










https://www.export.gov/article?id=Export-Ready-What-Does-It-Mean
https://2016.export.gov/begin/assessment.asp
https://www.sba.gov/sites/default/files/SBA%20Export%20Business%20Planner.pdf
https://www.sba.gov/course/take-your-business-global-introduction-exporting
https://www.export.gov/article?id=United-Kingdom-Market-Overview
https://www.export.gov/ccg
https://www.fas.usda.gov/regions/united-kingdom



https://www.export.gov/article?id=United-Kingdom-eCommerce
https://www.export.gov/eCommerce
https://www.gov.uk/online-and-distance-selling-for-businesses
https://www.gov.uk/online-and-distance-selling-for-businesses
https://www.export.gov/tradefinanceguide



https://www.exim.gov/what-we-do/export-credit-insurance
https://www.sba.gov/business-guide/grow-your-business/export-products
https://www.sba.gov/tools/local-assistance/eac
https://www.export.gov/Events
https://www.sba.gov/content/2017-step-awardees-state-blue
https://www.sba.gov/tools/local-assistance/sbdc



https://www.export.gov/article?id=Finding-Foreign-Buyers-Videos
https://www.export.gov/Promote-and-Expand
https://www.sba.gov/tools/local-assistance/sbdc
https://www.sba.gov/content/2017-step-awardees-state-blue
https://www.fas.usda.gov/programs/market-access-program-map



https://www.export.gov/article?id=1-Export-Compliance
https://www.export.gov/article?id=United-Kingdom-Labeling-Marking-Requirements
https://www.tfadatabase.org/notifications/transparency
https://www.cbp.gov/trade/automated
https://www.cbp.gov/trade/basic-import-export
https://www.export.gov/article?id=Freight-Forwarder-What-is-a-FF
https://www.export.gov/locations
https://www.export.gov/Report-a-Trade-Barrier
https://www.sba.gov/offices/headquarters/oit






https://www.export.gov/locations



https://www.sba.gov/tools/local-assistance
https://www.sba.gov/offices/headquarters/oit/resources/14315
https://www.fas.usda.gov/regions/united-kingdom
https://www.fas.usda.gov/programs/market-access-program-map

RESOURCES FOR UK
SMALL & MEDIUM-SIZED ENTERPRISES

Exporting to the United States

The UK'’s trading relationship with the U.S. is vital
in supporting the UK’s prosperity, and underpins
the special relationship that we have with the U.S.
The U.S. is an attractive market for the UK for many
reasons — minimal language barriers; access to
global supply chain, which can lead to exports for
other markets; and a strong rule of law.

For these reasons and more, the U.S. is the UK’s
single largest export market, accounting for
almost 20% of all UK exports of goods and services
in 2018 and valued in excess of £100 billion. More
than 35,000 UK companies exported goods to
the U.S.in 2017, the vast majority being SMEs, so a
trading relationship is important in enabling UK
SMEs to grow and develop their business in the
U.S.

Exporting can help SMEs to expand in new
markets, be more innovative and increase their
productivity and profitability, although there can
also be challenges. There is a wide range of
support from the UK government and other
organisations available to UK SMEs, and this
guide provides some practical steps to make it as
easy as possible for SMEs to do business with the
U.S.




. ] FIND SME EXPORT SUPPORT WHEREVER YOU ARE IN THE UK

THE Department for International Trade (DIT) is the UK Government’s focal point
for all export promotion, export finance and export policy issues. Through its
website, DIT provides a wide range of information, support and guidance for

all UK SMEs seeking to export or expand their business internationally, whether
they be new, occasional or regular exporters.

ONLINE RESOURCES

Department for International Trade website: https://www.great.gov.uk

Scottish Development International (SDI): https://www.sdi.co.uk/export-from-scotland

Welsh Government: https://businesswales.gov.wales/zones/export/how-we-can-help/support-
export-guide

Northern Ireland: https://www.investni.com/support-for-business/thinking-about-exporting.html

YOUR BUSINESS

FIND OUT ABOUT DIT EXPORT SUPPORT THAT SUITS 2 -

NEW EXPORTERS

Preparation and planning are key for any exporters but particularly so for SMEs
embarking on an export journey for the first time. The DIT website contains
information on a range of issues such as researching the market, finding
customers and internationalising a business website. In addition, the UK
Government has recently produced a guide for new exporters called ‘Selling
overseas: a guide for beginners’.

OCCASIONAL EXPORTERS

DIT recognises that there will be companies which only enter export markets
occasionally. There is a range of information focused on occasional exports
which includes topics ranging from visiting trade shows, and analysing
competition through to export finance, getting paid, and protecting a
company’s intellectual property.



REGULAR EXPORTERS

There are many UK companies which export regularly, and over 90% of the
UK’s goods exporters in 2017 were SMEs. There is support available for issues
ranging from licensing or franchising a business through to setting up an
overseas operation,raising finance and helping companies understand the
value of their intellectual property.

ONLINE RESOURCES
https://www.great.gov.uk/advice

. 3 ACCESS OTHER ONLINE SERVICES AVAILABLE FROM DIT

ADDITIONAL ways in which SMEs, with UK Government support, can develop
their international business include:

- Establishing a ‘Find a buyer’ trade profile. Companies can sign up for DIT’s
find a buyer service, which enables SMEs to promote their products and
services to international buyers;

- Attending trade missions, expos, conferences and events. SMEs can search
for events, trade fairs, missions and webinars relevant to their sector or the
overseas market in which they are interested, in order to promote their
businesses to a much wider market;

: Applying for live export opportunities from international buyers. Businesses
can apply for overseas export opportunities for their products or services;

- Utilising the ‘selling online overseas’ tool to find the best marketplaces for
SMEs to showcase products online - and to take advantage of special deals

negotiated by the Government for UK businesses. Companies can also find out
more about the Government’s e-exporting programme.





https://find-a-buyer.export.great.gov.uk
https://www.events.trade.gov.uk
https://opportunities.export.great.gov.uk
https://www.gov.uk/guidance/e-exporting



https://www.gov.uk/guidance/exporting-to-the-usa
https://www.surveymonkey.com/r/DITNorthAmericaExport
https://www.gov.uk/government/organisations/uk-export-finance
https://www.gov.uk/government/publications/find-an-export-finance-manager



https://www.gov.uk/topic/business-tax/import-export
https://www.gov.uk/government/organisations/intellectual-property-office

provide the knowledge and expertise to prepare and process the correct
documentation relevant to international shipments. Commercial invoices,
shipper’s export declaration and a bill of lading, which is used between two
modes of transport (e.g.air and sea) and is used as evidence of a contract
specifying the carriage of goods,are just some of the documents used by
freight forwarders.

When shipping goods, it is best to ensure the correct terms

and conditions are agreed ahead of delivery. International Commercial Terms
(Incoterms® (2010)) are widely used in international commercial transactions.
They are a series of three letter trade terms primarily used to communicate
the tasks, costsand associated risks with the transportation and delivery of
goods.

ONLINE RESOURCES

BCC: https://www.britishchambers.org/uk/page/home-page/international-trade-hub

|OE: http://www.export.org.uk

Freight forwarders in the UK (British Industry Freight Association): https://bifa.org/home
International Federation of Freight Forwarders Association (FIATA): http://fiata.com/home.html






https://www.gov.uk/government/publications/industrial-strategy-building-a-britain-fit-for-the-future



https://www.lepnetwork.net/growth-hubs/

Business Gateway (Scotland):
https://www.bgateway.com or 0300 013 4753
Business Wales: https://businesswales.gov.wales or
0300 060 3000

Northern Ireland Business Information:
https://www.nibusinessinfo.co.uk or 0800 181 4422
Tech Nation: https://www.techcityuk.com

RESEARCH AND DEVELOPMENT

There is currently a range of support on offer to help
SMEs develop research and commercialise their
ideas, much of which is provided by Innovate UK.

Innovate UK, part of UK Research and Innovation,
drives productivity and growth by supporting
businesses to realise the potential of new techno-
logies, develop ideas and make them a commercial
success, and by connecting businesses with the
right partners and expertise that can help them
bring their ideas to market.

(Please be aware that from April 2018, Innovate UK
will become part of a single organisation, UK
Research and Innovation).

The Knowledge Transfer Network (KTN) creates
connections, dialogue and partnerships between
people with different expertise, specialisms and
backgrounds to help businesses innovate and grow.

Through the network of Catapult Centres,
businesses can get access to £850m worth of
cutting-edge research and demonstration
equipment and facilities.

ONLINE RESOURCES:

Knowledge Transfer Network: https://www.ktn-uk.co.uk
Catapult Centres: https://catapult.org.uk

Innovate UK: www.gov.uk/innovate-uk or 0300 321 4357 or
support@innovateuk.gov.uk






https://www.gov.uk/apply-funding-innovation
https://www.gov.uk/guidance/innovation-loans-what-they-are-and-how-to-apply
https://www.thebusinessfinanceguide.co.uk/bbb
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