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What is the Department for International Trade?

• Ministerial department that helps 
UK businesses export and grow into global markets.

• Represented in over 100 countries worldwide via Embassies, 
Consulates and Overseas Business Network Partners

• London region (covers SE) is organised in 7 sector teams
     - Fashion & Consumer
     - Creative, 
  Food & Drink
     - Technology and Infrastructure
     - Engineering and Manufacturing

• 65 International Trade Advisers  recruited from the private 
sector

 

 



Connecting with the DIT Network - UK

• First point of contact – International Trade Adviser (ITA)
• Bespoke, impartial advice and support in their specialist sector
• Industry background, knowledge & network
• Identifying routes/obstacles to market
• Connecting you with overseas network, events & opportunities
• Discuss all aspects of brand building: IP, finance, production, sales & marketing
• Signposting to other business support organisations
• Contacts across industry



Connecting with the DIT Network - Overseas

• Buyer/agent/distributor/showroom – local knowledge

• Potential obstacles to market entry – branding / legal/language / duties & tariffs

• Cultural feedback and opinion, business etiquette

• Local contact with retailers in certain circumstances – payment?

• Promoting local export opportunities in each sector

• Collaborating on events & missions



Tradeshow Access Programme (TAP)

• Participate in an overseas trade show as part of a group of UK businesses led 
by a Trade Challenge Partner (TCP) – e.g. UKFT, BATF, BFA

• Up to £2500 – 6 per company lifetime

• Establish contacts with buyers/agents/distributors/customers

• Grant support available towards cost of stand (TAP funding)

• AW19Fashion Weeks – Pitti, Paris, Berlin, Copenhagen, New York, Chicago



Fashion Missions

• Recent missions – China, Japan, S. Korea, Sweden, Denmark, USA
• Upcoming Missions Prague, Nigeria, Hong Kong, Australia

• Networking reception with local buying and PR contacts

• Briefing from our commercial team about the market

• Showcase at central venue with buyers/agents/press invited by the overseas team

• Time for individual market research & follow up appointments

• Opportunity to meet existing stockists and build relationships & develop new 
business



Trade Mission to Prague 16th & 17th October



Fashion Mission – London Market Tokyo: Japan



Fashion Mission – China



China Best of British 2019



Meet the Buyer Events

• Group of buyers invited to London - AVAIL
• One-to-one meetings with brands 
• Discuss future business. Strengthen relationships pre-season
• Previous events buyers have included:

• Marubeni (Japan)
• Lambert & Associates (Bergdorf Goodman, USA)
• End Clothing (UK)
• BEAMS (Japan)
• WoodWood (Denmark)
• Good as Gold (NZ)
• Level Kids (UAE)
• Addicted (S. Korea)
• Toplife (China)
• Robinsons (UAE)



Meet the Buyer – Nomad, Canada



Meet the Buyer – HN Dubai



Meet the Buyer – Lambert & Assoc.



Export Opportunities



Selling Online Overseas 



39 Market Places and Platforms



Event Alerts: https://www.events.trade.gov.uk/



Department for International Trade - Contact

• Lucy Haine
• Department for International Trade (DIT) London Region
• E: lucyhaine@tradelondon.org.uk
• Inbox: fashion@tradelondon.org.uk

@tradegovuk_LSE                          

UK Trade & Investment (UKTI)

International Trade with the UK – London

ukti.blog.gov.uk/author/ukti-london-1

Follow us online

gov.uk/dit
exportingisgreat.gov.uk

• Alice Scott
• Department for International Trade (DIT) London Region
• E: alicescott@tradelondon.org.uk
• Inbox: fashion@tradelondon.org.uk

mailto:richardfoxall@tradelondon.org.uk
mailto:fashion@tradelondon.org.uk
mailto:alicescott@tradelondon.org.uk
mailto:fashion@tradelondon.org.uk


HOW TO:
Launch your brand successfully overseas + maximise 

your time there. 



Pop Up Stores all over the 
world, feeding into an 
overarching online community.



1. Preparation for going overseas: Are you ready?

2. Things to consider

3. Not a one-off, you need to be in it for the long game.

4. How to maximise your time abroad.

5. Milan February and April 2019 Case studies.

6. Get Ready: Shanghai 2019.

To Cover



Preparation: Are you ready?

WHY - take your brand international.

Are you ready?
● Why do you think your product might work in a specific location?
● Do you have proof of customers in a specific region?
● Have you seen web traffic and sales from a specific location? 
● Are your online followers coming from a specific location?
● What interactions have you had with people from a specific location? 

Why are you doing this?
● Test and establish new markets - build your brand worldwide.
● Online/web sales
● Expand your reach/brand awareness
● Pick up new stockists/brand ambassadors



It’s a long game. Not a one-off.

Be realistic about your expectations. It’s a 
new market, your brand is totally new here 
and it is a launch, it takes time to establish 
in a new market:

● It’s not all about the quick sale
● Build relationships + share your story.
● Learning. Learning. Learning. Customer feedback is key.
● Every market is different, every customer will have 

different feedback. Take what works for you and your 
brand. You can please everyone and not every market 
will be the ideal fit.



Maximise your time abroad

What can you do to guarantee your time abroad 
will be a success?

● Set up meetings - Buyers, influential people, press, make 
contacts that will benefit in the long run

● Measure your online data and analytics
● Do you have customers already in these locations you can 

ask for direct feedback and support?
● Spend time in the location, not just in store but in the city, see 

the city, talk to the people, immerse in the culture, collect 
research and info for next time.

● Experiment
● Set targets ie. gain:

○ local web traffic, 
○ local instagram followers etc
○ Influencer relationships 
○ Meet x amount of buyers etc

CUSTOMER BASE

5000+
BRAND DATABASE

1000+

 
INSTAGRAM FOLLOWERS

7.4K

COMBINED SOCIAL MEDIA
 REACH WITH DESIGNERS

120,000+

INSTAGRAM  VISITS
WHILE IN-STORE

2000+

DAILY WEB HITS 
DURING POP-UP

200+

FACEBOOK REACH

52.3K

FACEBOOK RESPONSES

1.5K



Things to Consider

● Is your business ready?
● Are you personally ready? This is an investment not a quick fix.
● Do you have a network abroad?
● Do you understand the legal implications?
● Do you understand the costs involved?
● Can you afford to do this more than once?

China
● Trademarking - LDC solutions
● Product entry requirements.
● Local taxes/fees
● Product Assortment
● Know the market - DIT reports/intel/support

Milan
● Italian VAT 22%
● Flights/Accommodation
● Product assortment
● Know the market - DIT reports/intel/support



Milan 

Milan Fashion Week 
Concept Store

● 1 week - February 2019
● 10 Brands from Italy + UK
● €10,000 sales in 7 days



What we learnt in Milan

● Social Media goes a long way
● Community is key
● Legals are important!!!
● Tourists are the same everywhere and customers do vary but ultimately they are 

all people!
● It’s easier to go overseas than it may seem!



Now Is the time. Take your brand global.

Contact:
Rebecca Morter rebecca@lonedesignclub.com +44 7706 749582


