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Foreword 
 
We bid farewell to September in 
style, celebrating the outstanding 
exporting achievements of this 
year’s Queen’s Awards for 
Enterprise winners at our annual 
Queen’s Award Gala Dinner. 
 
The event, which was held at the 
architecturally stunning Inner 
Temple, was organised and hosted 
by ourselves and sponsored by 
Strong & Herd, Amber Road and 
TestPlant Limited. 
TestPlant’s CEO, George 
Mackintosh, reinforced how The 
Institute of Export has tirelessly 
encouraged our nation to 
export…since 1935.  He said: “This 
body is a font of invaluable practical 
information which it shares – at 
modest cost – with us, the 
international trade community. 
They help businesses steer around 
export potholes and develop 
professional standards which are 
widely admired. 
 
“This year, the Queen’s Award for 
Enterprise celebrates 50 years of 
recognising Britain’s leading 
exporters and innovators and, 
tonight, the Institute of Export 
allows the winners the privilege of 
enjoying our success with our 
colleagues and with our partners 
and customers who’ve helped us 
over the past years. So thanks to 
you, Lesley, to your team - and to 
your board for your fine work and 
for staging this wonderful event.” 
 
Sharing the history of TestPlant’s 
international business aspirations, 
Mr Mackintosh emphasised how 
high growth, mid-sized businesses 
are the engine of Britain’s economic 
recovery and of its future. He called 
upon the government and 
corporates to give small and 
medium size businesses a chance, 
explaining how it was more difficult 

to operate in this country than it is 
in other markets.  
 
The CEO highlighted how a strong 
home market would help propel 
businesses into overseas markets – 
which would drive more UK jobs 
and an increase in UK high-growth 
“gazelles” – high growth, mid-sized 
businesses. 
 
Mr Mackintosh concluded by 
saying: “I’d like to appeal to 
Britain’s corporate CEOs, to their 
CIOs and to their heads of software 
procurement: give MSBs a chance! 
It’s good for us, good to those 
businesses that buy from us and 
good for the British 
economy…which is good for us all. 
 
“Again my thanks to the IOE team – 
for what you do and for what you 
represent which is so important to 
this nation.”   
 
The dinner provided award 
recipients with a memorable 
evening of celebration, a fascinating 
insight from guest speaker and 
renowned political commentator, 
John Sergeant, and a host of 
networking opportunities.  
 
In other developments, the IOE has 
recently launched a one day course, 
An Introduction to Exporting – 
Services  to help UK service provider 
to export their services.    
 
Services now contribute more to 
the UK economy than any other 
industry and, over time, their 
contribution has increased from an 
estimated 46% in 1948 to 78% in 
2012.  The course highlights legal, 
operational and commercial 
implications and why it is so 
important to understand these 
processes to help develop a 
successful and profitable global 
business. 
 
Key Learning objectives of the 
course will help attendees to 
understand: 

 Regulations and taxes for 
international trade in 
services 

 VAT for services and digital 
products 

 Intellectual property and 
licensing 

 Operational and legal 
research to perform 
services 

 The considerations for 
setting up overseas 

 Understanding payment 
methods 

 The importance of being 
culturally aware 

 Market research 
 The different platforms for 

promoting the service 
 Maintaining a profit 
 Preferential trade 

agreements for services 
including GATS and the EU 
Directive 

 Sales and routes to market 
 Optimizing websites for 

international trade 
 E commerce and social 

media marketing 
 
All attendees will receive 6 months 
FREE support after the course. For 
more information on the 
IOE’s training, qualifications or busi
ness membership visit 
our website or contact us 
 
And finally, we would be delighted 
if you can celebrate the momentous 
occasion of our 80th Birthday Party 
on the evening of 18th November 
2015, when we will hold a gala 
dinner to honour our Corporate, 
Business and Individual Members, 
along with Friends and Colleagues. 
 
The event at The Royal Horseguards 
Hotel, London includes a drinks 
reception and a specially designed 
three course meal. To find out 
more, or to book your tickets, 
please call us on +44 (0)1733 
404400 or email 
events@export.org.uk 
  

http://searcys.co.uk/venues/inner-temple/#.VadnPqRViko
http://searcys.co.uk/venues/inner-temple/#.VadnPqRViko
http://www.strongandherd.co.uk/
http://www.amberroad.com/
http://www.testplant.com/
http://www.export.org.uk/shop/an-introduction-to-exporting-services
http://www.export.org.uk/shop/an-introduction-to-exporting-services
http://www.export.org.uk/training#_blank
http://www.export.org.uk/professional-qualifications#_blank
http://www.export.org.uk/ioe-membership/business-membership#_blank
http://www.export.org.uk/ioe-membership/business-membership#_blank
http://www.export.org.uk/#_blank
http://www.export.org.uk/contact-us#_blank
http://www.export.org.uk/latest-news/the-institute-of-export-80th-birthday-party
mailto:events@export.org.uk


 

Editorial 

Mixed Signals on 
Outlook for UK 
Economy 
A series of economic 
indicators are giving 
a mixed picture for 
the outlook of the 
British economy in 
the face of growing 
unease about China 
and other major emerging markets. 
The good news included new 
figures from the Office for National 
Statistics (ONS) that showed the 
UK’s current account deficit 
reduced significantly in the second 
quarter, to 3.6% of GDP, thanks to 
increased exports of goods and 
services. This confounded 
expectations that the stronger value 
of Sterling would hamper export 
performance. 
This finding appeared to contradict 
a CBI survey from the previous 
week that pointed to falling output 
in the manufacturing sector and in 
exports of goods. The CBI’s report, 
which relates to the third quarter, 
found that the slow-down in 
economic growth in China was 
leading to lower orders for UK 
factories. The news that the steel 
factory in Redcar is to be 
mothballed has also been largely 
attributed to the fall in demand 
from China. 
There was little to cheer about for 
Britain’s competitiveness, as 
another report from the ONS 
showed that Britain’s productivity 
was continuing to lag behind 
competing economies, and had now 
fallen 20 percent behind the G7 
average. 
Meanwhile, the Organisation for 
Economic Co-operation and 
Development (OECD) revised 
downwards its forecasts for global 
economic growth. 
Ireland, Germany and Brazil were 
among a number of countries that 

reported a downturn in exports 
during September. 

EU Vietnam Trade Deal 
Agreed 
The European Union reached an in 
principal 
agreement 
with 
Vietnam on 
a free trade 
deal last 
month. The agreement, which will 
remove nearly all tariffs on traded 
goods is expected to boost trade 
with Vietnam, which has become 
one of the most dynamic 
economies in Asia. The European 
Commission expressed optimism 
that the deal would set a standard 
for proposed agreements with 
other countries in South East Asia. 
 

Fairtrade Welcomes 
New Rules on Supply 
Chain Transparency. 
The Fairtrade Foundation, that 
provides certification for goods 
produced in developing economies, 
has welcomed new government 
plans that will require larger 
companies to demonstrate what 
they are doing to stop slavery and 
trafficking in their supply chains. 
The 
proposed 
rules will 
apply to 
companies 
with a 
turnover of 
£36 million 
or more. 
 

ICC Calls for Rules of 
Origin to be 
Harmonised 
The International Chamber of 
Commerce is calling for individual 
countries to desist 
from introducing 
their own rules on 
origin of goods and 
adhere to the World 
Trade Organization 
(WTO) Agreement. ICC fears that 
the increasing trend towards 
unilateral regulations may lead to 
trade distortions and increased 
confusion for exporters and 
manufacturers. 
 

Russia 
Members trading with Russia are 
likely to see no easing in the 
bilateral restrictions that have been 
introduced 
since the 
disputes over 
Ukraine 
accelerated. 
Both Russia 
and the EU 
have announced extensions to 
current trade sanctions, that will 
now run at least until the end of the 
year. 
 

Trade Classification 
Helpline 
The UK government’s trade 
classification helpline closed at the 
beginning of September. Advice on 
coding of exports and imports can 
now only be given by email. 
Enquiries should be addressed to 
classification.enquiries@hmrc.gsi.g
ov.uk  
 

Kazakhstan 
The Republic of Kazakhstan became 
the 162nd member of the World 
Trade Organization (WTO) recently 

mailto:classification.enquiries@hmrc.gsi.gov.uk
mailto:classification.enquiries@hmrc.gsi.gov.uk


 

 
 

International Trade Events 
Our roundup of what’s on in the coming months. 
 
 

 

 Spotlight on South Africa with HMG HE Judith Macgregor: 6th October 2015 - London 

 Doing Business in Russia - 8 October 2015 - London 

 Kaye Whiteman Lecture: 14th October 2015 - London 

 Renewable Energy for a Sustainable Africa: 21st October 2015 - London 

 
Arabic Language Training - Full Day for Beginners – 22 October-  London 

 
The Institute of Export 80th Birthday Northern Ireland Lunch - 23 October  

 
Arabic Language Training - Full Day for Beginners – London 28 October 2015  

 
The Institute of Export 80th Birthday Scotland Lunch - 30 October 

 Complying with Export Controls Seminar - 5 November 2015 - Birmingham 

 ExploreExport 2015 – 6 November 2015 - Edinburgh 

 ExploreExport 2015 – 6 November 2015 - Belfast 

 ExploreExport 2015 – 9 November 2015 - Gateshead 

 ExploreExport 2015 – 9 November 2015 - Newmarket 

 ExploreExport 2015 – 10 November 2015 - Barnsley 

 ExploreExport 2015 – 10 November 2015 – London & South East 

 ExploreExport 2015 – 11 November 2015 -  Nottingham 

 ExploreExport 2015 – 11 November 2015 - Bristol 

 
Arabic Language Training - Full Day for Beginners – London 12 November 2015 

 ExploreExport 2015 – 12 November 2015 - Birmingham 

 ExploreExport 2015 – 12 November 2015 - Cardiff 

 ExploreExport 2015 – 13 November 2015 - Manchester 

 
The Institute of Export 80th Birthday Party 18 November 2015 

 GTR: West Coast Trade & Working Capital Conference 2015 - 19 November, San Jose USA 

 
Arabic Language Training - Full Day for Beginners – London 26 November 

 
 
 
 
 
 
Please let us know if you have any events you would like listing here or on the website 

http://www.export.org.uk/latest-news/international-trade-events/event/371-spotlight-on-south-africa-with-hmg-he-judith-macgregor-6th-october-2015-london
http://www.export.org.uk/latest-news/international-trade-events/event/368-doing-business-in-russia-8-october-2015-london
http://www.export.org.uk/latest-news/international-trade-events/event/372-kaye-whiteman-lecture-14th-october-2015-london
http://www.export.org.uk/latest-news/international-trade-events/event/373-renewable-energy-for-a-sustainable-africa-21st-october-2015-london
http://www.export.org.uk/latest-news/international-trade-events/event/333-arabic-language-training-full-day-for-beginners-london
http://www.export.org.uk/latest-news/international-trade-events/event/327-the-institute-of-export-80th-birthday-northern-ireland-lunch-23-october
http://www.export.org.uk/latest-news/international-trade-events/event/334-arabic-language-training-full-day-for-beginners-london
http://www.export.org.uk/latest-news/international-trade-events/event/331-the-institute-of-export-80th-birthday-scotland-lunch-30-october
http://www.export.org.uk/latest-news/international-trade-events/event/374-complying-with-export-controls-seminar-5-november-2015-birmingham
http://www.exploreexport.ukti.gov.uk/Edinburgh.aspx
http://www.exploreexport.ukti.gov.uk/Belfast.aspx
http://www.exploreexport.ukti.gov.uk/Belfast.aspx
http://www.exploreexport.ukti.gov.uk/Newmarket.aspx
http://www.exploreexport.ukti.gov.uk/Barnsley.aspx
http://www.exploreexport.ukti.gov.uk/London.aspx
http://www.exploreexport.ukti.gov.uk/Nottingham.aspx
http://www.exploreexport.ukti.gov.uk/Bristol.aspx
http://www.export.org.uk/latest-news/international-trade-events/event/335-arabic-language-training-full-day-for-beginners-london
http://www.exploreexport.ukti.gov.uk/Birmingham.aspx
http://www.exploreexport.ukti.gov.uk/Cardiff.aspx
http://www.exploreexport.ukti.gov.uk/Manchester.aspx
http://www.export.org.uk/latest-news/international-trade-events/event/292-the-institute-of-export-80th-birthday-party
http://www.export.org.uk/latest-news/international-trade-events/event/332-gtr-west-coast-trade-working-capital-conference-2015-19-november-san-jose-usa
http://www.export.org.uk/latest-news/international-trade-events/event/336-arabic-language-training-full-day-for-beginners-london


 

 
 
 

UK Trade & Investment will be 
holding its next Export Week 9-
13 November. Across the week 
there will be a varied series of 
events all over the UK, aimed 
at businesses to either start 
their export journey or 
increase their international 
business. 
 
Previous Export Weeks have 
seen over 27,000 companies in 
the UK attend exporting 
focused events.  

 
 

Join Amber Road in Birmingham on November 5th, for a free seminar on Complying 
with Export Controls! 
 
Why should you attend? 

 Hear presentations from global trade industry leaders, including a Legal Inspector 
from Crown Prosecution Service 

 Address strategies for delivering financial returns on your global supply chain 

 Network with fellow industry professionals  
 
You won't want to miss this informative seminar. Reserve your seat today! 
http://info.amberroad.com/AmberRoadSeminar-Birmingham-
Nov2015_HomePage.html  

 
 
 
We’re back at Going Global Live at Olympia this December with a bigger stand and a 
bigger presence – don’t forget to book your tickets!   

http://info.amberroad.com/AmberRoadSeminar-Birmingham-Nov2015_HomePage.html
http://info.amberroad.com/AmberRoadSeminar-Birmingham-Nov2015_HomePage.html
http://www.goinggloballive.co.uk/tracker.asp?code=IOESITE
http://www.exportweek.ukti.gov.uk/full/
http://www.goinggloballive.co.uk/tracker.asp?code=IOESITE
http://info.amberroad.com/AmberRoadSeminar-Birmingham-Nov2015_HomePage.html


 

 
 

Forthcoming Training Courses  
No matter what level you are at, our courses will give you the skills and expertise you need 
to gain a competitive advantage in the challenging and complex world of international 
trade. 
 
7/10/2015 An Introduction to Importing - London 
13/10/2015 Advanced Letters of Credit - Peterborough 
14/10/2015 Setting Up an Export Agency - London 
20/10/2015 International Documentation & Customs Compliance - Peterborough 
21/10/2015 Legal Aspects of International Trade - London 
22/10/2015 Bonds and Guarantees - London 
28/10/2015 UK & US Export Controls: A Basic Understanding – Peterborough 
29/10/2015 An Introduction to Exporting - Services - Peterborough 
 3/11/2015 Incoterms® 2010 Training AM - London 
 3/11/2015 Incoterms® 2010 Training PM - London 
5/11/2015 Effective International Sales and Marketing - Peterborough 
18/11/2015 An Introduction to Exporting - Physical Goods - London 
25/11/2015 An Introduction to Exporting - Physical Goods - Peterborough 
26/11/2015 International Documentation & Customs Compliance - London 
26/11/2015 Establishing and Managing Agents & Distributors - Peterborough 
 
 
 
 
 
 
 
Benefits of training: 

 Enhancing trading performance 
 Raising standards of professionalism in international trade 
 Creating competitive advantages 
 One of the top providers of International Trade Training. 
 Courses start from only £295 (for members). 

 
  

http://www.export.org.uk/shop/an-introduction-to-importing
http://www.export.org.uk/shop/advanced-letters-of-credit
http://www.export.org.uk/shop/setting-up-an-export-agency
http://www.export.org.uk/shop/international-documentation
http://www.export.org.uk/shop/legal-aspects-of-international-trade
http://www.export.org.uk/shop/bonds-and-guarantees-203
http://www.export.org.uk/shop/uk-us-export-controls
http://www.export.org.uk/shop/an-introduction-to-exporting-services
http://www.export.org.uk/shop/incotermsr-2010-training
http://www.export.org.uk/shop/incotermsr-2010-training
http://www.export.org.uk/shop/selling-internationally
http://www.export.org.uk/shop/an-introduction-to-exporting
http://www.export.org.uk/shop/an-introduction-to-exporting
http://www.export.org.uk/shop/international-documentation
http://www.export.org.uk/shop/agents-distributors


 

Training Feature 
 

Exporting services? Our new course helps you develop a profitable global 
business 
Tutor Jeff Lewis, MBA BSc MIEx outlines the benefits of the IOE’s an Introduction to Exporting – Services course 
 
Industries classified as services now contribute more to the UK economy than any other industry. Over time, their 
contribution has increased from an estimated 46% in 1948 to 78% in 2012. 
 
Product and service exports are intrinsically intertwined. Demand for certain services is derived from product 
exports, and many products would not be exported without the support of services such as banking, insurance, and 
transportation. 
 
While this sector is growing – with more companies who offer digital products gaining access to overseas markets – 
many UK service providers find it difficult to export and struggle to find relevant sources of information. 
 
 An Introduction to Exporting – Services covers the legal, operational and 
commercial implications of exporting a service, and explains why it is so 
important to understand these processes in order to develop a successful 
and profitable global business. 
 
There are many things a company needs to consider if approached or if 
developing an opportunity to sell its services in an overseas market. 
 
Most services are intangible, providing little in terms of samples that can be seen by the potential foreign buyer. 
Consequently, far more attention should be paid to translating the intangibility of a service into a tangible and 
saleable offer, than is the case with a product offer. 
 
Services are often more time dependent than products – frequently being offered only for a specific period and, as 
time passes, the service perishes if not used. 
 
Similarly, if you export a product and it gets damaged or is incorrect, it can be replaced. If you provide an intangible 
service then you are in for the long haul until the customer is satisfied. As any exporter knows, time = cost, and any 
delay during the service process can inevitably reduce profits and could end in the project costing money. 
 
The lack of a physical product can also affect contracts. For example, you are unable to use Incoterms to formalise 
where the service will be delivered or who is responsible for insurance – in the same way you can when exporting a 
product. 
 
From the VAT implications of trading in the EU for B2B and B2C sales, to contractual matters, selling anything – 
product or service – into an international market requires a great deal of preparation to ensure that your efforts are 
effective and financially efficient. Being able to get paid and communicate effectively with customers is vital, as is 
understanding the benefits that exist to help you provide a successful service. 
 
The Introduction to Exporting Services course will ensure that you understand: 

 Regulations and taxes for international trade in services 

 VAT for services and digital products 

 Intellectual property and licensing 

 Operational and legal research to perform services 

 The considerations for setting up overseas 

 Understanding payment methods 

 The importance of being culturally aware 

 Market research 

http://www.export.org.uk/shop/an-introduction-to-exporting-services
http://www.export.org.uk/blog/wp-content/uploads/2015/09/collage.jpg
http://www.export.org.uk/blog/wp-content/uploads/2015/09/collage.jpg
http://www.export.org.uk/shop/an-introduction-to-exporting-services
http://www.export.org.uk/blog/what-you-need-to-know-about-incoterms-2010


 

 The different platforms for promoting the service 

 Maintaining a profit 

 Sales and routes to market 

 Optimizing websites for international trade 

 E commerce and social media marketing 
 
The opportunities are huge for UK companies seeking to export their services, however, as with most business 
ventures, research is key. Only detailed and focussed planning will enable you to make the decision as to whether 
exporting your service into a new market is a viable choice which would become a profitable venture – and not one 
which will cost your business. 
 
An Introduction to Exporting – Services is next running on 29 October 2015 in Peterborough 
  

http://www.export.org.uk/shop/an-introduction-to-exporting-services


 

IOE News 

12 tips for growing 
SME exports 
 
According to the CBI, only one in 
five of the UK’s small and 
medium-sized businesses 
currently export, but businesses 
are 11% more likely to survive if 
they do. And the latest BIS survey 
of SME employers found that only 
28% of SMEs surveyed felt they 
were strong in entering new 
markets. 
For all 
the 
talk 
about 
Great 
Britain 
being a 
trading nation, we aren’t when it 
comes to small and medium sized 
enterprises. While SME’s account 
for roughly 95 percent of all 
companies in UK, and create 65 
percent of all jobs, less than 20 
percent of them are involved in 
exporting. 
When compared to U.S. SME’s at 
33 percent, German firms at 20 
percent and Chinese small and 
medium sized firms at 60 percent, 
it is pretty clear that British firms 
have not caught on to the 
opportunities that are available 
from exporting. It is also why we 
buy Chinese laptops, Japanese 
robots, South Korean smart 
phones and Taiwanese computer 
parts. Much has been written 
about the causes underlying our 
utter lack of international activity, 
from an unwillingness to take any 
kind of risk, to cost concerns, a 
lack of qualified international 
trade professionals and managers, 
and a general lack of market 
knowledge. 
How difficult can it be to do an 
environmental scan of a country 
with potential on Google? Then 
there is the old worn out excuse of 

little or no government support. 
These may be legitimate, but in 
the end they are just excuses. We 
need to fundamentally rethink 
how we encourage and develop 
the capability of British SME’s to 
actively pursue international 
markets. 
Let’s start from the top down. 
1. No more government trade 
missions where the focus is on 
politicians. Trade missions should 
be business to business driven, 
with matchmaking and follow up 
incorporated in each mission. 
2. Let’s start talking in the media 
and industry associations about 
realistic markets. India and China 
are not realistic markets for most 
SME’s unless they operate in very 
specific niche markets. British 
firms need to know more about 
where real opportunities and real 
customers are. There is a need to 
promote Latin and South America, 
East and West Europe, and the 
small strong markets in Asia such 
as Singapore, South Korea and 
Taiwan. 
What can SME’s do? 
3. Understand that we live in a 
competitive global world and 
learn about it. In a recent survey, 
only 28 percent of small business 
in Britain know how to trade 
internationally. 
4. Be prepared to spend money 
and time gaining the necessary 
knowledge and training on 
international activities such as 
Incoterms, letters of credit, and 
freight forwarders. It’s not rocket 
science and it should be a part of 
every SME’s activity. 
5. Understand the value of the 
impact of social media on your 
international marketing potential. 
While Brits have one of the 
highest uses of the internet on a 
per capita basis among OECD 
countries, we really need to 
convert that skill to trade. It’s not 
that difficult to set up a PayPal 
account, and in twenty minutes 

you can identify a segment of real 
customers using LinkedIn. 
6. Understand it is not about 
markets; it is about reaching real 
customers. It doesn’t matter 
which country(s) you choose to 
sell in (except for China and India) 
but it does matter if they have 
customers. Ask your colleagues 
and your networks where they sell 
to in the world, why they have 
been successful, and what lessons 
they have learned. 
7. Pick on someone your own size. 
Don’t go after customers in large, 
complicated, non-transparent 
markets. Choose countries that 
have SME’s that want to work 
with you. 
8. Pick a country(s) that has 
growth potential and a need for 
your product or service. Don’t 
know where to find them? Try 
Google. 
9. Partner up. You will need 
agents or distributors or local 
partners. Find the good ones and 
cherish them. They will save you 
time, money and headaches. 
10. Get competitive. Figure out 
what makes you the best at what 
you do and build on that. By the 
way, it’s not because you are a 
British company. No one cares. 
Customers care about product 
quality, after sales service, good 
communications and strong 
supply chains. 
11. Budget for market 
development. Nothing is free and 
international markets can take 
time to develop. 
12. Commit to staying for the long 
term. Good customers are hard to 
find, and once found are worth 
the effort. 
Something has got to give, as 
Einstein told us ‘You have to learn 
the rules of the game. And then 
you have to play better than 
anyone else’. So let us help you 
learn how to make the best profit 
on orders you win across the 
globe. 

http://www.export.org.uk/blog/wp-content/uploads/2015/09/container-ship-560789_640.jpg


 

Latest EIA survey 
highlights increase in 
export demand and 
confidence 
 
Almost half of respondents taking 
part in the Engineering Industries 
Association’s latest survey have 
experienced a rise in demand for 
exports across the past six months 
and are more confident about 
their business prospects.  
The SME survey from IOE Trade 
Association member, the EIA, is 
distributed twice yearly to EIA and 
IOE members on behalf of EIA 
President, Sir Ron Halstead, and 
forms part of a larger Bank of 
England survey into the current 
economic and financial prospects 
for SME’s. 
The key findings revealed: 
•Business confidence remains 
positive – 49% stated that their 
overall business confidence is 
higher than when last surveyed, 
33% felt it remained the same and 
18% felt that it was lower. 
•Growth continues to be good – 
47% expected growth to increase, 
40% anticipated that it will remain 
the same and 13 % predicted a 
decline. 
• UK demand remains the same as 
last time. 
•Export demand is stronger – 61% 
expected export demand to 
increase, whilst only 25% felt it 
would remain flat and 7% thought 
it would be weaker. 
•Employment figures were 
expected to remain mostly static 
at 53%, although 42% expected 
figures would rise 
• The average pay increase is 
expected to be between 0-2% and 
2-4%. 
•Over 53% are experiencing 
noticeable skill shortages within 
their business. 
•31% of respondents will increase 
prices (excluding VAT), down from 
51% previously. 

However, whilst there is a feeling 
of positivity towards business 
confidence, there continues to be 
ongoing problems for SME’s with 
regards to securing funding for 
their businesses, particularly for 
investment and growth. Many 
think that the big 4 banks still 
have a negative attitude to 
lending to SMEs, and are more 
interested in selling them their 
services, rather than helping them 
with their finance. 
There is likewise a feeling among 
many that the bank referral 
scheme, which forces banks to 
find alternative lenders, is not 
working. They say that 
Government finance schemes 
such as Funding for Lending and 
Finance for Export are not being 
promoted by the banks and that 
SMEs are not being encouraged to 
use them. 
This has resulted in many SMEs 
operating within their own cash 
flow or obtaining additional funds 
from shareholders, alternative 
lending providers, family and 
friends or even re-mortgaging 
their homes when the need arises 
for finance, investment, and 
business expansion. 
The British Business Bank (BBB) is 
seen as a welcome step forward 
and is helping the alternative 
lending market, which is 
expanding but it is still relatively 
small. 
The BBB is supporting the 
innovative finance provider URICA 
who help UK companies with early 
invoice payment without any of 
the security requirements of a 
bank. They also take the 
responsibility of collecting 
customer payments whilst 
insuring the risk of trading 
overseas. 
URICA, in cooperation with the 
EIA, is able to offer over £100 
million for EIA members to 
support their business. 
Respondents also reported 
problems with receiving payments 
from larger company clients, with 

many holding on to the payment 
for extended periods, which 
significantly affected SME cash 
flow. 
The consensus of this latest study 
is that whilst business confidence 
was good and export demand was 
predicted to increase, the strong 
pound has adversely affected 
potential export markets and the 
ongoing EU discussion is not 
helpful for long term investments. 
This, combined with the lack of 
support from the banks, presents 
findings which whilst encouraging, 
still have plenty of room for 
improvement. 

 
Pictured:  EIA President, Sir Ron 
Halstead 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.eia.co.uk/
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Speech given at the 
Institute of Export Gala 
Dinner for The Queen's 
Award for Enterprise - 
International Trade 
winners. 
George Mackintosh, CEO, 
TestPlant Limited.

 
 
Let me start by offering my 
warmest thanks to the IOE and all 
of the team responsible for this 
event.  
 
The Institute of Export has 
tirelessly encouraged this nation 
to export…since 1935. This body is 
a font of invaluable practical 
information which it shares – at 
modest cost – with us, the 
international trade community. 
They help businesses steer around 
export potholes and develop 
professional standards which are 
widely admired. 
 
This year the Queen’s Award for 
Enterprise celebrates 50 years of 
recognising Britain’s leading 
exporters and innovators and 
tonight the Institute of Export 
allows the winners the privilege of 
enjoying our success with our 
colleagues and with our partners 
and customers who’ve helped us 
over the past years. So thanks to 
you Lesley, to your team and to 
your board for your fine work and 
for staging this wonderful event. 
 
I’ve worked on the shop floor for 
Ford in Dagenham, driven trucks 
and JCBs and I know a thing or two 
about food production. But allow 
me to focus on technology as I 

consider the merits of exporting. 
When TestPlant started up in 2008 
we had no national business plan 
– our ambitions were 
international. Yes, the shipping of 
unregulated software around the 
world side-steps some of the 
traditional challenges. But we’ve 
built a profitable business selling 
our software quality tools to big 
companies, helping them 
automate the traditionally manual 
process of testing systems on any 
type of device whether desktop, 
mobile or internet of things. Our 
eggPlant brand is regarded as 
disruptive, as leading edge and in 
competition with industry gorillas 
such as IBM and HP. 85% of our 
sales are made into international 
markets and I’m proud that some 
of those customers and partners 
are here with us this evening.  
 
TestPlant is a “gazelle”. Gazelles 
are high growth mid-sized 
businesses and we’re surrounded 
by many other high achievers here 
tonight. We’ve all clawed our way 
up from start-up to small and now 
to medium-sized. We are the 
“scale-ups”. We are the engine of 
Britain’s economic recovery and of 
its future. I draw enormous 
encouragement from the findings 
contained in the “Scale up Report” 
by Sherry Coutu. I’m inspired by 
the words and actions of the CBI’s 
John Cridland who urges more 
attention to be given to the M in 
SME rather than the S. We have 
some 4 million SMEs in the UK but 
less than 10,000 are scale-ups. The 
Organisation of Economic Co-
operation and Development 
defines these as enterprises with 
annualised growth in employees, 
or sales, of greater that 20% over 
a 3 year period.  MSBs with 
turnover between £10m and 
£100m amount in number to only 
1% of the total UK firms but 
account for 22% of economic 
activity and 16% of total 
employment. As the CBI says: 
MSBs are the future champions. 

 
But can I grumble a bit? I’ve 
spoken to many people in 
business in the UK and they have 
the same grumble: it’s difficult to 
do business in the UK with 
government and corporates. 
Importantly MORE difficult than it 
is in other markets. TestPlant has 
sold more to Walmart in Arkansas 
than to Sainsburys in Holborn. 
We’ve succeeded in transforming 
software test productivity at 
Bloomberg in New York and but 
been ignored by Barclays in 
Canary Wharf. We’ve impressed 
ZTE in Shanghai but not HMRC in 
Southend. 
 
Why? 
 
In the tech market, our UK 
corporates are slow in decision-
making, lacking in procurement 
transparency, averse to change, 
structurally defensive, more likely 
to outsource rather that keep in-
house and they display an odd 
tendency to buy American rather 
than British. All that adds up to 
making them slow to adapt to 
digital change, likely to suffer 
software quality issues [“glitches”, 
as conveniently understated] and 
ignorant of the opportunity to 
improve productivity. And we 
have a lingering problem with low 
productivity in the UK economy.  
 
How does that grumble of mine 
relate to export? How does affect 
our economy? 
 
A strong home market will help 
propel a business into overseas 
markets – look at US tech or 
German engineering as two 
powerful examples. Yes, some 
firms will go in search of 
international success - take 
TestPlant, or Huddle, or 
BrightTalk…but we’d have been 
even more successful if buoyed by 
success at home. 
 



 

And successful means more UK 
jobs, more and bigger UK high-
growth “gazelles” – that’s good to 
Britain. 
 
So, I’d like to appeal to Britain’s 
corporate CEOs, to their CIOs and 
to their heads of software 
procurement: give MSBs a chance! 
It’s good for us, good to those 
businesses that buy from us and 
good for the British 
economy…which is good for us all. 
 
Again my thanks to the IOE team – 
for what you do and for what you 
represent which is so important to 
this nation.    
 
About TestPlant 
TestPlant is an international 
software business based in 
London. It has development 
centers in the USA and the UK with 
sales and support centers in the 
USA, the UK, Germany, China and 

Japan as well as an extensive 
network of business partners. 
TestPlant's products are used in 
over 30 countries by well over 350 
enterprise customers in sectors 
which include Financial Services, 
Automotive, Healthcare and Life 
Sciences, Media and 
Entertainment, Retail and Defense 
and Aerospace. The eggPlant 
range is a set of tools which 
supports the design, development, 
test and management of software 
applications for mainframe, 
desktop and mobile use in any 
technology platform environment. 
The tools are relevant in agile, 
mobile, web and DevOps 
deployments. eggPlant use 
improves and reports on the 
quality and responsiveness of 
software systems, reduces time to 
market and lowers costs by 
introducing process automation. 
The eggPlant tools have been 
granted patents with several 

applications pending. The 
company's achievements have 
been recognised within the 
software industry and by the 
venture capital community. 
TestPlant is also a Red Herring 
Global Top 100 company, a 
Deloitte UK Technology Fast 50 
and a EMEA 500 business and is 
the recipient of two Queen's 
Awards for Enterprise. 
www.testplant.com 
 

TestPlant Alliances team - Steph 
Florentiades, Colin Hay (VP, Alliances), 
Laura Hickling, Srideep Mitra.   
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Some Dates for your Diary 
Events: 

23 October: The Institute of Export 
80th Birthday Northern Ireland 
Lunch - 12.00 noon at The 
Culloden Hotel, Bangor Road, 
Holywood, Belfast 

Tickets 
£30.00 per person 
or 275.00 table of 10 
(prices inclusive of VAT) 
BOOK ONLINE AT 
 
http://www.export.org.uk/shop/80thbirthdayni  
 

30 October: The Institute of Export 
80th Birthday Scotland Lunch – 
12.00 noon at The Millennium 
Hotel, Glasgow 
 

Tickets 
£30.00 per person 
or 275.00 table of 10 
(prices inclusive of VAT) 
BOOK ONLINE AT 
 
http://www.export.org.uk/shop/80thbirthdayscotland 
 

18th November :  80th Birthday 
Gala Dinner – Royal Horseguards, 
London  (6.30 pm – 10.30 pm)  

Tickets 
£80.00 per person 
or £750.00 table of 10 
(prices inclusive of VAT) 
BOOK ONLINE AT 
 
www.export.org.uk/shop/80thbirthday  
 

3rd – 4th December: Going Global 
Olympia, London 

Tickets  
FREE 
BOOK ONLINE AT 
http://www.goinggloballive.co.uk/   

 
 
 

And finally 
Fun Facts!  Did you know.......? 

 The smile is the most frequently used facial expression. A smile can use anywhere from a pair of 5 to 53 
facial muscles  

 Armadillos can be house trained  

 On average, 42,000 balls are used and 650 matches are played at the annual Wimbledon tennis tournament  

 Lachanophobia is the fear of vegetables  

 Lake Baikal, in Siberia, is the deepest lake in the world  

 All the Krispy Kreme donut stores collectively could make a doughnut stack as high as the Empire State 
Building in only 2 minutes  

 
More Next Month! .... 
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http://www.goinggloballive.co.uk/tracker.asp?code=IOESITE

