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UK opportunities for Indian exporters:
what every CFO needs to know



The India-UK CETA has opened the door. But navigating VAT, customs and
compliance is where ambition meets reality for Indian finance leaders.

$56bn: bilateral trade in 2024, targeting $120bn by 2030

99% of Indian tariff lines now eligible for duty-free UK access

23% surge in Indian-owned UK businesses in the past year

A historic moment: the India-UK CETA and what it changes

Signed on 24 July 2025 at Chequers by prime ministers Modi and Starmer, the
Comprehensive Economic and Trade Agreement is the most significant bilateral
trade deal the UK has concluded since leaving the EU. For Indian exporters, it
delivers duty-free access on 99% of Indian tariff lines, covering nearly 100% of trade
value. Bilateral trade, currently at $56 billion, is targeted to double by 2030. The
window to establish a competitive position in the UK market is highly attractive.

The scale of the opportunity and the competition

The UK is already India's fifth largest export destination and the sixth largest
foreign direct investor into India, with cumulative FDI inflows of $36 billion since
2000. The number of Indian-owned UK businesses surged 23% in 2025, generating
£72 billion in combined revenue. London remains the epicentre, with nearly half of
all Indian businesses based there, drawn by its financial infrastructure and talent
pool.




Learning from the trailblazers

The scale of what is achievable is not theoretical. Tata Group's acquisition of Tetley
transformed it into a global tea brand; Jaguar Land Rover redefined the group's
industrial ambition. Wipro's acquisition of Capco and Infosys's purchase of Brilliant
Basics cemented their positions in UK financial services and digital consulting,
respectively.

Wipro IT Services UK
448% revenue growth — fastest-growing Indian company in the UK in 2025

Zoho Corporation
197% revenue growth; new entrant to the India-meets-Britain tracker in 2025

Tata Group
Tetley, Jaguar Land Rover, Tata Chemicals — diversified UK presence acrass sectors

OYO Hotels
£f40m UK investment; over 120 jobs created across London, Manchester and
Birmingham

The pattern is consistent:. early compliance investment/and local ©perational
credibility underpin every success story.

The CFO's first reckoning: understanding UK VAT from day one

Indian CFOs fluent in GST will find UK VAT familiar in principle but unforgiving in
practice. The standard rate is 20%, but the rules around registration, zero-rating
and the £135 low-value goods threshold require precise strdcturing before a single
shipment is made. A 2025 Upper Tribunal ruling reinforced that zero-rating on
exports depends not merely on the fact of export but on holding the correct
evidence at the correct time; beware, unsigned documentation or late submission
is sufficient for HMRC to deny the relief.




Cash flow shock: the hidden cost of UK market entry

Import VAT is payable at the UK border unless postponed Import VAT
accounting (PIVA) is used, which defers the liability to the VAT return. This
single mechanism can materially protect working capital in the early
trading months. Incoterms selection matters equally: a DDP (delivered duty
paid) arrangement places the VAT liability on the Indian seller, which can
force registration obligations and unexpected costs. Most Indian exporters
should avoid DDP with UK customers until their VAT position is fully
established. However, if an Indian supplier is not the importer of record (ie
DDP is not used) then PIVA is not relevant.

"The cash flow impact of import VAT at the border is the single most
common surprise for Indian finance teams entering the UK. PIVA exists
precisely to solve it — but only if you elect it in advance."

Route to market

Marketplace vs direct: choosing the right route and its tax consequences
Selling via an online marketplace such as Amazon fundamentally changes
the VAT landscape. Where all UK sales are routed through a marketplace
and no direct B2C activity exists, UK VAT registration may not be required
even if stock is'’held in UK warehouses as the platform assumes the liability.
The moment a company makes a single direct sale, the obligation shifts
back to the seller. However, VAT registration would be needed in order toto
recover import VAT. The entry model must therefore be defined and
documented before the first transaction, not reverse-engineered after
HMRC enquiry.

Compliance infrastructure: what your UK operation needs

Beyond VAT registration, a UK operation will require an EORI number for
customs, enrolment in Making Tax Digital (MTD) for VAT filings, and
assessment of extended producer responsibility (EPR) obligations if physical
goods are sold in UK packaging. Digital platform reporting rules, effective
from January 2024, require platforms to collect and report seller income
data annually. Each of these operates on a separate register with separate
penalties so building the infrastructure in parallel, rather than sequentially,
is materially cheaper.
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Five mistakes Indian CFOs make in year one

Underestimating VAT registration lead times with HMRC. Misreading
zero-rating eligibility on exports. Ignoring EPR packaging obligations.
Treating UK compliance as a back-office hire rather than a strategic
investment. Failing to appoint a specialist indirect tax adviser before the
first transaction — not after the first penalty.

CFO checklist
12 steps before you sell your first pound sterling
o Determine UK VAT registration requirement based on selling model
and goods location

e Apply for EORI number — allow 5-7 working days minimum
e Elect for postponed VAT accounting (PVA) to defer import VAT to

VAT return

e Review and select Incoterms — avoid DDP until VAT registration is
confirmed

e Assess the £135 low-value goods threshold and reverse charge
applicability

o Determine marketplace vs direct sales split and document VAT
liability allocation

e Classify all products under UK customs tariff codes and confirm duty
rates

e Assess |OSS requirement if selling low-value goods into the EU via
the UK

e Map VAT cash flow impact by month for the first 12 months of
trading

e Brief the wider finance team on UK VAT rules — do not assume GST
knowledge transfers
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Speak to the Tax Desk team today

Getting the right support: building your UK compliance team

The complexity of UK indirect tax around VAT, customs, EPR, IOSS and digital

is too interrelated to be managed by a generalist accountant alone. A
direct tax partner with UK, GST and cross-border e-commerce
identify obligations that a generalist will miss.

d-to-end solutions across UK VAT registration, submission,
ngside IOSS and OSS compliance for Indian businesses
d EU. The cost of getting it right at the start is a fraction
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