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Session 1 

▪ Market research: the first steps

▪ Trade media

▪ Associations

▪ Competition

▪ Trade fairs/events/shows 

▪ Tenders
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The truth about global brands

▪ The basics: 

▪ Relevant 

▪ Understood

▪ Consistent

▪ “The basics are pretty much the same, but that doesn’t mean 
it’s easy”

▪ 56% consumers trust local brands over global brands - up from 
43% in 2015

▪ “Don’t confuse the internet or social media with going global”
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Why is the UK market attractive?

UK Market Entry Index
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Employ 
local talent

UK Market Entry Index

What do to prepare to launch in UK?
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UK Market Entry Index

Main challenges facing businesses?

1.
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Trade media

▪ Pretty much every industry sector is represented:

▪ Computer and data servicing

▪ Construction

▪ Design

▪ Architecture 

▪ Engineering

▪ Retail

▪ Publishing



Trade media examples

Computer and data servicing

▪ Computer Weekly https://www.computerweekly.com

▪ Tech Crunch https://techcrunch.com/?guccounter=1

Construction

▪ Construction News https://www.constructionnews.co.uk

▪ construction.co.uk

▪ Building https://www.building.co.uk

Design and Architecture

▪ The Architects' Journal https://www.architectsjournal.co.uk

▪ Creative Review https://www.creativereview.co.uk

▪ The Architectural Review https://www.architectural-review.com



Trade media examples

Engineering 

▪ E&T Magazine - The IET https://eandt.theiet.org

▪ The Engineer https://www.theengineer.co.uk

Retail

▪ Retail Week https://www.retail-
week.com/?authent=1

▪ Also, the industry sectors that you may be 

targeting



Trade media example: Construction

▪ Your competition

▪ Events

▪ Opinion formers

▪ Trends

▪ Features 



Trade media example: Construction News: contracts



Trade media example: Construction News: events



Trade media example: Construction News: trends



Trade media example: Construction News: features



Associations

▪ Usually charge for membership

▪ Sometimes overseas membership is less expensive

▪ They can be very sector specific eg engineering:

▪ They sometimes put on events, training and produce 
their own trade publication 

▪ Can be linked to qualifications



Associations: Manufacturing



Associations: Solar Panels



Competition

▪ Discover them by using the right key words for your 
own business - experiment

▪ Eg skydomes, roof lights: skydome manufacturers uk



Competition

▪ Visit their websites to find out:

▪ Their clients

▪ Case studies/user case



Competition



Competition

▪ Google them to find out:

▪ Where they are getting coverage

▪ Their news

▪ More on their people

▪ Set up google alerts 

▪ Follow them on social media – Twitter, LinkedIn



Trade fairs/events/shows

▪ Challenged through lockdown 

▪ Typically annual/bi-annual 

▪ More webinars/smaller events 

▪ More flexibility

▪ Less time sensitive



Events

▪ Use key words to find relevant events 

▪ Eg: intelligent automation

▪ https://www.techuk.org/accelerating-
innovation/emerging-technologies/intelligent-
automation.html

https://www.techuk.org/accelerating-innovation/emerging-technologies/intelligent-automation.html


Events



Tech event hosts 



Tenders

▪ UK government £292 billion a year on goods and services

▪ Approximately a third of all public expenditure

▪ Goods such as stationery and medicine

▪ Construction of schools and roads

▪ Back office functions such as IT and HR

▪ Front line services such as probation and social care



Tenders

▪ All public sector contracts across the UK over £10,000 are listed on the 
Contracts Finder site

▪ Contracts Finder for England https://www.contractsfinder.service.gov.uk/Search

▪ Public Contracts Scotland for Scotland. 
https://www.publiccontractsscotland.gov.uk

▪ Sell2Wales for Wales https://www.sell2wales.gov.wales

▪ Esourcing NI https://e-sourcingni.bravosolution.co.uk/web/login.shtml and 
etendersNI https://etendersni.gov.uk/epps/home.do for Northern Ireland

https://www.contractsfinder.service.gov.uk/Search
https://www.publiccontractsscotland.gov.uk/
https://www.sell2wales.gov.wales/
https://e-sourcingni.bravosolution.co.uk/web/login.shtml
https://etendersni.gov.uk/epps/home.do


Tenders

▪ Find a Tender for high-value opportunities typically over approx. £122,000 (150,000 
euros) across the whole of the UK  https://www.find-tender.service.gov.uk/Search

https://www.find-tender.service.gov.uk/Search


Tenders



Tenders



Summary 

▪ Market research: the first steps

▪ Trade media

▪ Associations

▪ Competition

▪ Trade fairs/events/shows 

▪ Tenders




