
 

 

 

 

No let up for Irish exporters as rising business costs continue to curtail growth 
73% of respondents exported to Great Britain in Q1 despite ongoing concerns ahead of UK Referendum 

Dublin, 30th May, 2016 – The Irish Exporters Association (IEA), the “voice of Irish exporters”, today released findings 

from a survey of its members on their export activity in Q1 2016. This is the first in a series of quarterly reviews 

scheduled for 2016 which will be evaluated under the organisation’s four policy pillars: war for talent, cost 

competitiveness, diversification of export markets and entrepreneurship. The surveys aim to identify and evaluate 

trends that affect the Irish export industry and support IEA members to combat issues through representation, 

advocacy and lobbying.   

Key Findings, Q1 2016: 

 62% reported an increase in exports, 8% a decrease in exports and 31% remained unchanged. 

 1/3 reported between 75% and 99% of their turnover is dependent on export and 1/5 reported 100% of 

their turnover is dependent on export. 

 Establishing local relationships is the most significant challenge to doing business overseas (40%). Other 

challenges include: exchange rate fluctuations (29%), scale required for larger markets (28%), marketing 

/ brand building costs (24%), and transport or logistics (24%). 

 50% reported an increase of employees in Q1 2016. 

 44% reported difficulty in finding candidates that met the minimum criteria for vacancies.  

 Of those who reported difficulty recruiting suitably qualified candidates, the common positions 

companies reported a skills shortage include: Transport Logistics (13%), Engineering (12%), Quality 

Control (12%), Sales and Marketing (11%), and Operations (8%). 

 Difficulties reported in recruiting and retaining staff in Q1 2016 include: lack of available talent in Ireland 

(24%), competition from other companies (22%), and meeting salary expectations (22%). 

 50% of companies reported Sterling fluctuation had negatively impacted their business. 

 Increased business costs include: Insurance (67%), Exchange Rates (64%); Labour (56%), Regulatory 

Burdens or Red Tape Costs (45%) and Legal Costs (43%). 

 Top export markets in Q1: Great Britain (73%), Germany (62%), France (59%), USA (53%) and Netherlands 

(51%). 

Simon McKeever, Chief Executive, Irish Exporters Association commented: “The underlying problem that we see 

throughout this review is cost competitiveness. Firstly, the impending referendum in the UK is having an impact, 

63% of respondents are transacting in Sterling and 50% have said that Sterling fluctuation has negatively impacted 

their financial performance in the last quarter, yet 73% are not hedging this risk. Secondly, the rising costs of doing 

business in Ireland were cited by 15% of members as one of the biggest challenges currently facing them. Looking 

closer at where increased costs were felt, we specifically see that insurance, exchange rates, labour and regulatory 

costs are the biggest offenders. And lastly, leading on from labour costs, the skills shortage in Ireland that has been 

left in the wake of the most recent recession is really being felt by our members. 44% of respondents stated that 

they had experienced difficulty in finding candidates that met the minimum criteria for vacancies in the first quarter 

of this year. Gaps are growing in logistics, engineering, quality control and sales. The biggest difficulties being felt 

in recruiting or retaining suitable staff are: lack of available talent in Ireland, competition from other companies, 

and meeting high salary expectations, all of which link back to the rising costs of running a business in Ireland. We 

continue to urge wage restraint. In a global economy which is showing signs of slowdown we do not want to repeat 
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the mistakes of the past. The CSO recently reported that Ireland is the third most expensive EU country to live in. 

The current housing crisis is driving up salary expectations which is affecting exporters’ ability to compete on an 

international platform. This is a matter of urgency for the new Minister for Housing.” 

Paschal McCarthy, President of the Irish Exporters Association stated: “The Irish Exporters Association (IEA) leads 

the export agenda as the voice of Irish exporters. Our new quarterly survey will help us to represent our members 

effectively and remain up to date with the challenges they are facing. 60% of our members felt that the Irish 

Taxation system was not supportive of the self-employed, only 5% said that our taxation system was supportive. 

As a small, open economy that depends heavily on our exporting industry we continue to urge the government to 

put measures in place to support Ireland domestically and internationally. External factors such as the upcoming 

UK Referendum on the 23rd June and weakening Sterling are working against us - this resulted in Irish exports 

falling 2% last month. We need to put measures in place that will protect our indigenous Irish companies, drive 

our exports forward and enable us to compete on the international stage.” 

For Further information contact: 

Fiona Burke, Communications, Events & Public Affairs Officer, Irish Exporters Association 

T: 01 6424171 / 087 6461291 E: fionaburke@irishexporters.ie  

About the Irish Exporters Association:  

The Irish Exporters Association (IEA) assists its members to grow their exports to world markets. We drive and 

support the growth and development of all exporting businesses based in Ireland by: 

Representation – leading the export agenda as the voice of Irish exporters 

Member development – enhancing the export knowledge and skillset of members through a range of training 

services and export development programmes 

Networking & Connectivity – connecting our members with government and business stakeholders domestically 

and in market 

Export Services – enabling our members with practical assistance and critical support services 

The IEA represent the whole spectrum of companies within the export industry including SME’s who are beginning 

to think about exporting for the first time right through to global multinational companies who are already 

extensively exporting from Ireland. It is the connecting force for Irish exporters, providing practical knowledge 

and support across the Island of Ireland and in foreign markets. 

About the report: This survey has been issued to members of the Irish Exporters Association. This survey is strictly 

anonymous, answers provided by members are only looked at in aggregate form and are in no way attributable 

to specific organisations. 

 

Did your exports increase, decrease or stay the same in Q1 2016? 

% of turnover dependent 

on export 

Most significant barriers to doing business overseas 

Establishing local relationships 40% 

Exchange rate fluctuations  29% 

Scale required for larger markets 28% 

Marketing /brand building costs 24% 

Transport / logistics  24% 

Lack of awareness of opportunities 22% 

Customs & VAT knowledge 21% 

Staffing issues   18% 

Language / cultural differences 18% 

Capital investment required 13% 

Adequacy of state supports 6% 

Visa issues   4% 

Other    11% 
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War for Talent 
50% of companies reported an increase of employees in Q1 

2016, 10% reported a decrease and 40% stayed the same. 

44% of companies stated that they had difficulty in finding 

candidates that met the minimum criteria for vacancies, 

51% did not have difficulty and 5% did not know.  

Recruitment difficulties by specific role Difficulties reported in recruiting or  

retaining staff in Q1 2016 

Cost Competiveness 

When respondent’s were asked which one business cost should be urgently addressed by government the top answers 

included: Insurance (31%); Labour Costs (19%); and Regulatory Burdens or red tape costs (18%). 

Do you think that the following business expenses increased, decreased or stayed the same in Q1 2016?  

Do you have plans to hedge 

these currencies? 

Was the financial performance of your 

company affected by any of the  

following in Q1 2016? 

In which currencies does your 

business typically transact? 



Entrepreneurship 

Biggest challenges facing members in Q1 2016 

How would you rate the level of  

export support you get from  

Government agencies? 

Do you feel that the Irish taxation system (e.g. USC, CGT, 

income tax, etc. is supportive of the self-employed? 

Did your company have difficulty in the 

following in Q1 2016? 

% EXPORT TO 

Diversification of Export Markets 

TOP 20 COUNTRIES IEA MEMBERS ARE CURRENTLY EXPORTING TO  

Great Britain 73% 

Germany 62% 

France  59% 

USA  53% 

Netherlands 51% 

Italy  47% 

Belgium 46% 

Spain  46% 

Denmark 40% 

Poland  39% 

Sweden 38% 

Australia 37% 

Switzerland 37% 

China  35% 

Northern Irl 35% 

South Africa 33% 

Canada 29% 

Saudi Arabia 28% 

Singapore 28% 

India  25% 

USA  17% 

Germany 13% 

Great Britain 13% 

India  12% 

Australia 10% 

Saudi Arabia 10% 

China  9% 

Netherlands 9% 

Singapore 9% 

South Africa 9% 

TOP 10 NEW MARKETS MEMBERS ARE  

TARGETING IN Q1 2016 
METHODS OF TARGETING NEW MARKETS 

Partner / distributor  38% 

Sales representative  23% 

Direct sales   8% 

Trade shows   7% 

Digital Marketing  6% 

Various   5% 

Existing networks  4% 

Advertising / PR  4% 

Local office / Subsidiary 2% 

Other   4% 


