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GETTING THE UK INTO CHINA - MARKET ACCESS ISSUES 

BACKGROUND INFORMATION 

 

INTRODUCTION 

 

The UK is fundamentally a trading nation.  To thrive, we need access to global 

markets.  UK businesses have already benefited massively from China’s policy 
of ‘opening up,’ particularly following its accession to the World Trade 

Organisation (WTO) in 2001.  Developments in China’s business environment 

have brought huge gains, not just to UK businesses, but to Chinese business 
and consumers alike.   

 

Continued market opening and rebalancing of the economy remains a key 

Chinese contribution to global recovery, to its own economic growth, and to the 
UK-China trade and investment relationship.   

 

Economic liberalisation and openness remains the best way for China to attain 
its goals of fostering innovation, competing abroad (“go global”), attracting 

advanced technology, and strengthening domestic sources of growth.  The 

world’s most successful centres of innovation and excellence are where 

international capital, ideas and talent can circulate freely. 
 

We therefore continue to work with our Chinese counterparts to encourage and 

support the development of an open market and fair and transparent 
regulatory and investment regimes, for mutual benefit.    

 

HOW WE WORK ON MARKET ACCESS IN CHINA 

 

• CHINA MARKETS UNIT, INTERNATIONAL GROUP, UKTI LONDON  

 

UKTI is a joint department of the Department for Business Innovation and 
Skills (BIS) and the Foreign Office (FCO). It helps UK-based businesses 
succeed in international markets, helps foreign businesses bring high quality 

investment to the UK and markets the UK economy overseas.  
 

Within UKTI, the China Markets Unit provides policy coordination, including on 

market access issues, and support to BIS/FCO Ministers. It consults British 
business on the business environment in China and works closely on market 

access issues with other relevant and lead Government Departments and UKTI 

and Economic teams in our diplomatic posts in China.  

 
• DEPARTMENT FOR BUSINESS, INNOVATION AND SKILLS 

 

The Department is responsible within Whitehall for overall trade policy, 
including international market access.  They also represent the UK at key 

European meetings, including the Market Access Advisory Committee; and, 

through the European Commission, our views to WTO committees.  They have 
produced guidance on their role and the support available, including contacts.   

This can be found at http://www.bis.gov.uk/assets/biscore/europe/docs/10-

801-how-to-regulatory-barriers-business-abroad 
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• UKTI CHINA SECTOR TEAMS IN OUR EMBASSY AND CONSULATES 

 
Each team is responsible for assisting specific businesses on market access 

issues they face.  Given the nature of the government-to-government work, 
the majority of market access issues will be dealt with in Beijing.  However, 
where there is a local or regional aspect, consulates (Chongqing, Guangzhou, 

and Shanghai) will lead.   
 

Depending on the nature of support required, individual cases may lead to 

tailored support for particular companies. This is conducted through the 
Overseas Markets Introduction Service (OMIS) – a chargeable service agreed 

with businesses on the basis of their need. UKTI’s trade services delivery 

partner for mainland China, the China-Britain Business Council (CBBC), deliver 

UKTI’s OMIS for non-market access issues.  
 

• ECONOMIC SECTION IN OUR BEIJING EMBASSY 

 
This Section has responsibility for the overall business environment, trade 

policy and many of the cross-sectoral issues.  UKTI works closely with the 

Section on agreed lobbying and influencing, whilst the team is also responsible 

for assessment and reporting to our stakeholders on a range of issues.  These 
include, for example, input to the European Commission, to the UK 

Representation in Brussels, and (via these systems) to the WTO process (for 

example, on anti-dumping assessments).   
 

From a business perspective, a crucial element of their work is on cross-cutting 
issues, notably: Indigenous Innovation; Intellectual Property; Government 
Procurement; Standards; and Inward Investment Regulations. 

 

BILATERAL MECHANISMS AND ENGAGEMENT 

 

The UK has a full set of bilateral mechanisms through which to engage on with 
China on market access: 

 

Mechanism Frequency Most recent  

activity 

Next expected 

activity 

UK-China Summit 
 

Annual November 2010 Summer 2011 

Economic and Financial  
Dialogue 

 

Annual November 2010 Summer 2011 

Joint Economic and Trade  
Commission 

 

Annual November 2010 Summer/  
Autumn 2011 

Ministerial bi-laterals 

 

c.Quarterly November 2010 

Prime Minister  
Visit 

 

Lord Green  
March 2011 

Ongoing 
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HM Ambassador 

 

Regular Ongoing   

 

Ongoing 

Officials 

 

Regular JETC Senior  

Officials 
(March 2010) 

Ongoing 

 

MARKET ACCESS ISSUES 

 

With limited resource, we need to assess each market access issue and 

prioritise action. We need business to inform us of market access issues and 

the impact they have (financial, reputational or future development terms). We 
also need to assess receptiveness (i.e. likelihood of change; Chinese policy 

position; economic circumstances).  

 
From information provided by business, UKTI has identified a number of cross 

cutting market access issues which we regularly raise in bilateral engagements 

to help facilitate UK/China trade and investment. These include: 
• Intellectual Property Rights; 
• Computer Reservation System; 
• National Indigenous Innovation Product Accreditation System; 
• Compulsory Certification of IT Products; 
• Energy sector investment and third country collaboration; 
• Implement agreement permitting listing of Chinese companies in UK and 
UK companies in China; and 

• Encouraging Chinese infrastructure investment in the UK. 
 
UKTI also uses these opportunities to raise company specific issues if suitable. 
To ensure UKTI is engaging on the right subjects we need business to provide 

us with information on market access issues. The business consultation is one 
way to collect this valuable information. 


