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Disclaimer: This report does not constitute professional advice in anyway and is for information purposes
only. Professional legal and trade advice should be taken at all times to update and give actual up-to-date
information.

Introduction

Exporting “Made in Britain” products to the United States is an exciting opportunity, but it
requires navigating a complex landscape of U.S. import regulations and compliance
obligations. This comprehensive guide is designed to help British manufacturers understand
the U.S. import process, comply with U.S. Customs and Border Protection (CBP) rules, and
take advantage of best practices when shipping goods to America. We’ll cover CBP
regulations and key terms, the value of CBP rulings on classification and origin, cost-saving
strategies (from free trade agreements to intellectual property protection), working with
customs brokers, top compliance tips (with real examples), the latest 2025 policy updates
affecting UK exporters, and specific guidance for major UK export sectors (cosmetics, fashion,
accessories, leather goods, and scarves). By the end, you will have a roadmap of steps to
success for smoothly and profitably entering the U.S. market.
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Understanding U.S. CBP Regulations
Key Concepts and Terminology

U.S. Customs and Border Protection (CBP) is the primary agency responsible for regulating
and facilitating international trade, collecting import duties, and enforcing U.S. import laws.
Compliance with CBP regulations is not optional — it is mandatory for anyone importing goods
into the United States. CBP and the importing community share responsibility for compliance:
CBP sets requirements, and importers must use “reasonable care” to meet them . In practice,
this means British exporters (or their U.S. import partners) should be familiar with the rules
and proactively ensure all shipments follow U.S. laws. CBP emphasizes an “informed
compliance” approach — it provides information, and importers are expected to adhere to it in
good faith . Non-compliance can lead to costly penalties, shipment delays, or even seizure of
goods.

Key concepts and terms to know include:

e Importer of Record — The party responsible for ensuring a shipment complies with
U.S. law and for paying duties. This can be the U.S. buyer or the foreign exporter if
they act as a “non-resident importer.” Importers of record must file entry documents
and use reasonable care in declaring the value, classification, and country of origin of
goods . Even if you hire a broker (see below), you as the importer are ultimately
accountable for the accuracy of the entry .

e Entry and Entry Summary — The import entry is the act of filing documentation with
CBP when goods arrive, and the entry summary (often on CBP Form 7501) is the
detailed declaration (including classification and value) usually filed within 10 days of
arrival. Goods are released after CBP reviews the entry and determines compliance
with all requirements.

e Harmonized Tariff Schedule (HTS) — The U.S. tariff code containing classifications
for every type of product and the corresponding duty rate. Every product must be
assigned an HTS code (a 10-digit number in the U.S.) for import. Proper tariff
classification is crucial — it determines the duty rate and whether any other
regulations (quotas, anti-dumping duties, etc.) apply . (For example, classifying a
garment vs. an accessory can mean a difference in duty rate.)

e Duties, Taxes, and Fees — Import duties are tariffs or taxes on imported goods. The
U.S. applies Most Favored Nation (MFN) duty rates to UK products in the absence of
a special trade agreement. Duties can range from 0% for some products up to well
over 10% for certain textiles, leather goods, etc. There may also be fees (e.g.
merchandise processing fee, harbor maintenance fee) on entries. Importers should
factor these costs into pricing.

e Partner Government Agencies (PGAs) — Other U.S. agencies aside from CBP that
regulate imports of specific goods. For example, the Food and Drug Administration
(FDA) oversees cosmetics and food, the Consumer Product Safety Commission
(CPSC) oversees product safety (like children’s clothing flammability), and the Fish &
Wildlife Service (FWS) regulates wildlife products (e.g. exotic leather). Compliance
with these agencies’ rules is enforced at the border by CBP. British exporters need to
ensure any required certifications, permits, or standards are met before shipping. (For
instance, cosmetics must be safe and properly labeled per FDA, and certain leather
goods might need FWS permits if made from exotic species.)
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e Reasonable Care — A legal standard from the U.S. Customs Modernization Act
requiring importers to take prudent steps to ensure compliance . This might include
consulting experts or legal counsel, double-checking tariff classifications, and
providing accurate documents. Demonstrating reasonable care can mitigate
penalties if a mistake occurs.

e Informed Compliance Publications (ICPs) — CBP periodically publishes detailed
guides on various import topics (classification, valuation, marking, etc.) to educate
the trade community. These are available on the CBP website and are valuable
resources for new exporters.

e CBP Entry Bond — Most commercial imports require a customs bond (a financial
guarantee) which a broker can arrange. A continuous bond can cover all shipments
in a year, or a single-entry bond can cover one shipment. This ensures CBP can
collect duties and penalties if the importer doesn’t pay.

Why compliance matters: Following CBP regulations protects your business from fines and
shipment delays. It also protects consumers and the U.S. marketplace. CBP’s mission is to
ensure imports are genuine, safe, and lawfully sourced — so as an exporter you should share
that goal. For example, adhering to safety standards for cosmetics or correctly labeling a
garment’s country of origin isn’t just legal compliance, it builds trust in your brand. Conversely,
non-compliance (like mis-declaring a product to avoid duty) is illegal and can severely damage
your ability to do business in the U.S. market.

Basic import process: When your shipment reaches the U.S., the importer or broker files an
entry with CBP, including documents like the commercial invoice (with value and description
of goods), packing list, bill of lading/airway bill, and any applicable certificates or licenses. CBP
may examine the goods or documents to verify compliance. If everything is in order, CBP will
release the goods upon payment (or guarantee) of duties. If there’s an issue (e.g. missing
information, suspicions of rule violations, or a random inspection), CBP can hold (detain) the
goods for further review. It's much better to get it right the first time than to resolve problems
after the goods are stuck at port.

Key takeaway: Do your homework on U.S. import requirements before shipping. Ensure you
know your product’s HTS code, applicable duty, any special requirements (such as FDA rules
for cosmetics or labeling rules for textiles), and have all necessary documentation prepared.
When in doubt, consult CBP’s resources or a customs broker. Investing time in compliance up
front is far easier than dealing with a penalty or seizure later.
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The Importance of CBP Rulings for Classification,
Valuation, and Origin

Getting your product’s classification, customs value, and country of origin determination right
is absolutely critical. These factors decide how much duty you pay and whether your goods
meet legal requirements. U.S. Customs offers a valuable service to importers/exporters:
binding rulings. A CBP ruling is an official decision by Customs on how a particular product
(with a given description or composition) will be classified in the Harmonized Tariff Schedule,
how its value should be determined, or what its country of origin is for marking and duty
purposes. Obtaining or researching CBP rulings can save you from guesswork and risk.

Why seek a CBP ruling? A binding ruling provides legal certainty on how CBP will treat your
product . If you apply for a ruling (usually done via an electronic submission with details and
perhaps samples or images of the product), Customs will issue a decision that is binding at all
ports of entry. This eliminates the risk of, for example, one port classifying your scarf differently
from another port. It also prevents unexpected duty bills or compliance issues. In short, “a
binding ruling provides legal certainty on how a product will be classified, valued, or originated,
thereby eliminating the risk of unexpected duties or compliance issues.” For instance, the U.S.
importer for Tesla Inc. once obtained a CBP ruling to confirm the classification of a particular
electronic module in its vehicles — ensuring the item was imported under the correct (lower-
duty) category and avoiding any later dispute with Customs .

Here’s how rulings apply in each area:

e Tariff Classification Rulings: These determine the correct HTS code for your
product. Misclassification can mean paying the wrong duty rate — and if you underpay
duties due to misclassification, you can face penalties later. A famous cautionary tale
is the Ford Motor Company case: Ford misclassified imported transit vans by declaring
them as passenger vehicles (2.5% duty) when in fact they were designed as cargo
vans (25% duty). This scheme — adding temporary seats to exploit the lower rate — led
to a massive $365 million penalty settlement with the U.S. Department of Justice . The
huge penalty highlights how seriously U.S. authorities take misclassification. By
contrast, if you're unsure whether your high-end leather handbag should be classified
under one HTS subheading or another, you can ask CBP for a ruling before you ship.
This way, you lock in the correct classification (and duty rate) and avoid costly
surprises. CBP maintains an online database of past rulings (the CROSS database),
which can be searched to see if products similar to yours have been classified before
— a great research tool for exporters. Many companies also practice “tariff engineering,”
which is designing or modifying a product to fit a classification with a lower duty (as
long as it’s legitimate). A binding ruling can confirm that a tariff-engineered product
indeed qualifies for the intended category . (For example, a footwear company might
alter a shoe’s material to get a lower duty rate and seek a ruling to confirm the new
classification.)
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e Valuation Rulings: U.S. customs valuation laws (based on the WTO Valuation
Agreement) require that you declare the true transaction value of the goods — generally
the price actually paid or payable by the buyer for the exported goods, with certain
additions (like assists, royalties, or commissions in some cases). Understating the
value to cut duties is illegal. If you have a complex pricing situation (say, intra-company
transfers, or goods provided on consignment, or tooling provided by the buyer), a CBP
ruling can clarify how to compute the dutiable value. For instance, if you’re sending
cosmetics to your U.S. subsidiary at a transfer price, you might seek a ruling to confirm
that price is acceptable as the customs value. Importers who fail to report correct
values risk severe penalties. As an example, in 2023 a U.S. auto broker had to pay a
$430,000 penalty for undervaluing vehicles it imported from Canada, after it was
caught declaring artificially low prices to reduce duties . The case was exposed by a
whistleblower and shows that CBP will enforce proper valuation. A CBP ruling or
consultation could have guided that importer to declare the right values and avoid such
penalties. In short, if you’re unsure whether, say, certain design and development costs
need to be added to your product’s value, it's wise to seek advice or a ruling.

e Country of Origin Rulings: The country of origin of a product affects its marking
(labeling) and eligibility for trade programs. For customs purposes, origin is typically
where the product last underwent a “substantial transformation” (where a new article
with a distinct name, character, or use emerged). British manufacturers often source
parts globally. For example, if you import Italian leather to the UK, make handbags,
and export to the U.S., the country of origin could be the UK (if the assembly in UK is
a substantial transformation) or Italy (if CBP deems the handbag essentially retains the
identity of Italian material). In such cases, requesting an origin ruling from CBP can
prevent disputes. Every imported item must be marked with its country of origin in
English (e.g. “Made in England”) unless exempt , so getting the origin right is crucial.
Improper origin claims can trigger penalties or even allegations of duty evasion (for
instance, there have been cases where importers tried to route goods through third
countries to hide Chinese origin and evade China tariffs — CBP’s enforcement teams
actively investigate this ). A ruling can also confirm if your product qualifies as UK origin
under any special program. While currently (2025) there’s no U.S.-UK free trade
agreement, origin matters for marking and could matter for future tariff changes.

In summary, using CBP’s ruling program is a best practice for exporters. It offers predictability
and peace of mind. As one logistics expert noted, “Binding rulings allow an importer to get a
determination on the correct classification and duty rate for their products in advance...
eliminating the risk of unexpected duties or compliance issues.” They help you avoid the
scenario of CBP re-classifying your goods at the border or questioning your origin claim. To
get a ruling, you typically provide CBP with a detailed description of the product (and
sometimes a sample or photos), the proposed classification or origin analysis, and any
pertinent facts (like how it's made). Alternatively, even if you don’t request your own ruling,
you can research existing rulings on similar merchandise via the CBP CROSS database or
consult the Informed Compliance Publications on these topics (CBP has ICPs on
classification, valuation, and origin determinations).

If a ruling isn’t feasible or time is short, consultation with a customs broker or trade attorney
can similarly guide you on these points. The bottom line is to get it right the first time — an
upfront investment in determining proper classification, value, and origin will save you from
audits and penalties later. As we saw, CBP actively enforces against misclassification and
undervaluation; it even holds company executives personally liable in fraud cases (e.g. the
Trek Leather case, where a company president was held liable for undervaluing assists on
imported apparel ). So take these determinations seriously.
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Cost-Saving Strategies: Free Trade Agreements and
Intellectual Property Protection

Exporting is not just about following rules —it's also about maximizing your profit and protecting
your brand. Two important areas for British manufacturers to focus on are leveraging any duty-
saving programs or Free Trade Agreements (FTAs) and protecting intellectual property rights
(IPR) in the U.S. market.

Utilizing Free Trade Agreements and Duty Savings

One obvious way to save on costs is to reduce or eliminate import duties. This is typically
achieved through Free Trade Agreements or special trade programs. As of April 2025, the
United Kingdom and United States do not have a bilateral free trade agreement in force (formal
negotiations started in 2020 but have not concluded) . Therefore, UK-origin goods generally
face the standard MFN tariff rates when entering the U.S. However, British exporters should
be aware of a few strategies:

e Stay Informed on Trade Negotiations: Trade policies can change. There has been
political interest in a US-UK trade deal (a comprehensive FTA) that could eventually
eliminate most tariffs on UK goods. While it hasn’t materialized yet, exporters should
monitor USTR updates. For example, with a new U.S. administration in 2025, trade
priorities can shift. If talks resume and an agreement is reached in the future, “Made in
Britain” goods could become duty-free in the U.S. Keep an eye on USTR
announcements and be ready to take advantage of any new trade provisions.

e Use of Existing FTAs via Supply Chain Planning: Even without a direct UK-U.S.
FTA, some British companies might benefit from other trade agreements. For
instance, if you have a subsidiary or production in Mexico or Canada, you could
potentially qualify goods under the USMCA (United States-Mexico-Canada
Agreement). This would require that your product meets the USMCA rules of origin
(which can be complex), essentially treating it as “North American” origin. Similarly, if
part of your production is in a country that has an FTA with the U.S. (like South
Korea, Israel, Australia, etc.), you might explore finishing or assembly in that country
to qualify. This is a form of strategic tariff planning — though the costs of moving
production must be weighed against duty savings. It's essential not to “fabricate”
origin (that would be illegal evasion), but legitimate multi-country manufacturing can
sometimes align with an FTA. Always get expert guidance if attempting this, to
ensure you truly meet the agreement’s rules of origin.

e Generalized System of Preferences (GSP): The U.S. GSP program eliminates duties
on many products from developing countries. The UK, as a high-income country, is not
a beneficiary, so this won’t directly help British-made goods. However, if you source
components from GSP countries, those components might enter the U.S. duty-free
separately. This is more relevant to importers of parts than to exporters of finished UK
goods.

e Section 321 De Minimis: U.S. law provides a de minimis threshold (currently $800)
under which shipments can enter duty-free and with minimal formalities (Section 321
of the Tariff Act). If you are shipping small e-commerce orders directly to U.S.
consumers (each under $800 in value), those might enter without duty. This isn’t
exactly a cost-saving you control (it's up to the import process per shipment), but it's
good to know for small parcels. Be cautious: splitting a larger order into many $799
orders to evade duty (called “smurfing”) is not allowed. Also, note that the de minimis
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rule does not apply if goods are subject to certain trade remedies (e.g. China tariffs)
or other restrictions.

e Duty Drawback: If you import components into the UK, pay UK import duty or VAT,
and then incorporate those components into products exported to the U.S., you might
be able to claim duty drawback from the UK government (reclaiming import duties on
goods re-exported). While this is on the UK side, it lowers your cost of goods sold. The
U.S. also has duty drawback for re-exported goods; not directly relevant to a British
exporter, but if you ever re-export from the U.S., keep it in mind.

e Tariff Engineering: As mentioned earlier, some companies legally tweak product
design to fit a lower-duty category (without reducing functionality). If a minor change in
materials or assembly location can save a significant U.S. tariff, it may be worth it. Just
ensure the change is bona fide and not a sham solely to evade duty — CBP will
scrutinize if it appears you made a superficial change purely to game the tariff system
. When done properly, this is a savvy strategy (Skechers, for example, famously saved
millions by designing a shoe with a removable sole to qualify for a lower tariff rate ).

e Current Tariff Environment (2025): Be aware that the tariff landscape in 2025 is
dynamic. In an effort to protect U.S. industries, the U.S. government under President
Trump (as of early 2025) has invoked emergency trade measures. In March 2025, new
25% tariffs on steel and aluminum imports were put in effect (under Section 232
national security provisions), with no country exemptions (meaning UK steel/aluminum
exports are subject to that 25% duty) . Furthermore, in April 2025, a 10% “baseline”
tariff on all imports was announced, using the International Emergency Economic
Powers Act, due to concerns over trade deficits . This blanket tariff took effect April 5,
2025 and applies to nearly all countries including the UK. In addition, the U.S. indicated
plans for higher tariffs on countries with large trade surpluses with the U.S. effective
later in 2025 . (The UK, however, actually runs a trade deficit in goods with the U.S.
according to U.S. data , so the UK might not be targeted for extra “reciprocal’ tariffs
beyond the 10% baseline.) The key point is: as of April 2025, British goods face an
additional 10% duty on top of normal tariffs when entering the U.S. . Some categories
(e.g. steel, aluminum) face an extra 25% . There are limited exclusions (for example,
goods that are already under Section 232 tariffs don’t also pay the 10%, and certain
critical minerals and USMCA-origin goods may be exempt) . British exporters must
factor these tariffs into their cost calculations. This development makes it even more
important to classify correctly (so you pay the right base rate) and to watch for any
changes (the tariffs could be adjusted or removed if trade negotiations evolve). Keep
checking official sources or with your customs broker for the latest tariff news, as these
policies are subject to change based on diplomatic developments or legal challenges.

In light of the above, cost planning is crucial. If your product has a high U.S. duty, consider
whether you can mitigate it through any legal means. If not, ensure your U.S. distributors or
customers understand the landed cost. Sometimes, simply re-engineering your shipping
methods can save money too (e.g., consolidating shipments to reduce fees, using foreign
trade zones in the U.S. to defer duties if goods will be warehoused before distribution, etc.).
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Protecting Intellectual Property Rights (IPR)

British brands and manufacturers often pride themselves on quality, heritage, and innovation.
When entering the U.S. market, it's vital to protect your intellectual property — trademarks,
logos, brand names, inventions, and creative works — from infringement or misuse. It’s equally
important to ensure you respect others’ IP to avoid legal trouble or seizures.

Here are key steps and considerations for IPR protection:

Register Your Trademarks in the U.S.: Your UK trademarks do not have legal force in the
United States. If you have a brand name, logo, or slogan that you use on your products, you
should file for a U.S. trademark registration with the United States Patent and Trademark
Office (USPTO). This gives you nationwide protection in the U.S. and the ability to enforce
your rights in U.S. courts. It also is a prerequisite for the next critical step — recording your
trademark with CBP. U.S. trademark registration is relatively straightforward, but it can take
8-12 months or more from filing to registration (so plan ahead). Consider hiring a U.S. IP
attorney or using the Madrid Protocol to extend your UK registration to the U.S.

e Record Trademarks (and Copyrights) with CBP: Once you have a U.S. trademark
registration, you can record it with CBP’s Intellectual Property Rights (IPR) e-
Recordation system. This is a powerful tool to combat counterfeits and unauthorized
imports. By recording, you put CBP on alert that your brand is protected. CBP officers
at ports will watch for goods bearing your marks and can detain, seize, and destroy
counterfeit or infringing items at the border . Essentially, recording your trademark
helps CBP help you: “CBP’s e-Recordation Program allows trademark and copyright
owners to obtain border enforcement of their intellectual property rights” . There is a
fee (currently $190 per class) and the recordation lasts as long as your registration is
valid . Many savvy companies provide CBP with product guides or contacts for their
brand so that officers can quickly verify suspected fakes. As the USPTO advises:
“Recording your trademark registration helps CBP detain and seize imported goods if
they violate your recorded trademark. The recordation process is a critical tool in CBP’s
efforts to protect intellectual property rights at the border.” . This means if someone
tries to ship counterfeit versions of your British handbags or apparel into the U.S., CBP
is empowered to intercept them, preventing damage to your market and reputation.

e Patents and Design Protection: If you have invented a novel product or have a
unique design, consider obtaining a U.S. patent or design patent. While patents are
more relevant for tech and inventions, some fashion items (e.g. unique accessory
designs) could qualify for design patents. Patents aren’t enforced by CBP by default,
but if you suspect knock-offs are being imported, a patent (or trademark/trade dress)
could be enforced via a special process (an exclusion order from the U.S.
International Trade Commission under Section 337). That’'s a complex and costly
process, but worth noting for comprehensive IP strategy.

e Monitor and Enforce: Even with CBP’s help, you should monitor the U.S. market
(online marketplaces, trade shows, retailers) for any infringement of your IP. If you find
unauthorized use of your brand, you can take civil action. CBP also publishes annual
seizure statistics for IPR — for instance, CBP seized over $1.4 billion worth of
counterfeit goods in 2024 ranging from luxury goods to electronics . Many of these are
famous brands, but even niche brands can be targeted by counterfeiters if popular. By
being proactive and working with CBP, you stand a better chance of stopping fakes
before they flood the market. A real-life example: In early 2025, CBP in Indianapolis
seized two shipments containing over 2,100 pieces of counterfeit designer jewelry
(fake Cartier, Chanel, Tiffany, etc.) worth an estimated $5.2 million .
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This illustrates that CBP is actively seizing knock-offs and protecting IP at the border.

e Ensure Your Own Imports Don’t Infringe Others: Compliance with IPR goes both
ways. When exporting, make sure none of the materials or designs you use infringe
existing U.S. IP. For example, avoid using any logos or characters (like say, a Disney
character image on a product) unless you have a license — otherwise those goods
could be seized for IP violations. CBP will seize merchandise that “bears an infringing
trademark or copyright” that’s recorded with CBP . So if, hypothetically, you produced
a t-shirt with a slogan that another company has trademarked in the U.S., your
shipment could be at risk. Do a clearance search for trademarks in the U.S. for any
brand names or major slogans you plan to use.

e Branding and “Made in Britain”: Many UK exporters leverage the cachet of British-
made goods. Using “Made in Britain” or a Union Jack in marketing is fine — just
ensure it’s truthful (the product’s country of origin must actually be the UK). As noted,
U.S. law requires country-of-origin marking on the product . False or misleading
claims (e.g. claiming something is British-made when it's not) can lead to seizures
and penalties under fraud statutes or FTC truth-in-advertising rules. Build your brand
on honesty about origin and quality. Also, if you have a certified mark (like the official
“Made in Britain” logo from the Made in Great Britain Campaign), verify if that mark is
trademarked and if you have permission to use it in the U.S.

e Domain Names and Online Presence: Secure a .com domain for your brand or a
U.S.-facing website if applicable. While not directly a CBP issue, having control of your
online brand presence in the U.S. prevents imposters from misleading customers.

In short, protecting your IP is protecting your investment. Registering and recording
trademarks is a must-do for serious exporters. It not only helps you stop counterfeiters
(protecting your revenue and reputation), but it also signals to distributors and customers that
you are a legitimate brand with rights. And by respecting others’ IP, you avoid the nightmare
of a shipment being seized for trademark infringement (which could ruin a season’s launch).
Partnering with CBP on IP enforcement can be seen as an extension of your brand protection
team — CBP has the authority to detain, seize, and destroy infringing imports at the border ,
which can save you from having to chase violators after the goods have entered the market.

Quick case study: A British fashion accessory company enters the U.S. market and finds
cheap knock-offs of its signature handbag on an online marketplace. The company had
fortunately registered its U.S. trademark and recorded it with CBP. Acting on this, CBP
intercepted a shipment of fake handbags at a U.S. port, protecting the company from lost sales
and brand dilution. This real-life scenario happens frequently — CBP seized 26 counterfeit
luxury handbags in one incident in Delaware, protecting brands like Louis Vuitton and Gucci .
Your brand may not be that famous (yet), but even on a smaller scale, these protections
matter.
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Working with Customs Brokers: Proactive Partnership,
Dealing with Problems, and Prior Disclosures

For many new exporters, U.S. import procedures can be overwhelming. Customs brokers are
professionals licensed by CBP who can act on behalf of importers to handle the clearance of
goods. For British companies new to the U.S. market, especially those acting as the importer
of record themselves, a good customs broker is an invaluable ally. However, even when using
a broker, you should stay proactive and informed.

The Role of Customs Brokers and Proactive Tips

A customs broker will prepare and submit your entry filings, arrange bonds, pay duties, and
coordinate with CBP and other agencies for clearances. They essentially navigate the
bureaucracy so you don’'t have to. CBP does not require importers to use a broker — you can
self-file — but in practice, many first-time or small importers hire a broker because the
procedures are complicated . Brokers are experts in classification, valuation, regulations, and
the logistics of importing. They are tested and licensed by CBP, but they are private service
providers (not CBP employees).

Tips for working effectively with a customs broker:

e Choose a Reputable, Licensed Broker: Look for brokers who are licensed by CBP
and perhaps members of professional organizations like the NCBFAA. The NCBFAA
(National Customs Brokers & Forwarders Association of America) sets high standards
and many brokers have additional certifications (like Certified Customs Specialist). A
broker “aligned with the NCBFAA” is often noted for professionalism . You can find lists
of brokers on CBP port websites or ask for recommendations from logistics partners.
Ensure the broker has experience with your type of product (for example, a broker
experienced in cosmetics imports will know about FDA requirements).

e Clear Communication and Documentation: Provide your broker with complete and
accurate information about your goods. This includes detailed descriptions, material
compositions, intended use, and any certificates (like country of origin certificates if
needed, or licenses). The more detail you give, the better they can classify and
declare properly. Invoices should be clear and not vague. If your product is new or
unusual, explain it to them. Remember, a broker’s declaration is only as good as the
info you provide.

e Plan Ahead for Special Requirements: If your goods need clearance from other
agencies (FDA, etc.), discuss with your broker what’s required (e.g. FDA product
codes, prior notifications, etc.). For instance, if exporting cosmetics, your broker will
need to indicate the FDA filing (though cosmetics don’t need prior approval, they are
subject to FDA inspection). If exporting textiles, certain textile declarations may be
needed; a broker will handle that if informed it’s clothing. Being proactive avoids last-
minute scrambles when the goods are at port.

e Utilize Broker’s Expertise in Classification: A good broker will help assign the
correct HTS code to your products. They might ask you numerous questions to get it
right (e.g. for a garment: knitted or woven? what percent of each fibre? since tariff
classification can hinge on those details). Work with them and answer promptly. They
may also advise if a binding ruling (discussed earlier) should be obtained for certainty.
Leverage their knowledge, do your own learning to have informed discussions.
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e Stay Ultimately Responsible: It’s critical to understand that even though you hire a
broker, the importer of record (you or your company) is legally responsible for the
entry’s accuracy . CBP makes this clear: using a broker does not absolve the
importer of compliance liability . Think of the broker as an agent; if they make an
error, CBP will still come to you for any duties or penalties. That’'s why it's important
to choose a good broker and double-check things. Before shipment, review the entry
summary they prepare if possible, or at least review the final entry data for any
obvious mistakes (like mis-described merchandise or wildly wrong values).

e Build a Relationship: Treat the broker as a key partner. The more they understand
your business and products, the better service they can provide. Engage in periodic
reviews with them — ask if they see any potential compliance issues or savings
opportunities. Many brokers will alert clients to changes in regulations (for example, if
a new tariff is announced on your product category, a diligent broker will often inform
you). Given the current environment (e.g. the new 2025 tariffs), a proactive broker can
help navigate such changes. As a recent industry blog put it, “Working with an
NCBFAA customs broker can save you money, improve efficiency, and give you peace
of mind” . They spot problems ahead of time and help get goods cleared promptly .

e Other Logistics Services: Some customs brokers are affiliated with freight
forwarders and can handle door-to-door shipping, insurance, etc. This can streamline
your supply chain. Just ensure you understand which fees are freight-related and
which are customs-related.

Handling Detentions and Seizures

Despite best efforts, things don’t always go perfectly. CBP might detain a shipment if
something raises a red flag. A detention is a temporary hold (usually CBP must decide within
5 days whether to release or seize, though this can extend). Common reasons: suspicion of
incorrect valuation, need to verify a trademark, awaiting PGA (other agency) clearance, or
random inspection. If your shipment is detained:

e Stay Calm and Communicate: Your broker will usually be the one to receive notice
of a detention. Work closely with them to provide any additional information CBP
requests. For example, CBP might ask for proof of the goods’ value (you might
submit contracts or payment proof if they doubt the invoice) or proof of authenticity
for branded goods. Respond quickly; undue delays can lead to seizure.

e Understand the Reason: Knowing why CBP held the goods helps in resolving it. If
it's a documentation issue, correct it. If it's suspicion of counterfeit, provide evidence
of your trademark rights or authorization. If it's a missing partner agency clearance, get
that clearance (e.g. an FDA release). Sometimes detentions happen because of
misinterpretation — a broker can often discuss with a CBP Import Specialist to clarify.
Be prepared to escalate to a supervisor or involve a customs attorney if the issue is
complex.

If CBP decides a law was violated, a seizure occurs. This is more serious — ownership of the
goods can be forfeited to the government. CBP will send a Seizure Notice outlining the
violation (e.g. “Attempted importation of goods bearing counterfeit trademark”, or “Goods
undervalued — violation of 19 USC 1592”). As an importer, you generally have options: petition
for relief, offer in compromise, or abandon the goods.
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e Filing a Petition: This is a formal request to CBP to release the goods or mitigate
(reduce) any penalties, explaining your side of the story. The petition for relief must
usually be filed within 30 days of the notice (the timeline will be in the notice). In the
petition, you admit or deny the violation and provide any extenuating information. For
example, if you inadvertently used the wrong trademarked logo thinking it was
generic, you'd explain that and maybe offer to pay a fine but get the goods back after
removing the logo. CBP has guidelines for mitigation of penalties and decisions are
made by the Fines, Penalties & Forfeitures (FP&F) Officer at the port. As of 2025,
CBP even has an online e-Petition portal to streamline this process . Hiring a
customs attorney at this stage is often wise, especially for significant seizures,
because they know how to argue for mitigation.

e Offer in Compromise or Other Actions: In some cases, especially monetary
penalties (not physical goods), an offer to pay a lesser amount to settle the case can
be made. There’s also an option to file a claim and seek judicial forfeiture —
essentially challenging the seizure in court — but that’s typically only if very high
stakes are involved, as it’s costly and time-consuming.

e Avoiding Seizures: The best cure is prevention — follow all the compliance tips in this
guide. But if a seizure does happen, show CBP that you are a serious, compliant
importer who made a mistake rather than a bad actor. That can influence how lenient
they are.

If goods are seized for serious reasons (e.g. prohibited substances, or major fraud), it may be
very hard to get them released. But for fixable issues (marking violations, minor paperwork
errors), CBP often releases goods upon correction and payment of a small fine. For example,
if you forgot to mark the country of origin on your products, CBP can allow marking in bond
(you label the goods correctly under CBP supervision) and then release them, possibly with a
fine. There was a case where an importer paid a settlement for a country of origin marking
violation under a False Claims Act suit — showing even marking mistakes can be costly .
However, those extreme cases usually involve intentional fraud. For inadvertent errors,
remedies exist.

Tip: In case of any CBP notice (seizure, penalty, etc.), do not ignore it. Ignoring leads to default
judgments, forfeiture of goods, and escalation of penalties. Always respond within deadlines,
even if just to ask for an extension while you gather info. Also, maintain good records of all
imports — if you need to contest something, having the paperwork (invoices, correspondence,
etc.) is crucial.

Prior Disclosures — Coming Clean to CBP Proactively

Mistakes can happen despite your best efforts. Maybe after a year of exporting, you realize
that you’ve been using the wrong HTS code for a line of clothing, and it had a higher duty rate
than you paid, meaning you underpaid duties. Or you discover that a decimal error on invoices
caused undervaluation. In such scenarios, the concept of Prior Disclosure can be a lifesaver.

A Prior Disclosure is a mechanism by which an importer (or exporter, or anyone in the supply
chain) voluntarily discloses to CBP a violation of customs laws before CBP has discovered it
(or at least before they’ve started an investigation of it). The benefit of a valid prior disclosure
is substantial reduction in penalties. Essentially, if you come forward first, CBP will not impose
the usual heavy penalty; instead, if it's a non-fraudulent violation, you typically only owe the
unpaid duties plus interest, and the punitive penalty is waived . This is a huge incentive to be
honest and proactive.
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Key points on Prior Disclosure (PD):

e What can be disclosed: Any violations of 19 USC 1592 (the main customs
fraud/negligence statute) — so classification errors, valuation errors, country of origin
misstatements, etc. It could also cover things like use of invalid duty preference, or
failing to declare assists, etc. It does not generally cover things like trademark
counterfeiting or export violations (those have other self-disclosure processes), but
for import compliance it’s broad.

e When to disclose: Timing is critical. You must disclose before CBP discovers the
violation or formally starts an inquiry on it . If an investigation is already underway (or
if you’ve been informed of an audit/exam that will likely uncover it), it's too late. If CBP
hasn’t caught it yet, you're in the window to disclose. Sometimes, if you get a hint that
CBP suspects something (but hasn’t acted), it's a race — better to disclose immediately.

e How to disclose: A prior disclosure is made by submitting a letter to CBP (usually to
the port or to a regulatory audit office) detailing the circumstances of the violation.
You need to tell the complete story: what was wrong, for how long, what the correct
information is, and crucially, you must tender any owed duties (or arrange to tender
them). Often, companies do a thorough internal review (potentially auditing the last
five years of entries, since that’s the statute of limitations for non-fraud cases ) to
quantify the underpaid duties. The disclosure can be done in two stages: an initial
notice of disclosure and then within 180 days the full details and payment (this gives
time to gather data). For example, you might send an initial PD letter saying “we
hereby disclose that we may have underpaid duties due to misclassification of
Product X from 2021-2024; detailed report to follow” — locking in the date of
disclosure — then do the calculations and submit the final report.

e Benefit: If CBP accepts the prior disclosure, any penalty for a non-fraud violation is
generally limited to interest on the unpaid duties . If it was potentially fraud, the
penalty is capped at a much lower level than normal. This can save enormous
amounts of money. For instance, standard penalties for negligence can be up to 2x
the unpaid duty, for gross negligence 4x, and for fraud up to the value of the goods
(which can be millions) . With a PD, those penalties can effectively become zero (just
pay duties + interest). It's essentially an amnesty for those who self-correct. CBP
likes prior disclosures because it encourages compliance — they get the duties owed
without expending resources on enforcement, and the trade community is
encouraged to police itself .

e Recent CBP stance: CBP encourages prior disclosures and has been working to
standardize the process . New in 2023-2024, CBP has a centralized online portal for
PDs and has been updating guidance. The message is: if you find an error, tell us. Just
make sure your disclosure is truly voluntary and complete. Half-hearted or incomplete
disclosures (omitting some violations) don’t get the benefits.

For British manufacturers, you might wonder, since I’'m overseas, do | need to worry about
this? If you act as importer of record (e.g., you have a U.S. entity importing, or you do a direct
importation under your name), then yes, you should consider PD if something’s wrong. If you
sell to a U.S. distributor who is the importer, technically they would be the one to disclose (but
you should inform them if you discover an error in what you told them, so they can disclose).
Ethically and practically, helping to fix any compliance errors maintains your good relationship
and reputation.
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Example scenario for PD: You export high-end wool coats to the U.S. and realize that the
invoice values you declared didn’t include certain design royalty fees the U.S. buyer was
paying separately — those should have been included in customs value. You calculate that
over the last 2 years, $50,000 in duties were underpaid as a result. Before CBP audits or
questions it, you (or your importer) submit a prior disclosure, pay the $50,000 plus interest.
CBP, in return, does not issue a penalty for this violation. You’ve spent money, but far less
than if CBP found it first (penalty could easily be $100k+ on top of duties in a negligence case).
Plus, by disclosing, you demonstrate good faith, which is important if you ever have any other
compliance review.

One caution: a prior disclosure itself can trigger CBP scrutiny of your other entries (CBP often
reviews your import history once you confess something) . So before disclosing, do a thorough
sweep of all potential issues in the past five years. You want to disclose all infractions in one
go if possible. If you disclose one thing and CBP later finds you didn’t disclose another known
issue, that undisclosed issue could be treated as aggravated (since you showed you knew
how to disclose and chose not to for that one).

Summing Up Broker Relations and Compliance

Working with a customs broker and understanding processes like detentions and prior
disclosure are part of what CBP calls “reasonable care” on the importer’s part. It shows you
are actively managing your compliance. A broker can greatly smooth day-to-day operations —
think of them as your local guide in the “jungle” of U.S. customs regs. But you should also
cultivate some self-reliance: learn the basics, review what the broker does, and use tools like
CBP’s online information and ICPs to educate yourself.

Finally, if something goes wrong, don’t panic — be honest and proactive. Many companies
have made mistakes in imports; the smart ones fix them openly and move on. CBP does
appreciate a company culture of compliance. In the long run, having that reputation can even
benefit you (CBP has partnership programs like C-TPAT where a track record of compliance
helps in getting reduced inspections, etc.). But that's beyond the scope of this guide. Just
know that transparency and cooperation are your friends in customs matters.

With the groundwork of regulations, rulings, cost-savings, IPR, and broker guidance laid out,

let's now consolidate the most important practical tips for compliance, and then look at the
latest 2025 updates and specific industry guidance.
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2025 Updates in U.S. Import/Export Policies Affecting
British Manufacturers

The trade environment can shift with geopolitical changes, new administrations, and global
economic pressures. As of April 29, 2025, several recent updates and trends in U.S.
import/export policy could significantly impact British manufacturers exporting to the USA. It’s
crucial to understand these developments to adapt accordingly:

New U.S. Tariff Measures (2025):

The start of 2025 brought major changes in U.S. trade policy, particularly with the inauguration
of President Donald J. Trump in January (his second term). The administration wasted no time
in implementing tariffs aimed at reducing the trade deficit:

Global “Reciprocal” Tariff of 10%: Effective April 5, 2025, the U.S. imposed a 10%
tariff on all imports from all countries (with only a few exceptions) using the emergency
authority of IEEPA . This is on top of any existing duties under the HTS. For British
exporters, this means your goods now face an additional 10% cost upon entry to the
U.S., making pricing and competitiveness more challenging. For example, if your
product normally had a 5% duty, it's now effectively 15%. If it was duty-free, it's now
10%. This move was justified by the U.S. as necessary to address “non-reciprocal”
trade and to strengthen domestic industry . It's essentially a broad tax on imports.
There were no country exemptions for allies like the UK at implementation. However,
the policy includes reviewing countries with large surpluses and potentially raising their
rates further . The UK actually runs a goods trade deficit from the U.S. perspective (the
U.S. had an $11.9 billion goods surplus with the UK in 2024) , so the UK is not expected
to be targeted for higher “reciprocal’ tariffs beyond the 10%. Still, this blanket tariff
raises costs for UK exporters and could dampen demand unless mitigated (you may
need to work with your importers on strategies: e.g., perhaps using foreign trade zones
in the U.S. for inventory might defer the 10% until goods leave the zone, or passing
some cost to consumers if the market can bear it).

Section 232 Steel/Aluminum Tariffs Reimposed: In March 2025, the Trump
Administration also reinstituted 25% tariffs on steel and 10% on aluminum imports
globally under Section 232 (national security) . Under the prior administration (Biden),
the UK had negotiated a deal to allow a quota of steel duty-free and avoid the tariffs,
but the new administration removed all country exemptions . That means if you export
any steel or aluminum products (or goods that fall under those categories, e.g., certain
machinery made primarily of steel), they will incur that 25% or 10% on top of normal
duties (and on top of the new 10% tariff!). This is especially relevant if you're in sectors
like industrial machinery, automotive parts, or even certain fashion accessories (e.qg.,
metal jewelry or belt buckles could be considered under those if classified as such).
Make sure to check if your HTS code falls under the 232 measures. If so, consider
sourcing alternatives or argue for exclusion if available. (Note: as of now, the new
admin has eliminated the exclusion process that existed previously , meaning one
cannot easily get out of these tariffs except through diplomatic channels or future policy
changes.)

Potential Future Tariff Adjustments: The White House fact sheet allows for
modifications — increasing tariffs if countries retaliate, or decreasing if they make
concessions . Diplomatically, the UK may seek exemption or some arrangement, but
as of April 29, 2025, none is in place. UK manufacturers should keep in close contact
with U.S. import partners and possibly engage industry associations to lobby for relief
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if these tariffs are significantly harming business.

The combined effect of the above is that many UK goods are roughly 10-25% more expensive
at import than they were in 2024 purely due to tariffs — a substantial change. Pricing strategies
may need revision, and open dialogue with U.S. customers is important to navigate this. Some
U.S. importers might ask UK suppliers for cost sharing or might seek alternative sourcing
(unfortunate for UK exporters). Emphasize your product’s unique value to justify the cost, and
see if any U.S. government exclusion lists in the future might cover your goods (should trade
relations improve).

Trade Negotiations and “Trade War” Dynamics:

While the UK isn’t a direct target of U.S. trade disputes the way China is, the global trade
environment indirectly affects British exporters:

e UK-US Free Trade Agreement Status: Formal talks for a comprehensive FTA have
stalled since 2021 . The UK Government has instead focused on other deals (like
CPTPP accession). In 2023, the UK and U.S. announced an “Atlantic Declaration”
aimed at enhancing economic cooperation in specific areas (like critical minerals,
data, etc.), but it's not an FTA with tariffs reduction. As of 2025, no new preferential
tariff arrangements exist for UK goods. That means UK exporters must contend with
the MFN tariffs and new across-the-board tariffs we discussed. You may hear talk of
sectoral deals (for example, resolving the civil aircraft tariffs dispute or removing
tariffs on Scotch whisky and American whiskey, which was an issue in 2018-2021),
but currently those specific disputes were mostly resolved by suspension of tariffs in
2021. Keep an ear out: if an FTA negotiation reboots, certain industries (maybe
automotive or chemicals) could see early harvest agreements. The USTR’s 2024
report noted the importance of UK trade (UK was the 7th largest trading partner) , so
politically there is interest, but other issues have taken priority.

e China Tariffs (Section 301) and Indirect Effects: The U.S. maintains Section 301
tariffs of 7.5% to 25% on a broad range of Chinese products (a remnant of the U.S.-
China trade war). While this doesn’t directly tax UK products, it has effects. U.S.
importers facing high China tariffs might turn to UK or European sources as
alternatives — that could be an opportunity for British firms to replace Chinese
suppliers in certain niches. Conversely, if your UK product incorporates Chinese
components, note that the U.S. customs may still treat the final product as UK origin
if transformed, but if not sufficiently transformed, it could attract those China tariffs.
Also, high China tariffs mean Chinese goods sometimes attempt transshipment via
third countries. CBP is vigilant about origin fraud. Ensure your UK goods truly are UK
— CBP could scrutinize a sudden surge of a certain product from UK if it suspect it's
really Chinese-origin being routed through Britain. Have documentation of your
supply chain to prove UK origin if needed.

e Forced Labor Import Ban (UFLPA): The Uyghur Forced Labor Prevention Act took
effect in June 2022, banning imports of any goods even partly made in China’s
Xinjiang region (presumed made with forced labor). This impacts global supply
chains, especially for cotton, textiles, and silica-based products. If you are in fashion
or apparel, you must ensure your cotton or yarn suppliers are not linked to Xinjiang.
CBP detentions of apparel for forced labor concerns skyrocketed — in 2024, CBP
detained on average 428 shipments per month under UFLPA enforcement, a 25%
increase from 2023 . They seized $1.34 billion worth of goods in 2024 over forced
labor issues . Many were garments or components like cotton and polysilicon (for
solar panels). For UK exporters: even if you manufacture in the UK, if your raw cotton

Made in Britain Trade Centre — 29" April, 2025 16



came from Xinjiang (or if you’re using fabrics from suppliers that did), your product
can be banned. CBP requires very high proof that goods are free of forced labor if
there’s any China link. Action: Map your supply chains. Get certificates from suppliers
about cotton origin (e.g., use cotton from countries like India, U.S., Egypt, or fully
traceable sources). This is especially relevant for cotton apparel, home textiles, and
yarns. Some UK luxury brands source cashmere or merino wool — those aren’t an
issue with Xinjiang, but cotton basics could be. Also, some beauty products may
contain ingredients (like certain chemicals or gloves used in production) from regions
with forced labor issues (including not just China but places like North Korea —
though that’s rarer). In sum, forced labor enforcement is a top CBP priority in 2025.
Ensure your supply chain due diligence is up to date, as goods can be detained and
refused entry if tainted . The UK has its own Modern Slavery laws — leverage that
compliance to satisfy U.S. expectations as well.

Modernization of Cosmetics Regulation Act (MoCRA 2022): This U.S. law is a
major update to FDA regulations for cosmetics (the biggest since 1938). By end of
2023 and into 2024/2025, MoCRA requires cosmetics manufacturers or importers to
register their facilities with FDA and list products/ingredients , mandates adherence
to GMP (Good Manufacturing Practices), and imposes new reporting obligations for
adverse events. If you export cosmetics or personal care products, ensure you or
your U.S. partner has complied. FDA now can mandate product recalls for cosmetics
if safety issues arise. Also, cosmetics will eventually require additional labeling (e.g.,
fragrance allergens might need disclosure pending regulations). British cosmetics
firms that previously didn’t have to interact much with FDA will now have to take
these steps. Non-compliance can lead to your products being denied entry by FDA.
Check FDA’'s MoCRA guidance and make sure by 2025 you have an FDA facility
registration number. (Small businesses under certain size might be exempt from
registration, but most established firms won’t qualify for exemption.)

Environmental and Safety Regulations: The U.S. is gradually increasing focus on
sustainability and safety, though not as rapidly as the EU. By 2025, California (a
huge market) has stricter rules on chemicals (like Prop 65 warnings). Ensure if you're
shipping to the U.S. you are aware of any state-level requirements (brokers can help,
but state rules aren’t enforced by CBP except for some safety standards). One
notable item: single-use plastics and packaging regulations — some states are
banning certain plastics or requiring recycling info. It hasn’t reached a federal import
requirement, but U.S. businesses might demand compliance from suppliers.

Export Controls and Sanctions: If you export products that are dual-use or
sensitive (certain electronics, encryption software, high-tech items), know that the
U.S. has strict controls on some imports from certain countries or entities. Generally,
UK civil products are fine, but if your item has military applications, it could face
scrutiny (ITAR, etc.). This is more niche but worth mentioning — e.g., drones and
related tech face import bans if linked to certain Chinese companies (some UK
companies source drone parts from China — note the U.S. might seize those under
sanctions). Keep informed via U.S. Department of Commerce lists if in the tech
sector.

Shipping and Logistics Challenges: While not a policy, the global shipping
environment post-COVID saw high freight rates, then a normalization. Port congestion
eased by 2023. In 2025, one potential issue is labor disruptions — the U.S. West Coast
port labor contract was settled in 2022, but East Coast/Gulf port labor contracts might
be up for renewal around 2025. Just something to watch as it could cause short-term
disruptions.
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In summary, British exporters in 2025 face a U.S. trade landscape with higher tariffs and
stricter enforcement of supply chain ethics and product compliance. The advantages UK
exporters enjoyed (like Section 232 exemptions) have been removed, and no new trade deal
gives relief yet. However, the U.S. market demand for quality British goods remains strong —
UK exports to the U.S. were at a record high by 2024 (over £58 billion in goods annually) .
Major UK exports like cars, machinery, pharmaceuticals, and fashion continue to find eager
buyers.

British companies should factor in the added costs from tariffs when negotiating with U.S.
partners and look for ways to minimize the impact (e.g., optimizing HTS classifications,
exploring U.S. manufacturing for certain components to bypass tariffs, or using duty drawback
if applicable). It’s also wise to emphasize non-price factors: if your product is superior in quality
or brand heritage, U.S. customers might accept a higher price — but you need to articulate that
value.

On the regulatory side, align your corporate responsibility programs with U.S. import
requirements: for instance, highlight that you have a robust anti-forced-labor supply chain
policy, which will assure U.S. importers and help with CBP compliance. And for sectors like
cosmetics and food, make sure you’re FDA-ready under the new laws.

To close this section: keep a close watch on U.S. policy changes. Trade policy can flip with
elections or geopolitical events. For example, if tensions ease, the blanket 10% tariff might be
lifted; conversely, new issues might arise. As a British exporter, you don’t have direct control
over these, but staying agile and informed will let you pivot strategies quickly. Many companies
engage trade counsel or consultants for periodic briefings — that can be a worthwhile
investment if you're doing high volume business in the U.S.

Now, let’s delve into industry-specific guidance, focusing on major UK export industries to the
U.S., as requested: cosmetics/beauty, fashion and clothing, accessories (hats, bags), leather
goods, and silk/cashmere scarves. Each of these sectors has particular considerations in the
U.S. market.

Made in Britain Trade Centre — 29" April, 2025

18



Focus on Major UK Export Industries
Special Considerations

British exporters have strengths in a variety of industries. Here we highlight several key sectors
— cosmetics & beauty products; fashion and apparel; accessories (hats, handbags, etc.);
leather goods; and silk & cashmere scarves — all popular categories in the U.S. that exemplify
British craftsmanship and style. We will discuss the specific compliance and market entry
considerations for each:

Cosmetics and Beauty Products

The UK is known for high-quality cosmetics, skincare, and personal care brands — from
heritage companies like Yardley or Penhaligon’s to trendy new indie brands. When exporting
cosmetics and beauty products to the U.S., compliance with FDA regulations is paramount,
as well as attention to ingredient differences and branding.

FDA Regulation: In the U.S., cosmetics are regulated by the Food and Drug
Administration (FDA) under the Food, Drug, and Cosmetic Act. Notably, cosmetics do
not require pre-approval or registration (unlike drugs or some medical devices) —
except color additives — but they must be safe for consumers and properly labeled.
The new MoCRA (2022) law adds requirements: starting 2023/2024, companies must
register facilities and list products with FDA . If you’re a UK manufacturer with no U.S.
subsidiary, your U.S. importer or distributor might do this, but ensure it's done or you
do it yourself (FDA allows foreign facility registration, but you must designate a U.S.
agent). This registration is mandatory unless exempted for small scale (averaging
under $1 million in gross sales). Additionally, you must adhere to Good Manufacturing
Practices (FDA will be developing rules for cosmetic GMP). By 2025, you should have
an FDA registration number for your factory and have listed each product’s ingredients
with FDA. Failing to do so could result in your products being refused entry.

Labeling Requirements: U.S. cosmetic labeling has specific requirements, mostly
enforced by the FDA and the Federal Trade Commission (FTC). The outer packaging
and/or container must include: Identity of product (what is it), Net Contents (in U.S.
customary and metric units), Ingredient list (in descending order of predominance by
INCI names), any necessary warnings (for example, “For external use only”), and the
name and address of the manufacturer or distributor (with an English distribution
address if imported). Also, all labeling must be in English (unless also distributed in a
U.S. territory with another language). Compare this with EU rules — many are similar
due to INCI, but note that the U.S. does not require a EU-style cosmetic dossier or
prior notification (except the product listing which is a new requirement). However,
U.S. and EU ingredient regulations differ: some substances banned in the EU are
allowed in the U.S. and vice versa. Check that your formulations comply with the
FDA's list of prohibited ingredients. For example, the EU bans certain color additives
and preservatives that the U.S. might allow, but the U.S. bans or restricts some
ingredients like certain mercury compounds, chloroform, or parabens above certain
levels. Be mindful especially if your product had to adjust for EU or UKCA rules post-
Brexit — ensure U.S. compliance too.
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“Drug” vs “Cosmetic”: In the U.S., the line between cosmetic and drug can trip you
up. If your product makes therapeutic claims (e.g. “acne-fighting” or “SPF sunscreen”
or “whitens teeth” or “anti-perspirant”), it's considered an over-the-counter (OTC) drug
and must comply with additional FDA drug regulations (like listing in FDA’s drug
registry, using specific active ingredients from monographs, and having Drug Facts
labeling). Many cosmetics companies learned this the hard way. For instance, a simple
face moisturizer in the UK might be just a cosmetic, but if you claim “SPF 30” in the
U.S., it's a drug (sunscreen). Similarly, “anti-dandruff shampoo” is an OTC drug in the
U.S. (because of the anti-dandruff claim). If you have products with such claims, either
remove or soften the claims for the U.S. market or ensure you meet the OTC drug
requirements. Often UK brands launch “cosmetics” in the U.S. with pared-down claims
to avoid the drug category. This is a strategic and regulatory decision.

Import Process: FDA can inspect cosmetic imports. Typically, your customs broker
will file an entry with both CBP and FDA (via an electronic system). FDA might do an
examination or even sample the product. If everything is in order (proper registration,
no prohibited ingredients, etc.), they release it. If not, FDA can issue a “Notice of
Detention”. Common reasons: labeling not up to code, presence of a banned
substance, microbial contamination, or if they suspect the product is misbranded or
adulterated. To minimize issues, ensure labeling meets requirements, and consider
sending FDA a product sample in advance (through their Voluntary Cosmetic
Registration Program or VCRP, which is separate from MoCRA listing — previously
voluntary, now superseded by required listing). If your product has a unique ingredient,
maybe include a certificate of analysis or safety test results with the shipment to
preempt concerns.

Animal Testing and Ethical Marketing: The U.S. currently does not ban animal-
tested cosmetics federally (unlike some other countries), but a number of states
(California, Nevada, etc.) have bans on the sale of cosmetics tested on animals after
certain dates. Many UK brands pride on cruelty-free status, which is great for
marketing. Just be truthful — if you label cruelty-free, be prepared to substantiate it if
challenged. Also, if your product is vegan or organic, U.S. consumers will look for
specific logos (like Leaping Bunny, USDA Organic, etc.). These aren'’t legal
requirements but marketing considerations.

Trademark and Brand: Many cosmetic brand names are trademarked. Ensure yours
is available in the U.S. One cautionary tale: a UK skincare brand expanded to the U.S.
only to find their name was too similar to an existing U.S. brand, leading to a legal
dispute. So do a clearance search. Also consider cultural differences — names or
slogans that work in the UK might have different connotations in the U.S. (this is more
of a marketing note).

Real-life Example: In 2022, several shipments of foreign cosmetics were refused by
FDA because they contained isobutyl paraben, an ingredient not currently prohibited
by FDA, but under scrutiny — the refusal was actually due to mislabeling (they weren’t
properly labeled with all required info) but it highlighted that FDA is monitoring
controversial ingredients. The UK exporter had to relabel the products and ensure all
ingredients were listed correctly, then the shipment was allowed. The key learning:
meticulous labeling and awareness of ingredient perception is crucial.
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® Cosmetics Summary: Provide full ingredient disclosures, register with FDA, use a

good importer or U.S. agent who understands the cosmetics rules, and be ready to
adapt formulations if needed. The U.S. beauty market is huge (the world’s largest), so
the reward is worth the regulatory effort. Leverage what makes British cosmetics
appealing — quality, natural ingredients, etc. — but wrap it in compliance for a smooth
entry.

e Fashion and Clothing (Men’s and Women’s Apparel)

The fashion and apparel sector is a major part of UK exports (from high street fashion to luxury
designers). To successfully import clothing into the U.S., pay attention to customs rules for
textiles and consumer protection regulations:

Tariffs and Quotas: Most apparel imports into the U.S. carry significant duties, and
unlike many sectors, clothing often has no duty-free provision unless from a free trade
partner (which the UK isn’t). Duty rates can range widely — a cotton t-shirt might be
~16.5% duty, wool coats 18%, man-made fiber dresses 20%+, etc. Plan for these
duties in your costing. There are no quotas anymore for WTO countries (the old
Multifiber Arrangement quotas ended in 2005), so UK clothing isn’t subject to quota
limits (and the UK isn’t subject to those country-specific restrictions like some non-
WTO countries). However, watch out for any trade preference levels — not applicable
to UK, but just know that extremely large shipments may attract attention (unlikely for
boutique UK fashion which is smaller scale than, say, Bangladesh manufacturing). If
your apparel uses materials from animals (fur, leather, exotic skins), there could be
separate quota or ban issues: e.g., U.S. has absolute quotas on certain leather made
from endangered species (through CITES). If you have something like vicuiia wool or
python leather trim — special permits are needed. For typical materials (cow leather,
sheep wool, etc.), no quotas, but see next point about wildlife.

Fish & Wildlife Service (FWS) Clearance: If your fashion items include wildlife
products (fur, exotic leathers, ivory, feathers, etc.), they must be declared to U.S.
Fish & Wildlife and often need an import/export license from FWS. For example, a
hat decorated with wild bird feathers could be problematic (due to migratory bird act).
A handbag made of alligator leather can only be imported if it's CITES-certified and
goes through a designated wildlife port with inspection. This is very relevant for
luxury fashion. Some UK brands may use sustainably sourced exotic skins — make
sure all CITES documentation is in order. If your goods have no such materials, no
FWS involvement needed.

Labelling (Textile/Fiber Content): The Federal Trade Commission (FTC) enforces
the Textile Fiber Products Identification Act. Clothing (and home textiles) must have a
label disclosing fiber content by percentage (e.g. “100% Silk” or “Shell: 80% Wool 20%
Nylon; Lining: 100% Polyester”). It must also have the country of origin (e.g. “Made in
England”) and the identity of the manufacturer or importer — usually a company name
or RN (Registered Number issued by FTC). U.S. importers often have an RN they’ll
want on the label. If you as a foreign exporter want, you can also get an RN from the
FTC to use. Additionally, care instructions are required (the FTC’s Care Labeling Rule).
Usually pictograms alone aren’t sufficient; words like “Machine wash cold, tumble dry
low” or standard symbols with an explanatory key are needed . Many UK garments
use ISO care symbols — in the U.S., ASTM care symbols or written instructions are
used. It's safer to include words unless you're sure the symbols meet the ASTM
standard recognized in the U.S. This is a common snag: foreign clothes arrive without
proper care labels, and while CBP might not seize them for that, retailers may refuse
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to sell them until properly labeled. It's best to incorporate U.S.-compliant labels during
production. Note: certain items (like purely decorative pillows, etc.) might fall under
different rules (there are tagging requirements for things like down/fiberfill content by
state laws).

Flammability Standards: The U.S. has strict flammability standards for clothing
textiles and especially for children’s sleepwear. General apparel should not be
dangerously flammable (most normal fabrics pass, but very sheer rayon or certain
high-pile synthetics could fail). All children’s sleepwear (sizes 0-6x and 7-14) must be
either flame-resistant (treated or made of resistant fabric) or snug-fitting per defined
dimensions, and must be tested and certified to ASTM flammability standards. If you
export kids’ pajamas or nightgowns, be very aware of this — it's a frequent area of non-
compliance. Those products need a Children’s Product Certificate (CPC) stating they
meet flammability standards. Regular day clothing for kids doesn’t need that, but
sleepwear does. Adult clothing doesn’t need a certificate but still can’t be highly
flammable (e.g., no extremely flammable sheer rayon unless labeled as see-through
lingerie which has exceptions).

Consumer Product Safety (CPSIA): Children’s apparel (for under 12 years) also
must comply with CPSIA regarding lead content (in buttons, snaps, zippers, prints)
and phthalates (if any plastisol prints, etc.). Most fabric garments pass easily, but
metallic accessories or plasticky prints should be tested for lead/phthalates. Also,
drawstring rules: children’s upper-body garments (like hoodies) cannot have certain
long drawstrings (they are considered strangulation hazards). The CPSC has
guidelines: no drawstrings in hood/neck for sizes 2T-12, and waist drawstrings
should not extend too long or have knots. Keep these safety design points in mind to
avoid recalls or holds.

Real-life Example (Apparel): A small UK fashion brand shipped a line of ladies’
dresses to the U.S. The dresses arrived and CBP found the origin labels said only
“Made in UK” but didn’t specify “Made in United Kingdom” or similar — technically, “UK”
is not the full English name of the country (it should be “Made in United Kingdom” or
“‘Made in England/Scotland/etc.”). CBP exercised discretion and released the goods
but required the importer to remark the country of origin on each garment with the full
name . The lesson: use the correct country name in marking. In another instance, a
retailer returned a shipment of European-made shirts because the care labels only had
symbols not familiar to U.S. consumers and omitted the manufacturer identity. The
exporter had to sew in new labels stateside at considerable cost. So, compliance at
manufacturing stage is key.

Tariff Engineering for Apparel: As a fun fact, some apparel companies intentionally
design products to fit favorable tariff categories. Example: The U.S. duty on men’s
100% cotton shirts might be different from cotton/poly blend shirts. If one is lower, they
might tweak the blend. UK exporters might not have the volume to do that significantly,
but it's good to be aware. Also, note that Gender in classification — some tariffs differ
for men’s vs women’s garments (due to historical reasons). Classify accordingly
(unisex clothes often default to men’s in U.S. tariff logic unless specified).

Shipping and Presentation: For apparel, how you pack can matter: If you use
wooden hangers or cedar blocks, they must be pest-free (wood packaging must meet
heat treatment standards or may be denied). Also, ensure no mold — sometimes
clothing shipped by sea in humid conditions arrives with mold, which can cause
CBP/Agriculture quarantine. Use proper desiccants and packaging to avoid that.
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Distribution in U.S.: Many UK brands partner with U.S. distributors or sell via major
retailers. Be aware those partners will often insist on compliance — they might have
their own testing of your garments for flammability or chemical safety. It's wise to test
your products to U.S. standards before export, so you know you’ll pass. Use labs like
Intertek, SGS, etc., which can do U.S. ASTM/CPA tests. It's an investment that can
save headaches.

Accessories (Hats, Handbags, “Manbags”, and More)

Accessories often complement fashion but can have their own specific rules depending on
materials:

Handbags and “Manbags” (men’s bags): These are typically classified as luggage
or handbag items. U.S. tariffs on handbags vary by material: e.g., plastic or textile
bags ~16%, leather handbags ~9%. Ensure you classify by outer material. If a bag
has leather trim but textile body, it usually classifies as textile if textile is chief weight.
Also note, some luxury handbags made of exotic leathers (alligator, python, lizard)
require the same FWS/CITES considerations as mentioned for leather goods. If it's
regular cowhide or sheep leather, no wildlife import permit needed. There’s a quirky
rule: if a bag or case has certain types of metal frame, it may classify differently. But
generally, handbags vs travel bags vs small cases have different codes. Work with
your broker on the fine distinctions.

Hats: Hats are subject to tariffs often ~7-15% depending on material. They also have
to meet labeling — country of origin must be on the hat (often on a label inside). If
made of wool, the Wool Products Labeling Act requires a label stating the fiber
content including wool and whether it’s recycled or virgin wool. (Wool labeling is a
subset of textile labeling law — mention if any wool content.) Also, wool felt hats must
be marked with country of origin on the top inside of the crown (an old regulation
from the 1930s still on books for some reason). Ensure your hat manufacturer knows
these details. Additionally, safety: children’s hats or accessories shouldn’t have small
parts that can detach and become a choking hazard.

Accessories with Electronics: If any accessory has a tech component (e.g., an
LED-lit handbag, or a smart hat with Bluetooth), that introduces FCC regulations for
electronics and possibly lithium battery shipping rules. Unlikely for most, but as
fashion-tech grows, keep in mind.

Jewellery and Watches: Not explicitly listed, but often accessories include jewelry.
UK exports of jewelry must consider hallmarking (UK has its own, but U.S. has simple
marking requirements like metal purity stamps). Fine jewelry should be declared with
proper values (watch out: CBP might require a formal entry even if under $2500 if it's
of high value or contains precious metals/stones beyond a certain limit, due to
enforcement of anti-money laundering). Also, jewelry can be subject to anti-dumping
duties if from certain countries (not UK though, but e.g., Chinese silver jewelry had
extra duties at one point). If your accessories line includes jewelry, ensure no
trademark infringing designs (ke using a famous logo shape).

“‘Manbags”: That term presumably refers to men’s handbags or satchels, which is
essentially the same category as handbags (maybe classified as travel bags if larger).
No special distinction in customs; marketing term only. So the same rules as handbags

apply.
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Belts: Leather belts are usually classified under leather apparel accessories (~2.7%
duty if | recall). But if a belt has a large metal buckle, sometimes customs focuses on
the material of the belt strap for classification. Labeling: leather belts should be
marked with country of origin, often on the backside. Also, if genuine leather, many
just stamp “Genuine Leather, Made in UK” which suffices for origin and material. If
not genuine (synthetic), don’t use the word leather.

Gloves, Scarves, Ties (as accessories): Gloves often have high duties (leather
gloves ~12.6%, knit gloves 10-20%). They also require labeling (origin, fiber content
for textiles, etc.). Scarves and ties, see next in scarves section.

Case Study Accessory: A UK company exporting wool flat caps faced an issue: the
caps were made of wool fabric but the label didn’t mention wool content or origin. CBP
released them after the importer agreed to attach labels in a bonded facility. This
caused delay and added cost. The company thereafter labeled all caps “100% Wool,
Made in Ireland (or UK)” etc., avoiding future hassle. It highlights that even small
accessories need the same compliance as larger garments.

Counterfeit Concerns: Accessories are often targeted by counterfeiters (think fake
Burberry scarves, fake designer handbags). If you are an established brand, consider
recording your trademarks as discussed. If you are importing a famous-brand
accessory (maybe as a retailer or licensee), ensure they’re authentic or you risk
seizure. The Indianapolis CBP seizure example earlier of luxury goods underscores
how closely CBP watches accessories for IP issues.

Leather Goods

Leather goods overlap with accessories but can include a broader range: wallets, shoes,
belts, jackets, etc. Let’s focus on non-apparel leather items (apparel like jackets would fall
under clothing rules above with labeling etc., plus Leather does need a disclosure if made of
equine hide — obscure rule that if something is horse leather, must say so).

Shoes (Footwear): If you plan to export footwear, know that U.S. footwear tariffs are
notoriously complex and often high. They depend on material of upper and sole, plus
if it's for men, women, or kids, and other factors. Some leather shoes have around
8% duty, but textile shoes can have 20%+, and certain cheap sneakers have up to
48% (!) due to old protectionist tariffs. It's crucial to classify footwear correctly; even a
slight difference (like one has a foxing band, one doesn’t) changes the rate. There
are also FTA benefits for some footwear from certain countries (again not UK), and
sometimes temporary exemptions (the MTB in 2020 temporarily removed duty on
some specific types of performance footwear, etc., but those expire). Leather shoes
also require origin marking (usually on the shoe tongue or inside). And all footwear
imports require a commercial invoice declaration stating if they contain any fur and
the type of materials. The broker will handle an FDA “radiation” query for shoes
because some have devices? (Actually it might be a holdover in system, not relevant
unless shoes have electronics.)

Leather Accessories: (Wallets, keychains, cases): Usually fall under leather goods ~

duty rates ~8-10%. Marking and possibly quotas if exotic leather (same FWS note). If
using leather from protected Leather Goods (Bags, Footwear, and More)

High-quality leather goods are a British specialty, from fine leather bags to footwear
and wallets. When exporting these to the U.S., keep in mind:
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Material Restrictions and Permits: Ensure the leather is from commonly traded
animals (cow, sheep, goat, etc.) or legally sourced exotics. If any item uses leather
from a protected species (exotic skins), secure proper CITES permits and use a
designated port for entry with U.S. Fish & Wildlife clearance. For example, an
alligator leather wallet requires CITES documentation and FWS inspection on arrival.
Absent permits, CBP will seize such goods. For regular cowhide or calfskin, no
special wildlife permit is needed — just declare the material.

Labelling: Leather products should be marked with the country of origin (often
embossed or on a sewn label). If the item is a wearable (like a leather jacket or
gloves), it falls under textile labeling rules (fiber content if lining, etc.). For footwear,
origin marking is usually on the inside tongue or sole. Unique U.S. rule: if a product is
made of horse leather, it must be labeled as “horsehide” (to not mislead customers) —
not common, but worth noting .

Footwear Classification: Footwear has dozens of HTS subcategories, and duty rates
can be quite high. The duty depends on the shoe’s construction (leather uppers vs
textile uppers vs rubber/plastic, and whether it's for men, women, or children). For
instance, men’s leather dress shoes are around 8.5% duty, but cheap fabric sneakers
can be 20% or more. Misclassification here can be costly — importers have been
penalized for declaring shoes as leather when they were polyurethane, or vice versa,
to get a lower rate . Provide your broker detailed specs: upper material, sole material,
percent of each if mixed, whether it covers the ankle, etc. Also note if the shoes are for
sports, as athletic footwear has separate codes. Check if your footwear might benefit
from any special duty suspensions (periodically, Congress grants temporary
reductions on certain footwear not made in the U.S.). And be aware of any anti-
dumping duties — none currently on UK footwear, but historically on some Chinese
footwear (just stay informed if any trade actions could indirectly affect you, like
components from certain countries).

Duties on Other Leather Goods: ltems like leather wallets, portfolios, and cases often
carry around a 8-10% duty. Leather gloves and jackets are higher (10-16%). Plan
pricing accordingly. Also remember to include any metal parts in descriptions (a leather
belt with a metal buckle is still classified by the leather component, but customs will
want to know the buckle’s composition for valuation if it's significant).

Quality and Branding: While not a “regulation,” U.S. consumers expect certain
assurances with leather goods — e.g., if you advertise “genuine leather,” it must be real
leather, not bonded scraps. Misrepresenting material can lead to FTC action. Also, if
your product has a brand logo or pattern (like a check or monogram), ensure it's your
IP and record it with CBP to combat counterfeits.

Packaging: Mould and moisture are enemies during ocean transit for leather. Use
proper ventilation and desiccants to avoid mold issues which can result in
CBP/Agriculture holds. Also, any wooden packaging or hangers must be ISPM-15
compliant (heat treated) to prevent pest issues at import.
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Silk and Cashmere Scarves

Scarves — whether delicate silk squares or luxurious cashmere wraps — are popular British
exports exemplifying craftsmanship. Here’s what to consider:

Fiber Content Labelling: Scarves, like other textiles, require a label for fiber content.

Silk scarves should be labeled “100% Silk” (if true) and cashmere scarves should
state “100% Cashmere”. Cashmere is a type of wool, and under the U.S. Wool
Products Labeling Act it's actually required to disclose the fiber accurately (and if any
recycled wool is used) . Fortunately, “cashmere” is an allowed fiber name (unlike just
saying “wool”, which is generic). Include the country of origin on the label (“Made in
Scotland from 100% Cashmere”, for example). Also include RN or manufacturer
identity as required for all textiles.

Duty Rates: Surprisingly, pure silk textiles often enjoy low or zero duty in the U.S.
because silk isn’'t produced domestically. Many silk scarves fall under a duty-free
tariff line (check HTS Chapter 50-62 specifics; often “silk handkerchiefs and scarves”
are duty-free or very low duty). Cashmere (being a wool) does have a duty — for
example, women'’s wool scarves might be around 6-8% duty. It's lower than for
synthetic or cotton scarves in many cases, but verify the exact code. If a scarf is a
blend (silk/cashmere blend, etc.), classification and duty depend on the chief weight
of fiber. Be precise with weights if blended.

Size and Category: Very large scarves or shawls might classify differently (as
shawls or wraps). But generally, all fall under “scarves and shawls” in the tariff. If it
has added functionality (like buttons to be a poncho), it might be considered apparel
(cape) — usually not, but just be aware.

Marking: Scarves sometimes pose a challenge for affixing a permanent label (since
people don't like labels on delicate scarves). However, CBP requires origin marking.
A common solution is a small sewn-in label on an edge. Make sure it's present.
Some importers remove scratchy labels for retail, but legally the item must reach the
ultimate consumer with origin visible . If you plan to remove them for sale (not
advised), discuss with legal counsel — you might need to transfer the origin marking
to packaging, but regulations prefer it on the article.

Cashmere Source: Cashmere often comes from goats in Asia (China, Mongolia,
etc.). Ensure your supplier isn’t using any banned labor. Under UFLPA, if any
cashmere were sourced from Xinjiang, China, it could be detained . Most high-end
cashmere from UK is sourced from Mongolia or elsewhere — just be ready to
document origin of the raw fiber if ever questioned (low likelihood, but not impossible
as forced labor enforcement expands).

Care Instructions: Wool and silk have specific care needs. The U.S. care labeling
rule applies — e.g., “Dry Clean Only” if that’s the advised method. Many silk scarves
say that. Include it to avoid retailer issues.

Example: Burberry’s iconic checked cashmere scarves imported to the U.S. carry a
label “100% Cashmere — Made in Scotland” and care instructions, plus a small RN
number for the importer. This meets all FTC requirements and these products clear
customs without trouble (aside from their high price attracting CBP’s valuation
attention perhaps). Emulate such compliant labeling practices for your scarves,
whether high-end or mass-market.
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No Special Bans: Silk and cashmere are not from endangered species (silk from
silkworms, cashmere from goats), so no wildlife permit concerns (unlike, say, vicufa
wool which is protected — but that’s not common). Just avoid any illegal materials
(some fashion scarves in the past incorporated shahtoosh, the ultra-fine wool from an
endangered antelope — that’s strictly banned).

In all these product-focused sections, a recurring theme is accurate information and
adherence to specific rules. Each product type has its nuances, but if you've done your
homework, your British goods can shine in the U.S. market without regulatory obstacles.

Additional Resources and References

For further reading and official information, the following resources are invaluable for British
exporters to the U.S.:

U.S. Customs and Border Protection (CBP) — Basic Importing & Exporting: CBP’s
official guide and web portal for new importers, covering entry procedures, duties,
and compliance tips . Start here for an overview of requirements and links to specific
topics (like duty payment, inspections, etc.).

CBP Informed Compliance Publications (ICPs): Detailed booklets on various import
topics (classification, valuation, marking, textile rules, etc.). For example, CBP’s
publication on Country of Origin Marking explains marking rules in depth , and their
guides on textiles and wearing apparel detail labeling rules. These are available on the
CBP website’s “Trade” section wunder Informed Compliance Publications.

CBP Rulings Database (CROSS) and Ruling Requests: The searchable Customs
Rulings Online Search System (CROSS) lets you find past CBP rulings on products
like yours. It's a great way to see how CBP classified an item . If uncertain, consider
requesting your own binding ruling via CBP (see Rulings & Legal Decisions on CBP’s
site) to get official classification/origin guidance .

U.S. Trade Representative (USTR) — United Kingdom Trade Information: The
USTR site provides updates on trade policy, negotiations, and statistics for US-UK
trade . It’s useful for staying informed on any future trade agreements or policy
changes that could benefit (or affect) UK exporters.

U.S. Patent and Trademark Office (USPTO) — Trademark Registration and
Recordation: The USPTO site guides you on how to register your trademark in the U.S.
and also has information on working with CBP to protect your mark . (See “Customs
and Border Protection services for trademark owners” on USPTO’s site for a step-by-
step on recording trademarks with CBP, which enables border enforcement).

National Customs Brokers & Forwarders Association of America (NCBFAA): The
NCBFAA is the professional body for U.S. customs brokers and freight forwarders.
Their website (ncbfaa.org) has an “Import 101” overview and resources that can help
importers understand the process . They also offer a directory of licensed customs
brokers — helpful for finding a reputable broker in the port of entry you plan to use.
Additionally, the NCBFAA frequently posts updates on regulatory changes (like the
2025 tariff developments) which can be insightful.
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e CBP’s Priority Trade Issue Pages: CBP highlights Priority Trade Issues such as
Intellectual Property Rights , Textiles , and Forced Labor. On CBP.gov, you can find
sections dedicated to these topics, providing guidance (e.g., the IPR page tells how
to record trademarks and includes the IPR e-Recordation portal ; the Forced Labor
page provides FAQs and compliance guidance for supply chain due diligence).

e FDA Import/Export (for cosmetics and foods): If you deal in FDA-regulated goods,
the FDA’s import page and the Cosmetics section (including MoCRA updates ) will
be key resources. The FDA even has a Voluntary Cosmetic Registration Program
(VCRP) site which, while voluntary, is now complemented by mandatory MoCRA
listings — see FDA guidance on that for 2025 compliance.

e USA.gov Business — Export/Import Hub: The USA.gov portal compiles links to
various agencies for exporters/importers. It's a good starting point to find which
agencies regulate your product.

Each of the above sources can provide authoritative answers and further details beyond the
scope of this guide. When in doubt, refer to the official regulations (the U.S. Code of Federal
Regulations, Title 19 for Customs, Title 21 for FDA, Title 16 for FTC, etc.) — many are
referenced in CBP’s ICPs.

Lastly, consider engaging with trade promotion bodies: e.g., the UK Department for Business
and Trade (formerly DIT) often has guides or can assist UK companies on exporting to the
U.S., and they might have checklists that align with these U.S. resources.

By leveraging these resources, you'll stay educated and up-to-date on requirements — an
essential part of ongoing compliance.

Conclusion: Steps to Success for “Made in Britain”
Exports

Entering the U.S. market as a British manufacturer may seem daunting, given the layers of
regulations and the recent shifts in trade policy. However, with careful preparation and the
right support, it can be deeply rewarding. The United States remains the UK’s largest single-
country export market, hungry for British innovation, quality, and style.

To ensure success:

e Do your homework — early and thoroughly. Research the specific U.S. requirements
for your product type (use this guide and the linked resources as a starting point).
Knowledge is power in trade compliance, sparing you costly mistakes.

e Plan and integrate compliance into your workflow. Treat regulatory requirements
(like labeling, testing, documentation) as part of your production and packaging
process, not an afterthought. It's much easier to sew in a correct label or use the right
formulation from the get-go than to retrofit products later. Build a timeline that includes
time for any necessary registrations (FDA, USPTO, etc.) and potential CBP ruling
requests.
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e Partner with experts. Engage a competent customs broker and logistics providers
who have experience with UK-U.S. shipments. Consult with legal experts for tricky
areas (like if you’re unsure about a labeling claim or a tariff classification). These
partners act as guides through the bureaucratic maze. As the saying goes, “an ounce
of prevention is worth a pound of cure” — their expertise can prevent issues that
would be far more expensive to solve post-fact. And don’t forget to utilize UK
government export support and perhaps U.S.-based trade consultants if needed.

e Protect and promote your brand. Register trademarks, record them with CBP, and
be proactive against potential infringements. Simultaneously, market the fact that
your products are authentically British and compliant with all U.S. standards — this
gives U.S. buyers confidence. Many U.S. consumers seek out “Made in Britain” for its
cachet of quality; by ensuring your imports are flawlessly compliant, you reinforce
that reputation.

e Stay agile and informed. Keep an eye on the trade policy environment (tariffs,
agreements) so you can adjust pricing or strategy. Sign up for updates from official
channels (CBP, USTR, etc.). Compliance is not a one-and-done task; it's an ongoing
commitment. Laws can change (for example, if the U.S. lowers the de minimis
threshold in the future, it could affect your e-commerce strategy — and you’d want to
know beforehand). Make someone in your team responsible for trade compliance
monitoring.

e Cultivate good relationships with import partners. Whether it's your distributor,
your customs broker, or even the CBP officials at the port (through your broker),
communication is key. Respond promptly to any inquiries or requests from your
broker or CBP. Demonstrating professionalism and cooperation can sometimes lead
to flexibility (for instance, a one-time exception to fix a minor labeling issue instead of
a harsh penalty, if you’ve shown good faith).

e Quality and compliance go hand in hand. Use your compliance efforts as a selling
point — “we meet all U.S. standards and regulations” is a strong assurance to U.S.
wholesalers and retailers. It differentiates you from less prepared competitors. Share
real-life examples of your diligence (e.g., “Our cosmetics facilities are FDA-registered
and we follow GMP, even though not all brands do” or “Our apparel is tested to U.S.
flammability and safety standards”). This not only helps avoid legal issues but also
builds trust with business partners and consumers.

In conclusion, exporting to the USA requires navigating a new set of rules, but it's a path
well-trodden by many British firms successfully. By focusing on compliance — treating it as
an integral part of your export strategy — you minimize risks and pave the way for smooth
customs clearance and reliable supply chains. Then you can focus on what you do best:
delivering excellent products to delighted American customers.

With this guide, you have a comprehensive roadmap. Prepare diligently, seek expert help
when needed, and stay adaptable. The “special relationship” between the UK and USA
extends to trade as well — millions of American consumers are eager to buy British goods,
and U.S. regulators, while strict, provide clear rules to follow. By aligning your operations
with those rules, you ensure that the only thing your U.S. customers notice about your
product is its superior quality and British charm — not any compliance hiccups.

Here’s to your exporting success in the United States! With knowledge, preparation,

and the distinctive appeal of Made in Britain on your side, you are well-equipped to
thrive in the U.S. market. Good luck, and welcome to the USA!
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For tailored support, contact the Made in Britain Trade Centre

www. tradewithbritain.com

Disclaimer: This report does not constitute professional advice in anyway
and is for information purposes only. The information is subject to constant
change. Professional legal and trade advice should be taken at all times to

update and give actual up-to-date information.
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