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This survey analyses the activities of Japanese affiliated companies operating in Europe, in order to comprise an understanding of 

operating challenges etc. that could be directly impacting their business performance. This research can be used to assist these 

companies in developing an overseas operation strategy and policy planning. It is also intended to be used as a basis of information, 

so that that governmental agencies can provide sufficient support towards Japanese- affiliated companies based in Europe.  

Survey Objective 

This survey was sent to a total of 1,403 companies between the 20th of September to the 18th of October 2016. Exactly 1,000 

responses were received, giving a response rate of 71.3%.  

This survey was targeted towards Japanese Affiliated Companies, which refers to a company where the ratio of direct or indirect 

investment from Japanese companies is 10% or more. It also includes European sub-subsidiaries established by European or non-

European Japanese affiliated companies. However representative offices, liaison offices and companies owned by Japanese 

persons locally in Europe are not included in this survey. 

Survey Target 

Survey results were totalled using the information sources that can be considered reliable by JETRO offices in Europe, however JETRO cannot 

guarantee complete accurateness of the information provided by the companies. 

Not all respondents answered every question. The component percentages in the tables and charts of the document have been rounded off and 

therefore may not always add up to 100%. Furthermore, the percentages for questions of which multiple answers are acceptable may not add up 

to 100%. 

Some countries or industries may not be listed if the number of respondent companies for each are less than 5.  

If the industry, country or region has not been specified in a table or chart, this means the table or chart refers to Europe as a whole. 

This survey has been running continuously since 1983, but in 2012 the survey expanded to include non-manufacturing industries, as well as 

manufacturing industries. This means that only manufacturing industries can be compared when analysing data from 5 years ago or more. 

Please note that within the graphs ñn=ò refers to the number of respondents. Also ñcosò refers to ñcompaniesò. 

 

Survey Overview 
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Survey Results: Target Countries & Industry Breakdown 

 Electric machinery/ electronic equipment 

Motor vehicle and motorcycle parts and 

accessories 

General machinery (including metal molds and 

machine tools)  

Chemicals and Petroleum products 

Electric and electronic parts and components  

Pharmaceuticals, 

Motor vehicles and motorcycles 

Food/agricultural/fishery processing  

Precision equipment 

Plastic products 

Fabricated metal products (including plated 

products) 

 Medical devices  

Manufacturing 

Sales company 

Trading company 

Transport/warehousing 

Communications/software 

Insurance 

Non-Manufacturing 
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1. Operating Profit Forecasts 

2. Operational Challenges   

3. Differentiation /Adding Value to products/Services 

4. Business Outlook for the next One or Two Years 

5. Future Promising Sales Destinations 

6. Britainôs Exit from the European Union 

7. EPA/FTA 

8. Local Procurement 

9. Changes in the Number of Employees 

 

 

 

 

Survey results 

Rubber products  

Ceramic/stone/clay 

Textiles (yarn/cloth/synthetic 

fabrics) 

Clothing and textile products 

Lumber and  wood products 

(excluding furniture and interior 

products)  

Paper and pulp  

Iron and steel (including cast and 

forged products) 

Printed and Published  

Nonferrous metals and products 

Furniture and interior products 

Other manufacturing 

Real estate, 

Construction/plants, 

Fishery  

Other non-manufacturing 

Units:cos, 

Valid

response
Proportion Manufactur ing

Non-

Manufactur ing

Overall 1,000 100.0 466 534

Western Europe 896 89.6 411 485

UK 287 28.7 117 170

Germany 214 21.4 101 113

France 89 8.9 56 33

Italy 31 3.1 10 21

The Netherlands 70 7.0 24 46

Belgium 50 5.0 24 26

Spain 39 3.9 22 17

Ireland 24 2.4 7 17

Finland 19 1.9 12 7

Switzerland 15 1.5 6 9

Portugal 17 1.7 10 7

Sweden 18 1.8 11 7

Austria 12 1.2 7 5

Denmark 3 0.3 2 1

Greece 7 0.7 2 5

Luxembourg 1 0.1 - 1

Central & Eastern Europe 104 10.4 55 49

Czech Republic 26 2.6 14 12

Hungary 24 2.4 15 9

Poland 31 3.1 13 18

Romania 14 1.4 7 7

Bulgaria 2 0.2 1 1

Slovakia 7 0.7 5 2

Number of Industries
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Survey Results Summary (1) 

1. Operating Profit Forecasts 
European operating profit forecasts maintained a high level, however 2017 forecasts for UK based Japanese affiliated companies indicates a 
slight deceleration.  
 
Å Looking at the operating profit forecasts over the last 5 years, Europe overall has yearly been forecasting an increase in profit amount. 2016 operating 
ŦƻǊŜŎŀǎǘ ŦƻǊ άǇǊƻŦƛǘέ ǿŀǎ тнΦт҈Σ άōǊŜŀƪŜǾŜƴέ ǿŀǎ мпΦу҈ ŀƴŘ άƭƻǎǎέ ǿŀǎ мнΦс҈Φ  IƻǿŜǾŜǊ ŘƛŦŦŜǊŜƴǘ ǘƻ 9ǳǊƻǇŜ ƻǾŜǊŀƭƭΣ ¦Y-based Japanese affiliated 
ŎƻƳǇŀƴƛŜǎΩ  ǊŜǎǇƻƴǎŜ ǊŀǘŜ ŦƻǊ ǇǊƻŦƛǘ ǿŀǎ тлΦп҈Σ ŀ лΦтǇǇ ŘŜŎǊŜŀǎŜ ŎƻƳǇŀǊŜŘ ǘƻ ƭŀǎǘ ȅŜŀǊΦ όCƛƎ ΦмΣнύ 
 

Å Comparing 2017 and 2016 operating profit forecast for Europe as a whole, almost half the companies 45.0҈ ǊŜǎǇƻƴŘŜŘ άǊŜƳŀƛƴ ǘƘŜ ǎŀƳŜέ Σ по.0% 
ǊŜǎǇƻƴŘŜŘ άLƴŎǊŜŀǎŜέ Σ ǿƘŜǊŜŀǎ мн.0҈ ǊŜǎǇƻƴŘŜŘ ά5ŜŎǊŜŀǎŜέΦ  [ƻƻƪƛƴƎ ŀǘ ǘƘŜ ƴǳƳōŜǊ ƻŦ ŎƻƳǇŀƴƛŜǎ ǘƘŀǘ ǊŜǎǇƻƴŘŜŘ  άLƴŎǊŜŀǎŜέ ōȅ ŜŀŎƘ ŎƻǳƴǘǊȅΣ {ƭƻǾŀƪƛŀ 
ǊŜǎǇƻƴŘŜŘ άƛƴŎǊŜŀǎŜέ ǘƘŜ ƘƛƎƘŜǎǘ ŀǘ урΦт҈Σ ǿƘŜǊŜŀǎ DǊŜŜŎŜ ƘŀŘ ǘƘŜ ƭƻǿŜǎǘ ŀǘ мпΦо҈Φ The UK was 2nd from the bottom at 31.6%. (Fig .8, 12) 
 

Å Over the past 5 years, comparing the trends of operating profit forecasts found by this annual survey, it can be seen that Japanese- affiliated companies in 
the UK and Japanese-affiliated companies in Europe have shown similar trends. However for the 2017 forecast, UK based companies could see the effects 
from the UKΩǎ 9¦ referendum result. The number of respondents answering άIncreaseέ has drastically fallen by 9.1 percentage points compared to the 
previous year and  the number of respondents selecting άNo changeέ also rose by 3.8 percentage points.  (Fig. 15) 

 
2. Operational Challenges 
European social and political conditions emerged as the biggest issue and there is rising competition between European companies in Central 
& Eastern Europe. 
Å Overall ά9ǳǊƻǇŜŀƴ ǇƻƭƛǘƛŎŀƭ ŀƴŘ ǎƻŎƛŀƭ ŎƻƴŘƛǘƛƻƴǎέ ǿŀǎ ǊŀǘŜŘ ŀǎ ǘƘŜ Ƴŀƛƴ ƻǇŜǊŀǘƛƻƴŀƭ ŎƘŀƭƭŜƴƎŜ ŀǘ птΦф҈Σ ƛƴŎǊŜŀǎƛƴƎ ōȅ мнΦф ǇǇ  ŦǊƻƳ ƭŀǎǘ ȅŜŀǊΩǎ пth place. This 

could indicate increasing political uncertainty such as rising populism and EU scepticism as well as growing concerns about the impact on consumption and 
decreasing tourism, caused by terrorism and migration crisis. In the non-manufacturing category it was even higher at 50.2% (+13.1pp). (Fig.16) 
 

Å  ά9ȄŎƘŀƴƎŜ ǊŀǘŜ ŦƭǳŎǘǳŀǘƛƻƴǎέ ǊƻǎŜ ŦǊƻƳ рth place to 2nd place, increasing by 13.5 pp to 47.8%. Showing that the UKΩs withdrawal from the EU seems to have 
had a big influence. Especially in the manufacturing industry, who responded that it was the biggest challenge at 51.4%, (+12.2 pp).άSecuring Human 
wŜǎƻǳǊŎŜǎέ ǿŀǎ ŀƭǎƻ ǘƘŜ ǎŀƳŜ ǊŀǘŜ ŀǎ ά9ȄŎƘŀƴƎŜ ǊŀǘŜ ŦƭǳŎǘǳŀǘƛƻƴǎέ 47.8%(+4.4pp). (Fig.16)  
 

Å Looking at UK based companies, ǘƘƛǎ ȅŜŀǊ ǘƘŜ ǘǿƻ ƘƛƎƘŜǎǘ ǊŜǎǇƻƴǎŜǎ ŀǊŜ ά9ȄŎƘŀƴƎŜ ǊŀǘŜ ŦƭǳŎǘǳŀǘƛƻƴǎέ ƛƴŎǊŜŀǎƛƴƎ ōȅ муΦмǇǇ ǘƻ рфΦу҈ ŀƴŘ ά9ǳǊƻǇŜŀƴ political 
and social ŎƻƴŘƛǘƛƻƴǎέ increasing  by 19.9pp to 55.0 % . Although ά9ŎƻƴƻƳƛŎ ǊŜŎŜǎǎƛƻƴ ŀƴŘ ǎƘǊƛƴƪƛƴƎ ƳŀǊƪŜǘǎέ ƘŀŘ ƘŀŘ ŀ ƭƻǿ ǊŜǎǇƻƴǎŜ ǎƛƴŎŜ нлмоΣ ƛƴ нлмс ƛǘ 
suddenly increased  by 16.3 pp to 5th  place at 39.5%, showing  possible concern about the economic impact of the UK 's withdrawal from the EU has 
strengthened. (Fig.19) 
 

Å In Particular, Central & Eastern European Non-aŀƴǳŦŀŎǘǳǊƛƴƎ ŦƛǊƳǎ ŎƛǘŜŘ ά9ƴǘǊȅ ƻŦ ƴŜǿ ŎƻƳǇŜǘƛǘƻǊǎέ ŀǎ ŀƴ ƻǇŜǊŀǘƛƻƴŀƭ ŎƘŀƭƭŜƴƎŜ όонΦп҈ ƛƴ 9ǳǊƻǇŜ, 39.6% 
Central & Eastern European non-manufacturing sector, see Fig. 16&18). When asked the specific nationalities of these new competitors, the top answer was  
ά/ƘƛƴŜǎŜ ŎƻƳǇŀƴƛŜǎέ ŀǘ ртΦм҈ όҌ мΦо ǇǇ ƭŀǎǘ ȅŜŀǊύΣ ŦƻƭƭƻǿŜŘ ōȅ ά9ǳǊƻǇŜŀƴ ŎƻƳǇŀƴƛŜǎέ at 44.5% (+4.5pp) and ά{Φ YƻǊŜŀƴ ŎƻƳǇŀƴƛŜǎέ at 21.0%(-1.6pp). In 
/ŜƴǘǊŀƭ ϧ 9ŀǎǘŜǊƴ 9ǳǊƻǇŜΣ ǘƘŜ ƭŀǊƎŜǎǘ ǊŜǎǇƻƴǎŜ ōȅ ŦŀǊ ǿŀǎ ά9ǳǊƻǇŜŀƴ ŎƻƳǇŀƴƛŜǎέ at 76.3%. (Fig.21) 
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3. Business Outlook for the next 1 or 2 years & Future Promising Sales Destinations 
.ǊŜȄƛǘΩǎ Impact is still limited towards business outlook and Germany is emerging as the most promising future sales destination. 
 
Å Business outlook for the next 1-2 years, рлΦс҈ ƻŦ ǊŜǎǇƻƴŘŜƴǘǎ ŀƴǎǿŜǊŜŘ ά9ȄǇŀƴǎƛƻƴέΣ прΦп҈ ŎƘƻǎŜ άRemain the ǎŀƳŜέΣ оΦо҈ άwŜŘǳŎǘƛƻƴέ ŀƴŘ ƻƴƭȅ 
лΦт҈ ǊŜǎǇƻƴŘŜŘ άwŜƭƻŎŀǘŜ ǘƻ ŀ ǘƘƛǊŘ ŎƻǳƴǘǊȅ ƻǊ ǿƛǘƘŘǊŀǿŀƭ ŦǊƻƳ ǇǊŜǎŜƴǘ ŎƻǳƴǘǊȅΦέ  /ŜƴǘǊŀƭ ϧ 9ŀǎǘŜǊƴ 9ǳǊƻǇŜŀƴ ƳŀƴǳŦŀŎǘǳǊƛƴƎ ǎŜctor responded 
ά9ȄǇŀƴǎƛƻƴέΣ ƛƴŎǊŜŀǎƛƴƎ  ōȅ мрΦмǇǇ ǘƻ 71.4% (56.3% in 2015). By ŎƻǳƴǘǊȅΣ tƻƭŀƴŘ  ƘŀŘ ǘƘŜ ƘƛƎƘŜǎǘ ǊŜǎǇƻƴǎŜ ǊŀǘŜ ŦƻǊ ά9ȄǇŀƴǎƛƻƴέ ŀǘ улΦс҈ ŀƴŘ DǊŜŜŎŜ 
was the lowest at 14.3%. UK again was the 2nd lowest after Greece.  (Fig.24,25) 
 

Å The data shows ¦YΩǎ ǾƻǘŜ ǘƻ ƭŜŀǾŜ ǘƘŜ 9¦ Ƙŀǎ ƴƻǘ ȅŜǘ ǎŜŜƳŜŘ ǘƻ ƘŀǾŜ ƘŀŘ ƳǳŎƘ ŜŦŦŜŎǘ ƻƴ ǘƘŜ ōǳǎƛƴŜǎǎ ƻǳǘƭƻƻƪ ŦƻǊ ǘƘŜ ƴŜȄǘ м ƻǊ н years. Particularly if 
compared to the 2009 survey results after the 2008 financial crisis, the manufacturing sectors response seems also not  have been too affected. 
Looking at the response rate for άCǳƴŎǘƛƻƴ ƻŦ ǊŜƎƛƻƴŀƭ ƘŜŀŘǉǳŀǊǘŜǊǎέ ōȅ ŎƻǳƴǘǊȅΣ ǘƘƛǎ ȅŜŀǊ ǘƘŜ  ¦Y ǊŀƴƪŜŘ сth place at 8.7% falling from last ȅŜŀǊΩǎ 2nd 
ǇƭŀŎŜ ŀǘ муΦс҈Φ ¢ƘŜ ¦YΩǎ ǾƻǘŜ ǘƻ ƭŜŀǾŜ ǘƘŜ 9¦ ǎŜŜƳǎ ǘƻ ƘŀǾŜ ǎǘŀǊǘŜŘ ǘƻ ƛƳǇŀŎǘ WŀǇŀƴŜǎŜ-affiliated companies regional headquarter strategy (Fig.26, 27, 
28,33-1,33-2) 
 

Å For future promising sales destinations, this year Germany became first place and Turkey fell to 2nd place. Now that economic sanctions have been 
lifted, Iran suddenly rose to 10th place from last ȅŜŀǊΩǎ 19th place. Possibly ŘǳŜ ǘƻ ǘƘŜ ¦YΩǎ ǾƻǘŜ ǘƻ ƭŜŀǾŜ ǘƘŜ 9¦Σ ǘƘŜ ¦Y ŦŜƭƭ ŦǊƻƳ ƭŀǎǘ ȅŜŀǊΩǎ 8th place to 
outside of the top 10. (Fig.36) 

  

4. Brexit Response 
Many companies are contemplating how to deal with regulation or legislation changes and exchange rate fluctuation. 
 
Å When UK-based companies were asked what factors would they take into consideration after the UK voted to leave the EU, manufacturing companies 
ǊŜǎǇƻƴŘŜŘ ǘƘŀǘ άtƭŀƴƴƛƴƎ Ǌƛǎƪ ƳŀƴŀƎŜƳŜƴǘ ƻƴ ŜŦŦŜŎǘǎ ƻŦ ŜȄŎƘŀƴƎŜ ǊŀǘŜ ŦƭǳŎǘǳŀǘƛƻƴέ ǿŀǎ ǘƘŜ ōƛƎƎŜǎǘ ŦŀŎǘƻǊ ŀǘ спΦл҈Φ bƻƴ- manufacturing  replied 
ǘƘŜƛǊǎ ǿƻǳƭŘ ōŜ ά/ƻƴǎƛŘŜǊƛƴƎ Ƙƻǿ ǘƻ ŎƻǊǊŜǎǇƻƴŘ ǘƻ ǊŜƎǳƭŀǘƛƻƴ ƻǊ ƭŜƎƛǎƭŀǘƛƻƴ ŎƘŀƴƎŜǎέ ŀǘ роΦф҈Φ aŀƴǳŦŀŎǘǳǊƛƴƎΩǎ ǇǊƛƻǊƛǘƛŜǎ ǿŜǊŜ άReviewing supply 
ŎƘŀƛƴέ όос҈ύΣ άwŜǾƛŜǿƛƴƎ ƭƻƎƛǎǘƛŎ ǊƻǳǘŜǎέ όноΦт҈ύ ŀƴŘ άwŜǾƛŜǿƛƴƎ ǇǊƻŘǳŎǘ ŀƴŘ ǎŜǊǾƛŎŜ ǇǊƛŎŜǎέ όннΦу҈ύΦ Some companies made comments such as  
άŎƻƴǎƛŘŜǊƛƴƎ ǘƻ ǊŜƭƻŎŀǘŜ ǎƻƳŜǿƘŜǊŜ ƛƴ ǘƘŜ 9¦έ ŀƴŘ άlooking into shifting the overseas headquarters elsewhereέ όCƛƎΦплύ 
 

Å Looking at Companies based in the other EU countries excluding UK, ƳŀƴǳŦŀŎǘǳǊƛƴƎΩǎ ōƛƎƎŜǎǘ ǊŜǎǇƻƴǎŜ ǿŀǎ ǘƘŜȅ ά5ƻƴΩǘ Yƴƻǿέ ȅŜǘ ǿƘŀǘ ŦŀŎǘƻǊǎ ǎƘƻǳƭŘ 
be considered at 41.6%. For non-ƳŀƴǳŦŀŎǘǳǊƛƴƎ ǘƘŜ ƭŀǊƎŜǎǘ ǊŜǎǇƻƴǎŜ ǿŀǎ άǇƭŀƴƴƛƴƎ Ǌƛǎƪ ƳŀƴŀƎŜƳŜƴǘ ƻƴ ŜŦŦŜŎǘǎ ƻŦ ŜȄŎƘŀƴƎŜ ǊŀǘŜ ŦƭǳŎǘǳŀǘƛƻƴέ ŀǘ 
31.8%, however  there is a difference in response ratio compared to UK-based non-manufacturing companies. (Fig.40) 
 

Å UK-based ƳŀƴǳŦŀŎǘǳǊƛƴƎ ŎƻƳǇŀƴƛŜǎ млΦр҈ ǎŀƛŘ ǘƘŜȅ ǿŜǊŜ ŎƻƴǎƛŘŜǊƛƴƎ ǘƻ ŘŜŎǊŜŀǎŜ ǇǊƻŘǳŎǘƛƻƴΦ [ƻƻƪƛƴƎ ŀǘ ά9ȄǇŀƴŘƛƴƎ ǎŀƭŜǎέ ¦Y-based companies 
(7.9%) had a slightly larger response rate to other EU based companies (6.3%). (Fig.40) 

Survey Results Summary (2) 
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5. EPA/FTA Advantages & Local Procurement 
Companies anticipate that the EU-Japan EPA will improve price competitiveness in Europe by abolishing and 
reducing tariffs.  
 
ÅLooking at the impacts of Economic Partnership Agreements (EPA) and Free Trade Agreements (FTA) currently being negotiated 

by the EU, overall 37.8% responded that the EU-WŀǇŀƴ ŀƎǊŜŜƳŜƴǘ ǿƻǳƭŘ ƘŀǾŜ άƳŀƧƻǊ ŀŘǾŀƴǘŀƎŜǎέ όҌнΦфǇǇ ǎƛƴŎŜ ƭŀǎǘ ȅŜŀǊύΦ ¢Ƙƛǎ 
obtained the largest percentage compared to other EPA/FTAs.  Especially in the case of Central & Eastern Europe based 
ŎƻƳǇŀƴƛŜǎ ǿƘƻǎŜ ǊŜǎǇƻƴǎŜ ǊŀǘŜ ŦƻǊ άƳŀƧƻǊ ŀŘǾŀƴǘŀƎŜǎέ ǊŜŀŎƘŜŘ псΦо҈Σ ŀƴŘ ƛƴ ǘƘŜ ƳŀƴǳŦŀŎǘǳǊƛƴƎ ǎŜŎǘƻǊ  ŀƭƻƴŜ ŀǎ ƘƛƎƘ ŀǎ 
54.8%. There were many responses citing "improvement of price competitiveness" as a reason for the major advantage. (Fig.42) 

 

Å²ƘŜƴ ŜȄŀƳƛƴƛƴƎ ǎǳǇǇƭƛŜǊǎ ƻŦ ǇŀǊǘǎ ŀƴŘ Ǌŀǿ ƳŀǘŜǊƛŀƭǎ ŦƻǊ 9¦ ōŀǎŜŘ ŎƻƳǇŀƴƛŜǎ ŦǊƻƳ ŀƭƭ ǎŜŎǘƻǊǎΣ ǘƘŜ ǎǳǇǇƭȅ ǇŜǊŎŜƴǘŀƎŜ ŦƻǊ άƭƻŎŀƭέ 
parts and materials is 29.3% (-лΦпǇǇύ ŀƴŘ ά9ǳǊƻǇŜ ŜȄŎƭǳŘƛƴƎ ƭƻŎŀƭέ  ƛǎ ннΦр҈ όҌоΦоǇǇύΣ ǘƘŜǎŜ ǘǿƻ Ǌŀǘƛƻǎ ŎƻƳōƛƴŜŘ ŜȄŎŜŜŘǎ рл҈ 
(51.8%). When focusing suppliers parts and raw materials for EU based manufacturing companies, the percentage for two ratios 
ŎƻƳōƛƴŜŘ άƭƻŎŀƭέ ǿƛǘƘ ά9ǳǊƻǇŜ ŜȄŎƭǳŘƛƴƎ ƭƻŎŀƭέ ǊŜŀŎƘŜǎ роΦм҈Φ όCƛƎΦппΣ пр) 
 

ÅLooking at the breakdown of local suppliers for the manufacturing industry, the highest percentage of suppliers for EU-based 
companies is local at 73.0%. 13.8% were other foreign-affiliated companies and Japanese-affiliated companies were 13.2%. The 
ratio of local suppliers in Western Europe (excl. Switzerland) is 77.1%, this is much higher compared to Central & Eastern Europe 
at 48.2% showing that there are more local suppliers available in Western Europe. (Fig. 46) 

Survey Results Summary (3) 



Fig.1, Trends in Operating Profit Forecasts for Europe and UK 
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1. Operating Profit Forecasts (1) 
Fig.2, Trends in Manufacturing Industry Operating Profit Forecasts 
for Europe and UK 

Results:2006-2010, Forecasts:2011-2016 

When looking at the trends in operating profit forecasts over the last 5 years, Europeôs overall profit ratio is increasing year by year. 

Only when looking at figures for Japanese-affiliated companies in the UK was the difference to the rest of Europe, the profit was at 70.4%, 

reducing by 0.7 percentage points compared to last yearôs survey. 

Looking at Japanese-affiliated manufacturing companies in Europe, 2016 operating profit forecasts have maintained  the same high level the 

past 3 years as in  2007 before the financial crisis.                               

However Japanese-affiliated manufacturing companies in the UK havenôt yet reached the same standard as 2007.  



Fig. 3, Operating Profit Forecasts by Industry 2016 
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Fig. 4, Operating Profit Forecasts by Country 2016 

When asked their operating profits forecast ŦƻǊ нлмсΣ тнΦт҈ ŦƻǊŜŎŀǎǘŜŘ ŀ άtǊƻŦƛǘέΣ мпΦу҈ ŀƴǎǿŜǊŜŘ ά.ǊŜŀƪŜǾŜƴέ , while 12.6%  
ǊŜǇƻǊǘŜŘ ŀ  ά[ƻǎǎΦέ  
Looking at Central & Eastern Europe, 85.5% of manufacturing companies forecasted a much larger profit than  

         non-manufacturing, which only predicted 67.3%. This showed a large gap  that was also apparent last year. 
By country, Romania came first, forecasting an 85.7% profit followed by Hungary (83.3%) and Poland (80.6%). 

1. Operating Profit Forecasts (2) 



²ƘŜƴ ŀǎƪŜŘ Ƙƻǿ ǘƘŜƛǊ ƻǇŜǊŀǘƛƴƎ ǇǊƻŦƛǘ ŎƘŀƴƎŜŘ ƛƴ нлмс ŎƻƳǇŀǊŜŘ ǘƻ нлмрΣ офΦл҈ ƻŦ ǊŜǎǇƻƴŘŜƴǘǎ ŀƴǎǿŜǊŜŘ άLƴŎǊŜŀǎŜέΣ плΦс%, ŀƴǎǿŜǊŜŘ άbƻ /ƘŀƴƎŜέ ŀƴŘ нлΦп҈ 
ŀƴǎǿŜǊŜŘ ά5ŜŎǊŜŀǎŜέΦ 9ǎǇŜŎƛŀƭƭȅ /ŜƴǘǊŀƭ ϧ 9ŀǎǘŜǊƴ 9ǳǊƻǇŜŀƴ aŀƴǳŦŀŎǘǳǊƛƴƎ ƛƴŘǳǎǘǊƛŜǎ ǊŜǇƭƛŜŘ ǘƘŀǘ ǘƘŜȅ ƘŀŘ ƛƴŎǊŜŀǎŜŘ ǘƘŜƛǊ ŦƻǊecast.  
By LƴŘǳǎǘǊȅΣ ƻǾŜǊ сл҈ ƻŦ ǊŜǎǇƻƴŘŜƴǘǎ ŀƴǎǿŜǊŜŘ ŀƴ ƛƴŎǊŜŀǎŜ ƛƴ άCƻƻŘκŀƎǊƛŎǳƭǘǳǊŀƭκŦƛǎƘŜǊȅ ǇǊƻŎŜǎǎƛƴƎέ ΣάaƛƴƛƴƎέ ŀƴŘ άaŜŘƛŎŀƭ ŘŜǾƛŎŜǎέΦ  
The reason ŦƻǊ ǘƘŜ ƛƴŎǊŜŀǎŜ ƛƴ άCƻƻŘκŀƎǊƛŎǳƭǘǳǊŀƭκŦƛǎƘŜǊȅ ǇǊƻŎŜǎǎƛƴƎέ ŎƻǳƭŘ ōŜ ŘǳŜ to comments such as "Increase in production volume and unit price 

       increase" and  increase in demand for Japanese food products. Also Central & Eastern European Manufacturing Industry shows that their automotive industry seems 
ǘƻ ōŜ ǊŜŎƻǾŜǊƛƴƎ άElectrical machinery/electronic equipmentέ, άƳƻǘƻǊ ǾŜƘƛŎƭŜ ŀƴŘ ƳƻǘƻǊ ŎȅŎƭŜǎέ had the highest άLncreaseέ response rate. 
When asked about the reason for an increase in 2016 operating profit ŦƻǊŜŎŀǎǘΣ ǘƘŜ ƘƛƎƘŜǎǘ ǊŜǎǇƻƴǎŜ ǿŀǎ άǎŀƭŜǎ ƛƴŎǊŜŀǎŜ ƛƴ ƭƻŎŀƭ ƳŀǊƪŜǘǎέΦ Some respondents 
highlighted that a reason for a decrease in hotel/travel/restaurant profit forecast seemed to be due to άǘŜǊǊƻǊƛǎƳέ and άƳƛƎǊŀǘƛƻƴ and refugee ŎǊƛǎƛǎέΦ 
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Fig.6, Operating Profit  Forecasts by Industries forecasting a large 
percentage  Increase  or Decrease, 2016 compared to 2015 
 (multiple answers) 

Fig.7, Top 5 Reasons for an Increase or Decrease in Operating Profit  
Forecast, 2016 compared to 2015  (multiple answers) 

Fig.5, Operating Profit Forecasts, Performance by Industry, 
2016 compared to 2015. 

Increase(n=388) Units Cos,% Decrease (n=203) Units Cos,%

Responses % Responses %

1
Food/agricultural/fishery

processed
16 69.6 1 Hotel/travel/restaurant 10 47.6

2 Mining 4 66.7 2 Clothing and textile products 3 42.9

3 Medical Devices 5 62.5 2 Distribution 3 42.9

4
Motor vehicle and motorcycle

parts and accessories
16 57.1 4 Transport/warehousing 25 38.5

5 Ceramic/stone/ clay 4 50.0 5 Precision equipment 8 38.1

5 Rubber  Products 7 50.0

Increase (n=384) Units Cos,% Decrease (n=203) Units Cos,%

Responses % Responses %

1 Sales increase in local markets 245 63.8 1 Sales decrease in local markets 96 47.3

2
Sales increase due to export

expansion
117 30.5 2 Exchange rate fluctuation 81 39.9

3 Reduction of labor costs 68 17.7 3 Increase of labor costs 40 19.7

3

Reduction of other

expenditures (e.g.

administrative/utility costs)

68 17.7 4

Production costs insufficiently

transferred into selling price of

goods

35 17.2

5
Improvement of production

efficiency
64 16.7 5

Sales decrease due to export

slowdown
34 16.7

1. Operating Profit Forecasts (3) 



Fig.8, Operating Profit Forecasts, Performance by Industry, 
2017 compared to 2016  

Fig.9, Operating Profit  Forecasts by Industries forecasting a large 
percentage  Increase or Decrease, 2017 compared to 2016 
 (multiple answers) 

Fig.10, Top 5 Reasons for an Increase or Decrease Operating Profit  
Forecast, 2017 compared to 2016 (multiple answers) 

When asked their forecast for 2017 operating profits compared to the previous year, almost half of the respondents  (45.0%)  ŀƴǎǿŜǊŜŘ άbƻ /ƘŀƴƎŜέ Σ ǿƘƛƭŜ поΦл҈  
ŀƴǎǿŜǊŜŘ  άLƴŎǊŜŀǎŜέ ŀƴŘ мнΦл҈  ŀƴǎǿŜǊŜŘ  ά5ŜŎǊŜŀǎŜΦέ  
When viewed by industry type, tƘŜ ƭŀǊƎŜǎǘ ƴǳƳōŜǊ ƻŦ  ǊŜǎǇƻƴŘŜƴǘǎ ǿƘƻ  ǎŜƭŜŎǘŜŘ ǘƘŜ ŀƴǎǿŜǊ  άLƴŎǊŜŀǎŜέ were  for  άaŜŘƛŎŀƭ 5ŜǾƛŎŜǎ άόтрΦл҈ύ ŦƻƭƭƻǿŜŘ by άtƭŀǎǘƛŎ 
tǊƻŘǳŎǘǎέ όтнΦт҈ ύΦ 
The majority of respondents forecasted an increase in 2017 operating profits  due to ά{ŀƭŜǎ ƛƴŎǊŜŀǎŜ ƛƴ ƭƻŎŀƭ ƳŀǊƪŜǘǎΦέ (69.6%) 
However 46.2% of respondents forecasted a decrease in нлмт ƻǇŜǊŀǘƛƴƎ ǇǊƻŦƛǘǎ  ŘǳŜ ǘƻ ά9ȄŎƘŀƴƎŜ ǊŀǘŜ ŦƭǳŎǘǳŀǘƛƻƴǎέ ŀ ƘǳƎŜ ƛƴŎǊŜŀǎŜ ŎƻƳǇŀǊŜŘ ǘƻ нлмр ŀǘ муΦф҈Φ 
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Increase  (n=427) Units cos.,% Decrease  (n=119) Units cos.,%

Responses % Responses %

1 Medical Devices 6 75.0 1 Mining 2 33.3

2 Plastic products 8 72.7 2

General machinery (including

metal molds and machine

tools)

10 27.0

3
Foods/agricultural/fishery

processing
15 65.2 3 Insurance 6 26.1

4 Ceramic/stone/ clay 5 62.5 4 Securities 2 25.0

5
Fabricated metal products

(including plated products)
8 61.5 5

Motor vehicle and motorcycle

parts and accessories
12 21.1

Reasons for forecasting an Increase  (n=425)Reasons for forecasting a Decrease  (n=119)

Units cos.,% Units cos.,%

Responses % Responses %

1 Sales increase in local markets 296 69.6 1 Sales decrease in local markets 58 48.7

2
Sales increase due to export

expansion
144 33.9 2 Exchange rate fluctuations 55 46.2

3
Improvement of production

efficiency
88 20.7 3 Increase of procurement costs 25 21.0

4 Improvement of sales efficiency 74 17.4 3 Increase of labor costs 25 21.0

5

Reduction of other

expenditures  (e.g.

administrative/utility costs)

70 16.5 5

Production costs insufficiently

transferred into selling price of

goods

23 19.3

1. Operating Profit Forecasts (4) 



Fig.12, Operating Profit Forecasts by Country, 2017 compared to 
2016 
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When asked how operating profit forecasts would change for 2016  compared to the previous year by country, Romania topped with 71.4%  answering 
άLƴŎǊŜŀǎŜέΣ ŦƻƭƭƻǿŜŘ ōȅ tƻǊǘǳƎŀƭΣ tƻƭŀƴŘΣ LǘŀƭȅΣ {ǿŜŘŜƴ ŀƴŘ IǳƴƎŀǊȅ ΣǿƘƛŎƘ ǿŜǊŜ ŀƭƭ ŀōƻǾŜ рл ҈Φ 
When asked how their operating profit forecasts would change for 2017 compared to the previous year by country, Slovakia lead with  85.7 % answering 
άIncreaseέΣ ŦƻƭƭƻǿŜŘ ōȅ wƻƳŀƴƛŀΣ tƻƭŀƴŘΣ {ǇŀƛƴΣ LǊŜƭŀƴŘΣ LǘŀƭȅΣ tƻǊǘǳƎŀƭΣ {ǿŜŘŜƴ ŀƴŘ ¢ƘŜ bŜǘƘŜǊƭŀƴŘǎ ŀǘ ƳƻǊŜ ǘƘŀƴ рл҈Φ 
¢ƘŜ Ƴƻǎǘ ŎƻƳƳƻƴ ǊŜŀǎƻƴ ƎƛǾŜƴ ŦƻǊ ŀƴ ƛƴŎǊŜŀǎŜ ƛƴ нлмт ǿŀǎ ά{ŀƭŜǎ ƛƴŎǊŜŀǎŜ ƛƴ ƭƻŎŀƭ ƳŀǊƪŜǘǎέ Φ ¢ƘŜǎŜ н ŎƻǳƴǘǊƛŜǎ ǿŜǊŜ  ǇŀǊǘƛŎǳƭarly  high at  88.9% in Sweden, 
83.3%  in Slovakia.  
There were 4 countries that showed a large proportion of change  within  those who answered  an increase in profit forecast  between 2016 to 2017. Slovakia 
topped with an increase of  57.1 percentage points (pp), followed by the Netherlands at 15.7pp, Spain 15.4 pp  and  Ireland 13.0 pp.  
When asked how their operating profit forecasts would change for 2017 compared to the previous year, by country, the UK was the second lowest with  

          31.6% predicting an increase, followed by Greece ranking bottom at 14.3%. 

Fig.11, Operating Profit Forecasts by Country, 2016 compared to 
2015  

1. Operating Profit Forecasts (5) 



Copyright © 2016 JETRO. All rights reserved. 12 

DI of Operating Profits forecasts for 2017 was 31.0 percentage points (pp), a 12.4pp increase from 2016. Slovakia topped at  85.7pp, the 
UK was 18.3 pp second lowest after Greece. 

Fig.13, DI of Operating Profit Forecasts by Country, 2016 
compared to 2015 

Fig. 14, DI of Operating Profit Forecasts by Country,  2017 
compared to 2016 

DI= Diffusion Index is a method of summarizing the common tendency of a group of statistical series, which is helpful in assessing the overall state of the 
economy. 

1. Operating Profit Forecasts (6) 
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Fig.15, Operating Profit Forecasts over the last 5 years  for Europe and the UK 

Over the past 5 years, comparing the trends of operating profit forecasts found by this annual survey, it can be seen that Japanese- affiliated companies in 
the UK and Japanese-affiliated companies in Europe have shown similar trends. However for the 2017 forecast, Japanese-affiliated companies in the UK 
could see the effects from the UKΩǎ 9¦ referendum result.  
 The no. of respondents answering Increase has drastically fallen by 9.1 percentage points compared to the previous year.  
 The no. of respondents selecting No change also rose by 3.8 percentage points. 

1. Operating Profit Forecasts (7) 



Overall ά9ǳǊƻǇŜŀƴ ǇƻƭƛǘƛŎŀƭ ŀƴŘ ǎƻŎƛŀƭ ŎƻƴŘƛǘƛƻƴǎέ ǿŀǎ ǊŀǘŜŘ ŀǎ ǘƘŜ Ƴŀƛƴ operational challenge at 47.9%, increasing by 12.9 pp  ŦǊƻƳ ƭŀǎǘ ȅŜŀǊΩǎ 
4th place. This could indicate increasing political uncertainty such as rising populism and EU scepticism as well as growing concerns about the 
impact on consumption and decreasing tourism, caused by terrorism and migration crisis. In the non-manufacturing category it was even higher 
at 50.2% (+13.1pp). 
 ά9ȄŎƘŀƴƎŜ ǊŀǘŜ fluctuationsέ ǊƻǎŜ ŦǊƻƳ рth place to 2nd place, increasing by 13.5 pp to 47.8%. The UKs withdrawal from the EU seems to have 
had a big influence. Especially in the manufacturing industry, who responded that it was the biggest challenge at 51.4%, (+12.2 pp). 
ά{ŜŎǳǊƛƴƎ IǳƳŀƴ wŜǎƻǳǊŎŜǎέ ŎƻƴǘƛƴǳŜŘ ǘƻ ōŜ 2nd place, same as last year (47.8%,+4.4 pp). 
άtǳōƭƛŎ ǎŀŦŜǘȅ egΣ ǘŜǊǊƻǊƛǎƳέ ǊŀƴƪŜŘ 6th place at 34.2%. 
[ŀǎǘ ȅŜŀǊΩǎ Ƴŀƛƴ ŎƘŀƭƭŜƴƎŜ ƘŀŘ ōŜŜƴ άIƛƎƘ ƭŀōƻǳǊ ŎƻǎǘǎέΣ ƘƻǿŜǾŜǊ ǘƘƛǎ has decreased by 4.0 pp to 4th place at 41.2%. 
Many respondents highlighted that "the uncertainty associated with the UK withdrawing from the EU" affected many fields such as trade policy, 
investment policy, tax systems, labour issues and regulation.  
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Fig.16,  Operational Challenges in Europe   

All Sectors (n=957) Units Cos,% Manufacturing (n=453) Units Cos,% Non-Manufacturing (n=504) Units Cos, %

Responses % Responses % Responses %
1 European political and social conditions 458 47.9 1 Exchange rate fluctuations 233 51.4 1 European political and social conditions 253 50.2
2 Exchange rate fluctuations 457 47.8 2 Securing human resources 226 49.9 2 Securing human resources 231 45.8
2 Securing human resources 457 47.8 3 European political and social conditions 205 45.3 3 Exchange rate fluctuations 224 44.4
4 High labour costs 394 41.2 4 High labour costs 198 43.7 4 High labour costs 196 38.9
5 Transfer pricing taxation 355 37.1 5 Lower prices offered by competitors 194 42.8 5 Public safety eg, terrorism 190 37.7
6 Public safety eg, terrorism 327 34.2 6 Transfer pricing taxation 186 41.1 6 Transfer pricing taxation 169 33.5
7 Lower prices offered by competitors 319 33.3 7 Entry of new competitors 149 32.9 7 Entry of new competitors 161 31.9

8 Entry of new competitors 310 32.4 8 Economic slowdown, market contraction 139 30.7 8 Economic slowdown, market contraction 160 31.7
9 Economic slowdown, market contraction 299 31.2 9 Public safety eg, terrorism 137 30.2 9 Strict dismissal laws 146 29.0

10 Strict dismissal laws 270 28.2 10 Strict dismissal laws 124 27.4 10 Visa/work permits 143 28.4

2.  Operational Challenges (1) 



All Sectors (n=854) Units Cos, % Manufacturing (n=398) Units Cos,% Non-Manufacturing (n=456) Units Cos, %

Responses % Responses % Responses %

1 European political and social conditions 418 48.9 1 Exchange rate fluctuations 211 53.0 1 European political and social conditions 239 52.4

2 Exchange rate fluctuations 415 48.6 2 High labour costs 193 48.5 2 Securing human resources 206 45.2

3 Securing human resources 389 45.6 3 Securing human resources 183 46.0 3 Exchange rate fluctuations 204 44.7

4 High labour costs 381 44.6 4 European political and social conditions 179 45.0 4 High labour costs 188 41.2

5 Transfer pricing taxation 317 37.1 5 Lower prices offered by competitors 171 43.0 5 Public safety eg, terrorism 182 39.9

6 Public safety  eg, terrorism 305 35.7 6 Transfer pricing taxation 160 40.2 6 Transfer pricing taxation 157 34.4

7 Lower prices offered by competitors 276 32.3 7 Entry of new competitors 130 32.7 7 Economic slowdown, market contraction 148 32.5

8 Economic slowdown, market contraction 275 32.2 8 Economic slowdown, market contraction 127 31.9 8 Entry of new competitors 142 31.1

9 Entry of new competitors 272 31.9 9 Public safety  eg,terrorism 123 30.9 9 Strict dismissal laws 140 30.7

10 Strict dismissal laws 254 29.7 10 Strict dismissal laws 114 28.6 10 Visa/work permits 129 28.3

11 Visa/work permits 209 24.5 11 Procurement costs 99 24.9 11 Quality of workforce 112 24.6

12 Quality of workforce 203 23.8 12 Quality of workforce 91 22.9 12 Lower prices offered by competitors 105 23.0

13 Expensive social security burdens 173 20.3 13 REACH 89 22.4 13 Expensive social security burdens 86 18.9

14 Procurement costs 153 17.9 14 Expensive social security burdens 87 21.9 14
Frequent investment legislation

revisions
69 15.1

15 REACH 148 17.3 15 High labour cost growth rate 81 20.4 15
Competitors' improvement of product

quality
66 14.5

16 High labour cost growth rate 144 16.9 16 Visa/work permits 80 20.1 16 High labour cost growth rate 63 13.8

17
Competitors' improvement of product

quality
136 15.9 17 Deliveries 70 17.6 17 Collection of receivables 59 12.9

18
Frequent investment legislation

revisions
119 13.9 17

Competitors' improvement of product

quality
70 17.6 17 REACH 59 12.9

19 Deliveries 110 12.9 19 Quality 56 14.1 17 Personal Data Protection Act 59 12.9

20 Customs clearance issues 107 12.5 20 Customs clearance issues 55 13.8 20
Procedures for VAT refunds are complex

and/or lack transparency
58 12.7

In Western Europe, ά9ǳǊƻǇŜŀƴ ǇƻƭƛǘƛŎŀƭ ŀƴŘ ǎƻŎƛŀƭ ŎƻƴŘƛǘƛƻƴǎέ όпуΦф%,+13.6pp) ǘƻǇǇŜŘ ƭŀǎǘ ȅŜŀǊΩǎ Ƴƻǎǘ ǇƻǇǳƭŀǊ ŎƘƻƛŎŜΣ ǿƘƛŎƘ ǿŀǎ άIƛƎƘ ƭŀōƻǳǊ Ŏƻǎǘǎέ 
(44.6%,-4.0pp). 
In manufacturing, cƻƳǇŀǊŜŘ ǘƻ ƭŀǎǘ ȅŜŀǊΣ άExchange rate ŦƭǳŎǘǳŀǘƛƻƴǎέ has increased by 13.1pp becoming the biggest issue at 53.0%, ǿƘŜǊŜŀǎ άIƛƎƘ 
ƭŀōƻǳǊ Ŏƻǎǘǎέ ŘŜŎǊŜŀǎŜŘ ōȅ оΦт ǇǇ ǘƻ пуΦр҈Σ ά{ŜŎǳǊƛƴƎ ƘǳƳŀƴ ǊŜǎƻǳǊŎŜǎέ ƛƴŎǊŜŀǎŜŘ ōȅ рΦоǇǇ ǘƻ 46.0%. 
In non-ƳŀƴǳŦŀŎǘǳǊƛƴƎΣ ά9ǳǊƻǇŜŀƴ ǇƻƭƛǘƛŎŀƭ ŀƴŘ ǎƻŎƛŀƭ ŎƻƴŘƛǘƛƻƴǎέ became the chief issue increasing by 15.0pp ǘƻ рнΦп҈Σ ά{ŜŎǳǊƛƴƎ ƘǳƳŀƴ ǊŜǎƻǳǊŎŜǎέ 
ŘŜŎǊŜŀǎŜŘ ōȅ оΦуǇǇ ǘƻ прΦн҈Σ ά9ȄŎƘŀƴƎŜ ǊŀǘŜ ŦƭǳŎǘǳŀǘƛƻƴǎέ hugely increased by 15.7pp to 44.7%.  

Fig.17, Operational Challenges in Western Europe  
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2.  Operational Challenges (2) 



/ƻƴǘƛƴǳƛƴƎ ŦǊƻƳ ƭŀǎǘ ȅŜŀǊ ά{ŜŎǳǊƛƴƎ ƘǳƳŀƴ ǊŜǎƻǳǊŎŜǎέ maintained its position as the main challenge, in both Central & Eastern European 
manufacturing (78.2%) and non-manufacturing (52.1%). This perhaps indicates the amount of talent that is flowing towards the UK as well as other 
countries. 
In manufacturing, since last year άIƛƎƘ ƭŀōƻǳǊ Ŏƻǎǘ ƎǊƻǿǘƘ ǊŀǘŜέ ƘǳƎŜƭȅ increased by 20.0pp, reaching 2nd ǇƭŀŎŜ ŀǘ рлΦф҈Φ CǳǊǘƘŜǊƳƻǊŜ ά9ǳǊƻǇŜŀƴ 
ǇƻƭƛǘƛŎŀƭ ŀƴŘ ǎƻŎƛŀƭ ŎƻƴŘƛǘƛƻƴǎέ ŀƭǎƻ ƛƴŎǊŜŀǎŜŘ ōȅ мпΦсǇǇ ǘƻ птΦо҈ ŀƴŘ ά¢ǊŀƴǎŦŜǊ ǇǊƛŎƛƴƎ ǘŀȄŀǘƛƻƴέ όптΦо%,+3.7pp) continued at the same rate.  

         ά{ƘƻǊǘŀƎŜ ƻŦ ŘƻƳŜǎǘƛŎ ǇǊƻŎǳǊŜƳŜƴǘ ǎƻǳǊŎŜǎέ ǿŀǎ ƭŀǎǘ ȅŜŀǊ нnd place,  however fell by 16.3pp to 10th place at 27.3% showing improvement. 
In non-ƳŀƴǳŦŀŎǘǳǊƛƴƎΣ ά9ȄŎƘŀƴƎŜ ǊŀǘŜ ŦƭǳŎǘǳŀǘƛƻƴǎέ ƛƴŎǊŜŀǎŜŘ by 6.0 ǇǇ ǘƻ пмΦт҈ ŀƴŘ ά[ƻǿŜǊ ǇǊƛŎŜǎ ƻŦŦŜǊŜŘ ōȅ ŎƻƳǇŜǘƛǘƻǊǎέ ǊŜŘǳŎŜŘ ōȅ нΦпǇǇ ǘƻ 
41.7%, reaching 2nd and 3rd place. Compared to last year ά±ƛǎŀκ ǿƻǊƪ ǇŜǊƳƛǘǎέ ǎŜŜƳǎ ǘƻ ƘŀǾŜ ǎƛƎƴƛŦƛŎŀƴǘƭȅ ƛƳǇǊƻǾŜŘΣ ŦŀƭƭƛƴƎ ōȅ нлΦу ǇǇ ŦǊƻƳ нnd place to 
5th at 29.2% . 
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Fig.18, Operational Challenges in Central & Eastern Europe 

All Sectors n=103 Units Cos,% Manufacturing (n=55) Units Cos, % Non-Manufacturing (n=48) Units Cos, %

Responses % Responses % Responses %

1 Securing human resources 68 66.0 1 Securing human resources 43 78.2 1 Securing human resources 25 52.1

2 Lower prices offered by competitors 43 41.7 2 High labour cost growth rate 28 50.9 2 Exchange rate fluctuations 20 41.7

3 Exchange rate fluctuations 42 40.8 3 European political and social conditions 26 47.3 2 Lower prices offered by competitors 20 41.7

4 High labour cost growth rate 41 39.8 3 Transfer pricing taxation 26 47.3 4 Entry of new competitors 19 39.6

5 European political and social conditions 40 38.8 5 Visa/work permits 23 41.8 5 Visa/work permits 14 29.2

6 Transfer pricing taxation 38 36.9 5 Quality of workforce 23 41.8 5 Highways 14 29.2

6 Entry of new competitors 38 36.9 5 Lower prices offered by competitors 23 41.8 5 European political and social conditions 14 29.2

8 Visa/work permits 37 35.9 8 Exchange rate fluctuations 22 40.0 8 High labour cost growth rate 13 27.1

9 Quality of workforce 33 32.0 9 Entry of new competitors 19 34.5 9 Transfer pricing taxation 12 25.0

10 Economic slowdown, market contraction 24 23.3 10
Shortage of domestic procurement

sources
15 27.3 9 Economic slowdown, market contraction 12 25.0

11
Shortage of domestic procurement

sources
23 22.3 11 REACH 14 25.5 11 Collection of receivables 11 22.9

12 Highways 22 21.4 11 Public safety  eg,terrorism 14 25.5 12 Quality of workforce 10 20.8

12 Public safety eg, terrorism 22 21.4 13 Procurement costs 12 21.8 13
Frequent investment legislation

revisions
9 18.8

14 General road conditions 19 18.4 13 Economic slowdown, market contraction 12 21.8 14 High labour costs 8 16.7

15
Frequent investment legislation

revisions
18 17.5 13 Increase of energy cost 12 21.8 14 Quality 8 16.7

15 Procurement costs 18 17.5 16 General road conditions 11 20.0 14
Shortage of domestic procurement

sources
8 16.7

17 Quality 17 16.5 17
Procedures for VAT refunds are complex

and/or lack transparency
10 18.2 14 General road conditions 8 16.7

17 REACH 17 16.5 17 Strict dismissal laws 10 18.2 14 Public safety  eg, terrorism 8 16.7

19
Procedures for VAT refunds are complex

and/or lack transparency
16 15.5 17

Competitors' improvement of product

quality
10 18.2 19 Deliveries 7 14.6

19 Strict dismissal laws 16 15.5 20 Customs clearance issues 9 16.4 20
Procedures for VAT refunds are complex

and/or lack transparency
6 12.5

20
Frequent investment legislation

revisions
9 16.4 20 Strict dismissal laws 6 12.5

20 Quality 9 16.4 20 Procurement costs 6 12.5

2.  Operational Challenges (3) 



2012 n=218) (%) 2013 (n=267) (%) 2014 (n=255) (%) 2015 (n=259) (%) 2016 (n=271) (%)

1 Visa/work permits 35.8 1 Securing human resources 43.4 1 Securing human resources 42.7 1 High labour costs 44.8 1 Exchange rate fluctuations 59.8

2 Securing human resources 35.3 2 Exchange rate fluctuations 40.4 2 High labour costs 39.6 2 Securing human resources 43.6 2
European political and social

conditions
55.0

3 Exchange rate fluctuations 34.9 3
Economic slowdown, market

contraction
37.1 3 Visa/work permits 34.5 3 Exchange rate fluctuations 41.7 3 Securing human resources 47.2

4
European political and social

conditions
29.8 4 Visa/work permits 36.3 4 Transfer pricing taxation 31.4 4 Visa/work permits 38.2 4 High labour costs 46.1

5 Transfer pricing taxation 29.4 5 Transfer pricing taxation 33.7 4 Exchange rate fluctuations 31.4 5
European political and social

conditions
35.1 5

Economic slowdown, market

contraction
39.5

6 Quality of workforce 28.9 6 High labour costs 33.0 6
Economic slowdown, market

contraction
29.8 6 Transfer pricing taxation 30.9 6 Security  eg, terrorism 32.8

7 Strict dismissal laws 28.4 7 Entry of new competitors 29.6 7 Quality of workforce 27.5 7
Lower prices offered by

competitors
26.6 7 Transfer pricing taxation 32.1

8
Lower prices offered by

competitors
28.0 8

Lower prices offered by

competitors
25.5 8

Lower prices offered by

competitors
25.9 8 Strict dismissal laws 25.1 8 Visa/work permits 31.0

9 High labour costs 27.5 8 Strict dismissal laws 22.5 9
European political and social

conditions
23.5 9 Quality of workforce 23.2 9 Quality of workforce 27.7

10 Entry of new competitors 22.0 8 Quality of workforce 22.5 10 Strict dismissal laws 20.8 9
Economic slowdown, market

contraction
23.2 9 Entry of new competitors 27.7

11
Procedures for VAT refunds are

complex and/or lack transparency
15.1 11

European political and social

conditions
20.2 10 Entry of new competitors 20.8 11 Entry of new competitors 22.8 11

Lower prices offered by

competitors
27.3

11 High labour cost growth rate 15.1 12 Procurement costs 19.1 12 High labour cost growth rate 19.6 12 High labour cost growth rate 20.5 12 High labour cost growth rate 19.9

13
Competitors' improvement of

product quality
13.8 13 Deliveries 16.9 13

Frequent investment legislation

revisions
16.5 12 Procurement costs 20.5 13 Strict dismissal laws 18.8

14 Procurement costs 13.3 14 High labour cost growth rate 16.1 14 Expensive social security burdens15.7 14 Expensive social security burdens16.6 14 Procurement costs 18.1

15 REACH 12.8 14 REACH 16.1 14

 Impacts to business from the

issues surrounding the situation

in Ukraine

15.7 15

Impacts to businss from the

discussion on withdrawing from

the EU or the Eurozone

15.8 15
Frequent investment legislation

revisions
16.6

16 Expensive social security burdens11.9 16 Expensive social security burdens14.6 16
Procedures for VAT refunds are

complex and/or lack transparency
13.7 16

Frequent investment legislation

revisions
15.1 16

Competitors' improvement of

product quality
14.8

16 Collection of receivables 11.9 16
Frequent investment legislation

revisions
14.6 16 Procurement costs 13.7 17

Competitors' improvement of

product quality
14.7 17 Customs clearance issues 13.7

18 Deliveries 11.0 18 Change in tax rate 13.1 18 Deliveries 13.3 18 Deliveries 12.7 18 Quality 13.3

19
Frequent investment legislation

revisions
10.1 19

Competitors' improvement of

product quality
11.6 18 REACH 13.3 18 REACH 12.7 19 Deliveries 12.9

20 Change in tax rate 9.6 20
Procedures for VAT refunds are

complex and/or lack transparency
11.2 20 Customs clearance issues 12.2 20 Customs clearance issues 10.8 20 Personal Data Protection Act 12.5

20 Quality             9.6

Fig.19,  Operational Challenges in UK 
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[ƻƻƪƛƴƎ ŀǘ ǘƘŜ ¦YΣ ǘƘƛǎ ȅŜŀǊ ǘƘŜ ǘǿƻ ƘƛƎƘŜǎǘ ǊŜǎǇƻƴǎŜǎ ŀǊŜ ά9ȄŎƘŀƴƎŜ ǊŀǘŜ ŦƭǳŎǘǳŀǘƛƻƴǎέ ƛƴŎǊŜŀǎƛƴƎ ōȅ муΦмǇǇ ǘƻ рфΦу҈ ŀƴŘ ά9ǳropean 
ǇƻƭƛǘƛŎŀƭ ŀƴŘ ǎƻŎƛŀƭ ŎƻƴŘƛǘƛƻƴǎ έ increasing  by 19.9pp to 55.0 % . 
!ƭǘƘƻǳƎƘ ά9ŎƻƴƻƳƛŎ ǊŜŎŜǎǎƛƻƴ ŀƴŘ ǎƘǊƛƴƪƛƴƎ ƳŀǊƪŜǘǎέ ƘŀŘ ƘŀŘ ŀ ƭƻǿ ǊŜǎǇƻƴǎŜ ǎƛƴŎŜ нлмоΣ ƛƴ нлмс ƛǘ ǎǳŘŘŜƴƭȅ ƛƴŎǊŜŀǎŜŘ  ōȅ мсΦоpp to 
5th  place at 39.5%. This could show that the concern about the economic impact of the UK 's withdrawal from the EU has strengthened. 

* ά9ŎƻƴƻƳƛŎ ǊŜŎŜǎǎƛƻƴ ŀƴŘ ǎƘǊƛƴƪƛƴƎ ƳŀǊƪŜǘǎέ ŎƘƻƛŎŜ ǿŀǎ ŀŘŘŜŘ ƛƴ нлмо  

2.  Operational Challenges (4) 



Fig.20-1, Operational Challenges in Leading European Countries 
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Compared to last year, across leading European Countries ά9ȄŎƘŀƴƎŜ ǊŀǘŜ ŦƭǳŎǘǳŀǘƛƻƴǎέ generally rose by more than 10pp. In particular it was noted that 
Spain and Poland significantly increased by 33.1pp and 20.2pp. However Ireland, Czech Republic and Hungary decreased. 
Looking ŀǘ ά9ǳǊƻǇŜŀƴ political and ǎƻŎƛŀƭ ŎƻƴŘƛǘƛƻƴǎέ the UK, France, Spain, Ireland and Hungary response increased by more than 15pp. Strikingly, 
Irelands response rose by an amazing плΦфǇǇΦ tŜǊƘŀǇǎ ǘƘƛǎ ƳƛƎƘǘ ǎǳƎƎŜǎǘ ǘƘŀǘ ǘƘŜ ¦YΩǎ ǿƛǘƘŘǊŀǿŀƭ ŦǊƻƳ ǘƘŜ 9¦Σ ŀǎ ǿŜƭƭ ŀǎ bƻǊǘƘŜǊƴ LǊŜƭŀƴŘǎ ŦǳǘǳǊŜ 
relationship could be influencing their concern. 
In France, Italy, the Netherlands and Belgium, the proportion that responded to άtǳōƭƛŎ ǎŀŦŜǘȅ egΣ ǘŜǊǊƻǊƛǎƳ ŜǘŎΦέ ǿŀǎ high. 
ά9ŎƻƴƻƳƛŎ ǊŜŎŜǎǎƛƻƴ ŀƴŘ ǎƘǊƛƴƪƛƴƎ ƳŀǊƪŜǘǎέ  ŎƘƻƛŎŜ ƘŀŘ ōŜŜƴ ŦŀƭƭƛƴƎ ƛƴ Ǌŀƴƪ ǎƛƴŎŜ ƛǘ ǿŀǎ ŀŘŘŜŘ ƛƴ нлмо, until this year, where it became striking amongst 
ƭŜŀŘƛƴƎ 9ǳǊƻǇŜŀƴ ŎƻǳƴǘǊƛŜǎΦ  Lƴ ŦŀŎǘ ǘƘŜ ¦YΩǎ ǊŜǎǇƻƴǎŜ ǊŀǘŜ ƛƴŎǊŜŀǎŜŘ ōȅ мсΦоǇǇ ǎƛƴŎŜ ƭŀǎǘ ȅŜŀǊΦ 
In CǊŀƴŎŜΣ Lǘŀƭȅ рл҈Σ ǊŜǇƭƛŜŘ ǘƘŀǘ άStrict dismissal ƭŀǿǎέ ǿŜǊŜ ǘƘŜ ōƛƎƎŜǎǘ ǇǊƻōƭŜƳ. 

UK (n=271) (%) Germany (n=207) (%) France (n=86) (%) Spain (n=39) (%) Italy(n=28) (%)

1 Exchange rate fluctuations 59.8 1 Securing human resources 58.5 1 Strict dismissal laws 60.5 1 Exchange rate fluctuations 64.1 1 Strict dismissal laws 50.0

2
European political and social

conditions
55.0 2 Exchange rate fluctuations 48.8 2 High labour costs 53.5 2

European political and social

conditions
53.8 1

European political and social

conditions
50.0

3 Securing human resources 47.2 3
European political and social

conditions
46.9 3 Transfer pricing taxation 44.2 3 Entry of new competitors 46.2 3

Economic slowdown, market

contraction
46.4

4 High labour costs 46.1 3 High labour costs 46.9 3 Expensive social security burdens 44.2 4
Economic slowdown, market

contraction
41.0 3 Public safety  eg,terrorism 46.4

5
Economic slowdown, market

contraction
39.5 3 Transfer pricing taxation 46.9 5 Public safety  eg,terrorism 41.9 4

Lower prices offered by

competitors
41.0 5 Exchange rate fluctuations 39.3

6 Public safety  eg,terrorism 32.8 6 Public safety  eg,terrorism 39.6 6 Exchange rate fluctuations 40.7 6 Transfer pricing taxation 30.8 6 Transfer pricing taxation 35.7

7 Transfer pricing taxation 32.1 7
Lower prices offered by

competitors
38.2 6

European political and social

conditions
40.7 6 Securing human resources 30.8 6 High labour costs 35.7

8 Visa/work permits 31.0 8 Entry of new competitors 35.3 8
Lower prices offered by

competitors
33.7 6

Competitors' improvement of

product quality
30.8 6 Entry of new competitors 35.7

9 Quality of workforce 27.7 9 Strict dismissal laws 34.3 9 Visa/work permits 32.6 9 Strict dismissal laws 25.6 6
Lower prices offered by

competitors
35.7

9 Entry of new competitors 27.7 10 REACH 26.1 10 Securing human resources 31.4 9 Public safety  eg,terrorism 25.6 10 Visa/work permits 32.1

11
Lower prices offered by

competitors
27.3 11 Quality of workforce 24.2 10 Union activities/strikes 31.4 11 Visa/work permits 23.1 10 Expensive social security burdens 32.1

12 High labour cost growth rate 19.9 12 High labour cost growth rate 23.2 12 Quality of workforce 30.2 11 REACH 23.1 12
Procedures for VAT refunds are

complex and/or lack transparency
28.6

13 Strict dismissal laws 18.8 13
Economic slowdown, market

contraction
21.7 12 Entry of new competitors 30.2 13 High labour costs 20.5 12 Securing human resources 28.6

14 Procurement costs 18.1 14 Expensive social security burdens 19.8 14
Economic slowdown, market

contraction
29.1 13 Quality of workforce 20.5 14 Collection of receivables 25.0

15
Frequent investment legislation

revisions
16.6 15 Procurement costs 19.3 15 REACH 23.3 13 Collection of receivables 20.5 14 Deliveries 25.0

2.  Operational Challenges (5) 



The Netherlands (n=69) (%) Belgium (n=49) (%) Ireland (n=22) (%) Poland (n=31) (%) Czech Republic (n=25) (%) Hungary (n=24) (%)

1
European political and

social conditions
55.1 1 High labour costs 53.1 1

European political and

social conditions
54.5 1

Lower prices offered by

competitors
61.3 1

Securing human

resources
72.0 1

Securing human

resources
87.5

1
Public safety  eg,

terrorism
55.1 2

Securing human

resources
51.0 2 Entry of new competitors 40.9 2

Securing human

resources
58.1 2 Transfer pricing taxation 56.0 2

High labour cost growth

rate
62.5

3
Securing human

resources
50.7 3

Public safety  eg,

terrorism
46.9 3

Exchange rate

fluctuations
36.4 2 Entry of new competitors 58.1 3

European political and

social conditions
52.0 3

European political and

social conditions
50.0

4 Transfer pricing taxation 47.8 4
Exchange rate

fluctuations
42.9 3 High labour costs 36.4 4

Exchange rate

fluctuations
45.2 3

High labour cost growth

rate
52.0 3 Quality of workforce 50.0

5 Strict dismissal laws 42.0 5
European political and

social conditions
38.8 3 Transfer pricing taxation 36.4 5

European political and

social conditions
41.9 3 Visa/work permits 52.0 5

Exchange rate

fluctuations
41.7

6
Exchange rate

fluctuations
40.6 6

Lower prices offered by

competitors
30.6 6 Visa/work permits 31.8 5 Visa/work permits 41.9 6

Exchange rate

fluctuations
44.0 5 Transfer pricing taxation 41.7

7 High labour costs 36.2 7
Economic slowdown,

market contraction
28.6 6

Securing human

resources
31.8 7

High labour cost growth

rate
29.0 6

Lower prices offered by

competitors
44.0 7

Economic slowdown,

market contraction
37.5

7
Lower prices offered by

competitors
36.2 7 Transfer pricing taxation 28.6 8

Economic slowdown,

market contraction
27.3 8 Transfer pricing taxation 25.8 8 Quality of workforce 32.0 7 Entry of new competitors 37.5

9
Economic slowdown,

market contraction
31.9 7 Visa/work permits 28.6 8

High labour cost growth

rate
27.3 8

Public safety  eg,

terrorism
25.8 8

Shortage of domestic

procurement sources
32.0 9 Visa/work permits 29.2

10 Entry of new competitors 26.1 10 Entry of new competitors 26.5 10 Change in tax rate 22.7 10
Competitors'

improvement of product
22.6 10

Economic slowdown,

market contraction
28.0 9

Shortage of domestic

procurement sources
29.2

11 Quality of workforce 24.6 11
Expensive social security

burdens
20.4 10 Strict dismissal laws 22.7 11

Economic slowdown,

market contraction
19.4 10 REACH 28.0 11 Quality 20.8

12
Competitors'

improvement of product
21.7 11

Personal Data Protection

Act
20.4 10

Lower prices offered by

competitors
22.7 11 Strict dismissal laws 19.4 12 Quality 24.0 11 Procurement costs 20.8

13
Expensive social security

burdens
20.3 13 Procurement costs 18.4 13

Frequent investment

legislation revisions
18.2 11 Collection of receivables 19.4 12 Procurement costs 24.0 11 Increase of energy cost 20.8

13 Procurement costs 20.3 13 REACH 18.4 13
Difficulty in obtaining

credit
18.2 11 Deliveries 19.4 12 Highways 24.0 11

Public safety  eg,

terrorism
20.8

15 Visa/work permits 18.8 15
High labour cost growth

rate
14.3 13 Procurement costs 18.2 11

Shortage of domestic

procurement sources
19.4 12

Public safety  eg,

terrorism
24.0 15 Customs clearance issues 16.7

15 Collection of receivables 18.8 15 Strict dismissal laws 14.3 13
Housing bubble / sharp

rise in land prices
18.2 11 Highways 19.4 15

Frequent investment

legislation revisions
16.7

15 REACH 18.8 15 Quality of workforce 14.3 11 High labour costs 19.4 15 Change in tax rate 16.7

15

Competitors'

improvement of product

quality

14.3 15

Procedures for VAT

refunds are complex

and/or lack transparency

16.7

15 High labour costs 16.7

15
Expensive social security

burdens
16.7

15 Strict dismissal laws 16.7

15 Deliveries 16.7

15
Lower prices offered by

competitors
16.7

15 REACH 16.7
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Fig.20-2, Operational Challenges in Leading European Countries 

DŜǊƳŀƴȅΣ /ȊŜŎƘ wŜǇǳōƭƛŎ ŀƴŘ IǳƴƎŀǊȅ ŎƛǘŜŘ ά{ŜŎǳǊƛƴƎ ƘǳƳŀƴ ǊŜǎƻǳǊŎŜǎέ ŀǎ ǘƘŜƛǊ ōƛƎƎŜǎǘ ƛǎǎǳŜΣ ŀǎ ŘƛŘ ǘƘŜ 
Netherlands, Belgium and Poland whose response ratio was more than 50%. For Japanese-affiliated 
companies, it is expected that as it becomes more and more difficult to secure the necessary human 
resources, there will be a greater focus on nurturing talent , such as recruiting  for Industry 4.0 and IoT 
projects. 

2.  Operational Challenges (6) 



Central & Eastern European Non-Manufacturing companies cited ά9ƴǘǊȅ ƻŦ ƴŜǿ ŎƻƳǇŜǘƛǘƻǊǎέ ŀǎ ŀƴ ƻǇŜǊŀǘƛƻƴŀƭ ŎƘŀƭƭŜƴƎŜ όонΦп҈ ƛƴ 9ǳǊƻǇŜΣ офΦс҈ /ŜƴǘǊŀƭ ϧ 
Eastern European non-manufacturing sector, see Fig. 16&18). When asked the specific nationalities of these new competitors, the top answer given was  
ά/ƘƛƴŜǎŜ ŎƻƳǇŀƴƛŜǎέ ŀǘ ртΦм҈ όҌ мΦо ǇǇ ƭŀǎǘ ȅŜŀǊύΣ ŦƻƭƭƻǿŜŘ ōȅ ά9ǳǊƻǇŜŀƴ ŎƻƳǇŀƴƛŜǎέ at 44.5% +4.5pp  ŀƴŘ ά{Φ YƻǊŜŀƴ ŎƻƳǇŀƴƛŜǎέ at 21.0% - 1.6pp . In 
/ŜƴǘǊŀƭ ϧ 9ŀǎǘŜǊƴ 9ǳǊƻǇŜΣ ǘƘŜ ƭŀǊƎŜǎǘ ǊŜǎǇƻƴǎŜ ōȅ ŦŀǊ ǿŀǎ ά9ǳǊƻǇŜŀƴ ŎƻƳǇŀƴƛŜǎέ at 76.3%. 
By Industry, many respondents from Sales and  Electric machinery/electric hardware sectors selected Chinese companies and S. Korean companies as new 
competitors, whereas the Transport/warehousing sector companies selected European companies. 
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Fig.21, Nationalities of New Competitors 

Top 3 Industries choosing "Chinese companies" (n=177) Units cos

Responses

1 Sales company 46

2 Electric machinery/electric hardware 17

3 Trading company 14

Top 3 Industries choosing "European companies" (n=138) Units cos

Responses

1 Sales company 21

2 Transport/warehousing 19

3 Trading company 15

Top 3 Industries choosing  "S.Korean companies" (n=65) Units cos

Responses

1 Sales company 19

2 Electric machinery/electric hardware 6

2 Trading company 6

2.  Operational Challenges (7) 



Europe (n=880) Unit : cos, Western Europe (n=785) Unit : cos, Central & Eastern Europe (n=95) Unit : cos,

Responses % Responses % Responses %

1 Conducting in-depth research and surveys on competitors 315 35.8 1 Conducting in-depth research and surveys on competitors 284 36.2 1
Strengthening technical human resource development and

hiring more staff, etc
43 45.3

2
Strengthening technical human resource development and

hiring more staff, etc
306 34.8 2

Strengthening technical human resource development and

hiring more staff, etc
263 33.5 2 Conducting in-depth research and surveys on competitors 31 32.6

3 Strengthening R&D sectors 259 29.4 3 Strengthening R&D sectors 242 30.8 3 Developing cutting-edge manufacturing bases 26 27.4

4

Acquisitions of/tie-ups with other firms with advanced

technology or necessary brand names/technology (including

under consideration )

182 20.7 4

Acquisitions of/tie-ups with other firms with advanced

technology or necessary brand names/technology (including

under consideration )

170 21.7 4 Strengthening R&D sectors 17 17.9

5 Developing cutting-edge manufacturing bases 158 18.0 5 Developing cutting-edge manufacturing bases 132 16.8 5 Enhancing tie-ups with universities/research institutions 16 16.8

6 Enhancing tie-ups with universities/research institutions 130 14.8 6 Enhancing tie-ups with universities/research institutions 114 14.5 6

Acquisitions of/tie-ups with other firms with advanced

technology or necessary brand names/technology (including

under consideration )

12 12.6

7
Enhancing or reviewing, etc. your company's intellectual

property strategy
114 13.0 7

Enhancing or reviewing, etc. your company's intellectual

property strategy
106 13.5 7

Enhancing or reviewing, etc. your company's intellectual

property strategy
8 8.4

8
Utilizing tax structures at the initial stage of R&D (tax

deductions related to R&D costs, etc.)
25 2.8 8

Utilizing tax structures at the initial stage of R&D (tax

deductions related to R&D costs, etc.)
25 3.2 8

Utilizing tax structures at the initial stage of R&D (tax

deductions related to R&D costs, etc.)
1 1.1

9
Utilizing tax structures related to post-R&D commercial

activities (Patent Box system, etc.)
14 1.6 9

Utilizing tax structures related to post-R&D commercial

activities (Patent Box system, etc.)
13 1.7 Other 11 11.6

Other 98 11.1 Other 87 11.1

Europe (n=820) Unit : cos, Western Europe (n=737) Unit : cos, Central & Eastern Europe (n=83) Unit : cos,

Responses % Responses % Responses %

1 Strengthening R&D sectors 307 37.4 1 Strengthening R&D sectors 281 38.1 1
Strengthening technical human resource development and

hiring more staff, etc
38 45.8

2
Strengthening technical human resource development and

hiring more staff etc.
282 34.4 2

Strengthening technical human resource development and

hiring more staff, etc
244 33.1 2 Conducting in-depth research and surveys on competitors 31 37.3

3 Conducting in-depth research and surveys on competitors 271 33.0 3 Conducting in-depth research and surveys on competitors 240 32.6 3 Strengthening R&D sectors 26 31.3

4

Acquisitions of/tie-ups with other firms with advanced

technology or necessary brand names/technology (including

under consideration )

153 18.7 4

Acquisitions of/tie-ups with other firms with advanced

technology or necessary brand names/technology (including

under consideration )

147 19.9 4 Developing cutting-edge manufacturing bases 25 30.1

5 Developing cutting-edge manufacturing bases 144 17.6 5 Enhancing tie-ups with universities/research institutions 124 16.8 5 Enhancing tie-ups with universities/research institutions 9 10.8

6
strengthening collaborations with universities/research

institutions
133 16.2 6

Enhancing or reviewing, etc. your company's intellectual

property strategy
121 16.4 5

Enhancing or reviewing, etc. your company's intellectual

property strategy
9 10.8

7
Enhancing or reviewing, etc. your company's intellectual

property strategy
130 15.9 7 Developing cutting-edge manufacturing bases 119 16.1 7

Acquisitions of/tie-ups with other firms with advanced

technology or necessary brand names/technology (including

under consideration )

6 7.2

8
Utilizing tax structures at the initial stage of R&D (tax

deductions related to R&D costs, etc.)
30 3.7 8

Utilizing tax structures at the initial stage of R&D (tax

deductions related to R&D costs, etc.)
26 3.5 8

Utilizing tax structures at the initial stage of R&D (tax

deductions related to R&D costs, etc.)
4 4.8

9
Utilizing tax structures related to post-R&D commercial

activities (Patent Box system, etc.)
15 3.0 9

Utilizing tax structures related to post-R&D commercial

activities (Patent Box system, etc.)
14 1.9 9

Utilizing tax structures related to post-R&D commercial

activities (Patent Box system, etc.)
1 1.2

Other 76 9.3 Other 68 9.2 Other 8 9.6
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2016 

2015 
Fig.22, Initiatives for Sales in Europe 

!ŎǊƻǎǎ 9ǳǊƻǇŜ ά/ƻƴŘǳŎǘƛƴƎ ƛƴ-ŘŜǇǘƘ ǊŜǎŜŀǊŎƘ ŀƴŘ ǎǳǊǾŜȅǎ ƻƴ ŎƻƳǇŜǘƛǘƻǊǎέ ŀǘ орΦу%(+2.8pp), was the most common answer. A couple of respondents 
ŀƴǎǿŜǊŜŘ άŎƻƴŘǳŎǘƛƴƎ ŀ ǎǘǳŘȅ ƻŦ ŎƘŜŀǇŜǊ ǇǊƻŘǳŎǘǎέ ŀƴŘ άǿƘŜƴ Ŏƻǎǘ ŎƻƳǇŜǘƛǘƛǾŜƴŜǎǎ ƛƴǘŜƴǎƛŦƛŜǎΣ ŀƴŀƭȅȊƛƴƎ ǘƘŜ ŀŘǾŀƴǘŀƎŜǎ ƻŦ Ƴȅ products and 
conducting sales ǇǊƻƳƻǘƛƻƴǎέΦ 
¢ƘŜ ƘƛƎƘŜǎǘ ŎƘƻƛŎŜ ŦƻǊ ²ŜǎǘŜǊƴ 9ǳǊƻǇŜ ǿŀǎ ŀƭǎƻ ά/ƻƴŘǳŎǘƛƴƎ in-depth research and surveys on competitorsέ ŀǘ 36.2%(+3.6pp). Central & Eastern Europe 
responded  ά{ǘǊŜƴƎǘƘŜƴƛƴƎ ǘŜŎƘƴƛŎŀƭ ƘǳƳŀƴ ǊŜǎƻǳǊŎŜ  ŘŜǾŜƭƻǇƳŜƴǘ ŀƴŘ ƘƛǊƛƴƎ ƳƻǊŜ ǎǘŀŦŦΣ ŜǘŎΦέ όпрΦо%, -0.5pp), the same as the previous year. 

3.  Initiatives for Producing Differentiated, High Value-Added Products & Services (1) 
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Fig.23, Initiatives for Sales in Europe  

2015 

2016 

!ƳƻƴƎǎǘ aŀƴǳŦŀŎǘǳǊƛƴƎ /ƻƳǇŀƴƛŜǎΣ ά{ǘǊŜƴƎǘƘŜƴƛƴƎ wϧ5 ǎŜŎǘƻǊǎέ όплΦн҈ύ Ƙŀǎ ŘǊƻǇǇŜŘ ŦǊƻƳ ǘƘŜ ǘƻǇ ōȅ ммΦп ǇǇΣ ǿƘƛƭŜ ά{ǘǊŜƴƎǘƘŜƴƛƴg technical 
ƘǳƳŀƴ ǊŜǎƻǳǊŎŜ ŘŜǾŜƭƻǇƳŜƴǘ ŀƴŘ ƘƛǊƛƴƎ ƳƻǊŜ ǎǘŀŦŦέ Ƙŀǎ ƛƴŎǊŜŀǎŜŘ ōȅ оΦп ǇǇ ōŜŎƻƳƛƴƎ ǘƘŜ ǘƻǇ LƴƛǘƛŀǘƛǾŜ . 
ά/ƻƴŘǳŎǘƛƴƎ ƛƴ-ŘŜǇǘƘ ǊŜǎŜŀǊŎƘ ŀƴŘ ǎǳǊǾŜȅǎ ƻƴ ŎƻƳǇŜǘƛǘƻǊǎέ ǿŀǎ ǘƘŜ Ƴƻǎǘ ŎƻƳƳƻƴ ŀƴǎǿŜǊ ŦƻǊ ƴƻƴ-manufacturing companies, same as last year. 

Manufacturing (n=432) Unit : cos, Non-Manufacturing (n=388) Unit : cos,

Responses % Responses %

1 Strengthening R&D sectors 223 51.6 1 Conducting in-depth research and surveys on competitors 150 38.7

2 Strengthening technical human resource development and hiring more staff, etc 165 38.2 2 Strengthening technical human resource development and hiring more staff, etc. 117 30.2

3 Developing cutting-edge manufacturing bases 125 28.9 3 Strengthening R&D sectors 84 21.6

4 Conducting in-depth research and surveys on competitors 121 28.0 4 Enhancing or reviewing, etc. your company's intellectual property strategy 81 20.9

5 Enhancing collaborations with universities/research institutions 88 20.4 5
Acquisitions of/tie-ups with other firms with advanced technology or the necessary

brand names/technology (including under consideration)
80 20.6

6
Acquisitions of/tie-ups with other firms with advanced technology or the necessary

brand names/technology (including under consideration)
73 16.9 6 Enhancing collaborations with universities/research institutions 45 11.6

7 Enhancing or reviewing, etc. your company's intellectual property strategy 49 11.3 7 Developing cutting-edge manufacturing bases 19 4.9

8
Utilizing tax structures at the initial stage of R&D (tax deductions related to R&D

costs, etc.)
28 6.5 8

Utilizing tax structures at the initial stage of R&D (tax deductions related to R&D

costs, etc.)
2 0.5

9
Utilizing tax structures related to post-R&D commercial activities (Patent Box system,

etc.)
13 3.0 9

Utilizing tax structures related to post-R&D commercial activities (Patent Box system,

etc.)
2 0.5

Other 28 6.5 Other 48 12.4

Manufacturing (n=433) Units: cos, Non-Manufacturing (n=447) Units: cos,

Responses % Responses %

1 Strengthening technical human resource development and hiring more staff, etc 180 41.6 1 Conducting in-depth research and surveys on competitors 180 40.3

2 Strengthening R&D sectors 174 40.2 2 Strengthening technical human resource development and hiring more staff, etc. 126 28.2

3 Conducting in-depth research and surveys on competitors 135 31.2 3
Acquisitions of/tie-ups with other firms with advanced technology or the necessary

brand names/technology (including under consideration)
110 24.6

4 Developing cutting-edge manufacturing bases 132 30.5 4 Strengthening R&D sectors 85 19.0

5 Enhancing collaborations with universities/research institutions 83 19.2 5 Enhancing or reviewing, etc. your company's intellectual property strategy 75 16.8

6
Acquisitions of/tie-ups with other firms with advanced technology or the necessary

brand names/technology (including under consideration)
72 16.6 6 Enhancing collaborations with universities/research institutions 47 10.5

7 Enhancing or reviewing, etc. your company's intellectual property strategy 39 9.0 7 Developing cutting-edge manufacturing bases 26 5.8

8
Utilizing tax structures at the initial stage of R&D (tax deductions related to R&D

costs, etc.)
23 5.3 8

Utilizing tax structures related to post-R&D commercial activities (Patent Box system,

etc.)
3 0.7

9
Utilizing tax structures related to post-R&D commercial activities (Patent Box system,

etc.)
11 2.5 9

Utilizing tax structures at the initial stage of R&D (tax deductions related to R&D

costs, etc.)
2 0.4

Other 27 6.2 Other 71 15.9

3.  Initiatives for Producing Differentiated, High Value-Added Products & Services (2) 



Business Outlook For Next 1 or 2 Years (1) 

For the next 1-2 year business outlook, 50.6% of respondents ŀƴǎǿŜǊŜŘ ά9ȄǇŀƴǎƛƻƴέΣ прΦп҈ ŎƘƻǎŜ άwŜƳŀƛƴ ǘƘŜ ǎŀƳŜέΣ оΦо҈ άwŜŘǳŎǘƛƻƴέ 
and only 0.7% responded άwŜƭƻŎŀǘŜ ǘƻ ŀ ǘƘƛǊŘ ŎƻǳƴǘǊȅ or withdrawal from present ŎƻǳƴǘǊȅΦέ  Central & Eastern European manufacturing 
ǎŜŎǘƻǊ ǊŜǎǇƻƴŘŜŘ ά9ȄǇŀƴǎƛƻƴέ ŀǘ тмΦп҈Σ which has greatly  increased since the 2015 survey (56.3%) by 15.1pp. 
By country, Poland  ƘŀŘ ǘƘŜ ƘƛƎƘŜǎǘ ǊŜǎǇƻƴǎŜ ǊŀǘŜ ŦƻǊ ά9ȄǇŀƴǎƛƻƴέ at 80.6% and Greece was the lowest at 14.3%. UK again was the second 
lowest after Greece. 
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Fig.25,  1-2 year Business Outlook by Country  

*Less than 5 responses  were excluded from the count. 

Fig.24,  1-2 year Business Outlook by Industry 



[ƻƻƪƛƴƎ ŀǘ ǘƘƛǎ ŘŀǘŀΣ ¦YΩǎ ǾƻǘŜ ǘƻ ƭŜŀǾŜ ǘƘŜ 9¦ Ƙŀǎ ƴƻǘ ȅŜǘ 
seemed to have had much effect on the business outlook 
for the next 1 or 2 years. 
¢ƘŜ ƳŀƴǳŦŀŎǘǳǊƛƴƎ ǎŜŎǘƻǊǎΩ ǊŜǎǇƻƴǎŜ ǎŜŜƳǎ ŀƭǎƻ ƴƻǘ  
have been too affected, if compared to the 2009 survey 
results after the 2008 financial crisis. However there are a 
ŦŜǿ ŎƻƳǇŀƴƛŜǎ ǿƘƻ ǊŜǎǇƻƴŘŜŘ άwŜƭƻŎŀǘƛƴƎ ƘŜŀŘǉǳŀǊǘŜǊǎ 
ŘǳŜ ǘƻ .ǊŜȄƛǘέΦ 
Also the number of UK non-manufacturing sector 
ǊŜǎǇƻƴŘŜƴǘǎ ǊŜǇƭȅƛƴƎ ά9ȄǇŀƴǎƛƻƴέ Ƙŀǎ ǊŜŘǳŎŜŘΦ 
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Fig.26, All Sector Companies based in Europe & UK 
1-2 yr Business Outlook Trends 

Fig.27, Manufacturing Companies based in Europe & UK 
 1-2 yr Business Outlook  Trends 

Fig.28, Non-Manufacturing Companies based in Europe & UK  
1-2 yr Business Outlook Trends 

*Please note Non-Manufacturing was only introduced  from  the 2012 survey,  so data can 
only be compared over the last 5 years.  
ϝάrelocate to a 3rd ŎƻǳƴǘǊȅέ ƛǎ ŘŜŦƛƴŜŘ ŀǎ ǊŜƭƻŎŀǘƛƴƎ ǘƻ ŀ ŎƻǳƴǘǊȅ ǘƘŀǘ ƛǎ ƴƻǘ WŀǇŀƴ ƻǊ ǘƘŜ 
country that the company is currently based in. 
 

Business Outlook For Next 1 or 2 Years (2) 



Fig.29, LƴŘǳǎǘǊƛŜǎ ǿƘŜǊŜ ƭŀǊƎŜ ƴǳƳōŜǊǎ ƻŦ ǊŜǎǇƻƴŘŜƴǘǎ ǊŜǇƻǊǘ ά9ȄǇŀƴǎƛƻƴέ ƻǊ άwŜƳŀƛƴ ǘƘŜ ǎŀƳŜέ ƛƴ ǘƘŜƛǊ ƴŜȄǘ м ǘƻ н ȅŜŀǊ 
Business Outlook  

wŜǎǇƻƴŘƛƴƎ ά9ȄǇŀƴǎƛƻƴέΣ ƛƴ 9ǳǊƻǇŜ άaŜŘƛŎŀƭ 5ŜǾƛŎŜǎέ ŀƴŘ άCƻƻŘκŀƎǊƛŎǳƭǘǳǊŀƭκŦƛǎƘŜǊȅ ǇǊƻŎŜǎǎƛƴƎέ sectors had high response rate both at 75.0%. However last 
ȅŜŀǊ άaŜŘƛŎŀƭ 5ŜǾƛŎŜǎέ sector expansion response rate was slightly larger  at 76.9%. In Central ϧ 9ŀǎǘŜǊƴ 9ǳǊƻǇŜ ά/ƻƴǎǘǊǳŎǘƛƻƴκǇƭŀƴǘǎέΣ άTransport/ 
warehousingέ ŀƴŘ ά{ŀƭŜǎ /ƻƳǇŀƴȅέ were all  more than 80%. 
Lƴ ǘƘŜ ¦YΣ άCƻƻŘκŀƎǊƛŎǳƭǘǳǊŀƭκŦƛǎƘŜǊȅ ǇǊƻŎŜǎǎƛƴƎέ ƘŀŘ ǘƘŜ ƘƛƎƘŜǎǘ ǊŜǎǇƻƴǎŜ ǊŀǘŜ ŀǘ 75.0%, ŦƻƭƭƻǿŜŘ ōȅ άElectronic machinery and electronic ŜǉǳƛǇƳŜƴǘέ at 
спΦо҈ ŀƴŘ ά /ƘŜƳƛŎŀƭ ŀƴŘ tŜǘǊƻƭŜǳƳ ǇǊƻŘǳŎǘǎέ ŀǘ 60.0%. 
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*Less than 5 responses  were excluded from the count. 

Expansion

Europe (n=503) Western Europe (n=434) Central & Eastern Europe (n=69) UK (n=104) (Units:cos,%)

Industry Responses % Industry Responses % Industry Responses % Industry Responses %

1 Medical devices 6 75.0 1 Printed and Published 4 80.0 1 Construction/plants 6 85.7 1
Food/agricultural/fishery

processing
6 75.0

1
Food/agricultural/fishery

processing
18 75.0 2 Rubber products 7 77.8 2 Transport/warehousing 5 83.3 2

Electric machinery and

electronic equipment
9 64.3

3
Clothing and textile

products
5 71.4 3 Medical devices 6 75.0 3 Sales company 12 80.0 3

Chemical and Petroleum

products
6 60.0

3 Rubber products 10 71.4 4
Food/agricultural/fishery

processing
16 72.7 4

Electric machinery and

electronic equipment
4 66.7 4 Communications/software 6 54.5

5
Fabricated metal products

(including plated products)
9 69.2 5

Clothing and textile

products
4 66.7 5 Rubber products 3 60.0 5 Trading company 11 50.0

Remain the same

Europe (n=451) Western Europe (n=418) Central & Eastern Europe (n=33) UK (n=164) (Units:cos,%)

Industry Responses % Industry Responses % Industry Responses % Industry Responses %

1 Securities 6 75.0 1 Distribution 4 80.0 1
Motor vehicles and

motercycles
3 60.0 1 Pharmaceuticals 6 85.7

2
Nonferrous metals and

products
4 66.7 2 Securities 6 75.0 1 Trading company 6 60.0 2 Transport/warehousing 15 78.9

3 Hotel/travel/restaurant 13 61.9 3

Motor vehicle and

motorcycle parts and

accessories

26 63.4 3

Motor vehicle and

motorcycle parts and

accessories

8 47.1 3 Banking 6 75.0

4

Motor vehicle and

motorcycle parts and

accessories

34 58.6 4 Transport/warehousing 36 62.1 4 Rubber products 2 40.0 4

Motor vehicle and

motorcycle parts and

accessories

10 66.7

5 Transport/warehousing 37 57.8 5 Hotel/travel/restaurant 12 60.0 5
Electric machinery and

electronic equipment
2 33.3 4

General machinery

(including metal molds and

machine tools)

6 66.7

Business Outlook For Next 1 or 2 Years (3) 



Fig.30, Specific functions being Expanded for 
Europe based Companies 

Fig.31, Reason for Expecting Business Expansion  in the next 1 - 2 years  
for Europe based Companies 

For both manufacturing and non-ƳŀƴǳŦŀŎǘǳǊƛƴƎ ǘƘŜ ƘƛƎƘŜǎǘ ǊŜǎǇƻƴǎŜ ǊŀǘŜ ǿŀǎ ŜȄǇŀƴǎƛƻƴ ƻŦ  ά{ŀƭŜǎ ŦǳƴŎǘƛƻƴǎέΦ 
Nearly 50% of the manufacturing sector responded expansion ƻŦ άtǊƻŘǳŎǘƛƻƴ όƘƛƎƘ ǾŀƭǳŜ-ŀŘŘŜŘ ǇǊƻŘǳŎǘǎύέΦ 
Within all sectors the most common reason for expansion was ά{ŀƭŜǎ LƴŎǊŜŀǎŜέ ŦƻƭƭƻǿŜŘ ōȅ άIƛƎƘ DǊƻǿǘƘ tƻǘŜƴǘƛŀƭέΦ 
Other reasons given were comments such as ά{ǘǊŜƴƎǘƘŜƴƛƴƎ Sales 5ƛǾƛǎƛƻƴǎΦέ and ά¢ǊŀƴǎŦŜǊǊƛƴƎ production from the ¦YΦέ 
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Fig.32, Reasons for Business Reduction, Relocation to a 3rd country  
or withdrawal in the next 1-2 years  for Europe based companies 

ϝάǊŜƭƻŎŀǘŜ ǘƻ ŀ оrd ŎƻǳƴǘǊȅέ ƛǎ ŘŜŦƛƴŜŘ ŀǎ ǊŜƭƻŎŀǘƛƴƎ ǘƻ ŀ ŎƻǳƴǘǊȅ ǘƘŀǘ ƛǎ ƴƻǘ WŀǇŀƴ ƻǊ ǘƘŜ 
country that the company is currently based in. 

*  

All sectors (n=503) Manufacturing (n=241) Non-Manufacturing (n=262)(Units:cos, %)
Responses Responses Responses

1 Sales increase 448 89.1 1 Sales increase 225 93.4 1 Sales increase 223 85.1

2 High growth potential 221 43.9 2 High growth potential 95 39.4 2 High growth potential 126 48.1

3

High receptivity for

high value-added

products

140 27.8 3

High receptivity for

high value-added

products

82 34.0 3

High receptivity for

high value-added

products

58 22.1

4

Reviewing production

and distritbution

networks

91 18.1 4

Reviewing production

and distritbution

networks

57 23.7 4

Reviewing production

and distritbution

networks

57 21.8

4
Relationship with

clients
91 18.1 5

Relationship with

clients
34 14.1 5

Relationship with

clients
34 13.0

All sectors (n=37) Manufacturing (n=22) Non-Manufacturing (n=15) (Units:cos, %)
Responses % Responses % Responses %

1 Sales decrease 20 54.1 1 Sales decrease 11 50.0 1 Sales decrease 9 60.0

2

Cost increase

(procurement costs,

labour costs etc.)

14 37.8 2

Cost increase

(procurement costs,

labour costs etc.)

8 36.4 2

Cost increase

(procurement costs,

labour costs etc.)

6 40.0

3

Reviewing production

and distribution

networks

11 29.7 2

Reviewing production

and distribution

networks

8 36.4 3 Low growth potential 5 33.3

Business Outlook For Next 1 or 2 Years (4) 



Fig.34, Reason for Expecting Business 
Expansion in the next 1-2 years  

 for UK based Companies 

Both UK manufacturing and non-manufacturing companies ƘƛƎƘŜǎǘ ǊŜǎǇƻƴǎŜ ǿŀǎ ŜȄǇŀƴǎƛƻƴ ƻŦ  ά{ŀƭŜǎ ŦǳƴŎǘƛƻƴǎέΣ ǘƘŜ ǎŀƳŜ ŀǎ 9ǳǊƻǇŜŀƴ ōŀǎŜŘ 
companies. 
Looking ŀǘ ǘƘŜ ǊŜǎǇƻƴǎŜ ǊŀǘŜ ŦƻǊ ǘƘŜ ŎƘƻƛŎŜ άCǳƴŎǘƛƻƴ ƻŦ ǊŜƎƛƻƴŀƭ ƘŜŀŘǉǳŀǊǘŜǊǎέ by country, this year the  UK ranked 6th place at 8.7% falling from 
ƭŀǎǘ ȅŜŀǊΩǎ нnd ǇƭŀŎŜ ŀǘ муΦс҈Φ ¢ƘŜ ¦YΩǎ ǾƻǘŜ ǘƻ ƭŜŀǾŜ ǘƘŜ 9¦ ǎŜŜƳǎ ǘƻ ƘŀǾŜ ǎǘŀǊǘŜŘ ǘƻ ƛƳǇŀŎǘ Japanese-affiliated companies regional headquarter 
strategy.  
Lƴ ǊŜǎǇƻƴǎŜ ǘƻ άwŜŀǎƻƴǎ for Business Reduction, Relocation to a 3rd country or withdrawal in the next 1-2 ȅŜŀǊǎέΣ  Some companies responded 
ǘƘŀǘ ǘƘŜȅ ǿŜǊŜ ά [ƻƻƪƛƴƎ ƛƴǘƻ ǊŜƭƻŎŀǘƛƴƎ headquarters due to BrexitέΦ 
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Fig.35, Reasons for Business Reduction, 
Relocation to a 3rd country* or 

withdrawal in the next 1-2 years for UK 
based Companies 

Fig.33-1, Specific Functions being 
Expanded for UK based Companies 

ϝάǊŜƭƻŎŀǘŜ ǘƻ ŀ оrd ŎƻǳƴǘǊȅέ ƛǎ ŘŜŦƛƴŜŘ ŀǎ ǊŜƭƻŎŀǘƛƴƎ ǘƻ ŀ ŎƻǳƴǘǊȅ ǘƘŀǘ ƛǎ ƴƻǘ WŀǇŀƴ ƻǊ ǘƘŜ 
country that the company is currently based in. 

Fig.33-2, Top 10 countries chosen to 
expand their function to regional 

headquarters 
<Europe, Multiple answers> 

All sectors (n=104) (Units:cos, %)
Responses %

1 Sales increase 92 88.5

2 High growth potential 39 37.5

3
High receptivity for high value-

added products
20 19.2

3 Relationship with clients 20 19.2

4
Reviewing production and

distribution networks
19 18.3

All sectors (n=17) (Units:cos, %)
Responses %

1 Sales decrease 10 58.8

2 Low growth potential 7 41.2

2
Cost increase (procurement

costs, labor costs etc.)
7 41.2

Business Outlook For Next 1 or 2 Years (5) 

(Units:%)

Total(n=449) 11.6 Total(n=497) 8.7

The Netherlands
(n=29)

24.1
The Netherlands
(n=41)

26.8

UK(n=102) 18.6 Belgium(n=21) 14.3

Portugal(n=6) 16.7
Switzerland
(n=7)

14.3

Italy(n=24) 12.5 Austria(n=7) 14.3
Finland(n=8) 12.5 Sweden(n=10) 10.0
Germany(n=115) 11.3 UK(n=103) 8.7
Czech Republic
(n=11)

9.1
Germany
(n=121)

8.3

Belgium(n=23) 8.7 Poland(n=25) 8.0
Ireland(n=12) 8.3 France(n=38) 7.9
Sweden(n=12) 8.3 Ireland(n=13) 7.7

2015 2016



Fig.36, Future Promising Sales Destinations by Country  Fig.37, Future Promising Sales Destinations by Industry 

For future promising sales destinations, this year Germany became first place and Turkey fell to 2nd place.  
Poland and Russia remained at 3rd and 4th place.  
Last year Spain ranked at 11th place however this year it rose to 9th place. (105 respondents)  
Now that economic sanctions have been lifted, Iran suddenly rose to 10th place from last ȅŜŀǊΩǎ 19th place. (72 respondents) 
Possibly ŘǳŜ ǘƻ ǘƘŜ ¦YΩǎ ǾƻǘŜ ǘƻ ƭŜŀǾŜ ǘƘŜ 9¦Σ ǘƘŜ ¦Y ŦŜƭƭ ŦǊƻƳ ƭŀǎǘ ȅŜŀǊΩǎ 8th place to 11th .(107 respondents) 
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5. Future Promising Sales Destinations (1) 



Western Europe (n=451) (Units: cos, %)

Responses %

1 It is a country where sales growth is expected. 200 44.3

2 Existing clients have bases in the country/region. 166 36.8

3 New clients have been found in the country/region. 145 32.2

Middle East (n=329) (Units: cos, %)

Responses %

1 It is a country where sales growth is expected. 226 68.7

2 Existing clients have bases in the country/region. 96 29.2

3 New clients have been found in the country/region. 67 20.4

Central&Eastern Europe (n=331) (Units: cos, %)

Responses %

1 It is a country where sales growth is expected. 206 62.2

2 Existing clients have bases in the country/region. 114 34.4

3 New clients have been found in the country/region. 87 26.3

Russia&CIS (n=189) (Units: cos, %)

Responses %

1 It is a country where sales growth is expected. 110 58.2

2 Existing clients have bases in the country/region. 61 32.3

3 New clients have been found in the country/region. 38 20.1

Africa (n=225) (Units: cos, %)

Responses %

1 It is a country where sales growth is expected. 137 60.9

2 Existing clients have bases in the country/region. 63 28.0

3 New clients have been found in the country/region. 47 20.9

Other (n=249) (Units: cos, %)

Responses %

1 It is a country where sales growth is expected. 160 64.3

2 Existing clients have bases in the country/region. 84 33.7

3
Good receptivity of high value-added

products/services.
79 31.7

Western Europe (n=425) (Units: cos, %)

Responses %

1 It is a country where sales growth is expected. 193 45.4

2
Good receptivity of high value-added

products/services.
141 33.2

3 Existing clients have bases in the country/region. 131 30.8

Middle East (n=336) (Units: cos, %)

Responses %

1 It is a country where sales growth is expected. 266 79.2

2 Existing clients have bases in the country/region. 92 27.4

3 New clients have been found in the country/region. 52 15.5

Central&Eastern Europe (n=322) (Units: cos, %)

Responses %

1 It is a country where sales growth is expected. 211 65.5

2 Existing clients have bases in the country/region. 99 30.7

3 New clients have been found in the country/region. 55 17.1

Russia&CIS (n=200) (Units: cos, %)

Responses %

1 It is a country where sales growth is expected. 129 64.5

2 Existing clients have bases in the country/region. 51 25.5

3
Good receptivity of high value-added

products/services.
34 17.0

Africa (n=220) (Units: cos, %)

Responses %

1 It is a country where sales growth is expected. 159 72.3

2 Existing clients have bases in the country/region. 61 27.7

3 New clients have been found in the country/region. 37 16.8

Other (n=242) (Units: cos, %)

Responses %

1 It is a country where sales growth is expected. 169 69.8

2
Good receptivity of high value-added

products/services.
72 29.8

3 Existing clients have bases in the country/region. 71 29.3

Fig.38, Reasons for choosing  Future Sales Destinations 

By Region, when 
asked the reason 
for selecting these 
destinations,  the 
most selected 
ŀƴǎǿŜǊ ǿŀǎ άLǘ ƛǎ ŀ 
country where sales 
ƎǊƻǿǘƘ ƛǎ ŜȄǇŜŎǘŜŘέΣ  
the same as last 
year. 

 
2nd highest 
response  was 
ά 9ȄƛǎǘƛƴƎ ŎƭƛŜƴǘǎ 
have bases in the 
ŎƻǳƴǘǊȅκǊŜƎƛƻƴέ 
and 3rd άbŜǿ ŎƭƛŜƴǘǎ 
have been found in 
the ŎƻǳƴǘǊȅκǊŜƎƛƻƴέΦ 
Both of these 
choices increased 
since last year. 

 
άNew clients have 
been found in the 
ŎƻǳƴǘǊȅκǊŜƎƛƻƴέ 
had the largest 
percentage point 
increase compared 
to last year, In 
Western Europe it 
increased by 9.4pp 
to 32.2%. 
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ϝ άhǘƘŜǊέ ǊŜŦŜǊǎ ǘƻ WŀǇŀƴΣ /ƘƛƴŀΣ LƴŘƛŀΣ !{9!b ŎƻǳƴǘǊƛŜǎΣ ¦Φ{Φ! ŀƴŘ ŀƴȅ ƻǘƘŜǊ ŎƻǳƴǘǊƛŜǎ ǘƘŀǘ ŀǊŜ ƴƻǘ ƳŜƴǘƛƻƴŜŘ ŀōƻǾŜΦ 

2016 2015 

5. Future Promising Sales Destinations (2) 



Fig.39, Future Promising Sales Destinations by Country where respondent is based 
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Based on the response from Japanese-affiliated companies residing in France and Germany, in 2015 both countries ranked the UK 10th place as a future 
promising sales destinationΣ ƘƻǿŜǾŜǊ ǘƘƛǎ ȅŜŀǊ ǘƘŜ ¦Y ŘƛŘƴΩǘ ŜǾŜƴ ƳŀƪŜ ǘƘŜƛǊ ǘƻǇ мл destinations, potentially an effect of  the EU referendum  result  being 
leave. 

 
For Germany based Japanese-affiliated companies , there seems to be increasing interest in the Central & Eastern European market, whereas for France-
based companies Germany has jumped from 4th place to 1st place as a promising sales destination. For both countries, this year Turkey, Russia , Morocco 
and Tunisia  have fallen in ranking,  however  there still seems to be  great interest in these destinations. 

2016 

2015 

5. Future Promising Sales Destinations (3) 



6. BritainΩǎ 9Ȅƛǘ ŦǊƻƳ ǘƘŜ 9ǳǊƻǇŜŀƴ ¦ƴƛƻƴ 
 Fig.40, Factors to take into consideration after the UK voted to leave the EU 
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When UK-based companies were asked what factors would they take into consideration after the UK voted to leave the EU, manufacturing 
companies ǊŜǎǇƻƴŘŜŘ ǘƘŀǘ άtƭŀƴƴƛƴƎ Ǌƛǎƪ ƳŀƴŀƎŜƳŜƴǘ ƻƴ ŜŦŦŜŎǘǎ ƻŦ ŜȄŎƘŀƴƎŜ ǊŀǘŜ ŦƭǳŎǘǳŀǘƛƻƴέ ǿŀǎ ǘƘŜ ōƛƎƎŜǎǘ ŦŀŎǘƻǊ ŀǘ 64.0%, whereas for non- 
manufacturing replied theirs would be ά/ƻƴǎƛŘŜǊƛƴƎ how to correspond to regulation or legislation changes άŀǘ 53.9%. 
In addition to these, ƳŀƴǳŦŀŎǘǳǊƛƴƎΩǎ ǇǊƛƻǊƛǘƛŜǎ ǿŜǊŜ άwŜǾƛŜǿƛƴƎ ǎǳǇǇƭȅ ŎƘŀƛƴέ ό36.0%), άwŜǾƛŜǿƛƴƎ ƭƻƎƛǎǘƛŎ ǊƻǳǘŜǎέ όноΦт҈ύ ŀƴŘ άReviewing product 
ŀƴŘ ǎŜǊǾƛŎŜ ǇǊƛŎŜǎέ όннΦу%). {ƻƳŜ ŎƻƳǇŀƴƛŜǎ ƳŀŘŜ ŎƻƳƳŜƴǘǎ ǎǳŎƘ ŀǎ  άŎƻƴǎƛŘŜǊƛƴƎ ǘƻ ǊŜƭƻŎŀǘŜ ǎƻƳŜǿƘŜǊŜ ƛƴ ǘƘŜ 9¦έ ŀƴŘ ά[ƻƻƪƛƴƎ ƛƴǘƻ ǎƘƛŦǘƛƴƎ ǘƘŜ 
ƻǾŜǊǎŜŀǎ ƘŜŀŘǉǳŀǊǘŜǊǎ ŜƭǎŜǿƘŜǊŜέΦ 
Looking at Companies based in the other EU countries excluding UK, ƳŀƴǳŦŀŎǘǳǊƛƴƎΩǎ ōƛƎƎŜǎǘ ǊŜǎǇƻƴǎŜ ǿŀǎ ǘƘŜȅ ά5ƻƴΩǘ Yƴƻǿέ ȅŜǘ ǿƘŀǘ ŦŀŎǘƻǊǎ 
should be considered at 41.6%. For non-manufacturing ǘƘŜ ƭŀǊƎŜǎǘ ǊŜǎǇƻƴǎŜ ǿŀǎ άǇƭŀƴƴƛƴƎ Ǌƛǎƪ ƳŀƴŀƎŜƳŜƴǘ ƻƴ ŜŦŦŜŎǘǎ ƻŦ ŜȄŎƘŀƴƎŜ ǊŀǘŜ ŦƭǳŎǘǳŀǘƛƻƴέ 
at 36.4%, however  there is a difference in response ratio compared to UK-based non-manufacturing companies. 

Within UK-based manufacturing companies 10.5% said they were considering to decrease production. Looking at ά9ȄǇŀƴŘƛƴƎ ǎŀƭŜǎέ UK-based 
companies (7.9%) had a slightly larger response rate to other EU based companies (6.3%). 


