Submission from NATS

What are the advantages and disadvantages of having trade and investment promotion largely at the national level? How well has this delivered on UK objectives? 
UKTI trade missions have been very useful in developing international contacts with potential customers and showcasing NATS capabilities. UKTI DSO is particularly effective through assistance at international trade shows and industry days. The ability to conduct such events on board RN ships abroad is a jewel in the crown. Additionally, National trade associations such as ADS currently provide a useful route to market for Small and Medium Enterprises (SMEs), particularly where independent participation in international trade events would be prohibitively expensive. There remains a concern that IPR and/or commercially sensitive information could be compromised where EU promotional activity involves 2 or more competing providers. 
What are the advantages and disadvantages of the current division of competence over export and import controls and export credits?
The UK process for export licensing of military equipment is slow and inflexible, ceding this to EU competence is likely to exacerbate the issue. This is a tricky area for Air Navigation service providers which provide services to both civil & military organisations, since some of the equipment used is military and most of it could be considered ‘dual use’. The impact of this is that we straddle the boundary between UK & EU export licensing.
What future challenges/opportunities might we face on trade and investment policy and what impact might these have on the UK national interest? When answering this question you may wish to consider the impact of: o the institutional changes introduced by the Treaty of Lisbon (e.g. the increased role for the European Parliament and the creation of the European External Action Service) on EU trade and investment policy; o any further internal developments in the EU (e.g. potential further integration of the eurozone) on trade and investment policy; o the increasing ambition of EU trade policies, and the implications that this might have for the UK’s offensive and defensive interests; o any further developments in EU law, including for example any effect of the EU’s exercise of internal competence on its external competence and vice-versa. 
Within Europe NATS are faced with an uneven playing field in the world of Air Traffic Management. Our main competitors are almost entirely state owned and other countries, (France, Italy) have less restrictive and more agile export licensing mechanisms. This may place NATS at a disadvantage when pursuing commercial opportunities both within and outside Europe.
Are there any general points you wish to make which are not captured above? We would also welcome any specific examples and quantitative evidence where possible. 
With regards to the map/tables on Page 9: The rationale for selecting countries for EU agreements is unclear, we note that several important emerging markets seem to be missing from the information supplied, for example both Australia and New Zealand.

 

