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There are many things to consider when expanding your business into the 
UK, and getting proper professional advice early is a must. 

It is important to remember our laws are not the same as Australian 
laws, they are often much stricter. It is certainly not wise to be casual 
about them thinking that you can fix it later. 

None the less, to help you on your way, we have identified what we believe 
are the top 6 issues to consider. 

1.  GIVE YOURSELF PLENTY OF TIME 

• Almost all visas must be applied for before the person arrives in the UK 
and all have lead times to consider. 

• Opening a UK bank account is notoriously difficult and bureaucratic. It is 
not unusual for it to take 3 months or more which makes for difficult 
trading. 

• You will need to think about registering for VAT (6 weeks +), arranging a 
property lease (months +), it all takes considerable time. 

2.  VISAS/IMMIGRATION 

• A Business Visitor Visa does not entitle you to work in the UK. You can 
attend meetings, do training, but activities are restricted. Don’t take the 
warnings lightly – if you come in and out of the UK regularly it will be 
logged with the risk of a 10 year ban. 

• Highly Skilled Visas are much harder to get than they used to be. There 
are various visa options to explore (please see our How to Guide – “UK 
Immigration Update”). Starting a business in the UK could restrict these 
options, so do nothing until you have looked at the options. 

3.  DUE DILIGENCE FIRST! 

• Don’t be distracted by the numerous grants on offer, focus on the 
correct structure and establishing which location has the resources that 
you need. Take advice from Regional Development Agencies and UKTI 
etc. - we can put you in contact with them. 

• Export Market Development Grants (Austrade) are generous but there 
are a number of structural issues which need careful consideration. E.g. 
You need to be specific in recharging marketing expenses on a regular 
basis and in moving the money. There is an expectation that income will 
be repatriated (to Australia) so greater effort will be needed in looking at 
transfer pricing. 

4. EMPLOYMENT ISSUES 

• An area that is often handled incorrectly. The UK has strict laws onthe 
classification of people as employees or consultants (IR35). 

• Dismissing staff in the UK follows strict rules, failure to adhere to them 
can be very costly. 

• Any employer is required by law to have Employers’ liability insurance 
(there are substantial daily fines for non-compliance and the insurance 
is quite cheap). 

• There are options available that can reduce the cost of employing 
people in the UK when they work from home, if set up correctly. 

• There is a 52 week exemption available from UK social security. 

• Where there is an intention to stay less than 2 years there are generous 
and tax efficient provisions for staff to receive accommodation in the UK 
on meeting certain conditions, including a formal secondment from the 
Australian employer. 

• There is a balance to be considered between recruiting locally in the UK 
(when local knowledge and experience may be crucial) and seconding 
key staff to the UK to setup (perhaps where product knowledge is 
important). Will you miss those key people in Australia? 

5.  VAT is not the same as GST 

• It is not charged on all goods (e.g. public transport/books). 

• Not always recoverable (Entertainment, Cars etc). 

• There is more than one rate (standard rate currently 17.5%). 

• Charging management charges from Australia to the UK may force a 
registration even where there is no requirement from UK sales 
perspective. 

• Current registration threshold is sales of £70,000 per year. 

6.  IMPORT/EXPORT 

• Often the first problem people hit, and a little preparation makes it run a 
lot smoother. 

• You will need to be registered as an importer to get goods into the UK 
and will need to collect the C79 Excise certificate to reclaim the VAT. 

• Custom warehouse (formerly bonded warehouses) are really only 
practical/economic for large quantity/high value goods. 

• If you use the UK as a base to sell goods to end users in the rest of 
Europe you will need to consider carefully the level of sales to any 
particular country, above EUR 30,000 registration will be required in 
some EEC states. 

• If you only sell to businesses, your UK VAT registration will cover you 
for trade with the rest of Europe. 


