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KEY POINTS 

• The UK’s trading position with the US is potentially more favourable than that of 
other major exporters like the EU, China, Japan, India, and South Korea. 

• We carefully inspect data on trade between the US and its major partners, to 
assess the position of the UK as an exporter to the US from various angles. 

• We compute an index of competitive pressure faced by the UK by third countries 
in the US, both on aggregate and in 2-digit HS chapters.  

• We also inspect the competitors of the UK in the 50 products (at the 6-digit 
level) with the largest shares of UK exports to the US. 

• The main competitor of the UK is the EU, both overall and in specific sectors 
and products. Other large countries exert pressure in specific sectors (e.g. China 
in plastics, articles of iron and steel, and electrical machinery). 

• We also explore patterns of trade dependence between the UK and the US, and 
between the EU and the US.  

• The UK is found to depend on the US as an export destination more than US 
relies on the UK as a supplier, and there is little co-dependence between these 
two economies.  

• A stronger co-dependence is found between the EU and the US. In addition, the 
US depends substantially on the EU as a supplier, but the EU does not depend 
on the US as an export destination. 

• Should the UK’s more favourable access to the US compared to the EU (its main 
competitor) crystallize over the next months and years, we identify over 500 
products that could lead to export growth opportunities for the UK, mainly at the 
expense of the EU. 

 
 
  

 
1 We thank Sahana Suraj for producing Table 3. 



INTRODUCTION 

Since President Trump took office in January 2025, uncertainty regarding doing 
business with the US has reached unprecedented levels. Firms have had to navigate 
an increasingly chaotic scenario characterized by tariff announcements, 
postponements, applications, sudden U-turns, court rulings and over-rulings. The 
severity of this uncertainty is compounded by the relevance of the US as a market for 
both the largest world exporters (the EU, China, India, Japan), as well as many smaller 
economies that depend on the US as an export destination. Hence, the negative 
repercussions of the protectionist turn taken by the US will extend far beyond US firms 
and consumers and will likely put downward pressure on economic activity globally. 

This also applies to UK firms, both directly and indirectly. In this briefing paper we 
examine the position of the UK as an exporter to the US vis-à-vis that of its main 
competitors. We begin by summarizing the main tariff-events that affected the UK. We 
then describe the degree of competitive pressure faced by UK firms in the US from 
other major exporters. Next, we take a closer look at the UK-US trade relation to identify 
patterns of trade dependence (on the US for UK exporters, and on the UK for US 
importer) and compare the latter to analogous patters for the EU-US relation.  

Finally, we identify a long list of products where, in case trading conditions with the US 
resulted substantially more favourable for UK relative to EU firms, there is scope for 
the UK to potentially expand its activity in the US.  

 
 

  



A SUMMARY OF THE RECENT TARIFF EVENTS 

The most dramatic tariff interventions by President Trump affecting the UK are 
presented in Table 1. 

Table 1: Key tariff events affecting UK exports to the US 

When Intervention Main products affected Tariff 

12 
March 

US tariff Steel and Aluminium, including some downstream 
products containing these metals (e.g. furniture, 
aircraft). 

25% 

3 April US tariff Cars 25% 

5 April US tariff All products except pharmaceuticals, 
semiconductors, lumber, and certain critical 
minerals (reciprocal tariffs) 

10% 

3 May US tariff Car parts 25% 

8 May US-UK deal Cars (within quota of 100,000) 10% 

Steel and Aluminium (conditional on security 
concerns) 

0% 

4 June US tariff UK exempted from increase of steel and 
aluminium tariff to 50% 

25% 

16 June US Exec. 
Order 

Car-tariffs part of the 8 May deal is implemented 10% 

 

 

Source: authors’ elaboration 

 

Despite the tariffs increases suffered, the UK has been spared the substantially higher 
tariffs applied to other countries. 

- The ‘reciprocal tariff’ applied on the UK is the baseline rate of “only” 10%, which 
is applied universally on all countries. The main international exporters to the 
US market (e.g. the EU, China, India, Japan, South Korea, Switzerland) were hit 
with higher rates ranging from 20% (the EU), to 34% (Switzerland). Any tariffs 



exceeding the 10% rate have been paused for 3 months from April 9 (effectively, 
they were never applied), but they might be applied in the absence of trade deals 
to be concluded before the deadline of July 9. Several countries are currently 
negotiating with the US to reach such a deal (e.g., the EU, Japan, India). 

- The UK has been the first country to sign a deal with the US to reduce some of 
the tariffs listed in Table 1. However, the Economic Prosperity Deal is not a legally 
binding document, and negotiations appear to be on going. Nevertheless, the 
Executive Order of June 16 implements the lower tariffs on cars, which fell to 
the baseline 10%. Tariffs on steel and aluminium have not yet been lowered to 
the level agreed in the May 8 deal. 

- Thanks to its May 8 deal, the UK was also spared the increase in US steel and 
aluminium tariffs to 50% affecting all (other) countries, and that came into effect 
on June 4. 

Doing business with the US has become substantially more onerous due to the inability 
of firms to plan their production and investment in an accurate way. However, the US 
retains its attractiveness as the largest economy in the world, and the substantial 
heterogeneity in the (threatened and applied) tariff rates might create some exporting 
opportunities. The UK’s terms of trade with the US have worsened with respect to the 
pre-Trump 2.0 era but, so far, its position looks potentially more favourable than that of 
other countries. Should the events and negotiations unfolding in the coming months 
crystallize this advantage for the UK, a question arises: who are the main competitors 
of the UK in the US market over which this advantage may play out?   
 

THE POSITION OF THE UK AMONG EXPORTERS TO THE US 

The US is the most important export destination for UK firms, after the EU. In 2023, 
out of a total value of goods exports of $471 billion, $60.09 billion (12.75%) were 
shipped to the US. Table 2 shows, however, that the UK is only the ninth largest goods 
exporter to the US, which suggests that UK firms face substantial competition in that 
market.   

Table 2: top 10 exporters to the US 

Exporter Exports to US, $bn Total Exports, $bn 
US share in total 
exports 

EU 521.82 2724.49 19.15 

China 501.22 3379.75 14.83 



Mexico 472.22 593.00 79.63 

Canada 405.01 525.35 77.09 

Japan 145.13 717.95 20.21 

South Korea 116.09 630.18 18.42 

India 75.81 431.41 17.57 

Switzerland 62.85 419.92 14.97 

United 
Kingdom 60.09 471.28 12.75 

Thailand 48.47 284.66 17.03 

Note: Source: author’s elaboration on data from WITS for 2023. 

An aggregate view of UK’s competition in the US 

To examine more accurately the position of the UK as an exporter to the US, vis-à-vis 
that of other countries, we exploit the Relative Export Competitive Pressure Index 
(RECPI), originally developed by Winters et al. (2009). Formally, the index is computed 
as follows: 

𝑅𝐸𝐶𝑃𝐼!,#$% =
∑ (𝑠ℎ!,&$% ∗ 𝑒𝑥𝑝#,&$%/&

∑ (𝑠ℎ!,&$% ∗ 𝑒𝑥𝑝!,&$%/&
 

 
The index captures the degree of competitive pressure exerted by country j on country 
i in a third market (the US, in this case), where i denotes the reporter country (the UK, 

in this case), j the competitor country, k denotes the product. 𝑠ℎ!,&$% denotes the share 

of product k in country i’s exports to the US; 𝑒𝑥𝑝𝒊,&$% denotes the value of country i’s 

exports of product k to the US; 𝑒𝑥𝑝𝒋,&$% denotes the value of the competitor’s country j’s 

exports of product k to the US.  

The denominator combines information on the reporter country’s export structure (the 
shares) with the level of exports of each product, and can be interpreted as a weighted 
average of i’s exports to the US. The numerator is also a weighted average, but where 
the reporter country’s export structure is applied to the competitor’s level of exports. 
The index can take value: 

- 0, if i and j export different products to the US and do not compete with each 
other; 



- 1, if i’s and j’s export structure and levels of exports to the US are identical; 

- positive values if there is overlap in the exports of country i and j to the US.  

The index in unbounded upwards, i.e. it can take increasingly larger values the larger 
the level of exports of the competitor, and/or the more the competitor’s exports are 
skewed towards products with higher shares for the reporter country (i.e. the products 
which, for the reporter, account for a larger share of total exports to the third country). 
For example, if the EU’s and the UK’s composition of exports to the US is exactly the 
same, but the EU exports more than the UK, the index will be larger than 1. Or, if the 
UK’s and Switzerland’s level of exports to the US is the same, but Switzerland’s trade 
is more concentrated in the products that have high export shares for the UK, then the 
index will be larger than 1. Hence the index captures competitive pressure on the basis 
of both the level of trade and the composition of trade. 

Note, finally, that the index is not symmetric, i.e. country j can be a strong competitor 
for country i, but the opposite must not be true. To simplify things, we can loosely 
interpret values larger than 1 as cases where, given the reporter’s export structure, the 
reporter is “outperformed” by its competitor. Similarly, values between 0 and 1 imply 
that, given the reporter’s export structure, the reporter sells more than the competitor.  

Overall, note that the forces that drive international trade from a “gravity” point of view2 
(i.e. market size, cultural and geographical proximity) will also have an influence on the 
index (larger and closer markets are likely to be tougher competitors). However, since 
the relationship summarized by the RECPI index is trilateral rather than bilateral, and 
the index also considers the structure of trade, the gravity setting cannot directly be 
applied to explain all the results provided by the RECPI index.  

We compute the RECPI for the UK as a reporter country with data from WITS on exports 
to the US at the HS 6-digit level for 2023. Table 3 reports the 15 strongest competitors 
of the UK in the US. We note a few interesting features: 1) the EU strongly outcompetes 
the UK; 2) we find a RECPI>1 for only four countries, with the notable exclusions of 
China, India, Japan, and South Korea. From Table 1 we know that these countries export 
considerably more than the UK. Hence a RECPI less than one, in turn means that the 
composition of these countries trade with the US is somewhat different to the of the 
UK, with comparatively little overlap between their export structures and that of the UK; 
3) the RECPI index rapidly decreases after the first few countries, and the overall 
average of 0.132 places the UK among the most competitive exporters serving the US. 
 

  

 
2 This terminology is borrowed from the gravity model in the economics literature. 



Table 3: Top 15 competitors of the UK in the US 

Competitor RECPI 
Threatened 
Reciprocal Tariff 

EU 4.423 20% 

Switzerland 1.684 32% 

Canada 1.502 25%* 

Mexico 1.200 25%* 

China 0.742 30%** 

India 0.732 27% 

Japan 0.639 24% 

South Korea 0.260 26% 

Singapore 0.230 10% 

Saudi Arabia 0.195 10% 

Israel 0.094 17% 

Brazil 0.092 10% 

Hong Kong, China 0.087 30%** 

Australia 0.072 10% 

Thailand 0.060 37% 

Average RECPI for UK against all 
countries 0.132 

 

Note: the average RECPI for the UK is computed across all exporters to the US, not only the top 15 
competitors. Currently, reciprocal tariff rates in excess of 10% are paused for 90 days.  

*Canada and Mexico are not subject to reciprocal tariffs, and we report the tariffs on 
imposed March 4th. Furthermore, Canadian and Mexican goods satisfying the USMCA 
rules of origin are exempt from the tariffs. **China’s reciprocal tariffs were initially set 
at 34%, in addition to other tariffs already applied; the tariff war that followed saw the 
tariffs increasing to 145% and then falling to 30% after an agreement to pause the 
tariff war. Source: author’s elaboration on data from WITS for 2023. 



 

The RECPI reported in Table 3 is computed across all products, and therefore represent 
an average level of competitive pressure. Substantial heterogeneity generally hides 
behind aggregate figures. Hence, we re-compute the RECPI separately by 2-digit HS 
chapters and, in Figure 1 and 2, we plot the RECPI of the 15 HS chapters with the 
largest shares of UK exports to the US computed vis-a-vis the 8 top competitors of 
the UK (as listed in Table 2). Figure 1 shows the entire spectrum of values taken by 
the index, while Figure 2 focuses on the values between 0 and 2, to allow to visualize 
more easily where competition for the UK is relatively weaker. 

 

Figure 1: RECPI by 15 largest UK export chapters vis-à-vis top 8 competitors 

 

Source: author’s elaboration with data from WITS for 2023. 
 

  



Figure 2: RECPI by 15 top UK export chapters vis-à-vis top 8 competitors – 0<RECPI<2 

 

Source: author’s elaboration with data from WITS for 2023. 

 
Again, we note a few interesting patterns:  

1. No country outcompetes the UK in beverages and spirits, organic chemicals, 
and works of art. 

2. The EU is a strong competitor of the UK in almost every chapter, except precious 
metals. 

3. Only the EU outcompetes the UK in machinery (chapter 84), which is the chapter 
accounting for the largest fraction of UK exports to the US (21% of the total). 

4. China vastly outcompetes the UK in 4 out of 15 chapters (plastics, articles of 
iron and steel), but exerts much lower pressure in the rest of the products, 
resulting in a modest competitive pressure on average. 

5. India and South Korea are not strong competitors to the UK in a large majority 
of chapters. 

6. Switzerland’s competitiveness rests on pharmaceuticals and precious metals. 
 



A detailed product-level view 

An alternative way of examining the position of the UK in the US is to look at which 
products the UK exports to the US the most, and which countries are the main UK 
competitors for each product. For the latter we examine which countries are the top 
exporters to the US. This is presented in Table 4.  

With data from WITS, we extracted the 50 HS-6 digit level products with the largest 
shares of total UK exports to the US. For each product, we report the top-exporter to 
the US, the US MFN tariff, the share in total UK exports to the US, the rank of the UK 
as its exporter to the US, and if the product has been excluded from any reciprocal 
tariffs. Taken together, these products account for about 58% of all UK exports to the 
US, a notable figure, considering that the UK exports over 4,300 different products to 
this country. Out of these 50 products, the UK is the top exporter to the US for 13 of 
them, and for 12 it is the second-largest exporter. Overall, the UK is among the top-5 
exporters in 36 out of 50 products.  

Looking at the competitors, we note that the EU is by far the strongest one, as it is the 
top exporter for 19 products (in many of which the UK is the second- or third-largest 
exporter). The second-strongest competitor is Mexico (6 products as top exporter), 
followed by China (4 products), and Canada (2 products).   

 

Table 4: top 50 products exported by the UK to the US 

Code Description 
Top 
Exp. 

MFN 
% 

Sh. 

% 
Ran
k UK 

Exc. 
R.T. 

300490 Medicaments EU 0 7.04 4 1 

841112 Turbojets EU 0 3.82 2  

300215 Blood, human or animal EU 0 3.71 3 1 

710813 Metals; gold, semi-manufactured Switzer. 1.37 3.71 2  

841191 Turbines; parts of turbojets  EU 0 3.17 3  

271012 Light petroleum oils  EU  3.04 4 1 

293379 Heterocyclic compounds; lactams;  EU 0 2.88 2 1 

293722 Steroidal hormones UK 0 2.73 1 1 



220830 Whiskies UK 0 2.10 1  

880730 Aircraft and spacecraft; parts of EU 0 2.04 3  

842720 Fork-lift and other works trucks;  UK 0 1.67 1  

999999 
Commodities not specified 
according Mexico 0 1.43 >5  

870410 Vehicles; dumpers UK 0 1.18 1  

870324 Vehicles; with only spark-ignition  Japan 2.5 1.15 >5  

902131 Artificial parts of the body EU 0 1.07 2  

382219 Reagents; diagnostic or laboratory  EU 0 1.04 2  

970191 Paintings, drawings and pastels;  HK 0 0.99 2  

292250 Amino-alcohol-phenols,  UK 5.25 0.97 1 1 

902750 Instruments and apparatus;  UK 0.4 0.87 1  

711031 Metals; rhodium, unwrought  EU 0 0.81 3 1 

853710 Boards, panels, consoles, desks  Mexico 0 0.73 >5  

711011 Metals; platinum, unwrought EU 0 0.71 2 1 

490199 Printed matter; books, brochures China 0 0.65 2  

270900 Oils; petroleum oils and oils Canada 0 0.63 >5 1 

851762 Communication apparatus   Mexico 0 0.56 >5  

901890 Medical, surgical or dental instr. Mexico 0 0.54 >5  

842959 Mechanical shovels, excavators  UK 0 0.53 1  

840734 Engines; reciprocating piston eng. Canada 0 0.51 5  

300290 
Toxins, cultures of micro-
organisms UK 0 0.44 1 1 

970121 Paintings, drawings and pastels;  UK 0 0.43 1  

711319 Jewellery; of precious metal India 5.77 0.41 >5  



842139 Machinery; for filtering or purifying EU 0 0.39 5  

970690 
Antiques; of an age exceeding 100 
y UK 0 0.37 1  

382290 Reagents EU 0 0.36 2  

847410 Machines; for sorting, screening, UK 0 0.36 1  

220850 Gin and Geneva UK 0 0.36 1  

848180 Taps, cocks, valves and similar app. China 3.65 0.35 >5  

847989 
Machines and mechanical 
appliances; EU  0.35 >5  

843149 Machinery; parts of machines  China 0 0.35 >5  

847150 Units of automatic data processing  Mexico 0 0.34 >5  

711292 
Waste and scrap of precious 
metals; EU 0 0.33 2 1 

330499 Cosmetic and toilet preparations;  EU 0 0.33 5  

854370 Electrical machines and apparatus;  Mexico 0 0.33 >5  

842951 Front-end shovel loaders UAE 0 0.33 >5  

903180 
Instruments, appliances and 
machines EU 0 0.33 >5  

970390 Sculptures and statuary; original,  EU 0 0.33 2  

950300 Tricycles, scooters, pedal cars  China 0 0.32 5  

293499 Nucleic acids and their salts Singap. 0 0.31 5 1 

847420 Machines; for crushing or grinding  EU 0 0.31 2  

940110 Seats; of a kind used for aircraft UK 0 0.30 1  

Source: authors’ elaboration on data from WITS and US ITC. Note: products 271012 and 847989 face 
a mix of ad-valorem and specific duties at lower levels of disaggregation (8 and 10 digit), such that a 
simple MFN rate for the 6-digit group could not easily be attributed. 
 



TRADE DEPENDENCIES AND EXPANSION OPPORTUNITIES FOR THE UK3 

Having identified the EU as the main competitor of the UK in the US market, in this 
section we present a complementary set of figures which unveil patterns of trade 
dependence/independence at the product level, between the UK and the US on the 
one hand, and the EU and the US on the other. The focus on these two bilateral trade 
relationships helps us identify products which could present growth opportunities for 
the UK should its main competitor end up facing worse trading conditions in the US.  

UK-US trade dependence 

In Figure 3 we plot two product-level (HS-6 digit) shares against each other. The share 
of UK exports of a product that go to the US along the y-axis, and the share of US 
imports of a product that originate from the UK along the x-axis. The size of each bubble 
is given by the value of US imports. We divide the chart into four quadrants. 

1. Top-left: These are products where the UK depends on the US market as a 
destination but where the US has alternative suppliers to the UK (we label this 
as the “US market-power quadrant”). 

2. Bottom-right. These are products for which the US depends on the UK as a 
source of imports but where the UK has alternative buyers to the US (we label 
this as the “UK market-power quadrant”). 

3. Top right: These are products for which the UK and the US depend on each other 
as a supplier and as a buyer (we label this as the “co-dependence quadrant”). 

4. Bottom-left: These are the products for which neither the UK nor the US depend 
on the other as a buyer or as a supplier (we label this as the “low dependence 
quadrant”).  

To explain these definitions take these two examples: for “Whiskies”, in the “UK 
market-power” quadrant, about 70% of US imports originate from the UK, but less than 
20% of UK exports are directed to the US. Hence, the US depends on the UK for this 
product, but not vice-versa. For “Blood, immunological products” in the “US market-
power” quadrant, over 50% of UK exports go the US but less than 10% of US imports 
come from the UK. Hence, for this product the UK depends on the US, but not vice 
versa.  

  

 
3 In this section we use the BACI data from CEPII instead of WITS, because we examine trade patterns 
involving both exports and imports jointly. In BACI, discrepancies between imports and exports have been 
eliminated, facilitating the comparison of US imports and UK exports. 



Figure 3: Trade-dependence patterns between the UK and the US 

 

Source: author’s elaboration with data from BACI for 2023. Note, flows worth less than $1Million US 
imports are not reported. 
 

Figure 4: Trade-dependence patterns between the EU and the US 

Source: author’s elaboration with data from BACI for 2023. Note, flows worth less than $1Million US 
imports are not reported. 



Figure 3 depicts a situation where there is larger number of products in the “US market-
power quadrant” than the “UK-market power quadrant”, very few products in the co-
dependence quadrant, and the majority of the products in the no-dependence quadrant. 
This is due to a) the US not being the main trade partner of the UK, and b) the US being 
substantially larger than the UK. So, in sum, there is little co-dependence, and the UK 
appears to depend on the US more than the other way around.  

EU-US trade dependence 

Figure 4 presents the analogous analysis for EU-US trade patterns. This relationship 
looks very different from the UK-US one. The largest number of products are again 
found in the no-dependence quadrant (bottom left), but the second most populated 
quadrant is the “EU-market power” one (bottom-right). Hence, the US depends on the 
EU substantially more than vice-versa (the EU depends on the US for a minority of 
relatively unimportant products – top-left quadrant). Note also the situation in the top-
right quadrant indicating a number of products with very large import values for which 
the EU and the US co-depend: besides cruise-ships, it’s mostly pharmaceutical 
products and organic chemicals that tie EU exporters and US importers closely 
together.  

Growth opportunities for the UK 

Figures 3 and 4 can be used to identify export-growth opportunities for the UK, should 
the EU face worse market access in the US, compared to the UK. These opportunities 
could arise in products meeting jointly the following conditions:  

1. the UK does not depend on the US (low-US share in UK exports)  

2. the UK does not dominate the US market (low-UK share of US imports) 

3. the EU has large shares of the US market 

4. the EU does not depend on the US (low US share in EU exports) 

The first two conditions identify products where there is space for UK exports to grow 
more easily, possibly by re-directing trade from alternative destinations. The latter two 
conditions identify products that EU exporters can more easily divert away from the US, 
and that could leave sizeable market shares available to for UK exporters to fill. 

Graphically, such growth opportunities are represented by products in the overlap of 
the two green-coloured quadrants, i.e. products that are at the same time in the no-
dependence quadrant in Figure 3, and in the EU market power quadrant in Figure 4. 
Out of 4550 products that the UK exports to the US, 4342 are in the no-dependence 
quadrant. Out of these, 558 are found to be products with EU market power in the US.  



Figure 5: distribution of export-growth opportunities, top 20 HS 2-digit chapters 

 

Source: author’s elaboration with data from BACI for 2023.  

These 558 products are distributed across most of the HS-2 digit chapters (81 out of 
97 in the classification), although Figure 5 shows that some interesting tendencies 
emerge in terms of the value of trade (US imports from the UK) and the number of HS-
6 products in each of the chapters.4 Organic chemicals (29), optical, photographic, 
measuring and medical instruments (90), and pharmaceuticals (30) top the ranking of 
the chapters including export-growth opportunities accounting for the largest value of 
trade (left-hand side of Figure 5). Nuclear reactors, boilers, and machinery (84) is the 
chapter where the largest number of growth opportunities are found (right-hand side of 
Figure 5).  

Finally, to provide more detail, Table 5 lists the top 20 growth opportunities, ranked in 
terms of the current value of US imports from the UK. We report the overall rank of 
these products in among all US imports from the UK, the value imported, the share of 
the UK in US imports of that product, the share of the US in total UK exports of that 
product. On this list there are several organic chemicals, pharmaceutical and medical 
products, as well as vehicles (tractors, motorboats, helicopters, aeroplanes), and 
some food and drink products.  
 

  

 
4 Figure 5 reports figures for the top 20 HS chapters in terms of US imports and number of HS 6-digit 
products. 



Table 5: Top 20 growth opportunities for the UK in the US, at the expense of the EU 

Product Description 

Rank in US 
imp from 
UK 

US imp, 
m$ 

% UK in 
US 
imp. 

% US in 
UK exp 

293379 
Heterocyclic compounds: 
lactams 9 1471.1 31.3 26.4 

902131 Artificial parts of the body 16 563.0 17.5 49.0 

870194 

Tractors: of an engine power 
exceeding 75kW but not 
exceeding 130kW 38 211.0 9.7 27.0 

300212 
Blood, human or animal, 
antisera 50 163.0 2.3 38.4 

300432 
Medicaments: containing 
corticosteroid hormones 52 160.3 9.7 14.8 

890332 

Motorboats: for pleasure or 
sports, of a length> 7.5m but 
< 24m 53 154.6 11.5 28.0 

300241 

Vaccines, toxins, cultures of 
micro-organisms and similar 
products 54 152.3 1.4 45.8 

870195 
Tractors: of an engine power 
exceeding 130kW 55 151.0 11.0 13.8 

330300 Perfumes and toilet waters 98 81.5 2.3 12.3 

220421 
Wine: still, in containers 
holding 2 litres or less 99 77.2 1.7 16.5 

40690 

Dairy produce: cheese (not 
grated, powdered or 
processed) 102 76.3 4.9 13.1 

900130 
Lenses, contact: unmounted, 
of any material 111 73.2 9.1 15.3 

220870 Liqueurs and cordials 125 65.8 6.1 27.8 



293399 
Heterocyclic compounds: 
n.e.c. in headings no. 2933 162 49.4 3.1 22.0 

880212 

Helicopters, except unmanned: 
of an unladen weight exceeding 
2000kg 163 49.0 8.5 19.2 

750512 
Nickel: bars, rods and profiles, 
of nickel alloys 192 40.6 13.6 12.2 

970510 
Collections and collectors' 
pieces 197 39.1 23.8 11.5 

840810 Engines: for marine propulsion 205 37.0 14.6 24.8 

382100 

Prepared culture media for the 
development of micro-
organisms 232 32.5 10.9 8.7 

880240 
Aeroplanes and other aircraft > 
15,000kg 233 32.5 0.3 2.6 

Source: authors’ elaboration on data from BACI for 2023. 

 

CONCLUSION 

What all does this mean in the context created by the reciprocal tariffs? Table 3 reveals 
a similar message to Table 2 and Figures 1 and 2 above. The UK is among the main 
exporters to the US, but on a much smaller scale compared to larger economies such 
as the EU and China, or closely connected countries like Mexico and Canada. There 
are some areas (e.g. beverages and spirits, organic chemicals) and a number of 
specific products distributed across various industries (chemicals, pharmaceuticals, 
machinery, art and antiques, vehicles) where the UK appears to have a competitive 
advantage.  There is one exporter, the EU, which competes the most with the UK in the 
US market, i.e. it sells more of the products that constitute important exports for the 
UK. Other large exporters, like China, are not found to exert as much competitive 
pressure as the EU. However, pressure is very high in specific sectors such as plastics 
and articles of iron and steel. 

Table 2 reports the reciprocal tariff rates that the US applied on the top 20 competitors 
of the UK in the US. Given that the UK has faced primarily only a 10% tariff increase, 
the US has effectively granted a large preferential margin to the UK over all its main 
competitors. To get a sense of the magnitude, consider that the preferential margin the 



EU offers to developing countries in its Standard GSP scheme is at most 3.5 
percentage points. In contrast the UK can count on at least a 10-percentage point 
margin over the next least-tariffed exporter (considering the larger countries from the 
EU to South Korea shown in Table 2).  

These tariffs have been paused for 90 days and the situation may yet change. For now, 
however, some UK firms have been given an advantage primarily over their EU 
competitors who are identified in this analysis as the UK’s closest and strongest 
adversaries in the US market. 

If the EU does not negotiate a deal with the US in the coming weeks, the UK could 
potentially gain a longer-term advantage over EU firms. Out of the more than 4,000 
products exported by the UK to the US, we have identified almost 600 where that 
competitive edge may be the greatest, and simpler, to achieve.   
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