Submission from the British Chemical Engineering Contractors Association

What are the advantages and disadvantages of the EU’s competence over trade and investment, particularly in relation to international trade and investment negotiations? When answering this question you may wish to consider: o the impact of acting as part of a bloc on the UK’s global influence; o the EU’s capacity to deliver trade and investment policy effectively (e.g. its effectiveness in trade negotiations, including whether this varies across different regions); o the resource implications of having competence at the EU level; o the extent to which EU trade and investment policy offers benefits to the UK that go beyond those offered by WTO membership; o the EU’s priorities for trade and investment negotiations, for example in terms of negotiating partners and offensive and defensive interests (e.g. in market access), and the extent to which these align with UK priorities; o the extent to which the UK’s approach to trade policy is amplified or reduced by working through the EU (e.g. whether the UK, as a free trade advocate, succeeds in making EU trade and investment policy less protectionist); o the extent to which EU trade policy has a trade facilitating or trade diverting effect for the UK. 
I do not have enough knowledge to have an opinion. My companies execute very little work in the main countries of the EU (only the UK and further afield)
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? 
Things have improved, even with slashing of budgets. There is some focus now as far as the international E&C industry is concerned (Hydrocarbons / Energy etc). We are fairly happy with the current structure and since the changes I would say it has achieved some of its objectives.
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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. 
Apologies for scanty response but my members work in the UK Onshore and UK Offshore. Then its the Middle East, North America South America, Far East and Australia. There is little mainstream work in Europe and what there is won by the local contractors in the main. The only areas we have had success is Norway and the sale of Licenced & Proprietary Technology

