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are you currently 
exporting?

 ´ 34% of respondents are Current Exporters i.e. they 
stated that they currently export goods and/or 
services

 ´ 20% are Potential Exporters i.e. they stated that 
they do not currently export but have some interest 
in doing so

 ´ 46% are Non Exporters i.e. they stated that they do 
not currently export and are unlikely to in the future 

export locationS 
The most popular export location for exporters in West 
Cheshire and North Wales is Europe (83% of Current 
Exporters), followed by North America (52%) and 
Australia and Oceania (50%). 44% of Current Exporters 
export to Asia and 42% to the Middle East.
  
 

non exporterS
The main reasons given by businesses for not 
expecting to export are:

 ´ they do not have a suitable product or service  
(71% of respondents)

 ´ they have sufficient business in the UK  
(7% of respondents) 

 ´ there are too many barriers to overcome  
(7% of respondents) 

 ´ 15% of respondents indicated ‘Other’ reasons, 
which included:  ‘[we] bring work into the UK, 
rather than doing it overseas’.

Key meSSageS

The survey results show:

 ´ The most popular export location for 
exporters in West Cheshire and North Wales 
is Europe. This reflects the nationwide 
picture reported by the British Chambers of 
Commerce.

 ´ The primary reason for not exporting is 
a belief among Non Exporters that their 
product or service is not suitable.

 ´ The primary barriers identified by Current 
Exporters and Potential Exporters were 
linked to ‘overseas’ issues. The most 
significant barrier is the lack of overseas 
contacts (e.g. customers, agents and/or 
distributors).

 ´ The financial position of companies and 
domestic market conditions are highly 
influential factors in making export 
decisions. Concerns about payment risk may 
reflect a lack of trust stemming from a lack of 
personal and professional contacts overseas.

 ´ There is a clear interest among businesses 
to begin exporting. 37% of Potential 
Exporters are currently adapting a product/
service range to specifically target overseas 
customers. 
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BarrierS to exporting goodS or ServiceS
 The primary barriers identified were linked to ‘overseas’ 
issues. The most significant barrier is the lack of overseas 
contacts (e.g. customers, agents and/or distributors). 
The next most significant barriers are:

 ´ The cost of international transport connections
 ´ Enforcement of legal rights and protections overseas 

(including contracts and intellectual property rights)
 ´ The overseas regulatory environment and 

differences in standards
 ´ Overseas public sector procurement rules
 ´ It is notable that non exporters interested in 

exporting rated these barriers particularly highly.

55% of Potential Exporters stated that a lack of 
overseas contacts is a significant barrier. This is 
despite businesses having a number of personal and 
professional links overseas:

 ´ 22% have social links with overseas communities, 
compared to 15% of Current Exporters.

 ´ 19% have family ties/links overseas. This is also 
true of 19% of Current Exporters.

 ´ 11% are part of an international business/group/
chain, compared to 17% of Current Exporters.

 ´ 7% are part of an international supply chain, 
compared to 10% of Current Exporters.

 ´ 7% have lived abroad in their adult life, as have 
17% of Current Exporters.

A lack of foreign language skills is a significant barrier 
to 1 in 10 non exporters interested in exporting and 
8% of current exporters. Of all respondents:

 ´ 98% speak no Chinese, 87% no Russian, 70% no 
Italian, 68% no Spanish, 46% no German and 16% 
no French. Those with some knowledge of these 
languages reported that their skills were limited.

 ´ Only 7% of respondents stated that they know 
enough French to conduct business deals in that 
language, while 3% know enough German, 4% 
Spanish and 2% Russian for the same purpose. 

Lack of overseas contacts 
(e.g. customers, agents and/or distributors)

The cost of international transport connections

Enforcement of legal rights and protections overseas 
(including contracts and intellectual property rights)

The overseas regulatory environment and di�erences in standards

Overseas public sector procurement rules

Political risk in the target market

The cost of domestic transport connections

The quality of international transport connections

Lack of foreign language skills

Tari�s and duties

The quality of domestic transport connections

Di�culties with UK regulatory system

My own/senior manager’s limited knowledge 
of the commercial aspects of exporting

0 10 20 30 40 50 60
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financial conSiderationS:  
deciding if, When and Where to export
The financial position of companies and domestic market conditions are highly influential factors in export 
decisions. 

 ´ Payment risk is a highly influential factor 
to 39% of Current Exporters and 45% of 
Potential Exporters. This may reflect a lack of 
trust stemming from a lack of personal and 
professional contacts overseas.

 ´ Over one in four respondents overall stated 
that cash flow, financial resources and access to 
finance to expand are highly influential factors 
in deciding to export. 

 ´ 31% of Current Exporters stated that they have 
heard of UK Export Finance, compared to 42% of 
Potential Exporters.

 ´ Current Exporters are more likely than Potential 
Exporters to export if they face deterioration in 
their domestic market share, domestic profit, 
domestic sales revenue and domestic cash flow.
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How influential are the following in deciding if, when and where to export? 
(% of respondents who stated ‘highly’)
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How likely would you be to export more/start exporting if you were faced with 
the deterioration of the following? (Current Exporters)

How likely would you be to export more/start exporting if you were faced with 
the deterioration of the following? (Potential Exporters)
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product/Service range
 ´ 37% of Potential Exporters are currently adapting a product/service range to specifically target overseas 

customers. 68% of this group also stated that they would adapt their product/service range to meet 
the needs of the customer, if they received an unsolicited order from overseas. This compares to 46% of 
Current Exporters.

If you received an unsolicited order from overseas, would you…

Key:

Potential Exporters

Current Exporters
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aBout thiS document
Members of the West Cheshire and North Wales Chamber of Commerce were invited to 
complete an on-line survey about barriers to exporting goods or services. The results 
of the survey were supported by several in depth written submissions by pre identified 
businesses. Businesses self-selected to participate and submitted responses between July 
and August 2012. A total of 140 businesses across the region responded:

 ´ 66% were in micro-companies (less than 9 people), 20% were in small companies 
(10 to 49 people), 8% in medium companies (50 to 249 people) and 6% in large 
companies (more than 250 people).

 ´ 57% of respondents stated that they were based within Cheshire West & Chester while 
43% were based in North Wales.

The survey was commissioned by the West Cheshire & North Wales Chamber of 
Commerce and builds upon research recently conducted by the British Chambers of 
Commerce. 

further information
Dr Simon Adderley, University of Chester, s.adderley@chester.ac.uk
Ms Natalie Russell, University of Chester, n.russell@chester.ac.uk
Mr David Roberts, West Cheshire & North Wales Chamber of Commerce, D.Roberts@
wcnwchamber.org.uk
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