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I. THE MISSIONS OF THE NEW AGENCY 

The ongoing respective missions of the two former agencies (UBIFRANCE, and the Invest in 

France Agency – IFA) may differ in their nature, but they are driven by the same fundamental 

purpose: supporting the international development of the French economy. 

Business France’s three missions are: 

- Fostering export growth by French businesses. 

- Promoting and facilitating international investment in France.  

- Promoting France’s companies, business image and nationwide attractiveness as an 

investment location.  

These missions include: 

- Offering customized solutions and services to foreign businesses and investors to 

foster exports, but also to detect, support and facilitate inward investment. 

- Playing a role in defining national and regional programs geared towards 

developing industries internationally and enhancing France’s investment 

attractiveness, not least through sector-based and regional associations and greater 

synergies between firms. 

- Supporting the decision-making processes and performance improvements of 

exporting companies and industrial/financial investors in France. 

- Helping to optimize the performance of mid-size companies and innovative 

businesses to speed up their development outside their domestic market, leading to 

significant business growth. 

- Developing and managing the government-run framework underpinning the VIE 

/ VIA international internship program. 

- Carrying out, overseeing or taking part in all international cooperation initiatives 

launched in its areas of expertise. 

- Monitoring France’s image and economic attractiveness abroad, while 

coordinating influential international business networks. 

- Analyzing and suggesting government policy measures to support the 

international development of the French economy. 

- Drawing up, developing and rolling out effective communication approaches 
adapted to each of its targets, in France and abroad, to help meet these objectives. 

http://www.businessfrance.org/
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Initial situation  

The two agencies provide individual and joint services. An internal catalogue of 

UBIFRANCE’s 55 product lines comprises four categories (in addition to internship 

programs). The IFA offers a dozen services, free of charge (with the exception of targeted 

missions, costing €3,000/mission). 

1. UBIFRANCE: 13,000 SMEs and mid-size companies (5,800 receiving 

individual services, of which 3,800 are not part of a joint project), and services 

for France’s regions (worth a total of €2 million in 2012). It also organizes more 

than 8,000 VIE international internships. 

2. IFA: Major foreign groups (approx. 5,000 firms approached every year) and 

regional clients (50 targeted missions in conjunction with local authorities) 

Challenges 

The six key challenges facing Business France are as follows: 

1. To reaffirm its public service role. 

2. To offer a range of services catering to the particularities of each firm and, in a wider 
sense, of every client and partner. 

3. To play an active part in clarifying the stakeholder ecosystem.  

4. To serve the needs of France’s regions. 

5. To develop and maintain a presence in current and future strategic countries. 

6. To deploy a targeted, coherent and diverse communication and influencing strategy. 
 

 

II. SERVICES CATERING TO THE PARTICULARITIES OF EACH FIRM 

Traditional service offerings 

The “traditional” service offerings of the “export” and “investment” business lines are to 
remain in place: this is a logical consequence of realizing that each has its own specificities. 
 
However, these offerings will follow a reciprocal enrichment rationale, by widening the target 
clientele of both operations through clearly identified commercial synergies and the sharing of 
databases and other information.  

One of the major changes will be the setting up of an integrated management system shared 

by both business lines, of which the central component will ultimately be a shared database 

geared towards multiplying opportunities for the new agency. This will form a crucial part of 

the strategic digital plan. 

Organizing a “sell to” with a key account from China or South Korea may also be an 

opportunity to ask the company what France could provide, and on its expansion prospects 

within Europe, thereby making it possible to “tag” a potential investment project and enter it 

into the database. 

France’s innovation clusters are another example, particularly within the scope of 

technological partnerships. The initiatives led by UBIFRANCE within the program to 

internationalize France’s innovation clusters (overseen by the Businesses Directorate – DGE 

– at the Ministry for the Economy, Industry and Digital Affairs) will be required to take on an 

added dimension to attract foreign investment to these clusters.  



3 
 

III. SERVING THE NEEDS OF FRANCE’S REGIONS  

The French government has decided to grant France’s regions a central and strategic role in 
the international development of their local SMEs and mid-size companies, as well as in 
boosting their investment attractiveness. These are the stated aims of the Regional Plans for 
the International Development of Businesses (PRIEs) that have been established. This is a 
major opportunity that will prompt them to rally other stakeholders around them. Business 
France will play a key role in this approach.  
 
Given its new remit and its extensive network, Business France is capable of offering 
France’s regions more support than ever before. Its aim now is to provide them with a truly 
comprehensive service, with regards to both exports and inward investment. 
 

 

IV. DEVELOPING AND MAINTAINING A PRESENCE IN CURRENT AND FUTURE 

STRATEGIC COUNTRIES 

- Strengthening the country’s position in mature countries, particularly the United 
States, to fully exploit existing projects and achieve immediate results. 

- Exploring new geographic areas, so as to build for the future. For example, Egypt, 
Nigeria and South Africa alone account for 75% of Africa’s GDP.  

- Business France can also call upon the Head of the Department of Economic Affairs 
at every French Embassy to carry out Business France’s work in countries where it 
currently has no offices (around 30 countries) and to support its efforts in countries 
where only the export side is covered.  

 

As regards exports, the option currently being examined is to seek greater flexibility in 
Europe, thereby opening the path to covering new countries or strengthening links with high-
potential areas. 

 

V. COMMUNICATION STRATEGY 

The new mission to promote France’s image around the world will be embodied by the 
creation of a new department: this will be Business France’s third dimension. The scope of 
this new mission will be determined by the resources it is to be allocated.  

 

VI. ECONOMIC DIPLOMACY  

Economic diplomacy is a strategic opportunity. Business France plays a key role in its 
implementation and success as one side of a ‘golden triangle’ bringing together Embassies, 
Departments of Economic Affairs, and Business France. 

 
Ambassadors are France’s leading representatives in foreign countries, where they 
coordinate the activities of France’s various government departments and entities. The Head 
of the Department of Economic Affairs coordinates France’s economic initiatives in the 
country. 
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Key figures for the IFA and UBIFRANCE 

- Exports and inward investment have a major impact on the economy: 

Around six million jobs in France are directly or indirectly supported by exports, i.e. 

nearly one-quarter of the employed population (25.8 million). 

More than 20,000 foreign companies have operations in France, employing more than 

two million people, one-quarter of France’s industrial workforce, while also accounting 

for 28% of all business enterprise R&D expenditure and one-third of all French 

exports. Almost 40% of foreign companies in France have re-invested over the last 

five years (a sign of confidence in the commercial ecosystem). 

UBIFRANCE results  

- As of end-2014, the number of SMEs and mid-size companies supported directly by 

UBIFRANCE stood at close to 13,600, with 13,500 recipients of individual support, including 

many innovative operations, especially in the ICT sector. 

 

- Business category breakdown of UBIFRANCE’s activities in 2013, by the number of firms 

supported: 

- Food and drink: 26.6% 

- Consumer goods and healthcare: 25.4% 

- Infrastructure, transport and industry: 24.8% 

- New technology, innovation and services: 18.8% 

- Special events (business forums and workshops): 4.4% 

 

Recap of France’s export concepts: 

- Better eating 

- Better urban lifestyle 

- Better communication  

- Better health 

- Better travel 

- Better entertainment 

 

- 600 joint operations are conducted each year, including 213 “France Pavilions” in 2013: 

 

 Example: Innotrans (September 2014), the International Trade Fair for 

Transport Technology in Berlin (2,750 exhibitors, 138,900 visitors). A 1,370 sq. 

m. France Pavilion was set up for 102 exhibitors (+13%) across three halls, in 

partnership with Fer de France.  

 

 Example: Arab Health in Dubai (January 2015), the Middle-East’s largest 
healthcare exhibition (3,750 exhibitors, 87,500 visitors). A 1,350 sq. m. France 
Pavilion was set up for 116 exhibitors (+9%), making it the seventh largest 
national pavilion at the event.  
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 Example: Franco-Chinese healthcare meetings held on August 15, 2014 by the 

China Health Club (initiative led by the Ministry of State for Foreign Trade, 

inaugurated by the French President on April 26, 2013) as part of the China-

Health Forum (5,000 conference goers from around the world gathered in 

Beijing). The Club has 107 members, 69 of which have operations in China. 

 

Latest example: The International Consumer Electronics Show in Las Vegas (January 2015), 

the launchpad for all breakthrough innovations.  

 

- New contracts: 9,400.  

- Number of supported SMEs and mid-size companies that have generated contracts: 

4,700. 

- 35% of supported SMEs and mid-size companies have found a new contract within 

just six months.  

 

Results with respect to the targets of the “National Pact for Growth, Competitiveness and 

Employment”: 

 

- VIE internships (Target no. 16): 9,000 VIE interns employed as of end-2015. As of 

end-2014, 8,413 VIE interns were employed by 1,848 companies. More than 50,000 

VIE interns went abroad to work for French companies between the scheme’s creation 

in 2011 and the end of 2014. 

- High-growth mid-size companies and SMEs: As of end-2014, more than 659 were 

engaged in a long-term customized support program.  

 

 Example: Linkbynet, which employs 600 people and generates turnover of €35 
million, specializes in facility management and the hosting of IT systems and 
e-commerce websites. The firm needed to set up a production facility in Asia to 
meet the needs of its customers. Over the last year, it received the support of 
an investment advisor from Ile de France (Paris region). A business location 
study pointed the company in the direction of Vietnam, where it obtained an 
investment certificate within three months and opened a subsidiary shortly 
thereafter. The firm is to recruit a VIE intern and plans to employ 30 employees 
at the site by mid-2015. Linkbynet recently signed its first contract in Vietnam. 
 

 Example: A company that designs machine tools for industry, employing 151 

people in the Lorraine region, and generating annual turnover of €30 million, of 

which €25 million is achieved abroad. The firm was keen to move into new 

markets. Having signed up for 12 months of support from an investment 

advisor, it signed its first contracts in Indonesia and Hungary 10 months into 

the program.  

 

 Example: Académie Scientifique de Beauté is a manufacturer of high-end 
cosmetics. Founded in 1928, this family business employs 80 people and 
generates turnover of €12 million, two-thirds of which comes from exports. 
Personalized support was set up in five countries. A partnership was recently 
signed with a distributor in Dubai, while several expressions of interest from 
India are currently being followed up.  
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IFA results  

- In 2014, IFA personnel met with 5,000 foreign companies. Some 900 hosting 

proposals (up 15% from 2013, which was itself a record year) were issued to investors, 

promoting business locations in every region of mainland France. The IFA provided 

support for 335 visits to France by foreign investors (compared with fewer than 300 in 

2013). 

- In 2013, job-creating foreign investment continued to rise and its contribution to 

employment was greater than in 2012. Over the course of the year, France attracted 

685 new projects, versus 693 in 2012. These investment decisions created or 

maintained 29,631 jobs in 2013, compared with 25,908 in 2012. 

- The IFA responds to the needs and concerns of international investors. Its missions 

are to listen to, inform and convince foreign companies both to invest in France, a role 

fulfilled daily by its network abroad, and to continue doing business in France, the task 

of our personnel based in Paris. 

- In France, the IFA has set up country-specific “investor clubs” to liaise with the 

business communities of South Korea, Brazil, China, Russia, India and Japan and to 

inform them about the latest legislative developments. The aim is also to take on board 

their remarks, with any negative points being reported to the relevant ministries for the 

ultimate purpose of improving France’s business environment. 

Because it is directly in tune with the needs and expectations of foreign investors, the IFA has 

a key role to play in advising the French government: 

- Every year, the IFA is asked to propose measures to the government that will improve 

the business environment and boost France’s investment attractiveness. The IFA 

oversees the measures adopted through to their application and presents the reforms 

implemented to foreign investors and decision-makers. 

- The IFA organizes the Strategic Attractiveness Council (CSA), an informal 

consultative body bringing together a select number of foreign company chief 

executives with the French President and Prime Minister. The role of the CSA is to 

listen to the international business community’s perceptions of France’s investment 

attractiveness and competitiveness, and to make recommendations to enhance the 

attractiveness of the French economy. CSA meetings play a crucial role in fostering 

inter-ministerial cooperation, thereby improving both the business environment and 

high-level external communication on France’s attractiveness as an investment location. 

- A White Paper on France’s Economic Attractiveness, analyzing the 17 most 

important international rankings, was published at the end of August. This is the 

first step in a lobbying process to enhance France’s position in these rankings. 

- The France Attractiveness Scoreboard measures France’s investment 

attractiveness against that of other leading European countries, based on quantitative 

economic indicators. 

- Conference of French senior executives: A conference targeted at French senior 
executives employed by foreign firms (whether or not they have operations in France).  
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Business France is the national agency supporting the international development of the 

French economy, responsible for fostering export growth by French businesses, as well as 

promoting and facilitating international investment in France. 

It promotes France’s companies, business image and nationwide attractiveness as an 

investment location, and also runs the VIE international internship program. 

Founded on January 1, 2015 through a merger between UBIFRANCE and the Invest in 

France Agency, Business France has 1,500 personnel, both in France and in 70 countries 

throughout the world, who work with a network of public- and private-sector partners. 

For further information, please visit: www.businessfrance.fr 

 

Press contacts: 

cynthia.odsi@businessfrance.fr; severine.decarvalho@businessfrance.fr; clement.moulet@businessfrance.fr 

 

 

http://www.businessfrance.fr/
mailto:cynthia.odsi@businessfrance.fr
mailto:severine.decarvalho@businessfrance.fr
mailto:clement.moulet@businessfrance.fr

