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contexts

. NI total exports to ROI in 2020 were £4.1 Billion (down from £4.5 billion in
2019)

« £3.1 Billion in goods and £1 Billion in services

. Total figures for 2021 are not available from NISRA yet but research from CSO
shows value of NI goods exported to ROI totalled £3.35 Billion in 2021. The
services total is no yet available

« 9841 NI businesses exported to ROl in 2020
..5930 In goods and 5507 inservices
» Of these, 4995 were micro-enterprises (up to 10 staff)
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Northern Ireland
Statistics and Research Agency

Gniomhaireacht Thuaisceart Eireann
um Staitistici agus Taighde

Top 3 Goods! that NI Exported to IE in 2021

(Split by Division?)

17%

Food & Manufactured Machinery &

Live 41% Goods Classified Transport
Animals Chiefly by Material Equipment
£927m £f514m £f434m

(30%3) (17%3) (14%3)

14%
m 02 - Dairy products & birds' eggs ® 69 - Manufactures of metal n.e.s. m 78 - Road vehicles (including air
cushion vehicles)
m 08 - Feeding stuff for animals (not ® 66 - Non-metallic mineral m 72 - Machinery specialized for
inc.unmilled cereals) manufactures n.e.s. particular industries
® 01 - Meat & meat preparations 64 - Paper, paperboard & w 74 - General industrial machinery &
manufactures thereof eqp. & machine pt.n.e.s.
OTHER OTHER OTHER

'SITC 1.-Section Overall, £3.1bn goods exported from NI to IE in 2021

2 S|TC 2 — Division
3 As a proportion of total exports of goods from NI to IE Regional Trade Statistics, HMRC 2021
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Why sell to
ROI?
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« The population of Nl is 1.9 million (2021 census)
. The population of ROl i1s 5.0 million
(2021 estimate)
Nearly 3 TIMES the size of NI - more sales
opportunities

. Much larger economy - larger scale projects
available to NI SMEs

« No trade border between NI and ROI so barrier
free trading

« Post Brexit supply chain opportunities in ROI -
filling the gap left by GBsuppliers

« Ease of logistics due to proximity of the market

« Market similarities so easiest first step on export
journey

e Better margins often available fc
@




What are the key ingredients
for successful cross-border

sales?
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8’ SUCCEED 1 Be Clear
el on what
you want

to achieve
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2. Take time to really understand the
market in RO

Size and make-

up of the Competitors

market

Sectoral
Issues

Buying Practices




3. Make the effort to fully

understand potential
customers and their needs
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4. Optimise your marketing
efforts to complement your
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5. Make It easy to buy

Currency Distribution

@
@ fulicircle.eu.com
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Servicing/SuﬁBGrt/
After-Sales
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6. Focus vour efforts
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fc. /. Be prepared to dedicate
resources to the export effort.
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J InterTradelreland

Funded support for cross-border sales growth, no matter what your stage of
development:

« Trade Accelerator Voucher- £lk sales and marketing support — scope the
opportunity

« Elevate - £5k specialist sales and marketing support- develop the opportunity

« Acumen- 50% funding for a cross-border sales resource- take your sales to the
next level
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&§ Let us know If you have
guestions or clarifications.



