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A few years ago I sat in on a call with the UK sales director of a large Scandinavian manufacturer, three months into their

British expansion and audibly losing patience. At home, he said, the deal he was chasing would have closed in a fortnight.

Here it had been through two meetings, a “quick” compliance review that swallowed a month, and was now sitting with a

finance roundtable he had not even been invited to. “It is the same language,” he said, with the weariness of a man who had

assumed that would be enough. “So why does nothing move?”

I hear a version of that question often, and it usually comes from somewhere successful. A strong economy, a shared

language and a good global reputation make Britain look like an easy win from the outside. It is a smart market to enter. It is

not a simple one, and the companies who assume otherwise tend to spend a great deal of money learning the difference.

Cautious, layered and slow
British buyers are careful by temperament. They rarely make a fast decision and they respond badly to pressure. Put that

together with several layers of stakeholders, budget holders and procurement protocols, and you have one of the longest

sales cycles in Europe. A “yes” in the UK is often not a yes until it has survived three meetings, a compliance check and a

conversation with finance you never see. If you are used to deals that move in days, the first few months here can feel like

wading through quicksand.
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The mistakes that cost the most
The first is underestimating that decision chain. The person who loves your product is frequently not the person who can buy

it, and the real decision happens in a room you are not in. If you plan for a single enthusiastic contact to carry you over the

line, you will be waiting a long time.

The second is relying on passive entry. Listing on a directory, hiring one UK-based business development manager,
registering a smart .co.uk domain: none of these are bad ideas, but none of them is a strategy either. British buyers need

educating, nurturing and following up, patiently, before they will agree to so much as a meeting.

The third is failing to localise the message. Even native English does not quite translate. A UK buyer wants to know why your

offer works here specifically, which British clients you have worked with, and how you will support them in-market when

something goes wrong. Generic, imported messaging reads as a warning sign, not a pitch.

What actually works
What works is a sales process that is persistent without being pushy. Not passive, not aggressive, just consistent: real people

driving real conversations by phone, by email and on the platforms your buyers actually use, following up long after most

would have given up. It works because relationships genuinely matter here, and relationships are built on showing up again.

Local insight is the other half of it. Knowing which sectors are spending, what a gatekeeper will ask before they put you

through, how a British procurement team likes to be handled: this is not a nice-to-have, it is the difference between a warm

reception and a wasted quarter. And there is no substitute for someone on the ground who plainly understands the buyer’s

world. It closes the trust gap in a way a foreign phone number never will.

How we help
This is the work we do. We act as your outsourced sales and marketing team from inside the UK, badged under your

brand and using your email addresses, with full transparency about who we are talking to and what they say. We know how

British decision-making actually works, what each sector’s buying process looks like, and how to build relationships with the

stakeholders who matter, so that the leads we hand you are qualified and the interest we generate has somewhere to go.

The Scandinavian director, to his credit, stopped fighting the market once he understood it. The deal that felt like quicksand

did close, a little later than he wanted, and several more followed it, because by then we were having the right conversations

with the right people in the right order. Britain is well worth the effort. It simply asks that you sell the way it likes to buy, and

that takes more than a good product and a plan. It takes people who know how to sell here. If your UK progress has stalled,

that is worth a conversation.

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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