)
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Who we spoke to

* Questions added at the back of ICAEW Business Confidence Monitor
(BCM) from 28 August to 2 November 2018

« 650 telephone interviews with senior business professionals (ICAEW
Chartered Accountants) working in all types & size of business, across
every economic sector and UK region

 Where available, 2016 and 2014 data included in brackets
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‘Exporters’



Not many new
‘exporters’

Nearly all ‘exporters’ are a long-
term exporters

3% of ALL businesses have started
exporting in the last two years (1% of
ALL Large and 7% of ALL SMESs)

Upward trend in the number of
‘exporters’selling for more than 3
years (94% in 2018, 92% in 2016 and
88% in 2014)

For over a third of ‘exporters’ (36%)
more than a half of their turnover
comes from trading overseas

© ICAEW 2018



Europe (EU countries) remains the top export
destination

Key markets for (2016 and 2014 data in brackets)

each region

Germany [ oquy )
France |ssesiieri o

Ireland | e v v
Netherlands _---.J

Spain 7%
Italy 6%
Everywhere | s «aimd
Australia |Sesiors —
China |Gemisimd
Singapore |Geeriiad
Japan —--j—'
usa | ki _ Dubai —_—i India Pl
_-'J Saudi Arabia | e v Hong Kong |&sw4
Canada | <k Israel |wausd New Zeland |&iid
Brazil -ﬁ Everywhere S U Everywhere 204 )
Mexico J’
0
Everywhere |#
South Africa —-.—'
Nigeria |4
Everywhere |swivi
Base: Exporters (314) © ICAEW 2018



Less than a quarter of
planning to enter new markets

NOt many « Downward trend in the number of
‘exporters’ planning to enter new

‘exporters ? markets (22% in 2018, 25% in

_ 2016 and 33% in 2014)
p I an ni ng to » Most planning to continue exporting
to the same countries (95% in
expand 2018, 92% in 2016 and 94% in

2014)
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Europe and Asia Pacific the top destination
for possible expansion In next 12 months

Exporters planning to export to any new countries

Key markets for (2016 and 2014 data in brackets)

each region
Spain -
ltaly | el
Germany 3%
Denmark 3%
Norway 3%
Dubari —_-—'
USA | sl
Canada China ____'
India -—J
Singapore -"
Japan ..?
South Africa _...‘

Base: Exporters planning to export to any new countries (75) © ICAEW 2018



Brexit, regulation and competition seen by
‘exporters’ as the top three challenges for the
business when selling outside of the UK

The main challenge for the business when exporting

g &) ) X &)

¢ > & & & ¥ & & o &
‘27K <° & 82 Q\ O Q‘@ o ®$ QQ \\"S\
@ Q Y o N O N 8
< O 00 & Y Q Q
Q) O Q & N N

& i \(\b $ ,\oQ $ \o\$ &

N < @ o & ©) N
& N P N >
2 2
N (o]
Ny ©

Base: Planning to continue exporting to the same or new countries (304) © ICAEW 2018



‘Exporters’ see Brexit as a risk to their
export plans

« The majority of ‘exporters’ see Brexit as a risk to their plans (78%), with nearly
a third (30%) believing to be a great risk

* 63% also think that growing trade wars cold be a risk to their export plans

Brexit Growing trade wars
= A great risk = A slight risk = A great risk = A slight risk
No risk at all = Don't know No risk at all © Don't know

Base: Exporters (314) © ICAEW 2018



A range of sources of information/advice

used by ‘exporters’ when expanding

Sources of information and advice on export most likely to be used when expanding

Professional advice firm

Goverment department promoting
international trade (eg UKTI or UKEF)

Business representative body (eg BCC)

Own company trade body

Accountant

Bank

Other reasons

Would not seen information/advice

Would not seek any UK
information/advice

Don't know

Base: Exporters planning to export to any new countries (75)
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‘Non - exporters’



‘Non-exporters’

unlikely to start

exporting in the
near future

Only 1% plan to start
exporting in the next 12
month

Additional 1% is considering it

* Nearly all ‘non-exporters’ not
planning to start selling overseas in
the next 12 months (98% in 2018
Vs 96% in 2016 and 2014)

No difference between SMEs and
Large businesses
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The key reason for not exporting Is they see
their business as specific to the UK

Business specific to UK market
Have a sufficient market in the UK
UK subsidiary

Other (please specify):

Different regulatory environment
Brexit

Lack of adequate resources

Perceived associated risk on the organisation’s
turnover

Lack of information on market entry
Low return on investment required

Don't know

Base: Non-exporters (314)

SMEs 61% vs Large 37%

SMEs 20% vs Large 10%

As the majority are focused on the UK, a
significant proportion not aware of DIT
or UKEF

* 32% not aware of DIT (UK Department for
International Trade)

* 56% not aware of UKEF (UK Export Finance)
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