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IT’S NOT
WHERE YOU’RE
FROM, IT’S WHERE
YOU’RE AT.
LOCATE TO GERMANY,
EUROPE’S LEADING
ECONOMY.

Germany Trade & Invest is the foreign trade and inward investment agency of the Federal Republic of Germany. Our
comprehensive range of advisory, business information and
project support services help smooth the path for easy overseas investment. We provide expert investment support individually customized to your needs – all totally confidential
and free of charge.
Talk to us to find out what we can do for your business.
Call +49(0)30 200 099-555 or visit us at www.gtai.com
Support by Federal Ministry for Economic Affairs and Energy on the basis of a decision by the German Bundestag.
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Germany overview

Germany had a Gross Domestic Product (GDP) of more than USD $3.85 trillion in
2015 (USD $39,717 GDP per capita). This makes it the largest economy in Europe
and the fourth strongest economy in the world. Its consistently strong economic
performance offers long-term growth potential for UK businesses. Its GNI per
capita was USD $43,443 PPP in 2015.

The annual growth rate in 2015 was 1.7%, better than its 1.6% expansion in 2014
and higher than market expectations of 1.6%. It is its best performance in four
years, boosted by domestic demand.
The country's highly developed infrastructure, stable economy and location in the
middle of Europe make it especially attractive for foreign investors.

Many studies have accorded Germany – along with UK – one of the most attractive
investment locations in the EU, and as such the country continues to receive large
amounts of Foreign Direct Investment. Germany’s business environment is well
known for its integrity, safety, reliability and transparency. Furthermore, the
government provides a number of investment incentives at both a regional
and federal level.
The World Economic Forum’s Global Competitiveness report ranks Germany
5th out of 144 for 2014-15.

Thank you to our Market Experts

www.Germany.DoingBusinessGuide.co.uk
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The Sky’s the limit
Choosing a great export training
partner can really help your
company take off in the export
trade!
We can help develop new ideas
and find ways to drive down
costs and produce sustainable
improvements in your export
business.
Our main aim is to help you
achieve your export and
international trade goals.

Exporting great
ideas to you.

Join us today
t: +44(0)1733 404 400 e: institute@export.org.uk
w: www.export.org.uk

Welcome from Lesley Batchelor OBE, FIEx (Grad) Director General, The Institute of Export

Preparing for any new market needs consideration when thinking about a country
like Germany there are many issues both cultural and business linked that you need
to think through.
This guide offers you the opportunity to think through your market issues and learn
how to enter the market successfully and with as little pain as possible.

The Institute of Export’s mission is to enhance the export performance of the United
Kingdom by setting and maintaining professional standards in international trade
management and export practice. This is principally achieved by the provision of
education, training and practical support, a helpline and one-to-one assistance with
paperwork.

Dedicated to professionalism and recognising the challenging and often complex
trading conditions in international markets, the Institute is committed to the belief
that real competitive advantage lies in competence and that commercial power,
especially negotiating power, is underpinned by a sound basis of knowledge.
Why not contact us and find out how you can join?

Lesley Batchelor OBE, FIEx (Grad) Director General - Institute of Export
www.export.org.uk

www.Germany.DoingBusinessGuide.co.uk
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Foreword from Tony Sims, Counsellor and Director
of UK Trade & Investment Germany

I am pleased to welcome you to this guide to doing business in Germany – a country that
hosts 65% of the world’s international trade fairs and whose consistently strong economic
performance offers long-term growth potential for UK businesses.

With a Gross Domestic Product of more than EUR €3 trillion, Germany is the largest economy
in Europe and the fourth strongest economy in the world. Germany is the UK’s largest export
market in Europe and second largest globally after the US. Its strong domestic consumer market
and resilient economy are especially beneficial for UK businesses exporting to Germany.
The German market has a strong industrial base and offers easy access to Eastern Europe.

Many UK companies are already successfully doing business in Germany, either as investors
or as exporters. There are over 1,300 British companies in Germany, employing over 220,000
people. Almost every 10th foreign company in Germany is British and total British Foreign Direct
Investment in Germany currently amounts to £23.8 billion.

Since 2009, UK exports to Germany have increased by 23% to £43.3 billion in 2014. The main
UK exports to Germany are in mineral fuels and gas, machinery and mechanical appliances,
vehicles and automotive components, aircraft, electrical machinery and equipment and
pharmaceutical products. These sectors represent some of the best opportunities for UK
companies, but opportunities also exist in other sectors. UK Trade & Investment are here to
help UK exporters identify those opportunities and help them develop new business through
our extensive network of specialists in the UK, and in British Embassies and other diplomatic
offices around the world. We provide companies with the tools they require to be competitive
on the world stage.

I hope this guide provides you with useful insights into the opportunities and advantages
of Germany as a potential market for your business. We would be delighted to support you
in doing business in Germany.

Tony Sims
Counsellor and Director of UK Trade & Investment Germany
www.gov.uk/government/world/organisations/uk-trade-investment-germany

www.Germany.DoingBusinessGuide.co.uk
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Welcome from Andreas Meyer-Schwickerath, Director
and Member of the Board, British Chamber of Commerce
in Germany e.V.
Dear Readers,

In this publication, you will be looking for details about working with Germany.
You may wish to export or set up your business in co-operation with the largest
European economy. Maybe you know that Britain, being the 3rd largest European
economy, represents Germany’s most important trading and business partner after
the US and the Netherlands.
British-German Trade

• The Bundesbank’s most recently published (in 2015) balance of payment figures
for 2014 again show bilateral British-German trade to be the 3rd largest of all
German bilateral trade relationships (after the US and the Netherlands), strongly
up more than 7% from 2013. The figures are estimated to be higher for 2015 and
will be published in April 2016.

• Total bilateral trade including goods and services in 2014 was EUR €177 billion,
up from EUR €165 billion in 2013. Thereof, total trade in goods alone was EUR
€136 billion, up 8% from 2013, with UK exports to Germany at EUR €44.1 billion
and German exports to the UK at EUR €91.9 billion. Total trade in services was
EUR €40.9 billion, up 4% from 2013, with UK services exports to Germany at
EUR €20.3 billion and those from Germany to the UK at EUR €20.6 billion.
• British-German Firms

• Nearly 2,400 German firms do business in the UK with around 334,000 employees.
• More than 1,200 British firms operate in Germany with around 220,000 employees.

The British Chamber of Commerce in Germany (BCCG) supports and encourages
businesses from the UK to do business with and export to Germany. In this regard,
we closely co-operate with UKTI, and with other British Chambers in the UK
(members of BCC) and in Europe (members of COBCOE). Germany with over
80 million inhabitants is a very large market for both consumer as well as business
products and services. It has many centres where different industries and service
providers are located. The BCCG is represented in all German states and in the
UK to support you wherever you may wish to establish contacts.

BCCG is a privately-funded non-profit-making membership network organisation,
which was founded in Cologne in 1919 and in Hamburg in 1921. It had been closed
down in the early 1930’s and was re-established in Cologne/Bonn in 1960. HM
Ambassador to Germany is an honorary patron of the chamber. Members of the
chamber comprise 900 professionals and companies, of which approximately 10%
enjoy the special status: Sustaining Membership. The network consists of around
4,000 personal addressees.

Ten honorary regional committees serve as direct contacts in Germany and the UK.
With them, many BCCG events are held annually in all regions with varying contents
in the interest of members and guests. The BCCG is a neutral platform at these
events for speakers and topics. You are welcome to join us at our events and on
our website.
Andreas Meyer-Schwickerath
Director and Member of the Board
British Chamber of Commerce in Germany e.V.
Friedrichstr. 140, 10117 Berlin
T. +49 (0)30 206 70 8-0, F. -29
www.bccg.de
info@bccg.de

www.Germany.DoingBusinessGuide.co.uk
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No one knows Germany like Deutsche Post.

Entering a new market can seem risky, but it doesn’t have to be. With an extensive database
of business and consumer target groups and years of Dialogue Marketing experience,
Deutsche Post’s value-added services can ensure your German Dialogue Marketing campaigns
come off smoothly and successfully.

Alongside our insight into Germany, we have the expertise and international resources to
take your marketing campaigns around the world. By combining our unique range of Dialogue
Marketing services with an unrivalled logistics network, we can deliver your campaigns on
a global level.

For more about how Deutsche Post can support growing your business into Germany
email mail.uk@deutschepost.com or call 01344 741 054
www.deutschepost.com

About UK Trade & Investment (UKTI)
UKTI is the British Government department that helps UK-based companies
succeed in an increasingly global economy. UKTI also helps overseas companies
bring their high quality investment to the UK’s economy. UKTI’s range of expert
services are tailored to the needs of individual businesses to maximise their
international success. UKTI provides companies with knowledge, advice and
practical support.

Through a range of unique services, including participation at selected tradeshows,
outward trade missions and providing bespoke market intelligence, UKTI can help
you crack foreign markets and get to grips quickly with overseas regulations and
business practice.
With headquarters in London, UKTI have professional advisers around the UK
and staff across more than 100 countries.
Contact UKTI

Contact your local International Trade Team or Scottish Development International
(SDI), Welsh Government (WG) or Invest Northern Ireland (INI) offices to find out
more about the range of services available to you.
You can find your nearest International Trade Team at:

www.gov.uk/ukti

General UKTI enquiry number: +44 (0) 207 215 5000
UK Trade & Investment
1 Victoria Street
London,
SW1H 0ET
United Kingdom
Email: enquiries@ukti.gsi.gov.uk

www.Germany.DoingBusinessGuide.co.uk
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UK Export Finance: clearing your
path to trade

Export finance and insurance can increase
your capacity for growth. It can mean
higher levels of finance compared to
conventional lending. You can give your
overseas buyers time to pay, while
protecting your cash flow.

There are many ways to arrange this.
The right one for you will depend on
your circumstances but you could:

•

•
•

manage your working capital without
using finance
work with your existing bank finance
arrangements

seek more support by shopping
around for export finance and
insurance

Support is available, for example, to help
you secure additional working capital, to
insure against non-payment by customers
buyers, or to fulfil requirements to obtain
performance bonds.

Most exports to EU countries are sold on
short credit terms of typically up to six
months. However sales of capital goods or
construction projects are usually arranged
on longer terms, and very large capital
goods such as aircraft can be supplied
on payment terms of 10 years or more.

Specific issues you may need to manage
can include:
•

•
•

having to wait for payment, restricting
cashflow

exposure to the risk that the buyer
cannot (or will not) pay for the exports
– for example, if the buyer goes bankrupt

being asked by the buyer to provide a
performance bond in return for an
advance payment. The bond needs to
be issued by the exporter’s bank,
which is likely to ask for cash security,
another potential cashflow restriction

HM Government support

Exporters can talk to their bank or approach
other specialist financial organisations to
try to secure working capital, and speak to
insurers or brokers to source insurance
against the risk of not being paid.
Where exporters are unable to find the
working capital they need, UK Export
Finance (UKEF) may be able to help by
sharing some of the risk with their bank.

We can consider support for all exporters,
large and small, across a wide range
of sectors. In recent years we have
supported UK exports to the EU in most
sectors, including the agricultural,
construction, creative & media sectors,
energy, food & drink, IT, leisure & tourism,
medical, scientific equipment and water
sectors.

We provide guarantees with the resulting
obligations carrying the full faith and credit
of HM Government – the most powerful
partner a UK exporter can hope to find.

A wide range of support

Types of assistance UKEF is able to offer,
in the right circumstances, include:

Bond support – Under our Bond Support
Scheme we can offer guarantees to banks
issuing performance or other contract
bonds in relation to UK exports to China.
This often means the bank can issue the
bond and also expand working capital
facilities for exporters, as the extra credit
is guaranteed by UKEF.

In 2016 UKEF helped a builder of bespoke
catamarans, Blyth Workcats of Essex
obtain the performance bond it needed to
secure a German contract. Without a
UKEF guarantee for its bank, the need to
set aside its own cash cover against this
bond would have made it impossible to
fulfil the contract. UKEF guaranteed a
proportion of the bond helping release
cash to fund its work on the catamaran,
a new scientific survey vessel for a
German university.
“UKEF support was paramount for this
project” said Stuart Davidsen, the
production and design manager at Blyth.
“Our bank couldn’t cover 100% of the risk
for the bond. Thankfully UKEF was able to
take on 50% of the risk. We couldn’t have
gone ahead without it.”

Working capital support – UKEF’s Export
Working Capital Scheme can enhance
your bank’s ability to lend you working
capital to support export-related activity.
Under the scheme, we provide partial
(typically 80%) guarantees to lenders
to cover the credit risks associated
with export working capital facilities.
The scheme is particularly useful in
circumstances where a UK exporter

wins an overseas contract that is larger
than it is used to handling, or manages
to win a number of contracts at the same
time, but may struggle to finance them
all at once

Both the bond support and export working
capital products are accessed through
participating banks. If your bank
representative is unfamiliar with the
products, they can be referred to our
‘Bank toolkit’, which can accessed at
www.gov.uk/uk-export-finance.

Export Finance Advisers –
your free resource

UK Export Finance’s regional network
of Export Finance Advisers (EFAs) stand
ready to offer free trade finance information
to UK companies who are exporting or
considering exporting to Europe

The EFAs act as local points of contact
to introduce exporters and prospective
exporters to finance providers, credit
insurers, insurance brokers, trade support
bodies and sources of government
support. They can also help explain UK
Export Finance’s own product range,
complementing what is available in the
private market.
For more information and to book a
meeting with an EFA, visit:

www.exportingisgreat.gov.uk/financeand-insurance
Note: more detailed UKEF contact
information can be found on page 90
of this guide.

www.Germany.DoingBusinessGuide.co.uk
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“Cheap is not always cheerful”
Expanding your business can be affordable...

Ask about our success based consulting
www.fordings.com

Developing start ups and SMEs

GERMANY

Doing Business in Germany

ABOUT THIS GUIDE
This guide aims to provide a route map of the way ahead, together with signposts to other
sources of help.
The main objective of this Doing Business in Germany Guide is to provide you with
basic knowledge about Germany; an overview of its economy, business culture, potential
opportunities and to identify the main issues associated with initial research, market entry,
risk management and cultural and language issues.

We do not pretend to provide all the answers in the guide, but novice exporters in particular
will find it a useful starting point. Further assistance is available from the UK Trade &
Investment team in Germany. Full contact details are available in this guide.
This guide is available in four formats:
•

•

•

•

website (www.Germany.DoingBusinessGuide.co.uk)

a ‘free’ downloadable 'mobile device-friendly’ app

PDF download/e-flipbook (please see the website for more details) and
this full colour hard-copy brochure

Doing Business in Germany Guide Team;
Project Director:

Craig Smith

Sponsorship Manager:

James Clowes

Managing Editors:

Creative Manager:

Creative Consultants:

Olivia Taylor / Brian Underwood
Paul King / Claire King

Twistedgifted www.twistedgifted.co.uk

www.Germany.DoingBusinessGuide.co.uk

Printed using materials
from sustainable sources

‘Doing Business in Germany Guide’ published in the UK by International Market Advisor Ltd.
© 2016 International Market Advisor Ltd (unless otherwise stated). All rights reserved.
Contains public sector information licensed under the Open Government Licence v3.0.
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GERMANY

The country's highly developed infrastructure, stable
economy and location in the middle of Europe make
it especially attractive for foreign investors.

WHY GERMANY?
www.Germany.DoingBusinessGuide.co.uk
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Doing Business in Germany

Why Germany?

Background

Summary

Area: 357,050 sq km

Population: 81.8 million
Capital city: Berlin

Largest cities: Berlin (3.5 million),
Hamburg (1.8 million), Munich (1.4 million)

People (ethnicity): Germans 91%, Turks
2%
Language: German

Religion: Protestant 30%, Roman Catholic
31%, unaffiliated or other 29%, Muslim 3.5%
Currency: Euro €

Membership of international
organisations: European Union (EU),
European Bank for Reconstruction and
Development (EBRD), G8, World Trade
Organisation (WTO), United Nations (UN),
North Atlantic Treaty Organisation (NATO),
International Monetary Fund (IMF),
International Bank for Reconstruction and
Development (IBRD), Organisation for
Co-operation and Security in Europe
(OSCE), Organisation for Economic
Cooperation and Development (OECD).
[Source: FCO (Feb 2016); Germany Trade and
Invest (Feb 2016)]

Geography
Germany covers an area of about 357,000
sq km (138,000 sq miles) in Central
Europe, bordering the North Sea and the
Baltic Sea between the Netherlands and
Poland, and to the south of Denmark. It
has land boundaries with Austria, Belgium,
the Czech Republic, Denmark, France,
Luxembourg, the Netherlands, Poland and
Switzerland. Germany has a coastline
of 2,389 km. The terrain rises from the
generally lowland flat plains of the northern
coast through the hills and forests in the
centre of the country (Eifel, Harz, Taunus,
Black Forest and Erzgebirge) to the Alpine
foothills in the south.

The climate is temperate with no great
extremes of heat or cold – typically cool,
cloudy, wet winters including snow
particularly in the south, and warm summers.
Over 30% of the country is forest and
woodland. The main rivers are the Rhine
and its tributary the Main, the Danube,
the Elbe and the Oder. The Rhine and
the Main are linked to the Danube by
canal and all three rivers are navigable
by large, freshwater barges, a recognised
international waterway between Rotterdam
and the Black Sea ports.
Population
The German population is estimated
at 81.8 million. With annual deaths
exceeding births, there is a falling and
ageing population, partially compensated
by immigration from abroad. Official
estimates suggest that the population may
fall to some 65 million by 2060 if current
trends continue. Germany is more densely
populated than either of its two largest
neighbours, France and Poland, with

Visit the Website and download the free Mobile App

the greatest density in the traditionally
industrial areas of the Ruhr and parts of
the Saar, the commercial centres of
Cologne/Düsseldorf, the Rhine-Main area
of Frankfurt/Wiesbaden, and also Berlin.

The five most important regions are
frequently compared with other European
metropolitan areas for investments and
market development – Berlin for its political
and cultural importance; Hamburg for its
importance in global logistics;
Düsseldorf/Cologne/Rhine-Ruhr region
for its logistics, technology and industry;
Frankfurt/Rhine-Main for its financial
economy and human transport; and
Munich for its business, science and
technology community.
Economic overview

Germany had a Gross Domestic Product
(GDP) of more than USD $3.85 trillion in
2015 (USD $39,717 GDP per capita). This
makes it the largest economy in Europe
and the fourth strongest economy in the
world. Its consistently strong economic
performance offers long-term growth
potential for UK businesses. Its GNI per
capita was USD $43,443 PPP in 2015.

The annual growth rate in 2015 was 1.7%,
better than its 1.6% expansion in 2014 and
higher than market expectations of 1.6%.
It is its best performance in four years,
boosted by domestic demand.
[Source: World Bank/Trading Economics]

Benefits of Germany for UK businesses
These include:
•

one hour from the UK by air

•
•
•

easy access to Eastern Europe

English widely spoken and accepted
as a business language

strong domestic consumer market
due to population of 81 million and
resilient economy

Strengths of the market
The country's highly developed
infrastructure, stable economy and
location in the middle of Europe make it
especially attractive for foreign investors.

Many studies have accorded Germany –
along with UK – one of the most attractive
investment locations in the EU, and as
such the country continues to receive large
amounts of Foreign Direct Investment.
Germany’s business environment is well
known for its integrity, safety, reliability and
transparency. Furthermore, the government
provides a number of investment incentives
at both a regional and federal level.
Alongside these, Germany offers the
following competitive advantages for
investors:
•

strong industrial base

•

high quality infrastructure, including
sophisticated energy and
communications sectors and first-class
transportation networks

•

•

hosts 65% of the world’s international
trade fairs

its strategic location make it a key
logistics hub for European trade

www.Germany.DoingBusinessGuide.co.uk
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•
•

•

Doing Business in Germany

highly developed economic and political
frameworks providing security for
business investments

an open and welcoming foreign
investment regime; foreign investors
are able to choose any form of
business to operate

Germany’s working population is highly
trained, cultured and educated with
one of the highest productivity rates in
the world

[Source: Open to Export/HSBC (Feb 2016)]

In 2014, the employment rate of 20 to 64
year olds was 78% in Germany. Hence
Germany ranked second after Sweden
(80%) in the EU. See: www.destatis.de/
EN/Homepage.html
[Source: German Federal Statistical Office
(Feb 2016)]

In 2014 Germany was ranked 12th out of
175 in Transparency International's latest
corruption perception index (the UK ranked
14th): www.transparency.org/cpi2014/
results
Germany is ranked 15th out of 189 in the
World Bank’s 2015 Ease of Doing
Business index (the UK ranked 6th):
www.doingbusiness.org/rankings

The World Economic Forum’s Global
Competitiveness report ranks Germany 5th
out of 144 for 2014-15 (the UK is ranked
9th): www.weforum.org/reports/globalcompetitiveness-report-2014-2015

Political overview

Major Political Parties:
Social Democrats (SPD); Christian
Democrats (CDU); Christian Social Union
(CSU); Alliance 90/The Greens (usually
known simply as The Greens); Free
Democrats (FDP); The Left Party (Die
Linke); Alternative für Deutschland (AfD).

Government:
Germany is a Federal Republic made up of
16 states. The German Parliament, called
the Bundestag, is elected every four years.
The 16 state governments are represented
in the Bundesrat, which has a role similar
to that of an upper house. The Federal
Government is led by the Chancellor.

Germany is currently governed by a coalition
government with a strong tradition of
co-decision making.
Head of State:
The formal Head of State is the Federal
President. The President is elected for a
term of five years by the Federal Assembly
(which is made up of the Bundestag and
representatives from the Länder). The role
of President is largely ceremonial, although
the President does have the power to
dismiss the Government. Joachim Gauck
was elected Federal President on 18th
March 2012 for a full five year term. He
succeeded Christian Wulff (CDU), who
resigned on 17th February 2012.
Chancellor:
Angela Merkel (since November 2005) CDU

Visit the Website and download the free Mobile App

Trade between the UK and Germany

Growth potential

Germany is the UK’s largest export market
in Europe and second largest globally after
the US. The UK’s market share of German
imports is around 4.7%.

Germany was one of the first European
countries to emerge from the global
economic crisis. This was mainly due to:

Since 2009 UK exports to Germany have
increased by 21% to £43 billion. The main
UK exports to Germany are:
•

mineral fuels and gas

•

vehicles and automotive components

•
•
•
•

machinery and mechanical appliances
aircraft

electrical machinery and equipment
pharmaceutical products

There are over 1,200 British companies in
Germany, employing over 200,000 people.
Almost every 10th foreign company in
Germany is British. Total British Foreign
Direct Investment (FDI) in Germany
currently amounts to £19 billion.
Free Trade Agreements (FTAs)
Germany is a member of the European
Union (EU) and the World Trade
Organization (WTO). This means that
goods manufactured in the UK are exempt
from import duties.
SOLVIT is a free service provided by the
national administration in each EU country
and in Iceland, Liechtenstein and Norway,
providing solutions to problems with your
EU rights. Contact the SOLVIT team at:
www.ec.europa.eu/solvit/index_en.htm if
you have market access issues relating to
the operation of the single market.

•
•
•

strong exports

structural reforms undertaken by
German companies
strengthened domestic demand

Germany’s economy is expected to grow
by about 2% in the next couple of years.
Future growth over the next 20 to 50 years
is forecast between 0.7% and 1.75%.
Germany faces a number of long-term
structural challenges due to an ageing
and decreasing working population.

Overall unemployment has consistently
fallen since 2005. It was 4.5% in November
2015, staying at its lowest level since 1981
for the fourth consecutive month.

The German economy is characterised by
its small and medium-sized enterprises
(SME). 99% of all companies are SMEs,
with most family owned and passed from
one generation to the next.
Germany has many so-called ‘hidden
champions’. These are larger mediumsized companies which are often global
market leaders in specialised sectors.
[Source: UKTI (Feb) 2016]

[Source: UKTI (Feb 2016)]

www.Germany.DoingBusinessGuide.co.uk

27

Corporate Banking

The experts in
German corporate
banking
Born to trade
Founded in Hamburg in 1870,
Commerzbank has specialised in
financing international trade since
its inception. One measure of our
expertise in this area is that we are
the market leader in German foreign trade: In 2014, no other bank
settled more foreign letters of
credit opened in favour of German
exporters.
Between 1850 and 1900, Hamburg’s population quadrupled.
That growth was powered almost
entirely by international trade and
Commerzbank was right at the

heart of that activity. Corporate
banking has been in our DNA for
over 145 years. As global banking
developed, we were at the forefront of pioneering innovative
financial instruments and new
technology. Today, our comprehensive range of corporate banking services covers everything
from derivatives and foreign currency services to cash management, liquidity planning and risk
management.
Business is personal
The key to our success in supporting corporates in particular is our

Your world in one place

personal Relationship Manager
concept. This involves appointing
one person to oversee all your
business banking activities. Even if
you trade in many different countries, this person remains your single point of contact. He will liaise
on your behalf between different
departments, branches and countries, as necessary.
Your Relationship Manager also
acts as your adviser in ensuring
that we provide you with precisely
the services you need to match the
specific circumstances of your
business and the different markets
in which you operate.
Corporate specialists
Close personal cooperation is a
key feature of the support we provide our corporate clients. Through
our large network of branches
across Germany and our thousands of corporate clients, we have

intimate knowledge of every area
of the German market. We use this
expertise to give our clients agility
in the marketplace, protect their
liquidity and manage their risk
exposure.
Multi-award-winner
The long-standing relationships
we develop with our clients –
many of them stretching back
decades – is one reason behind
our many awards. These include
client survey awards as well as
awards from specialist business
publications and independent
financial bodies.
For a UK business looking to enter
the German domestic market
today, no single bank in Germany
can offer a more comprehensive
and expert corporate banking service than Commerzbank.
www.commerzbank.co.uk

GERMANY

Talking to other people in your industry and regularly
visiting Germany will give you access to the most
current advice, and such experience can often
lead to new insights and form the basis for further
research.

RESEARCHING THE MARKET
www.Germany.DoingBusinessGuide.co.uk
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Doing Business in Germany

Researching the market
Consultation and bespoke research
Taking a strategic approach

British companies are advised to undertake
as much market research and planning as
possible. Doing business with Germany
can be challenging, but taking a strategic
approach is the key to making the process
manageable. The first step is to spend
some time thinking about your company's
Germany objectives.

The questions listed below should help you
to focus your thoughts. Your answers to
them will highlight areas for further research
and also suggest a way forward that is
right for your company. You may then want
to use this as a basis for developing a formal
Germany strategy, although this may
not be necessary or appropriate for all
companies:
Your Aims
•

•

•
•

Do you wish to buy from Germany, sell
to Germany, or both?
Do you wish to establish your own
company presence in Germany, for
example through a representative
office, limited liability company or joint
stock company?

Do you need to be involved in Germany
at all?
Do you see Germany as part of a
wider plan including other neighbouring
markets?

Your Company

•

•
•
•
•

What are the unique selling points for
your product or service?
Do you know if there is a market for
your product in Germany?

Do you know if you can be competitive
in Germany?

Are your competitors already in
Germany? If so, what are they doing?

Do you have the time and resources to
handle the demands of communication,
travel, product delivery and after-sales
service?

Your Knowledge

•

•
•
•

Do you know how to secure payment
for your products or service?

Do you know where in Germany you
should start?
Do you know how to locate and
screen potential partners, agents or
distributors?

Have you carried out any Germanyspecific customer segmentation, and
do you know how to best reach potential
customers in-market?

It is unlikely that you will have the answers
to all these questions at the outset and
these “knowledge gaps” should form the
basis for further research and investigation.
Some of these questions will require
quantitative research in your sector, while
others involve more contextual and cultural
considerations. Talking to other people in
your industry and regularly visiting Germany
will give you access to the most current

Visit the Website and download the free Mobile App

advice, and such experience can often
lead to new insights and form the basis for
further research. You will be able to find
out much free information from carrying
out desk research – including sites providing
business advice on each Land in Germany.
Help available for you
UK Trade & Investment (UKTI) provides
tailored support packages for companies
who are:
•
•
•

first time exporters (FTEs)

small and medium-sized enterprises
(SMEs)
medium-sized businesses (MSBs)

See: www.gov.uk/government/collections/
uk-trade-and-investment-services-forexporters for further information.
The following details are a selection
from the website:

Business Opportunities – ‘Exporting is
GREAT’
UK companies are set to benefit from a
unique new five-year programme presenting
real-time export opportunities that you can
apply for online. This is part of a move to
get 100,000 additional companies exporting
by 2020.

Launched in November 2015, Exporting is
GREAT is part of the UK Government’s
GREAT campaign, and presents live export
opportunities to UK businesses across a
range of media outlets and digital channels.
Hundreds of these export opportunities,
with a potential total value of more than
£300 million, are hosted on a new
platform, www.exportingisgreat.gov.uk,
with many more set to come online
each month.

“Exporting is GREAT” provides advice and
expertise to support businesses at every
step on their exporting journey, from initial
interest to selling in-market, and includes
a year-long roadshow travelling the UK,
giving face-to-face assistance to potential
exporters, and using the latest technology
to connect these businesses with live
export opportunities.

Events and missions
Taking part in overseas exhibitions is an
customers, appoint agents or distributors
and make sales. UKTI's Tradeshow Access
Programme (TAP) provides grant support
for eligible SMEs to attend trade shows
overseas.

Participation is usually as part of a group,
a great advantage for inexperienced
businesses, and is usually led by one of
UKTI's Accredited Trade Associations
(ATOs). ATOs work with UKTI to raise the
profile of UK groups and sectors at key
exhibitions.

The UKTI calendar of events has some
400 core events and missions, and 1,000
opportunities across the TAP ‘Trade Access
Programme’ and the English National
Regions. In addition, three of the five
largest exhibition centres in the world are
in Germany, and four of the ten highest
performing trade fair organisers in the
world are based there. This makes the
German trade fair industry one of the leading
service sectors both domestically and
internationally.

www.Germany.DoingBusinessGuide.co.uk
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UKTI Events Portal
The UKTI Events Portal provides a single
calendar view of all UKTI events and
missions, and has been developed to
provide companies with more detailed
information on each event in order to help
them decide on the most appropriate event
to attend. The calendar can be filtered and
searched by sector and/or market.

There are also detailed events websites
which include more information about the
event and also allow users to register for
an event.

The UKTI Events Portal is your central hub
for business and networking opportunities.
Search for future events and missions,
register online and network with fellow
delegates. See: www.events.ukti.gov.uk
Webinars
The UKTI webinar service runs hundreds
of free hour-long internet events covering
topics, sectors and countries around the
world, helping you shape your export plan.

These events allow you to interact with the
experts in specific sectors and countries
and allow you to ask questions to enhance
your knowledge.

To see upcoming UKTI webinars, please
visit: www.events.ukti.gov.uk and search
for webinars.

Overseas Market Introduction Service
(OMIS)
You can also commission a UKTI Overseas
Market Introduction Service (OMIS) to
help you enter or expand your business
in Germany. Under this service, the
Consulate’s Trade and Investment
Advisers, who have wide local experience
and knowledge, can identify business

partners and provide the support and
advice most relevant to your company's
specific needs in Germany.

Other UKTI services
UKTI assists new and experienced exporters
with information, help and advice on entering
overseas markets such as Germany. These
services include:
•
•
•
•
•
•
•
•
•
•

an Export Health Check to assess
your company’s readiness for exporting
and help develop a plan of action

training in the requirements for trading
overseas

help to grow your business through
online exports
access to an experienced local
International Trade Adviser

specialist help with tackling language
and cultural issues when communicating
with German customers and partners
advice on how to go about market
research and the possibility of a grant
towards approved market-research
projects

ongoing support to help you continue
to develop overseas trade and look at
dealing with more-sophisticated
activities or markets

information, contacts, advice, mentoring
and support from UKTI staff in the UK
and their network of staff in Germany
support to participate in trade fairs in
Germany
opportunities to participate in sector
based trade missions and seminars

Visit the Website and download the free Mobile App

Doing Business in Germany

•
•
•
•

access to major buyers, local
governments and supply chains in
Germany

advice on forming international joint
ventures and partnerships
exploratory visits to Germany

alerts to the latest and best business
opportunities

To find out more about commissioning any
of these services, contact a UK Trade &
Investment (UKTI) Export Adviser at:
www.greatbusiness.gov.uk/ukti for a free
consultation, or see further details at:
www.gov.uk/government/collections/
uk-trade-and-investment-services-forexporters
E-Exporting Programme
UKTI’s E-Exporting Programme aims to
help UK companies get their brands to
millions of global consumers and grow
their business through online exports.
UKTI’s E-Exporting Programme helps UK
companies who are:
•

new to selling online

•

experienced in online sales, but are
looking to sell on multiple platforms
globally

•

•
•
•

•

•

and access to UKTI’s global network
of contacts. See:
www.uktiofficefinder.ukti.gov.uk

meet a Digital Trade Adviser where
relevant, to help develop and implement
an international online strategy
set up on e-marketplaces quickly and
also identify new e-marketplaces
around the world

access better than commercial rates to
list on some e-marketplaces, including
lower commission fees and ‘try for
free’ periods. See: www.gov.uk/
guidance/e-exporting#preferentialrates

access the ‘E-Expertise Bank’, a
community of over 175 B2B/B2C service
providers offering free advice. See:
www.gov.uk/guidance/
e-exporting#eexpertise

join UKTI’s mailing list for opportunities
to hear from industry experts, network
with like-minded individuals and find
out about e-commerce trends

already selling online, but need help
with specific issues

The programme enables you to:
•

arrange a free meeting through your
local UKTI office to get expert
international trade advice and support,
www.Germany.DoingBusinessGuide.co.uk
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Getting UK businesses ready to sell overseas

What is Open to Export?

Open to Export is the online community helping UK businesses
get ready to sell overseas. Backed by Government and business,
we are a not for profit social enterprise dedicated to helping
UK companies grow through export.

For more information visit opentoexport.com

Doing Business in Germany

Open to Export
Open to Export is UKTI’s free, online advice
service for UK companies looking to grow
internationally. It offers free information and
support on anything to do with exporting
and hosts online discussions via its forum,
webinars and social media where
businesses can ask any export question,
and learn from each other.
Open to Export can be accessed at:
www.opentoexport.com

In-market support
If you already export, and have decided
Germany is part of your business strategy,
you are advised to contact the UKTI teams
at the British Consulates in Düsseldorf and
Munich and British Embassy in Berlin
and/or the British Chamber of Commerce
in Germany prior to your visit to discuss
your objectives and what help you may
need (see the ‘Resources’ section of the
guide on page 91). They can provide a
range of Germany-specific services for
you, including the provision of market
information, validated lists of agents/
potential partners, key market players or
potential customers; establishing interest
from such contacts; and arranging in-market
appointments for you.

In addition, they can also organise events
for you to meet contacts in Germany, or to
promote your company and your products/
services.
In addition, read the EU’s practical guide
to doing business in Europe:
www.europa.eu/youreurope/business/
index_en.htm
[Source: UK Trade & Investment/gov.uk
(Feb 2016)]
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Our Law Firm

We are a full-service law firm with more than
350 lawyers and tax advisors. Represented
at 10 economic centres in Germany, and
with international offices in London, Brussels,
Luxembourg, Shanghai, Singapore and
Yangon, our locations cover the most important investment and financial centres in
Europe and Asia. Our clients include medium
sized enterprises and large corporations,
investors, and the public sector. Luther works
closely with other prestigious Commercial Law
firms in all important jurisdictions worldwide.

Luther is the ideal partner for British companies looking to invest in the German market.
We have a fundamental understanding of
what British companies expect when investing in Germany and can help them to
successfully establish their businesses. We
can advise you from our London office and
on site in Germany from any of our 10 local
offices.
We have an established network of highquality contacts across most sectors in
Germany. Amongst others, we have extensive contact with distributors in the German
market, and are very experienced in advising
businesses regarding distribution agreements.
We work closely with UKTI and are a long
established and active member of the British
Chamber of Commerce in Germany (BCCG).
Members of our London and German teams
are very committed to the BCCG and its
network and fulfil several honorary functions.

Our London Office

We want to establish Luther as the first point
of contact for British companies which want
to invest in or expand into the German
m a r ket. For these cases we can offer a
qualified initial consultation locally from our
London office.

Our London office works very closely with our
lawyers in Germany. We are happy to
introduce you to the partner in Germany who
is responsible for the region and the sector of
interest.

Located in the City of London within easy
reach of all major investors, investment banks
and law firms, one of the strengths of our
London office lies in its expertise in advising
British companies and entrepreneurs who
would like to enter the German market.

We provide a comprehensive range of
a d v i sory services in all fields of German
Corporate Law and other areas of law, in both
English and German. We can give advice
regarding the choice of legal form, employment and other areas of law which are important for the foundation of a company in
Germany. Our clients can count on competent
and passionate support from experienced
legal specialists, who have a deep understanding for the client’s needs and the challenges of entering new markets. Our excellent
knowledge of the German market and our
well-established contacts, as well as our
recognised legal expertise, are prerequisites
for providing successful advice to British
clients.

“

”

I like that the lawyers do not just focus on legal advice,
but also have a very deep insight into our business and great
understanding of commercial relations.
Our London office also advises international
investors on the acquisition of German
c o m panies, and in connection with crossborder M&A and Real Estate transactions.
The office identifies investment opportunities
on the German market and in Luther’s other
international locations for the private equity
and fund network in London. We also
specialise in connecting German start-up
and growth companies with venture capital
investors.
Our Approach

Luther is a law firm with a commercial
approach. We understand the markets in
which our clients operate, and provide
c u s tomised legal advice that addresses
individual needs and delivers the greatest
possible economic benefit. Our lawyers and
tax advisors take an interdisciplinary
approach and offer a wealth of experience in
collaborating on complex tasks. Our
wide ranging practice offers expert advice in:
• Antitrust Law

• Banking and Capital Markets

• Business Succession and Private Clients
• Commercial and Distribution Law
• Corporate Law

• Employment Law
• Energy Law

• Environment, Regulatory and Planning Law

• International Trade Law
• Insurance Law

• International Arbitration
• IP and Copyright Law

• Litigation and Mediation

• Mergers and Acquisitions
• Property Transactions

• Public Procurement Law
• Real Estate Law

• Restructuring and Insolvency
• Subsidy Law
• Tax Advice

• Technology, Media and Telecommunications

• White Collar Crime & Compliance

Among Luther’s lawyers are several Employment Law experts. We would be pleased to
explain and help you with the challenges of
German Employment Law, especially with
local peculiarities such as workers’ councils.

Our expertise covers nearly all industries. We
deliver legal advice with a depth of industry
knowledge, supported by our long experience
when advising from the perspective of
companies, investors and the public sector.

That’s why our lawyers and tax advisors, in
addition to their specialised knowledge, also
focus on advising clients from particular
industries including:
• Automotive and Mobility
• Chemicals

• Energy and Utilities, Renewable Energy
• Financial Services

• Food, Retail and Consumer Products
• Health Care and Medical

• Infrastructure, Water and Waste
Management

• Insurance

• Logistics and Shipping

• Mechanical and Plant Engineering
and Construction

• Pharmaceuticals and Biotechnology
• Public Sector
• Real Estate

Our approach is interdisciplinary. Legal and
tax issues are often closely interlinked, and
long-term commercial and financial implications should not be overlooked. We benefit
from a close working relationship between our
lawyers and tax advisors, as well as
from years of experience in working with
consultants, accountants and bankers.
Our Clients

We advise clients which range from private
individuals and small family businesses to
leading enterprises like Vattenfall, Bilfinger,
Bayer and ThyssenKrupp.

Our widespread network of offices enables us
to work closely together with clients and to
advise them successfully. We have longstanding and close business connections to
mid-sized companies and family businesses
- the so-called German “Mittelstand”.

Luther has substantial experience with these
kinds of businesses. As well as being a
trusted advisor to a substantial network of
Mittelstand firms, we work with investors who
are looking for mid-market opportunities.
Our network of ten offices in Germany offers
us and our clients a real competitive advantage compared to other firms. In contrast to
the United Kingdom, where much business is
concentrated in London, Germany has
several regional economic centres. Luther
has offices and representatives in every one
of them and can help you on-site.
International Recognition

Luther is a nationally and internationally
recognised leading law firm. According to
the Chambers Guide to Europe’s leading
firms, our clients give consistently good
feedback:

In Commercial Contracts:

“The lawyers do not just focus on legal
advice but also possess deep insight into
our business and a great understanding of
commercial relations, and always choose
the most cost-effective way to proceed.”

“The team is very responsive and turns
documents around quickly. It is also very
knowledgeable about our industry.”
In Corporate/M&A:

“I like that the lawyers do not just focus on
legal advice, but also have a very deep
insight into our business and great understanding of commercial relations.”
“Very client-oriented, reasonably priced and
very sound economic knowledge.”

This represents the satisfaction we try to
achieve for our clients and business
partners in regard to every aspect of our
business relationship.

Our Awards

Over the years Luther has won several
awards:
• “Best law firm” in the category
“Distribution/Trade/Logistics”,
Juve Awards 2015 (Germany)

• “Best lawyer 2015” International: 12
Partners ranked as “Best Lawyers”
in their field.

Should you require further information please
do not hesitate to contact us. We would be
delighted to welcome you in our London office
for an initial contact and afterwards develop a
strategy to achieve your desired objectives.
Our team in London is fluent in English and
German and would be happy to help you
achieve your business goals.

• WWLRecommended 2012 in “Guide to the
World’s Leading Financial Law Firms” IFLR
1000 “Financial & Corporate: Recognised
Firm” IFLR 1000, 2014
• 5 partners listed in “WHO’s WHO LEGAL”
• Acquisition International-International Tax
Law Team of the Year – Germany 2014

London Office:

Contacts:
Dr. Stefan Kraus (Location Head)
Dr. Thomas Kuhnle (Location Head)
York-Alexander von Massenbach

E-mail:
york-alexander.von.massenbach@luther-lawfirm.com
Website:
www.luther-lawfirm.com/en/locations/london.html
Phone: +44 207 002 53 48
Fax: +44 207 002 53 45

Address:
Luther Rechtsanwaltsgesellschaft mbH
7 Pilgrim Street
London
EC4V 6LB

GERMANY

If you intend to work or study in Germany you
must register with the German authorities
(Einwohnermeldeamt) within three months of
arrival. There is no longer a requirement for
EU citizens to apply for a residence permit.

www.Germany.DoingBusinessGuide.co.uk
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GETTING HERE AND ADVICE ABOUT YOUR STAY
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Doing Business in Germany

Getting here and advice about
your stay
Entry requirements

Passport validity
Your passport should be valid for the
proposed duration of your stay; you do not
need any additional period of validity on
your passport beyond this.

The German authorities have confirmed
they will accept British passports extended
by 12 months by British Embassies and
Consulates under additional measures put
in place in mid-2014.
UK emergency travel documents
UK emergency travel documents are
accepted for entry, airside transit and
exit from Germany.

Visas
British Citizens do not need a visa to enter
Germany. If you hold a different type
of British nationality, check entry
requirements with the German Embassy.
Stays of longer than three months
If you intend to work or study in Germany
you must register with the German
authorities (Einwohnermeldeamt) within
three months of arrival. There is no longer
a requirement for EU citizens to apply for
a residence permit.

Working in Germany
If you intend to work in Germany, you
should get detailed information on
employment regulations from the
German Embassy in the UK:
www.uk.diplo.de/Vertretung/unitedkingdom/
en/Startseite.html

Health
Visit your health professional at least four
to six weeks before your trip to check
whether you need any vaccinations or
other preventive measures. Countryspecific information and advice is
published by the National Travel Health
Network and Centre on the TravelHealthPro
website: www.travelhealthpro.org.uk/
locations/germany and by NHS (Scotland)
on the fitfortravel website: www.fitfortravel.
nhs.uk/destinations/europe--russia/germany
.aspx.
Useful information and advice about
healthcare abroad is also available on the
NHS Choices website: www.nhs.uk/
NHSEngland/Healthcareabroad/Pages/
Healthcareabroad.aspx

If you are visiting Germany you should get
a free European Health Insurance Card
(EHIC) before leaving the UK. The EHIC
is not a substitute for medical and travel
insurance, but it entitles you to stateprovided medical treatment that may
become necessary during your trip. Any
treatment provided is on the same terms
as German nationals.

If you do not have your EHIC with you or
you have lost it, you can call the Department
of Health Overseas Healthcare Team (+44
191 218 1999) to get a Provisional
Replacement Certificate. The EHIC will
not cover medical repatriation, ongoing
medical treatment or non-urgent treatment,
so you should make sure you have
adequate travel insurance and accessible
funds to cover the cost of any medical
treatment and repatriation.

Visit the Website and download the free Mobile App

If you need emergency medical assistance
during your trip, dial 112 and ask for an
ambulance. If you are referred to a medical
facility for treatment you should contact
your insurance/medical assistance
company immediately.
[Source: FCO Travel advice/gov.uk (Feb 2016)]

Travel insurance
Take out comprehensive travel and medical
insurance before you travel. See FCO
Foreign Travel Insurance: www.gov.uk/
guidance/foreign-travel-insurance
[Source: FCO Travel advice/gov.uk (Feb 2016)]

FCO Travel Advice

If you are travelling to Germany for business,
the Foreign & Commonwealth Office
(FCO) website has travel advice to help
you prepare for your visits overseas and to
stay safe and secure while you are there.
For advice please visit the FCO Travel
section pages on the gov.uk website:
www.gov.uk/foreign-travel-advice/germany
Driving

It is illegal to cross German pedestrian
crossings when the red pedestrian light is
on. Offenders risk a fine and payment of all
costs in the event of an accident.

There is an environmental zone (Umweltzone) in some inner city centres. Only
vehicles meeting specific exhaust emission
standards are allowed to enter the zone.
See the German Federal Environmental
Agency site: www.umweltbundesamt.de/
en/topics/air/particulate-matter-pm10/
low-emission-zones-in-germany, for further
information, and also the European
Commission, AA and RAC guides on
driving in Germany.

There has recently been considerable
disruption to rail, road and ferry transport
between Denmark, Sweden, Austria and
Germany. At the end of 2015 the German
Government reinstated immigration
controls at its borders with Austria. If you
are travelling by road, train or ferry, allow
additional time for disruptions, be vigilant
and follow the instructions of local
authorities. Check with local media
and your transport provider for more
information.
If you need to contact the emergency
services call 112.

If you wish to drive in Germany you must
carry a valid driving licence, insurance and
vehicle documents with you in the vehicle
at all times. If the vehicle does not belong
to the driver, written permission from the
registered owner may also be requested.
The minimum age for driving a car in
Germany is 18. It is illegal to take part in
motor vehicle races or rallies on German
roads.
www.Germany.DoingBusinessGuide.co.uk
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COMMITTED TO
KEEPING INTERNATIONAL
TRADE MOVING
Funding solutions from a global team of experts
Our tailored finance solutions will help you take advantage of any opportunity, at home or
abroad. So whether you’re importing or exporting, our team of experts and global reach can
help you to navigate the different languages, l egal frameworks, and improve your cashflow
through our funding solutions.
Call one of our experts today to h elp free up your c ashflow.

CALL
CALL U
US
S ON 0808 3301
01 55423
423

VISIT
BIBBYFS.CO.UK/INTERNATIONAL
V
ISIT BI
BBYFS.CO.UK/INTERNATIONAL

W
WE
E BELIEVE
BELIEVE IN
IN YOUR
YOUR BUSINESS
BUSINESS
I N V O I C E F I N A N C E • A S S E T F I N A N C E • T R A D E F I N A N C E • FX

Doing Business in Germany

Safety and security

Around 2,000,000 British nationals visit
Germany every year. Most visits are
trouble-free.

Crime levels are broadly similar to the UK.
Take sensible precautions to avoid mugging,
bag snatching and pick pocketing. Be
particularly vigilant at airports, railway
stations and crowded public gatherings.
Do not leave valuables unattended.

If your passport has been stolen, you must
go to the nearest police station and get a
police report.

There is a general threat from terrorism.
The German government has announced
that increased security has been put in
place as a precaution at public buildings,
major events, transport hubs and large
public gatherings.

There is no requirement to carry your
passport with you, but the police are
currently carrying out more frequent ID
checks. If you are asked to show your
passport and you do not have it with you,
the police may escort you to wherever your
passport is being kept so that you can
show it to them.

Bribery and corruption

Bribery is illegal. It is an offence for British
nationals or someone who is ordinarily
resident in the UK, a body incorporated in
the UK or a Scottish partnership, to bribe
anywhere in the world. In addition, a
commercial organisation carrying on a
business in the UK can be liable for the
conduct of a person who is neither a UK
national nor resident in the UK or a body
incorporated or formed in the UK. In this
case it does not matter whether the acts
or omissions which form part of the offence
take place in the UK or elsewhere.

The UK government takes a very serious
view on bribery and corruption, and any
UK company considered to be involved in
corrupt practices will feel the full weight of
the law bear down on them under the UK
Bribery Act 2010. The UK Department for
Business, Innovation and Skills (BIS) has
published a number of documents on their
website to assist companies in this area:
www.gov.uk/government/organisations/
department-for-business-innovation-skills.
British nationals have been arrested for
possessing counterfeit currency. Avoid
changing money anywhere other than
banks or legitimate bureaux de change.

[Source: FCO Travel advice/gov.uk (Feb 2016)]
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Germany’s ICT market has a turnover of EUR
€150 billion. It is the largest ICT market in Europe
and the fourth-largest in the world. It is also
Europe’s largest research location.
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Sector-specific opportunities

UK Trade and Investment (UKTI) publish
over 1,000 business opportunities per
month across all sectors and over 100
markets. Sign up to receive regular
export opportunities alerts at:
www.exportingisgreat.gov.uk

Access high value public procurement
notices via Tenders Electronic Daily (TED)
at: www.ted.europa.eu/TED/main. TED
contains all procurement notices above
a certain threshold from the EU and
European Economic Area (EEA).
See also: www.ojec.com
[Source: UK Trade & Investment (Feb 2016)]

Aerospace sector

The German aerospace industry is the
third largest in Europe after the UK and
France. German’s aerospace sector
specialises in structures, cabin systems,
engines and Maintenance, Repair and
Operations (MRO).

The industry has grown by an average of
8% per year since the mid-1990s. 15% of
annual turnover (EUR €4.6 billion) is spent
on Research and Development (R&D).

Opportunities for UK companies include:
•

system suppliers

•

special processes

•
•

resolving capacity problems
components including ‘legacy’ parts

[Source: UK Trade & Investment (Feb 2016)]

Doing Business in Germany

Automotive sector

Germany remains a major manufacturing
location for the automotive sector. More
than EUR €17 billion was invested in R&D
in Germany’s automotive sector in 2013.

The German automotive sector is currently
concentrating on:
•
•
•
•

improving petrol and diesel vehicle
efficiency

developing hybrids and electric vehicles
fuel cells

alternative fuels

Opportunities for UK companies include:

•

specialised vehicles

•

technologies, composites, products,
systems for alternative vehicles/drives

•
•
•

specialised products and components
motorsport

classic car market

Contact Senior Trade Advisor
astrid.heinrich@fco.gov.uk or Trade Advisor
andreas.maris@fco.gov.uk for more
information on automotive opportunities.
[Source: UK Trade & Investment (Feb 2016)]

Biopharma sector

Germany has the largest biopharma industry
in Europe with 900 dedicated biotechnology
companies and 25 different biotech groups.

There are opportunities for UK companies in:

•
•
•
•
•

medtech or ‘red biotechnology’
nanotechnology
industrial or ‘white biotechnology’
agricultural or ‘green biotechnology’
innovative chemistry/novel biotech

Contact Senior Trade Adviser
ayca.kilicli@fco.gov.uk or Trade Adviser
marc.shanker@fco.gov.uk for more
information on opportunities in the
biopharma sector.

[Source: UK Trade & Investment (Feb 2016)]

Chemicals sector

The EUR €186.5 billion German chemical
industry is the largest in Europe and the
fourth largest worldwide. There are
opportunities for UK companies in:

•

•

•

•

•

agricultural or ‘green biotechnology’

innovative chemistry/novel biotech

renewable energies

sophisticated storage

materials or applications in green or
future technologies

Contact Senior Trade Adviser
ayca.kilicli@fco.gov.uk or Trade Adviser
marc.shanker@fco.gov.uk for more
information on opportunities in the chemicals
sector.

Consumer goods/retail sector

With a population of 82 million, Germany is
Europe’s largest consumer market. One
third of the population is over 50 and
controls half of the total consumer
spending power.

The market:

•

•
•

is decentralised with several
metropolitan regions

offers easy access to other German
speaking countries and Eastern
European regions

has a value of EUR €400 billion –
representing 4% of the worldwide
consumer goods trade

Quality remains a top priority for German
consumers. Online shopping generated
turnover of EUR €33 billion in 2013. There
are huge opportunities for UK companies
in this sector. Further rapid growth is
expected with:

•
•

over half of German consumers doing
research on the internet before buying
a product

36% of e-commerce revenue created
by pure online market places

Contact Senior Trade Advisers
james.scott@fco.gov.uk or
miriam.ducke@fco.gov.uk for more
information on opportunities in the
consumer goods sector.

[Source: UK Trade & Investment (Feb 2016)]

[Source: UK Trade & Investment (Feb 2016)]
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Creative industries sector

Internet is the sole sales channel for 19%
of all creative small businesses in Germany.

More than 10% annual growth is expected
over the next four years for games. Germany
is the third largest market for music
worldwide. ‘Crowdfunding‘ can be used to
test for the potential success of music, film
or games content in the German market.

Opportunities for UK companies include:
•
•
•
•
•
•
•

music including streaming
films
books, publishing
advertising
games for mobile devices and online
architecture and design
performing arts

Contact Senior Trade Adviser
miriam.ducke@fco.gov.uk or Trade Adviser
katia.hoffmann@fco.gov.uk for more
information on opportunities in Germany’s
creative sector.
[Source: UK Trade & Investment (Feb 2016)]

Education sector

Germany is one of the biggest educational
markets in Europe. Educational spending
includes:
•
•
•
•

EUR €131.6 billion on pre-school,
secondary and post-secondary school
and university education

EUR €5.6 billion on teaching materials
and extra school lessons
EUR €10 billion on corporate training
and development

EUR €10.6 billion on nursery schools,
after school care centres and adult
education centres

There are opportunities for UK
companies for:

•

•
•

language training and language
exchange

high quality and innovative educational
products
digitisation in schools

Contact Senior Trade Adviser
miriam.ducke@fco.gov.uk or Trade Adviser
katia.hoffmann@fco.gov.uk for more
information on opportunities in the
education and training sector.
[Source: UK Trade & Investment (Feb 2016)]

Visit the Website and download the free Mobile App

Doing Business in Germany

Energy and environment sector

German energy policy aims to reduce
greenhouse gas emissions by 40% by
2020. Renewable generation (31%) has
now surpassed that of lignite (26.1%) in
2014. Wind energy produces 8.9% of total
German energy consumption.

Healthcare sector

The renewables sector is growing due to
the nuclear exit. There are opportunities
throughout the renewables sector, such as:

The German healthcare market is the
largest in Europe and third largest worldwide.
It is the biggest sector in the German
economy with over EUR €300 billion spent
on health in 2012. Germans are becoming
more health conscious and are prepared to
pay for products and services which are
outside the health system coverage. This
can be the case when a product is no
longer available on prescription.

•

insulation products

•

healthcare products for end consumers

cogeneration systems

•

in-vitro diagnostics

•

smart metering

•

heating/cooling technologies

•
•
•
•
•

pumps, compressed air systems
energy efficiency products
‘green’ technologies

joint product development, project
work and R&D

There are also opportunities around major
projects including:

•
•

nuclear decommissioning and
maintenance

Opportunities for UK companies include:
•

modern prosthetics

•

Telemedicine and Ambient Assisted
Living (AAL)

•

device and system networking

•

e-health products and services

Contact Senior Trade Adviser
ayça.kilicli@fco.gov.uk for more information
on opportunities in the healthcare sector.
[Source: UK Trade & Investment (Feb 2016)]

planned grid expansion with nine new
lines covering 2,650 km by 2023

Contact Senior Trade Advisor
kerstin.rath@fco.gov.uk or Trade Advisor
anne.schemien@fco.gov.uk for more
information on opportunities in the energy
or environment sector.
[Source: UK Trade & Investment (Feb 2016)]
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With a substantial existing UK presence T-Systems is the professional business services division of Deutsche Telekom. Building on a global
infrastructure of data centers and networks, T-Systems operates information and communication technology (ICT) systems for multinational
corporations and public sector institutions. T-Systems is pursuing the mission to shape the future of a connected business world and society
by creating added value for customers and employees through innovative ICT solution. Our heritage in telecoms and 12 years experience
delivering cloud based services makes T-Systems your natural partner in Germany and the UK.
For more information please visit www.t-systems.com or www.t-systems.co.uk

Doing Business in Germany

Information and Communications
Technology (ICT) sector

Germany’s ICT market has a turnover of
EUR €150 billion. It is the largest ICT
market in Europe and the fourth-largest
in the world.

It is also Europe’s largest research location.
The sector makes up almost a quarter of
German applications to the European
Patent Office.
Opportunities for UK companies include:
•

‘Big Data’

•

Information Technology (IT)/cyber
security

•
•
•
•

‘Cloud Computing’

mobile security/Bring Your Own Device
(BYOD)
e-commerce

Internet of Things (IoT) and Machineto-Machine communication (M2M)

Contact Senior Trade Adviser
frank.ambos@fco.gov.uk for more
information on ICT opportunities.

Infrastructure sector – rail

Despite liberalisation, Deutsche Bahn AG
is still Germany’s main railway operator
and owner of most of the tracks. Their
annual purchasing volume is around EUR
€28 billion.

Apply to become a supplier to Deutsche
Bahn AG. See: www.deutschebahn.com
There are also opportunities for UK
companies to supply:

•

integrated IT solutions

•

passenger information

•
•
•

ticketing

on board entertainment

materials for refurbishment of rolling
stock

Contact Senior Trade Adviser
giselaheine@fco.gov.uk or Trade Adviser
judith.williams-wolff@fco.gov.uk for more
information on opportunities in the railway
sector.
[Source: UK Trade & Investment (Feb 2016)]

[Source: UK Trade & Investment (Feb 2016)]
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Vocational skills are a major reason for the German
workforce’s high productivity, which can be quickly
applied to the workplace.

PREPARING TO ExPORT
www.Germany.DoingBusinessGuide.co.uk
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Doing Business in Germany

Preparing to export
Establishing a company
Start-up considerations

A business enterprise in Germany can be
operated as:

•
•
•
•
•
•

a company
a foreign branch
a trust
a joint venture
an individual
a partnership

•
•
•
•
•

a distributor/agent
a wholesaler
a buying cooperative
online sales
direct sales to retailers

Other routes to market are via:

[Source: UK Trade & Investment (Feb 2016)]

Business registration

Entry in the commercial register

In the establishment phase of a company –
and prior to assumption of commercial
activities – a company only has to be
registered in the public commercial register
(Handelsregister) and the local trade office
(Gewerbe-/Ordnungsamt). The registration
creates transparency and also offers
companies the highest level of security
in their day-to-day business activities.

The commercial register (Handelsregister)
provides information about all relevant
relationships between merchants and
commercial companies. The information
is public and can be viewed by other
companies. The commercial register
contains information about:

•
•
•
•
•
•
•
•

the company of the business

the name of the partner(s) and/or the
personally liable partner(s)

the managing director or the executive
of corporations
the capital stock of companies
liability limitations of partners

the issuing and revoking of the power
of attorney

the opening of insolvency proceedings

the dissolving and ending of a company

Companies required to register
Companies required to register are those
which carry out a commercial business
operation. This is determined by criteria
such as the use of commercial accounting,
annual turnover, capital resources and
total number of employees. As a rule, all
status relevant actions of companies are
subject to registration.
Small businesses, civil partnerships (GbRs),
freelancers and dependent branch offices
do not have to be registered in the
commercial register.

Visit the Website and download the free Mobile App

Registration procedure
The application for registration in the
commercial register is electronically filed
in publicly certified form by a notary to the
responsible commercial register.

As a rule, with types of company in which
the entry in the commercial register is part
of the act of establishment, the possible
limitation of liability of the partner(s) is only
effective subsequent to the time of the
entry in the commercial register. If business
is carried out prior to this point in time,
partners can be liable for any losses of
the company with their private assets
(especially the case with corporations).

Registration costs
The total cost of entry in the commercial
register varies depending on the type of
company. Costs incurred are made up of
costs of the notarial certification and the
fees charged by the district court for entry
and publication in the Federal Gazette
(Bundesanzeiger).
•

Federal Gazette (Bundesanzeiger):
www.bundesanzeiger.de

The cost for registration and publication
in the commercial register for a partnership
is currently EUR €250 minimum. For a
GmbH, this amount is at least EUR €400,
and for an AG at least EUR €500. Additional
costs are incurred through the use of a
notary.
The costs and fees are not levied on an
arbitrary basis but are regulated by law.
They largely depend on the number of
partners and the share capital. Further
costs can be incurred by the provision
of additional legal advice.

The Federal Chamber of German Civil Law
Notaries (Bundesnotarkammer) provides
information about the exact composition
and level of notary costs on its internet site.
Here, companies can also find a German
notary.

•

Federal Chamber of German Civil Law
Notaries (Bundesnotarkammer):
www.bnotk.de/en

Commercial register display
The commercial register is managed by
the district court where it is open to public
view at no cost. In addition to this, the
register can also be consulted online
through the common register portal of the
German Federal States (Gemeinsames
Registerportal der Länder).
•

Common Register Portal of the German
Federal States (Gemeinsames
Registerportal der Länder):
www.handelsregister.de/rp_web/
welcome.do

Some of the company data which is stored
in the commercial register is also available
electronically through the commercial
register of the Federal Gazette
(Bundesanzeiger).
•

Company Register (Bundesanzeiger):
www.unternehmensregister.de/ureg

[Source: Germany Trade and Invest (Feb 2016)]
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No one knows Germany
like Deutsche Post:
Your Insider’s Guide to winning in Germany

You’re already well known in the UK, but how many customers
do you have in Europe’s largest market?

Germany is Europe’s consumer powerhouse, its biggest market and a principal driving force
behind the European economy. Deutsche Post can be your guide as you explore the rapidly
growing e-commerce sector in Germany, giving you insider access to a profitable market of
discerning customers. Diving into a thriving market in a cost-effective and efficient way and
ensuring you gain a safe and secure introduction to an active new consumer base.

www.deutschepost.com
Already Established in Germany?

If you are already part of the huge online
German marketplace, Deutsche Post can
still provide market leading products to help
you make the most of every opportunity.
• Enrichment and clean-up of your database
• Identification of look-a-like customers
that match your existing audience

• Delivery of your mail campaigns quickly
and reliably
Continued investment into your customer
database is a proven tool in increasing order
value with relevant and personalised contact
with your customers.

As well as building your brand in a foreign
land, it is important not to forget inactive and
“gone quiet” customers.
Yet to Set Foot on the Continent?

Even if this is something you’ve never done,
or even just reactively to the occasional international order, exporting is the easiest way to
grow your business and with e-commerce
market growing bigger by the day, there has
never been a better time.
Deutsche Post can provide everything you
need.
• Access to our German database,
40 million households

• Identification & profiling your target
groups

• The distribution of your mail campaigns,
quickly and reliably.

We help UK businesses capitalise on
their mail, marketing and merchandise
opportunities within Germany and
internationally
Our unique services add value to every
campaign, these include:

• Mail campaign creation and optimisation
• Cross media campaign management
• Response management

• Production and print services

• International business mail fulfilment

• Cost-effective Deutsche Post Packet
product, light-weight shipment service
Choose a tailored service package to suit
your needs
Deutsche Post is one of the most
recognisable, trusted and valued brands
within Germany. Combined with our partner
network, DHL, our Global reach is almost
beyond compare. This means we can offer
additional services to help you.

Dive into Germany with Deutsche Post today.

Head Office:

Deutsche Post UK
2 Venture House, Arlington Square
Berkshire, United Kingdom
RG12 1WA

For more about how Deutsche Post can
support growing your business into
Germany email mail.uk@deutschepost.com
or call 01344 741 054
Website: www.deutschepost.com

GERMANY

Transferring assets

The bank account
It is advisable that anyone who runs a
business in Germany also has a bank in
Germany to quickly organize day-to-day
business activities. Almost all large
international banks have offices in Germany
and it is also easy to have foreign currency
accounts.

To open a private bank account you
generally must have a valid passport and
written confirmation that Germany is your
current place of residence from the local
Public Office (Bürgeramt). For a company
bank account, the requirements depend on
the legal form of the company. In addition
to a valid passport you will generally need
an excerpt from the commercial register
and the articles of association of the
company.

Capital
Capital can be moved in and out of Germany
without any restrictions. However, amounts
over EUR €12,500, or equivalent payments
with valuables, must be reported to the
German Central Bank (Bundesbank).
These reports are for statistical purposes
only. Forms can be obtained from the
Bundesbank.

Payments for the import or export of goods
and details in connection with the granting,
taking out, or repayment of loans with an
originally agreed term of less than twelve
months do not have to be reported. For
statistical purposes, every person living in
Germany and every company located
there must also inform the Bundesbank of
the ownership of securities or deposit
accounts abroad.

Receivables or liabilities from companies
(for example, banks) or private individuals
abroad must be reported to the
Bundesbank if they amount to more
than EUR €5 million or equivalent.

For bank account deposits of more than
EUR €15,000 cash, banks are required to
check the identity of the depositor in order
to prevent money laundering.

[Source: Germany Trade and Invest (Feb 2016)]

Reporting obligations for money transfers
from abroad depend on the place of
residence of the recipient/addresser:
nationality is irrelevant. A person or company
with a place of residence or business in
Germany must report incoming and outgoing
payments from abroad for all transactions
over EUR €12,500. Alternately, an investor
with a place of residence abroad does not
have to register a capital transfer to an
account in Germany (even if the investor
is the account holder).

Visit the Website and download the free Mobile App

Doing Business in Germany

Employment of foreign workers

Workforce in Germany
Vocational skills are a major reason for
the German workforce’s high productivity,
which can be quickly applied to the
workplace. Through a combination of
on and off-the-job training in Germany’s
so-called dual education system, hiring
and training costs are reduced (especially
for skilled craftsmen and technicians) and
recruitment risks are minimised. Vocational
colleges closely cooperate with 470,000
companies in Germany, ensuring that
education always meets specific industry
needs.

See the Germany Trade and Invest site
to find out more about setting up a business
in Germany, including the different company
forms required for Corporations,
Partnerships and Branch Offices, more on
employees including flexible models of
employment, the German Social Security
system, the Cash Incentives Programme
(GRW) for investment projects and GRW
funding rates by region: www.gtai.de/GTAI

Highly flexible working practices such as
fixed-term contracts, shift systems, and
24/7 operating permits contribute to enhance
Germany’s international competitiveness
as a suitable investment location for
internationally active businesses.

Competitive labour costs
Germany is known for its very stable
labour costs. Wages have risen in most
European countries (EU-27) in the last
decade, with the growth rate approximately
3%. While some countries – particularly
those in Eastern Europe – experienced a
labour cost rise of more than 7%, Germany
recorded the lowest labour cost growth
within the EU at just 1.6%. This has been
another decisive argument in favour of
Germany as a premium business location.
Wages are generally negotiated freely.
There is no overall statutory minimum
wage. Minimum wage regulations exist
only in certain industries.

[Source: Germany Trade and Invest (Feb 2016)]
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The potential of “Made in Britain”
If you were to ask a German, what do you
think of when you hear made in England, the
answer would more than likely be something
along the lines of high quality and elegant
products.
It is not a co-incidence that the large portion
of the luxury car industry were sold off to
foreign investors and are still doing well.

British Engineering is revered all over the
world, whether it is Rolls Royce engine,
Romax the world‘s leading transmission
software company or Dyson who have
vacuumed a large share of the market
in which they are in.

British made textiles, suits and business
wear is highly regarded on the European
market despite strong competition from
quality markets like Italy, Switzerland and
of course the USA. Companies such as
Charles Tyrwhitt have had great success
launching their business wear at the middle
class businessmen in several countries

Strangely enough despite the English kitchen
and English Beer to be the butt of many a
joke or two, some of the biggest television
celebrities in Germany are Jamie Oliver
and Gordon Ramsey, who also sell their
kitchenware successfully into the European
markets. Fullers London too have seen a
rise in the sales of their ales in a country
which is so proud of its beer and beer
brewing heritage which highlights all the
more that Made in Britain and its USPs
really has something to offer.

And it is these USPs that lend British
companies their potential. Unfortunately,
many companies do not recognise their
added

value or position their USPs incorrectly.
A study from a renowned management
consulting company showed that 75%
of all products trying to set foot on the
German market failed. The reasons behind
this were varied, no market analysis or
product strategy, a weak market planning
strategy no sustainable sales or service
concepts etc.

Fordings understands both British and
German business values as well as the
fine tuning in communication and is set
out to help companies create the right
strategies and sell successfully in Germany.
Fordings will be at the Business Show 2016
to meet with SMEs planning to export to
Germany and look forward to seeing more
British products in the European
Marketplace.

www.fordings.com

GERMANY

You do not need any documentation for moving goods
to Germany from the UK. This does not apply to excise
or controlled goods, which still require documentation.

HOW TO DO BUSINESS IN GERMANY
www.Germany.DoingBusinessGuide.co.uk
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Doing Business in Germany

How to do business in Germany
Legal considerations

EU legislation forms the basis of the law
for trade and commerce in Germany.

Germany is highly regulated at all levels.
You should make due diligence checks
before going ahead with any investment.
This is particularly relevant in the case of
all artisans and anything connected with
the construction industry.

UK companies entering into agreements
in Germany should undertake professional
legal advice.
Agent or distribution agreements

German law is far more favourable than
English law to the agent when entering into
agreements. This is despite moves to unify
agency law within the EU.
Professional advice should be taken when
entering into an agreement with a German
agent.
Intellectual property (IP)

Trademarks, designs, patents and copyright
are the principal forms of Intellectual
Property (IP) protection available to
companies and individuals. Having the
right type of intellectual property protection
helps you to stop people stealing or copying:

•

the names of your products or brands

•

the design or look of your products

•
•

your inventions

things you write, make or produce

Copyright, patents, designs and trademarks
are all types of intellectual property
protection. You get some types of protection
automatically, others you have to apply for.

You own intellectual property if you:

•

•
•

created it (and it meets the requirements
for copyright, a patent or a design)

bought intellectual property rights from
the creator or a previous owner
have a brand that could be a trade
mark, e.g. a well-known product name

You will not usually own the intellectual
property for something you created as part
of your work while you were employed by
someone else.
Intellectual property can:

•

have more than one owner

•

be sold or transferred

•

belong to people or businesses

However, IP law – especially for patent
protection – is not yet totally harmonised
within the EU. In Germany, you should
register your IP at the German Patent and
Trade Mark Office (DPMA), (Deutsches
Patent- und Markenamt): www.dpma.de/
english/index.html

Contact the Intellectual Property Office
(IPO), the official UK government body
responsible for intellectual property (IP)
rights including patents, designs, trademarks
and copyright, for further information or
advice: www.gov.uk/government/
organisations/intellectual-property-office

[Source: UK Trade & Investment/IPO (Feb 2016)]

Visit the Website and download the free Mobile App

Tax considerations

Value Added Tax (VAT)

The standard rate of VAT in Germany is
19%. 7% is charged for convenience
goods and services needed on a day-to-day
basis such as food, newspapers or public
transport. Some services including banking,
healthcare and non-profit work are VAT
exempt.

Goods exported from the UK to Germany
are zero-rated for VAT purposes, but the
supplier must quote their customer’s VAT
registration number (“UmsatzsteuerIdentifikationsnummer” or “UST-IdNr”)
on the invoice. Check with HM Revenue
and Customs (HMRC) regarding VAT
refund of business expenses incurred in
Germany. See: www.gov.uk/government/
publications/vat-notice-723a

Company/corporate tax
Germany does not have the same
nationwide tax rate for companies.
Corporate tax rates are at about 30% on
average depending on the local municipality.

Income tax
All partnerships, such as civil law
partnerships (GbR) and limited partnerships
(KG), have to pay personal income taxes
(Einkommensteuer) instead of corporate
income tax.
Personal income tax rates:
•

begin at 14% for annual incomes
above EUR €8,354

•

increase to 45% for incomes above
EUR €250,731

•

rise to 42% for annual incomes of EUR
€52,882

In addition, a solidarity surcharge of 5.5%
of the personal income tax rate has to be
paid.
[Source: UK Trade & Investment (Feb 2016)]

On the federal level, corporations, such
as limited liability companies (GmbH) and
stock corporations (AG) are subject to
the corporate income tax. Partnerships
have to pay personal income taxes
(Einkommensteuer) instead.

On the local level, all companies are subject
to the trade tax (Gewerbesteuer) raised by
local municipalities. Due to this local tax,
the overall tax burden can vary by up to
10% between different locations.

www.Germany.DoingBusinessGuide.co.uk
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www.export.org.uk
We can help develop new ideas
and find ways to drive down
costs and produce sustainable
improvements in your export
business.
• Membership supports all
aspects of your international
trade
• Leading UK authority on
trading globally
• Tailored training to support
your business needs
• Expert solutions for
international trade

Exporting great ideas to you.

Join us today
+44(0)1733 404 400
email: institute@export.org.uk
Call:

Doing Business in Germany

Customs

The internal market of the European Union
(EU) is a single market in which the free
movement of goods, services, capital and
persons is assured, and in which citizens
are free to live, work, study and do business.

Since its creation in 1993, the single market
has opened itself more to competition,
created jobs, and reduced many trade
barriers. The Single Market Act was put
forward in two parts, in 2011 and 2012,
containing proposals to further exploit
the opportunities afforded by the single
market, in order to boost employment and
improve confidence in European business.
See: www.ec.europa.eu/growth/
single-market/smact/index.

Documentation

You do not need any documentation for
moving goods to Germany from the UK.
This does not apply to excise or controlled
goods, which still require documentation.
Standards and technical regulations

Products and packaging should meet EU
standards. Packaging plays an important
role in the choice of a product by German
consumers. It is essential that great care
is taken in conforming to German tastes.
[Source: UK Trade & Investment (Feb 2016)]

Therefore as a single market allowing the
free movement of goods and services, no
import duties are applicable.
[Source: UK Trade & Investment/gov.uk
(Feb 2016)]
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MAKING THE MOST OF A
WORLD OF OPPORTUNITY

Mark Lindsay
Managing Director of Trade and
International at Bibby Financial Services.

UK SMEs have always had a strong history of
serving customers domestically, but increasingly
opportunities lie further afield. As the largest
economy in Europe and with fantastic infrastructure
links, short flight times to the UK and a strong
manufacturing pedigree, Germany provides
significant import and export opportunities for
British businesses.
Many SMEs, however, feel unable to maximise their
international trade potential, often listing a lack of
funding, inexperience in dealing with foreign
currency and cultural nuances as the top constraints
holding them back.
But there is a wealth of support available, both in
relation to funding and currency exchange, and
overcoming cultural barriers to trade.

ABOUT US

HOW WE CAN HELP

Part of the 200-year-old international
business-to-business services provider,
the Bibby Line Group, Bibby Financial Services
has been helping businesses to trade
overseas for over 15 years. Formed in
1982, we have more than 40 operations
in 14 countries, including 19 UK offices
and two in Germany.

We take a relationship based approach
to supporting businesses, which means
that we work hand-in-hand with our
clients to find the right support package
for them. Though our solutions are
highly bespoke and tailored to the
individual needs of our clients, we offer
three solutions for those trading in
overseas markets.

Globally, we have 9,500 customers and
our international footprint enables us to
support businesses trading in over 100
countries worldwide.
In addition to our Export Finance services,
we provide import and multi-currency
support, helping our clients to trade with
confidence in overseas markets.

EXPORT FINANCE
We can provide funding of up to £10m
to support businesses exporting and our
Export Finance facility was designed
to provide a flexible finance solution but also to provide support in relation
to developing business in foreign
markets, cultural expertise, linguistic
and currency services.

We provide funding against unpaid
customer invoices, unlocking working
capital and helping our clients to bridge
the gap between invoicing and payment,
which can frequently extend to over
120 days in overseas markets (often while
goods are in transit).

and turn around payment quickly can
be essential.

Additionally, we can manage the full
invoice collections process using multilingual credit controllers and overseas
multi-currency accounts, enabling
businesses to focus on fulfilling existing
orders and generating new sales.

INTEGRATED SUPPORT FOR
INTERNATIONAL TRADE

On top of this, we can provide Bad Debt
Protection, helping our clients to offset
the risk of non-customer payment in the
markets in which they trade.

TRADE FINANCE
For those importing goods from Germany,
our trade financing offering provides a means
of paying international suppliers upfront,
enabling our clients to negotiate early
payment discounts and benefit from better
customer and supplier relationships.
Additionally, we can cover the cost of
shipping, VAT and import duty, removing
the hassle of importing and helping our
clients to access to goods they need,
when they need them.

FOREIGN EXCHANGE
Foreign exchange plays a huge role in
the efficiency, accessibility and appeal of
exporting and importing, however, trading
anywhere overseas can leave a business
exposed to currency fluctuations.
When agreeing prices of goods, businesses
need to consider potential future currency
fluctuations which could result in the sale
price decreasing by the time it comes to
invoicing for the goods. Having access to
experts who can talk about exchange rates

Bibby Foreign Exchange looks to remove
complexities preventing many SMEs
from engaging in international trade, by
combining business funding with foreign
exchange in your currency of choice.

Combining funding with foreign exchange
services is something other non-bank
funders are simply unable to do and the
ability for businesses to drawdown –
in a currency of their choice – from existing
funding arrangements, is a huge benefit.
Having Export and Trade Finance and
Foreign Exchange capability enables our
teams to support businesses whatever
their needs and ambitions.
Our dedicated business development
people, committed relationship management
teams and knowledgeable operations
function mean we’re in a great position to
support SMEs trading internationally.

To find out more about how we
can support your business, visit
www.bibbyfinancialservices.com
or call 0808 301 5423.

GERMANY

Whilst the official language is German, English is
the best known foreign language, and is generally
used for international business.

BUSINESS ETIqUETTE, LANGUAGE & CULTURE
www.Germany.DoingBusinessGuide.co.uk
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> YOU NEED YOUR SALES,
TECHNICAL AND WEBSITE CONTENT
TO BE TRANSLATED BY EXPERTS!

> We’re recognised as a UK leader for translating high profile,
client-facing documents

> All our translators are rigorously selected so your text will be
translated by the best people in the business

> We ensure you get premium quality translations every time,
on time and within budget

No matter how urgent your assignment we can translate it.

T: 0115 9705633 | E: office@astls.co.uk | www.astlanguage.com

Business etiquette, language & culture

Whilst Germany is one of the most attractive
markets for UK business, many fall into
the trap of thinking that it is easy to do
business there. This is predominantly due
to it being geographically close, and that
much international business communication
takes place in English. However, many forget
that the German culture is quite different
from that of the UK and this is reflected in
many aspects of business dealings and
communication.

Germans have a clear divide between
work and social life. Working hours are
very precise, and taking lunch breaks, not
working at weekends nor on National and
local holidays is taken very seriously.
Never drop-in on contacts without planning
and agreeing with them two or three weeks
beforehand.

Language

Whilst the official language is German,
English is the best known foreign language,
and is generally used for international
business. It is also not unusual for
educated Germans to have a good
command of at least one other foreign
language, the most common being French,
Italian, Spanish, and Russian particularly
in the eastern Länder.

Do not assume those Germans who can
speak English necessarily do so fluently.
When speaking English, try not to be
colloquial (i.e. do not use phrases common
in English which may have no meaning in
German); try not to speak in a broad dialect;
focus on good language with short, clear,
simple and concise statements (rather
than questions) with less emotion –
Germans are more direct and formal, and
do not use idioms or small talk in business.
If you are selling into Germany, it is incredibly

important to use German for all your
communication materials, which will need
to be of a very high quality. Do not use
internet translation sites, which are not
always accurate. Consider what type of
future relationship you want to have in
Germany, and how much German you
will need.

As a common courtesy, as a UK business
wishing to succeed in Germany you will
find that understanding and speaking a little
German – although possibly not essential
– does indicate that you are serious about
doing business there, and shows that you
are keen to understand and appreciate
their local culture.
Emails

Be careful with emails. If in English, follow
the guidance above, keeping short and tothe-point. Use bullets (each with no more
than 15-20 words maximum); use good,
simple, concise and direct language. If in
German, never rely on internet translation
sites – always use a German or official
translator.
Greeting

Handshakes are the usual method of
greeting when doing business in Germany,
shaking hands in-turn with everyone –
men and women – if several people are
present. When shaking hands do not
keep your other hand in your pocket as
this appears too casual, and use eye
contact. When women enter a room it is
considered polite for men to stand.

www.Germany.DoingBusinessGuide.co.uk
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Doing Business in Germany

Men should be addressed using Herr (Mr),
and women as Frau (Mrs/Ms) followed by
their surname (only family members and
friends use first names). Use professional
titles e.g. for doctors etc. where known. If
speaking a little German, always use the
formal “Sie” version for “You” in business,
not the informal “Du”.

When doing business in Germany,
remember that punctuality is a serious
issue. It is considered bad etiquette to be
late or early as this shows disrespect for
peoples' time.
Doing business – meetings

Germans are very methodical and plan
carefully. You should therefore always
book meetings or lengthy telephone
conversations at least two-to-three weeks
in advance. Meetings typically take place
between 11am and 1pm and between
3pm and 5pm. Avoid Friday afternoons,
the holiday months of July, August and
December plus any regional festivals.

When entering a room the most senior
should enter first, greeting each other before
others are present. Then wait to be told
where to sit, treating the whole process
with great formality.
Meetings are very formal, usually with a
set agenda, start and finish times. The
Germans will agree meeting protocol
and stick to the agenda. They are very
methodical, more-focused on tasks rather
than relationships, and will analyse
proposals thoroughly. They are particularly
keen on attention to detail, careful planning,
consultation and consensus, considering
concrete facts rather than novel sales
techniques.

The four most important points to remember
before a meeting are:

•
•
•
•

punctuality (always be on time, never
late)

planning (agree agendas, objectives,
timings etc. beforehand)

professionalism (emphasise your
qualifications, experience etc.)

preparation (consider carefully
beforehand, and carry-out thorough
desk research)

Dining

Credit cards are not always as widely used
as in the UK, so be prepared to pay by
cash, particularly outside some of the
larger cities. If you are invited to a business
meal, then the host will pay – do not offer
to help with the cost as this will seem rude.
Similarly if you invite someone to a meal,
you will be expected to pay. Sometimes
if a large number eat socially, it is not
unusual to be asked “Zusammen oder
getrammt?” (“all-together or separate?”)
– if the latter, then separate bills will be
brought.

Although service and VAT are included in
the menu price in Germany, it is normal to
round this up by e.g. 5-10% to a round
figure. Do not leave tips on the table. If you
wish to leave a tip you have to tell the full
amount before you pay.
Be aware that although Germans do drink
a lot of beer (and wine), this is more to
savour the taste rather than to drink to
excess. Drunkenness is still socially
unacceptable, particularly in rural areas.

Visit the Website and download the free Mobile App

Public holidays 2016
Date:

Holiday:

State:

6 January

Epiphany

Baden-Württemberg, Bavaria,
Saxony-Anhalt

Easter Monday

National

Ascension Day

National

1 January

25 March
28 March
1 May
5 May

16 May

New Year's Day
Good Friday
Labour Day

National

National
National

Whit Monday

National

15 August

Assumption Day

Bavaria, Saarland

31 October

Reformation Day

26 May

3 October

Corpus Christi Day

Day of German Unity

1 November

All Saints Day

16 November

Repentance Day

26 December

2nd Christmas Day

25 December

Christmas Day

Baden-Württemberg, Bavaria, Hesse,
North Rhine-Westphalia, RhinelandPalatinate, Saarland
National

Brandenburg, Saxony-Anhalt,
Saxony, Mecklenburg-Pomerania,
Thuringia

Baden-Württemberg, Bavaria,
North Rhine-Westphalia, RhinelandPalatinate, Saarland
Saxony

National

National

There are many regional and local festivals and events in addition to the above, e.g. Fasching
(Carnival) before Lent. These can vary between different states (Länder), during some of which,
local businesses may be closed. You should carry out desk research about the local Land
beforehand to check.
What are the challenges?
Challenges to doing business in Germany

If your product or service is successful in the UK, there is a good chance you will be successful
in Germany.
However, the German market is extremely competitive. UK companies need to be patient and
persistent. Some German companies have a ‘buy local’ attitude and for this reason British
companies must offer something unique in order to stand out.
[Source: UK Trade & Investment (Feb 2016)]

www.Germany.DoingBusinessGuide.co.uk
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What does membership of the Institute of Export mean?

To most the Institute of Export simply plods away providing much needed
qualifications to professionalise the industry however, did you realise that our
helpline is one of the busiest and best in the industry? It’s all part of membership
and, if you need more than a phone call, we can put together a project to fulfil
your needs. 2015 saw the launch of our Technical Help for Exporters that
recognises the volume of legislation and regulation that covers our industry
and gives you the comfort of knowing that if you don’t know, you know someone
who does!

Innovation is key to the success of the
Institute and new ideas include our
New Exporter package. This allows a
business to enter a new market secure
in the knowledge that they have an
understanding of how they will operate
and comply with any specific
regulations and standards. Practical
help and assistance is always
available from the Institute so any
additional training can be tailored
to the business and the team that
needs the knowledge.
The work of the IOE also extends
to representing membership views.
Knowledge gained from our members’
feedback, those who get involved with
the forums and Special Interest

Groups, and those who attend our
training courses or study with us,
enables us to represent the industry at
government levels in both the process
and delivery of policy for international
trade. These views also help us to
ensure that the training programmes
are effective and pertinent to the
industry needs. Our Diploma in World
Customs Compliance and Regulation
is testament to the way we listen to our
members’ needs. This was driven by
Nissan, Adidas, John Lewis and many
others and will neatly dovetail into any
AEO work ensuring that quality
standards are met at manager and
junior staffing levels.

www.export.org.uk
Starting in 1935, the Institute committed itself to building competence and
growing confidence for businesses
trading in goods and services, which
at the time, was a far reaching remit.
Over the years this remit has seen us
develop from simply providing training
in short course format over a day, or
perhaps two, into a fully-fledged Ofqual
Awarding Organisation that operates
specifically to deliver international
trade education.

This status allows our individual
members and corporates alike to be
sure that they are part of a quality
organisation with plans for growth
integrated with a sustainable future for
the global prosperity of UKPlc.
Part of our work includes mapping
existing qualifications to roles and
producing training needs analyses
to ensure staffing progression and
continuity. The need to upskill our
workforce to match those of our
competitors is a key element vital for
growth. Our focus is on recognising
that International trade needs specific
knowledge, coupled with a strong
belief that we must start to talk to our
young people at an earlier stage.

We need to engage the next generation in thinking about how world trade
works and how it will be great for
British businesses. They need to know
how items arrive in the shops which, in
turn, will begin to spark ideas. As these
young people join companies they will
bring a fresh outlook that all things are
possible especially if you operate
globally.

Why not call us and get involved?
It has never been more important that
we act as an industry to help – we
need experts and commitment to
professionalising international trade
from businesses large and small –
help your institute to stay ahead of
the curve.

The Institute of Export
Export House
Minerva Business Park, Lynch Wood,
Peterborough, Cambridgeshire,
PE2 6FT, UK
Telephone: +44(0)1733 - 404400
Fax: +44(0)1733 - 404444

Lesley Batchelor OBE, FIEx (Grad) Director General, The Institute of Export

Focusing on qualifications.
A focus on qualifications - but why do we need them?

I’d like to tell you about my story, it’s ok it won’t take too long but I think it’s similar to a lot
of people that work in international trade.

I left school with no ambition to do anything other than help my mum make ends meet. I
wanted to be a seamstress but we couldn’t afford the material for the interview so I went into
an accounts department at a large pharmaceutical company. Luckily for me they recognised
a hard worker and asked me to work in various departments. After a year they asked me
which one I like the best and without even thinking I said “international”, and that was my
career set out for me.
Working in international trade I found that
I needed to understand so many different
things - from how trade agreements
impacted a sale to the legal aspects of
trade and how different systems worked in
terms of contract and disputes. Getting paid
brought about a whole new set of issues
and this really made me learn and think
about the implications of offering credit and
how it can be used to your advantage.
Things I learnt about logistics and the
paperwork that was needed to support a
trade were empirical and slowly I became
sure of my knowledge. The problem was,
that when I wanted to move on to the next
company, I had nothing to show I had that
knowledge. It was frustrating to find that the
knowledge that I had accumulated over 11
years wasn’t evidenced in any way and that
no-one knew exactly what I knew. I was
lucky enough to get my next job with a
well-known Japanese computer company
but it made me realise that if I wanted a
career, I needed to get qualified.

So I spent the next two years, two nights a
week at night school honing my skills and
building a knowledge and understanding of
all aspects of the trade I had entered “by
the back door”. Finally, exhausted but with
a full understanding of how planning and
control worked, I passed and became a
Graduate Member of the Institute of Export,
suffix MIEx (Grad) in 1991.

Well, many things have changed since
then, as after many years of working in
international trade, I took over at the helm,
steering the qualifications and the Institute
towards a better place. We have now
gained Ofqual Awarding Organisation status
for the qualifications and have worked hard
on ensuring we are ready for the next 80
years of representing the industry and
standing as guardian of professional
standards in international trade.

OFQUAL* awarding status is hard
earned and we are proud to be the only
professional body operating in this
international trade environment.

IOE Qualifications in brief
www.export.org.uk/professional-qualifications

Level 1

Level 2

Level 3
Level 4

Level 5
Level 6

Young International Trader
(Available electronically)
International Trade Logistic
Operations **
Certificate of International Trade
Certified International Trade
Adviser
Advanced Certificate in
International Trade
Diploma in International Trade
Diploma in World Customs
Compliance and Regulations
Foundation Degree jointly
delivered with ***Anglia Ruskin
University
Higher Apprenticeship in
International Trade - the first
so far.

Our courses at level 3 onwards are
delivered online using a blended learning
technique which involves the support of an
expert tutor for each topic. The IOE online
campus offers a range of learning tools,
from power-point presentations and videos
to online chats and forums for the students.
The Institute has a success rate of 95%
in helping our students through these
academic programmes.

The Advanced Certificate in International
Trade - Elective modules have been added
to the level 4 Advanced Certificate syllabus.
In addition to the three core modules of
Business Environment, Market Research
& Marketing and Finance of International
Trade, students can now choose a fourth
elective module from:

a. International Physical Distribution
b. Selling Services, Skills and Software
Overseas
c. Or one of:
i.

Doing business & communicating
in Arabic speaking markets
ii. Doing business & communicating
in Spanish speaking markets
iii. Doing business & communicating
in German markets
iv. Doing business & communicating
in Chinese markets
v. Doing business & communicating
in Russian markets

The series of modules above carry
language skills training, the focus being
on basic business language needed and
business culture
Finally, eBusiness internationally will be
launched summer 2016.

The Diploma in International Trade level 5 is equivalent to the second year of
a degree and is accepted as entry level for:-

BSc (Hons) in Management Practice International Trade with Plymouth University
-Online 24 months

MSc International Trade, Strategy and
Operations with Warwick University - 36
months part residential

www.export.org.uk/professional-qualifications
will give you more detail and a contact who
will talk you through your options.

*The OFQUAL Register of Regulated Qualifications contains details of Recognised Awarding Organisations
and Regulated Qualifications in England (Ofqual), Wales (Welsh Government) and Northern Ireland (Ofqual
for vocational qualifications and CCEA Accreditation for all other qualifications).
** International Trade Logistic Operations is delivered through our approved centres
*** Anglia Ruskin University is Entrepreneurial University of the Year

British Chamber of Commerce in Germany e.V.
What are the benefits of joining the BCCG network?
• The British Chamber of Commerce in
Germany (BCCG) is the largest BritishGerman business network organisation
with around 900 members and 4,000
personal contacts.

• The BCCG offers a network of British,
German and inter-national contacts for
the purpose of personal business
exchange.
• The BCCG offers a range of attractive
business services for its members.

• The BCCG and its regions hold around
100 business and networking events in
Germany and the United Kingdom each
year.

• The BCCG is a neutral platform offering
topics of interest to members, co-operating
partners and guests.
• The BCCG offers interesting marketing
opportunities.

• The BCCG offers direct contacts within
all ten regions in Germany and the UK.

British-German Trade
• The Bundesbank’s most recently
published revised figures for 2014 again
show bilateral British-German trade to be
the third largest of all German bilateral
trade relationships (after the US and the
Netherlands), strongly up more than 7%
from 2013.

• Total bilateral trade including goods and
services in 2014 was EUR 177 bn, up
from EUR 165 bn in 2013. Thereof, total
trade in goods alone was EUR 136 bn,
up 8% from 2013, with UK exports to
Germany at EUR 44.1 bn and German
exports to the UK at EUR 91.9 bn. Total
trade in services was EUR 40.9 bn, up
4% from 2013, with UK services exports
to Germany at EUR 20.3 bn and those
from Germany to the UK at EUR 20.6 bn.
• British-German Firms

• Nearly 2,400 German firms do business
in the UK with around 334,000 employees.

• More than 1,200 British firms operate in
Germany with around 220,000 employees.
BCCG Organisation
BCCG is a privately-funded non-profit
making membership network organisation,
which was founded in Cologne in 1919
and in Hamburg in 1921. It had been
closed down in the early 1930s and was
re-established in Cologne/Bonn in 1960.
HM Ambassador to Germany is honorary
patron of the chamber.

Members of the chamber comprise 900 professionals and companies, of which approx.
10 % enjoy the special status Sustaining
Membership (see next page for details). In
addition to that, a number of members (up
to the age of 40) have joined our Young
BCCG programme. The network consists of
around 4,000 personal addressees and we
also maintain con-tact with our members in
all European British Chambers through our
membership in the COBCOE, the Chamber’s umbrella organisation. The BCCG is
the largest British Cham-ber in Europe.

Ten honorary regional committees support
the BCCG and Young BCCG members in
Germany and the UK:

•
•
•
•
•
•

•
•
•
•

Baden-Wuerttemberg (Stuttgart)
Bavaria (Munich)
Berlin/Brandenburg (Berlin)
Bremen/Lower Saxony (Bremen)
Hamburg/Northern Germany (Hamburg)
North Rhine-Westphalia
(DŸsseldorf/Cologne)
Rhine-Main (Frankfurt)
Saxony (Dresden/Leipzig)
Saxony-Anhalt/Thuringia (Halle/Erfurt)
United Kingdom (London)

The BCCG management office is located
in Berlin and is re-sponsible for membership
and regional support as well as for the
planning of large events.

BCCG Events
Around 80 to100 events are held annually
in all regions with varying contents and
scope in the interest of members and
guests. The BCCG is a neutral platform
at these events for speakers and topics.

These networking events are mainly
focused on economic, financial, legal, tax or
other themes to offer members and guests
opportunities to discuss their own questions
regarding current issues.
BCCG Services and its Network

The BCCG

• offers the largest British-German
business and institutional network, thus
facilitating contacts to important business
partners is the first port of call for many
people interested in British-German
business and trade

• is present throughout Germany and the
UK with ten regional committees offering
direct contacts and sup-port

• offers an abundance of networking
opportunities in all regions each year and
organises over 100 annual events with
the co-operation of partners and guests

• issues publications such as the BCCG
Yearbook and the BCCG News.
In addition, it offers the BCCG e-News
Update reaching around 4,000 addressees.
The BCCG thus also benefits the PR and
marketing goals of its members
• supports the marketing interests of
members by offer-ing special advertising
opportunities in its publications, on its
website and through its mail services

• supports companies and professionals
seeking to establish business or
exporting to the other country through its
First Call Programme in cooperation with
UKTI and COBCOE
• offers special membership websites with
exclusive address services and search
functions for members

• offers special address services to its
members and others interested in BritishGerman business

• supports the BCCG Foundation in
furthering student exchanges between
Germany and the UK.

BCCG Membership
BCCG membership network has more than
doubled its membership since early 2000s.
Membership fees are low and company
membership fees are based on the number
of employees: The annual fee for firms and
professionals with up to 19 employees will
be € 400 and for companies with 20
employees or more it will be € 950.
Rebates apply to newly-established
companies, to members of Young BCCG
and to students and senior citizens. For
details, please refer to our website or feel
free to con-tact us.

We also recommend taking the special
VIP-Status of a “Sustaining Member”, which
is available from € 1,400 (with up to 19
employees) or € 1,950 minimum (from 20
employees).

By acquiring Sustaining Membership you
will also reap the benefits of:

• a higher visibility on the BCCG website
with direct Links
• the list of Sustaining Members appears in
BCCG Publications
• first option for co-operation at events
• invitation to the annual Sustaining
Members Dinner in Berlin by HM
Ambassador to Germany
• special invitations to VIP events where
ticket numbers are restricted
• priority placements of advertisements
and PR articles in BCCG publications
• free registration of subsidiaries, branches
and affiliated companies

British Chamber of Commerce
in Germany e.V.
Friedrichstr. 140, 10117 Berlin
Tel. +49 (0)30 206 70 80
Fax +49 (0)30 206 70 829
E-mail: info@bccg.de | www.bccg.de

The Institute of Export
Export House
Minerva Business Park
Lynch Wood
Peterborough
PE2 6FT, UK

Tel: +44 (0) 1733 404400
Website: www.export.org.uk

In the past five years, we have provided:

•
•
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UK Export Finance is the UK’s export

credit agency, serving UK companies of
all sizes. We help by providing insurance
to exporters and guarantees to banks
to share the risks of providing export
finance. In addition, we can make loans
to overseas buyers of goods and services
from the UK.

e

.

•

£14 billion worth of support for UK
exports;
direct support for more than 300
customers supported directly, with
many thousands more benefiting
through export supply chains;
nearly 2000 individual guarantees,
loans or insurance policies.

UK Export Finance is the operating name
of the Export Credits Guarantee Department
(ECGD).

For more information and to arrange a
free consultation with an Export Finance
Adviser, visit:
www.gov.uk/making-exports-happen

New business enquiries:
Telephone: +44 (0) 20 7271 8010
Email: customer.service@ukef.gsi.gov.uk

British Expertise
23 Grafton Street, London W1S 4EY

Tel: +44 (0)20 7824 1920
Fax: +44 (0)20 7824 1929
www.britishexpertise.org
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Otherwise contact the team in
Germany directly:

UK Trade & Investment Berlin
British Embassy
Wilhelmstrasse 70
10117 Berlin, Germany
Email: contact.uktigermany@fco.gov.uk
Tel: +49 (0) 30 204 570
UK Trade & Investment

If you have a specific enquiry about the
German market which is not addressed
by the information in this guide, you may
contact: Email: enquiries@ukti.gsi.gov.uk
Tel: +44 (0) 20 7215 8000
Fax: +44 (0) 141 228 3693

Visit the website at:
www.gov.uk/government/organisations/
uk-trade-investment

UK Trade & Investment Düsseldorf
British Consulate-General
Oststrasse 86
40210 Düsseldorf, Germany
Email: contact.uktigermany@fco.gov.uk
Tel: +49 (0) 211 94480
UK Trade & Investment Munich
British Consulate-General
Moehlstrasse 5, 81675
Munich, Germany
Email: contact.uktigermany@fco.gov.uk
Tel: +49 (0) 89 211090
(Source – UKTI)

British Chamber of Commerce
in Germany e.V.
Friedrichstr. 140, 10117 Berlin

Tel. +49 (0)30 206 70 80
Fax +49 (0)30 206 70 829
E-mail: info@bccg.de
www.bccg.de

For more information about IMA visit
the "Doing Business Guides" website:

International Market Advisor
1 Clough Street, Buxton,
Derbyshire SK17 6LJ. United Kingdom

Tel: +44 (0) 1298 79562
Email: info@ima.uk.com
www.DoingBusinessGuide.co.uk

GERMANY

Doing Business in Germany

Useful Links

Country Information:
BBC Website:
www.news.bbc.co.uk/1/hi/country_
profiles/default.stm

FCO Country Profile:
www.fco.gov.uk/en/travel-and-livingabroad/travel-advice-by-country/countryprofile

Culture and communications:
CILT – National Centre for Languages Regional Language Network in your area:
www.cilt.org.uk/workplace/employer_
support/in_your_area.aspx
Customs & Regulations:
HM Revenue & Customs:
www.hmrc.gov.uk

Economic Information:
The Economist:
www.economist.com/countries
Trading Economics:
www.tradingeconomics.com

Export Control:
Export Control Organisation:
www.gov.uk/beginners-guide-to-exportcontrols
Export Finance and Insurance:
British Insurance Brokers Association
(BIBA): www.biba.org.uk

UK Export Finance (formerly ECGD):
www.gov.uk/government/organisations/uk
-export-finance
Intellectual Property:
Intellectual Property Office: www.ipo.gov.uk

Market Access:
Market Access Database for Tariffs:
www.madb.europa.eu/madb/index
Publi.htm

Standard and Technical Regulations:
British Standards Institution (BSI):
www.bsigroup.com/en/sectorsandservices/
Disciplines/ImportExport
National Physical Laboratory:
www.npl.co.uk
Intellectual Property:
www.ipo.gov.uk

Trade Statistics:
HM Revenue and Customs (HMRC):
www.uktradeinfo.com/statistics/
buildyourowntables/pages/table.aspx
National Statistics Information:
www.statistics.gov.uk/hub/index.html

UK Trade Info:
www.gov.uk/government/organisations/
uk-trade-investment

Trade Shows:
10 Times (formerly BizTradeShows.com):
www.10times.com/unitedarabemirates
British Expertise Events:
www.britishexpertise.org

EventsEye.com online database:
www.eventseye.com

UKTI online events search facility:
www.events.ukti.gov.uk

Travel Advice:
FCO Travel: www.gov.uk/browse/abroad

Visit the Website and download the free Mobile App

FCO Foreign Travel Insurance:
www.gov.uk/guidance/foreign-travelinsurance

Healthcare abroad:
Travel health: www.travelhealth.co.uk

TravelHealthPro: www.travelhealthpro.
org.uk/locations/germany

NHS (Scotland): www.fitfortravel.nhs.
uk/destinations/europe--russia/
germany.aspx

NHS Choices: www.nhs.uk/
NHSEngland/Healthcareabroad/Pages/
Healthcareabroad.aspx

International Trade:
British Chambers of Commerce (BCC):
www.britishchambers.org.uk

OECD: www.oecd-ilibrary.org

Open to Export: www.opentoexport.com
Overseas business risk: www.gov.uk/
government/collections/overseasbusiness-risk
SOLVIT: www.ec.europa.eu/solvit/
index_en.htm

Tenders Electronic Daily (Supplement to
the Official Journal of the EU) (TED):
www.ted.europa.eu/TED/main/HomePage.do
Trade Tariff: www.gov.uk/trade-tariff
Transparency International:
www.transparency.org

British Council:
www.britishcouncil.org

UK Trade & Investment: www.gov.uk/
government/organisations/uk-tradeinvestment

CBI (Confederation of British Industry):
www.cbi.org.uk

UK Visas: www.gov.uk/government/
organisations/uk-visas-and-immigration

British Expertise:
www.britishexpertise.org

Department for Business, Innovation &
Skills (BIS):
www.gov.uk/government/organisations/
department-for-business-innovation-skills
Exporting is GREAT:
www.exportingisgreat.gov.uk

Foreign & Commonwealth Office:
www.gov.uk/government/organisations/
foreign-commonwealth-office

UKTI e-exporting programme:
www.gov.uk/e-exporting

World Bank Group economy rankings:
www.doingbusiness.org/rankings

World Economic Forum Global
Competitiveness report: www.weforum.
org/reports/global-competitiveness-report2014-2015

Gov.uk:
www.gov.uk/browse/business/importsexports

Institute of Directors (IoD): www.iod.com
Institute of Export (IOE):
www.export.org.uk
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International
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For 49 years we’ve helped
British companies succeed
in global markets.
Let us help you.
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German websites:
Common Register Portal of the German
Federal States (Gemeinsames
Registerportal der Länder):
www.handelsregister.de/rp_web/
welcome.do

Federal Chamber of German Civil Law
Notaries (Bundesnotarkammer):
www.bnotk.de/en
Federal Ministry for Economic
Co-operation and Development:
www.bmz.de

German Company Register
(Bundesanzeiger):
www.unternehmensregister.de/ureg

German Embassy in the UK: www.uk.
diplo.de/Vertretung/unitedkingdom/en/
Startseite.html
German Federal Gazette
(Bundesanzeiger):
www.bundesanzeiger.de/ebanzwww

German Federal Government homepage:
www.bundesregierung.de/Webs/Breg/EN/
Homepage
German Federal Statistical Office:
www.destatis.de/EN/Homepage

German Institute for Standardization:
www.din.de

German Patent and Trade Mark Office
(DPMA), (Deutsches Patent-und
Markenamt): www.dpma.de/english/
index.html

Trade Shows

A trade show is a method of promoting a
business through the exhibition of goods
and services, an organised exhibition of
products, based on a central theme,
where manufacturers meet to show their
products to potential buyers.
Taking part in overseas exhibitions is
an effective way for you to test markets,
attract customers, appoint agents or
distributors and make sales. UKTI's
Tradeshow Access Programme (TAP)
provides grant support for eligible SME
firms to attend trade shows overseas.

Participation is usually as part of a group,
a great advantage for inexperienced
businesses, and is usually led by one
of UKTI's Accredited Trade Association
(ATOs). ATOs work with UKTI to raise the
profile of UK groups and sectors at key
exhibitions.

10 Times (formerly BizTradeShows.com):
www.10times.com/germany
British Expertise Events:
www.britishexpertise.org

EventsEye.com online database:
www.eventseye.com

UKTI online events search facility:
www.events.ukti.gov.uk

Germany Trade and Invest:
www.gtai.de/GTAI/Navigation/EN/
welcome.html

Germany Trade Fairs: www.germany.
travel/en/business-travel/trade-fairs/
trade-fairs/messen.html

Office of the Commissioner for Foreign
Investment in Germany: www.business-ingermany.de
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Visit the Website and download the free Mobile App

View this guide online

Website and Mobile App features include:
• Latest business news • Up-to-date travel advice • Interactive ‘Supporting Organisations’
and ‘Market Experts’ profiles • Essential contact details • Listings with links to up-and-coming
trade shows • Links to UK Trade & Investment (UKTI) international trade support services.
Powered by
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Disclaimer
Whereas every effort has been made to
ensure that the information given in this
Guide is accurate, neither International
Market Advisor (IMA), the Institute of Export
(IOE), UK Export Finance (UKEF), the
British Embassy in Berlin, the British
Chamber of Commerce in Germany
(BCCG), UK Trade & Investment (UKTI),
nor its parent Departments, the Department
for Business, Innovation & Skills (BIS)
or the Foreign & Commonwealth Office
(FCO), accept liability for any errors,
omissions or misleading statements and no
warranty is given or responsibility accepted
as to the standing of any individual, firm,
company or other organisation mentioned.

The purpose of the Doing Business Guides,
prepared by International Market Advisor
(IMA) is to provide information to help
recipients form their own judgments about
making business decisions as to whether
to invest or operate in a particular country.
The report's contents were believed (at the
time that the report was prepared) to
be reliable, but no representations or
warranties, express or implied, are made
or given by IMA, IOE, UKEF, the British
Embassy in Berlin, the BCCG, UKTI or
its parent Departments (the Foreign and
Commonwealth Office (FCO) and the (BIS)
Department for Business, Innovation and
Skills) as to the accuracy of the report,
its completeness or its suitability for any
purpose. In particular, none of the Report's
contents should be construed as advice
or solicitation to purchase or sell securities,
commodities or any other form of financial
instrument.

No liability is accepted by IMA, the Institute
of Export (IOE), UK Export Finance
(UKEF), the British Embassy in Berlin, the
British Chamber of Commerce in Germany
(BCCG), UKTI, the FCO or BIS for any loss
or damage (whether consequential or
otherwise) which may arise out of or in
connection with the report. No warranty is
given, or responsibility accepted as to the
standing of any individual, firm, company
or other organisation mentioned.
Contains public sector information licensed
under the Open Government Licence v3.0.

www.export.org.uk

Spreading
the word
We can help develop new ideas
and find ways to drive down
costs and produce sustainable
improvements in your export
business.
• Membership supports all
aspects of your international
trade
• Leading UK authority on
trading globally
• Tailored training to support
your business needs
• Expert solutions for
international trade

Join us today: Call: +44(0)1733 404 400

email:

institute@export.org.uk

