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UK Trade & Investment (UKTI) is the Government organisation that helps
UK businesses to trade and invest successfully overseas. We also help
overseas companies bring high-quality investment into the UK, providing
both support and advice to investors at all stages of their business
decision-making.

Working on behalf of our two parent departments – the Foreign and
Commonwealth Office (FCO) and the Department for Business, Enterprise
and Regulatory Reform (BERR) – we are a key element of the Government's
efforts to help improve the performance of business and the UK economy.
We help increase both competitiveness and innovation.

Our support for UK businesses last year generated around £2.5 billion in
added bottom line benefits. The UK is the number one location in Europe
for foreign direct investment (FDI) – last year the UK 
saw more than 1,400 new investment projects.

Introduction to UK Trade & Investment
Our Vision
UKTI aims to be the most successful trade and investment organisation in the world.

Our Mission
UKTI works to deliver maximum value for the UK economy and for business in an
increasingly globalised and competitive world; and it markets the UK as a springboard 
for global growth.

Our Aim
UKTI adds value to the UK economy by helping business succeed internationally.

Our Strategy 
The UK’s future economic prosperity relies on us exploiting opportunities for
UK companies overseas, and attracting the best overseas companies to invest
here. Our five-year Strategy, launched in July 2006, set out how UK Trade &
Investment will achieve this.

We have the strongest possible support. The Prime Minister himself signed the
foreword in the strategy. The recent report by the Trade and Industry Select
Committee endorsed the five-year strategy and recognised the important role
UKTI plays in the Government’s response to the challenges and opportunities
of globalisation.

Digby, Lord Jones of Birmingham
Minister of State for Trade and Investment

Digby bangs the drum for British business, selling the UK as a place to do
business in and with. He is also passionate about the contribution that 
the defence exports carry out. At a practical level, he gets out and meets
businesses and stakeholders on the ground, listening to their views and
concerns. He tells them what we can do to help and why the UK is the best
place in the world for them to base their business. 

Key themes:
Marketing – UKTI is taking the
lead in joining up the marketing 
of the UK’s business strengths
internationally. We are using
professional marketing skills and 
a compelling message of the UK 
as a “springboard for global growth”,
to define the UK’s strengths and set
us apart from our competitors.

Partnership – We are working in
partnership with business, across
government and with the regions to
champion the international trade
and investment interests of business.
We are listening to business about
the barriers and the opportunities
globalisation presents.

Focus – Our efforts are being
targeted where they can make the
most difference. This means focusing
on sectors and technologies where
the UK has a comparative advantage,
on innovative and research-and-
development (R&D) intensive firms,
and on the overseas markets which
offer the greatest opportunities.

vision mission aim
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Bringing the strategy 
to life 
What do teams and individuals need to do to ensure 
we deliver the strategy and make UKTI the world’s 
most successful trade and investment organisation? 
The following “Strategy Imperatives” provide a guide 
to the culture we need to adopt.

1. Hit your Targets
As an organisation with a target-driven approach, we
will be judged on performance against our targets.

2. Sell our Excellence
Sell with confidence the strengths of the UK
economy and of UK business as the international
partner of choice. Be confident in promoting the
value of UKTI and its services to customers and
stakeholders.

3. Focus on the Right Clients
Identify and focus your efforts on companies that
contribute the most to UK prosperity and for which
we can add the most value.

4. Make a Difference 
Focus efforts on delivering effective outcomes, and
deliver the quality required to make a difference.

5. Work in Partnership
Work collaboratively across the UKTI network, with
partners, parent organisations and other government
departments and business. 

Strategy 
achievements so far
The strategy was designed to ensure that we continue
to work to maximise the return to UK business and the
economy for the money we spend. Examples of what we
have done already in delivering the strategy include:

• Moving resources to 17 high-growth markets –
including China, India, Brazil and Russia.

• Establishing a team of private sector specialists
targeting companies – both UK and overseas – that
have the potential to increase their R&D in the UK.
Evidence shows that knowledge-based, innovative
activity adds most value for the economy.

• Leading for Government on the marketing of the 
UK economy, ensuring we’re targeting the right
people, with the right messages, to promote the UK’s
strengths and win increased trade and investment.

• Developing targeted marketing strategies for key
sectors. Five strategies have now been published 
for the financial services, creative industries, 
life sciences, information and communication
technologies and energy sectors. The strategies 
are designed to enhance the global brand of the 
UK, and its strong offer in these sectors.

Some key facts 
about UKTI:
• We assisted 15,000 UK companies last year. 

• Independent customer surveys show UKTI helps
over 50 per cent of its trade customers to improve
their business performance.

• Independent surveys show estimated total financial
benefits to businesses across all UKTI trade services
in a year of around £2.5 billion.

• The “Passport to Export” scheme generated
estimated benefits to bottom-line profits of £632m. 

• Services provided by UKTI International Trade
Teams in English regions produce a 25:1 benefit-
to-cost ratio.

• £65m of UKTI spend on four key trade schemes
generated £1.1billion of additional net benefit.

• UKTI’s Enquiry Centre handled 35,000 calls 
last year. 

• UKTI helped more than 1,000 companies to
increase research and development (R&D) in the 
UK in 2006/07. 

Some key facts on
investment:
• The UK is the number one investment location 

in Europe and is second globally behind the 
United States.

• 2006/07 saw a 17 per cent increase in projects
coming to the UK to more than 1,400 – a fourth
successive record year.

• These projects came from 42 countries.

• A new foreign headquarters is established in the UK
every two days, and 100 jobs are created every day
through inward investment.

• Every day, Foreign Direct Investment (FDI) stock
increases by $300 million.

Around 240 staff will transfer 
from the Defence Export Services
Organisation (DESO) to UKTI. This
includes military and civilian staff
and DESO staff based overseas.
Tony Pawson will be the Head 
of the new organisation while the
process of appointing a permanent
head is underway. He will report to
Andrew Cahn. The main elements 
of the new organisation will be the
three Regional Directorates, which
provide support to companies doing
business in specific global areas;
and the Business Development
Directorate, which focuses on
market analysis, industrial
participation issues and support 
for SMEs. 

The new organisation will also take 
the lead in developing increased
support for the security sector.

UKTI DSO supports the UK defence
industry by:

• building relationships with overseas
customers to maximise UK prospects
in established and emerging markets.

• identifying business opportunities
and providing a conduit through
which UK advice and expertise can
be offered to overseas customers.

• providing overseas customers 
and UK companies with access to 
UK Ministry of Defence, Armed
Forces and wider Government
specialist support.

• supporting specific industry-led
overseas marketing campaigns.

• promoting UK industry as a
trusted supplier at all levels of 
the supply network.

• identifying export opportunities
in conjunction with MoD and
industry at an early stage in 
the acquisition cycle of UK
programmes.

UKTI DSO will continue to be
based in St George’s Court in
Bloomsbury until co-location with
the rest of UKTI’s London-based
staff in Kingsgate House in
November 2008.

UKTI Defence & Security OrganisationSample copy



Business Group
UKTI’s Business Group is responsible for promoting 
the benefits of investing in, doing business with, and
growing business globally from the UK in ways that
benefit the UK economy. They develop and nurture
relationships with individual companies, ensuring that
they know how UKTI can support them and add value
to their business and, ultimately, to the UK economy as 
a whole. Companies that are considered key to UKTI’s
long-term objectives are assigned client account
managers, supported by UKTI’s e-CRM (Customer
Relationship Management) system. Areas of focus are:
• Overseas-owned R&D intensive companies,
• UK-based firms where trade development will help

boost their R&D output,
• Innovative inward investors,
• Mid-sized companies where benefit can be derived

from assistance with doing business in high-growth
markets,

• New and inexperienced exporters through our
Passport to Export scheme, 

• Top FTSE 100 firms; and
• Foreign entrepreneurs with innovative technology.

Our Regional Network
We deliver to our international trade customers in
the nine English regions through a network of
International Trade Teams (ITT’s). Overall we have
280 International Trade Advisers (who are mainly
from the private sector). Each region is managed 
by an International Trade Director (ITD) who, with a
regional core team, is co-located with the Regional
Development Agency. Their role is to manage UKTI's
regional trade budgets, contracts with business
delivery organisations and the supply of ITT services.
The International Trade Directors work strategically
with their RDA, other regional organisations and
business representatives and oversee UKTI's
promotional activities in the region.

Sectors Group
Sectors Group supports UK companies 
across a broad range of infrastructure, 
service and high-technology sectors to identify and
access opportunities, and ultimately win business, in key
markets overseas. Its main activities are:
• Helping UK firms to showcase their expertise to

international customers by bringing them to the UK,
and through outward missions and seminars,

• Supporting eligible companies to exhibit at
tradeshows, 

• Producing a wide range of reports that disseminate
information about UK capabilities and sectoral
opportunities in key markets,

• Giving companies targeted advice through
international business specialists who bring specific
expertise from the private sector; and

• Working in partnership with multiplier organisations,
regional networks and other government
departments. Drawing together key industry advice
to ensure we are targeting our resources in the best
way to help our customers.

International Group
International Group manages UKTI’s extensive network
of overseas advisers and takes a lead in the development
of new areas of work related to globalisation, e.g. The
Asia Task Force. International Group’s emphasis is on
high-growth markets such as China and India, as well 
as on high-opportunity developed markets such as the
USA. Working with other parts of UKTI’s customer-
facing networks, International Group provides support to
UK companies to ensure that they are aware of business
opportunities in these markets and are properly
equipped to tackle them. The Customer Relationship
Management (CRM) and Overseas Market Introduction
System (OMIS) team is responsible for the delivery,
management and governance of UKTI’s eCRM system
and online OMIS workflow application.

Role of overseas teams
We have staff delivering UKTI services in 100
markets. They are the major part of our sales team.
They can comprise a mixture of locally engaged and
UK-based staff. Geographic regions get together at
commercial conferences to network and share good
practice. Overseas teams work in close partnership
with their colleagues based in London and 
the regions. 

IT and Finance Group 
The role of ITFG is to support the UK Trade &
Investment Board and Executive Team in delivering their
corporate functions. It does this across three broad areas
– securing, oversight and stewardship of resources.

The ICT Policy and Support Team manage UKTI's
interests in terms of the BERR ELGAR and FCO Firecrest
systems; ICT programme and project management; 
UKTI HQ ICT support; IT security; flexible computing
solutions; videoconferencing; and distribution of FCO
eGrams/Telegrams to UKTI HQ and BERR.

Marketing Group
The launch of UK Trade & Investment’s new five-year
strategy in July 2006 brought with it a strong
commitment to make the marketing of the UK
professional and world-class. Positioning the UK as a
Springboard for Global Growth offers a unique combination
of success, confidence, ambition, know-how and
innovation. Our marketing message is supported by
three Unique Selling Points (USP) that truly represent
the fundamentals of the UK economy’s strength.

• The UK provides the best environment for companies
to grow in.

• The UK is a recognised global leader in the fields of
creativity and innovation.

• UK business provides a unique gateway of
international connections.

The Marketing Group takes the leading role in
promoting UKTI’s “selling Business UK” agenda. 
It leads marketing strategy implementation across the
organisation and amongst partner organisations that
market the UK overseas. It offers a range of marketing
solutions to achieve this including customer insight,
media relations and PR, exhibitions/events, internet
portals, and thought leadership content. In addition, 
it provides a business research function for sales teams
worldwide. Also based in Marketing are the teams that
manage both the public and internal websites.

Strategy and Human
Resources Group 
Strategy and Human Resources Group provides strategic
direction, performance management and reputation
management for the whole of UK Trade & Investment,
working closely with the Executive Team and Executive
Board and in partnership with other groups. It also
provides UKTI’s Internal Communication, HR and Board
Secretariat functions.

Prior to 1 April 2008, UKTI was organised around six groups. 
Each of their functions is described below: 

Meet the rest of the team…
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This document was produced by the UKTI Internal Communications Team. To contact us, email talk2us@ukti.gsi.gov.uk

To help answer many of the questions about UKTI in
the run-up to the integration of the two organisations,
the UKTI Learning and Development team have
arranged a series of short UKTI Induction courses for
new colleagues from DESO. These are being held at
both Kingsgate House and St Georges Court. To book 
a place in one of these sessions, please contact 
Cormac Bailey on (0)207 3052575.

There is also a short online e-learning UKTI Induction
course which is accessible on the UKTI Portal. This is
located under the “Learning and Development” section
of the People page, under “E-Learning”. This short
program provides a thorough outline of UKTI’s
structure, operations and services. The program allows
the user to work through at his or her own pace. To
access this, the user must enter their UKTI username
and password. If you do not have these details, please
contact: ukti.webmaster@ukti.gsi.gov.uk.

In addition, UKTI provides a wide range of learning 
and development opportunities for people who work 
in UKTI. These give our people the additional skills 
and knowledge to deliver our objectives. All of these
opportunities are advertised on the People pages of the
UKTI portal – People > Learning and Development >
Training Courses. These opportunities are available to all
permanent UKTI DSO people and those on non-
permanent transfer terms (on loan). MOD Military
colleagues who are seconded to UKTI DSO posts should
discuss eligibility with UKTI HR.

Learning and Development
Opportunities at UKTI

Measuring our progress
It isn’t enough just to do a great job for our clients: 
we must be able to prove that we do a great job. That’s
where PIMS – UKTI’s Performance and Impact
Monitoring Survey – comes in.

PIMS is a quarterly survey of UKTI’s customers to find
out what impact our services have had on their business
performance, and how well we have done in delivering
them. All of our top-level targets for 2008-11 are
measured through PIMS, with the exception of the
reputation target. Senior Economist Heather Booth Di
Giovanni and her team share detailed PIMS data with
UKTI colleagues to help them analyse the performance
of our trade services and identify where we can improve.

One of the keys to continued improvement in meeting
our targets is working in partnership. We continue 
to develop a customer relationship management
approach with our target clients. And we record all 
our client contacts on UKTI’s eCRM (online customer
relationship management) system so that we are better
able to provide a professional, joined-up service to 
our customers. 

It is important that we are all aware of each other’s
targets and that we work together across our global
network to ensure that UKTI hits its high-level targets.
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