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2 Seas Trade

■ Project summary
The 2ST project aims to help SMEs
in the 2 Seas area to take the first
steps to trading and doing business
on a crossborder basis as a way to
help them grow, following the
recession. Helping small businesses
to begin to look beyond their
national boundaries, to undertake
crossborder trade activities and
develop international business
collaborations will make a direct
contribution to the development of
the economy in the 2 Seas area.
The project will focus firstly on
establishing a crossborder trade
network which will enable the
project partners to work together to
prepare a framework and series of
activities and events for delivering
direct crossborder trade support for

SMEs. A series of trade support actions targeted at SMEs in the partner regions will then be
delivered in order to enable the project partners to engage with businesses and support them
in taking the first steps to understanding the benefits of international trade and then trading
and doing business . Finally, there will be some capitalization on the networks developed (at the
level of the partnership and SMEs) in order to encourage outside interest in the 2ST area as a
single business destination and highlight the potential of inbound international trade with its
businesses.

■ Activities

What was the project trying to achieve?
The starting point for the 2ST project was that exporting can help SMEs to grow and therefore
create more favourable economic conditions and employment. SMEs themselves benefit from
international trade in a number of ways but the issue faced by the 2ST partner regions was that

2 Seas Trade
1



there were relatively low export levels among the business communities. Many SMEs were
unsure about how to go about preparing for international markets and didn't know about the
support available to them covering all aspects of international trade. Many companies simply
did not know where to start with international markets and certainly didn't know how to go
about identifying contacts in other countries. The main aim of the 2ST project was, therefore, to
develop and deliver a range of support activities aimed at helping companies to develop their
cross-border trade activities in neighbouring European markets. and to make progress towards
becoming a fully-internationalised business. The partner regions offer real opportunities to
small companies due to their proximity & excellent connectivity, relatively similar economies
and business cultures. For first time or relatively new exporters, the 2ST partner regions are a
great place to start to do international business. The project aimed to take the fear-factor out of
exporting and facilitate a range of real business contacts for SMEs across the partner areas.
The project objectives were as follows: - To establish a cross-border trade business-support
framework via the project partners in the 2 Seas regions - To raise awareness among SMEs of
the opportunities provided by business internationalisation and cross-border trade - To help
SMEs in the partner area to consider exporting as a way to grow their business - To provide a
range of support services to companies to help them do business in a partner region

What were the activities implemented?
The 2ST partners delivered a range of actions aimed at supporting SMEs in the different partner
areas to improve their ability to trade internationally and to facilitate real business contacts
across the Channel / N Sea. The activities we implemented were as follows: Activity 1: A cross-
border trade support network: - 3 Familiarisation visits took place to help the partners
understand the economies of the partner regions - The partners developed a joint engagement
strategy to involve companies from their regions in the project - The project website
(www.2seastrade.eu) was designed and regularly updated - 4 'Doing Business' guides in
various languages were produced to provide SMEs with a good introduction to the partner
regions from a trading point of view Activity 2: Supporting cross-border trade - The project
partners delivered a range of actions to engage with SMEs in the 2ST area and to encourage
them to seek support from and participate in the project. Actions included taking exhibition
space at business events, presentations at external events, regular e-bulletins, flyers and social
media activity, several radio and TV features and information provision to intermediary bodies
to disseminate information about the project. - 38 workshops and seminars were delivered on a
variety of international trade-related topics such as international marketing, 'doing business
in...', international trade finance and routes to market. Over 600 SMEs participated. - Nearly 200
trade audit visits took place where an expert visited an SME to provide 1-2-1 advice on its
international business strategy - The partners designed a trade assessment tool to help SMEs
understand the first steps to international trade - 15 sector-focused trade missions or market
visits were organised to bring SMEs from different countries together and to enable them to
find out more about business opportunities in the partner regions. An additional 2 B2B
networking events were organised as well as a joint conference on the health & social care
sector with the Interreg IVA Cura-B project. More than 300 SMEs participated - A number of SME
case studies were produced to highlight trade successes including some video case studies. All
of these are available on the project website. Activity3: A joint approach to inbound trade - A
joint marketing pack highlighting the benefits of doing business in the 2 Seas Trade area was
produced as a marketing tool for the 2ST partner regions - The partners organised joint stands
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produced as a marketing tool for the 2ST partner regions - The partners organised joint stands
at 5 international trade fairs to enable SMEs to showcase their products and services to
relevant, international audiences. 44 companies were allocated space on the 2ST stands

■ Results

What were the key results of the project?
The main result of the project was that over 1000 SMEs from the 2ST partner regions were
supported by the project through the following activities: • 38 business workshops - over 600
businesses participated • Joint stand space for SMEs at 5 international trade fairs: 44
companies exhibited • 15 sector-focused market visits - more than 300 companies participated
• 199 one-to-one support and advice meetings with SMEs • 4 “Doing Business” Guides
produced in 3 languages (11 versions in total) • 1 online guide to getting started in international
trade (www.2seastrade.eu/trade-tool/about) • 3 B2B Networking Events • 1 joint conference
with the Interreg 4A 2 Seas "Cura-B" project on business opportunities in the health & social
care sector • 2 Launch events and 1 final conference delivered

Did all partners and territories benefit from the results?
All partner regions benefited from the project: - Kent: 494 companies supported - the most
useful outcomes for SMEs came from participating in the joint trade fair stands and sector
focused market visits as these helped them make real 'in-market' business contacts. - East &
West Flanders: 404 companies supported. The most beneficial actions for the Flemish SMEs
were the cross-border market visits where they were able to travel to the UK to meet real
business contacts. They also benefited from participating in the joint trade fair stands. - The SW
of the Netherlands: 174 companies supported. Dutch companies benefited from the cross-
border trade missions & joint trade fairs in a similar way to the Flemish SMEs. - (Nord-Pas de
Calais: 78 companies supported - through contacts in France, the partners organised several
B2B networking events and a trade mission to Northern France in which companies from the
NPDC region were able to participate, thus benefiting from support from 2ST) Involvement in
the project meant entrepreneurs could share information, knowlege & experience with SMEs
from other regions which would not have been possible without 2ST. Working in partnership
increased the support package that could be offered to businesses. Due to the close proximity
of the Flemish and Dutch regions, the partners were able to pool/share resources e.g. joint
coach transport for trade missions to the UK which also led to opportunities for additional cross
border networking between Flemish & Dutch SMEs. Companies particularly benefited from
taking part in specific B2B meetings during trade fairs and sector trade missions. Many sourced
new business partners, received orders for their products, secured distributors or new suppliers
which would impact on the regions' overall export success rates. 2ST meant that the project
partners were also able to tailor workshop topics & the content of the 1-2-1 trade audits in their
regions to meet the needs of their SMEs.

What were the effects / outcomes for the territories involved?
Because the project was fundamentally cross-border in nature, the effects and outcomes were
very similar for all partner regions involved: - SMEs better equipped with information about
export markets through having attended workshops on a range of relevant international trade
topics as well as becoming aware of business opportunities in the partner regions - SMEs had
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the opportunity to meet with real business contacts in the partner regions (through market
visits / trade missions, trade fairs, B2B networking activities etc) - SMEs have a range of
information to access through the online trade assessment tool and 'doing business' guides -
SMEs from several sectors had the opportunity to take part in a tailored visit to a partner region
meaning that they could access information and meet contacts which would not have been
possible without the 2ST project

■ Distinctiveness

What was the real added-value of doing this cross-border project?
International trade was the main focus of 2ST - by nature it cannot be dealt with in isolation:
international co-operation & contacts are essential. The whole project was developed by
organisations which wanted to help SMEs to do business in nearby European markets. All of the
2ST project activities were only possible thanks to partner collaboration. It would not have been
possible to deliver any of the project activities without the cross-border partnership e.g. we
would not have been aware of the various opportunities or trade fairs available for companies
to attend such as Tavola. Contacts with many of the venues used, events attended etc would
not have been possible without the partnership. Many speakers secured for workshops would
not have been available to speak to SMEs from partner regions without 2ST. The insight into
other markets from partners proved useful for SMEs. Enquiries from SMEs were answered
swiftly or by one of the 2ST partners with expert knowledge.

Have any synergies been developed with other projects or networks?
The project made links with: - The Interreg IVA Channel project "Chain 2" - we promoted each
project's events to our respective databases. - Through their connections with their local
Enterprise Europe Network colleagues, the 2ST project linked in to a range of B2B matchmaking
events to provide SMEs with access to market opportunities beyond the 2 Seas programme
area. EEN matchmaking events were organised at events such as Ecobuild, Aquatech & Tavola
where 2ST participated which added value to both programmes - Following discussions with the
JTS, the LPs for 2ST and Cura-B decided to run a joint event to benefit companies in the partner
regions. Cura-B provided expertise on health tech & solutions for health and social care, and
2ST provided an international trade dimension at the joint conference which took place in 2013.
Connections with this project have been maintained by certain partners and through the
Biz4Age cluster - Taste 2 Seas, Biz4Age, Digisol & Safe ICE Clusters

What are the key messages , key lessons learned you would like to share?
- There are good opportunities for businesses to trade in the partner regions but it can be
difficult for them to find the right contacts - Business support services around trade in a partner
region are important for making the right connections - Having the right 'in-market' contacts is
very important and can make finding business opportunities easier - Choosing the right
programme of support activities to meet real business needs is vital - A solid cross-border
partnership is essential in delivering cross-border business support actions - It is vital to
translate key project objectives into a clear message for SMEs and focus on what can deliver
the best return for all involved - Keep events concise & tightly managed. - Use direct marketing
techniques & let the brand build itself. - Choose good project partners & regions and the
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activities and sectors you want to focus on. Work carefully with the companies to ensure they
are ready to trade
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■ Project Information

Title 2 Seas Trade
Total project budget € 1 331 237
ERDF € 665 618

Priority & objective Priority 1 b. Promote and encourage entrepreneurship and the
development of new cross-border commercial initiatives

Timeframe 2010-04-01 - 2014-06-30
Lead partner Kent County Council
Project Coordinator Steve Samson(steve.samson@kent.gov.uk)

2 Seas Trade
6


