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FOREWORD:
SMALL BUSINESSES, BIG AMBITIONS
In February 2017, Secretary of State for International Trade, Liam Fox, abandoned the Conservative Government’s
long-standing target of doubling UK exports to £1 trillion by 2020. While opponents and onlookers alike pointed the
finger at Brexit, the Government said that slowing global growth was to blame.
It is almost impossible, however, to think of the UK’s balance
of trade without considering today’s economic environment.
From whisky producers in the Highlands, to London’s financial
centre, Brexit has thrown to the fore opportunities and threats in
abundance for UK businesses.
Yet the effects of 2016’s historic vote are not binary. They are
significantly more complex than a simple narrative of good and
bad. These effects have had - and continue to have - a more
profound and dynamic impact on businesses dependent on their
location, geographical markets, size, supply chains and customerbases.
As negotiations between the UK and the EU stumble on, SMEs
of all shapes and sizes remain uncertain about the future. While
some believe that necessity is the mother of invention, presenting
opportunities to forge trading partnerships further afield, others
predict that a future outside of the world’s second largest
economy will have a catastrophic impact on their businesses.

What is clear is that - with the right support - trading overseas can
be more rewarding than it is challenging.
Throughout July, August and September, we surveyed 500
established importers and exporters to understand their views on
Brexit, how currency volatility has impacted them, the markets
most important to them and the complexities they face on a daily
basis. The businesses we spoke with are ambitious, innovative and
- above all else - resourceful.
Augmented by in-depth telephone interviews with seven SMEs
trading overseas, these findings are the basis for our Trading
Places report. We hope this report and its findings offer food for
thought for business owners, policy makers, private and public
sector organisations alike.

We believe that international trade is fundamentally good for
SMEs looking to grow and thrive, but our own research suggests
that the proportion of small and medium sized businesses trading
overseas remains modest. It is estimated that fewer than one in
five SMEs either import or export goods and services. Despite this,
public and private sector organisations continuously exalt
the benefits of trading overseas.

MICHAEL MCGOWAN
Managing Director,
Foreign Exchange
Bibby Financial Services
December 2017

So why don’t more SMEs take advantage of the growth
opportunities available through international trade? There isn’t
a simple answer to this question. Neither is there a silver bullet
that will encourage businesses to consider connecting with new
suppliers or finding new customers overseas without de-risking
the process entirely.

“We surveyed 500 established importers and exporters to understand their views
on Brexit, how currency volatility has impacted them, the markets most important
to them and the complexities they face on a daily basis.”
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50% of the top 20 export
destinations for SMEs
are in the EU.

More than two-thirds
(67%) of those with FX
requirements say they
have been adversely
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volatility in the past year.

SMEs negatively
impacted by currency
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disadvantage of £69,669
in the past 12 months.
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EXECUTIVE SUMMARY

FINDINGS

BFS’s research among established importers and exporters reveals an ambitious, yet challenged business population. As a key strategy to
boost output and prosperity, encouraging international trade amongst SMEs remains vital to creating a high-growth economy.

BREXIT

Our research, however, identifies a number of challenges, risks and complexities faced by SMEs importing or exporting goods and services.

It’s little surprise that Brexit is firmly on the radar of UK importers and exporters. While it has been business-as-usual for more than half of
SMEs (53%) that have seen no change since the referendum, over a third of those trading internationally (36%) say that Brexit has been
bad for their business. Less than one in ten (8%) believe that Brexit has been positive for their business so far.

This report identifies three areas of focus for SME owners, business communities, private and public sector organisations to consider in
order to encourage, support and facilitate overseas trade among UK SMEs:

3%

1. MITIGATING FOREIGN EXCHANGE RISK

8%

By far the greatest challenge facing SMEs importing and exporting today is currency volatility. On the eve of Brexit the pound stood at
$1.49. By 6 July 2016, it had sank to a 31-year low of $1.27, tumbling further to $1.21 in March 2017.

Good
Bad
No Change
Don’t know/too early

Despite a weaker pound offering opportunities for exporters, currency volatility is a challenge facing all SMEs trading overseas. Though
our research reveals that businesses trading overseas have been disadvantaged to the tune of £70,000 in the past year due to currency
fluctuations, just two-fifths (42%) review their FX services more than once a year.
We believe that more can be done to help SMEs to protect their businesses against the risk of currency volatility. This should include
education on managing foreign exchange risk and encouraging businesses to review existing FX arrangements.
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37%
35%

BREXIT IMPACT
TO DATE

POUND VS DOLLAR (MAY 2016 - NOVEMBER 2017)

11%

BREXIT IMPACT IN NEXT
THREE YEARS

SME owners are more likely to believe that there will be some impact to their business in the next three years, though there is still much
uncertainty regarding Brexit’s long-term impacts.

1.55

Almost one in five (17%) said that they do not know what the impact will be or that it is too early to tell. One in ten (11%) believe that Brexit
will be positive for their business - up 3% on those that believe it has been positive to date - and over a third (37%) believe that the impact
will be negative in the coming years.
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IMPORTERS VS EXPORTERS: A VIEW OF BREXIT
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Importers are more likely to believe that the impact of Brexit has been negative for their business than exporters (41% vs 29%). However,
it does not necessarily follow that exporters see Brexit as a positive outcome for their business. Exporters (10%) are only marginally more
likely to believe the impacts of Brexit have been positive to date than their importing counterparts (8%).
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Rather, almost three-fifths of exporters (58%) say that Brexit has had no impact on their business so far. In contrast, almost half (49%) of
importers say the impact has been negligible.
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Looking ahead, more than one in ten SMEs in both groups (12%) believe that Brexit will have a positive impact on their business, while
two-fifths (40%) of importers and over a third (36%) of exporters believe it will detrimentally affect their businesses in the future.

2. BREXIT

2%

More than a third of UK SMEs (36%) say that the effects of the EU referendum have been bad and less than one in ten (8%) say Brexit has
been good for their business to date. While there is a common perception that a weaker pound benefits all exporters, our findings challenge
this binary narrative. Importing and exporting are not mutually exclusive and more than a quarter of SMEs that import (29%) sell finished
goods or component parts overseas. As such, many exporters are equally exposed to currency volatility and wider economic uncertainty.
Clarity over the UK’s trading relationship with the EU is much needed among SMEs. Alongside large corporates, we would urge policy
makers to consider the views of small and medium sized businesses - whether trading domestically or overseas - in their ongoing
discussions with Brussels.
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3. OVERCOMING THE COMPLEXITIES OF OVERSEAS TRADE
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Our research highlights a complex environment for importers and exporters. In addition to the day-to-day management of their businesses,
foreign exchange risk, logistics management, paperwork and administration, cashflow, customs, duty and tax payments are areas identified
as key challenges among established businesses.
We believe there is an opportunity for the private and public sectors to work together to educate established importers and exporters and those new to international trade - on how to overcome these challenges to stimulate business growth. It is our view that such support
for SMEs can be championed and delivered via leading support organisations, such as the British Chambers of Commerce, the Institute of
Export, Open to Export and the British Exporters Association.
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COMMENT
“The EU referendum vote is a serious cause for concern for our business, particularly as
we see the EU as a strong growth market. For exporters such as ourselves, there are a
large number of unknowns concerning what a future relationship will look like. Following
the result we took the decision to move quickly and set up an additional office in
Alicante, Spain to give us access to the EU, as well as improving our access to markets
in Africa and the Middle East.”
KEN CROWN
Director, Crown Canlines Group

“Brexit has not yet had an effect, but my greatest concern is challenges that may arise
due to changes in the trading relationship between the UK and the EU. An increase
in customs delays or paperwork when exporting to the EU post-Brexit would cause
problems, making it more expensive to trade with EU countries.”

“While some importers are undoubtedly starting
to feel the effects of Brexit, for a large proportion
the impacts are yet to come to fruition. What we
are starting to see from conversations with SMEs,
however, is that they’re anticipating challenges
down the road. The importance of the Government’s
negotiations with Brussels really can’t be
understated. The difference between a Hard and Soft
Brexit could mean the difference between profit and
loss for UK importers bringing in goods and services
from within the EU.”
PHIL TOBIN
Managing Director, Trade Finance
Bibby Financial Services

PAULA DUNNE
Managing Director, Cougar Products Ltd

“Brexit has caused uncertainty, but where there is uncertainty, there is opportunity.
Businesses are concerned about complications that may arise as a result of Brexit such
as customs delays, but suppliers, such as ourselves, that have a record of delivering
on time - and can guarantee that they will continue to do so despite challenges - will
generate more business.”
SAM DUONG
CEO, Ming Foods

“Brexit has had a significant impact on our business. With a large proportion of our
revenue stream being generated here in the UK, we have been adversely impacted by
the fall in the value of the pound, resulting in our cost of goods increasing. As a result
we have had to review our business and see where we could save on costs. In some
instances this has involved us changing our manufacturing providers in China to ensure
we have a more price competitive business.”
ANDREW SHEPHERD
Managing Director, ABP Technology
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THE EXPORTING LANDSCAPE

SEASONALITY
Two-fifths of SMEs say that export sales volumes are steady throughout the year. While there is no compelling trend of seasonality among
exporters, sales are at their lowest in the first quarter of the year. The third quarter is traditionally the busiest trading period in the UK and
almost one in five SMEs (18%) say that this is their peak period for export sales.

According to Exporting is Great, 85% of businesses say that exporting has led to a level of growth not otherwise possible.1 Our research
among 379 UK SMEs that sell goods and services overseas shows that exporting accounts for an average of 37% of annual turnover.
Yet exporting remains somewhat of an enigma for some SMEs, many of which may have products and services ideally suited to overseas
markets.
Often, the first consideration for businesses new to exporting is deciding where to start. While it is tempting to automatically begin with
markets in close proximity geographically, or where English is spoken, it is prudent for SMEs to spend time researching the demand for its
products and services, relevant laws and customs before deciding on an export destination.
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CHALLENGES

TOP EXPORT DESTINATIONS FOR SMES
Our research reveals the top 30 destinations amongst UK SMEs currently exporting.

The complexities of selling goods overseas cannot be understated. In addition to the ‘normal’ challenges of operating domestically,
exporting presents a variety of unique challenges for SMEs.

According to the World Bank, the U.S. ranks sixth in the world business rankings.2 For UK SMEs, the U.S. represents the most important
export market and this is likely due to minimal language barriers and a relatively low regulatory environment. The U.S. is the largest
economy in the world and this is clearly a big attraction for UK exporters looking to leverage the ‘Made in Britain’ quality mark overseas.

While it was hoped that the devaluation of the pound in the wake of the EU Referendum would boost export activity, over a third of SMEs
(34%) say that currency volatility is the greatest challenge they face. Furthermore, recent ONS data revealed that in the three months to
August, UK exports decreased by 1.4%.3

While the U.S. represents the most important export destination to SMEs, the following three destinations - Germany, France and
Ireland - are all within the EU trading bloc. In fact, findings show that 50% of the top 20 export destinations for SMEs are currently in the
EU.

Accurate paperwork is vital to successful overseas trade. Export licences, customs declarations, VAT invoices and proof of export are just
a few examples of the types of paperwork required for businesses to decrease risk, comply with legislation and avoid delays in shipping or
delivery. One in five SMEs say burdensome paperwork and administration is a key export concern.

With regard to emerging markets, China and India feature in the top ten, with the United Arab Emirates, Malaysia, Brazil, Nigeria,
South Africa and Mexico all appearing in the top 30.

Road, rail, sea and air each provide complexities for exporters - irrespective of whether they choose to handle their own logistics or
outsource management to a third party - and findings reveal that 16% of SMEs consider logistics management a key challenge.

TOP 30 EXPORT DESTINATIONS

KEY EXPORTING CHALLENGES

1. https://www.export.great.gov.uk/
2. http://www.doingbusiness.org/rankings
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3. https://www.ons.gov.uk/economy/nationalaccounts/balanceofpayments/bulletins/uktrade/august2017
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COMMENT
“Our business has seen rapid growth in global markets since its inception in 2013. As our
goods are manufactured in China and distributed into 80 different countries around the
world, chasing payments from international customers became
an increasingly time consuming task.”
GORDON NARDINI
Commercial Director, Chameleon Art Products

“We’re a highly export-focused business, which offers huge advantages, but it also
presents some challenges, including customer payment time and language barriers.”
ADAM BAZELEY
Managing Director, Mediumz

“SMEs are having to adapt to the new environment in which they
operate by rethinking how they can develop new business, focus on
profitability and find operational efficiencies. The exporters we speak
with are looking to protect and grow value, and this includes looking
more closely at the strategic opportunities in the countries in which
they already operate as well as considering new markets.
We’ve worked with thousands of exporters and the one common
thread amongst those that have been successful is leveraging the
support available, both from the private and public sector. Bodies
such as the British Chambers of Commerce and the Institute of
Export offer strong guidance for UK SMEs exporting goods and these
resources are really worth tapping into. Equally, seeking support from
the private sector around common issues such as cashflow, payment
collection and languages can pay dividends.”
CRAIG DURNELL
Managing Director, Export Finance
Bibby Financial Services

“My business will continue to produce high-quality British products and export to any
country that needs them. We already do a lot of business with the U.S. and have plans to
expand into other countries such as Hong Kong and China.”
PAULA DUNNE
Managing Director, Cougar Products Ltd

“Through our UK and U.S. operations, we already export to a host of international
markets from the Middle East to South East Asia, Russia and Africa. We are seeing
strong growth in markets such as Vietnam and Malaysia but are now looking at
opportunities in Europe as we look to expand our offering to new markets.”
KEN CROWN
Director, Crown Canlines Group
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THE IMPORTING LANDSCAPE

1%
3% 4%

4%
3%

9%
In the world of international trade, importing is perhaps considered the poor relation. The country’s balance of trade targets are centred
around boosting export output and - in the UK - selling goods and services overseas even has its own Government-backed campaign:
Exporting Is Great.

TOP IMPORT MARKETS FOR SMES
As the UK prepares to leave the EU, trading agreements with markets further afield will become increasingly important. January 2017 saw
the first ever goods train travel between Beijing and the UK, arriving in Barking, London. The reincarnation of the ‘Silk Roads’ provides a
direct trade link between China and the UK, presenting opportunities for both importers and exporters.

1-4
5-9
10 - 19
20 - 49
50 - 99
100 plus
Don’t Know

31%
14%

20%

Importing, however, is a vital means of operational efficiency and growth for millions of UK businesses and supply chains throughout the
world. Importing enables businesses to offer new products, increase competition, boost consumer choice and reduce manufacturing and
production costs.

9%

63%

15%

NUMBER OF IMPORT
COUNTRIES

24%

NUMBER OF OVERSEAS
SUPPLIERS

CHALLENGES
While sterling’s devaluation appears to provide opportunities for those exclusively exporting, the impact of a weakened currency has
resulted in rising costs, presenting problems for UK importers.

According to Statista, China is the largest export market in the world.4 Our research shows that of the 392 SMEs buying goods from
overseas, one in five (20%) import from China. The remaining top import markets for UK SMEs are the U.S. and France.

More than half of importers say that currency fluctuations are the greatest challenge they face (51%). This is most acute for SMEs that import
component parts from overseas and onward sell within the UK as they do not see the benefit of the weaker pound for onward export sales.

More than half (55%) of the top 20 import destinations are within the EU. Other than China, India is the only emerging market in the top
ten import countries for SMEs.

With importers dealing with an average of 10 overseas suppliers in five countries, it is little surprise that logistics management is the
second most challenging aspect of buying goods from overseas (14%).
One in 10 SMEs (11%) say that managing duty, VAT and freight payments is a key challenge.

TOP SME IMPORT MARKETS

KEY IMPORT CHALLENGES
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SEASONALITY

Businesses import goods for a variety of purposes and in different stages of production. The greatest proportion of SMEs import and
onward sell finished goods in the UK (40%), followed by those that import component parts and use them to manufacture goods in the
UK (23%).
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With regard to the value of import purchases, more than two-fifths (42%) say import volumes are steady all year round. July and August are
the busiest months for UK importers, again making the third quarter of the year a key season for those importing. It is likely that this is as a
result of UK businesses looking to ramp-up stock volumes in time for the peak trading season of Christmas and New Year.

On average - excluding values over 50 - UK SMEs have 10 overseas suppliers and they import from five countries.

BUSIEST TIME OF THE YEAR BY IMPORT PURCHASES
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4. https://www.statista.com/statistics/264623/leading-export-countries-worldwide/
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COMMENT
“Providing accessories to the video games industry means that we deal heavily with
seasonal peaks for orders. Here in the UK we sell directly to retailers, who often work
on a 3-4 week lead-time which leaves little breathing room to order, manufacture and
transport our products from China. With new trends such as Black Friday, we are now
increasing our activity much earlier than the more traditional Christmas season.”
ANDREW SHEPHERD
Managing Director, ABP Technology

“We are in danger that import businesses like ours
become overshadowed by exporters who garner
more attention from policy makers. It’s important
to realise that many small firms like us play a vital
role in the supply chain by sourcing materials from
the international markets to be used in industrial
processes here in the UK.”
DARREN HILL
Sales Manager, Brookfield Stainless

“The main challenge we face when trading goods is the paperwork required and the
delays that can occur at customs. Due to changes in regulation, the goalposts seem to
move every time we ship. We plan ahead and scrutinise the paperwork to try and avoid
delays, but we frequently get held up and have to pay to store our shipments while
customs reviews the paperwork.”
PAULA DUNNE
Managing Director, Cougar Products Ltd

“Following Brexit, there is likely to be more red tape so we are planning ahead to
ensure that we have the systems and resources in place to navigate that. One option is
recruiting people who have the expertise to cope with more complicated paperwork and
trade regulations. However, that requires investment and there is a lot of competition to
recruit people with these skills.”
SAM DUONG
CEO, Ming Foods

“Due to the volume of stock we sell on a monthly basis, we’re able to manufacture highquality goods at a much lower cost. Having vertically integrated operations based in
China has also greatly reduced our manufacturing time, meaning we can deliver higher
volumes at a faster rate.”
JAMIE DENHOLM
Managing Director, Eyeworks Industries
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MANAGING CURRENCY RISK

SPOTS, FORWARDS AND OPTIONS
Businesses use different methods to manage risk, hedge against currency fluctuations and book foreign exchange.

Undoubtedly, the greatest impact of Brexit to-date has been the depreciation of sterling and subsequent currency volatility. While a weaker
pound may have made the UK one of the world’s best value travel destinations, according to Lonely Planet5, ongoing fluctuations continue
to pose challenges and risk for importers and exporters.
Both importers (51%) and exporters (34%) alike cite managing currency fluctuations as their greatest challenge today. More than two-thirds
(67%) of those with foreign exchange requirements say they have been adversely impacted by currency volatility in the past 12 months,
with an estimated financial loss of £69,669.
Findings reveal that almost three-fifths (56%) have a foreign exchange requirement. Of those (279), the majority (62%) both make and
receive payment in foreign currencies, with the remaining SMEs either solely making forex payments or receiving forex receipts.
One in ten SMEs use foreign exchange daily, with the majority conducting transactions either monthly (38%) or weekly (28%).

A spot contract is the rate of exchange for immediate delivery (ordinarily within two days) so it is the price a buyer pays for a foreign
currency in another. A forward is a contract to buy or sell an agreed amount of foreign currency at a specified rate on either a specific
date in the future (closed) or within a pre-agreed date range (open). An option is a contract that gives the buyer the right - but not the
obligation - to buy or sell a specified currency, at a set price on or before a set date.
Almost nine in ten (88%) use spot pricing to carry out foreign exchange transactions and 28% use forward contracts. Foreign exchange
options are used by less than one in 10 (7%).

FX METHODS USED BY SMES
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Excluding GBP, the Euro and the U.S. Dollar are the most common currencies for SMEs booking spot and forward contracts.

TOP FIVE SPOT CURRENCIES USED:

TOP FIVE FORWARD CURRENCIES USED:
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On average, SMEs with foreign exchange requirements have been detrimentally impacted to the tune
of £69,669 due to currency volatility in the past year.

5. https://lp-media-ori.s3.amazonaws.com/press-releases/PRESS%20RELEASE%20Lonely%20Planet%27s%20Best%20in%20Travel%202018%20.pdf

18

TRADING PLACES

19

FX SERVICES

COMMENT

Almost three-fifths (59%) of SMEs use foreign exchange services provided by their bank, while just over half (51%) use a specialist FX
provider. Though 67% have been negatively impacted by currency volatility in the past year, almost a quarter (23%) say they have never
reviewed their foreign exchange facilities. Just one in five (20%) review their foreign exchange requirements on a monthly basis.

FX SERVICES USED

FREQUENCY OF FX SERVICE REVIEW
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DARREN HILL
Sales Manager, Brookfield Stainless
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Quarterly
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“The fall in the value of the pound has helped our business. We primarily trade in U.S.
dollar and use our FX facility on a weekly basis to buy pounds and Euros. With the lower
pound we have been able to keep our prices low, and in some markets, increase our level
of sales as we are able to price more competitively.”

0
An FX specialist

A bank

Other

With regard to the most important feature of a foreign exchange service, the ability to transact online (58%) is most important to SMEs,
followed by ease of doing business (39%) and a dedicated point of contact (35%). More competitive rates are most likely to encourage
SMEs to review their foreign exchange facilities and switch to a new provider (72%). No fees (62%) and transparent and guaranteed pricing
(57%) are also factors that encourage SMEs to switch foreign exchange providers.

MOST IMPORTANT FEATURES OF FX SERVICES:

KEN CROWN
Director, Crown Canlines Group

MOST LIKELY TO ENCOURAGE SWITCHING:

The ability to transact online

58%

Competitive rates

72%

Ease of doing business

39%

No fees

62%

A dedicated point of contact

35%

Transparent and guaranteed pricing

57%

The ability to transact over the phone

28%

A well-established and trusted brand

57%

Price rate guarantees

27%

An online system

56%

A good understanding of your business
and how it operates

17%

A dedicated point of contact

47%

Proactivity in relation to contacting
you with opportunities

8%

The ability to transact over the telephone

41%

Credit rating of a provider

37%

Post-Trade customer support

7%

Value added services, such as weekly
or daily newsletters

19%

6%

The ability to combine FX services
with cashflow funding
The ability to transact face-to-face

11%

Integration with external finance facilities

5%
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“As an international business with UK and U.S. operations, we are exposed to acute
exchange rate fluctuations. Brexit has also made this challenge more problematic as
the pound has remained weak and increased our import costs. We have been able to
manage this risk with BFS’s FX and funding which means we can smoothen the impact
of volatility. Importers like us cannot function without a reliable funding source.“

“Exchange rate volatility has caused a disturbance. We import goods from Asia, which
is not as cost effective as it used to be, but the increase in cost has been offset by
increasing demand from foreign countries, following the devaluation of sterling.”
PAULA DUNNE
Managing Director, Cougar Products Ltd

“Volatility is something that we are always having to tackle as a business that both
imports and exports. We primarily trade in the U.S. dollar and are increasingly working
with our customers to buy directly from China to reduce our currency exposure.”
ANDREW SHEPHERD
Managing Director, ABP Technology

TRADING PLACES
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METHODOLOGY
This report and its findings are based on quantitative research among 500 SMEs with turnover up to £25m. All respondents are
established exporters and/or importers and have been trading for more than two years.
Field research was undertaken by leading research agency, Critical Research, between 26 July and 7 September 2017.
Quantitative research was augmented by telephone interviews with seven SMEs that trade overseas.

RESPONDENT PROFILE
Respondent businesses have up to 250 employees, with almost half (49%) having less than ten employees. Of the 500 respondents,
121 import only, 108 export only and 271 both import and export.
Respondents are owners or senior decision makers for SMEs in manufacturing, wholesale/distribution, services, retail, transport and
construction.

BUSINESS TURNOVER

RESPONDENT SECTORS
1% 3%
3%

14%

8%

8%
14%

21%

35%

8%

Up to £250k
£250k - £499k
£500k - £999k
£1m - £4.9m
£5m plus
Unanswered

11%

Manufacturing
Wholesale / Distribution
Services
Retail
Transport
Construction
Other

43%
30%

TYPE OF INTERNATIONAL TRADE
Imports goods from overseas
Exports goods overseas
Imports and exports

24%
22%
54%

“No matter how big or small a business may be,
managing currency risk in today’s economic
environment is vital. The businesses that will be
successful in the long-term are those that are
planning ahead and thinking strategically about
how they can protect profit margins. We have seen
examples where businesses have been able to avoid
losing hundreds of thousands of pounds, by
locking-in future contracts.”
MICHAEL MCGOWAN
Managing Director of Foreign Exchange
Bibby Financial Services
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ABOUT BIBBY FINANCIAL SERVICES
Bibby Financial Services (BFS) is a leading financial services partner to
over 7,000 SMEs in the UK and more than 10,000 businesses worldwide.
Formed in 1982, we are a member of UK Finance and support businesses in
over 300 industry sectors through our network of 18 local offices in the UK.
With over 40 operations in 13 countries spanning Europe, North America
and Asia, we provide specialist FX, trade, asset and working capital
funding, helping businesses to grow in domestic and overseas markets.
In 2011, 2012, 2014, 2015, 2016 and 2017 the business was awarded a
place in The Sunday Times 100 Best Companies to Work For, ranking
33rd in the most recent poll.

OUR SPECIALIST SERVICES FOR SMEs
TRADING OVERSEAS
FOREIGN EXCHANGE
Bibby FX is a forex solution for SMEs trading overseas. It helps by giving
SMEs access to forex specialists, enabling clients to lock-in rates to
reduce exposure to currency fluctuations. Businesses can combine
existing funding facilities with BFS allowing them to transact in the
currency of their choice.
EXPORT FINANCE
Export Finance is a funding solution that releases the value of
outstanding invoices and helps businesses overcome the complexities of
selling goods or services overseas. It helps businesses to overcome these
challenges, providing certainty of payment, upfront payment against
overseas invoices and access to a team of export specialists.
TRADE FINANCE
Trade Finance is a funding and support solution for businesses buying
goods for resale from UK or overseas suppliers. It bridges the cashflow
gap between paying suppliers and receiving payment from customers,
and provides support from a team of dedicated trade specialists.
To find out more about Bibby Financial Services, visit:
www.bibbyfinancialservices.com

CONTACT
SEAN CASEY
Head of External Corporate Communications
sean.casey@bibbyfinancialservices.com

VISIT bibbyfinancialservices.com

L2414

0808 301 1840

