS)/Electronic Customs Transit
System (TET). Only in emergency
cases may a paper form be
submitted. The declaration
deadlines vary according to the
means of transport.
Cargo Declaration
This document is required for
customs surveillance and is to
be submitted together with the
General Declaration. The
declaration is to be completed
by the carrier or his agent in
Norwegian or English and
submitted electronically
through SafeSeaNet Norway at
https://shiprep.no
General Declaration
This document providing details
of a vessel with regard to its general
characteristics is required for
customs surveillance. To be
completed by the carrier or his
agent in Norwegian or English
and submitted electronically
through SafeSeaNet-Norway at
https://shiprep.no
Documents to be enclosed (if
applicable): Cargo Declaration;
ship's stores declaration; crew list;
passenger list; crew's eﬀects
declaration; declaration of health

www.gov.uk/world/norway

Note: In general, the Cargo and
General declarations are to be
submitted 24 hours prior to arrival
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or, if the voyage lasts less than 24
hours, upon the vessel's departure
from the last port. A hardcopy
version of these declarations may
be used in cases where SafeSeaNet
Norway is not accessible.
Customs Import Declaration
(Innførselsdeklarasjon)
This is the oﬃcial form for the
customs clearance of goods.
To be completed by the importer
in Norwegian (the forms are
available in Bokmål and Nynorsk)
and submitted electronically
through the Tollvesenets
Informasjonssystem med
Naeringslivet (TVINN) system
or in hard copy.
The Innførselsdeklarasjon
corresponds to the European single
administrative document (SAD). A
hardcopy of the form may be used
in case that the TVINN is not
accessible.

By Luvinson Fernandes

Declaration of Dutiable Value
(Tollverdierklæring)
This document containing all
information necessary for the
assessment of the dutiable value
of a shipment, may be required for
customs clearance if there are any
concerns regarding the dutiable
value indicated in the Customs
Import Declaration.

import-restricted items, as
applicable.
Packing List
The Packing List may be required
for customs clearance and is to
be prepared by the exporter in
Norwegian, English or German
according to standard business
practice. To be submitted in one
copy. If the Commercial Invoice
contains all the speciﬁcations
usually included in a Packing List, a
separate Packing List is not required.
Certiﬁcate of Non-Preferential
Origin
This certiﬁcate is only required
if speciﬁcally requested by the
importer or for other reasons. It is
to be submitted by the exporter
in one copy.
Proof of Preferential Origin
This document is only required if
preferential treatment under a free
trade agreement or arrangement
is claimed. It is to be submitted by
the exporter.

To be completed by the importer
in Norwegian and submitted in one
copy.

Air Waybill/Bill of Lading/Waybill
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. If goods are
shipped by sea without a document
of title to goods, a Sea Waybill is
used instead.

Commercial Invoice
(Handelsfaktura)
The invoice is to be prepared in
Norwegian or English. Commercial
invoices in other languages may be
accepted, however, an enclosed
translation into Norwegian or
English would be advisable.

Rail Waybill
This document containing the
details of the international
transportation of goods by rail
is required for customs clearance
and is to be prepared by the carrier
or his agent. To be submitted in
ﬁve copies.

To be submitted to the customs
authorities in the original. Further
copies may be required depending
on the importer's requirements
and/or stipulations by the
authorities responsible for

Usually issued bilingually; French,
English or German must be one
of the languages, the use of other
languages alongside one of the
required three is permissible.

Multimodal or Combined Transport
Document may replace the Air
Waybill, Bill of Lading, Waybill or Rail
Waybill if two or more modes of
movement of goods are combined
in one transport operation.
Declaration for Dangerous Goods
Shipped via Railway/ Sea Freight/
Air Freight/ Road 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.
Register of Business Enterprises
This document certifying that
business entities have been entered
into the Register of Business
Enterprises is required for business
establishment.
The registration is to be applied
for by the importer or dealer at the
Brønnøysund Register Centre and
completed in Norwegian. If the
application and documents to be
enclosed are in another language,
a translation by a Norwegian
authorities certiﬁed translator
may be required.
To be submitted in the original
or online through the website:
www.brreg.no

Source: European Commission Market
Access Database
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Economic Overview
Geography
Norway is one of the world’s most northerly countries, located in Northwestern Europe on the edge of the
Scandinavian Peninsula.
Economic overview
It is a sophisticated and established
market, having a long and trusted
trading relationship with the UK.
It has an educated and technologi-

cally advanced society looking for
high-quality products and services.
Oil and gas exports and related
services, energy-intensive

industries and manufacturing,
ﬁsheries and shipping keep
Norway in the top ten-highest
per capita wealth in the world.

Growth potential
Norway has a population of only ﬁve million, but is one of the world’s wealthiest nations per capita and remained
strong throughout the economic crisis. The Norwegian economy is dominated by the oﬀshore oil and gas sector,
which accounts for about 25 per cent of value creation in Norway. Crude oil, natural gas and electricity account for
65 per cent of all exports. According to current estimates, Norway has oil for the next 50 years and gas for the next
100 years.

Beneﬁts for UK businesses
exporting to Norway include:

Top UK exports into Norway
include:

Sector-speciﬁc opportunities
in Norway

•

UK brands have a positive
reputation in Norway

•

industrial and electrical
machinery

•

•

English widely used as business
language

•

chemicals

Energy - New discoveries over
recent years will see some of
the highest levels of investment
across the globe.

•

medicines and pharmaceuticals

•

•

high living standards
•

petroleum products

•

a stable economy
•

•

an open market

animal and vegetable
bi-products

Financial services / banking According to World Economic
Forum's Global Competitiveness
Report 2017-2018, ﬁnancial
market development in Norway
scored 5.19 out of a maximum
7.0 and ranked ninth out of 137
economies.
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•

•

•

Renewables and the lowcarbon economy - 99 per cent
of power generation in Norway
comes from clean hydro-driven
installation. Government
support is available for
development of power
generation from renewable
energy sources.

•

Security - Norway is a very safe
country with a generally riskfree business environment.

•

Relocation - Relocation services
in Norway provide foreign
nationals moving to the
country with more than just
moving their valuables. Some
companies also oﬀer services
such as information on
currency exchange, residence
and work permits, health
insurance, public registrations,
home and school ﬁnding
among others.

Quality consumer goods Norwegian consumers are
looking for quality, design and
innovation. They are willing to
pay a high price for quality
products.
Shipping and logistics - The
maritime industry in Norway is
a global knowledge-based
industry with a strong position
in markets worldwide.

•

Healthcare - There are plans to
build three new hospitals which
will generate major investment
opportunities.

•

Infrastructure - The government
has pledged to set up a £10
billion infrastructure fund to be
built up over a maximum
period of ﬁve years.

Business, language and culture
The majority of the population
speak Norwegian; however, many
people speak Sami.
In business, Norwegians are fairly
informal and are keen to promote
equal opportunities in the workplace – women occupy many of
the senior business positions.
Business culture is largely based
upon trust, co-operation and
employee empowerment.

For more information go to the Doing Business in Norway Guide website at:
www.norway.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: Northern Europe, bordering the North Sea
and the North Atlantic Ocean, west of Sweden
Area: 385,252 km²
Population: 5.3 million
Urban population: 80.7%
Capital city: Oslo (Pop: 658,390; metropolitan area
1.7 million)
GDP per capita: US $70,553.1
Language(s): Norwegian; Sami (1.3%)
Religion: Christian – Lutheran (75.2%); Catholic (2.4%);
Islam (2.4%)
Government: Parliamentary constitutional monarchy
Legal system: mixed legal system of civil, common,
and customary law; Supreme Court can advise on
legislative acts
Currency: Norwegian Krone (NOK)
Climate: temperate along coast, modiﬁed by North
Atlantic Current; colder interior with increased
precipitation and colder summers; rainy year-round
on west coast
Natural resources: petroleum, natural gas, iron ore,
copper, lead, zinc, titanium, pyrites, nickel, ﬁsh, timber,
hydropower
Natural hazards: rockslides, avalanches, and volcanism:
Beerenberg (elev. 2,227 m) on Jan Mayen Island in the
Norwegian Sea is the country's only active volcano
Time diﬀerence: UTC +1
Internet country code: .no
National holiday: Constitution Day, 17th May (1814)
National symbols: lion; national colours: red, white,
blue

[Source: FCO Economics Unit, CIA World Factbook,
March 2018]
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Reﬂecting on the role of being
the Institute's 'Young President'

When I state my title, I often get a strange look. “What is a Young President?” I am
constantly asked. And the questions keep coming. Why is the “Young” important?
What should the “Young” President do that the “Old” President does not?
It is a role that considers education
and training to be at the very
forefront of our eﬀorts. Our path
from a “Young International
Trader” to a university degree in
international trade is unparalleled.
This is a treasure we must cherish
and promote at all cost.
Arne Mielken
Young President
of the Institute

What is a Young President in the
Institute actually useful for? In
other words, why do I exist? The
President part is clear! An Institute
president leads and a leader has a
vision, a plan and goals. But what
about the “Young” part? Does this
mean “inexperienced”? Does this
mean “without knowledge”?
If that’s what you are thinking,
you are missing the point!
I see this title as perfectly ﬁtting for
a person who displays the powerful
characteristics of youth and also
has an unwavering mission to
contribute to the rejuvenation of
our beloved Institute.
A Young President is ambitious and
not afraid to take risks! A Young
President is energetic and has a
vision that focuses on how to bring
the next generation of international
traders into the Institute. He or
she is on a constant mission to
promote “International Trade” in all its exhilarating guises - as a
genuine and rewarding, long-term
career path for young people to
take!

I myself have seen the power of
the Institute’s qualiﬁcations and
trainings. The Institute's Diploma
in World Customs Compliance and
Regulations is the most ﬂexible,
challenging, aﬀordable and
rewarding qualiﬁcation I can
personally think of. It is also the
foundation upon which I got great
jobs and recognition as a customs
and global trade professional.
It opened doors that were
otherwise closed, it set me up for
long-term success in the industry,
it gave me a career! Together with
an on-going IOE&IT membership
I've been able to build an everincreasing network of contacts and
business collaborators. But it all
starts with the decision to simply
GO FOR IT!
I also think it is the Young President,
who has gone through the IOE&IT
qualiﬁcations themselves, who
is best equipped to convince
undecided youngsters to just take
the plunge into the world of trade.
“Young” for me also means thinking
new ideas and, more importantly,
being a voice and supporting those
in our membership that bring such
new approaches to us. Got a new
idea? Think we are missing a trick
in our approach? Get in touch for
a chat.

I want to hear from you. Get
involved! This may include making
optimal use of new, modern-day
technology; or expanding our trade
network outside the UK in order to
better grasp the opportunities that
the WTO, WCO provide.
This could mean seeking
collaborations around the world, or
it could simply mean rethinking our
delivery of education. Whatever it is,
we constantly need to evolve as an
Institute to make sure we are, at
any time, up to the task, modern,
relevant, and outright sexy!
So for me “young” represents
anything but age. It is our ability to
be open to the “new”, to allow the
“diﬀerent”, to permit “out of the box
thinking”, to reinvent ourselves
again and again.
It also means shamelessly and
energetically promoting and
selling membership of our great
organisation and our high-quality
qualiﬁcations. It is to seek active
collaboration with more partners
who share our vision.
Young Presidents can help the
Institute stay agile, ﬂexible and
adaptable. They can help to form
the next generation of International
Trade leaders.
If we help to create the next group
of UK traders, who bring the whole
country growth, jobs and wealth, I
can promise you this - rest assured
that your Young President will not
hesitate to stand up and conﬁdently
speak up on all things “international
trade”. n
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Meet the future stars of international
trade

This May the Institute are again hosting a prestigious Prize Giving and Graduation
ceremony at the Lord Mayor of London’s residence at Mansion House.
Last year’s ceremony featured
keynote speeches from the
Rt. Hon The Lord Mayor himself,
as well as our President Lord Green
of Hurstpierpoint.

The graduation ceremony is a
fantastic celebration of all our
students’ hard work and represents
a key milestone as they progress
into the next stages of their careers.
Graduates are formally awarded
with certiﬁcates marking their
achievements and are given
Graduate Membership with the
Institute.
Get to know the future of
international trade
Many of our students will already
be working or moving into
key export positions in large
companies. They represent the
future of international trade as
many will undoubtedly go on
to take senior positions at large
corporations, international
organisations and governments
around the world.
The Institute invites all of our
members and major stakeholders,
from across the world of
international trade, to attend
the ceremony.

The graduation is a great
opportunity for people involved in
the UK’s exporting community to
meet the next generation of traders
– or, as last year’s Lord Mayor
of London Sir Andrew Parmley
described them, the “next
generation of Dick Whittingtons”.
A ﬁtting celebration for our
impressive students
Given that most of our students
work at the same time as studying,
the ceremony is a ﬁtting celebration
of the serious dedication and
commitment they’ve put into
developing their careers in
international trade with us.

Paying tribute to the work of the
Institute, the 689th Lord Mayor
noted that: "The Institute of Export
& International Trade plays a pivotal
role supporting British business and
is doing sterling work to equip them
with vital knowledge of process
and procedure and best practice.
Assisting them to innovate and
grow proﬁts, maximise high value
opportunities, increase jobs and
prosperity at home and abroad."
A chance to be seen supporting
UK trade
Each year students that gain the
highest mark in each module and
course are awarded with a prize.
Companies can sponsor a prize as
a way to promote their brand to
an audience of newly qualiﬁed
professional international traders.

Hosted at Mansion House, located
opposite the Bank of England, it can
certainly be described as a suitably
grand occasion.

Through endorsing exporting as a
serious skill that has to be learnt,
sponsors also gain recognition from
the wider business community for
their contribution to the future of
the UK economy.

The Lord Mayor of London’s
residence was built during the reign
of George II and was designed to
reﬂect the City of London’s position
as one of the world’s leading
ﬁnancial and trading centres.

We would like to thank Ramsden
International, Strong & Herd and
Bibby Financial Services for already
sponsoring prizes. n
Sign up now for May 23!

The ceremony is taking place on Wednesday 23 May and tickets for guests cost only £30 + VAT.
For more information about signing up to attend - or to ﬁnd out how you can sponsor a prize go to the events page on the website or contact us at events@export.org.uk
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Gail Leeson

Gail Leeson recently completed her Level 5 Diploma in World Customs
and Compliance Regulations with the Institute and works as the UK Export
Compliance Office at Thales UK Limited. We spoke to her about her
experiences studying with the Institute and what's coming next as she
continues her career in international trade.
What did you study and why did
you choose to take the course?
I studied for the Diploma in
World Customs and Compliance
Regulations. I decided to start the
course just over three years ago.
My job description required me to
apply for UK export licences and
give appropriate licence clearance
for our military exports, but the
scope of the job then changed
dramatically. I needed to
understand not just how broader
trade regulations worked, but
what we had to implement to
be compliant with EU, HMRC,
as well as DIT regulations.
We brought the previously
out-sourced import and export
procedures in-house, and
quickly had to adapt to meet
the challenges that doing this
presented.
How did you ﬁnd the course and
what tips would you give to other
people studying with the IOE&IT?
Sandra Strong from Strong and
Herd suggested the course, and
my company sponsored me by
paying the fees.

is there, it’s just digging it out, and
analysing it.
I thoroughly enjoyed the research
and a big tip I would give is to
remember that this is an academic
study, and your work will be judged
on that. There is a knack to it, and
that takes practice.
Submit interim assignments to
make sure you have the best
approach. Applying the research
to your working environment can
be challenging, but once you
are there, it all falls into place.
All of the information is out there –
this course will help you ﬁnd it
and from there it’s about how you
implement it.
What's next and how has the course
contributed towards your career?
I’ve been banned from studying for
a year because I was so unsociable
when studying! I’m still joining

free webinars to pick up pointers,
contributing more in work, and I still
carry on learning. There are huge
changes ahead with Brexit, it’s
important to be as well informed
as possible.
The last module is a project. I based
my project on a very complex
export programme that I’ve been
working on and had written an
export management guide for. The
company therefore had the stamp
of approval from the Institute for
my approach to that programme,
which was very encouraging.
As a direct result of the course I
know that I’m getting to grips with
what I’m doing and understand the
broader landscape of where it all
stems from. I enjoy my job all the
more for it.
Keeping up with Brexit implications
is the next challenge. n

What I found most useful was
being guided as to where to look
for information. For example, the
second module is EU regulation
based. I therefore knew where to
look to understand the implications
of the UCC. All of the information

If you’re interested in studying with the Institute, visit
export.org.uk/qualiﬁcations
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Calling budding Young
International Traders

Last year one of the Institute of Export &
International Trades’ trustees partnered with The
Duke of Edinburgh’s Award (DofE) to launch a pilot
for the North of England region that would provide
a template for a national campaign.

We were asked by local but highly
international ﬁrm ICC Solutions in
Warrington, Cheshire if we would
like to help to support this, and
of course the answer was yes.
Together, we pulled together a
programme of activity which they
very kindly funded.
Over 30 students from six schools
formed teams to work through the
challenges and hurdles that small
businesses have to navigate in order
to export successfully. They used
their initiative to research product
ideas and overseas markets using
resources we provided.
Following a vibrant showcase in
which each team presented their
products and export plans to a
panel of expert judges, the winning
school from Teesside inspired us all
with their plan to export Lifesaving /
Swimming Programmes to Uganda.
Scaling this groundbreaking pilot
to a national scale is the next step,
allowing all young people doing
their DofE programme the
opportunity to become ‘Young
International Traders’.

Using the Open to Export website a free service powered by the
Institute - we have created a larger
resource and rich and structured
approach through which young
people across the country can work
towards the much-coveted Duke of
Edinburgh’s Award. They create
their own businesses and learn to
develop online export plans utilising
a digital portal that contains a
wealth of accessible information
and articles, providing our budding
entrepreneurs everything they
need in order to become 'Young
International Traders'.
Participants are asked to think of a
business, where they’ll sell it to, and
what modiﬁcations they’ll need to
make to their product in order to
sell there. They’re then asked how
they would market the product in a
diﬀerent culture before considering
how they’d price and deliver it into
that market. As a result of their
research and endeavour they
create a coherent export plan that
exhibits their understanding of the
knowledge needed to trade
internationally.

As an Ofqual awarding body, the
Institute then oﬀers the students the
chance to go online and complete
a Level 1 assessment of the
knowledge they have gained, with
the special reward of becoming a
certiﬁed ‘Young International
Trader’.
David Maisey, CEO and CoFounder of ICC Solutions explains,
‘As a multiple winner of the Queen’s
Award for Enterprise we wanted
to inspire others to embrace
opportunities in international trade,
especially young people who face
a lot more challenges in this
changing world, and we wanted
to help them prepare for hopefully
becoming the successful exporters
of tomorrow.’
Institute of Export & International
Trade Director General, Lesley
Batchelor, agrees, saying, ‘Our remit
is to build competence and skills in
international trade and this project
is a brilliant example of how we can
help build the conﬁdence in young
people to look further aﬁeld for
new ideas, products and markets.’

Lesley Batchelor adds, ‘World trade matters and these young people are
at the beginning of building a great nation of exporters. Good luck to the first
cohorts that will start in January 2018 - we hope they will catch the bug and
go on to study our apprenticeship programmes or qualifications, we want to
build a new culture of export expectations.’
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The WTO and ICC select the Institute
of Export & International Trade's 'Small
Business Champions Initiative

The World Trade Organisation (WTO) and the International Chamber of
Commerce (ICC) have selected The Institute of Export & International Trade’s
(IOE&IT) proposal to run an ‘Open to Export International Business Awards’
over the summer of 2018, as part of the Small Business Champions initiative,
alongside proposals from Ebay (the US) and the National Confederation of
Industry in Brazil.

The ICC-WTO Small Business
Champions initiative provides a
platform for companies and private
sector organisations around the
world to propose innovative,
practical ideas designed to
encourage MSMEs to do business
across borders.
The IOE&IT proposed an
international version of the Open to
Export Action Plan competition to
the ICC-WTO panel. Through Open
to Export, companies can use the
online ‘Export Action Plan’ tool to
take ownership of their export
strategies, making decisions along
each step of their international
trade journey - from selecting a
market to delivering products or
services to new customers. The
‘Export Action Plan Competition’
rewards the best export plans with
prizes and further support for the
businesses to take their next steps
in international trade.
The Open to Export International
Business Awards will be aimed at
MSMEs from around the world
with 20 ﬁnalists invited to pitch their
plans to a panel of judges at the
WTO Public Forum at the start of
October. The 20 ﬁnalists will receive
training in export skills, and the
winning entries will receive support

from the Institute to put their plans
into action.
WTO Director-General Roberto
Azevêdo said:
"The proposals we are announcing
today come from three diﬀerent
parts of the world, but they share a
genuine desire to support small
businesses and to help them gain
the necessary skills to trade
internationally. I commend the
Institute of Export and International
Trade, eBay and the National
Confederation of Industry for their
creativity in bringing their ideas
to the table. We look forward to
seeing these projects implemented,
and to the positive impact that they
will make for small businesses."
ICC Secretary General John
Danilovich said:
“Our aim in launching this initiative
last year was to demonstrate the
capability and willingness of
business to help SMEs further reap
the proven beneﬁts of global trade.
These three new proposals –
from the Institute of Export and
international Trade, eBay and
the Brazilian Confederation of
National Industries – powerfully
demonstrate the determination of
the private sector to make trade
more inclusive, and for that I oﬀer

them my sincere congratulations.”
The Institute of Export &
International Trade is honoured to
have the Open to Export platform
recognised in this way on an
international platform.
The Institute’s Director General
Lesley Batchelor said:
“We are delighted and honoured
that our proposal to the ICC-WTO
Small Business Champions Initiative
has been accepted. The
competition will be an incredible
event, showcasing the fantastic
variety of SMEs across all sectors
and in all parts of the world
grappling with the challenges and
opportunities of exporting. The
project will also open up the wealth
of trade information and advice on
the Open to Export site to a wider
audience, showing that Britain is
keen to do business with the world
and support global trade, especially
as we leave the European Union. n
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Dates for your diary / What’s on guide

Our latest round-up of recommended
shows and exhibitions, as well as our
training courses.
MAY

-------------------------------------------------------------------------

-------------------------------------------------------------------------

An Introduction to Exporting
3 May 2018 | Manchester

Eﬀective Incoterms – Half Day

www.export.org.uk/page/IntrotoExporting

-------------------------------------------------------------------------

www.export.org.uk/page/Effective_Incoterms

-------------------------------------------------------------------------

Webinar: Researching Routes to New
Overseas Markets
9 May 2018

18 May 2018 | London

Webinar: Market Introductions - Japan
19 May 2018

------------------------------------------------------------------------Advanced Exporting

9 May 2018 | Manchester

GTR Europe Trade & Export Finance

www.export.org.uk/page/advancedexporting

Conference 2018

-------------------------------------------------------------------------

www.gtreview.com/events/europe/gtr-europe-

Advanced Letter of Credit
9 May 2018 | London

www.export.org.uk/page/AdvancedLOC

22 May 2018 | Paris

trade-export-finance-conference-2018/

-------------------------------------------------------------------------

Russia Without Tears –

Doing Business in India –

www.export.org.uk/page/Russia_Without_Tears

Separating Fact from Fiction

14 May 2018 | London

www.export.org.uk/page/DoingBusinessIndia

a workshop for British exporters
22 May 2018 | London

-------------------------------------------------------------------------

IOE&IT Graduation & Prize Giving

International Business Essentials

www.export.org.uk/page/graduation_2018

16-17 May 2018 | London

www.export.org.uk/page/business_essentials

Ceremony 2018

23 May 2018 | Mansion House, London

-------------------------------------------------------------------------

Introduction to Letters of Credit

17 May 2018 | London

www.export.org.uk/page/Letters_of_Credit

u Advanced Exporting

www.export.org.uk/page/advancedexporting
Open to Export
Partner Events
IOE&IT Events

92 : Membership : Training : Qualifications : Advice

23 May 2018 | London

-------------------------------------------------------------------------

An Introduction to Exporting
31 May 2018 | London

www.export.org.uk/page/IntrotoExporting
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Dates for your diary / What’s on guide
JUNE

-------------------------------------------------------------------------

-------------------------------------------------------------------------

Introduction to Importing

Post Brexit Planning Workshop

www.export.org.uk/page/IntrotoImporting

www.export.org.uk/page/PostBrexitPlanning

5 June 2018 | Birmingham

20 June 2018 | London

-------------------------------------------------------------------------

Northern Ireland World Trade Summit

Introduction to Letters of Credit

www.export.org.uk/NorthernIrelandSummit

www.export.org.uk/page/Letters_of_Credit

6 June 2018 | Belfast

Advanced Exporting

6 June 2018 | Birmingham

www.export.org.uk/page/advancedexporting

-------------------------------------------------------------------------

20 June 2018 | London

-------------------------------------------------------------------------

Advanced Exporting

21 June 2018 | London

www.export.org.uk/page/advancedexporting

China Without Fear – workshop for
British exporters

JULY

www.export.org.uk/page/ChinaWithoutFear

An Introduction to Exporting

6 June 2018 | London

UK Trade & Export Finance Conference 2018
7 June 2018

www.gtreview.com/events/europe/uk-tradeexport-finance-conference-2018/

UK&US Export Controls
7 June 2018 | London

www.export.org.uk/page/UKUSExportControls

-------------------------------------------------------------------------

Post Brexit Planning Workshop
7 June 2018 | Birmingham

www.export.org.uk/page/PostBrexitPlanning

------------------------------------------------------------------------3 July 2018 | London

www.export.org.uk/page/IntrotoExporting
South West World Trade Summit
4 July 2018 | Plymouth

Advanced Exporting

5 July 2018 | London

www.export.org.uk/page/advancedexporting
Webinar: Market Introduction – Australia
10 July 2018

An Introduction to Exporting
Trade Compliance Nordics

12-13 June 2018 | Stockholm

www.c5-online.com/trade-compliance-nordics-2/

18 July 2018 | Manchester

www.export.org.uk/page/IntrotoExporting

-------------------------------------------------------------------------

Advanced Importing

19 July 2018 | London
Webinar: Market Introduction – China
13 June 2018

www.export.org.uk/page/AdvancedImporting

-------------------------------------------------------------------------

Advanced Exporting

Introduction to Sales & Marketing
13 June 2018 | London

www.export.org.uk/page/IntrotoSalesMarket

26 July 2018 | Manchester

www.export.org.uk/page/advancedexporting
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Open to Export Action Plan

Open to Export is running another Export
Action Plan Competition this spring.
We talk to previous winner Genevieve Sweeney about how it felt to be the
winner of the fifth competition and we also catch up with where she is now
with their exports.

What is the business that you export?
I launched my eponymous
knitwear brand in 2015. Made
exclusively in the UK, we're writing
a new chapter for the knitwear
industry, marrying contemporary
design with heritage skills and
exceptional hand ﬁnishes. Indebted
to the time-honoured techniques
of artisan makers, the brand has
reimagined the possibilities of
knitwear. Designing collections
for womenswear, menswear,
childrenswear, and accessories
such as the coveted GS Sock
Subscription.
How are the exports going?
The business has been growing
well internationally in the USA on
both coasts, focusing more on Los
Angeles and New York City. My
customer truly supports product
provenance and slow fashion, from
luxury cashmere hand intarsias to
sparkly socks. Our export sales have
increased year on year.

This year I am looking to take part
in some pop-up events in both
cities to build brand awareness and
customer relationships. South Korea
has become an interesting market
for us as well and we took on a
distributor in the last year as well
as growing our online sales.
How did the Export Action Plan
tool help?
The Export Action Plan helped build
up the tools to research, set targets
and goals. The action plan helped
us realise what markets were best
to export to that suited my product
and business model. It has been a
great checkpoint to refer back to
each month to see how I am progressing and build on future plans.
What impact did winning the
competition have on your exports?
Winning the competition not only
gave me the tools to progress
with the plan but gave me great
conﬁdence in the work I am doing.
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Since the competition I have rebuilt
my website which has a more
user-friendly platform, allowing
multiple routes of payment. This
has really helped give conﬁdence to
my customers with their purchases.
I have also invested in marketing,
enabling our proﬁle to grow and
react to its customers and the
changing market.
The translation tool from SDL was
such a great prize as I was able to
translate not only my brand story
into eight diﬀerent languages, but
also my technical explanations to
how the heritage skills such as
Hand Intarsia are made. This has
been such a fantastic way to build
relationships with bloggers, press
and customers, as they can truly
understand the story behind
Genevieve Sweeney. n
The next Export Action Plan ﬁnal
is taking place at the UK Trade &
Export Finance Conference on
7 June.

Enter the Open to Export Action Plan Competition
for the chance to win £3,000 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 £3,000 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
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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:
How can I ﬁnd out what
documentation or regulatory
requirements apply for my
products in overseas markets?
The EU Market Access database is
an EU-supported resource that is
designed to provide EU exporters
with important information on
overseas markets. To use it, simply
go to http://madb.europa.eu/madb
/datasetPreviewFormIFpubli.htm?da
tacat_id=IF&from=publi, insert the
destination country and, if possible,
the ﬁrst four or six digits of your
product’s tariﬀ code.
This will then take you to a page
containing multiple links. The
left-hand column provides general
information on that country,
including general customs
processes, technical standards,
information relating to food,
cosmetics, medicines, plant and
animal products, as well as labelling
and country of origin marking
regulations. The second column
contains information on standard
documents needed for customs
clearance purposes.
If you have inserted the tariﬀ code
for a product, you will also see a
third column which lists speciﬁc
documentary and regulatory
requirements for products
covered by that tariﬀ code.

Further tabs on the left also link
to information on Sanitary and
Phytosanitary issues, trade barriers
for that country and trade statistics.
One of our engineers will be
undertaking repairs for an overseas
client and will need to take spares
and tools with him on the plane.
Is this OK?
In principle, yes this is possible,
but it is not as simple as you might
think. The ﬁrst thing to consider is
whether the nature of the goods
places any restrictions on being
transported as “Merchandise in
Baggage”. Goods which are
considered as hazardous are
severely restricted, and this now
includes considerable limitations
on the transport of lithium ion
batteries, of the kind used in
many electronic devices.
For travellers who are leaving the
EU, it is also important to note that
carrying goods as merchandise
in baggage does not exempt the
trader and traveller from the
requirements to clear goods
through customs, both when
departing and arriving, on both
the outward and return journey.
While customs checks on arrival
are diﬃcult to avoid, many traders
omit to clear goods through
customs on departure, which can
then cause problems when they
come to re-enter the country of
residence. Customs clearance
on departure must be done by
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approaching the customs oﬃce
at the airport of departure from
the EU.
This oﬃce is frequently hidden
away from main areas of footfall,
and may not be open throughout
the airport’s operating window.
Indeed, some smaller international
airports may not even have an
export customs oﬃce, so it is
advisable to check this before
departure.
Many members are worried that the
traveller may be faced with import
duty costs, either in the country
visited, or on return to the UK. In
the former case, duties may be due,
although it may also be possible
to suspend or reclaim these if the
goods are only being imported
temporarily. Goods which are
exported from the UK and then
reimported back can usually be
imported without import duty,
using either the Returned Good
Relief or Duplicate List customs
procedures; more details on these
can be found at: https://www.gov.uk
/government/publications/notice236-returned-goods-relief.
However, in order to use these,
the goods must be declared at the
point of departure from the UK.
Above all, resist the temptation
to avoid declarations by simply
slipping through the Green
Channel. While you may get away
with this for a while, it can often
cause complications at a later
stage. u
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An overseas client has asked us to
put a diﬀerent customs tariﬀ code
on our documentation compared to
the ones we normally use. Is this OK?
The answer depends on how
much of a variation there is
between your tariﬀ code and the
one which he wants you to use.
It is worth remembering that there
can be small variations between
tariﬀ codes for the same product
in diﬀerent countries. Most of the
countries in the world are members
of the World Customs Organisation,
and use the Harmonised
System of tariﬀ classiﬁcation, but
this only coordinates tariﬀ codes
down to sub-heading (six digit)
level. Therefore, if there are minor
diﬀerences after the sixth digit,
this may be simply caused by
local national variations.
If, however, the client wants you to
quote a completely diﬀerent tariﬀ
code from yours, this should be
treated with extreme caution, as it
may be a sign that the client wishes
to misdeclare goods to customs
in their country, possibly to pay a
lower rate of duty. If you suspect
that this is the case, you should
deﬁnitely not agree to do it, as you
may be considered to be complicit
in a criminal act.
There are also occasions where,
despite the Harmonised System,
diﬀerent countries’ customs
authorities may disagree on the
correct classiﬁcation for a product,
and the client may be a victim of
this. While this may be perfectly
innocent, it should still be treated
with some caution, and only
go ahead with this after careful
checking, and if the client can
provide external evidence to prove
this.
Most exporters include the UK / EU
tariﬀ code on their commercial or
sales invoices. This is done primarily
to give a carrier or forwarder, who

carries out an export customs
declaration on your behalf, the
necessary information to provide
an accurate entry, which complies
with your legal obligations as a UK
exporter. When a buyer submits
an import customs entry after the
goods arrive at the destination, it
is their responsibility, not yours,
to declare the goods correctly
and accurately in the destination
country, using the correct tariﬀ
code for that country. If supplier is
not happy to include a tariﬀ code
on the commercial invoice, the
buyer can provide other evidence
to substantiate whatever code
they wish to use.
Whatever you decide to do, it is
important that all tariﬀ codes that
are mentioned on the invoice
are clearly indicated with their
nationality (i.e. UK tariﬀ code,… )
This will ensure that a forwarder
or customs agent does not use a
UK code for a US customs entry,
or vice versa. If you do decide to
include a US code on an invoice
(as in the ﬁrst example above), we
would recommend that the UK
code is also included, with both
codes clearly identiﬁed.
If you do decide to include a US
tariﬀ code on an invoice, it is a
good idea to make it clear to the
consignee that you are including
this information at their speciﬁc
request, and that you take no
responsibility for the accuracy of
the information. You should keep
a record of this correspondence in
case of any future consequences.
We are supplying some goods
free of charge for an overseas
customer; can we show zero
value on our documentation?
No, you always have to show a
value for customs purposes.
Customs values are based on the
worth of the goods, not the price,
so they still have a value even if
you choose not to charge a client

or if there is no sale.
The World Trade Organisation
established rules for customs
valuation (in the Customs
Valuation Agreement), which
sets out a hierarchy of procedures
for valuation of goods. The ﬁrst
of these is based on the sales,
or transaction price, but in cases
when there is no transaction,
the subsequent rules set out the
processes, the ﬁrst of which is
the “transaction value of identical
goods sold for export to the
same country of importation and
exported at or about the same time
as the goods being valued.”. In other
words, this can be considered as
the price that you would charge
if there was a sale.
The rules then go on to provide
a hierarchy of other methods of
valuation, which include the
transaction value of similar goods,
as well as a model for computing
a value of goods if there is no
comparable transaction value
(such as prototype equipment).
Many traders are reluctant to quote
a value for FOC shipments, such
as warranty items, because they
do not want a client to have to pay
import duties. This is not a valid
reason, and could be considered
as an intention to defraud a foreign
government of legitimate import
duty revenue. If you do not want
a client or partner to have to pay
import duty, other options are
available, such as shipping the
goods on DDP (Delivered Duty
Paid) terms, and having duty
charges billed back to you. n
Note: These answers are intended to provide
guidance in relation to commonly occurring
issues faced by members. Many international
regulations can be complex and variable,
depending on speciﬁc products, circumstances,
or details of transactions. Members should
seek speciﬁc advice if their particular
circumstances diﬀer from the above, or if
they are unsure about the detail of individual
answers.
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Corporate Partnership

Our Corporate Partnership

provides access to a unique range of best practice advice, support, and
resources to help you keep up-to-date with the ever-changing world of
international trade.

Corporate Partnership is open to
businesses of ALL sizes and oﬀers
great value for money with a range
of beneﬁts designed to help support
and promote your business:

> Communications Package
To keep you up-to-date with Daily
FX bulletins and our Monthly
e-Newsletter, not to mention
content written across all aspects
of trading on our website blog.
Corporate partners can contribute
articles for our blog and also on
our sister website Open To Export,
which will also be promoted across
our social media accounts.

> Technical Helpline
Unlimited access for any
international trade issue, helping
you to keep your business running
smoothly.

> Preferential Member Rates
On all our world-renowned
training courses, including bespoke
training courses designed with our
help and expertise.

> One-to-One Advisory Session
A free session with one of our
experts.

> Networking Opportunities
Events where your business will
be able to meet with other export
professionals to build relationships
and discuss the latest developments
in international trade.

Becoming a Corporate Partner
shows that you support and
promote our aims, objectives and
values and will make you a true
partner of the Institute.

> President's Lunches
Come along to the House of Lords
for lunch with our President, to
network with fellow Corporate
Partners and raise concerns for
the Institute to feedback to
government. These events are
exclusively for Corporate Partners.
> Featured Webinar
Our webinar programme covers
a wide range of topics. Corporate
Partners can get involved by
featuring as a panelist on a webinar,
promoted directly to both the
Institute and Open to Export audiences. Giving you the opportunity
to present details of your business
oﬀering and build contacts.
> Discounts
Institute members get exclusive
discounts to some of our partner
organisation events.

> A Voice For Your Concerns
Feedback to government on
issues that impact you, plus
participate in Institute responses
to central government with regard
to proposed legislative changes.
Contribute to our Annual Survey
and roundtables.
> Aﬃliate Memberships
Six free Aﬃliate Memberships,
allowing your staﬀ to engage in
networking opportunities, help
boost business opportunities and
forge valuable relationships.
> Job Board
Place your vacancies in front of
our members and thousands of
monthly visitors to our website.
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> Member Journal
Receive 'World Trade Matters' - the
Professional Journal for members
of the IOE&IT - every quarter.
Corporate partners can contribute
articles for inclusion and receive a
20 per cent discount on advertising
in the Journal.
> Media Opportunities
Working with TV, national press,
specialist export forums and
Department for International Trade
publications and websites.
> Your Business Logo
Featured on our website with
a short proﬁle and direct link to
your company website.
> Sponsorship Opportunities
The chance to sponsor an Institute
event or academic award, putting
your brand in front of an audience
of international trade professionals.
> Business Logo
IOE&IT Corporate Partner Logo to
use on your company letterheads,
emails, internet and intranet,
showing your customers that
your business is dedicated to
professionalism in international
trade. n

Sign up to become a Corporate
Partner today!
To speak to a membership advisor:
Call +44 (0)1733 404400. Email:
membershipservices@export.org.uk
For more information about all
our membership options, go to:
export.org.uk/membership

www.export.org.uk

@ioexport

Choosing a great export training partner can really help your company take off in
the export trade! We can help develop new ideas and find ways to drive down
costs and produce sustainable improvements in your export business. Join us today
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Call: +44 (0) 1733 404 400 : email: institute@export.org.uk

