
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



SUMMARY OF THE BOOK: 

“Trade Wars As Opportunities: the example of Brexit – Finding the best 

niches for deals” 

 

1. This book has two distinctive characteristics: 

1.1. First: it focus on trade wars as an opportunity, not a risk; and 

1.2. Second: for firms in detail: business deals. 

 

2. Using Brexit as an example, the opportunities created for businesses are 

twofold: 

2.1. First: substitution of UK exports to the EU, being the question: which 

products (niches) the UK 1) exports a lot 2) to which EU-261 countries, but 

3) our company exports (coincidently) little to them 4) although a lot to 

other parts of the world? 

2.2. Second: substitution of a firm’s exports to the UK, being the question: 

which EU-26 countries 1) import a lot from the world, 2) excluding the UK, 

3) the same products (niches) that our firm exports a lot to the UK, 4) but 

those EU-26 countries import very little from our company? 

 

3. And by detail is meant: 

3.1. Rather than working at industry level or segments (and there are 88 

industries defined at two digits and 615 segments defined at four digits by 

the Eurostat), one works at niche level (six digits of the Eurostat) of which 

there are 5.400 in each economy; that is, very narrow defined activities. 

3.2. And given that each country’s economy has 5.400 niches and there are 

26 EU countries (EU28 less UK less the country of our company), every firm 

 
1 EU28 less UK less our country. 



has 140.400 alternatives (5.400 niches x 26 countries) to select from for 

both types of opportunities; 

 

3.3. Thus the goal: which are the 10/15 best opportunities for a company 

to focus on among 140.400 alternatives regarding the two types of 

opportunities above: substitution of UK exports to the EU and/or 

substitution of our exports to the UK. 

 

4. The output of this book’s methodology is a list with the name of the main 

importers / potential clients, niche by niche, country by country, regarding the 

best 10/15 opportunities for a company to focus on and the value in euros of 

each opportunity. 

 

5. The output varies depending upon a firm’s characteristics but the 

methodology is always the same. Thus, this book is useful to whom wants to 

profit from Brexit or take advantage of the next trade war. 

 

 

 

 

 

 

 

 

 

 


