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India-UK CETA: Sectoral
Insights and Strategic Outlook

Why Boards, CEOs and Business
Leaders Must Look Beyond Tariffs

With effect from 15 July 2026, the India-

UK Comprehensive Economic and Trade
Agreement (CETA) and the accompanying
Double Contributions Convention (DCC) have
entered into force, marking a material reset of
the bilateral trade and commercial framework.
India will remove or reduce tariffs on 90% of
tariff lines, covering 92% of existing goods
imports from the United Kingdom, with 64%
of tariff lines receiving tariff-free treatment

at entry into force and 85% becoming eligible
for tariff-free entry after staging. The United
Kingdom has, in turn, liberalized tariffs

across almost all qualifying Indian exports.
The agreement extends well beyond goods

to services, digital trade, business mobility,
government procurement, customs facilitation,
regulatory cooperation, and intellectual
property.

The headline tariff story is commercially
important, but incomplete. CETA is

Global Partner. Integrated Solutions.

fundamentally a competitive advantage
framework. Preferential duty creates value
only where businesses can establish product-
level qualification, satisfy rules of origin,
preserve documentary evidence, navigate
domestic regulation, recalibrate pricing and
contracts, and build an executable route to
market. The agreement, therefore, requires
coordinated action across commercial, legal,
tax, customs, supply chain, regulatory, finance,
and talent functions.

The opportunity is distinctly two-way. Indian
businesses can capture UK market share
and integrate more deeply into healthcare,
manufacturing, and services ecosystems.
UK businesses can use the agreement

not merely to export more to India, but to
establish India as an integrated platform for
sales, manufacturing, sourcing, technology,
talent, procurement and investment. The
most durable value is likely to be created by
businesses that combine tariff access with
local capability and long-term partnerships.



CETA creates the conditions under which
winners can emerge; it does not create them
automatically.

What the Agreement Changes - and
What It Does Not

Preferential tariffs apply only where the
relevant goods are covered by the applicable
tariff schedule, satisfy the product-specific
rules of origin, and are supported by the
prescribed origin declaration and import
procedures. A headline zero rate is therefore
not an automatic transaction-level outcome.
Classification, valuation, staging, tariff-rate
quotas, non-alteration conditions, record
retention, and customs verification must be
tested for each supply chain.

Executive Snapshot
Sector Principal opportunity

Textiles, apparel & |Immediate duty-free UK
footwear access and market-share

in India.

capture; UK brand, design and
technical-textile partnerships

CETA also does not displace domestic
regulation. Product registrations, technical
standards, sanitary and phytosanitary
controls, professional licensing, immigration
requirements, domestic taxes, state excise
regimes, competition rules, procurement
conditions, and trade-remedy measures
continue to apply. For the purpose of this
publication, we have selected a few key
sectors to provide a high-level overview of
the potential impact of the India—UK CETA.
The assessment presented is indicative in
nature, and the precise tariff treatment and
benefits should be validated at the HS code
level, including the applicable implementation
timelines for phased concessions.

Critical Execution Enabler
Origin, traceability, buyer compliance,
sustainability and delivery reliability.

Auto components
& engineering

manufacturing demand.

Deeper Indian participation

in UK supply chains; stronger
UK access to Indian mobility,
infrastructure and advanced-

Product-specific staging, quotas, standards,
valuation, homologation and supplier
integration.

medical devices generics, APls, CDMO and
devices; UK opportunities

in specialized medicines,

collaboration.

Pharmaceuticals & |Stronger Indian position in

med-tech, R&D and clinical

Regulatory approvals, quality, procurement,
pricing and market-access requirements
remain decisive.

Alcoholic
beverages
alongside premiumization
opportunities for Indian
brands.

Materially improved access
for Scotch whiskey and gin,

State excise, registrations, licensing,
distribution economics and state-by-state
pricing.

IT & professional
services

Greater services certainty,
temporary mobility, digital
delivery and DCC-related
assignment efficiencies.

Visa, sponsorship, qualifications, tax, payroll,
data and professional licensing obligations
continue to apply.




1. Textiles, Apparel and Footwear: India’s
Immediate Market-Share Opportunity

The India—UK CETA is expected to reinforce
the growth trajectory of India’s textiles,
apparel, and footwear sector, expanding

the market from USD 179 billion in 2025

to an estimated USD 350 billion by 2030,
representing a 14.4% CAGR. With a current
workforce of around 45 million, the industry
is projected to create nearly 18.8 million
additional jobs, supported by stronger export
demand and greater integration into UK supply
chains.

India exports to the United Kingdom

Textiles, apparel, home textiles, carpets,
leather goods, and footwear are among

the clearest immediate beneficiaries. The
elimination of UK tariffs removes a long-
standing disadvantage faced by Indian
suppliers competing against sourcing
jurisdictions that already enjoyed preferential
access. The commercial opportunity is not
simply higher export volume; it is the ability to
compete for a larger and more durable share
of procurement budgets across garments,
home furnishings, footwear, carpets,
handicrafts, and leather products.

Snapshot of Key Changes
Product Previous |New Tariff [Effective
Category  |UK Tariff
Apparel and [Up to 12% [0% for 15 July
Garments qualifying (2026
originating
goods
Textiles Up to 12% |0% for 15 July
qualifying (2026
originating
goods
Home Up to 12% |0% for 15 July
Textiles qualifying (2026

originating
goods

Product Previous |New Tariff [Effective
Category  |UK Tariff Date
Footwear |Upto 16% |0% for 15 July
qualifying (2026
originating
goods
Carpets, Existing [0% on 15 July
Leather applicable |covered [2026
Goods and |UK duties |qualifying
Handicrafts lines

Indian exporters should use the tariff
advantage to offer a broader proposition:
design capability, shorter lead times,
transparent sourcing, restricted-substance
compliance, credible sustainability data and
contractual accountability across tiered supply
chains. Price-only benefits may be competed
away; businesses that combine preferential
duty with execution excellence are more likely
to secure strategic customer relationships and
multi-season sourcing commitments.

Opportunities for UK businesses in India

The direct impact of UK apparel and
footwear exports into India is likely to
remain concentrated in premium, luxury,
performance, and technical categories. The
more compelling opportunity is to combine UK
brand, design, retail, and material-technology
capabilities with India’s manufacturing
scale. Licensing, co-branding, design-led
joint ventures, local production, technical-
textile collaboration, and omni-channel retail
structures can give UK businesses access to
Indian demand while using India as a cost-
competitive sourcing and export platform.
Product labelling, consumer protection,
e-commerce regulation, customs valuation,
and foreign investment conditions should be
embedded into the market-entry model from
the outset.



2. Auto Components and Engineering Goods:
India’s Manufacturing Moment

Driven by enhanced bilateral trade and
improved market access under the CETA,
India’s auto components and engineering
goods sector is projected to more than double
in value from USD 196.9 billion to USD 445
billion by 2030, registering a robust 17.7%
CAGR. The industry’s employment base of 9.5
million is expected to expand by a further 5.5
million, reflecting increased manufacturing
activity and export competitiveness.

India exports to the United Kingdom

CETA materially improves the competitiveness
of Indian engineering goods, machinery,
fabricated metal products, electrical
equipment, and auto components in the UK
market. The timing is favourable: UK and
European businesses continue to pursue
supplier diversification, resilience, and cost
optimization, while Indian manufacturers

have strengthened capabilities in precision
engineering, castings, forgings, electronics,
industrial machinery, and automotive systems.

Snapshot of Key Changes

Product Previous [New Effective

Category UK Tariff |Tariff Date
Engineering |Upto 18% |0% on 15 July
Goods covered |2026
qualifying
lines
Auto Up to 0% on 15 July
Components|approx- |covered |2026
imately  |qualifying
15-18% lines
Machinery |Existing |0% on 15 July
Components |applicable |covered |2026
UK duties |qualifying
lines

Product Previous [New Effective
Category UK Tariff |Tariff Date
Fabricated |Existing |0% on 15 July
Metal applicable [covered 2026
Products UK duties |qualifying

lines
Industrial Existing [0% on 15 July
Equipment |applicable |covered (2026
Components |UK duties |qualifying

lines

The strongest proposition will not be “lower
cost from India”; it will be reliable, technically
capable, and innovation-led manufacturing
from India. Suppliers that can support product
development, tooling, testing, lifecycle
management, and warranty and after-sales
requirements are more likely to move from
transactional vendor status to strategic
supplier status. Technical conformity,
customer-specific quality systems, origin
analysis, valuation of tooling and assistance,
product liability allocation, and recall protocols
require parallel implementation.

Opportunities for UK businesses in India

For UK automotive and engineering groups,
CETA improves access to one of the world’s
largest and fastest-scaling industrial
markets. Selected completed motor vehicles
benefit from phased tariff reductions from
rates of up to 110% to 10% within agreed
quotas, while advanced machinery, power-
generation equipment, non-ferrous metals,
and specialized engineering products
receive product-specific improvements.

The strongest opportunities are likely to
arise in premium vehicles, electric mobility,
aerospace, industrial automation, clean-energy
equipment, testing, design, and high-value
components.



The tariff concession should be evaluated
alongside local assembly, contract
manufacturing, technology licensing, supplier
development, and after-market structures. For
many UK groups, a hybrid model - importing
high-value systems while progressively
localizing assembly, components, and
service capability - may produce a stronger
commercial and regulatory outcome

than either pure exports or immediate
Greenfield manufacturing. Quotas, staging,
homologation, standards, warranty exposure,
local-content expectations, and state
incentives will determine the optimal model.

3. Pharmaceuticals and Medical Devices:
From Supplier to Strategic Healthcare
Partner

The pharmaceuticals and medical devices
sectors together represent a significant
opportunity under the India—UK CETA,
supported by greater market access, stronger
supply chain integration, and increased
collaboration in healthcare manufacturing
and innovation. The pharmaceutical industry
is projected to expand from USD 60 billion in
2025 to USD 130 billion by 2030, reflecting

a 16.7% CAGR, while the medical devices
market is expected to grow from USD

15.7 billion to USD 51 billion, registering

an impressive 26.6% CAGR over the same
period. Together, the sectors currently employ
approximately 6.4 million people and have the
potential to generate an additional 4.4 million
jobs by 2030. This growth is expected to be
driven by rising healthcare demand, increased
investment in advanced manufacturing, and
deeper bilateral cooperation in life sciences
and medical technologies.

India exports to the United Kingdom

Pharmaceuticals illustrate why CETA cannot
be assessed solely through tariffs . Covered
pharmaceutical products and medical devices
receive preferential duty treatment, but Indian
businesses already participate meaningfully
in the UK healthcare ecosystem. The larger
prize is a platform for deeper engagement

in generic medicines, active pharmaceutical
ingredients, vaccines, biosimilars, specialty
products, contract development and
manufacturing, diagnostics, surgical
instruments, and healthcare technology.

Snapshot of Key Changes

Product Previous [New Tariff |Effective
Category UK Tariff
Pharma- Up to 0% for 15 July
ceutical approx- |qualifying (2026
Products imately  |originating

8% goods
Generic Existing [0% for 15 July
Medicines |applicable [qualifying |2026

duties originating

goods

APIs Existing [0% for 15 July

applicable |qualifying (2026

duties originating

goods

Healthcare- |Up to 0% on 15 July
related approx- |covered 2026
Chemicals |imately [qualifying

8% lines
Covered Existing [0% on 15 July
Medical applicable [covered |2026
Devices and |duties qualifying
Instruments lines

The likely winners will be businesses that
move beyond shipment-based selling and
build institutional relationships with healthcare
procurers, distributors, research organizations
and life-sciences companies. In higher-

value segments, co-development, licensing,



technology transfer, clinical collaboration, and
CDMO partnerships may create more durable
value than tariff arbitrage. CETA does not
confer automatic marketing authorization,
mutual recognition, or procurement access;
product registration, good manufacturing
practice, quality release, pharmacovigilance,
labelling, device conformity, and procurement
qualification continue to apply.

Opportunities for UK businesses in India

UK pharmaceutical, biotechnology,
diagnostics, and med-tech businesses should
evaluate India as both a demand market and
a scalable innovation and production base.
Specialized medicines, advanced therapies,
precision diagnostics, laboratory technologies,
clinical research, digital health, and hospital
solutions are natural areas of opportunity.
India also offers a deep scientific talent pool,
established manufacturing clusters, and a
growing network of hospitals, laboratories,
contract research organizations and
technology businesses.

Commercial structures may include licensing,
co-development, local manufacturing, contract
research, distribution alliances, acquisition

of Indian platforms, and partnerships with
hospitals or research institutions. India can
also provide an export-oriented base for
selected products and services, subject to
regulatory approvals and origin planning.
Pricing controls, import licensing, public
procurement, intellectual property strategy,
data governance, clinical trial regulation, and
localization expectations must be assessed
before selecting the market entry structure.

4. Alcoholic Beverages: Liberalisation Meets
Premiumization

The reduction in import tariffs under the
India—UK CETA is expected to provide a
meaningful boost to the premium alcoholic
beverages segment, increasing its market size
from USD 3.5 billion in 2025 to approximately
USD 4.4 billion by 2030, reflecting a 4.7%
CAGR. While comparatively smaller in scale,
the sector is projected to support an increase
in employment from 0.6 million through the
creation of around 0.4 million additional jobs,
driven by expanding premium consumption
and distribution.

UK exports to India

The reduction in customs duty on Scotch
whisky and gin is one of CETA's most visible
concessions. It materially improves the
relative economics of UK premium spirits and
should support broader brand participation,
portfolio expansion, and investment in India’s
premium and super-premium segments.

Snapshot of Key Changes

Product Previous |New Duty |Effective
Category Date

Scotch 150% 75% at 15 July

Whisky entry into |2026
force

Gin 150% 75% at 15 July
entry into  |2026
force

Scotch 75% 40% from |Staged

Whisky - Year 10 over 10

Phased years

Reduction

Gin - 75% 40% from |Staged

Phased Year 10 over 10

Reduction years




The customs reduction should not be equated
with a corresponding fall in retail price.
Alcohol for human consumption remains
governed by a complex state-level framework.
State excise duties and fees, label and

brand registrations, import and distribution
licensees, route-to-market restrictions,
wholesaler and retailer margins, warehousing
rules, and state-specific pricing controls

will continue to determine the commercial
outcome. The value of the concession will
therefore vary materially by state, channel,
product architecture, and transfer-pricing
model.

Strategic opportunity for UK and Indian
producers

For UK producers, India should be approached
as a portfolio and route-to-market strategy, not
merely an import-volume opportunity. Priority-
state sequencing, local brand stewardship,
distributor governance, hospitality
partnerships, digital consumer engagement,
and disciplined price architecture will be
critical. Depending on the business model,
companies should also evaluate local bottling,
maturation, blending, or packaging structures,
while carefully protecting geographical
indications, brand standards, and quality
control.

For Indian producers, increased competition
may accelerate consumer premiumization and
raise the benchmark for branding, packaging,
provenance, and experiential marketing. At
the same time, duty-free access to the UK
may create niche opportunities for Indian
single malts, craft gin, and premium spirits. In
both directions, brand equity and distribution
execution will remain at least as important as
the customs duty rate.

5. IT and Professional Services: The Services
Chapter May Be the Larger Prize

India’s IT and professional services industry
is well-positioned to capitalize on deeper
economic cooperation with the UK, with the
market anticipated to grow from USD 282.6
billion to USD 500 billion by 2030 ata 12.1%
CAGR. Building on an existing talent pool

of 11.5 million professionals, the sector
could generate an additional 4.5 million
jobs, supported by rising demand for digital,
consulting, and knowledge-based services.

Cross-border services, business mobility and
the DCC

For technology, consulting, engineering,
architecture, financial, and other professional
services, the most commercially significant
provisions are not customs-related. CETA
provides greater certainty for temporary
business mobility, extends sectoral access for
contractual service suppliers and independent
professionals, supports digital delivery, and

- through the DCC - improves the economics
of qualifying temporary assignments

by addressing double social-security
contributions.




Snapshot of Key Changes

Category

Pre-CETA Position

CETA/DCC Position Effective Date

Business Visitors

Domestic immigration
framework

Existing temporary 15 July 2026
business-travel access
is locked in; no new visa

route is created

Intra-Corporate
Transferees

Existing Global
Business Mobility
routes

Route availability is locked
in, including access for

at least 3 years; current
domestic rules may
permit longer stays

15 July 2026

Professionals

access

Contractual Service Access limited by Expanded listed-sector 15 July 2026
Suppliers existing commitments |access; eligible suppliers
and listed sectors may apply for stays of up
to 12 months
Independent More limited existing Access extended in 15 July 2026

specified sectors, subject
to contract, qualification
and experience conditions

Detached Workers - DCC

Domestic contribution
rules and a shorter
temporary exemption
framework

Reciprocal one-country

social-security coverage
for qualifying temporary
assignments of up to 60

15 July 2026

months

CETA does not create an unrestricted right

to work, a settlement route, or automatic
recognition of professional qualifications.
Sponsorship, salary thresholds, experience
and qualification requirements, visa fees,
immigration controls, and professional
licensing continue to apply. The DCC does not
resolve income tax, permanent establishment,
transfer pricing, employment law, payroll,

or immigration obligations; each requires

separate analysis.

Indian IT and business services providers
should use the agreement to deepen UK cli-
ent relationships across cloud, data, fintech,
artificial intelligence, cybersecurity, and digital
transformation. UK service providers should
assess India in the same strategic manner.
Consulting, financial services, engineering, ar-
chitecture, education, research, telecoms, and
digital businesses can use improved certainty
and temporary mobility to establish local de-
livery capability, partner with Indian firms, and
access Indian clients. Digital trade disciplines
can support electronic contracting, authenti-
cation, and paperless trade, while remaining
subject to data protection, cybersecurity, and
sectoral regulation.




India as a One-Stop Strategic
Business Destination for UK
Companies

CETA materially strengthens the proposition
for UK boards evaluating India. India should
not be viewed only as a destination for
finished-product exports. Its commercial
value lies in the combination of a large,
increasingly premium consumer market, an
expanding industrial and infrastructure base,
deep technology and professional talent,
sophisticated manufacturing clusters, a
growing innovation ecosystem, and the ability
to support regional and global supply chains.
The agreement reduces entry friction, but the
strongest strategy will often combine multiple
elements of the India proposition.

Market access and premium demand

Tariff reductions can improve the viability

of UK consumer brands, premium vehicles,
machinery, medical technologies, cosmetics,
and specialized products. Market selection,
product positioning, regulatory sequencing,
and state-by-state execution should precede
national expansion.

Local manufacturing and sourcing

UK businesses should compare direct exports
with contract manufacturing, local assembly,
licensing, joint ventures, acquisitions, and
wholly owned operations. India may serve
simultaneously as a sales market, sourcing
base, and export platform, but origin,
incentives, transfer pricing, customs valuation,
and local-content conditions must be
modelled together.

Technology, innovation, and global capability
centers

India offers substantial capability in software,
engineering, analytics, R&D, finance, design,
and shared services. UK businesses can use
their Indian operations not only to serve the
domestic market but also to support global
product development, digital transformation,
and regional delivery.

Government and institutional procurement

In covered central-government procurement,
qualifying UK suppliers can receive Class Il
local-supplier treatment where the applicable
UK value content threshold is met, subject to
scheduled entities, thresholds, exclusions, and
tender-specific conditions. This warrants a
targeted procurement-mapping exercise rather
than a generic assumption of access.

Services, talent, and project delivery

The mobility commitments and DCC can
improve the ability to establish, supervise, and
deliver projects in India. UK groups should pair
these benefits with local recruitment, payroll,
tax, permanent establishment, professional
licensing and data compliance planning.

Partnership-led entry

In regulated or relationship-driven sectors,
minority investments, strategic alliances,
distribution partnerships, research
collaboration, and technology licensing

may produce faster and more defensible
market access than a stand-alone Greenfield
approach.

The central question for a UK company is
therefore not simply whether CETA reduces
the customs duty on a particular product. It is
whether the agreement changes the optimal
India strategy. For many businesses, the



answer may involve moving from occasional
exports to a structured India platform with
local commercial leadership, regulatory
capability, supply chain integration and a
clearly sequenced investment plan. CETA
should be treated as a catalyst for that
strategic review, not as a substitute for it.

For UK boards, the strategic case is therefore

products; a manufacturing and sourcing base;
a location for engineering, digital, finance,

and R&D capability; a partner ecosystem

for co-development and distribution; and,
where origin and regulatory requirements are
properly designed, a hub from which regional
and global customers may be served. The
early-mover advantage will be greatest in
sectors where market access, local capability,

broader than tariff savings. CETA improves
the risk-adjusted economics of using India

as an integrated commercial platform: a
market for premium and technology-led

lllustrative India Market-Entry Pathways for UK Businesses

Entry Model

Commercial Rationale

and institutional relationships must be built
over time rather than acquired immediately.

Key Legal and Execution Parameters

Direct Export

Testing demand, serving specialized
customers and retaining central control
over production.

Importer-of-record arrangements,
customs classification and valuation,
product approvals, distribution and
after-sales capability.

Local Distributor/
Agent

Rapid market access through an
established local network and sector
relationships.

Exclusivity, performance standards,
competition law, anti-bribery controls,
pricing, termination and customer
ownership.

Licensing/
Contract
Manufacturing

Localising cost and supply while
limiting fixed investment and
accelerating scale.

Technology and brand protection,
quality control, audit rights, origin,
product liability, tax and termination
transition.

Joint Venture/
Strategic Alliance

Combining UK technology or brand
strength with Indian market knowledge,
assets and execution.

Governance, reserved matters,
deadlock, funding, IP ownership, non-
compete, exit rights and regulatory
approvals.

Wholly Owned
Subsidiary/Local
Manufacturing

Building a long-term India platform for
sales, manufacturing, sourcing and
exports.

Foreign-investment rules, land and
incentives, employment, tax, customs,
environmental approvals, localization
and compliance systems.

Acquisition/
GCC/R&D Center

Accelerating access to talent,
customers, technology, regulated
capability or global delivery capacity.

Due diligence, valuation, integration,
data, key-person retention, transfer
pricing, regulatory consents and post-
closing governance.




No single model is universally superior. The
preferred structure should be selected by
reference to the product or service, regulatory
intensity, desired level of control, investment
horizon, local-content strategy, tax and
customs profile, customer expectations,

and the ability to scale beyond India. A
staged model - beginning with exports or

a distributor, moving to local assembly or
licensing, and ultimately establishing or
acquiring a permanent platform - may offer a
disciplined route to market where demand and
regulatory assumptions need to be validated
progressively.

Cross-Cutting Legal and Commercial
Priorities

Map products and services at the
transaction level. Headline sector
descriptions are insufficient; entitlement
depends on the precise tariff line, staging
category, quota, reservation, and services
commitment.

Re-test rules of origin and supplier
evidence. Current sourcing structures
may not qualify without changes to bills
of materials, supplier declarations, record
retention, and origin-control processes.

+ Separate tariff access from regulatory
access. Product approvals, standards,
labelling, licensing, professional
recognition, and procurement qualification
require parallel work streams.

Revisit pricing and contracts. Incoterms,
duty pass-through, change-in-law

clauses, customs valuation, transfer
pricing, currency exposure, minimum
commitments, and responsibility for origin
failures should be expressly allocated.

Model the full landed and delivered cost.
Customs duty is only one component;
domestic taxes, state levies, excise duties,
logistics, compliance, immigration, and
social security costs can materially alter
the apparent benefit.

Review market-entry and operating
structures. Distribution, local warehousing,
contract manufacturing, joint ventures,
licensing, acquisitions, and direct customer
contracting should be tested against
sectoral regulation and commercial
objectives.




The Board and CEO Agenda: The Next Ninety Days

Period Priority Actions Expected Output

Days 0-30 |ldentify priority products and services; confirm |CETA opportunity map, financial
HS classification, staging, quotas and origin;  |baseline and governance structure.
quantify duty, margin and revenue upside;
appoint an accountable cross-functional team.

Days 31-60 |Complete regulatory and market-access Approved market-entry
gap analysis; evaluate India and UK entry options, partner shortlist and
models; engage priority customers, suppliers, |implementation budget.
distributors and potential partners; review
contracts and pricing.

Days 61-90 |Implement origin controls and documentary Execution-ready workplan,
processes; commence registrations or controlled pilot transactions and
approvals; launch priority commercial pilots;  [compliance playbook.
amend supply and customer contracts; train
operating teams.

Ongoing Monitor tariff staging, customs practice, Board-level dashboard and periodic
regulatory change, utilization rates, partner value-realization review.
performance and commercial KPIs; refresh the
strategy as market behavior develops.

The India-UK CETA should not be delegated
solely to customs, tax, or trade-compliance
teams. Its implications cut across commercial
strategy, supply chain design, regulatory
affairs, talent deployment, investment
planning, procurement, contracting, and

risk. A focused ninety day program should
identify the products and services that qualify;
quantify margin, revenue, and market share
opportunities; validate origin and regulatory
readiness; engage priority customers and
partners; and establish governance across
legal, tax, finance, operations, and business
teams.

For UK businesses, the program should
compare alternative India entry models and
identify where local presence would unlock
greater value than tariff-led exporting alone.
For Indian businesses, it should determine
whether the agreement can support

customer acquisition, strategic partnerships,
acquisitions, manufacturing collaboration, or a
permanent UK platform. In both directions, the
earliest advantage will accrue to businesses
that convert the legal framework into an
executable commercial plan before market
behaviour fully adjusts.




India-UK CETA: Sectoral Insights and Strategic Outlook

Our Comments

CETA represents a strategic inflection

point in India-UK economic relations. For
textiles and footwear, it presents a credible
opportunity to capture market share
immediately. . For engineering and auto
components, it supports deeper integration
into advanced manufacturing networks and
improves the UK proposition in premium
and technology-intensive Indian segments.
For pharmaceuticals and medical devices, it
provides a platform for broader collaboration
across healthcare and life sciences
collaboration. For alcoholic beverages, it
accelerates premiumization while leaving

state-level regulation firmly in place. For IT and

professional services, mobility, digital trade,
and the DCC may generate value well beyond
the goods schedules.
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The ultimate winners will not be determined
by the tariff schedule alone. They will be
determined by product-level qualification,
regulatory readiness, local operating
capability, contractual discipline, and strategic
execution. The agreement is now in force; the
relevant question for boards is whether their
organizations are prepared to use it to create
a durable position in the India-UK economic
corridor.

Source and limitation note: This client update is based on CETA and its annexes, the DCC, and official implementation and explanatory materials
published by the UK Department for Business and Trade and the Government of India, as available on 15 July 2026. The tariff tables are deliberately
presented as high-level sectoral snapshots, consistent with the original client note, and do not replace a review of the applicable HS code, staging
category, tariff-rate quota, product-specific rule of origin, origin documentation, customs procedure, or domestic regulatory requirement. This note is
a general business and legal update and is not a substitute for product-, state-, sector-, or transaction-specific advice.
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