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Market sensing: testing the UK before you leap into it

By Leyla Hussein ¢ 30 June 2026

The call came in from overseas, early evening our time, and the founder on the other end was already in a hurry to get

started. His product was doing well at home. Good reviews, healthy margins, a market he understood in his sleep. He had
decided Britain was next, and what he really wanted from me was a start date. “Same language,” he said, cheerful about it.
“How different can it really be?” | have learned to tread gently at that particular moment, because the honest answer is:
different enough to cost you a great deal of money if you assume it is not. A shared language is the great trap of the UK
market. It makes everything look familiar, and that familiarity quietly hides all the ways in which British buyers, British

competitors and British expectations are not what you are used to.

Why the UK is harder than it looks

On the surface, Britain is an obvious next step for a successful overseas business. A large market, an open economy, no
translation required. Underneath, it behaves in its own particular way. British buyers make decisions differently and take their
time differently, and they are often quietly loyal to suppliers they have used for years, for reasons that have nothing to do with
price. Your pricing, judged perfectly at home, can land oddly here. And there is almost always a competitor already sitting in
the space you assumed was empty, one you had never heard of precisely because they do not show up in your home market.
None of this means the door is closed to you. It means the UK rewards the businesses that take the trouble to understand it,

and quietly punishes the ones that assume they already do.

The expensive way in

The expensive way to enter a market is to commit first and learn afterwards. Sign the office lease, hire the country manager,
ship the stock, launch the campaign, and then discover that your message does not quite land, your price is a little off, and
your ideal customer is tied into a three-year contract with somebody else. By the time the lessons arrive, you have already
spent the money those lessons should have guided. It is a common story and an avoidable one. The mistake is not entering
the UK. The mistake is entering it blind.
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What market sensing actually is

Market sensing is the deliberate business of finding out what the market thinks before you bet on it. Not what a bought

report thinks. Not what your own optimism thinks. What real, potential customers actually say when someone picks up the
phone and asks them properly. What do they pay now? What would make them change supplier? Who are they loyal to, and
why? What is it about their current options that quietly frustrates them, that nobody has bothered to fix? Those answers are
gold, and you cannot get them from a spreadsheet or from a desk in another country. They come from conversations, a good
number of them, with the exact people you would most want as customers. That is intelligence you can genuinely plan
around.

Every answer is a useful answer

The quiet strength of market sensing is that there is no such thing as a wasted outcome. Sometimes it confirms your instinct,
and you go in with real confidence and a list of interested buyers already waiting. Sometimes it tells you to adjust the price,
rework the message, or aim at a different sector than the one you had in mind, and you go in stronger for it. And occasionally
it tells you, plainly, that this market is not ready for you yet, and saves you from an expensive mistake before you have made
it. Confirmation, correction or caution: every one of those is worth far more than the guess it replaces. You are buying
knowledge before you spend the serious money, which is exactly the right order to do things in.

Home advantage

This is the market we work in every day. We know how British buyers like to be approached, what earns their trust and what
quietly puts them off, and where the hidden obstacles tend to sit. As a UK sales agency, we can go and have those
conversations for you, in your prospective customers’ own idiom and on their own terms, and then tell you plainly, without
flattery, what we found. You get an honest read on your real prospects before you have committed to anything at all. It is the

difference between arriving in a new market as a stranger and arriving as someone who already knows the lie of the land.

That confident founder, to his great credit, went quiet for a second when | put it to him this way. “So you are telling me to test
the water before | dive in.” More or less. Britain is a genuinely good opportunity for a great many overseas businesses. It is
simply not a good opportunity for the ones who mistake a shared language for a shared market and find out the hard way,
with the lease signed and the stock already landed. Sense it first. Then commit, with your eyes open and your money spent
on the strength of what you know, rather than the size of what you are hoping for. If the UK is on your list, the careful first step

is to understand it before you commit to it, and we can run exactly that for you.

Ready to grow your sales?

Hayward Miller is your outsourced B2B sales team, generating leads, booking meetings and winning business for
you.

Contact us today on 01842 777 760 or visit haywardmiller.co.uk
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