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Enterprise Ireland is the government agency responsible for the development and promotion of the indigenous business 
sector. Our mission is to accelerate the development of world-class Irish companies to achieve strong positions in global 
markets resulting in increased national and regional prosperity. 

This guide has been published by Enterprise Ireland in association with the First Flight Programme as a resource for exporters 
looking to the UK.

The UK economy is currently in recession and economic conditions are not as favourable for conducting business. Regardless 
of this the UK remains Ireland’s largest trading partner and is increasingly important as other key markets for Irish goods, 
such as US and mainland Europe decline. Many UK companies still regard Ireland as ‘domestic’ and a local source of supply 
rather than an importer. 

There are a significant number of opportunities for Irish companies to expand their sales by entering the UK market. Many 
sectors are still showing signs of growth and some UK firms are using this opportunity of the ‘perfect storm’ to rationalise 
and cut out under performing parts of their organisation. This will in turn create new business opportunities.

This guide is intended to give an indication of market conditions in the UK and highlight some of the broad opportunities 
that exist within this large and lucrative market. Essentially it is a starting point for Irish exporters to the UK to begin thinking 
about the more specific options that they might have in their relevant sectors in developing their presence in the UK market.

Enterprise Ireland encourages its clients to review the relevant sections of the guide which relate to their business to begin 
to build a base for an export/development plan. Further guidance on how this plan should be constructed is provided in this 
document.

Introduction
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First Fight is a mentoring and training process designed to 
assist clients approach new export markets. Through First 
Flight, companies can further develop awareness of areas of 
strength and risk for their company in exporting as well as be 
supported in taking action to prepare to enter a new export 
market. The process will ensure that your company avoids 
expensive mistakes while also preparing the company to 
create and maximise future opportunities for export growth.

When exporting for the first time, there are many issues that 
need to be addressed including who your customers are, 
what their needs are, routes to market, existing competition 
in the market, your competitive advantage, cash flow 
considerations, and company resources and capacity.

First Flight can help with this by placing potential exporters 
with experienced mentors. Working with a mentor, clients 
complete an assessment of the companies export readiness 
and then produce an action plan to maximise strengths and 
address any gaps that have been identified. 

The First Flight assessment will give companies an 
understanding of their export-readiness. Depending on the 
outcome of the assessment, some companies will decide 
to focus on continuing to build their business in Ireland or 
look at partnerships with other businesses. The majority 
of companies do however work to arrive at an action plan 
focused on preparing the company to enter a new market.

In addition to providing mentors, Enterprise Ireland also run 
workshops introducing First Flight as well as short courses 
in areas such as Sales Pipeline Management, Messaging 
and Value Proposition, Value Based Pricing and Negotiation, 
Partnering and Channel Management.

First	Flight
About First Flight
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To assist Irish companies to engage into their first export 
markets Enterprise Ireland run the “First Flight” programme. 
This is a systematic way of helping you to prepare in the best 
way possible for the challenges that await you in trading 
overseas. A key part of this process is assessing how ready 
your company currently is to export and developing an action 
plan to further prepare your company to be successful in 
entering an export market. To assist companies with this 
Enterprise Ireland have composed a detailed evaluation 
system to explore the following aspects of your company and 
its export proposition.

• Your company now
• Your company’s performance
• Management resources/expectations
• Export Market Knowledge
• The Business Case
• Funding/Budget

Within these categories you should expect to examine your 
company in depth and some of the types of questions you 
should be prepared to answer are demonstrated over. 

Are	you	ready	to	export?
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Are you among
the top companies
in your sector or 

niche?

Are you aware 
of who your 

competitors will 
be?

Does your 
offering need 

adjusting to suit a 
new market? What is your 

competitive 
advantage and can 

it be protected?

Have will you 
market your product 

abroad?

Have you factored 
in the extra cost of 
exporting into your 
competitiveness?

Have you the 
potential to increase 

capacity to meet 
sales growth?

Have you 
budgeted for all 

events?

Do you have the
financial and staff
resources required 

for exporting?

Have you a 
sufficient track 
record to base 
projections on?

Ready to
Export?



The	Export	Plan
Reasons to export
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Why export?

There are many reasons to consider exporting, 
particularly to the UK. These include, but are not 
limited to:

•  Many sectors in the domestic economy have 
become saturated and market shares are 
continuously being eroded.

•  The economic downturn has added to this and 
few sectors have remained immune.

•  Having a larger client base relative to company 
staff and resources will help create economies 
of scale stabilising the company and making it 
more sustainable.

•  There is opportunity to collaborate with similar 
companies and research institutions to expand 
and advance product ranges, and increase 
distribution networks.

•  There is opportunity to collaborate with 
customers to develop product offerings and 
develop more professionally as a supplier.

Why the UK?

 

 
 

•  The UK economy remains one of the largest in 
Europe and the world, with large and diverse, 
business and consumer markets.

•  The UK is a hotspot for R&D and high value 
services activities.

•  The UK is close to Ireland and more manageable 
for Irish exporters.

•  Despite differences, Ireland and the UK have 
similar features such as the similar legal system, 
similar tax regime, and cultural and language 
connections.

•  The UK is a springboard for company 
development and for moving into further export 
markets. 
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Export Plan

If you have decided that exporting is the best step for your 
company to move forward there is a considerable amount 
of preparation to be done. Drawing up an export plan can 
help you systematically achieve this, allow you to move 
forward with a good sense of direction, and communicate to 
other interested and assisting parties how they can help you 
achieve these goals.

The export planning process

The Export Plan | The export planning process

Assess your 
Market Potential

Research the 
Market

Rules and Regulations FinancePricing and Delivery

Control and Evaluation

External FactorsInternal Factors

Ageny/Representative
Distributor
Subsidiary
Direct Mail

Trading Companies
Alliances
Joint Ventures
Licensing
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The export plan has a number of stages which should be 
followed in order to build a clear and concise picture, and 
are outlined as follows:

1. Assess your market potential

•  Examine the uniqueness of your product, relative to Irish, 
UK and International companies’ offerings.

•   Examine the number of potential clients in the new 
market.

•   Examine the life of your product before it will become 
obsolete.

•  Assess you and your company’s competencies in selling.

Enterprise Ireland can help you with this through their export 
readiness assessment tool. Before going through this please 
click on the Are you ready to export? link to answer some 
preliminary questions.

2. Research the market

A key mistake that many first time exporters make is 
assuming that the UK market is no different to the Irish 
market. Where there are similarities, not catering for the 
differences that exist can be a key stumbling point, and 
researching the market thoroughly is a key way to avoid 
costly errors and achieve the maximum potential out of 
exporting.

Typically market research has number of components:

Macro-economic factors which consist of:
• Political Factors
• Economic Factors
• Social Factors
• Technological Factors
• Legal Factors

Many of these you will find in the introductory sections of 
this guide, but it is important to note that these factors can 
change rapidly and your research should be based on up to 
date information to make your plan as relevant and as useful 
as possible. Follow the sources used for data in these sections 
of this guide, and use the tips on what to look out for which 
are mentioned throughout.

Much of the information is freely available from various 
sources, particularly from government departments. More 
detailed and specialised information is available at a cost 
from research groups such as The Economist, but most 
first time exporters will rarely need to examine these issues 
in such depth and value for money should be considered 
carefully before paying for this kind of information.

Micro-economic factors which consist of:
• Market size and growth rate
• Competition
• Supply Chain
• Costs
• Profit Margins
• Consumer Trends

These factors will be more specific to the industry/sector that 
your company is operating in and so this information can 
be more difficult to gather, depending on your competitive 
position. If you are operating in a niche sector it will be 
relatively quicker to gather a complete list of competitors and 
a list of potential customers. More difficult will be the task of 
calculating the market size and consumer trends.

For those operating in larger and/or more mature markets 
market statistics will be readily available but gathering a 
complete list of competitors and potential customers may be 
difficult.

Good starting points are internet search engines to see 
what competing products are in the UK market place. 
Company directories and industry specific publications are 
also extremely useful sources. Some of these are free while 
some of the more detailed directories such as Dun and 
Bradstreet charge either for individual searches or for annual 
subscriptions. These can be useful however beyond the initial 
research stage for developing sales leads.

Enterprise Ireland also has an extensive collection of research 
with its Client Knowledge Services division which are made 
available to clients.

Additional options include off-the-shelf and bespoke market 
reports. Again specialised research can be expensive, but 
can be time-saving and provide insights that may have 
otherwise been overlooked. When buying market research 
it is important to check the reputation of the company, 
and ask for a track record of similar research that has been 
completed in the past.

For an overview of some of the key facts about the economy 
please go to the macro economic environment section of this 
guide.

For an overview of key facts about you sector please go to 
the Sectors section of this guide.

The Export Plan | The export planning process
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3. Market channels

There are many different channels to get a product or service 
launched in the UK market. Factors to consider generally 
involve issues such as product or service type, cost and 
element of control. These different methods of entering the 
market are outlined below to inform the export market entry 
strategy.

Agents/representatives When selling overseas, 
representatives and agents will usually be external to the 
company and work based on a contract. They will typically 
be paid through a percentage based commission. The person 
will act on the company’s behalf but the risk of poor sales 
and bad debts remain solely with the company.

Typically with external agents they will sell goods for more 
than just one company, usually not directly competing 
but often in similar or complementing product or service 
categories.

It will often be difficult for one agent to cover the whole 
of the UK, so commonly companies will target only a few 
selected regions or areas (this guide and your own market 
research should help you select these), or they will use a 
number of agents in different territories. In this case it is 
important to set territory boundaries between agents initially 
to avoid potential conflicts later on.

There is caution to be exercised with agents. The agent’s 
activities need to be monitored by you to make sure there is 
no conflict of interests, and contracts need to be examined 
carefully before signing to ensure that there are termination 
options in the event of poor performance, without incurring 
penalties. Also, the term of the contract must be considered 
as often exporters will move on from using an agent to set 
up a more established presence if business develops.
There are a number of options for finding agents which 
include advertisements in trade publications, trade fairs, and 
recommendations from other companies.

Enterprise Ireland also have facilities to search for agents and 
can provide more detailed advice on how to evaluate and 
work with agents effectively.

Distributors Distributors are different in that they purchase 
the product from you and then resell it in the foreign market. 
This can have advantages including an already extensive list 
of leads and potential clients, a strong distribution network 
and facilities to serve large areas. Also when the distributor 
buys the product from you they assume the risk, and in 
some cases after sales support and marketing activities are 
conducted by the distributor.

The key disadvantage is you can loose control of which end-
users are being targeted and also distributors will generally 
require exclusive rights to your product and so be the sole 
representation of your company’s brand overseas. Choosing 
the correct distributor is highly important, but it is also 
important to maintain a close relationship. This will ensure 
that your product is getting the best representation, and 
often will give greater feedback for product development 
and enhancement.

Overseas subsidiary This has a number of advantages 
over other methods of market entry. Having an overseas 
sales presence allows you the most control over sales and 
company development, provides for better quality after sales 
service, and can be more effective in getting company and 
brand recognition. In terms of client relationships it is often 
preferred by clients, particularly in certain sectors, that the 
supplier has a physical presence in the country and that 
they can deal directly with the producer. Overall this builds 
stronger client relationships.

The major disadvantage is that you will not necessarily have 
local market expertise (depending on how your office is 
staffed), and mostly it is initially quite costly and requires a 
long term commitment.

Please go to the Setting up a subsidiary and Taxes section of 
the guide for further information.

Additional options There are additional methods of 
reaching the market and usually involve telephone, mail 
order, or catalogue sales. These are commonly quite 
inexpensive to operate, relative to other options, but an not 
always as effective and not well received in certain sectors.

Trading companies These will generally purchase the 
product from you and sell it as part of their portfolio 
overseas. They have expert knowledge of markets they serve 
and have all of the facilities in place for ease of market 
access. These are not as common for trading between Ireland 
and the UK, and more geared toward distance markets.

Alliances This is most commonly used where an Irish 
company sells its products in conjunction or as part of a 
package with the products of a UK company. This works 
most effectively for products which are complementary or 
have been developed jointly. These can be hard to establish, 
particularly for younger companies.

Joint ventures This is similar to alliances but a new entity 
is set up overseas, with the Irish company and UK partner 
each having an equity share. These are usually set up due 
to one company having local market knowledge and the 
other having technology, or sometimes to co-develop 
products. These are a widely used form of market entry and 
product development, but are more common among larger 
companies and more distant markets.

The Export Plan | The export planning process
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Licensing This is where a UK company pays for the rights 
to produce and sell the product in exchange for a royalty. 
Royalties as an export category are growing at a fast 
rate among Irish services exports. Where this requires no 
capital investment from the Irish companies, these can 
be complicated to set up and legal protection is essential. 
Under this arrangement production methods and intellectual 
property are handed across to another company for their 
use, so companies must ensure that they are suitably 
protected before engaging in any such arrangements

Please go to the competition and intellectual property 
protection section of this guide for further information.

4. Pricing and delivery

Exporting can involve significant amounts of money when 
factors such as logistics costs, packaging and labelling, 
insurance, and administration are taken into account. It 
is important to keep this as cost effective as possible by 
shopping around for the lowest transport and insurance 
quotes, making labelling uniform to both countries where 
possible, and minimising packaging.

It also should be noted that prices are generally expected 
to be quoted in sterling and exchange rate fluctuations 
can very quickly erode profit margins. In certain situations 
you will be due for Irish VAT, no VAT, or UK VAT depending 
on your customer and volume of sales. Also, within the 
services sector there will be additional costs incurred, such as 
travelling to meet clients.

All of these factors must be taken into consideration, and 
in highly competitive markets some of the cost may have to 
be absorbed into the company, rather than passed on to the 
customer. It is worth calculating viable prices and referring 
back to the competitive analysis of your market research, 
before proceeding to export.

Please see the Exchange rates and interest rates and the Taxes 
section of this guide for further information.

5. Rules and regulations

With the EU single market there are fewer regulations for 
Irish companies to deal with when exporting but certain 
quality and safety standards may require certification, which 
are not required or are different to the Irish Market.

Some of these are outlined in the Practical Information 
section of this guide, particularly in relation to setting up a 
physical presence, but many are industry specific. Enterprise 
Ireland can also provide much detailed advice on these 
issues.

Please see the law, legislation and regulation for businesses 
section of this guide for further information.

6. Finance

Budgeting is one of the most important factors, and is 
particularly strenuous given the current market for securing 
external funds. The main area that will be affected in most 
cases is cash flow for extra staff or overtime requirements, 
and for administration and selling expenses.

The main capital expenses that could be incurred are extra 
equipment to increase production, or fittings for an overseas 
office. Much of this will depend on your mode of market 
entry.

Your market research and thorough planning will be 
particularly important at this stage, if you do have to 
approach an organisation for external finance.

7. Control and Evaluation

Progress should be tracked and figures should be drawn up 
at regular intervals to examine the progress of your export 
development, and to run a cost-benefit analysis to examine 
what the extra effort and expense taken to invest overseas 
has been relative to the outcome.

By continuous monitoring, the export plan can be altered, 
depending on how the market is developing and where it 
has greater potential to be developed.

The Export Plan | The export planning process



The range of opportunities in the UK is diverse and 
the scope for developing it as an export market is 
dependent on a large number of factors concerning the 
exporter’s company, the product or service proposition, 
and the market conditions. With such a wide range of 
opportunities this guide can only provide a starting point 
and some broad information about these sectors. It is 
vital that exporters are fully aware of the market and 
what exact opportunities exist for them and so good 
preparation is essential. Enterprise Ireland can help with 
this as they have access to a wide range of information 
sources and industry experts able to guide first time 
exporters.

These experts operate in three teams which are classified 
as follows. Links to key information for these sectors can 
be found by clicking on the below links;

The Retail Markets Team deals with companies which 
supply to the retail organisations and consumers. They 
also handle certain business services activities.

The Software and Services Team handles software and IT 
companies (excluding IT hardware), companies supplying 
to the public sector, financial services companies, and 
communications companies.

The Cleantech, Industrial & Life Sciences Team which 
covers these sectors plus electronics
 

UK	Sectors
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Retail Markets Team Software and Services Team Cleantech, Industrial & Life Sciences

Companies serving retail  Public Sector Cleantech 
organisations and consumers

Contract Furniture & commercial Financial Services Construction 
fit out

Marketing, design & graphics agencies BPO (Business Process Outsourcing) Engineering & Electronics

Lead Generation Green IT Life Sciences

Music publishers’ distributors,  Digital Media Other Industrial related 
facilities providers

HR Consultancies Telecoms

Recruitment websites ELearning

Consumer websites IT Managed Services

Retailers & Franchises

Professional Services
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Sector profiles – Retail Markets

Market conditions

The UK retail market for consumer goods is worth 
approximately £283.7 billion, of which £114.5 billion 
is generated by retailers primarily operating in the food 
business. With the diversification of many of the larger 
retailers such as Tesco, Sainsbury’s and Asda, some of this 
can be attributed to the non-food consumer product sector. 
This particularly affects areas such as clothing, and cosmetics 
and toiletries, but is also starting to have an impact on 
electrical products and other non-food consumer products. 

Overall there was approximately 4.3% growth in the 
non-food sector between 2007 and 2008, but with the 
downturn, certain sectors have been subject to significant 
slowdown such as consumer electrical products, and 
furniture and household products. This has counteracted 
growth in areas such as clothing and textiles, overall leaving 
preliminary estimates for growth at under 1% between 2008 
and 2009.

Advice for first time exporters

The primary channel to market is through retailers which 
range from independents, to multiples, to multiples with 
catalogue and internet facilities. Some of the independents 
are supplied by buying groups, such Associated Independent 
Stores, which can be a good way to access the market. Trade 
fairs are a great way of making contacts and creating brands 
awareness. 

One of the key market trends is that many retailers are 
engaging in choice editing, which is promoting sustainable 
and ethical products by stocking broader ranges of these, 
and at the same time only stocking one product line of a 
basic product that does not reach these standards. So far 
Irish suppliers have not taken full advantage of this even 
though it has become a top selling point

One of the key problems in the UK at the moment is 
regularity of supply. With the liquidity crisis many UK 
businesses do not have access to finance to maintain 
production and supply to the retail arena. Due to this some 
UK retailers are finding it difficult to maintain stock levels. 
As a result UK retailers are short of suppliers and there 
are gaps forming in the supply chain of many consumer 
goods categories. Irish companies that can prove ability 
and buoyancy to supply can use this as a key selling point. 
Furthermore retailers generally prefer local production for 
stocking purposes and so Ireland is well placed.

Many Irish suppliers believe the Irish and UK markets to be 
the same. Where trends are similar from a demand point of 
view, from a supply point of view there is a much greater 
scale in supply required. Suppliers do not always realise 
this until they are presented with buyer proposal and are 
intimidated as they are ill-prepared. Being prepared to supply 
on a large scale pays dividends for suppliers entering the UK 
market. Also, many of the larger retail chains provide supplier 
development services. This is essentially assistance for the 
supplier to meet the requirements of the retailer. Examples 
include Boots, M&S and Sainsbury’s.
 

Irish Exporting ICT Life Sciences Engineering Cleantech Financial Construction 
Opportunity Sectors     Services

ICT Medium       Medium  

Life Sciences High High Medium   Medium  

Transport Equipment, Medium   High Medium Medium   
Defence, and AEM

Environmental and  High   Medium High Low Medium 
Energy

Financial Services High       Medium  

Agriculture     Medium Medium Low  

Chemicals, Oil and Gas Medium   Medium High Low Low

The Public Sector High High Medium Medium Medium Medium

Food and Drink Low Low Medium Low Medium Medium

Construction     Low Medium Medium Low

Opportunities Overview

Within business to business sectors it is not only important to examine your own sector but sectors that your company can 
serve. Below is a matrix of some of the key opportunities.

UK Sectors | Sector Profiles
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Furniture and homewares

The current market

According to Mintel the UK retail market for furniture was 
worth £10.5 billion in 2008. Growth in this category was 
9.1% between 2003 and 2007, though on a year-on-year 
basis the rate of growth slowed dramatically in the past three 
years. With the decline in the property market, forecasts 
range from no growth to 17% decline (at current market 
values) in the coming year, with these trends continuing in 
the coming five years.

The markets for household textiles, and for glassware, 
tableware and household utensils currently stands at £4.5 
billion and £4.8 billion respectively. The household textiles 
market is expected to fall dramatically over the next five 
years, while no significant growth is expected in glassware, 
tableware and utensils. The downturn in houses and, at a 
broader level, the economy are again the main causes of this, 
but trends like eating and drinking at home may lessen the 
impact. The primary source of growth is expected to come 
from the premium end of the market.

Where are the opportunities?

Companies such as IKEA have led the market and it is 
difficult for small scale producers to compete directly with 
such companies. An equally difficult problem is that much 
of the furniture in other retailers is coming from either 
large conglomerates with great economies of scale, or from 
countries with low costs for manufacturing.

The issue though is that IKEA has a large but limited range 
and is considered by some analysts to lack imagination 
and quality or service, but nevertheless have transformed 
the landscape of UK furniture retailing. Meanwhile other 
retailers’ offerings have long time lags between the customer 
ordering the product and it being delivered.

These factors combined offer opportunity for Irish suppliers 
to step in with innovative designs, akin to market trends, 
and, due to close proximity to the UK market, shorter supply 
times. There is also opportunity to draw in Irish designers, 
who are becoming more prominent on the international 
stage, into product development.

It should also be noted that the retail sector for furniture is 
very fragmented among small independent retailers. This has 
advantages as it can be easier for first time exporters to move 
at a slower pace when moving into the UK market.
 

Clothing and footwear

The current market

The market for clothing and footwear is worth approximately 
£47 billion. Growth in the market is expected to be between 
0% and 3% per annum over the next five years with the 
recent slump in sales not expected to hit key consumer 
groups. As a consequence the 25 to 34 year old age group is 
expected to be the key growth area.

Within this group the ‘Prim-arni’ trend is becoming more 
apparent, where consumers buy basic clothing products 
from value clothing brands and combine them with more 
expensive designer labels.

On a broader level Mid market retailers such as M&S are 
struggling in a highly competitive market, while Independent 
retailers still hold a large share of the market. Overall due to 
high levels of competition brand loyalty is generally lower in the 
UK and therefore it is a more difficult market to compete in.

Where are the opportunities?

The clothing market is highly competitive both in the value 
and premium ranges. Value brand clothing is primarily 
manufactured and sourced from lower cost countries, 
particularly in the Far East. The primary opportunities for 
Irish companies exist in the premium end of the market, 
though this is also struggling. Independents in particular are 
the key channel to market and with the competitiveness of 
the market these outlets are looking to beat each other on 
selection. New and innovative design and new brands which 
will give an independent something different to competitors 
will experience the most success.

DIY, home improvement and garden products

The current market

Mintel estimates that the retail market for DIY retailing is 
worth approximately £9.3 billion, with growth estimates of 
3% to 4% per annum over the next five years. The Garden 
Products market is estimated to be worth approximately 
£5.09 billion, with little to no growth over the next five years.

Large retailing chains such as B&Q and Homebase occupy 
the majority of the market, but builders’ providers and 
independent specialist stores still have a significant share.

UK Sectors | Sector Profiles
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Where are the opportunities?

Growth in these areas will primarily come from three main 
factors. Firstly with the current state of the housing market 
consumers will be less willing to move house and instead will 
choose to improve their existing houses. Secondly, those that 
are selling will want to make the most out of their properties 
at the minimum expense. Thirdly, there is a growing trend 
not only to stay at home, rather than go out to restaurants 
and pubs, but also to entertain at home.
The main potential for getting to these markets is through 
the larger retail chains. These groups are constantly looking 
for new and innovative products to differentiate themselves 
from the competition. This has advantages as it provides the 
broadest market coverage, but this does also pose issues 
for Irish exporters as it requires the potential to supply large 
volumes and also heavier administration and paperwork.

Toiletries and cosmetics

The current market

This is one of the fastest growing consumer goods markets. 
OCO Consulting estimates the total market for pharmacy 
(non medicine sales), toiletries and cosmetics retailers to be 
in the region of £4 billion per annum. According to Mintel, 
within individual segments continued growth is expected 
over the next five years in areas such as men’s toiletries, 
fragrances, cosmetic and beauty treatments and children’s 
toiletries. Areas for decline or no growth include more 
traditional and basic products such as shower gels and 
shampoos.

Where are the opportunities?

Niche brands and products perform particularly well in 
this market with a strong focus on areas such as ethically 
tested products, fair trade, natural and organic ingredients, 
and male grooming products. Time saving products, such 
as shower orientated products over bath, are also doing 
well. Finally, within the market, research has shown that 
consumers are very willing to try new products.

Nearly half of the market for these products is occupied by 
the grocery multiples such as Tesco, while chains such as 
Boots also occupy a significant share. With the willingness 
of consumers to try new products many of these bigger 
chains are focussing on the niche producers and so Irish 
companies operating in this sector will have a relatively 
easy sell, provided they can demonstrate the uniqueness of 
their product. In line with this clients will also need to have 
a strong marketing message, pricing strategy and explore 
distribution and promotional channels carefully.

Consumer Websites

The internet is the fastest growing sales channel to the 
consumer market in the UK and is also proving to be a good 
outlet to reach the business to business market. In 2007 
UK consumers and businesses spent nearly £146 billion 
on online purchases, representing a 52% increase on the 
previous year. Of this over 64% was spent on wholesale and 
retail trade, primarily on household goods and consumer 
products. Preliminary figures for 2008 suggest that the 
market has grown to record levels.

Irish exporters with an existing presence in a UK retailer 
may find internet selling a natural progression to increase 
coverage and move with trends of people moving away 
from physical shops. It also benefits sales in shops to have a 
promotional website, even if internet selling to the UK does 
not prove as lucrative.

Those first time exporters relying solely on internet sales have 
many considerations. Among the most important is making 
UK consumers aware of the product and its availability 
over the internet. Being well positioned on internet search 
engines such as Google, is imperative, but advertising is 
also a key consideration. Some of the best way to reach 
consumers is by advertising through related UK consumer 
magazines and publications. The same is also applicable to 
trade publications. Mailing lists are also a good method of 
increasing brand recognition, but this is more effective in 
business to business selling, and for the consumer market 
a large scale campaign may work out expensive with little 
effect. 

Irish companies should also consider the development of 
their websites for the UK market. Using appropriate domain 
names and particularly the use of a UK domain name 
is highly important. Design of the website is also key to 
attracting customers. 

It is also important to consider practical features such as 
postage and packing to the UK. Many UK based and UK 
serving e-tailers will not charge postage and packing and 
absorb the costs themselves. This is particularly important 
to consider where the market is highly competitive. When 
selling direct to consumers it is also important to consider 
VAT obligations. More information about this is available in 
the Telecommunications section of this guide.
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Sector Profiles - Software and Services

Information and Communications Technologies (ICT)

Sector overview The broad ICT sector accounts for 
approximately 10% of GDP and 1 million employees in the UK. 
There is strong competition and high consumer adoption in the 
telecommunications market, which is worth approximately £65 
billion per annum in the UK. The UK IT services and software 
market is the fastest growing in Europe, with opportunities in a 
broad range of sectors but also a high degree of competition.

Enterprise Ireland has identified key areas for development 
including
• Green IT
• Digital Media
• Telecoms
• E-Learning
• IT Managed Services

Exporter advice The most successful companies in this 
sector will typically have a physical presence in the UK and 
an in house sales representative or team. To succeed in the 
sector, first time Irish exporters should not spread themselves 
too thinly and instead focus on their specialist niche areas.
 
UK based clients will typically be bigger than those in Ireland 
and as a result sales will be much more complex dealing 
with multiple company departments and greater levels of 
administration. Overall the market is highly competitive and 
suppliers need to think carefully about their competitive 
advantage and unique positioning in this market. 
Understanding your competitive landscape is critical for this 
process.

Key locations The South East and London are the two top 
regions for indigenous ICT companies, and have also received 
the highest levels of investment from foreign companies. ICT 
hotspots, backed by local and national development agencies 
are emerging around the country but one of the most 
successful of these has been the M4 corridor that extends across 
areas of the South East and South West, incorporating cities 
and towns such as Reading, Newbury, Sough and Maidenhead. 
The Thames Valley, in the South East region, to the west of 
London, is also emerging as a key hub for ICT activity.

Please go to the regional profiles to see more key locations 
for this sector.

Where are the opportunities?

It is important to note that though the large indigenous 
cluster of ICT companies in UK provides numerous 
opportunities for partnering, business to business sales, 
and distribution, it also means that the market is highly 
competitive. This is compounded by a trend to outsource low 
value IT services to low cost economies such as India. However, 
for companies with an innovative or unique proposition there 
are opportunities in a large number of areas.

Public Sector

Government is a key customer for ICT companies, and 
spends approximately £14 billion on IT and communications 
technology. Local government offer the most accessible 
opportunities for first time exporters, due to the scale of 
projects. Also HM Revenue and Customs and the National 
Health Service are investing a significant amount in IT 
infrastructure. Though the majority of this is being awarded in 
large contracts on a national organisational level, £3.4 billion 
has been allocated for management and expenditure by local 
NHS units in areas such as IT training, which may be more 
suitable for firms with smaller capacity. Please see further 
information in the The public sector section of this guide.

Financial and Business Services

Financial and business services is one of the key private 
sector areas for spending on ICT, with UKTI estimating 
that financial services companies spend approximately £7 
billion per annum on IT. The downturn in financial services 
has had negative knock-on effects for the IT sector, though 
areas such as insurance are still buoyant. There is a lot of 
scope for smaller companies supplying software, installing 
systems and offering consultancy services with the large 
numbers of venture capitalists, brokerage companies, 
and niche financial service providers located in the UK, 
particularly in London and the South East. Key areas include 
data protection, risk management, and security.

Telecommunications

The telecommunications market in the UK is highly 
competitive particularly among the fixed line and 
mobile service providers in both telephony and internet. 
A significant number of business to business market 
opportunities are available for companies with unique 
products and propositions, which can give these key players 
further dimensions to their unique selling points (USPs).

Other Opportunities

There has also been a growing interest in the UK in online 
and mobile advertising as advertising companies are 
reviewing the effectiveness of traditional mediums such 
as print, television and radio. There is opportunity for 
online advertising consulting and internet based systems, 
particularly those that offer specific targeting functions to 
key demographic consumer groups.

For consumer markets there are also opportunities in the 
area of social networking, and online entertainment

Useful industry links for ICT companies can be found in the 
sector information sources section of the appendices.
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Donseed is a Software as a Service (SaaS) 
supplier primarily to the construction 
sector but also supplies to other sectors 
involving temporary site based work such 
as racecourses and event companies. The 
company’s products include solutions 
for monitoring time & attendance, 
health & safety compliance and contract 
management.

Entering the UK market

The company started to export to the UK in 2007 through 
a direct sales approach targeting companies in all areas 
of the construction sector. They focused on London to 
market their products primarily due to it being the largest 
region for construction in the UK.  The other advantage 
that the company realised was that London has strong 
Irish connections, particularly in the construction sector, 
which facilitates networking for business growth. The 
company has since secured partners such as Insurance 
company RSA and software company BIW Technologies 
which has helped expand the company’s client base.

Enterprise Ireland assistance

Enterprise Ireland helped the company through utilising 
its London office and UK contact network. The London 
office was able to set up meetings with potential clients 
and brought company representatives to various events. 
These events included a biannual event run by Enterprise 
Ireland for the construction industry, where Donseed has 
had success in securing new business. In addition to this 
Enterprise Ireland also helped the company to adjust its 
sales pitch for approaching UK based companies.

Advice for first time exporters

Overall, the company believes that the potential in the UK 
market is too large to ignore for any Irish company with a 
product or service which can be marketed in the UK, and 
that the benefits far exceed the effort. Generally the UK 
market has more opportunities and is more receptive to 
new technology compared to Ireland. 

The company would take a different approach if entering 
the market for the first time choosing an intermediary 
instead of a direct sales approach. Getting in front of 
the right people and securing first contracts is much 
easier through a distributor or sales partner, and it is 
worth accepting a cut in margins to do this. This will lead 
to referrals from these first customers, which is highly 
important for growing a client base in the UK. 
 

Case	Study:	Donseed
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Financial services

Sector overview

The UK is one of the world’s leading financial market places, 
with a number of key hubs in a relatively small geographic 
area the country is home to the widest range of business and 
financial services.
According to the Association of British Insurers, Insurance 
premiums for UK insurance companies totalled more than 
£260 billion in 2007. Business services was also a key area 
for the UK economy with the ONS reporting 2007 turnover 
figures of £25.5 billion for legal services, £17.7 billion for 
accountancy and tax consulting, more than £3 billion for 
market research, £35 billion for management consulting 
activities, £20.6 billion for advertising, while Recruitment 
services took in an additional £33.7 billion.

Due to the recent downturn opportunities to do business 
in the sector have declined in many respects, but have also 
opened doors for new services, particularly in the area of 
regulation and monitoring.

Location hotspots

The top UK city for financial and business services is London, 
but other cities have become key centres such as Manchester, 
Leeds, Edinburgh, and more recently Birmingham.
With the expense of locating in London, many support and 
back office functions have been located in neighbouring 
regions such as the South East and South West.

Foreign investment has been directed primarily at London 
and the South East, though regions such as the North West, 
and Scotland have experienced success. Wales is also an 
increasingly popular destination for FDI in financial and 
business services, particularly for back office functions and 
shared services centres.

Please go to the regional profiles to see more key locations 
for this sector.

Where are the opportunities?

Banking and investments 

Despite the downturn, the UK financial services sector is still 
one of the largest in the world and Irish companies which 
establish business or a presence there will be well placed 
to take advantage of the environment when economic 
conditions stabilise. Opportunities exist in the future for 
companies operating in and supplying to the following 
areas: 
• Private Banking 
• Business/Commercial Banking 
• Wealth Management 
• Asset Management 
• Fund Management 
• Fund Administration 
• Brokerage

Insurance and pensions 

The Insurance market is still buoyant and new opportunities 
have opened up or become more important in the minds of 
consumers such as income protection, life insurance, and 
life assurance. 
 
The Pensions sector is also still important especially with the 
downturn in the value of stocks and shares, the market has 
become more competitive with individuals and consumers 
examining new options for investing for their future.

Consumer and business services 

Consumer Financial Services such debt management and 
consolidation, repossessions, and financial advisory services 
are also in high demand. 
 
In the area of Business Financial Services there is currently 
demand for companies operating in the area of financial 
advisory, legal and mediation services and liquidations.

Useful industry links for financial services companies can 
be found in the sector information sources section of the 
appendices.
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The public sector

Overview

Government expenditure for 2008 was estimated to be 
approximately £175 billion, with £40 billion as a result of 
local government expenditure. Opportunities arise in all 
government departments and cater for all sectors.

Currently there are several large scale spending programmes 
in areas such as health, transport infrastructure, and the 
Building Schools for Future Programme, but government 
procurement is also highly suited to small and medium 
enterprises that would not necessarily have the scale or 
capacity to cope with these larger projects.

The Olympic Games in 2012 add an extra dimension to 
public expenditure over the next four years.

Where are the opportunities?

Each of the Government departments generally has a 
tendering notice section on their individual websites, and 
often there is an e-mail alert system which can be subscribed 
to. The single best way for businesses to become aware 
of opportunities is on the Supply-2-Gov website at www.
supply2.gov.uk.

This is a portal where all lower value tenders, generally under 
£100,000, are gathered across all departments and sectors. 
This site is especially geared to allow small and medium 
enterprises compete for government contracts on the same 
level as larger companies.

To use this facility companies must sign up on the website 
and provide some basic company information. It is important 
to take care when supplying this information as these details 
will often be used as part of the process for selecting a 
company during the actual tendering process.

Signing up will allow companies to view the tenders that 
are available at any given time on the website. This will also 
allow companies to receive e-mail alerts at no charge from 
one region. This can be upgraded to receive alerts from all 
regions at a small annual charge. For companies serious 
about supplying to government this is worth the expense to 
get notice of all opportunities.

E-mail alerts have a significant advantage as they allow the 
companies to select very specific areas which they are suited 
to supplying based on their sector and individual product 
areas. With the high number of opportunities published on a 
daily basis it is very easy for companies to miss opportunities 
by doing a manual search.

There are a number of other facilities which operate in a 
similar way:
•  The www.supply2health.nhs.uk website is aimed at 

companies supplying specific clinical services to the NHS
•  The www.competefor.com and www.london2012.com 

websites hold information about tenders for the Olympic 
Games in 2012 (please see the special section on this in 
this section of the guide)

•  Higher value contracts are required under EU legislation 
to be advertised on an EU wide basis and can be found 
in the Official Journal of the European Union (OJEU) and 
its tendering alert website Tender Electronic Daily, at ted.
europa.eu. 

•  There are a number of non-government websites which 
offer similar subscription services, usually at a charge.

Competing for tenders

Tenders are generally very lucrative and do not carry the same 
risks of bad debts or late payments as private sector contracts 
do. For this reason the market for these is quiet competitive.

The screening process for companies applying for tenders 
can also be long and time consuming so it is worth 
considering carefully if it is realistic for a company to bid for 
a project.

In many cases when applying for tenders there will be a pre-
qualification process known as an expression of interest. This 
is where companies provide information about company 
scale, previous experience, and employee and management 
experience, so that the awarding government department 
can assess if it is realistic for a company to apply for the 
tender itself. 

Experience is the key issue in this process, and where it does 
not have to be experience in the public sector, the more 
relevant or related to the tendering opportunity in question, 
the better the chances of being selected.

In the actual application process for the particular contract, 
government departments do not just base their decisions on 
cost but on value for money. This takes into account the cost 
of the project, the specification being offered and also the 
timing. Company factors such as experience and scale are 
once again taken into account at this stage.

It is important to explain in the proposal for tendering 
opportunities how a company is going to achieve these 
goals, either through scale, specialism within the company, 
or intellectual property. If costing and timing is not 
accounted for applications may be rejected if thought to be 
unrealistic.
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London Olympics

London Olympic Games 20�2 Opportunities

The Olympic Games and Paralympic Games in 2012 
represent a significant amount of expenditure by the 
government. The Olympic Delivery Authority (ODA) is the 
body that was especially established to coordinate the 
procurement needs for the games and have set out the 
systems by which tenders are awarded. 
 
The tendering process is similar to that of the previously 
mentioned government tendering process. Opportunities 
for the Olympic Games are outlined on the www.
competefor.com and www.london2012.com websites and 
cover a range of sectors including: 
 
• Accommodation 
• Business services and consultancy 
• Communications 
• Construction consultants 
• Construction contractors  
• Education and training  
• Electronics and IT services  
• Engineering and maintenance  
• Equipment hire and supply  
• Leisure 
• Logistics 
• Manufacture, supply, install 
• Media and broadcasting 
• Recruitment 
• Retail 
• Safety, health and environment  
• Utilities 
• Welfare 
 
There are two key issues which are a disadvantage to 
first time exporters. Firstly, a significant proportion of the 
opportunities available have been planned well in advance 
and have already been awarded.  
 
Also, in order to make the procurement system as efficient 
as possible and to meet the tight deadlines, the ODA have 
preferred to primarily, though not solely, deal with large 
companies, known as Tier 1 suppliers. 
 
The ODA are also conscious of making opportunities 
available to small and medium companies. Where tenders 
awarded to smaller companies is limited, the ODA publish 
lists of Tier 1 suppliers and actively encourage these 
companies to subcontract out work to small and medium 
companies. 
 
For Irish exporters to take full advantage of opportunities 
available through the Olympics it is worth keeping track 
of developments on the official websites, signing up to 
the alert service, and examining potential of sub-supply 
opportunities to Tier 1 suppliers.
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Sector Profiles - Cleantech, Industrial & Life Sciences

Cleantech

Sector overview The cleantech and environmental sector 
is primarily driven by government targets to reduce carbon 
emissions by 60% by 2050. There are additional factors 
common to all countries such as the life of oil reserves and 
the costs of using fossil fuels.

The UK has a booming sector from both public and private 
sector investment in a number of areas including, renewable 
energy generation, green transport, recycling and waste 
disposal. Due to the stage of development of the sector 
activities are still quite fragmented and dispersed in small 
clusters throughout the UK. Coastal areas are important 
development centres for areas such as off-shore wind farm 
development.

Where are the opportunities?

Energy

With heavy investments in the area, there is scope for Irish 
companies to provide construction, maintenance, and 
consultancy services for wind generation, energy from waste, 
biomass, and wave and tidal power. There are also similar 
opportunities in electricity grid development to adapt to these 
developments. 

Transport

There is significant R&D expenditure from the transport sector 
to develop low carbon emission transport. Areas such as 
component manufacture, intellectual property licensing, and 
design tools all have opportunities in this market.

Recycling

Recycling services have become increasingly important 
particularly with landfill becoming less viable. Opportunities 
are limited for Irish companies without having to invest heavily 
in infrastructure, but areas such as trade and logistics are 
important, particularly since much recycling takes place in 
continental Europe. Consulting, and environmental surveying 
and testing also have potential in this market. 

Waste Management

Waste management in the areas of agriculture and 
construction are also increasing in importance.

Please go to the regional profiles to see key locations for this 
sector.

Construction

Though the housing market is experiencing similar difficulties 
to Ireland, there are still opportunities in a number of areas, 
primarily within the public sector and in services aimed at the 
construction sector.

Where are the opportunities?

Public Sector

In the public sector areas such as transport infrastructure, 
schools, medical facilities are all being heavily invested in. 
The issue is that with such a fall off in the housing sector, the 
market has become hyper-competitive for the opportunities 
that do exist. Please see further information in the The public 
sector section of this guide.

Business and legal services

Also as a result of the housing market decline, there are 
opportunities for service providers to the construction sector. 
Business and legal services companies can benefit in this 
instance due to the high number of companies going into 
liquidation.

Waste Management

There is also increased concern about waste and recycling in 
the housing sector. This provides opportunities in two areas. 
The first is in managing waste as a result of new building. 
The second is the salvage and recycling of materials left from 
demolition of old, large scale buildings, particularly driven 
by regeneration efforts in key urban centres around the UK. 
Making an early entry into the market and building up a 
track record will be particularly important if the government 
introduce legislation to improve the environmental footprint of 
the industry.

Please go to the regional profiles to see key locations for this 
sector.
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Engineering

Sector overview Much of the opportunities that exist are in 
niche growth areas of what were traditionally strong sectors 
of UK industry. These include the automotive and transport 
equipment industries, aerospace, chemicals, and oil & gas. 
There is also a growing focus on advanced engineering and 
materials.

Where are the opportunities?

Public Sector

There has been significant growth in Airline traffic to and from 
the UK and a number of commercial airlines have established 
bases at UK airports. With this there is opportunity for aircraft 
service and maintenance. Support IT systems for safety checks, 
security, and for customer transactions, and business services 
also have potential for the commercial airlines sub-sector.

The larger aircraft manufacturers are continuously relying 
on outsourcing production of components to smaller 
manufacturers and also explore new technologies in the areas 
of safety. Other areas where Irish companies have shown 
success include supply of materials such as composites, and 
advanced and basic textiles, aircraft fittings, and computer 
aided design (CAD) systems.

Space Tech

One of the key growth niche areas is space technologies. 
There is significant investment from the ESA, and through 
programmes such as the Skynet 5 military communications 
programme and the European Galileo satellite navigation 
programme. There are many smaller UK companies operating 
in this area and who have already made ground in this area, 
which presents many partnering opportunities

Automotive

The automotive sector in the UK, and in other countries, is 
currently experiencing difficulty with a downturn in demand. 
As a result the UK government have stepped in guaranteeing 
loans of up to £2.3 billion for the industry. Of this £1 billion is 
set aside to maintain investment in R&D activities regarding 
lower emissions.

The larger companies in the sector spend significant 
amounts of money on R&D but also acquire and licence new 
technologies from smaller companies. This is where the key 
growth in the industry is coming from and it is backed by both 
private and public investment. These involve engine efficiency 
and fuel consumption, electric cars, hybrids, and hydrogen 
engine development.

In the more traditional areas of the sector, there is a 
constant focus on reducing costs and increasing efficiencies. 
There may be some opportunities for the outsourcing of 
component manufacture but the primary opportunities will 
be in consulting, IT systems and machinery that improve 
productivity.

Marine and Rail

Marine industry in the UK is primarily based on smaller craft 
and leisure craft though there is also some scope in the 
building of larger vessels. This industry is the one which has 
yet to be focused on by parties with environmental concerns 
and there is opportunity to pre-empt this with innovative new 
product design.

The East Midlands is the primary area for rail equipment 
manufacture and supply. Some potential exists in areas such 
as CAD and IT systems, and passenger carriage fittings.

AEM

Opportunities in this sector are limited as it is primarily reliant 
on the supply of basic materials. There are some opportunities 
for licensing by companies with patents for new materials, or 
those that can provide support services such as engineering 
consulting, or IT systems.

Chemicals, Oil and Gas

Primary selling opportunities exist in equipment supply 
and maintenance for fossil fuel extraction and chemical 
manufacture. There is some scope for opportunity in 
collaboration with chemical manufactures in distribution, 
joint production, and joint research and development of new 
products.

Useful industry links for engineering companies can be 
found in the sector information sources section of the 
appendices.

Please go to the regional profiles to see key locations for 
this sector.

.
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Technical Engineering is a specialist 
engineering company focused on areas 
such as metrology, design, mould tooling, 
precision tooling, marking and coding, 
automated equipment manufacture, 
and clean room furniture. The company 
primarily supplies to the pharmaceutical 
and aerospace sectors.

Targeting the UK market

Technical Engineering started exporting to the UK in 
2005 focusing on their key target sectors aerospace and 
pharmaceutical. Rather than concentrating on a specific 
region, the company identified specific potential clients, 
supplying tooling and machinery for packaging for the 
pharmaceutical field, and tooling and components to the 
aerospace sector. The company was targeting the same 
sectors that it served in the Irish market so they were able 
to leverage references from existing clients. First Flight 
was able to help the company achieve their goals by 
going through an evaluation of their export readiness and 
advising on how best to target the market.

Channels to market

The company initially exported directly through its 
Irish operations. The company recently purchased 
the pharmaceutical division of a UK based rival which 

went into liquidation. This has provided them with 
representation in the UK market and the company 
has experienced great success through having a UK 
representative with local knowledge. This has been a key 
aspect of the company’s development in the UK as they 
have found that UK clients respond much better to a UK 
based representative and UK based operations.

Dealing with exchange rates

The company does not use forwards or options to hedge 
against exchange rate fluctuations as they are seen to 
be much too complicated and burdensome. They do 
however hold a UK based bank account and attempt 
to source materials in the UK through this as much as 
possible using revenue from UK clients. A key factor the 
company has identified is that exporters have to sell in 
sterling and for lower value contracts, exporters have to 
be prepared to lose out if the exchange rate fluctuates.

Advice for first time exporters

The company’s view of the UK market is that it is a large 
market with a huge amount of potential but this also 
means it is highly competitive. It is important not to be 
intimidated by this. The company believes that success 
in the market is based upon having driven sales people 
and getting first customers. It is important to have very 
specific target customers when entering the UK market 
and to research these thoroughly before making an 
approach. After securing the first customer, this provides 
a vital reference point for an exporter to grow their 
market. 

Case	Study:	Technical	Engineering
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Life Sciences

Sector overview

Due to a large ageing market the UK has become a key 
destination for pharmaceutical trade and for life sciences FDI. 

According to the ONS pharmaceutical manufacturers had 
a combined turnover of £15.6 billion. In addition to this 
the combined turnover of medical and surgical equipment 
and devices in the UK was over £3.7 billion. The Association 
of the British Pharmaceutical Industry figures showed that 
73% of this was distributed through pharmacies, while the 
remainder was distributed through hospitals and medical 
facilities. 

The NHS remains the single largest buyer of pharmaceuticals 
in the UK. The total cost of the NHS was $105 billion, with 
£11 billion of this spent on pharmaceuticals and medicinal 
products.

Exporter advice

The Life Sciences market is lucrative but companies should 
exercise caution. The life sciences sector, more than other 
sectors, has a strong history of mergers and acquisition, 
particularly of conglomerates acquiring high potential 
companies for their intellectual property. Where this provides 
additional opportunities for business and financial services 
companies, suppliers to the industry can find that their 
clients are supplied to by the new parent’s suppliers after an 
acquisition and that sales can be badly affected.

Where are the opportunities?

The scale and breadth of the life sciences sector in the UK 
offers a broad range of opportunities depending on the sub-
sector.

National Health Service (NHS)

The NHS is the largest single purchaser of pharmaceuticals in 
the UK, and there is significant scope for Irish pharmaceuticals 
to supply to the government in this area. Beyond this there 
is also huge potential for Irish medical devices manufacturers 
and for diagnostics companies.

Outside of the Life Sciences area the NHS is also one of the 
largest purchases of IT equipment and services in the UK. 
Expenditure over the next 10 years is expected to reach 
over £12.4 billion. The level and scale of service expected 
in most cases will be quite high and perhaps too large for 
small scale Irish IT companies to deal with on their own, but 
partnering with UK IT firms to share contracts and tendering 
opportunities has potential. Please see further information in 
the The public sector section of this guide.

Manufacturing support and supplies

Within Drug Discovery, Biotechnology and Pharmaceutical 
Manufacture there are supply opportunities in the provision 
of clean room construction and fitting, laboratory and 
testing equipment, supply of pharmaceutical ingredients 
and specialised chemicals, and outsourced research and 
diagnostics, and specialised packaging. There is also scope 
for joint venturing, partnering, licensing or sale of intellectual 
property to more established companies

Nutraceuticals and food ingredients

Nutraceuticals is proving to be an area where Irish companies 
show particular strength. This ranges from small vitamin 
supplement producers aiming at the consumer market, to 
dairy companies such as Kerry Group providing food extracts 
and ingredients to the pharmaceutical manufacturers.

Medical Devices

As mentioned over, there is scope for the sale of Medical 
Devices from Irish producers in the UK. There is further scope 
in supplying components and materials for the manufacture 
of these devices, though this is quite a limited market.

Support Services

There are also opportunities in the Life Sciences sector for 
companies not directly competing in the sector. With the 
nature of, and risk in the industry business and legal services 
and financial services which can offer in-depth knowledge 
of the sector are in a prime position to offer services to UK 
companies. This is particularly true for UK HPSUs which are 
of too small scale to have their own internal departments in 
these areas.

IT companies with specialist knowledge of the area are also in 
a strong position to find new business in areas such as control 
and monitoring systems, design systems and programmes, 
and more broad reaching administrative systems, particularly 
for small and medium companies within the sector.

Useful industry links for life sciences companies can be found in 
the sector information sources section of the appendices.

Please go to the regional profiles to see key locations for this 
sector.

UK Sectors | Sector Profiles



24

Overview

UK economic conditions were favourable in 2007 with GDP 
growth exceeding both the EU27 and OECD averages. The 
situation rapidly deteriorated in 2008, particularly in the 
latter half of the year due to reduced consumer and business 
spending, the financial crisis, and a sharp slowdown in what 
had been a booming property market.

The contribution of the significant UK services sector 
contracted for the first time in 16 years, with retail, hotels & 
tourism and financial services among the hardest hit sectors.

Despite the downturn, the UK remains the second largest 
economy in Europe and while fewer opportunities exist than 
in previous years, there is still a huge amount of scope for 
business development in the UK.

Some of the newer opportunities require a shift in focus, 
such as the move from construction in the area of housing/
commercial projects, to infrastructure or environmental 
projects.

Other key sectors are still performing well and hold 
opportunities such as, but not limited to, ICT, advanced 
manufacturing, and aerospace.

The key issue for Irish exporters is competitiveness particularly 
in relation to UK companies and other importers to the UK 
from Western Europe and the US.

Further information about sector performance can be found 
in the Sectors section of this guide.

Unemployment

The level of unemployment remained relatively stable in 2007 
but the impact of the global economic slowdown is showing 
in these levels as unemployment rose to 5.8% for the third 
quarter of 2008.

Analysts are predicting that this trend will continue in 
2009 and into 2010. Overall there are predictions that an 
additional 600,000 jobs will be lost next year bringing UK 
unemployment to pre 1989 levels of over 2 million and worst 
case scenarios of 3 million being contemplated.

In terms of wages it is expected that there will be pay freezes 
in the coming year and employers groups are calling for no 
further increases in the minimum wage. Overall these factors 
will negatively affect consumer spending.

Bonuses and incentive based pay is likely to take a big hit 
in 2009 and this will have a serious impact on discretionary 
spending on non essential items and luxury goods. The 
financial and business services sectors are likely to be 
severely impacted in the UK by this with caps on salaries and 
bonuses.

UK	macro	economic	environment
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Liquidity

One of the key issues affecting the UK economy at the 
moment is the availability of credit.
The lower interest rates have alleviated pressure on 
borrowers but have had little to no effect on the willingness 
of banks to lend to each other or approve loans and 
mortgages.

The government is examining other ways in which they can 
stimulate the banking sector to ease the current lending 
conditions, such as loan guarantees.

Future plans and proposals aside, the current situation is a 
key issue for Irish exporters on two opposing fronts. From a 
negative perspective, consumers have a lack of credit and so 
consumer expenditure is inhibited. 

The positive aspect for Irish exporters is that UK companies 
are having great difficulty with supply capacity, with lack 
of available finance and trade credit. This means that many 
retailers and companies at other stages of the supply chain 
are having difficulty in maintaining stock levels.

This is a key opportunity if an Irish exporter can ensure 
regular/flexible supply, without large forward commitments 
or letters of credit, then this will be a very attractive 
proposition for UK retailers and other UK companies.

Inflation

The inflation rate started to fall in the UK in the latter part of 
2008, primarily due to falling fuel prices, while the impact 
from other categories of goods was minimal.

This is positive in some respects as falling prices will free 
up consumers’ disposable income for expenditure on other 
goods categories, albeit this will be offset by increasing 
unemployment, lower levels of income growth and 
diminished consumer confidence.

The key factor that may contribute to upward pressures on 
inflation will be the relatively expensive exports to the UK 
from the Eurozone.

It is expected that the inflation rate will continue to fall 
throughout 2009 and 2010, with expectation of change 
in the consumer price index falling below the target rate 
of 2%. What this also means however is that the Central 
Bank may further reduce the interest rate to maintain some 
stability in the inflation rate. This will have further negative 
effects for the impact of the exchange rate on Irish exporters’ 
competitiveness.

For further sources of information on exchange rates, interest 
rates and economic data please go to the key sources section 
of this guide.

Trade and Investment

UK and Ireland trade

Ireland is the ninth largest exporter of goods to the UK, 
which given the size of the Irish economy relative to 
competing export nations, is a testament to the export 
propensity of Ireland. It is further reflective of the close 
geographic and commerce links between the UK and Ireland, 
and the demand for Irish goods in the UK market.

Top Irish export categories of goods and services 
to the UK, 2008

Goods €m % of total 
  goods 
  exports

Organic Chemicals 3,846 15.7

Office Machines 3,252 13.3

Medicinal & Pharmaceutical Products 1,836 7.5

Miscellaneous Manufactured Articles 1,746 7.1

Meat & Meat Preparations 1,663 6.8

Dairy Products & Birds Eggs 996 4.1

Essential Oils & Perfume Materials 898 3.7

Beverages 699 2.9

Electrical Machinery & Appliances 694 2.8

Telecomm Equipment 683 2.8

Services €m % of total 
  services 
  exports

Computer Services 4,412 30.5

Insurance 1,937 13.4

Financial Services 1,892 13.1

Transport 1,776 12.3

Tourism and Travel 1,482 10.2

Merchanting 785 5.4

Other Trade Related Services 446 3.1

Operational Leasing 347 2.4

Management Services between affiliates 256 1.8

Communications 220 1.5

Source: HM Revenue and Customs/CSO  
Note: Services taken from 2007. Goods exports value based on exchange rate at 
31st December 2008

Office machines and pharmaceuticals are among the top 
goods export sector to the UK, though this is primarily 
driven by the presence of large multinational manufacturers’ 
headquarters being located in Ireland. The computer goods 
sector in particular is in decline and figures for the coming 
year are expected to be much lower as manufacturing is 
continuously being relocated to lower cost economies.
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Contrary to this, computer services is proving to be a much 
larger sector for Irish exports, and is much more important as 
it is contributed to significantly by the large cluster of small 
Irish companies.

Overall the trend continues of a move to more knowledge 
based sectors for exports, but existing success and 
opportunities can be found across a broad range of sectors 
for Irish exporting companies.

For further sources of information on exchange rates, interest 
rates and economic data please go to the key sources section 
of this guide.

Foreign Direct Investment (FDI)

Between 2003 and 2008 Ireland was in the top five 
countries, for number of companies setting up operations in 
the UK, with 129 projects. This has primarily been driven by 
some of Ireland’s largest companies in areas such as banking, 
hotels and passenger airlines.

Investments by Irish companies in the UK, 2003 to 2008

Sector No of Projects

Financial Services 20

Hotels & Tourism 15

Aerospace 12

Business Services 10

Consumer Products 8

Alternative/Renewable energy 7

Industrial Machinery, Equipment & Tools 7

Real Estate 7

Software & IT services 6

Coal, Oil and Natural Gas 5

Source: FDI Markets

Smaller Irish companies have also had success in areas such 
as business services, and software and IT services. Trends in 
this area reflect the success that Irish companies have had in 
the UK market.

For further information on key sectors please go to the 
Sectors section of this guide.
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Practical	information

07

Getting to and around the UK

Though many of the Irish regional airports offer only 
one or two links to the UK, it is possible to get to almost 
anywhere in the UK via the main Irish airports. These routes 
are primarily serviced by the main Irish airlines, Aer Lingus, 
Ryanair, and Aer Arann, as well as UK operators BMI, Flybe 
and BA, but new routes are opening up through some of the 
smaller regional airlines in the UK such as Air Southwest. 

 No of routes No of airlines 
 to the UK serving the UK

Dublin 26 10

Cork 15 6

Shannon 10 2

Ireland West (Knock) 9 3

Waterford 3 1

Kerry (Farranfore) 3 1

Galway 3 1

Donegal 1 1

 
The key aspect to consider is to factor in timing, especially 
since punctuality can be detrimental to the success of 
building supplier-client relationships.

Not only have airport restrictions become greater, flight 
delays are common, with one major Irish airline reporting 
delays to 46% of its flights in one month. The majority of 
these were less than one hour late, but allowing extra time 
to get to your destination is imperative.

Many of the UK airports also have frequent, well maintained 
rail links to nearby cities and business hubs, but these can 
also be subject to delays and many of the rail platforms are a 
considerable walking distance from the airport terminals.

Telecommunications

Good quality communications is highly important for 
exporters to develop sales channels. Some key facts about 
outlined below and while details of exporting through the 
internet are outlined in the consumer websites section.

Since deregulation of the telecoms market there have been a 
significant amount of market entrants in all sub-sectors. The 
impact has been particularly noticeable over the past three 
years as costs have come down yet service provision has 
improved.

The UK is now one of the cheapest locations in Europe 
for fixed line and mobile telephony and internet, while 
investments in ICT infrastructure have resulted in broadband 
speeds of up to 50mb. This advancement has far outpaced 
Ireland and placed the UK ahead of many EU countries which 
were better served five years ago. Recently London has been 
rated as the best centre for telecommunications in Europe.

As of 2007 more than 16 million households, or 65% of all 
British households, had an internet connection. This is an 
increase of 21% on 2005. More than 81% of UK businesses 
had a broadband connection in 2007, compared with 71% 
in 2005.
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This has had a massive impact on industry resulting in the 
growth of clusters operating in all sectors within the ICT 
industry. It has also had a huge impact on consumer markets 
as internet shopping is growing at substantial rates.
Exchange rates and interest rates

The Sterling/Euro exchange rate has seen the value of the 
pound fall heavily against the Euro, meaning that Irish 
exports to the UK, and all exports from other Euro zone 
countries, are relatively more expensive for UK consumers 
and businesses. This can be seen in sharp focus in Northern 
Ireland which has enjoyed a mini retail boom from southern 
shoppers thanks to the sterling/euro rate at the end of 2008. 

What does this mean for you?

In most cases this has a negative effect on the demand 
for Irish products in the UK, particularly where there is 
competition in the product area from UK companies.

On the other hand, interest rates have been cut in a bid to 
make credit more accessible, which among other factors, 
may lead to an increase in consumer spending. However, this 
has not had a significant effect as yet, as banks have failed to 
fully pass on the effect of rate cuts and are reluctant to lend.

The other issue is that the older groups of the UK population 
rely on interest on their savings, which is reduced with the 
cut in rates. This combined with a fall in value of many 
pensions, due to stock market declines, has resulted in this 
once more affluent group curbing expenditure.

The interest rate in the UK currently stands at 0.5%, the 
lowest in over 50 years.

Is it all bad news?

What these exchange rates have done is made UK exports 
more competitive. This has advantages for Irish exporters 
also, as any Irish company supplying to a UK exporting 
company will be in a good position to take advantage of this 
situation, as the end user market is growing.

UK Interest Rates and Sterling/Euro Exchange Rate,  
2004 to 2009
   

Source: European Central Bank/Monetary Policy Committee, Bank of England

What to look out for

The key areas to look at when assessing what the exchange 
rate may be, is to look at the economic conditions, such 
as GDP growth and output, consumer spending and 
confidence, and also to look at interest rates.

Often a good predictor of interest rates is the level of 
inflation, as if inflation is high interest rates will be put up to 
control this. However if inflation is low and the economy is 
under performing, as is the case now, and interest rates will 
be cut.

As a general rule if the UK economy is doing well and 
interest rates are high, relative to the Euro zone, Sterling is 
worth more and Irish exports are more competitive.

In the current situation, the UK economy has entered 
recession, and interest rates are at a record low, making Euro 
more expensive and Irish exports less competitive.

Details of current exchange rates are available from your 
local bank and currency exchange websites such as www.
xe.com. Historical rates, which are important for accounts 
and records management, are available from the European 
Central Bank (www.ecb.com), under the statistics section of 
the website.
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Implications for pricing

The main impact this will have for an Irish exporter is in their 
pricing decisions and strategy.

In terms of what currency to price in, if prices quoted by an 
Irish exporter are in Euro, changes in the exchange rates can 
make products or services less competitive over night.
If prices are quoted to potential UK clients in Sterling (which 
is the most commonly accepted way) this insures clients 
against price inflation, but changes in the exchange rates can 
mean an Irish exporter may lose out if sterling continues to 
become less valuable.

This also has implications for credit, or cash on delivery 
payments for potential customers. If a price is agreed before 
hand in Sterling, the exporter is facing potential losses or 
gains. If the price is agreed in Euro it is the customer that 
may face losses or gains, and though initially good for the 
exporter, it may affect future business.

How to protect yourself against exchange rates

There are a number of ways to protect your company 
(hedge) against exchange rate changes which are outlined 
below. Many of the major Irish banks provide these services, 
particularly those with a comprehensive portfolio of business 
banking services. Some of these facilities are also offered by 
independent foreign currency dealers. It should be noted 
that these do have associated costs and may only be effective 
or necessary if completing large amounts or large values of 
foreign currency transaction.

Service 
GBP currency account

What it does? This is an account set up in Ireland where the 
money is kept in GBP. This allows you to receive and make 
payments in GBP without having to convert them into Euro. 
This allows for money to be changed into Euro at any time, 
so you can take the money when the exchange rates are at 
their most favourable to you.

What are the drawbacks? Many companies exporting for 
the first time will experience pressure on their cashflow, as 
they will need to finance extra staff or increased production 
to meet growth in sales. Requiring cash quickly may mean 
that the exporter may have to access these funds straight 
away and not be able to wait for a time when exchange 
rates are most favourable. This takes away any advantage 
of having such an account. Having such a facility set up will 
often increase banking fees.  

Service 
UK based account

What it does? This is an account set up with a UK based 
bank. This allows for money to be kept in GBP in the 
account and has similar advantages to the above. It may 
also have lower fees than the above.

What are the drawbacks? Similar issues exist and the full 
advantage of this can only be realised if the company has 
free cashflow. There are added drawbacks, with setting up 
an account overseas being particularly onerous. The bank’s 
customer service to the exporter may also be less effective. 

Service 
Forward Contracts

What it does? This is a contract where the exporter agrees 
to purchase currency at an agreed rate in a fixed period of 
time. This means that if the value of sterling changes the 
exporter will not be exposed.

What are the drawbacks? The disadvantage of this is that if 
the exchange rates turn more favourable for the exporter, 
they cannot take advantage as they are tied into the 
contract. 

Service 
Options

What it does? Options are similar to forward contracts 
with the exception that the exporter is not obliged to go 
ahead with the currency exchange. The advantage of this is 
that the exporter can protect themselves against exchange 
rate risks yet take advantage if the currency values in their 
favour. 

What are the drawbacks? The main disadvantage is 
that these are significantly more expensive that forward 
contracts, typically have a minimum size, are onerous to set 
up, and have more complex terms and conditions attached.
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Managing client accounts and credit

A key issue to consider is the length of credit offered to 
clients and potential clients overseas. Though a longer 
period of credit is often preferable to clients, cashflow 
issues for the exporter must be taken into consideration. 
It is also important, particularly for larger value contracts, 
to run a credit check and adjust terms of credit and sale as 
appropriate. 

It is also worth considering setting out strict terms from the 
outset. International Commercial Terms/Contracts (Incoterms) 
are a facility for this, particularly in larger value contracts, 
as they clearly define who is responsible for goods during 
different stages of transit and what the obligations are for 
both the exporter and the importer. Further details of these 
can be found at the International Chamber of Commerce 
website www.iccwbo.org.

There are risks posed by exporting and so export credit 
insurance is an important consideration. There are many 
private companies offering this service and the Irish Exporters 
Association has also introduced a new scheme to address 
this. Further information can be obtained from the IEA 
(www.irishexporters.ie).

Finally it is important to be aware of methods of debt 
recovery in the event of non-payment. This can usually be 
outsourced to a private agency, which typically falls into one 
of two categories. The first is a debt collection agency which 
typically collects debt for a percentage of the total recovered 
amount. The second is a debt purchaser which will purchase 
the entire debt for a discounted rate, ending the exporter 
involvement at that point. It is important if using these 
types of agencies that a reputable and trustworthy agency is 
selected. Key sources of information about this include the 
Credit Services Association (www.csa-uk.com). This should 
be method of last resort however, as typically issues can be 
more effectively resolved through a solicitor.

Law, legislation and regulation for businesses

UK and Irish law are very similar and are both based on the 
same foundations, and so many of the basic instruments, 
particularly for areas of contract law are similar. There has 
been some divergence between the two legal systems 
since the foundation of the Irish state however, and within 
the UK there are some differences between English and 
Scottish law. Though many of these differences are minor, 
before engaging in any contracts where there may be some 
ambiguity or doubt about the exporter’s obligations it is 
important to consult with a legal expert.

The current wave of changes to legislation in the UK is 
becoming more pro-business and is making regulation more 
straight forward particularly for small businesses.

Setting up a subsidiary

The Companies Act 2006 was introduced to overcome much 
of the complexity and time consuming nature of setting 
up a business in the UK. This is particularly important for 
companies wishing to establish a presence in the UK, be it 
a small sales office or a larger facility. It now takes 13 days 
to officially set up a company in the UK, less than half of 
the European average. Non-nationals are not subject to 
any additional restrictions than UK citizens for setting up a 
business, but for all types of company or presence there are 
procedures to be followed. Full information on how to set 
up a presence is available from Companies House (www.
companieshouse.gov.uk). Types of presences that an exporter 
can set up are available in the Export Plan Section of this 
report.

The changes in the regulatory environment are particularly 
relevant to those companies setting up sales offices or 
subsidiaries for the first time in the UK. One of the key 
changes has been in the Companies Act. This has simplified 
reporting mechanisms for private companies and abolished 
certain features that were once requirements, such as 
mandatory AGMs for private companies, or the requirement 
of a company secretary.

Employee rules

There have also been changes to streamline employment 
legislation which has made the operations more efficient 
and cost effective, particularly for small companies. What 
the changes to this legislation have brought about, is a 
reduction in the formal requirements involved in dispute 
resolution between employers and employees. Also, under 
previous legislation, if procedures for rightful dismissal were 
not followed, under law it was automatically regarded as an 
unfair dismissal. This has since been removed. 

Employment law can be complex but there is a wealth of 
information available on all aspects of recruitment, pay, 
workplace conditions and hours, and dispute resolution 
and information that is particularly relevant for SMEs from 
the Advisory, Conciliation and Arbitration Service (ACAS) at 
www.acas.or.uk

Importing regulations

The UK Government conducted a recent study and found 
that customs and importing regulations were proving 
onerous on businesses, particularly on SMEs. The report 
found that much of this involved complex paperwork and 
reporting systems. The government is now taking measures 
to reduce the level of paperwork through use of electronic 
and computer based systems, and has set targets to further 
ease the burden of importing goods into the UK, to facilitate 
imports to a greater degree.
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Due to the EU single market, cross border trade between 
all EU states is not subject to any restrictions with exception 
to certain dangerous materials such as firearms. There are 
tariffs or duties applied to goods coming from many states 
outside of the EU but once within the EU, these are then free 
to move from one EU state to another without restriction. So 
for example an Irish company that imports components from 
the USA may be subject to customs duty when importing to 
Ireland, but when transferring the finished good to the UK 
will not be subject to any further duties.

Similar to the efforts on a UK national level, there are moves at 
EU level to reduce the bureaucracy involved in inter-EU trade.

Competition and intellectual property protection

Other regulatory features are also in place in the UK to 
promote fair business and market entry. For example, 
Competition policy and its controlling body the Office of 
Fair Trading (OFT) is regarded as falling into the top three 
countries in the world for effective competition regime. 
The government has also introduced new measures to help 
protect intellectual property rights including adjustments 
to the former Patent Office (now UK Intellectual Property 
Office) and have allocated further public funds toward the 
protection of intellectual property.

Packaging regulation

Over time the restrictions and legislation on packaging and 
waste are becoming more comprehensive. This may not 
directly affect exporters, who do not produce in the UK, but 
may have indirect effects if excessive or incorrect packaging 
places extra burden on exporters’ clients in the UK. Most 
of the legislation has to do with the volume of packaging, 
but there are also issues concerning the recyclable nature 
or disposal of the packaging, and there are also limits 
on the presence of certain heavy metals in the make-up 
of packaging. Furthermore if the exporter has a physical 
presence in the UK, they will have to comply directly with 
packaging requirements. These will depend on the level 
of trade that the exporter conducts as to exactly what 
obligations they must meet. Due to the varying nature of the 
legislation depending on company size and trading volume 
it is important for exporters to check where they fit in. Full 
details can be acquired from NetRegs (www.netregs.gov.uk) 
and Envirowise (www.enirowise.gov.uk) and it is advisable for 
exporters to seek input from their distributors and clients to 
make their goods as desirable as possible.

Taxes

Corporation tax

The UK has reduced its main corporation tax rate from 
30% to 28% in 2008. Though this is higher than Ireland’s 
12.5% rate, it is low by comparison to many other European 
countries such as Germany and France. Furthermore small 
businesses, with profits of less than £300,000 are subject 
21%. This is subject to an increase to 22% which was meant 
to be implemented in 2009, but has been deferred until 
2010. Companies with profits of over £300,000 and up to 
£1.5 million are subject to a rate that falls between the 28% 
and 21%, depending on the level of profit.

Value Added Tax – when you must pay it

When selling goods or services in the UK market you may 
be obliged to register and pay for VAT. This depends on 
the mode of export and the value of exports, which are 
summarised below.

Further details of UK taxes and tax obligations can be 
obtained from HM Revenue and Customs (www.hmrc.gov.
uk) and information about tax liabilities by exporting from 
Ireland are available from the Irish Revenue Commissioners 
(www.revenue.ie). 

Exporting volume/mode

Irish based VAT Registered Exporter to a Vat Registered UK 
Company

No VAT Liability

Exporting volume/mode

Irish based exporter to non-VAT registered companies or 
direct to consumers (including internet based selling) up to 
total exports of £70,000 per annum

Pay VAT to Irish revenue commissioners

Exporting volume/mode

Irish based exporter to non-VAT registered company or 
direct to consumers (including internet based selling) in 
excess of £70,000 per annum 

Pay VAT to UK Inland Revenue

Exporting volume/mode

Irish owned UK subsidiary with annual sales under £67,000 
Not obliged to register for VAT but may do so (can be 
advantageous for claiming back VAT on capital expenditure)

Exporting volume/mode

Irish owned UK subsidiary with annual sales in excess of 
£67,000

Subsidiary must register for VAT with UK Inland Revenue
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Value Added Tax – what rate to charge

Similar to the Irish system there are three VAT rates. The 
various rates apply to different categories of goods than the 
Irish system. For example, most services in Ireland are subject 
to the lower VAT rate, but in the UK are subject to the higher 
rate. The rates and applicability of these are outlined below. 
Further information on UK VAT rates is available from HM 
Revenue and Customs (www.hmrc.gov.uk)

Rate 
Standard Rate - �5% (Due to return to 17.5% in 2010)

Most goods and also for most services (services typically 
charged at 13.5% in RoI) 

Rate 
Low Rate – 5%

Applied to items such as domestic fuel and power, 
installation of energy saving materials, residential 
conversions, women’s sanitary products, and children’s car 
seats 

Rate 
0%

Food, excluding restaurants and takeaways, books and 
newspapers, children’s clothing and public transport 

Rate 
VAT exempt

Certain goods and services such as insurance, provision of 
credit, and certain education and training programmes.

Environmental tax

For companies establishing a physical presence in the UK 
there are criteria which need to be met regarding emissions. 
However companies which adopt environmental friendly 
practices can take advantage of tax advantages under the 
Enhanced Capital Allowance Scheme (www.eca.gov.uk/etl)

Further details can be acquired from NetRegs (www.netregs.
gov.uk) and Envirowise (www.enirowise.gov.uk).

Property and business rates

The property market varies significantly across the UK in 
terms of values. A breakdown of the cost of renting office 
space is provided at the beginning of the regional section of 
this guide. 

Exporters that want to set up a physical presence abroad 
will be subject to business rates, which are payable to local 
councils. These vary depending on the rateable value of 
the property, but generally range between £20 and £130 
per square metre. There is also relief on rates for smaller 
businesses, were the rateable value of a premises is less than 
£21,000 in London or £15,000 for the rest of England and 
Wales, while similar rules apply to Scotland.

There are additional expenses to consider when establishing 
an office or branch. For standard leased offices there are 
generally services charges which range from £40 to £75 per 
square metre. Using an agent, which is often recommended, 
will result in added expense, typically 10% of the first years 
rental. It is also strongly recommended to use a solicitor 
before engaging in any contracts, which will result in an 
additional one-off expense.

Alternatively, there are serviced offices in most cities and 
major towns. This is a more flexible and hassle free option, 
particularly for companies moving into the UK market for the 
first time, as they often allow for short term leases. There is 
however a premium for the additional services involved and 
these can be more costly particularly over the longer term.
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Regional snapshot

The regional analysis of this guide is to primarily outline 
where industry specific clusters exist and are developing. 
These clusters generally develop around universities, around 
centres of excellence, or due to one or two large companies 
setting up in a location and sub supplying companies 
following. Government promotion of a region’s suitability 

to a particular sector also has a strong influence. The 
formation of clusters is hugely beneficial to smaller and less 
established exporters as it gives a range of potential clients 
in a condensed area. There are other benefits also as there 
are often opportunities with companies in a similar part of 
a supply chain to the exporter. These include joint product 
development, learning, joint purchasing, joint distribution, 
and networking.

Regional	profiles

08

North East Chemicals Life Sciences Automotive Business & Environmental Creative 
    Financial Services & Energy Industries

North West AEM Life Sciences Creative & Business & Environmental 
   Digital Industries Financial Services & Energy

Yorkshire and AEM Digital Media Life Sciences Chemicals Environmental Business & 
the Humber     & Energy Financial Services

East Midlands Life Sciences Transport Video Games Advanced 
  Equipment  Materials

West Midlands Aerospace Transport ICT Consumer Life Sciences Business & 
  Equipment  Products  Financial Services

East Life Sciences ICT Environmental Business & 
   & Energy Financial Services

London Life Sciences Consumer ICT Business & Environmental Creative 
  Products  Financial Services & Energy Industries

South East Life Sciences Aerospace ICT Business & Environmental Creative 
    Financial Services & Energy Industries

South West Aerospace Transport ICT Business & Environmental Creative 
  Equipment  Financial Services & Energy Industries

Wales Shared Services Transport Life Sciences Business &  Creative 
 Centres Equipment  Financial Services  Industries

Scotland Aerospace Life Sciences Chemical Business & Electronics 
    Financial Services

Region Key Clusters

Regional Profiles | Regional snapshot
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Some of the key clusters in the various regions are outlined 
over. There are some clusters that are present in more 
than one region, but often these are at different parts 
of the supply chain in the same industry. For example 
aerospace manufacturing is important in both Yorkshire 
and The Humber, and in the East Midlands, but the former 
concentrates on the production of advanced materials, while 
the latter is concerned with design and assembly. 

This section also outlines the broad operating conditions 
that companies exporting to these regions might experience, 
which are summarised below.

Costs can vary significantly between regions, and within 
regions, with the urban areas with the most dense business 
populations commanding the highest rents. It is worth 
considering where relevant clusters are, and what the cost is 
in those regions, compared to neighbouring areas, and how 
close do clients need to be to service them effectively.

Source: ONS/Valuation Office Agency
NOTE: Earnings based on the median of an ONS earnings survey in conducted in each region.
NOTE: Office rents are for the range of rents between key urban areas in each region and based on a self contained,  
modern office with a floor space of 150 to 400 square metres.

 Costs Headline Statisics

 Earnings Office Rents Population Unemployment GVA 2006 Number of R&D 
 (£ per week) (£ per Sq.m 2007 (‘000) 2007 (£bn) Businesses Expenditure 
   per Year)   2007 2006 (£m)

North East 420.60 100 to 210 2,564.5 6.7% 38.8 57,205 293

North West 450.20 100 to 285 6,864.3 5.9% 111.3 213,035 1,627

Yorkshire & The Humber 441.00 75 to 235 5,177.2 5.3% 82.1 154,345 386

East Midlands 442.80 100 to 160 4,399.6 5.2% 74.1 149,270 977

West Midlands 448.90 110 to 290 5,381.8 5.7% 89.0 178,680 933

East 468.10 95 to 225 5,661.0 4.5% 109.9 218,800 3,570

Inner London 612.70 350 to 1,075 7,556.9 6.6% 196.8 336,510 980 
Outer London  140 to 320

South East 499.80 135 to 275 8,308.7 4.1% 177.2 338,815 3,279

South West 445.40 105 to 270 5,178.0 3.7% 89.5 204,540 1,316

Wales 421.00 85 to 195 2,980.0 5.1% 42.7 93,320 222

Scotland 460.10 120 to 295 5,144.2 4.9% 91.0 145,480 579
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North East

Region Overview

The North East is one of the smallest regions in the UK.  
Top imports to the region include petroleum & petroleum 
products and road vehicles.  Due to the large chemical 
processing industry in the region electrical machinery and 
power generating machinery also feature prominently. 
Ireland was ranked 23rd by value of imports to the region.  

Business services, food, industrial machinery, software & 
ICT and alternative / renewable energy were important 
sectors for FDI.  In terms of regional enterprise architectural 
& engineering activities and business services were key 
segments. Key opportunities exist in engineering services to 
the chemicals and energy sectors and ICT and office fit-outs 
for shared services centres and back office facilities. 

Hot Sectors

The Chemicals sector accounts for 58% of the country’s 
petrochemical industry. Key market players such as BASF and 
Degussa are located in the North East.

Life Sciences is the top sector for employment in the 
region, accounting for 140,000 jobs operating in a number 
of activities including diagnostics, medical devices and 
pharmaceuticals. The biotech sub-sector is experiencing 
growth in the region with the presence of GSK, Merck and 
Sanofi amongst others. 

The Automotive sector is primarily driven by the presence 
of one major producer; Nissan. This has resulted in a 
large number of sub-suppliers and other component 
manufacturers locating in the region and increasing the 
importance of the cluster. Niche companies such as Smiths 
Electric Vehicles, the world’s largest manufacturer of 
commercial electric vehicles are also located in the region.

Business and Financial Services is another key sector for 
employment in the region. This is primarily due to the lower 
costs attracting call centres, shared services centres and BPO.
 
Other high value sectors in the region include Energy 
and low carbon technology, Defence, and Creative 
Industries which are all heavily R&D intensive.

Key Information Sources

Regional Development Agency
One North East www.onenortheast.co.uk

Key sector representatives

CELS (Centre for excellence for life sciences)   
www.celsatlife.com

New and Renewable Energy Centre (NaREC)   
www.narec.co.uk

North East Process Industry Cluster 
www.nepic.co.uk

CPI – Centre for Process Innovation
www.uk-cpi.com 

CODEWORKS - Centre of Excellence for Digital Technology 
www.codeworks.net

Additional useful information

BERR Manufacturing Advisory Service North East 
www.mas-northeast.co.uk

http://www.onenortheast.co.uk
http://www.celsatlife.com
http://www.narec.co.uk
http://www.nepic.co.uk
http://www.uk-cpi.com
http://www.codeworks.net
http://www.mas-northeast.co.uk
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North West

Region Overview

The North West has a number of key UK cities within its 
boundaries.  Top imports to the region include petroleum 
& petroleum products and organic & inorganic chemicals.  
With numerous multinational retailers in the region, clothing 
and apparel, consumer products and textiles were important 
for the region. Ireland was ranked 11th by value of imports to 
the region.  

Software & ICT, business and financial services were 
important sectors for FDI.  In terms of regional enterprise 
other business activities, business consultancy and 
architectural & engineering activities were key segments. 
Key opportunities exist in the consumer goods market with 
textiles and as well as the food industry being important 
sectors for the North West. 

Hot Sectors

Advanced Engineering and Manufacturing is one of 
the largest contributors to the regional economy with three 
primary areas; aerospace, automotive and advanced textiles.  
Advanced textiles has gained momentum through supply to 
the automotive and aerospace industries.  Key companies in 
the North West include BAE, and Ford

Creative and Digital Industries in the region were 
traditionally associated with music but recent growth has 
primarily come from television production and video game 
development. The North West is now the largest hub for 
digital industry in the UK, outside of London.

Business and Financial Services are very important for 
the North West economy; the region has the second largest 
sector in the UK, after London. Manchester is the top hub for 
business & financial services, 240,000 employees work across 
a range of services including asset management, venture 
capital, and company floatation. The sector is worth £9 
billion to the regional economy.

The Environment and Energy sector includes activities 
such as refining, utilities, nuclear generation and 
decommissioning, waste management, and pollution 
control. The energy sector employs over 53,000 people 
in the North West and the environmental sector accounts 
for a further 53,000 jobs and has an annual turnover of 
£2.8billion. 

Life Sciences are import to the regional economy and the 
region is the largest producer of pharmaceuticals.   The 
region is internationally recognised for its large cluster of 
biotech companies. 

Key Information Sources

Regional Development Agency
North West Regional Development Agency  
www.nwda.co.uk

Key sector representatives

Call NorthWest  
www.callnorthwest.org.uk 

NWtextnet Advanced Flexible Materials  
www.nwtexnet.co.uk 

North West Automotive Alliance  
www.nwautoalliance.com 

North West Vision & Media  
www.northwestvision.co.uk 

Envirolink NorthWest  
www.envirolinknorthwest.co.uk 

Food NorthWest  
www.foodnw.co.uk 
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Yorkshire and The Humber

Region Overview

Yorkshire and the Humber was traditionally based on 
manufacturing and nowadays has a strong Advanced 
Engineering and Materials cluster which forms part of the 
supply chain to transport equipment, consumer products 
and medical devices industries.  Top imports to the region 
include telecoms equipment, clothing & apparel and other 
manufactured articles.  Iron & Steel and metal manufacturing 
are still strong import categories for the region helping the 
manufacturing sector.  Ireland was ranked 9th by value of 
imports to the region.  

Software & ICT, business & financial services, textiles and 
food were important sectors for FDI.  In terms of regional 
enterprise other business activities, business consultancy and 
architectural & engineering activities were key segments. 
Key opportunities exist in the business & financial services 
sector with Leeds becoming a top location.  The textiles 
sector is also important with a number of UK retail chains 
headquartered in the region.

Hot Sectors

The Advanced Engineering and Materials cluster 
is globally recognised for its quality. This involves the 
development and manufacture of composites and metals, 
and forms a vital part of the supply chain to many top UK 
industries including aerospace and defence, automotive, and 
medical devices.

The region has one of the fastest growing Digital media 
clusters within the UK. Top activities in this sector and in the 
region include web design, television programme production 
and broadcasting, video game development, and mobile 
communications applications.

The region is leading in the Environmental Technologies 
sector. Specific areas where the region is leading in include 
glass recycling, offshore wind electricity generation, biodiesel 
production, and carbon capture.

The Life Sciences sector is smaller than in other regions, but 
has experienced much faster growth in the past five years 
with a primary focus is on medical devices.

The Chemicals sector incorporates development and 
production of chemicals for consumer products, medical 
products and pharmaceuticals, and industrial products. The 
sector employs over 20,000 in the region and has a turnover 
of more than £8 billion.   

Other top sectors include Business and Financial Services 
where Leeds has become an important hub, Logistics, and 
Construction.

Key Information Sources

Regional Development Agency
Yorkshire Forward
www.yorkshire-forward.com 

Key sector representatives

Advanced Manufacturing Research Centre (AMRC)  
www.amrc.co.uk

Future Energy Yorkshire
www.fey.org.uk

National Metals Technology Centre (Namtec)  
www.namtec.co.uk 

Environmental Energy Technology Centre  
www.etcic.com 

Regional food group for Yorkshire & Humber
www.rfgyh.co.uk 

Science City York
www.sciencecityyork.org.uk/index.html 
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East Midlands

Region Overview

The East Midlands has traditionally been seen as a lower cost 
alternative to many southern regions due in part to its lower 
wages and good distribution & logistics infrastructure.  Top 
imports to the region include power generating, industrial 
and specialised machinery.  Ireland was ranked 17th by value 
of imports to the region.  

Automotive, food, industrial machinery and software & 
ICT were important sectors for FDI.  In terms of regional 
enterprise other business activities, business consultancy, 
general construction and architectural & engineering 
activities were key segments. Key opportunities exist within 
a number of sectors including industrial machinery and 
engineering due to sub-supply opportunities and joint 
product development within the manufacturing industry.  

Hot Sectors

The Healthcare and Biosciences sector is driven by 
the demand for improvements in health, predominantly 
through the NHS, retail pharmacy, exports, and an aging 
population.  This sector is home to important new product 
developments in pharmaceuticals and medical devices with 
over 400 companies and 31,000 employees.  Companies 
present include AstraZeneca, 3M Healthcare, Trudell Medical 
International and Reckitt Benckiser.

The Transport Equipment sector employs approximately 
28,000, one of the larger manufacturing sub-sectors in 
the region. The most important area within this sector is 
aerospace, with many high value activities in both civil and 
defence aviation. 

Niche areas such as motorsport play a crucial role, with 
further activity in automotive, rail and marine equipment 
development and manufacturing. A significant number of 
companies in the region are researching and developing fuel 
cell technologies.

Advanced Materials is a fast growing sector, with 
particularly strong competencies in advanced textile 
development and manufacture. These materials form key 
parts of the supply chain for the life sciences and automotive 
industries.
 
Though the ICT sector is relatively small, there is a key niche 
for Video Game development and publishing. The sector is 
characterised by many smaller companies, though a number 
of international titles have emerged from developers in the 
region.

Key Information Sources

Regional Development Agency
East Midlands Development Agency
www.emda.org.uk

Key sector representatives

Medilink East Midlands
www.medilinkem.com 

Food Campus
www.foodcampus.com 

Midlands Aerospace Alliance 
www.midlandsaerospace.org.uk 

Additional useful information

Intelligence East Midlands
www.eastmidlandsobservatory.org.uk 
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West Midlands

Region Overview

The West Midlands has a relatively large population which 
is centralised around Birmingham, the UK’s second city and 
nearby cities and urban areas. Top imports to the region 
include petroleum & petroleum products, road vehicles and 
iron & steel.  Electrical and industrial machinery imports 
were important for the manufacturing industry in the region.  
Ireland was ranked 10th by value of imports to the region.  

Industrial machinery, software & ICT, financial services, food 
and textiles were all important sectors for FDI.  In terms 
of regional enterprise other business activities, business 
consultancy, general construction and architectural & 
engineering activities were key segments for the West 
Midlands. The West Midlands has a large population of 
consumers and key opportunities exist within the supply and 
distribution of consumer goods.  

Hot Sectors

The Aerospace sector has a large presence in the 
region. Companies specialising in composites and other 
advanced materials have experienced success supplying 
to the aerospace industry. Automotive plays a key role 
in the regional economy, with 115,000 employees and an 
annual turnover of £13 billion. Jaguar and Rolls Royce are 
prime examples of market leaders in the region. The Rail 
Equipment sector accounts for the employment of 30,000 
and a turnover of £3 billion.

The ICT sector has been successful in the region, with 
companies such as IBM and Oracle establishing presences 
and is particularly strong in the area of photonics.

Consumer Products is a key sector with Birmingham and 
other cities being home to a significant number of jewellery, 
furniture, textiles and giftware designers. It is also a key 
centre for trade and networking for companies outside of 
the region. The focus within this business area is on higher 
value products and activities.

The Life Sciences sector is smaller than other regions but 
has a particularly strong niche interest in the field of medical 
technologies. A number of companies have experienced 
success in this area and Advantage West Midlands has 
recognised there is a potential to develop this area over the 
next three years. 

Other key areas for the region include Legal and Business 
Services, Creative Industries, and Construction 
Technology.

Key Information Sources

Regional Development Agency
Advantage West Midlands
www.advantagewm.co.uk 

Key sector representatives

Medlink West Midlands
www.medilinkwm.co.uk 

Birmingham Science City
www.birminghamsciencecity.co.uk 

Midlands Aerospace Alliance 
www.midlandsaerospace.org.uk 

Additional useful information

Manufacturing Advisory Service
www.mas-wm.org.uk 

ContactKE
www.contactke.co.uk 
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East of England

Region Overview

The East of England is a key region, acting as a gateway 
for trade and business to the rest of the UK.  Top imports 
to the region include road vehicles, petroleum & petroleum 
products and other transport equipment.  The position of 
the region means that logistics and transportation are key 
categories for imports.  Ireland was ranked 7th by value of 
imports to the region.  

Software & IT, communications, food, biotechnology and 
pharmaceuticals were all important sectors for FDI.  In terms 
of regional enterprise other business activities, business 
consultancy, software consultancy and general construction 
activities were key segments for the region. Key opportunities 
exist for supply to the financial and business services sectors, 
particularly for computer systems with the region having a 
large population and close proximity to London for business 
and consumer markets.   

Hot Sectors

The East is home to the UK’s largest Biotechnology cluster 
and some of the world’s leading centres of excellence in the 
field.  Medical Devices are also a key cluster in this region, 
and combined contribute significantly to the East having the 
highest level of R&D expenditure in the country. Companies 
with locations in the East of England include Genzyme , GSK, 
and Olympus KeyMed

The Energy and Environment sector has a strong presence 
in the East, with investment in a wide range of activities such 
as environmental services & engineering, clean technology, 
sustainable construction, and renewable energy research. 
Many of the activities carried out in this sector in the East are 
higher in value and further contribute to R&D spending.

The ICT sector has one of its largest clusters in the East, 
with a wide range of sub-sector activity in areas such as 
computer hardware development, software development, 
and communications. The region has attracted some of 
the world’s largest companies including Microsoft, Adobe, 
Motorola and Toshiba. 

The region has also attracted a significant amount of 
Financial Services companies particularly in the area of 
insurance, and in other areas for back office functions as 
they migrate outside of London. 

Key Information Sources

Regional Development Agency
East of England Development Agency
www.eeda.org.uk 

Key sector representatives

Renewables East
www.renewableseast.org.uk 

Health Enterprise East (convergent technologies, healthcare 
and medical devices)
www.hee.org.uk 

Software & services overview
www.eei-online.com/download.php?key=2227&ext=pdf 

Additional useful information

East England International
www.eei-online.com

Inspire East www.inspire-east.org.uk
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London

Region Overview

London is a key location for foreign investment due to its 
infrastructure and connectivity to the rest of the world.  
Top imports to the region include petroleum & petroleum 
products, miscellaneous manufactured articles, clothing & 
apparel and telecoms equipment.  Over 80% of the business 
conducted in London is international.  Ireland was ranked 
15th by value of imports to the region.  

Software & IT, communications, textiles and business and 
financial services were all important sectors for FDI into 
London.  In terms of regional enterprise other business 
activities, business consultancy, software consultancy and 
legal activities were key segments for the region. London 
has opportunities across all sectors and is a good location 
for expanding markets.  Textiles and communications are 
important sectors with consumer spending in the capital 
being the top location for spending in the UK.  

Hot Sectors

The Creative Industries industry employs over 500,000. Key 
activities include film and video worth over £4.5 billion, with 
television programmes worth nearly £1 billion. London is the 
key hub in the UK for music, art, publishing and advertising.

Financial and Business services are important industries. 
London is the world’s largest banking city, largest foreign 
exchange market, and home to the FTSE. Other key areas 
include wealth and asset management, fund management, 
and insurance. Legal, accounting and PR activities are also 
experiencing a high degree of success.  

ICT is one of London’s fastest growing sectors, with IT 
services alone growing by 7% per annum. The city is home to 
more than 540,000 IT and technology graduates and is a key 
region for European HQ’s of the world’s largest and most 
innovative ICT companies.

The life sciences sector is a hot area for R&D and is 
particularly important for research in Biotechnology. London 
has five internationally recognised medical schools, while 
research is carried out across 28 universities and additional 
centres of excellence.
 
The Environmental and Energy sectors are key as pressure 
is rising for cuts in CO2 emissions.  This affects a number 
of sectors including traffic management & clean transport, 
energy efficient buildings & construction, and waste disposal 
& recycling.

Other activities that have performed well in the capital 
include Retail, Shared Services, Logistics, and 
Construction.

Key Information Sources

Regional Development Agency
London Development Agency
www.lda.gov.uk 

Key sector representatives

International Financial Services London
www.ifsl.org.uk

London technology network
www.ltnetwork.org 

New London architecture
www.newlondonarchitecture.org 

Bio London
www.biolondon.org.uk 

Regional Profiles | London

http://www.lda.gov.uk
http://www.ifsl.org.uk
http://www.ltnetwork.org
http://www.newlondonarchitecture.org
http://www.biolondon.org.uk


43

South East

Region Overview

The South East has key transport infrastructure for both imports 
and exports and is the top gateway for products and services 
into the UK. Top imports to the region include road vehicles, 
telecoms equipment, petroleum & petroleum products, office 
machines and medicinal & pharmaceutical products. Ireland 
was ranked 14th by value of imports to the region.  

Software & IT, communications, textiles, food and financial 
services were all important sectors for FDI.  In terms of 
regional enterprise other business activities, business 
consultancy, software consultancy and architectural and 
engineering activities were key segments for the region. Key 
opportunities exist in software & IT and communications, the 
majority of inward investment projects to the region were in 
these two sectors.  

Hot Sectors

The ICT sector has boomed with high concentrations 
of companies in the Thames Valley and other locations. 
Companies in this sector account for an estimated 185,000 
jobs. Vodafone, Microsoft, Nokia, and IBM have operations 
in the region.

The life sciences cluster is larger than in other regions and 
has a strong focus on medical devices. Drug discovery and 
pharmaceutical manufacturing companies located in the 
South East include GE Medical Systems and GlaxoSmithKline.

The UK has the largest aerospace and defence cluster 
in Europe, forecast to be worth £32 billion by 2009. Many 
of the world’s largest and most prominent aerospace 
companies are located in the region and have a strong focus 
on R&D activities including Boeing and BAE.

Financial and business services companies are drawn to 
the region due to its proximity to London and relatively lower 
operating costs. The region also has a large cluster of venture 
capitalists and business angels. Companies located in the 
region include HSBC and Lloyds TSB. 

Creative industries is a high growth sector in the region. 
Activities include advertising, film & television production, 
games & leisure software development, music production 
and publishing. Key market players include the BBC, 
Electronic Arts and Nintendo. 

Environmental technology is a fast growing sector made 
up by many smaller companies. The South East is a key hub 
with a particularly strong focus and opportunities in the 
areas of alternative energy development and generation, 
sustainable construction, and water and waste management. 
Companies in this sector include Veolia Environmental 
Services, and Strategic Diagnostics.

Key Information Sources

Regional Development Agency
South East England Development Agency (SEEDA)  
www.seeda.co.uk 

Key sector representatives

South East Centre for the Built Environment  
www.secbe.org.uk 

South East Health Technologies Alliance  
www.sehta.co.uk 

Farnborough Aerospace Consortium  
www.fac.org.uk 

Marine South East  
www.marinesoutheast.co.uk 

South East Media Network 
www.southeastmedianetwork.co.uk 
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South West

Region Overview

The South West has opportunities in a diverse range of 
sectors.  Top imports to the region include road vehicles, 
other transport equipment, telecoms equipment, office 
machines and general industrial machinery.  Ireland was 
ranked 9th by value of imports to the region.  

Textiles, hotels & tourism, food, software & ICT and financial 
services were all important sectors for FDI.  In terms of 
regional enterprise other business activities, business 
consultancy, general construction activities and farming were 
key segments for the region.  The manufacture of transport 
equipment has a main role in the regional economy and 
there are opportunities for supply of components and 
materials, as well as engineering consulting services.  
Agriculture plays a strong role in the regional economy and is 
an important sector. 

Hot Sectors

Transport Equipment is primarily led by aerospace, 9 
out of the top 12 companies operating in the UK have 
locations in the South West. These larger companies are 
heavily dependent on sub-supply from smaller companies. 
Automotive component manufacture is also important 
for this sector. Overall these sectors employ 60,000 
and contribute £3 billion to the local economy. Marine 
manufacturing accounts for the employment of a further 
32,000.

Creative Industries are primarily driven by music 
production and advertising and in total the sector employs 
approximately 89,000. Jewellery manufacture and crafts also 
create a significant amount of employment through micro 
enterprises and small businesses.

The natural elements of the region have resulted in the 
establishment of a strong Environmental Technology 
sector. The region is well placed to take advantage of wind, 
wave, and tidal power, and growth expectations for these 
are high. The sector currently employs over 20,000 and 
generates an estimated £1.3 billion.

Financial Services have grown significantly in recent 
years in the South West, and now accounts for 232,000 
employees. This growth has been primarily driven by its 
proximity to London and suitability for back office and 
administrative functions.
 
ICT in the South West has been contributed to significantly 
by the spread of the M4 corridor. The region has particularly 
strong performance and competencies in areas such as 
wireless communications, photonics, semiconductor 
development and design, and software development.

Key Information Sources

Regional Development Agency
South West RDA
www.southwestrda.org.uk

Key sector representatives

West of England Aerospace Forum 
www.weaf.co.uk 

BioApproaches South West
www.bioapproaches.co.uk 

South West Food & Drink
www.southwestfoodanddrink.com  

South West Food & Drink Skills Network
www.swfoodanddrinkskills.co.uk

Enterprise Pavilion  
www.aibep.co.uk 
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Wales

Region Overview

Wales is one of the smallest regions in the UK in terms of 
population and the size of the economy.  Top imports to the 
region were industrial products such as metal ores, iron & 
steel and coal and coke.  Power generating machinery and 
electrical machinery were also important import categories, 
with manufacturing being an important industry for Wales.  
Ireland was ranked 27th by value of imports to the region.  

Food, business services, automotive components, metals 
and paper, printing & packaging were all important sectors 
for FDI.  In terms of regional enterprise farming was a key 
segment for the region as was general construction and 
business activities.  Agriculture is very important to Wales 
and this was reflected by the number of food projects being 
invested in the region.  The region has also attracted business 
services projects and many of these activities have involved 
call centres and shared services.  

Hot Sectors

Transport Equipment manufacturing has been driven by 
the aerospace industry and employs 20,000. A number of 
market leaders in the industry have located in the region 
including EADS and BAE. Automotive has primarily been 
driven by two industry leaders, Ford and Toyota, and by 
a large number of indigenous and foreign owned niche 
companies.

Wales is a popular location for Customer Contact and 
Shared Services activities. HBOS, Zurich, ING, Unilever 
and Tesco have all established centres in Wales, and have 
contributed to the 27,000 employed in these activities.

Financial Services employs approximately 28,000 in Wales, 
and is primarily dominated by retail banking activities. 
However, pensions and insurance have also experienced 
growth in the region.

Growth in the M4 corridor has begun to spill over into 
Wales, making ICT a key industry. Over 33,000 are now 
employed across a range of activities including R&D.

Wales has also had some success in the areas of Life 
Sciences, Creative industries, and Government and 
public services relocation.

Key Information Sources

Regional Development Agency
International Business Wales
www.ibwales.com 

Key sector representatives

Aerospace Wales Forum
www.aerospacewalesforum.co.uk

Welsh Automotive Forum
www.welshautomotiveforum.co.uk 

BioWales
www.biowalesevent.com

MediWales
www.mediwales.com

Welsh Contact Centre Forum 
www.welshcontactcentreforum.co.uk

Institute of Advanced Telecommunications
www.swan.ac.uk/iat
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Scotland

Region Overview

Scotland has access to significant natural resources such as 
oil and gas, particularly in the North Sea, this is reflected in 
the top import categories with power generating machinery, 
petroleum & petroleum products and coal & coke all being 
key imports to Scotland.  General & industrial machinery 
were also key import categories for the region.  Ireland was 
ranked 15th by value of imports to the region.  

Business & financial services, software & ICT, coal, oil & 
gas and food were all important sectors for FDI.  In terms 
of regional enterprise farming was a key segment as 
was business consultancy and other business activities.  
Agriculture is still an important industry within Scotland this 
was reflected in the number of investment projects. Foreign 
firms have taken advantage of natural resources in the region 
by investing in coal, oil & gas projects.  Software and ICT is 
an area within the financial services sector for future growth. 

Hot Sectors

Aerospace is Scotland has a turnover of £2.1 billion and 
employs 30,000 within a broad range of activities including 
materials manufacture; design and R&D. Airlines such as 
Ryanair have established bases, opening up the market for 
maintenance and overhaul facilities. Opportunities exist in 
niche sectors such as unmanned aerial vehicles, avionics, 
space technologies and defence.

The Life Sciences sector contributes £2.8billion a year to the 
economy with around 30,500 employed by 600 life science 
companies.  Wyeth, Invitrogen, Cellartic and Organon all 
have facilities in Scotland. 

The Financial sector boasts 50% of the world’s top 20 
financial institutions and employs approximately 86,000 with 
70,000 employed in support companies.  Companies present 
include JP Morgan and State Street. Banking, insurance and 
asset management are core areas, but support activities 
for call centres and shared services centres have also been 
developed in the region.

The Chemicals sector has progressed significantly for both 
domestic and foreign companies. This is partially fed into 
by the region’s natural resources and extractive industries, 
and feeds other industries in the Scottish economy such as 
aerospace, pharmaceuticals and consumer products.  

Scotland is one of the few remaining regions of the UK with 
large scale manufacturing in both Textiles and Electronics. 
With competition from emerging and developing markets 
overseas, the need for increased efficiencies is greatly 
required, along with a re-focus on higher value activities 
within the sector.

Key Information Sources

Regional Development Agency
Scottish Development International
www.sdi.co.uk
 

Key sector representatives

Scottish Renewables
www.scottishrenewables.com 

Scotland Food & Drink
www.scotlandfoodanddrink.org/7148 

Life Sciences Scotland
www.scottish-enterprise.com/life_sciences 

Additional useful information

Scottish Council for Development & Industries
www.scdi.org.uk

Regional Profiles | Scotland

http://www.sdi.co.uk
http://www.scottishrenewables.com
http://www.scotlandfoodanddrink.org/7148
http://www.scottish-enterprise.com/life_sciences
http://www.scdi.org.uk


47

Enterprise	Ireland	contacts
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For further Information on areas where Enterprise Ireland can assist you please contact one of the following offices. For 
enquiries in relation to the First Flight Programme please contact Client Management Development at the Head Office 
number below.

Office Address Telephone

Head Office (Dublin) The Plaza, East Point Business Park, Dublin 3 +353 (0) 1 727 2000

Client Knowledge Services The Plaza, East Point Business Park, Dublin 3 +353 (0)1 727 2324

UK Office 2nd Floor, Shaftesbury House, 151 Shaftesbury Avenue,  
 London, WC2H 8AL +(4420) 7438 8700

Athlone Auburn, Dublin Road, Athlone, Co. Westmeath +353 (0) 90 648 7100

Cork Industry House, Rossa Avenue, Bishopstown, Cork +353 (0) 21 480 0200

Dundalk Finnabair Industrial Park, Dundalk, Co Louth +353 (0) 42 935 4400

Killarney 57 High Street, Killarney, Co Kerry +353 (0) 64 71600

Galway Mervue Business Park, Galway +353 (0) 91 735 900

Letterkenny Portland House, Port Road, Letterkenny +353 (0) 74 9169800

National HQ for Entrepreneurship 4500 Atlantic Avenue, Westpark, Shannon, Co Clare +353 (0) 61 777 000 
& Regional Development (Shannon)

Shannon Laboratories Shannon Town Centre, Shannon, Co. Clare +353 (0) 61 718300

Sligo Finisklin Business Park, Sligo +353 (0) 71 915 9700

Waterford Waterford Industrial Park, Cork Road, Waterford +353 (0) 51 333 500

Enterprise Ireland Contacts | 
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Key Sources

Department for Business, Innovation and Skills –  
www.berr.gov.uk
Key information about UK industry trends and exporting

Central Statistics Office – www.cso.ie
Key Irish statistics

Office of National Statistics – www.statistics.gov.uk
Key UK statistics

European Central Bank – www.ecb.int
Key data on exchange rates and economic information about 
the Eurozone

HM Revenue and Customs – www.uktradeinfo.com
Key statistics on trade in and out of the UK

UK Trade and Investment – www.uktradeinvest.gov.uk
Key information about sector opportunities in the UK

Key Sector Information Sources

Life Sciences - Associations & links

The Association of the British Pharmaceutical Industry –  
www.abpi.org.uk

The BioIndustry Association (BIA) –  
www.bioindustry.org

The Association of British Healthcare Industries –  
www.abhi.org.uk

The National Health Service – 
www.nhs.uk

Appendices
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ICT - Associations and links

Business Application Software Developers Association -  
www.basda.org

British Computer Society –  
www.bcs.org.uk

Internet Services Providers’ Association –  
www.ispa.org.uk

UK Web Design Association -  
www.ukwda.org

Association of Independent Computer Specialists -  
www.aics.org.uk

Office of Communications –  
www.ofcom.org.uk

UK Competitive Telecommunications Association -  
www.ukcta.org.uk

The Institute of Telecommunications Professionals -  
www.theitp.org

Computer Weekly –  
www.computer-weekly.com

Computing –  
www.computing.co.uk

ITNOW –  
www.bcs.org.uk

Financial and Business Services - Associations & links

British Bankers Association –  
www.bba.org.uk

Financial Services Authority –  
www.fsa.gov.uk

Financial Ombudsman Service –  
www.financial-ombudsman.org.uk

The Market Research Society –  
www.mrs.org.uk

International Financial Services London –  
www.ifsl.org.uk

The London Stock Exchange –  
www.londonstockexchange.com
 
Management Consultancies Association –  
www.mca.org.uk

The Association of British Insurers –  
www.abi.org.uk

British Insurance Brokers Association –  
www.biba.org.uk

Association of Private Client Investment Managers and 
Stockbrokers – 
www.apcims.co.uk

Investment Management Association – 
www.investmentuk.org

The Law Society – 
www.lawsociety.org.uk

UK Financial Investments Ltd – 
www.ukfi.gov.uk
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