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Foreword 
 
As September gets underway we 
wanted to remind you of our wealth 
of career enhancing educational 
courses designed to meet the needs 
of all students - regardless of age or 
experience.  
 
You can still embark on our ground-
breaking BSc (Hons) course in 
Management Practice – 
International Trade from Plymouth 
University, which launches in 
January or our existing MSc in 
International Trade, Strategy and 
Operations from Warwick 
University. Applications for the BSc 
are now open through UCAS or 
through the Institute. The two year 
course is available to both IOE and 
non-IOE members, and is 
specifically aimed at those with 
prior workplace experience seeking 
to extend their existing knowledge 
and qualifications.  
 
Our qualifications also include: 
•       Advanced Certificate in 
International Trade - rolling entry  
•       Certificate in International 
Trade - rolling entry  
•       Diploma in International Trade 
- rolling entry  
•       Diploma in World Customs 
Compliance and Regulations - 
rolling entry   
•       Foundation Degree - 
September 2015, January 2016, 
April 2016 enrolments  
 
This month also brings our popular 
and well attended Queen’s Awards 
Gala Dinner on 29th September. 
We’d be delighted to see you at this 
vibrant event, which celebrates the 
accomplishments of those British 
businesses commended for their 
exporting achievements. 
 
Joining us this year is IOE corporate 
member, Nasco (UK) Ltd, which 
employs 42 people and exports a 
range of British and European 

branded food and non-food items. 
It has achieved a Queen’s Award for 
Enterprise in International Trade 
hat-trick by winning one of the 
much coveted awards for the third 
consecutive year. Organised and 
hosted by the Institute of Export 
and sponsored jointly by Strong & 
Herd and Testplant, this year’s 
venue is Inner Temple, Crown Office 
Row, London EC4Y 7HL. Tickets can 
be bought online.  
 
We are also honoured to invite you 
to join us in celebrating the IOE’s 
80th Birthday when we a gala 
dinner for our members and 
colleagues on 18th November at 
The Royal Horseguards Hotel, 2 
Whitehall Court, London, SW1A 2EJ.  
 
 
A drinks reception at 6.30pm will be 
followed by a fine dining 
experience. There will be a line up 
of speakers and we’ll also hear from 
IOE President, Jim Davis CBE K(DK), 
Vice President, Lord Empey OBE 
and Chairman, Ian Taylor. Tickets 
can be purchased here or call Lynn 
Fulcher on 01733 404400.  
 
Finally, as the Brexit debate 
continues apace, IOE Director and 
Trustee Tony Ridge has compiled a 
thought provoking article on our 
blog about the effect of a ‘Brexit’ on 
our members. Tony examines two 
points for consideration – the first 
being that a ‘no’ vote itself would 
change nothing in the sense that 
the next day we would still be in the 
EU with its rules and regulations. 
Much would also hang on the 
outcome of the possibly long and 
rancorous withdrawal process. His 
second point is that most 
commentators agree that the Brexit 
process would be highly damaging 
to both trade and investment.  
 
The article also outlines that the 
outcome for FDI is uncertain – and 
that a recent report by think-tank 
Open Europe concluded that the 
‘politically realistic’ outcomes of 

Brexit after 12 years range from 
0.8% loss to 0.6% gain of GDP, 
compared to non-Brexit.  
 
And finally, watch this space for 
news on the launch of our new 
range of qualifications to coincide 
with Export Week which runs from 
November 9 – November 13.    



 

Editorial 

Uncertainty over China 
Raises Doubts on Global 
Economy 

 
The end of August brought a spate 
of fluctuations on world financial 
markets, spurred by a series of 
currency devaluations of the 
Chinese Yuan, uncertainties on 
prices of oil and other commodities 
and questions about the shared 
assumptions for the prospects of 
world trade. 
 
UK Exports to China rose by 37% in 
2014 to become the UK’s seventh 
largest export market. Although the 
UK exports less than one quarter of 
the value of goods to China than 
Germany does, some key sectors 
would be at considerable risk if the 
Chinese economy were to suffer a 
permanent setback. More than 
£6Bn worth of cars were exported 
to China last year. 
 

UK Exports Boost Q2 
Growth 

 
A boost in UK Exports during the 
second quarter of 2015.  
 
Growth in the GDP during the 
quarter was 0.7% compared to 
quarter one. Information from the 
Office for National Statistics showed 
exports made their biggest 

contribution to growth for four 
years.  
 
This follows a period of 
disappointing export performance 
for the UK, culminating in a sharp 
fall in exports during 2014.  
 
But economists are concerned that 
the higher value of Sterling on 
world markets, combined with 
uncertainty about the Chinese 
economy, could mean that the 
improvement in export 
performance will be short lived. 
 

CBI Supports Call for 
Export Support Reforms 

 
The CBI has added its support to a 
Labour Party commissioned report 
on UK exports that calls for a 
reform to government export 
support and cabinet level 
leadership. 
 
CBI’s International Director Simon 
Moore said, “As it builds on the 
support offered to exporters in the 
last Parliament, we hope the new 
government looks carefully at the 
thoughtful recommendations of the 
Cole Commission. The review’s 
strong focus on further help for 
medium-sized firms and a joined up 
exports approach… is particularly 
encouraging.” 
 
The Cole Report was critical of the 
effectiveness of current export 
support delivered through UK Trade 
and Investment (UKTI) and UK 
Export Finance (UKEF) and called for 
a more unified approach between 
the agencies. It also recommended 
a greater focus on international 
trade in education. 
 

WTO Urges Closing of 
Gaps in Trade Finance 

Roberto Azevêdo, Director General 
of the World Trade Organisation 
(WTO) has called for partners to act 
to close gaps in trade finance, 
particularly for exporters in Africa 
and Asia. He said that businesses in 
developing countries are still 
suffering from the loss of credit 
supplies following the 2008 crisis. 
  
He said: “By bridging this gap we 
would unlock the trading potential 
of many thousands of individuals 
and small businesses. The smaller 
the business, the bigger the gains.” 
 
 

Birmingham Chamber 
Lauds ‘Export Heroes’ 

 
Greater Birmingham Chamber of 
Commerce has described local 
manufacturers as ‘heroes’ in their 
efforts to help reach the 
Chancellor’s 2020 export target. 
 
The Chamber’s quarterly survey 
showed that export sales for their 
members had increased in the 
second quarter by between 10 and 
35%, and that export orders were 
up by 36%. 
 
“Manufacturers in Greater 
Birmingham are turning out to be 
the heroes of UK’s export efforts” 
said Greg Lowson, President of the 
Chamber. “To maintain such 
determination in difficult global 
conditions speaks volumes for the 
quality of their products and their 
global search for trade.” 



 

Changes to Origin Rules 
for Textile Goods  

 
Major changes to the Generalised 
System of Preferences (GSP) rules in 
the European Union are expected 
from 2017. It is understood that 
GSP Form A will be replaced with a 
statement of origin, that must be 
issued by a registered exporter. 
 
There will be a simple registration 
process for UK companies that 
export to GSP Beneficiary countries. 
 

HS Codes 
Harmonised System Tariff codes are 
revised every five years, with the 
next revision coming into effect in 
2017. The correlation tables 
showing the planned amendments 
can be viewed online at 
www.wcoomd.org 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

http://www.wcoomd.org/


 

 

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

 

 Global Commodity Trade Finance Conference 2015 - 29 September - Lugano, Switzerland  

 
The Queen’s Awards for Enterprise - 2015 International Trade GALA DINNER - 29 September 

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

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

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

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

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. 
 
9/9/2015 An Introduction to Exporting - York 
16/9/2015 An Introduction to Exporting - London 
21/9/2015I nternational Customer Service - London 
24/9/2015 Letters of Credit - London 
29/9/2015 International Documentation & Customs Compliance - London 
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 
 
 
 
 
 
 
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/latest-news/international-trade-events/event/330-global-commodity-trade-finance-conference-2015-29-september-lugano-switzerland
http://www.export.org.uk/latest-news/international-trade-events/event/291-the-queen-s-awards-for-enterprise-2015-international-trade-gala-dinner
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/331-the-institute-of-export-80th-birthday-scotland-lunch-30-october
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-customer-service
http://www.export.org.uk/shop/letters-of-credit-165
http://www.export.org.uk/shop/international-documentation
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


 

Training Feature 

International Customer Service – one size does not fit all 
Anna Shevchenko MPhil Cantab., CEO of 3CN talks about the International Customer Service training course 
delivered for the IOE. 
 
Our International Customer Service training was born when I was approached by the organisers of the 2012 London 
Olympics. Following a risk assessment they had identified a training need for their Games Makers volunteers to 
understand how to respond to people from different cultures in difficult face to face situations. 
 

When providing international customer service, it is vital to understand that 
different cultures experience the same situation according to their own cultural 
values and a failure to appreciate these differences can lead to 
misunderstandings and a poor experience for both the customer and your 
business. For example, when dealing with a customer from Singapore, it is 
essential that you understand that patience is a valued quality, whereas a 
customer from Russia is used to being able to vent their frustrations in a much 
more open way! 
 
Cultural differences are even more vital to understand in face-to-face situations 
where the ability to read your customer’s body language will give you vital clues 
as to how you are being received and how they are feeling. Factors such as 
perceptions of time, how you phrase a question and a myriad of other cultural 
nuances play a vital role in how you are received by your customer and these 
will be different for each market you enter, so when it comes to international 
customer service it is very definitely not a case of “one size fits all” and you will 
need to adapt your approach for each market you deal with. 

 
The up-side to all this is that dealing with a new culture can be very enriching on both a personal and business level 
offering the potential to make new friends and contacts across the world and exposing you to ideas and possibilities 
that might never have occurred to you had you remained solely in your home market. 
 
Designed for all staff involved with dealing with international customers and suppliers, this course is based on over 
20 years’ hands-on experience. It blends the introduction of key international customer service principles and best 
practice with videoed case studies, group discussions, a quiz to enhance and check the knowledge and scenario role 
play. Emphasis is made on learning through engaged analysis and practical interactive case studies. 
 
By the end of this programme, attendees will be able to: 
 
1. Manage their international customer service effectively, understand various cultural attitudes to customer service 
and customer support. 
 
2. Analyse and understand international customer needs; decode body language; deal with customers across the 
language barrier and avoid the risk of causing offence. 
 
3. Recognize and utilize different, country-specific customer service techniques and the powers of persuasion. 
 
4. Understand culture specific attitudes to: questioning, service expectations, attitude to time and deadlines. 
 
5. Manage misunderstandings and conflicts and deal with emergencies in accordance with national expectations of 
various cultures. 
 
Effective International Sales and Marketing is next running on 21 September 2015 in London 
  

http://www.export.org.uk/shop/international-trade-training-programme/international-customer-service


 

IOE News 
 

Nasco to celebrate hat-
trick of wins at Queens 
Awards Gala Dinner 

 
We are delighted that IOE 
corporate member Nasco (UK) Ltd 
will be joining us at this year’s 
prestigious Queen’s Awards Gala 
Dinner, which will be held on 29th 
September. 
 
The annual event, which is 
organised and hosted by the 
Institute of Export and sponsored 
by Strong & Herd, Amber Road 
and Testplant, celebrates the 
accomplishments of those British 
businesses commended for their 
exporting achievements. It 
provides award recipients with an 
evening of celebration, 
entertainment and a host of 
networking opportunities with 
some truly exceptional companies, 
whose continuing successes have 
made them leaders in the field of 
exporting and international trade. 
Southall-based Nasco (UK) Ltd, 
which employs 42 people and 
exports a range of British and 
European branded food and non-
food items, is a fantastic example 
of exporting success, having 
achieved a Queen’s Award for 
Enterprise in International Trade 
hat-trick by winning one of the 
much coveted awards for the third 
consecutive year. 
 
Established in 2003, the company 
has developed a strong customer-
orientated service, which ranges 
from extensive language labelling 
options on products and an in-
house date coding facility to meet 
the dating regulations of 
destination countries, to 
progressive training programmes 

that ensure office and warehouse 
staff understand the individual 
market requirements. 
The company, which operates 
mainly in Africa, India and the 
Middle East has employed a 
comprehensive approach to 
identifying and penetrating new 
markets, including web-based 
technology, market visits and 
exhibitions. 
 
The success of this approach has 
seen overseas sales grow by 276% 
in the last three years, with 
exports accounting for 90% of 
turnover. With the infiltration of 
new markets including Algeria, 
Bangladesh, Tanzania, Italy and 
Sweden, it is easy to understand 
why Nasco has won three Queen’s 
Award for Enterprise. 
 
Director of Nasco (UK) Ltd, Mr 
Suresh Vidani said: “The Queen’s 
Award for Enterprise is the most 
prestigious accolade for UK 
businesses. To have won a third 
consecutive award is simply 
wonderful and we thank all of 
staff, business partners and 
customers for their ongoing 
support. We are looking forward 
to attending the Gala Dinner and 
hope to continue with this level of 
growth and success.” 
 
The setting for this year’s Queen’s 
Awards Gala Dinner is London’s 
historic Inner Temple, where a 
drinks reception at 6:30pm will be 
followed by a fine dining 
experience. 
 
After dinner, guests will gain some 
fascinating insights from our guest 
speaker and renowned political 
commentator, John Sergeant. Best 
known as the BBC’s chief political 
correspondent, John has enjoyed 
a career spanning over 30 years. 
Lesley Batchelor OBE, Director 
General of the Institute of Export, 
said: ‘Every Queen’s Award winner 

has had to demonstrate that they 
were not only committed to 
trading overseas, but that it was 
an integral part of their business 
strategy. Nasco (UK) Ltd and the 
other 2015 award winners have 
done so superbly and we are 
delighted to have this opportunity 
to celebrate their incredible 
successes with them.” 
 
Everyone is welcome to join us at 
this celebration of the growth of 
British international trade. Tickets 
can be bought online, and 
sponsorship opportunities are still 
available by calling 01733 404400 
or by emailing 
events@export.org.uk. 
 
Do you want to take your business 
to the next level, but are new to 
international trade? Why not take 
a look at our full range of online 
qualifications and business 
membership or contact us for 
more information. 
 
  

http://www.nasco-uk.com/
http://www.export.org.uk/latest-news/international-trade-events/event/291-the-queen-s-awards-for-enterprise-2015-international-trade-gala-dinner
http://www.export.org.uk/latest-news/international-trade-events/event/291-the-queen-s-awards-for-enterprise-2015-international-trade-gala-dinner
http://www.export.org.uk/
http://www.strongandherd.co.uk/
http://www.amberroad.com/
http://www.testplant.com/
http://www.export.org.uk/shop/queens-award-dinner-2015
mailto:events@export.org.uk
http://www.export.org.uk/professional-qualifications
http://www.export.org.uk/professional-qualifications
http://www.export.org.uk/ioe-membership
http://www.export.org.uk/ioe-membership
http://www.export.org.uk/contact-us


 

International express 
delivery and transport 
firm partners IOE 

TNT has joined the IOE as a 
corporate member, from July 
2015. 

TNT is one of the UK and Ireland’s 
leading business-to-business 
express delivery operators and, 
employing 65,000 people 
worldwide, is a truly international 
concern. The company has an 
integrated air and road network 
covering more than 200 countries, 
across which 50 planes and 30,000 
vehicles operate every day. 

TNT delivers more than 150 
million items a year and its 
unrivalled European road network 
criss-crosses 45 countries. 

As well as being an international 
transport company that gets items 
big and small to where they are 
needed to a schedule that suits 
each customer, it advises clients 
on export issues and the problems 
and opportunities these present. 
It also offers guidance and 
positioning to manufacture’s 
abroad who want to get products 
back to the UK & Ireland– as well 
as other destinations, such as 
trade fairs, exhibitions and 
business pitches. 

TNT Director of Marketing, Suzy 
Bailey-Hawke, said: “It’s in our 
interests for our customers to 

continue to export successfully 
and to encourage more to do so. 
It’s also good for UK PLC and 
individual businesses  to be able to 
fully capitalise on all international 
trade opportunities.” 

With recent CBI research revealing 
that a quarter of European 
companies export while only one 
in five do in the UK, TNT considers 
it vital to address and debunk the 
fears and barriers that exist. 

As an IOE member, the business is 
keen to explore education and 
training opportunities and events. 
TNT’s corporate partnership offers 
a great chance to work with a 
leading authority in international 
trade to further build its teams’ 
knowledge and expertise – then 
use these to help businesses’ 
international trade. 

The IOE’s partnership is an 
important relationship for TNT, as 
it is crucial that all players are 
equipped to help customers build 
their confidence in working 
globally. 

Suzy added: “The IOE is the only 
professional membership body 
representing and supporting the 
interests of those who trade 
internationally. Its ethos and focus 
– encouraging importing, 
exporting and international trade 
among small and medium 
enterprises through education and 
the sharing of expertise – fits well 
with our core objectives and it 
plays a crucial role in driving this 
in the UK and beyond. With SMEs 
being a huge target market for us, 

the IOE’s focus on them is 
significant. 

“We restructured all customer 
support teams in late 2014 to 
provide our internationally trading 
customers with dedicated, expert 
advice and guidance from across 
The People Network and our 

membership of the Institute 
further supports this drive.” 

TNT celebrates its 70th anniversary 
next year. 

For more information, 
email Suzy.Bailey-
Hawke@tnt.com, visit www.tnt.co
.uk, or tweet @TNTUKOfficial 

 

  

http://www.export.org.uk/
mailto:Suzy.Bailey-Hawke@tnt.com
mailto:Suzy.Bailey-Hawke@tnt.com
http://www.tnt.co.uk/
http://www.tnt.co.uk/
https://twitter.com/TNTUKOfficial


 

The effect of a ‘Brexit’ 
on Institute of Export 
members 
 
By Tony Ridge, Director and 
Trustee of the Institute of Export 

 
 
The EU referendum debate is 
highly polarised. 
 
‘Catastrophists’ warn that a 
‘Brexit’ – a British exit from the EU 
– would wreck the UK economy, 
costing three million jobs and 
£92bn of trade. The ‘lone wolves’ 
(those wanting Britain to go it 
alone) maintain that the EU, with 
its over-regulation, is the UK’s 
main problem – and that we will 
soar once out of it 
 
So what are the implications of 
Brexit for IOE members whose 
main concern is the UK’s standing 
as an international trading nation 
and the future of UK international 
trade? 
 
The UK is one of the world’s 
leading economies and trading 
nations. To maintain this we need 
to keep trade volumes high and 
have an influential voice in 
negotiations. 
 
With this in mind, there are two 
points to consider: 
 

1. A ‘no’ vote itself would change 
nothing in the sense that the next 
day we would still be in the EU 
with its rules and regulations. 
Much would hang on the outcome 
of the possibly long and rancorous 
withdrawal process. 
 
2. Most commentators agree that 
the Brexit process would be highly 
damaging to both trade and 
investment. 
 
So what are the post-Brexit 
scenarios? 
 
As the EU is the UK’s biggest 
trading partner, the dire 
predictions of the catastrophists 
are based on the belief that on 
Brexit, UK/EU trade would vanish. 
In practice, much would depend 
on what deal, if any, the UK made 
with the EU. 
 
The picture for ‘goods’ is very 
different to ‘services’. The value of 
our imports of goods from the EU 
in all major categories except 
aerospace exceeds our exports. 
Also, trade is highly integrated, 
making barriers impractical. So in 
the event of Brexit, the EU would 
have a strong incentive to make 
deals to keep trade going. There 
are a number of possible models: 
Negotiated bilateral terms (the 
‘Swiss’ model); membership of 
EEA (the ‘Norway’ model); or a 
‘Single Market Lite’ (yet to be 
invented). Although the price of 
such a ‘deal’ would be to accept 
many EU regulations without a say 
in them, many EU rules embody 
standards which we would 
support. 
 
The lone wolves reckon we could 
do without a ‘deal’. The EU is 
bound by WTO agreements on 
tariffs, and they calculate extra 
costs to UK exporters would 
average about 4%. This is probably 
optimistic – EU tariffs are much 
higher in some sectors: e.g. cars, 
chemicals, clothing and food, 

beverages and tobacco so the 
probability is that we could make 
deals with the EU on goods. 
 
However, prospects for a ‘deal’ re 
trading services – which is 
important to the UK economy – 
are different. Unlike goods our 
services sector achieves 
favourable balances with EU and 
non-EU trading, none more so 
than our biggest export the 
financial services. Here, the EU 
would have less incentive to do 
‘deals’, plus the Single Market in 
services is nowhere near as 
advanced as in goods. 
Perhaps any loss of EU trade 
would be compensated for by 
increased non-EU business? Those 
in the ‘yes’ camp argue that 
leaving the EU would be risky for 
global trade negotiations and we 
would be an isolated voice. The 
other side believes we could hold 
our own. 
 
In relation to goods, there are the 
previously mentioned incentives 
for trading partners to do deals – 
plus we could form ad hoc 
alliances. As above, it is different 
for services, where current 
negotiations are starting to tackle 
the removal of non-tariff barriers 
to trade in services (including 
financial services), such as local 
regulation. Our services sector 
supports such liberalisation, and 
so far the EU has too. This could 
change if the UK voice was 
missing. 
 
Inward investment (FDI) to the UK 
is another factor with CEOs of 
large companies threatening to 
pull operations out of the UK if we 
left the EU. 
 
To sum up, the results of a ‘no’ 
vote for UK international traders 
may be that free trade in goods 
worldwide receives a boost – at 
some cost to trade with the EU – 
while free trade in services suffers 
a setback in the EU and globally. 



 

 
The outcome for FDI is uncertain. 
A recent report by think-tank 
Open Europe concluded that the 
‘politically realistic’ outcomes of 
Brexit after 12 years range from 
0.8% loss to 0.6% gain of GDP, 
compared to non-Brexit. It would 
be interesting to learn from IOE 
members how their sector might 
be affected. 
 
But 12 years is medium term – 
long-term there are big risks. One 
day we hope the balance of trade 
will change and we will be net 
exporters to the EU. We may 
secure a fair ‘deal’ on exit but this 
won’t last forever. Long term, 
there could be significant 
obstacles to UK/EU trade, leading 
to a loss of FDI and gradual 
strangling of UK international 
trade – almost as if our economy 
was under sanctions. 
 
The fashion for globalisation may 
pass: protectionism might return. 
The UK could then bitterly regret 
not having a seat at the table and 
the lone wolves could find 
themselves out in the cold. 
  



 

AEO – what is it and 
could your business 
benefit? 

 
 
Internationally recognised as a 
mark of quality, an Authorised 
Economic Operator (AEO) 
certificate effectively 
demonstrates that your role 
within the international supply 
chain is secure, and that your 
customs controls and procedures 
are efficient and compliant. 
 
Whilst not mandatory, and with 
no current plan to make it so, the 
EU is none the less actively 
encouraging the majority of 
organisations who export outside 
of the EU to sign up to this 
worldwide initiative, which has 
been designed to ensure that 
international supply chains are 
secure and controlled from the 
point of origin through to the final 
delivery destination. 
 
Registration is open to all 
businesses in the EU that are 
involved in trade with non-EU 
countries, including logistics 
operators, carriers, freight 
forwarders, customs agents, 
importers, exporters and 
manufacturers. 
 
Although the initiative has been in 
place for 7 years, the UK lags 
firmly behind other EU countries, 
with just 372 approved AEO 
registrations compared to 
Germany, which has 5659, the 
Netherlands with 1451 and France 
who have 1223 approved 
registrations. 
 

The reasons behind this vast 
disparity in AOE numbers may be 
attributable to the respective sizes 
of the logistics sector in Germany 
and Netherlands in relation to the 
UK.  However, there is a growing 
concern that UK businesses that 
trade internationally may lose 
traction if the scheme gains 
widespread popularity and they 
are not part of that development. 
 
To qualify a business must be 
established in the European Union 
(EU), be actively involved in 
customs operations and 
international trade and have an 
Economic Operator Registration 
and Identification (EORI) number, 
which is most exporters. 
 
Applications for AEO status can be 
made via the HMRC website or the 
GOV.UK website. 
 
AEO acts increasingly as a quality 
standard with many larger 
organisations insisting on this as 
an integral part of any trading 
partners. As part of the 
application process, HM Revenue 
& Customs (HMRC) officials will 
stringently assess, amongst other 
things, the company’s finances, 
site security, shipping procedures, 
compliance with customs 
requirements and fulfilment of the 
relevant legal and safety 
regulations. Companies who 
already have IPP and ISO are half 
way to attaining this highly secure 
accreditation. 
 
Even though there can be no 
denying that achieving AEO status 
is a time consuming and often 
daunting exercise, but the 
commercial benefits can be 
immense and include: 
 
• greater access to priority 
clearance 
• reduced administration 
• traceability of flows of goods 
• increased transport security 
• fewer delays in despatch 

• improved security between 
supply chain partners 
• quicker access to certain 
customs procedures including 
some of the HMRC safety and 
security procedures. 
 
As the number of businesses with 
AEO status increases, so will the 
pressure on other companies to 
also comply.  Priority clearance for 
AEO certificated businesses will, 
by default, mean that non-
certificated organisations will be 
dealt with as a secondary concern.  
When time is of the essence, such 
delays in delivery will inevitably 
prove ever more costly. 
 
Additionally, new EU Customs 
legislation (The Union Customs 
Code) is scheduled to be 
introduced in 2016, which is likely 
to mean that businesses that are 
not AEO compliant will be 
required to provide additional 
guarantees when using certain 
customs procedures – again 
adding to time delays and 
increased costs. 
 
The UK may be behind many of its 
EU counterparts  when it comes to 
AEO applications, but with a 
plethora of resources and 
guidance available, the support is 
there for British businesses to 
make an informed decision on 
whether AEO status is right for 
them. 
 
Do you have questions about AEO 
assessment?  Contact our 
Technical Help for Exporters 
Helpline to find out how we can 
support you or contact us. 
  

http://ec.europa.eu/taxation_customs/dds2/eos/aeo_consultation.jsp?Lang=en&holderName=&aeoCountry=NL&certificatesTypes=AEOC&certificatesTypes=AEOF&certificatesTypes=AEOS&Expand=true&offset=1&showRecordsCount=1
http://ec.europa.eu/taxation_customs/dds2/eos/aeo_consultation.jsp?Lang=en&holderName=&aeoCountry=NL&certificatesTypes=AEOC&certificatesTypes=AEOF&certificatesTypes=AEOS&Expand=true&offset=1&showRecordsCount=1
https://www.gov.uk/government/publications/import-and-export-authorised-economic-operator-application-c117
https://www.gov.uk/authorised-economic-operator-certification


 

 
 

 
 

Some Dates for your Diary 
Events: 

29th September :  Queen’s 
Awards Gala Dinner, Inner 
Temple, London (6.30pm – 
10.30pm)  
GUEST SPEAKER: John Sergeant  

Tickets 
£125.00 +vat per person 
or £1000.00 +vat table of 10  
or  £1200.00 +vat table of 12 
 
BOOK ONLINE AT 
www.export.org.uk/shop/queens-award-dinner-2015  
 

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  
 

 
 
 

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

 The longest distance a deepwater lobster has been recorded to travel is 225 miles  

 Orcas (killer whales), when travelling in groups, breathe in unison  

 Polar bear livers contain so much Vitamin A that it can be fatal if eaten by a human  

 Leather itself does not have any smell. The leather smell that you sense is actually derived from the 
materials used in the tanning process  

 There are some ice creams that are 75% air  

 Rice flour was used to strengthen some of the bricks that make up the Great Wall of China  
 
More Next Month! .... 
 
 

http://www.export.org.uk/shop/queens-award-dinner-2015
http://www.export.org.uk/shop/80thbirthdayni
http://www.export.org.uk/shop/80thbirthdayscotland
http://www.export.org.uk/shop/80thbirthday


Looking to enhance
your company’s
international trade
expertise? 
– the IOE can help

For more information, visit our website at 
http://www.export.org.uk/professional-qualifications 
or call us on +44 (0) 1733 404400
email: qualifications@export.org.uk
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The only professional body representing international trade

If you are seeking that vital next step in
your exporting career – or keen to equip
your employees with the skills and
expertise to harness the wealth of
opportunities in international trade – then
look no further.   

The Institute of Export – the only
professional body in the UK providing
recognised, formal qualifications in
International Trade – offers a series of career
enhancing educational courses.  

Providing a viable, cost effective and
flexible opportunity for higher educational
study, the IOE’s wide-ranging qualifications
are designed to meet the needs of all
students, regardless of age or experience. 

Created by a team of industry experts,
designed to fit around a full-time career and
delivered through distance learning
complemented by tutor and mentor support,
webinar and online tutorials, our

qualifications can benefit those
already working in
international trade, along with
inexperienced learners and
students wanting to embark

on a business degree.

Our qualifications include:

•   Advanced Certificate in International Trade - rolling 
    entry 

•   Certificate in International Trade - rolling entry 

•   Diploma in International Trade - rolling entry 

•   Diploma in World Customs Compliance and 
    Regulations – rolling entry  

•   Foundation Degree – September 2015, January 2016, 
    April 2016 enrolments 

•   MSc in International Trade, Strategy and Operations – 
    September 2015, January 2016, April  2016 enrolments 

•   BSc (Hons) Management Practice - International Trade 
    - January 2016, September 2016 enrolments. 

Internationally renowned for our educational excellence
and regulated by Ofqual to ensure our courses meet
national quality standards, the IOE has a 95% pass rate
for students who follow one of our distance learning
programmes and has marked a 42% increase in student
enrolments over the last 12 months.

As the leading UK authority on trading globally, we know
that education is the key to international trade success
...isn’t it time you unlocked your potential?

www.export.org.uk
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