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Austrade’s Office in Western Europe - Frankfurt 
What we Do

• Assist companies to achieve business success in 17 markets 
around Western Europe; migrate those clients to other locations 
of opportunity.

• Represent the interests of, and generate support for Australian 
business in government-to-government and commercial forums.

• Assist in helping more than 500 companies achieve an export 
impact this year.

• Help 100 companies achieve their first export deal.

• Assist in delivering $700 million of export value for Australia.



• Not one thing – European Union (EU27), � -Zone, Western Europe, 
Eastern Europe, Central Europe, old Europe, new Europe

• The simple business facts:
- Access to a market with population of 490 million.
- The region’s GDP exceeds � 11 trillion (A$18 trillion) – larger than the US and 

imports more than � 1 trillion (A$1.7 trillion – greater than Australia’s entire 
GDP).

- Highly affluent - US$29,500 per capita (Switzerland US$40,000+)
- Highly developed business relationship with Australia. 
- Key sectors: Resources, Food, Beverages, Medical instruments, 

Pharmaceuticals, 

• Is Switzerland part of Europe? Yes and No.
- Specifically separate to the EU and it’s political processes
- Many laws harmonised with the EU; considering monetary union; geographically 

central.

Introduction to Western Europe
What is Europe?

Source: European Commission



• Stereotypes do apply – business culture varies greatly between Germany and 
Italy, in spite of close proximity. Get advice.

• Regulatory environment – testing and quality certification, packaging, language 
of marketing, responsibility for end-of-life waste  - all have specific European 
requirements.

• Long lead times – decision making includes a period of getting to know/trust you,
not only about the commercial terms. Don’t expect overnight success.

• Capacity to supply – the capacity of some European customers to buy make 
exceed your ability to produce. Check early to avoid disappointment – yours and 
theirs.

• Logistics – do you have a single market to supply or will you establish operations 
to serve all of Europe. Consider multi-modal logistics access. Even though you do 
not sell anything in the Netherlands, this may be the best place to set up a 
warehouse.

Introduction to Western Europe
Challenges for Business



Introduction to Western Europe 
Make a Business Impact

• Australia is not generally a market of global scale. It is likely you are 
already a relatively higher priced supplier. If similar offerings are already 
available in the target market, you will pay – through price competition -
your customer’s cost of switching to you.

• The markets are demanding of quality but will pay for it if you can 
articulate that differentiation or innovation.

• Differentiation or Innovation protects:
- Your customer relationship and therefore your markets

- Your time to execute (without being substituted)

- Your profit opportunity

• Participate in the market – visitation, regular follow-up

• A Unique Selling Proposition – rehearsed, ready - is mandatory.



Introduction to Western Europe
Overall Market Drivers
• Aged/Aging Population

- Health care – infrastructure and services

- Financial services – superannuation and life insurance products

• Energy Security & Technology
- Leveraging policy environment

• Growth in Services
- Tourism, education

- Franchising; extension of personal services

- Consulting; engineering, architectural and design

• Infrastructure
- Modernisation, “Euro-fication”

- Telecoms, rail, road

- Construction & Management



Introduction to Western Europe
Sectors of Opportunity – pan European

• Emerging opportunities
- Financial Services, Environmental Technology, Marine, Franchising

• Traditional areas of strength for Australia
- Food & Wine, Education, Arts & Music, Medical Instruments, Fashion

• Long range
- Renewable & Alternative Energies, Clean Coal Technology, IT, Defence, 



Switzerland 
Overview

• Switzerland’s population of 7.4 million is affluent and cosmopolitan 
• GDP of about USD 378 billion; forecast growth of 2% for 2008 
• 22nd largest Australian export market
• Annual Australian-Swiss trade in goods in 2006-07 of A$3 billion 
• Australian total exports to Switzerland in 2006-07 valued at about A$1.7 billion
• World-class infrastructure, business-friendly legal and regulatory environment 
• Highly educated, reliable, and flexible work force 
• Consumer and producer of high quality, value-added industrial/consumer goods 
• Manufacturing sector is highly automated and efficient 
• Strong market demand for components and production systems 
• Strong demand for high quality products with competitive prices 
• Highest per capita IT spending in the world 
• Multilingual/multicultural European test market and business environment
• Stable currency (A$1 ~ CHF1)
• Many international firms with European and regional headquarters in Switzerland 



Switzerland 
Challenges

• You must meet the market’s high standards
- sophisticated, quality-conscious and technologically advanced/competent

• Highly competitive
- A centre of European and global competition 

• EU level of regulation and standards
- Including packaging and labelling 

• Unique Swiss requirements in some sectors
- medications, cosmetics, detergents, and chemicals 



Switzerland
Opportunities – Australia

• Switzerland provides a very attractive set of credentials for conducting 
business:

- Highly developed and secure financial, legal and political infrastructure

- Supportive to specific business needs through the Cantonal (provincial) structure

- Harmonised with the EU regulatory environment in several areas

- Efficient and effective logistics

- A great place to work and live!

• Commercial activity is broad based:
- Major exports: metals (gold), education, travel

- Major imports: pharmaceuticals, medicines, watches

- Major visible presence of Swiss companies in Australia: Credit Suisse, Xstrata, 
Zurich, Nestlé, UBS

- Significant presence of Australian companies: CSL Behring, Babcock & Brown.

• However, the appeal and opportunity of the market is substantially greater than 
current activity would lead us to believe.



Switzerland
Opportunities – Business Establishment
• Germany is, by far, Switzerland’s largest trading partner – distribution and 

language can be leveraged both ways.
- Also for France and Italy.

• Switzerland can be seen as a natural, contained launch market from which to 
enter the broader continental European market (and beyond to North Africa).

• While the public sector primarily ensures that the legislative and tax 
environments are favourable, there is a wide range of additional support for 
business including coaching, assistance in obtaining risk capital or the 
provision of contacts. 

- The State Secretariat for Economic Affairs (seco) - provides information on government 
support.

- Cantonal and regional economic development agencies - the most important contact 
points assistance in setting up business. Most regions have business incubators or 
technology parks providing premises and basic services to enable start-up without major 
investment.

- Federal and cantonal promotional measures - assist in the foundation and location of 
new businesses. 

- Innovation promotion – The Swiss Innovation Promotion Agency (CTI) actively supports 
the transfer of technology and know-how and provides links to between academic 
institutions and promotes start-ups in the hi-tech sector. 



Switzerland
Opportunities - General

• Products with advanced or unique technologies/propositions

• Ideal test market for introduction of new high tech and consumer products 

• High concentration of computer/Internet usage per capita 

• Growing demand for specialty chemicals 

• European centre for business aviation 

• Growing demand for sophisticated security equipment/systems 

• Partnerships in bio- and nanotech 

• Highest value of venture capital funds in Europe 



Switzerland
Opportunities – Sectors

Aerospace, Avionics & Defence :  structural components, aircraft flight instrumentation, communication instruments, systems 
integration, services for aircraft and helicopter.

Art : modern and contemporary art, sculpture, affordable prints and lithographs

Automotive : Bearings, garage equipment, diagnostics and emission control equipment, accessories 

Publishing : education, fiction, science, business, dictionaries, and IT. 

Education : software for educational applications, textbooks, Scientific models and demonstration kits & equipment, educational 
travel/study packages

ICT: advanced Internet access solutions, VoIP solutions, e-commerce and e-business solutions and applications, Enterprise Content 
Management solutions, Online Financial Applications, IT Security (software, hardware and consulting), online gaming.

Scientific Instruments : Measuring, assay, testing equipment – all types, supercritical extraction systems, robotized systems 
(sample changers, etc.), precision flow metering instruments, 3-D simulation software for laboratory/research use.

Medical Instruments & Services : high quality home health care, outpatient and rehabilitation equipment, advanced diagnostic 
systems, monitoring, cardiology and intensive care equipment, orthopedic devices, clinical laboratory equipment, in-vitro 
diagnostic products, disposables, surgical consumables

Security : non-contact access control systems, biometric automated identification systems, video cameras and peripheral equipment 
for in- and outdoor applications, permanent and mobile scanners for vehicles, containers, people, x-ray equipment for luggage, 
mail, detectors for metal, explosives, radioactive materials, burglar alarms, compact systems for shoplifting prevention, security 
communication equipment, security analytical software, systems for the production of secure ID cards), physical security 
equipment and supplies.

Sporting Goods : outdoor equipment, apparel and footwear, as well as sportswear with high-tech materials

Tourism : fly & drive packages, packages for outdoor activities (outback tours, river rafting, soft adventure tours), cruises, beach 
vacation packages, golfing, 



Companies Winning Business

• A consulting service in the health & medical industry that works in 
partnership with clients to develop new products and manufacturing 
processes for international markets. Selling in Switzerland after 
participation in the 2007 MEDICA trade show in Düsseldorf, Germany.

• A designer, manufacturer and marketer of disc brake rotors and brake 
drums started selling to Switzerland after participating in the 2006 
Automechanika trade show in Frankfurt, Germany.

• A Tasmanian provider of semi-finished cattle hides, selling to the Swiss 
leather market. 

• Outward investment by an Australian establishing a Swiss company to 
produce hi-technology anti-bacterial fabric for use in the sport and wider 
clothing industry. Established in Switzerland due to proximity to customers, 
funding and for lifestyle reasons.



How can Austrade Support?
Programs

Aerospace Technologies Industry Development 
“Doing Business with EADS”

• EADS is a global leader in aerospace, defence and related services.  - including 
aircraft manufacturer Airbus and the world's largest helicopter supplier 
Eurocopter.

• Assisting SMEs in promoting competitive technologies to EADS. Includes 
information sessions, company briefings, explanation of the procurement 
procedures and facilitating quotation for projects at EADS. 

• Target execution date: Ongoing over next 3 years.



How can Austrade Support?
Programs - Food & Beverage

“Go on-line in a market of 100 million 
consumers”

• Provide a continuous virtual display for your 
product before, during and long after your 
market visit or trade exhibition.

• Be visible to potential customers looking for 
specific product categories. 

• 9,000 unique visitors per month accessing 
product, trade show and supplier 
information.



How can Austrade Support?
Programs

Export Market Development Grant

• The Australian Government's key 
financial assistance program to 
encourage development of export 
markets. 

• Reimburses up to 50 per cent of eligible 
export promotion expenses above a 
threshold of $15,000 over two years.  

• You spend the money first and then 
claim a grant from Austrade from the 
beginning of the next financial year. 
Provides up to seven grants.



How can Government Support?
Export Finance and Insurance Corporation

Headway
• EFIC Headway provides government security 

to your bank to enable provision of additional 
funds to you, as a SME exporter (up to $50 
mill. turnover). 

• The product is designed to meet a working 
capital shortage while growing your business.

- No need to change your existing banking 
relationship

- Provides access to additional funding to grow 
your business (up to about 20% of your 
existing facilities)

- No additional security needed 
- Minimal additional documentation required 
- Flexible 3, 6, 9 and 12 month terms
- Available for general export funding (must be 

existing exporter, benefit to Australia)
- Can enable you to take advantage of 

immediate export opportunities.

• Available from ANZ and other participating 
bank partners.



Contacts

Austrade Direct 13 28 78

Western Europe Peter Rasmussen
Senior Trade Commissioner - Western Europe 
Australian Consulate General
Level 28, Main Tower
Neue Mainzer Str. 52-58
Frankfurt am Main, 60311
GERMANY

E-mail: peter.rasmussen@austrade.gov.au
Ph:        +49 69 9055 8111
Fx:        +49 69 9055 8119                                 
Mob:      +49 170 571 5788



Conclusion

• Europe should be as high in your portfolio for consideration as any other 
business development destination.

• It is a large, complex, affluent, viable, competitive market. It is a proactive, 
relationship based opportunity. 

• There are multiple opportunities for Australian business to succeed in 
Switzerland and the broader Europe - today and ongoing.

• Maintaining your Unique Selling Proposition will protect your business.

• Austrade has a range of programs and a network of locations to support 
you – individually or as part of a sector.

• Give us a call, better still, go visit!



Thank You


