
Exporting
From the UK

Introduction
The total annual value of UK 
exports has fallen 10% in 
recent years to £348 billion in 
2015.

53.6% of UK exports is intra 
EU, 22.5% to Asian and 16.1% 
to the US.

Primary exports

Machinery 13.9%

Gems, precious metals 11.5%

Vehicles 11%

Pharmaceuticals 7.8%

Oil 7.2%

Electronics  6.3%

Aerospace 4.1%

Medical, technical  
equipment 4%

Chemicals 3%

Plastics 2.6%

Exporters 
Germany 11%

United States 10%

Netherlands 8%

Switzerland 7%

France 6%

1. Plan your move

Investigate the demand for 
your product and competitor 
activity.

Visiting potential markets to 
conduct research and  
showcase your products at 
trade fairs is a good way to 
build contacts

Consider the resources  
implications of additional  
market development 

Identify the practices, customs 
and legal framework in the 
countries you are exporting to

Make use of Government  
support for exporters. The UKTI, 
British Chambers of Commerce 
and the Institute of Export are a 
good starting point.

trust us
to deliver



2. Negotiation 

You need to understand  
‘Incoterms’, the internationally 
agreed rules which set out the  
delivery terms for goods being 
traded internationally. They allow 
the buyer and seller to agree  
details on the terms of sale and  
prevent any future  
misunderstandings or disputes

You will need to establish the  
documentation you need to  
provide to enter the market.

Your export quote should  
include:

- The particulars of your  
product including pack sizes and 
packaging formats

- Price and delivery terms 

- Lead time

- Estimated date of shipment

- Payment terms

3. Financial

Insure against non-payment, or 
better still negotiate payment  
up-front or in stages. 

Your profit margins can be  
impacted by currency rate  
fluctuations. Avoid this by match-
ing the income with expenditure in 
that currency, or consider borrow-
ing money to offset.

4. Risk

Make sure your product  
specifications are compliant with 
the regulations and standards of 
the country you are exporting to.

Check if you need a licence or  
other qualifying documentation.

Although there is no legal  
obligation to do so, it’s best to  
insure your goods while in transit.

5. Shipping

We can help you set up the  
efficient and cost-effective  
processes for moving your goods 
seamlessly to your customers:  
Essential to ensure successful  
international growth.

6. Export paperwork  
(example)

Commercial invoice providing  
details of unit price, number of 
units and amount, as well as  
financial and address details.

Pro-forma invoice providing  
information on the unit price,  
number of units and total amount, 
(i.e. as with a commercial invoice).

Certificate of insurance proving 
that cover is in place for the goods 
you are exporting.

Certificate of Origin certifying the 
origin of the goods that you are 
exporting (Issued by Chambers of 
Commerce when required).

7. Managing your new market

Check in with customers, local 
agents, banks and other partners 
regularly.

Provide the same standard of 
service to your export customers as 
you do in the UK.

Monitor the market - economically, 
politically and socially - for  
developments that might impact 
your business.
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