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Introduction
The end of the Brexit transition period has without doubt proven to be an extremely challenging period 
for many businesses as they attempt to get their heads around the new procedures required for moving 
goods between the UK and the European Union. The new trading environment has placed a number of 
obstacles in the path of business, with UK companies now having to comply with new border formalities 
and documentation requirements to be able to continue trading with the EU. This document seeks to 
highlight some of the steps that firms from across the region have taken to try and overcome them. 
However, it is worth pointing out that for some, there is not always a ready-made solution available with 
Brexit rendering some business models unviable. 

Against this difficult backdrop, some firms are taking the time to develop their wider export strategy, 
focusing on some of the opportunities that lie further afield. The EU remains a vitally important market 
for the UK, but the scope to negotiate new free trade agreements in the future has some businesses 
casting their net outside of it for new markets. 

The Greater Birmingham Chambers of Commerce (GBCC), Coventry & Warwickshire Chamber of 
Commerce (CWCC) and Black Country Chamber of Commerce (BCCC) are partnering with the West 
Midlands Combined Authority (WMCA) to scale up Brexit business support following the end of the 
transition period and the feedback gathered in this document forms a key part of the project. In 
particular, the case studies that are featured in this document showcase how companies from across 
the West Midlands region have been able to adapt to the new conditions on trading with the European 
Union. They also shine a spotlight on the global ambitions of some of the fantastic businesses in our 
region that are seeking to increase their overseas sales and enter new target markets.
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Name: Shaun Gray

Job Tittle: European Managing Director 

Company Name: Ginho Europe Precision Manufacturing Co Ltd

Sector: Automotive manufacturing components

Size: SME

Location: Burton On Trent

Case Study

Tell us about your company? 

Ginho Europe have been exporting to Europe since 2012.  90% of our trade is with EU customers with 
98% related to the 2nd tier automotive supply chain for exhaust, fuel rail, turbo and fluid carrying 
systems. We hold an average 6 weeks of stock in our UK facility to be able to offer just in time weekly 
deliveries to our EU customers. 

How has your company been able to trade successfully post-Brexit?

We have had great support from our corporate accounting advisors and the legal support has allowed 
us to understand the processes that changed well in advance of 1st January 2021.
Setting up 14 separate EU VAT registrations, a new EU EORI number and fiscal representatives has 
enabled us to continue to offer the hassle-free door to door shipping our customers and which our long-
term contracts demanded. 

The shipping timescales in January and February increased dramatically so instead of shipping goods to 
Germany for example at 3 days it was taking near to 3 weeks. Our freight forwarders also provided great 
support and updates of the new documentation requirements. 

We could no longer ship DDP (Incoterms) so we ship DAP from Ginho UK and if the products are being 
delivered to Germany for example, we sell the products via our commercial shipping invoice for customs 
duty and import VAT to Ginho Germany using our Germany VAT and EU EORI number; the final delivery 
and invoice to the customer comes from our Ginho Germany VAT registration to our customer so is now 
classed as an in-country sale. 

We had to implement changes to our SAGE MRP / accounts systems to take effect of the 14 new VAT 
territories and raise commercial shipping invoices and delivery notes with the correct new layouts to 
capture all the additional data needed such as commodity codes, country of origin etc. 

Do you have any advice for current exporters or businesses 
considering trading internationally?

Have a good corporate accounting advisor, fiscal reps and legal support.  Start the process early. Since 
we started the process for the 14 VAT territories, some were granted within 4 weeks, others took over 
3 months and needed to be notarised or apostilled. Understand your shipping terms as DDP (like we 
shipped prior to Brexit) has changed in most cases being a domestic sale in the VAT territories that we 
make the final customs clearance and delivery.  This process is complicated and takes some time for 
staff and customers to understand so clear communication and understanding is key. 
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Name: Fiona Rouse

Job Title: Operations Director

Company Name: PI-KEM Limited

Sector: Scientific Sales

Size: Small

Location: Tamworth

Case Study

Tell us about your company?

Pi-KEM was established in 1991. We are a supplier of advanced materials and research equipment 
for both the scientific research and advanced materials production markets. Our customer base is 
65% academic and 35% commercial R&D and production. Key market areas we supply into include 
electronics and photonics, energy research and material processing and testing. We currently trade with 
all members of the EU as well as the US, Canada, Australia and some North African Countries. 35% of 
our trade is with the EU and 5% of trade is with the Rest of the World. 

How has your company been able to trade successfully post-Brexit?

Since the first muting of EU exit back in 2015, preparing for Brexit has been a central feature within PI-
KEM’s strategic planning.  We have taken the following steps to ensure we have been able to continue 
trading with the EU:

1. All Customer facing and export documentation has been updated to have all the required information
on it.  This has reduced delays in clearance and makes it as simple as possible for freight companies to
extract the information for their customs systems.

2. Utilising DDP (Incoterms) so customers, especially universities do not have to manage this side of the
import.

3. Prices have been reviewed and we are working to tighter margins to absorb some of the costs of
increased banking and freight charges so we can retain our competitiveness.

4. Set up a BV to regain first country status for tenders, gain EU bank account to reduce banking
costs and allowing direct shipments without having to import to UK first.  Also allows us to regain the
payment terms we had with our EU suppliers which were lost due to BREXIT so supporting cashflow.

5. All staff involved in the import/ export received additional import/ export training to enable them to
comply with all the new processes and requirements funded by the Customs Intermediary programme.

We are in discussion with the companies we distribute for as to whether we can expand our distributor 
territories and are investigating potential new business in Africa and the Indian sub-continent.
We are utilising any webinars/ training available as well as grants focussed on developing our export to 
enable us to do this.

In addition, we have purchased a new company which is more commercial business focussed and deals 
in bulk powders to give further growth potential.

We now need to wait and see how business looks post-Covid when companies have more resources to 
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look for alternative suppliers and also the impact of the future changes to come in terms of export to 
Northern Ireland, safety marking etc. 

Do you have any advice for current exporters or businesses 
considering trading internationally?

Make use of any support you can, every webinar and training course we have attended we have come 
away with a new piece of knowledge and these have all combined to give us increased awareness of 
potential issues and plan for these.
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Name: Alan Norton

Job Title: Operations Director

Company Name: Indestructible Paint

Sector: Manufacturing; Aerospace and High-Tech Coatings

Size: SME

Location: Birmingham

Case Study

Tell us about your company?

Indestructible Paint was established in 1978. Our core markets are primarily aerospace and aeroengine 
protective coatings, but we are also a supplier into other industries, including space, nuclear, defence, 
rail and other industries requiring high-tech coatings.

We export to a global customer base, to in-excess of 70 countries and have done so since the company 
was founded. To help manage this issue, distributors have been set-up in the USA/ Spain/ Germany/ 
Singapore/ India/ Dubai/ Japan; who help with language and culture issues. Our Despatch Department 
is trained to be able to ship by air, land and sea.

How has your company been able to trade successfully post-Brexit?

Brexit was recognised as a business-critical issue by the Directors and the Senior Management. We were 
making preparations for dealing with it from approx. mid-2019.

We decided to concentrate on establishing our Spanish distributor as a central hub, to help with the 
necessary changes required by Brexit to make this work. Excess stock was allocated to the distributor 
and we did a C.R.M. campaign shot to our E.U. Customers, suggesting it may be beneficial for them to 
order buffer stock in the transition stage. We also advised them of the best carriage conditions to suit 
both parties.

Pre and post Brexit, we encouraged our employees to watch Brexit preparedness webinars from various 
trade and industry bodies, for them to understand the ramifications of Brexit and what we could do to 
make the transition easier.

A legal representative was commissioned in Brussels to help with E.U. trade and a bank account was 
established in Madrid to help meet other requirements.

Our Sales and Despatch documentation was changed in-line with the recommendations from the trade 
forums and the change in trade conditions.

We subscribed to a company who could submit our Customs Declarations on our behalf and enrolled on 
the Trader Support Service (T.S.S.) for dealing with Northern Ireland.

Indestructible Paint was already exporting to the global market; no more work was required for dealing 
with this. We had already begun to look at new markets as we were badly affected by COVID and our 
main market - aerospace. Rail was seen as a growth market, which we are now involved with. Close 
attention was paid to specific projects, to help replace missing sales.



Name: Simon Evans

Job Title: Sales & Marketing Director

Company Name: Moflash Signalling

Sector: Manufacturer

Size: SME

Location: Birmingham

Case Study

Tell us about your company?

Based in Birmingham, Moflash Signalling is one of the leading independent manufacturers of signalling 
devices in the UK. We produce a wide range of devices including Incandescent Beacons - both flashing 
and static, LED Beacons, Xenon Beacons and Rotating Beacons. Formed from the Moflash Company Co 
Ltd in 1998, the company has grown dramatically over the last 17 years.

Moflash Signalling trade in Europe, the Middle East, Africa and the Far East. We export 80% of our 
products and sell to over 70 countries worldwide.

How has your company been able to trade successfully post-Brexit?

Whilst we have encountered delays in terms of products getting through borders, we have generally 
traded through Brexit quite well. Unlike a lot of companies that may not have exported outside of 
Europe before – we export all over the world so paperwork was not really a problem for us as we are 
used to it.

We prepared well for Brexit and were pretty much ready for it but there have been a few issues that we 
have had to get to grips with. Whilst most of our products are made in Birmingham, we bring in some 
products from the Far East. Before Brexit they came into us and we shipped them straight into Europe 
no problem. But now we have to provide the country of origin so we have had to be careful about some 
of the coding around certain products which required the team to do a bit of work on it. 

We also faced issues in relation to VAT. We were delivering product to France whereby customers had 
not paid the VAT so this caused problems with the carriers who couldn’t deliver the product unless the 
VAT was paid. We subsequently made the decision to pay the VAT here for a while which was an added 
cost to the business. However, we have been able to resolve this issue by registering for a French VAT 
number which has enabled us to claim all the VAT back that we had absorbed. The problem has now 
gone away and things have started to run much smoother in France.  

This year we are performing quite well, running at around 13% growth on the year so far. Europe is 
performing extremely well; it is well above budget and we are experiencing success in France with 
Germany being another good market for us.
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Name: Nicholas Beere

Job Title: Managing Director

Company Name: Ark Racing Limited

Sector: Engineering & Manufacturing 

Size: Micro

Location: Walsall

Case Study

Tell us about your company?

Ark Racing is an engineering company with an established history supplying racing products to those in 
the motorsport industry. We have a global customer base with significant interests in European market. 
We primarily sell B2B across the market from OEM to Preparation Teams and owners.  

How has your company been able to trade successfully post-Brexit?

We have experienced an increase in trade activity with European customers since Brexit which we 
believe is attributable to our preparations and determination.  The steps we have taken include:

1) Developing a new website to improve the user experience on multimedia devices.  

2) Increasing our marketing and advertising campaigns, targeting interest around the European Racing 
Calendar. 
 
3) Updated our customers on the Brexit changes, how to receive goods and return goods to us.  

4) Changed our administration templates to ensure we had the necessary information on all electronic 
documents to ensure smooth customs processes and clarity for our customers. 

5) Changed our Parcel Courier service to one which better facilitated European shipments and offered 
us the full range of customs procedures. 

Do you have any advice for current exporters or businesses 
considering trading internationally?

Build better relationships. Be that with customers, suppliers, your courier service; people want to trade 
with Britain just make it as easy as possible for them. 
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Name: Matt Young

Job Title: Head of Growth and Partnerships

Company Name: PLINX

Sector: Construction

Size: SME

Location: Bromsgrove

Case Study

Tell us about your company?

PLINX is a technology company that make innovative safety solutions. We have designed, 
manufactured, and implemented a safety system that protects construction workers and employers by 
increasing awareness of hazardous activity. The PLINX suite of technology, equips construction sites 
with tags which provide an accurate, real-time record of hazard and worker location.

How has your company been able to trade successfully post-Brexit?

PLINX had not traded with Europe pre-Brexit so were in the fortunate position of not knowing any 
different to the rules from January 1st 2021. As a business, we have not seen any barriers to trade 
with our partners in Germany apart from some confusion whether our goods should be registered as 
controlled goods with the EU. Luckily, we didn’t need to go down this route and have been able to trade 
freely with our German partner for most of 2021, with a large pipeline in the process.

Having limited expectations over export markets, has allowed us to take some time to define the 
strategy and really target some of the key international markets and customers, where we think we can 
see profitable growth. We have tried not to get distracted and have seen our time as the most valuable 
element of developing links overseas – we are extremely selective with whom we work with, and if we 
don’t think we can work in a country or with a customer, we won’t!

Until 2021, PLINX have had very little international success, but with a new free trade agreement (FTA) 
in Australia in the near future and strong business development links in Germany and Hong Kong, the 
team have managed to grow their export order book to nearly £500k in 3 months.

Do you have any advice for current exporters or businesses 
considering trading internationally?

Our biggest advice would be not to get distracted by the global opportunity but be selective with who 
you work with. Remember you must have a relationship with your customer or partner; export sales 
should not be seen as just a transaction.
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Name: Mark Venables

Job Title: Managing Director

Company Name: Alloy Wire International

Sector: Manufacturer

Size: SME

Location: Brierley Hill

Case Study

Tell us about your company?

Alloy Wire International is a world leading manufacturer of precision drawn round wire, flat wire, profile 
wire, bars and wire rope in more than 60 different ‘High Performance’ nickel alloys, also known as 
‘Exotic’ alloys. 

Operating from two state-of-the-art factories and a network of 45 international offices, AWI is a premier 
supplier supporting 5000 customers across 15 demanding industries, including automotive, aerospace, 
medical, oil and gas and nuclear. 

We have exported for over forty years and our 30 experienced employees help make over 50% of all 
products despatched outside the UK. 

How has your company been able to trade successfully post-Brexit?

In a nutshell, a dedicated workforce that has gone above and beyond to make sure we overcome all of 
the hurdles associated with leaving the EU. 

We had also invested a lot of time and money in understanding what the landscape was going to look 
like, attending webinars and training courses in the process. 

This helped us to continually evolve our export strategy to take into account Brexit and to look at ways 
where we can mitigate the risk and complications as much as possible.  

One of the key elements of our approach was to look outside the EU and this saw us attend exhibitions 
in Asia and the Far East (including China, India, Japan and Thailand) and agree new agents in Indonesia, 
Russia, Singapore and Vietnam. 

We have also leveraged export advice from UKTI and Black Country Chamber of Commerce, with the 
latter helping us to understand and clear all customs documentation. 
Finally, AWI has appointed a new R&D Director to focus on new markets and how our material can be 
used in additional applications. 

Do you have any advice for current exporters or businesses 
considering trading internationally?

Have confidence to export and do not be afraid to partner with sales agents in the countries 
you are targeting. 



Make sure you do your due diligence and ensure that the agent values to your business, 
understands your product and has a good base of existing local contacts.
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Name: Rowan Crozier

Job Title: CEO

Company Name: C Brandauer & Co Ltd

Sector: Construction, Plumbing, Automotive, Electronics, Renewables, Healthcare, Pharma, 
Aerospace, Telecoms

Size: SME

Location: Birmingham

Case Study

Tell us about your company?

Brandauer, a Queens Award for Enterprise Winner for International Trade, provides over 1,000,000,000 
stamped components into multiple sectors every year. Supplying into the North American, European, 
Middle Eastern, African and South East Asia regions from in-house manufactured precision progression 
tooling.  

We have seen increased requirements for many of these components since the outbreak of Covid-19 and 
we are looking to expand our market share with the ongoing investment in new people, technology and 
state of the art research and development collaborations. 

How has your company been able to trade successfully post-Brexit?

We used the brief downturn during Covid to consider new growth opportunities. This consisted of a 
full strategic review of our competitors, customers, suppliers and networks to critically analyse our 
successes and identify new opportunities. This ultimately delivered the following: 

1. New internationally biased marketing campaign (website/social media and visual demonstration of our 
capabilities 

2. Widen our offering from pressed components only to offer, specialist tooling, engineering consultancy 
and innovation support. 

3. Engage in funded R&D collaborations through academia. 

This has led us to secure: 

1. Over £1m of new business for out in-house toolroom 

2. Launch a new website, increasing visits and enquires by over 25% 

3. Win new sector business in 4 countries (3 in EU) France (Pharma), Netherlands (Plumbing), Germany 
(Auto) and Israel (Pharma) 

Do you have any advice for current exporters or businesses 
considering trading internationally?



Take a low risk and resource approach to exporting by researching your market in full; use 
your existing customer base to grow into overseas markets and engaging with your network 
to find best practise, contacts and opportunities. A good place to start is the Department for 
International Trade.
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Name: Terry Monkton

Job Title: CEO

Company Name: Simworx Limited

Sector: Design & Manufacture of Media Based Attractions for Theme Parks 

Size: SME

Location: Kingswinford

Case Study

Tell us about your company?

As a Designer & Manufacturer of Media Based Attractions for Theme Parks, Family Entertainment 
Centres, Zoo’s & Aquariums, overseas sales are important to us. We have sold at least one of our rides 
into every continent, and recognise that demand within certain territories ‘peaks’ at certain times.
For instance, 7 years ago we sold 7 attractions into Dubai’s new theme park developments, and have 
since seen orders into China and other Far East countries where new theme park developments have 
been significant. We have recently sold our first attraction into Saudi Arabia, where many new theme 
parks are in development. 

How has your company been able to trade successfully post-Brexit?

Brexit has not presented any changes to the way we trade other than having to overcome the difficulties 
that have become apparent – increased shipping costs, treatment of VAT especially has been very 
difficult. 

Outside the EU, the company has appointed a number of sales agents to overcome the current 
difficulties in travelling – Poland, Vietnam, Korea, Thailand, Indonesia, Saudi Arabia are now covered by 
Sales Agents, who join existing sales agents who cover South America, Spain, Portugal and China. 
In addition to the Theme Park market, the company has developed and implemented strategies to 
expand into the growing Family Entertainment Centre and “Leisure into Retail” sectors.

Do you have any advice for current exporters or businesses 
considering trading internationally?

Trade shows in your target markets are a must. Meeting potential buyers face to face will always garner 
more success than trying to sell remotely. For qualified leads, make the effort to visit them. In addition, 
promote the fact that you are a “Great British” company – it is a beacon for high quality & safety 
standards, as well as business integrity.
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Name: Richard Gilbert

Job Title: Managing Director

Company Name: Excalibur Refreshed 

Sector: Vending Machine 

Size: SME

Location: Bilston

Case Study

Tell us about your company?

Excalibur Refreshed, have over 200 years of vending experience across a fully committed, cross-
functional team of refurbishment specialists. 
 
Services, including bespoke customer specification, and rigorous quality checks, gives them the 
confidence to provide machines to the industry that are ‘plug & play’ - whether this is customer owned 
machines, or refurbished machines they have sold. 

How has your company been able to trade successfully post-Brexit?

We first engaged with the Black Country DIT team back in late 2020 and were referred to discuss Clean 
Growth by the local LEP. 

We have attended a range of events and will be looking to attend physical trade visits when possible. 
Working with our Clean Growth Advisor, we have looked to capitalise on contacts whilst finding clients 
within the European Vending trade associations, following leads established via the overseas posts. This 
will lead to potential export wins in numerous European countries and an improved export strategy. 

With the support of DIT, we have made contact with several vending operators in Poland, and as Europe 
emerges from the pandemic, we are confident of selling there, along with an agreed plan of identifying 
more contacts in Bulgaria. We have also had contact with the British Embassy in The Hague as well as 
discussions on potential Vending Operator contacts in Ireland. 

Translation services have also led to potential opportunities in Poland, Netherlands, Belgium, Serbia and 
Spain. 

Excalibur Refreshed have business in the Netherlands and this will shortly expand into markets in 
Poland, Romania and Bulgaria. 
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Name: Mohammed Younas

Job Title: CEO

Company Name: HH Aerospace Ltd

Sector: Aviation

Size: SME

Location: Birmingham

Case Study

Tell us about your company?

HH Aerospace Ltd supplies aviation products and services.

How has your company been able to trade successfully post-Brexit?

We import some products from Europe, and on odd occasions we may export spares to European 
workshops for repairs.

Brexit has had minor impact to us – we had ensure we supply the additional / specific information for 
our exports to Europe. We have a checklist of what to include in our commercial invoice / packing lists 
etc.

We have not faced any delays on exports or imports. However, we avoided trading with Europe in Jan-
Feb as a precaution.

For us, Brexit was pretty much a “non-event”

We are pleased that HMRC introduced, Postponed VAT Accounting – this helps with our cashflow and 
streamlines our VAT submissions.

Do you have any advice for current exporters or businesses 
considering trading internationally?

Avoid the steep learning curve.

Learn about import / export procedures. Arrange training / support (from suppliers like freight 
companies) to ensure you compliant with HMRC rules, UK Law

Check with DIT / Chamber of Commerce / gov.uk for additional support / finance that you can leverage.
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Name: Rachel Simpson

Job Title: Managing Director

Company Name: Rachel Simpson Ltd

Sector: Retail/ Wholesale

Size: SME

Location: Birmingham

Case Study

Tell us about your company?

We are a Premium women’s bridal and occasion footwear company. We were established in 2008 and 
have been exporting since the beginning. We now export worldwide B2C via e-commerce and B2B in 
around twenty countries. Our shoes and bags are manufactured in Spain.

How has your company been able to trade successfully post-Brexit?

We have seen a massive increase in export over the years with exports now accounting for around 70% 
of our turnover. Roughly 70-80% of that is EU. 

Brexit has been a massive change for us and has been quite challenging. We have had to take a number 
of steps to be able to continue trading with the EU including registering for VAT in Germany and the EU 
One Stop Shop (OSS). We have had to bring in professional support to act as our representatives and 
complete our VAT returns. We have also had to do some work on our website to make sure all of the 
VAT codes have been changed. We have worked really hard over the past 5 years on maintaining those 
relationships with our EU customers who have been really understanding throughout the Brexit process.  
Overall, as a business we are doing well. We have managed to get through Brexit and we have got 
exciting times ahead. 

The US is our main market outside of the EU and is second in terms of online sales. We have sold to 
the US market for years now and things have been ticking along nicely. However, we have tended to be 
more reactive than proactive and we have now put plans in place to really start to grow and increase 
sales in the US and Canadian markets. We are planning to launch an EU website later this year so we can 
sell in euros. Once this is up and running we are planning on launching a US website and we have just 
taken on a US agent as well to try and grow our wholesale business over there. 

Do you have any advice for current exporters or businesses 
considering trading internationally?

Keep communicating with your international customers because even if you do not have all of the 
answers, the worst thing you can do is to keep quiet. It is about being totally transparent with your 
customers and bringing them on the journey with you.
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Name: Simon Hyde

Job Title: CEO

Company Name: FAUN-Zoeller (UK) ltd

Sector: Manufacturer

Size: Large

Location: Redditch

Case Study

Tell us about your company?

We are a Supplier of Refuse Collection Vehicles & Mechanical Road Sweepers including aftersales 
service and support. Mechanical, Electrical and Hydrogen Fuel Cell Driven technology.

How has your company been able to trade successfully post-Brexit?

We began our Brexit preparations by presenting to the Board of Directors. Off the back of this we 
created a checklist of what we needed to do 3 and a half years before the event (Brexit). So we were 
well prepared for Brexit. 

We have had Group Support in terms of rates of exchange and three years of administration set up 
for imports and export departments within the group. Supply chain processes were re written and 
agreed 12 months before implementation. Different quotations were given to clients in case of tariff 
applications. We have also overcome the issues around VAT through using different processes. 

There are still some elements of unknown such as commodity codes and countries of origin. We are 
probably 75% of the way through that but it has not stopped us at the moment and so all our things on 
our to do list we have been slowly going through. There is more documentation for sure with each order 
but we have not had to take on any additional staff to process it. We have invested in a new ERP system 
so the extra work we have had to take on from Brexit has been compensated by the productivity gains 
we have had with the new systems. 



19

Name: Andy Dewar 

Job Title: Senior Stock Controller & Logistics Manager

Company Name: Racoon International

Sector: Retail

Size: SME

Location: Southam

Case Study

Tell us about your company?

Founded in 1995, Racoon International is the number-one supplier of high-quality, glamorous human hair 
extensions to salons, session stylists and global partners. 

To offer our premium quality products and services around the globe, Racoon International works in 
partnership with a network of longstanding, dedicated international distributors in the USA, Europe, the 
Middle East and Australia.

How has your company been able to trade successfully post-Brexit?

Racoon International is a number 1 hair extensions specialist selling to salons both in the UK and 
overseas for over 2 decades.

We were incurring severe delays in shipping goods to the EU, the goods were getting to the final 
destination but then being held up in customs with “Brexit Related delays” being blamed, even though 
we were ensured their documents were all in place.  We were using couriers like DPD, Parcelforce and 
UPS.

We discussed their commercial invoices and what appeared to be missing, which could have related 
to the goods being held up at the destination country. We checked and discussed their incoterms and 
found the best solution would have been DAP (Delivered At Place).  I provided them with an Incoterms 
file and also a list of what was mandatory on commercial invoices after the EU transition.

Things are running smoother now even though there has been a slight issue with Italy and health 
certificates, which we discussed and solved.

Most recently, we have had successful shipments to Poland via DPD and UPS
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Name: Matt Bunn

Job Title: Company Secretary / Company Accountant

Company Name: The Angle Ring Company Limited

Sector: Construction

Size: SME

Location: West Midlands

Case Study

Tell us about your company?

We have specialised in bending and curving metal & alloys for 60 years, and have the UK’s largest steel 
bending range at our single site production facility. Internationally, we trade with Austria, Belgium, 
Ireland, Norway and Slovenia

How has your company been able to trade successfully post-Brexit?

Angle Ring are specialised in bending and curving metal & alloys and have been doing so for 70 years, 
they have the largest steel bending range in the UK at their single site in Tipton. Here is their website; 
www.anglering.com 

They have multiple suppliers from almost anywhere in the world and were unclear how they should 
display the origin on their paperwork.  The value of the labour ordinarily ranges between 10% - 30% so 
they wouldn’t qualify for CTH (Change in Tariff Head) to be able to declare UK origin. They also wanted 
to know if they could declare EU/UK origin on their paperwork. 

The system has been amended to allow for individual lines of an invoice to state the country of origin 
should there be a mixed supply to account for.

Previous to the UK leaving the EU their weights were declared only on their Delivery/Note Packing list, 
they were calculated based on the dimensions but often the ends were left longer for the customer to 
cut off, consequently net/gross weight’s weren’t precise. Now the weights need to be declared on their 
commercial invoice and they need to be more precise. Plus the problem with the extra length left longer 
for the customer to cut off. 

If the tubes are banded together then the net and gross weight would be the same, however if they 
are loaded on pallets then they would need to consider the excess pallet weight and this would be 
considered the gross weight. For the extra length they have created a new stage in the system to 
account for the long ends. This is also true of the additional packaging where weights can be entered to 
equate more accurate net/gross weights. A statement regarding tolerances is also being considered. 

Their commercial documents sorted out based on the new rules after leaving the EU enabling continued 
trade. 

https://www.anglering.com/
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Name: Sally Burnett

Job Title: CEO

Company Name: Sally Burnett Designs in Wood

Sector: Creative

Size: Sole Trader

Location: West Midlands

Case Study

Tell us about your company?

Design and manufacture of hand blown glass vessels and panels and large ceramic tile installations, for 
both private and commercial clients

My distinctive work is exported worldwide and has featured in many exhibitions in Europe, USA, the 
Middle East and Asia. It can be found in several private collections, numerous galleries and luxury homes 
and mansions and is becoming a firm favourite of interior
designers.

How has your company been able to trade successfully post-Brexit?

Sally Burnett is a creative designer, makes and designs bespoke wooden items to a very high standard. 
Here is her website; www.sallyburnett.co.uk

Sally sends the goods to the EU, Italy was this specific case, where she retains ownership as they are 
being used for product placement shots. They may be sold off or returned to her within a 6 month 
period. Sally needed to know if the ITA company could reclaim back their VAT should they sell the 
products and if she can reclaim her VAT and eventual duty back should any items be returned to the 
UK. As this is a new client which could potentially be very important Sally wanted to help them with the 
paper work and get things running as smoothly as possible.

We checked the HS Code for the products and they are 0 rated third country so there is no issue with 
duty upon return. The solution for the ITA company was they would be liable for VAT when the goods 
are imported into Italy but VAT can be claimed back with their VAT return. For the goods not sold and 
being returned to the UK RGR, Return Goods Relief wouldn’t be necessary as they are 0 rated and VAT 
can be claimed back with Sally’s Vat return.

Everything is going ahead for this new potential customer.

https://www.sallyburnett.co.uk/
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Name: Jon Drage

Job Title: Associate Sales Director

Company Name: The Mad Group Ltd

Sector: Sports and Fitness

Size: SME

Location: West Midlands

Case Study

Tell us about your company?

We’re a long-established company – we started in 1923 as a family business, and still are to this day. 

We take pride in providing high quality fitness, yoga or pilates equipment to you, your business and your 
clients. You can stay safe in the knowledge that we take great care when choosing our product, where 
they are sourced from, and if they’ll perform for your needs & expectations

We supply both nationally and internationally, so you can find us all around the world.

How has your company been able to trade successfully post-Brexit?

The Mad Group is a long-established company – which started in 1923 as a family business, and still are 
to this day. They offer leading fitness, health and wellbeing equipment across a range of disciplines.  
Website: www.mad-hq.com

Many queries regarding trading with the EU after the EU exit. How to handle return goods, what is 
entailed in buying goods in the EU, shipping to the UK then re-exporting back to the EU. What duties 
would be involved. What paper work is necessary when shipping between EU states then onto the 
UK. Queries with couriers and TAN accounts, can their customers use TAN accounts to pay couriers. 
Possibility of using double incoterms. OSS (One Stop Shop) process.

Everything was discussed in detail. A solution for return goods is RGR, Return Goods Relief where no 
duties would be liable, which was a main issue. We went through the paper work process. The OSS 
process was explained that this process can only be applied to B2C customers. Double Incoterms, 
this was clarified that only one incoterm could be used. It was also explained EU/EU then onto the UK 
wouldn’t incur double duty as goods would be considered EU origin. 

The Mad Group now feel more confident and are dealing with the EU after the transition period and can 
move forward with more sales.

http://www.mad-hq.com
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Name: Scott Hudspith

Job Title: Customer Services Manager

Company Name: Whitefurze Limited

Sector: Retail

Size: SME

Location: Coventry

Case Study

Tell us about your company?

The Whitefurze product range extends across a variety of categories including the Food Storage and 
Preparation, Housewares, Storage and Gardening sectors.

All our products are manufactured at our facility in Nuneaton utilising state-of-the-art injection 
moulding machines and robotic handling equipment.

Our modern warehouse at our headquarters in Coventry ensures good stockholding at all times and 
industry leading levels of order fulfilment.  Have experience in trading in overseas markets including 
South Africa and Europe.

How has your company been able to trade successfully post-Brexit?

Whitefurze Limited provides a range of products in Housewares, Food Storage and Preparation, Storage 
and Gardening Sectors selling to distributors both in the UK and overseas.

We have received information from a customer that we are working very closely with who have advised 
that our goods are now non preferential.  Our understanding is that the goods are still manufactured in 
the UK meaning they are of preferred UK origin.

We discussed what the origin of their goods were and the client confirmed that all of their products 
are manufactured at their injection moulding factory in Nuneaton and everything is made at this site so 
therefore the goods are manufactured in the UK. In this case they are of UK preferential origin and the 
client was provided with a preferential statement that the client could add to their commercial invoice, 
at point number (2) this states the Eori number, at point (3) it’s “UK” origin. Recommended that the 
client sends this to their customer in the Netherlands and explain this statement goes on all commercial 
invoices now between the UK/EU where the rules of origin allow either UK or EU origin.  Preferential 
origin is an agreement between 2 nations under FTA rules, in this case the UK and the Netherlands 
where a FTA stands. Non preferential origin is when MFN(Most Favoured Nation)/WTO rules are applied.  
Client was advised that their customers needs the non-preferential agreement signed by Whitefurze 
Limited because he’s selling on to non EU countries.  The customer needs to use the MFN/WTO rules for 
their transactions whereas Whitefurze Limited are using the FTA rules.

Since acting on this advice, things are running smoothly.
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Name: Adetola Oredope

Job Title: Director

Company Name: Darock Projects Limited

Sector: Consulting & technology services

Size: SME

Location: Rugby

Case Study

Tell us about your company?

Darock Projects Limited is a global consulting, technology services and outsourcing company that 
collaborates with companies, governments. Mr Adetola Ordope.

They source and supply companies that are finding it difficult to source their raw materials at 
competitive rates. Products such as:

• Soap Bases and Noodles
• Bulk and Retail Powder Detergent
• Caustic Soda Pearls and Flakes
• Crude Palm Products – PKO, PFAD, Stearin
• Animal Fats – Tallow (Edible and Inedible)

How has your company been able to trade successfully post-Brexit?

Darock Projects Limited is a global consulting, technology services and outsourcing company that 
collaborates with companies, governments. Mr Adetola Ordope.

They buy goods, palm based, from Indonesia/Malaysia and ship them to Nigeria. The problem is the 
payment of the goods as Nigeria won’t release payment to a UK company if the goods are not of the 
same origin, ie UK.  The goods could be shipped to the UK, have a significant change to them, changing 
the HS Code, declaring UK Origin then ship them to Nigeria. Unfortunately there is no actual change to 
the product.  The solution of a bonded warehouse isn’t feasible for the same reasons.

Source the same or similar goods from the UK so that UK origin can be claimed, consequently there is 
no issue with payment of the goods.

Mr Adetola has sourced a product in the UK called Tallow which can replace the Palm based product.  A 
vet’s certificate and a Good Manufacturing certificate will be required. The business continues supplying 
Tallow based products to Nigeria.
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Name: Mahbir Thurkal 

Job Title: Director

Company Name: Mahbir Teas & Spices

Sector: Food & Drink

Size: SME

Location: Coventry

Case Study

Tell us about your company?

Young British-Indian entrepreneur, Mahbir wants to show you that there is so much more to Indian 
teas and spices than simply masala chai and curry sauces. By reinventing classic flavours with natural, 
sustainably-sourced ingredients, Mahbir shares his passion and culture with those who are both curious 
and conscious.

The company currently exports its products to Belgium, Canada, Italy, Kuwait, Netherlands, United Arab 
Emirates.

How has your company been able to trade successfully post-Brexit?

Creative Locals is a personal initiative by young British-Indian entrepreneur, Mahbir Thukral.

Mahbir is the MD of a teas and spices business that has been greatly affected by the coronavirus 
pandemic. In the past few weeks he has developed an idea to support small businesses that have also 
been effected by the pandemic. 

Mahbir has launched the Creative Locals website which is open to small businesses everywhere to list 
their details so perspective customers can search by postcode and see which businesses are still open in 
their area and what changes they have made in light of COVID-19. 

What started off as a local initiative in Coventry, Mahbir’s hometown, the platform is now being used 
in Ireland, Belgium and the Netherlands with more than 50 businesses signed up so far. We are now 
supporting Mahbir in not only developing an export plan to ensure his spice business can continue 
to export in the future but also supporting him in developing the Creative Locals website to attract 
overseas businesses.
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Name: Adrian Lawrence

Job Title: Director of Finance

Company Name: GB Tyres (UK) Ltd

Sector: Automotive

Size: SME

Location: Tipton 

Case Study

Tell us about your company?

We are a wholesaler of Commercial and Car Tyres selling to fitting companies and fleets in the UK and 
internationally   We have been growing our exports steadily and now sell around 15% outside of the UK, 
over recent years we have developed our own brand of Tyre.

How has your company been able to trade successfully post-Brexit?

The Brexit period has been a challenge for our business as the Origin of Goods we sell is principally India 
or China, bringing stock into the UK and the exporting to the EU used to only incur Duty on entry to the 
UK but now incurs Duty on entry to the EU as well. 
 
To adapt to this new reality, we have refocussed our export efforts to include more areas and Countries 
outside of the EU. Currently we are targeting Asia and South America as well as other locations. 
 
We are attending international shows to meet and find new markets and customers for our products. 

Do you have any advice for current exporters or businesses 
considering trading internationally?

The EU is an important market but as it is growing more slowly than Asia and in future it will represent a 
smaller share of the future worldwide market. 
 
We are finding that we can win new business in new markets and whilst the distances are a challenge, 
with the help of the Department of International Trade we do not need to rely on the EU. 



27

Name: Mikolaj Walczak

Job Title: Director

Company Name: Kokoko

Sector: Creative

Size: SME

Location: Coventry

Case Study

Tell us about your company?

Mikolaj has been running an e-commerce business since 2018 (niche: beauty-nails), starting affiliate 
marketing in 2020. Developing skills, open for cooperation. International trading with Poland.

How has your company been able to trade successfully post-Brexit?

Mikolaj Walczak is the director of Kokoko Limited who conducts International trade with Poland.  He has 
been trading since 2018.

Even though Mikolaj has been trading with Poland for quite a few years, the whole process of 
“International Trade” is totally new for him. He is totally unaware of Incoterms, Vat, duty, paperwork and 
fees involved.

The whole scenario of customs and logistics was explained in full. The best incoterms to use, what to 
check on his suppliers invoice like origin of the goods to make sure they are of EU origin and not from a 
third country. How Vat works. What an HS/Commodity Code is and how he pays his customs clearance 
charges.

Mikolaj understands in full now the International trade process and can continue trading with Poland.
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Company Name: Drywite Ltd

Sector: Manufacturing

Size: SME

Location: Halesowen 

Case Study

Tell us about your company?

Supplier and manufacturer of products for the Fish & Chip, Catering, and Fresh Produce Processing 
industries. Trading internationally since the 1950 and previously operated under EXW Incoterms.

How has your company been able to trade successfully post-Brexit?

We have changed our Incoterms to FCA or DAP only, to give ourselves the control over our Export 
declarations and to provide a better experience to our customers. 

We are concentrating on honing our service to our current EU customers post-Brexit by working closely 
with our freight forwarders, and have plans to exhibit at or attend relevant events to widen our customer 
base and develop new contacts. 

Working closely with the DIT, we have reached out to trade advisors for countries that show particular 
interest in our products (Hungary and Romania), and we are looking at potential distribution 
partnerships so that our smaller customers are able to easily access our products without dealing with 
the export and import processes themselves. 

Do you have any advice for current exporters or businesses 
considering trading internationally?

Take advantage of all of the resources available to you; we have received great support and training 

through government initiatives, the DIT and Institute of Export.
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Name: Stuart Joce

Job Title: CEO

Company Name: OmniCyber Security

Sector: Cyber Security

Size: SME

Location: Solihull

Case Study

Tell us about your company?

OmniCyber Security is a world-class international cyber security specialist based in Solihull, Birmingham. 

With clients based all over the world covering everything from online retail to financial institutions and 
governments, being able to efficiently and expertly provide services across multiple continents has been 
integral to the company’s growth in recent years.

How has your company been able to trade successfully post-Brexit?

As a business, we’ve of course been impacted by Brexit but have been able to counter this by increasing 
our client base across other continents. 

For instance, we provide our array of services from penetration testing through to infrastructure to 
countries such as Nigeria, Dubai, Morocco and Hungary. Expanding our client base overseas from our 
Midlands base is something the entire team has played a role in as we’ve continued to grow.

This international growth has now allowed the business to open up a brand new base across the Atlantic 
in Vancouver, Canada. This new office will allow us to continue to improve the way we support our 
clients moving forwards.
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How can Chambers of Commerce support businesses trading 
internationally?

The Department for International Trade team at your local Chambers of Commerce can help support 
businesses trading internationally. We have a team of experienced international trade advisors that 
are able to provide firms with free advice and guidance, whether you are new to selling overseas or a 
seasoned exporter. 

As well as being able to tap into the knowledge and experience of international trade advisors, our 
documentations team can also assist businesses with the new documentation requirements that firms 
now need to comply with post-Brexit when shipping goods to the EU. The team issue ATA carnets 
for those businesses that are looking to take goods into the EU or other international markets on 
a temporary basis (such as for trade shows). Our Chamber Customs service can also file customs 
declarations on behalf of your business, ensuring that customs clearance is accurate, timely and avoids 
additional costs through delays or errors. 

Chambers of Commerce can also assist with overseas market information and contacts, interpreting and 
translation services, training in a variety of subjects plus foreign currency exchange. Our Commonwealth 
and Transatlantic divisions can also help firms that are looking to develop bilateral trade opportunities in 
Commonwealth countries and North America. 

Below are a couple of examples of companies that our international trade advisors have been able to 
support in adapting to the new trading environment with the EU:

Company Name: Kokoko

Location: Coventry

Mikolaj Walczak is the director of Kokoko Limited. The company has been trading since 2018. 

Even though Mikolaj has been trading with Poland for quite a few years, the whole process of 
“International Trade” is totally new for him. He was totally unaware of some of the new requirements for 
trading with the EU including Incoterms, VAT, duty, paperwork and fees involved. 

The whole scenario of customs and logistics was explained in full to him. The best Incoterms to use; 
what to check on his suppliers invoice like origin of the goods to make sure they are of EU origin and 
not from a third country; how VAT works; what a HS/Commodity Code is and how he pays his customs 
clearance charges.

Mikolaj now understands the international trade process and what is required. He has been able to 
continue trading with Poland post-Brexit. 

Company Name: The Mad Group 

Location: Coventry

The Mad Group is a long-established company – which started in 1923 as a family business. They offer 
leading fitness, health and wellbeing equipment across a range of disciplines. 

The company had many queries regarding trading with the EU after the EU exit including:

• How to handle return goods
• What is entailed in buying goods in the EU, shipping to the UK then re-exporting back to the EU?
• What duties would be involved?
• What paper work is necessary when shipping between EU states then onto the UK?
• Queries with couriers and TAN accounts, can their customers use TAN accounts to pay couriers.
• The possibility of using double incoterms – the OSS (One Stop Shop) process.

Everything was discussed in detail with them. A solution for return goods is Return Goods Relief (RGR) 
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It was explained to them that the OSS process can only be applied to B2C customers. Double Incoterms, 
this was clarified that only one Incoterm could be used. It was also explained to them that EU to EU then 
onto the UK wouldn’t incur double duty as goods would be considered EU origin.

The Mad Group now feel more confident and are dealing with the EU after the transition period and can 
move forward with more sales.

Click here to find out more about how the international team at the Greater Birmingham Chambers of 
Commerce can support your business. 

Click here to find out more about the Black Country Chamber of Commerce’s International services

Click here to find out more how the Coventry & Warwickshire Chamber of Commerce can support 
businesses trading internationally. 

https://www.greaterbirminghamchambers.com/international/international-support-services/
https://www.blackcountrychamber.co.uk/international-trade/
https://www.cw-chamber.co.uk/international-trade/


For more information contact: 

Rajdeep Kandola
Head of Policy 
Greater Birmingham Chambers of Commerce
R.kandola@birmingham-chamber.com

mailto:R.kandola%40birmingham-chamber.com?subject=



