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According to the World Bank Group, SMEs account for the majority of
businesses worldwide (90%) and are important contributors to economic

development and job creation (more than 50% of worldwide
employment). Unfortunately, SMEs are underrepresented in

international trade, accounting for only 30% of exports (OECD).
 
 
 
 
 
 
 
 
 

“In 2021, The Montreal Group initiated a number of forums for members
to share best practices in support of SME internationalization. This

brochure is a summary of these stimulating exchanges.”
 
 

Sandra Péloquin, Secretary General, The Montreal Group

 

Research shows that when
entrepreneurs become exporters,

they boost their sales and accelerate
their business growth.



Business
Development
Bank of Canada
(BDC)



Key figures - Canadian SME Exports 
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12% of Canadian SMEs export
goods (International Trade,
Government of Canada, 2019).

According to Canada's State of
Trade (2019), the proportion of
women-owned exporting SMEs in
Canada doubled from 7.4% 2011
to 15% in 2017.

There is a high percentage of
Indigenous SMEs export goods
and services (24%), compared to
Canadian non-Indigenous SMEs
(12%).

Percentage of SMEs
exporting

Top 3 countries of
export 

(Statistics Canada, 2019)

 

United States
Asia (China & Japan)
United Kingdom

Top sectors of export
 

(Statistics Canada, 2019)

 

Top 5 challenges faced by
SMEs when exporting

(Statistics Canada, 2017)

 
manufacturing (14.2%), 
wholesale trade (9.0%), 
transportation and warehousing
(8.8%), 
professional, scientific and
technical services (7.8%).

protecting intellectual property
administrative and border
issues inside and outside
Canada
logistics
market knowledge
financing and insurance

https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.international.gc.ca/trade-commerce/sme-pme/sme-roles-pme.aspx?lang=eng
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.international.gc.ca/trade-commerce/sme-pme/sme-roles-pme.aspx?lang=eng
http://www.ic.gc.ca/eic/site/061.nsf/eng/03086.html


To ensure exporters have a solid foundation to make their
exporting project a success, BDC offers a 12-week robust plan
to develop an international expansion road map to guide their
activities, limit risk and uncertainty, and increase their chances
of success.

OVERVIEW OF THE SOLUTION

It is charged to the SMEs and can be financed by the BDC, other
partners and government subsidies (e.g. CanExport is ).

WHO FUNDS THE SOLUTION? 

Canada by the Business Development Bank of Canada (BDC)

COUNTRY AND ORGANIZATION
IMPLEMENTING IT

Launched in June 2019, objective is to deliver 25+ of these
mandates mainly for  the Medium & Large segments.

START & END DATE OF THE
SOLUTION

©The Montreal Group 2021

International Expansion Plan (IEP)



SMEs who want to internationalize as a growth strategy.

TARGET GROUP
Accelerate entrepreneurs’ sales growth in foreign markets
with a plan tailored to their situation and their business
goals.
Enhance a client’s knowledge of their industry, competitors
and market potential.
Develop an action plan that defines tasks, responsibilities,
budgets and timelines for the next 12 months.

MAIN AIMS OF THE SOLUTION

With an annual revenue of $5M+,
Financial capacity to support the project,
Industry agnostic, however mainly in the product sector.

Mid and large entrepreneurs:

ELIGIBILITY CRITERIA

The planning phase (core offering) assesses the market potential
and risks and develops an expansion strategy. It is comprised of :

International readiness assessment
Industry and market analysis
Market expansion strategy and plan

BDC International Expansion Plan is divided into two phases:

1.

MECHANISMS OF THE SOLUTION
(HOW DOES IT WORK?)
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International Market Selection (IMS) to select the most promising markets
for the expansion
Partner Identification and Onboarding
Online Marketplace Strategy and Execution
International Distribution Plan that ensures compliance with customs,
shipping, and logistics requirements

BDC partners with their network of contacts – including federal and
provincial trade commission services, Export Development Canada (EDC),
foreign partners, and third-party independent firms – to help entrepreneurs
establish in the selected foreign market. 

2. The execution phase is delivered through 4 Add-on modules tailored to the
needs of the entrepreneur:

International Expansion Plan (IEP)



16 mandates have been delivered.
Tangible results in the clients include:

Successful partner selection, 
Successful market entry and, 
COVID-19 adapted online expansion strategy.

RESULTS ACHIEVED SO FAR 

COVID-19 will increase services exportation opportunities and
IEP solution will need to be adapted faster to keep up with
trends in SaaS, social media, mobile application channels, etc.
Make sure to respect initial go-to-market segmentation
strategy since BDC primary role is financing and advisory
services. 
Diluting offer to “One Size Fits None” is costly.

LESSONS LEARNED 

Internal subject matter expert team was limited to support growth.
So, BDC trained all senior advisors on project management
mandates after taking a FITT (EDC Partner) online training course.
CanExport grant qualification elements were expanded and internal
training to business development team caused huge spike in BDC
client applications. So, BDC managed internal expectations and
adapted communication strategy for entrepreneurs.

KEY CHALLENGES

Delivery capacity has been increased by 80% for the coming two
fiscal years and there is a potential to “download” an offering to the
$2M+ revenue segment if the delivery capacity is adapted to the
cost structure (virtual, less executive coaching, more
implementation support).

SUSTAINABILITY AND POTENTIAL
REPLICABILITY
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International Expansion Plan (IEP)



Sandra Péloquin 
Director, International

Relations 
 

Sandra.PELOQUIN@bdc.ca

William Polushin
Senior Business Advisor 

 
 

William.POLUSHIN@bdc.ca

Key contacts:
Business Development Bank of Canada (BDC)

EN: https://www.bdc.ca/en/articles-tools/marketing-sales-export/export
FR : https://www.bdc.ca/fr/articles-outils/marketing-ventes-exportation/exportation 

Learn 
more at:

Martin Wiedenhoff
Director, Revenue Growth and

Expansion
 
 

https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113
https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113
https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113
https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113
https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113
https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113


Banque Publique
d’investissement
(Bpifrance)



Key figures - French SME Exports 
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Despite the crisis, the number of
exporters in France has remained
stable.
Micro companies (6.8% - 146,
067).
SMEs (30.8% - 42,875).

Percentage of SMEs export

Top regions of export 
(Bpifrance, 2020)

The European Union (€291.6
billions in 2019), 
Asia (€68.1 billions), 
The Americas (€59 billions). 
Nearly half (44.6%) of French
exports go to Germany, United
States, Italy, Spain and Belgium. 

Top 4 challenges faced by SMEs when exporting
 

Increased lack of visibility on
the future of the markets, from
30% to 37% (Due to COVID-
19).
Driving an export business
plan: target markets, choosing
a location, setting up
marketing and development
actions . This means that the
manager of an exporting must
implement an international
vision at every stage.
Training: distant markets are
more complex than national
ones. This requires export 

Key Figure of French
Foreign Trade in 2020

France is the 6th world’s largest
exporter of goods and services.

Sectoral surpluses: Aerospace
(€16.5B), Chemicals, Perfumes,
Cosmetics (€12.9B), Food (€6B),
Pharmaceuticals (€5B).

Sectoral deficits: Capital goods
(€33.2B), Energy (€25.7B),
Textiles and clothing (€15.4B),
Automotive (€15B).

sales people to be prepared
for cross-cultural negotiations.
Knowledge in prospecting,
distribution channels, supply,
delivery and payment
deadlines, customer relations,
possible disputes are all
essential for success.
Finance and insurance
engineering: SMEs need to
understand their financing and
insurance needs before going
abroad, and improve
knowledge of customs
regulations.

https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/nos-actualites/52-des-exportations-francaises-sont-destination-de-lue
https://www.bpifrance.fr/nos-actualites/52-des-exportations-francaises-sont-destination-de-lue
https://www.bpifrance.fr/nos-actualites/52-des-exportations-francaises-sont-destination-de-lue
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.


Export is an undeniable growth driver for SMEs.  To help
companies expand internationally, Bpifrance has set up regional
desks abroad in Düsseldorf, Mexico, Abidjan, Dakar,
Casablanca, Nairobi, Dubai, Singapore and New York. Their role
is to provide companies with information on all of Bpifrance's
business lines and to identify projects of French exporters to
provide them with the appropriate financing solutions.

OVERVIEW OF THE SOLUTION

Bpifrance 

WHO FUNDS THE SOLUTION? 

The initiative is carried out by the export development team based in
France (Bpifrance’s head office) and implemented locally in Düsseldorf,
Mexico, Abidjan, Dakar, Casablanca, Nairobi, Dubai, Singapore, and
New York. There are existing services beyond these cities to include the
surrounding areas.

COUNTRY AND ORGANIZATION
IMPLEMENTING IT

It was started 6 years ago and slowly evolved into the current
offering. It grew from having a junior manager abroad, to add an
experienced senior staff members knowledgeable on Bpifrance’s
structure and products. Today they team up Senior and junior staff. 
It is expected to continue without an end date.

START & END DATE OF THE
SOLUTION

©The Montreal Group 2021

Setting up Regional Managers in
APAC, Africa, Americas, Europe



Setting up Regional Managers in
APAC, Africa, Americas, Europe

Companies wishing to develop their business abroad in the
mentioned areas.
Private and institutional partners
Foreign buyers / borrowers 

TARGET GROUP

Make the link with French companies on the spot and be
able to give them very concrete information on all Bpifrance
business lines.
Act as a link on the internationalization aspects between
Bpifrance managers abroad and those who accompany
companies on a daily basis in France. 

MAIN AIMS OF THE SOLUTION

French companies registered in France and their clients overseas

ELIGIBILITY CRITERIA

©The Montreal Group 2021

Be in contact with local authorities, banks, and other French
organizations abroad - part of the Team France Export- like Business
France or French Chambers of Commerce.
Promote the role of Bpifrance and its business lines/products linked to
export activities like export credit and insurances.
Find business opportunities for French exporters.



Setting up Regional Managers in
APAC, Africa, Americas, Europe

There is a team (senior + junior) located in overseas locations
where French companies are interested in exporting and/or
investing. 
They work closely with French embassies and Business France
(premises in which Bpifrance generally has its local desks).
They also work with Team France Export and the French
Development Agency (AFD) which is well-established abroad. 

MECHANISMS OF THE SOLUTION
(HOW DOES IT WORK?)

©The Montreal Group 2021

AFD has specific knowledge on sectoral activity and is well-connected
to private teams of consultants (specialized foreign trade organizations)
supporting French companies.
The teams are responsible for providing expertise and for public
relations with various local actors. They must have strong knowledge of
Bpifrance products and of the foreign trade mechanisms. Their main
task is helping entrepreneurs to identify opportunities. 

There are currently 16 people abroad.
Motivation and a clear strategy are essential parts of this mechanism,
as it implies recruiting and managing logistical, legal and financial
aspects.
 

SUSTAINABILITY OF THE SOLUTION
AND POTENTIAL REPLICABILITY

RESULTS ACHIEVED SO FAR 



Accompanying exporting entrepreneurs is very important.
Internationalization cannot be improvised, it must be carefully
planned and entrepreneurs must be guided in France and abroad
by the diverse actors. A strong involvement of teams is very useful.
More generally, Bpifrance's presence abroad, directly in the place
where business is conducted, is greatly appreciated by companies
and the ecosystem.

LESSONS LEARNED

Legal issues arise for the opening of offices abroad, which can
often delay on-site installation. Besides the fact that Bpifrance and
its sister agency Business France are complementary, partnering
with them or directly with the French Embassies has allowed
Bpifrance to use their premises.
Recruitment of junior managers to go abroad is often based on the
International Corporate Volunteer Program (VIE), managed by
Business France. 

KEY CHALLENGES

©The Montreal Group 2021

The VIE allows French companies or organizations to appoint a young
person (age limit is 28 years) on a professional mission abroad for a flexible
time period (from 6 to 24 months).
Establish a relationship of trust with the actors on the spot to maximize
contact opportunities with French companies and Bpifrance’s products to
finance /guarantee export activities.

Setting up Regional Managers in
APAC, Africa, Americas, Europe



Isabelle Lebo
International Partnership

Manager
 

isabelle.lebo@bpifrance.fr
 
 

Key contact:
Banque Publique d'investissement (Bpifrance)

https://www.bpifrance.com/international-presence
Learn 

more at:

https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113
https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113


Finnvera
(Finland)



Key figures - Finnish SME Exports 
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15% of SMEs export goods. This
percentage has been quite stable
for several years. 

According to an additional survey
of the Finnish Statistics Office,
when added with services, the
export percentage of SME’s is
around 31% (goods+services).
This percentage includes travel
and logistics.

Percentage of SMEs
exporting

Top 3 countries of export 
(Finnish Customs preliminary report, 2020)

 

Germany 13,8% (Services 9%)
Sweden 10,5 % (Services 14%)
USA 8,5 %. (Services 11% )

Top 3 products and
services

Top challenges faced by
SMEs when exporting

(Chamber of Commerce survey; Ministry for
Foreign Affairs & own experience with SMEs)

 

Chemical industry products
(17,5%)
Electric and electronics industry
products (14,9%)
Transport equipment (10,6%)

Technical, trade-related and other
business services (17,25 %)
Telecommunications, computer
and information services (14,78%)
Travel (12,5 %)

Top 3 products:

Top 3 Services:

At the moment due to COVID-
19:

travel restrictions
logistics problems (price &
availability)

Lack of Sales & Marketing
ability & resources

https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.international.gc.ca/trade-commerce/sme-pme/sme-roles-pme.aspx?lang=eng
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.


At Finnvera, they recognize the importance of SMEs being familiar
with export financing solutions to protect themselves from credit
risks associated with export trade and to be able to offer financing to
their customers. For this reason, Finnvera organizes free export trade
financing workshops for SMEs, where they learn more about
Finnvera’s financing solutions.

OVERVIEW OF THE SOLUTION

Finnvera in Finland

COUNTRY AND ORGANIZATION
IMPLEMENTING IT

©The Montreal Group 2021

Export trade SME financing
workshops 

Mainly SMEs seeking to internationalize or grow through direct exports.

TARGET GROUP

Offering support to SMEs entering international markets alone
and prevent them from taking unnecessary risks. 
Give SMEs tools for developing and increasing their export
sales. 
Offer financial solutions to improve balance sheet and cash
position.

MAIN AIMS OF THE SOLUTION

Mainly targeted to SMEs, but larger companies may attend as well.
Workshop is more efficient if the company already has concrete export
trade transactions at hand.
It is recommended that the company’s commercial bank participates in
the workshop.

ELIGIBILITY CRITERIA



If companies meet eligibility criteria, they then send an e-mail to
erno.ihto(at)finnvera.fi.
A specialist in export trade financing solutions gets in contact with
entrepreneur.

Participants (key people from the company) are encouraged to discuss
the enterprise’s export credit policy, including the means of protection
from credit risk and buyer financing solutions the enterprise could use in
its export trade. 

Before

During the workshop (tailored to SMEs needs)

(HOW DOES IT WORK?)

©The Montreal Group 2021

Entrepreneurs discuss their export projects and Finnvera together with the
bank present possible financing solutions for them.
Finnvera shares information on what other services Team Finland member
organizations are offering.

management of buyer’s risk with credit insurance, letter of credit, or bank
guarantee,
buyer’s financing with bank overdraft, letter of credit with a payment period,
or bill of exchange,
suitable credit risk protection measures and buyer’s financing solutions,
the exporter’s financing for working capital and delivery securities in
cooperation between a bank and Finnvera.

Examples of topics discussed in workshops:

Service is free of charge for the companies.

WHO FUNDS THE SOLUTION? 
To be agreed with the company, but usually one training session
takes from 2 hours up to whole day.

LENGHT OF THE SOLUTION

MECHANISMS OF THE SOLUTION
(HOW DOES IT WORK?)

Export trade SME financing
workshops 



Over 500 of these workshops have been delivered.
Especially at times of COVID-19 the use of credit insurance by the
SMEs has grown, because Finnvera can exceptionally cover
marketable countries for risk periods of under two years.
Finnvera acknowledges that they do not always get to see the
results of the workshops (e.g. when exporters begin using letters
of credit that are mainly handled by the banks).

RESULTS ACHIEVED SO FAR 

Repetition is the mother of studies. 

LESSONS LEARNED 

SMEs rarely can have dedicated personnel focused on
internationalization, which means that deeper understanding of
the process is difficult to achieve. For this reason, some
companies ask Finnvera for a second workshop. 

KEY CHALLENGES

Workshops are quite easy to replicate, and also effective
because they tailor to specific needs of the companies.

SUSTAINABILITY AND POTENTIAL
REPLICABILITY

©The Montreal Group 2021

Export trade SME financing
workshops 



Otto Lindstedt
Vice President, Growth and
Internationalization UNIT,

SME Financing
 

otto.lindstedt@finnvera.fi
 
 

Key contact:
Finnvera Plc. (Finland)

https://www.finnvera.fi/eng/export/export-trade-financing-workshop-for-smes-key-persons
Learn 

more at:

https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113
mailto:otto.lindstedt@finnvera.fi
https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113


Sowalfin Group
(Belgium)



Key figures - Walloon SME Exports 
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6.500 Walloon SMEs are exporting
(2.5% of SMEs in Wallonia)

Percentage of SMEs
exporting

Top 3 countries of
export 

(Awex Annual Report, 2020)

 

France
Germany
United States

Top 3 products and
services

Top challenges faced by
SMEs when exporting

 

Chemical and pharmaceutical
products
Base metals
Electrical and electronic machinery
and equipment

Containment measures related
to the pandemic
Significant decrease in
international orders
Serious drop in Walloon
supply following the
interruption of production at
suppliers and the forced
immobilization of production
capacities and labor forces

https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.
https://www.international.gc.ca/trade-commerce/sme-pme/sme-roles-pme.aspx?lang=eng
https://www.bpifrance.fr/A-la-une/Actualites/52-des-exportations-francaises-sont-a-destination-de-l-UE-50354#:~:text=Zoom%20sur%20les%20principaux%20clients%20de%20la%20France&text=C'est%20notamment%20vers%20l,l'Espagne%20et%20la%20Belgique.


The Transeo Deal Club is Transeo’s trusted community of business
advisors helping their clients with projects of international transfer &
acquisition of businesses. It stimulates international transactions by
connecting reliable business partners from different countries, and
by sharing cross-border & international opportunities: either buyers
(most of the time, companies) looking for a foreign target to grow by
acquisition, or companies for sale with an international potential for
foreign investors. This is an exclusive service for Transeo Members.

OVERVIEW OF THE SOLUTION

This service is included in the benefits of the Transeo membership,
which is paid annually. SMEs based in Wallonia and supported by
SOWALFIN Department for Business Transfers and Acquisitions
(“SOWALFIN Transmission”) can have access to this exclusive service
if they look for companies to acquire at international level or if they are
willing to attract foreign buyers to take over their business. Thus, the
Transeo Deal Club can be an additional service and deal sourcing tool
for Transeo Members for their clients.

WHO FUNDS THE SOLUTION? 

SOWALFIN founded Transeo in 2010 as an international non-profit
association bringing together experts in transfers and acquisitions of
SMEs from Europe & beyond, on the initiative of the Walloon
Government. The missions of Transeo are to exchange good practices
and experiences between peers, as well as to encourage cross-
border/international sale/acquisition of SMEs. 

COUNTRY AND ORGANIZATION
IMPLEMENTING IT

The Transeo Deal Club was launched in November 2019 in
Bucharest during a Transeo event. Since then, 6 Transeo Deal
Club meetings have been organized to share deal opportunities. 
In-between the meetings, regular newsletters, articles, “Members
in the spotlight”, or “deals in the spotlight” are shared to animate
the community. 4 meetings are planned each year, either digitally
or in-person.

START DATE OF THE SOLUTION
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The Transeo Deal Club gathers professionals, institutions supporting
growing companies (development banks, chambers of commerce, …)
brokers and marketplaces, serving their clients (entrepreneurs/SMEs).
What makes this Transeo Deal Club unique is that it focuses on the so-
called “small market”, where cross-border deals tend to be more
complicated to achieve. The opportunities brought to the Transeo Deal
Club must have an international/cross-border attractiveness.

TARGET GROUP
The Members of the Transeo Deal Club have to be Members of
Transeo (approved by the Transeo Board of Directors) and have to
respect the Transeo Deal Club code of conduct (confidentiality,
professionalism …). The Transeo Deal Club Members are all active in
transfers & acquisitions of small businesses. The transactions range
from €500,000 to €25M dealvalue, no matter the industry sector.

ELIGIBILITY CRITERIA

International strategic acquisitions of SMEs.
Development of international network dedicated to sales and
acquisitions of SMEs (“small market”).
Break down the borders for smaller deals/transactions.

MAIN AIMS
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Transeo Deal Club

MECHANISMS OF THE SOLUTION
(HOW DOES IT WORK?)

The Transeo Deal Club Members select in their own portfolio either sell-
side or buy-side opportunities and share them in a database. This
database is updated every 3 months and shared within the Deal Club. 

Each Member checks for potential “matches” with his/her own portfolio
and in case of interest/potential match, contacts the other Transeo Deal
Club Member directly. 
4 times a year, Transeo Deal Club meetings are organized where
Members are invited to pitch their opportunities to the rest of the group.
This meeting happen both online (Zoom) and during in-person events.
The objective is to keep the community strong and involved and to
maintain trust between Transeo Deal Club Members. 
Transeo takes no success fee. Deal Club Members find an agreement on
the fee depending on their respective business models. Entrepreneurs,
either selling their business or acquiring other businesses, are always
protected and anonymous: only professionals/advisors exchange
opportunities inside the Transeo Deal Club. 



166 – Total number of opportunities s
101 – Number of ongoing/active opportunities (28 buy-side & 73
sell-side)
+100 interactions & negotiations between Transeo Deal Club
Members from 10 countries (request for more information, signature
of NDA, Info Memorandum, signature of an LOI …)
2-5M € – Average Deal value
Medical technologies, pharma, IT, industry – most represented
sectors

RESULTS ACHIEVED SO FAR
In case of cross-border deals, quality is more important than
quantity: added value of selection of most suitable
opportunities by Transeo Deal Club Members in their
respective portfolios
Trust is key in such a community – especially challenging
during pandemic and with an international group (cultural
differences, few opportunities to meet in person, …)

LESSONS LEARNED 

Growing the community while keeping the trust & active involvement
of all members. Reinforce trust and make members know each other
and each other’s business better, especially in times of COVID (no in-
person meeting etc.)
Managing growing number of opportunities & keeping them up to
date. 
Measures  to mitigate; i) use of Zoom break-out rooms, Members
Directory, Member in the spotlight, ii) Centralized and easy-to-use
digital tool for the listings of deals, iii) Follow-up and tracking of
Transeo Deal Club deals

KEY CHALLENGES

According to Transeo, this solution is unique and requires an agile
management: it is key to listen to the expectations and ideas of
Transeo Deal Club Members and make the model evolve
progressively. 
This solution is replicable but the ingredients to create a community
and trust are difficult to gather/maintain. The solution should be
adapted to the ecosystem is which it is developed and consider its
specificities. 

SUSTAINABILITY AND POTENTIAL
REPLICABILITY
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Export contracts
Creation of a foreign subsidiary
Investments in tangible or intangible assets abroad
Acquisition of a foreign company or a branch (external growth)
Internationalization strategy (organic growth)

For any international project and alongside the private sector,
Sofinex supports Walloon exporters through loan financing (in
various forms), bank guarantees or equity investments. Sofinex
finances the  following type of projects :

OVERVIEW OF THE SOLUTION

The loans provided by Sofinex to Walloon exporters are originally
funded by the Walloon Region. To be reminded that this is a financing
solution and not a subsidy hence the amounts have to be reimbursed.

WHO FUNDS THE SOLUTION? 

Belgium (Walloon Region), SOFINEX

COUNTRY AND ORGANIZATION
IMPLEMENTING IT

Since 2003 for an unlimited period

START AND END DATE OF THE
SOLUTION
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All companies with an internationalization project (SMEs and large
companies).

TARGET GROUP
The company must be headquartered or have an operating office in
Wallonia. Regardless their size, all eligible Walloon companies may
benefit from financing from SOFINEX,
The project must have a positive impact on the economic activity
and employment in Wallonia,
The financed project must be related to exports or investments in a
foreign country,
The company must be financially solvent,
The company must belong to eligible sectors.

ELIGIBILITY CRITERIA

International growth of Walloon companies.

MAIN AIM
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MECHANISMS OF THE SOLUTION
(HOW DOES IT WORK?)

Alongside the Private Sector: as a public financing institution, Sofinex
always intervenes alongside the private sector: banks, shareholders,
business angels, private equity funds, self-financing, etc. 

Maximum 50% of the project for Financing (75% for guarantee): Sofinex
finances up to, but not more than 50% of the total budget of the project
(for the bank loan guarantee intervention goes up to 75% of the loan).

Sofinex provides loan financing (in various forms), bank guarantees or equity
investments. These are the main features of their financing products:

Subordinated form: Most interventions are performed through
subordinated debt. Considered as quasi-equity, this form strengthens
the company’s balance sheet but also means that in case of a company’s
default, Sofinex will be the latest creditor to be paid back. 

Grace Period: Because a project abroad takes time until it reaches the
breakeven, upon analysis, they propose a grace period up to 1 or 2 years
during which the companies do not reimburse any debt principal.

Interest Rate with no state aid: interest rates are aligned with market
rates (IRS + risk premium), hence no state aid is included in the
intervention.

 

Financing Walloon exports and
investments in foreign countries



Over 600 companies supported through financing or bank
guarantees since 2003.
More than 1.500 financing files processed since 2003.
360 M€ guarantees granted since 2003, representing
approximately 737 M€ of bank loans guaranteed.
130 M€ loans granted since 2003, contributing to approximately
620 M€ of projects financed.

RESULTS ACHIEVED SO FAR 

a strong expertise within the team, 
an in-depth analysis for each project/company regardless of the
size and,
effective internal processes for the final acceptance of a financing.

The range of financing solutions offered should be constantly
reassessed, based on the macroeconomic situation of the region and
in response to unexpected events. (e.g. they put in place specific
financial support for the pandemic and in anticipation of BREXIT).

Sofinex has lowered default rates thanks to:

LESSONS LEARNED 

One of the challenges was to clarify the differences between
Sofinex missions, as a financing institution, compared to those of
Awex,  the Walloon export agency. 
To mitigate this, they have built their own brand image and raised
awareness among Walloon exporters but also with all other
stakeholders of the Walloon export ecosystem.

KEY CHALLENGES

The solution is sustainable: 
the default’s rate is historically low.
the demand for both financing and bank guarantees is constantly
growing (i.e. +45% in financing in 2020 vs 2019), which means
that there is a need for Walloon exporters to benefit from the
support of Sofinex alongside private institutions. 

This solution is replicable in any region or country but should be
adapted to its own characteristics. 

SUSTAINABILITY AND POTENTIAL
REPLICABILITY
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Marie Depelssemaker
Advisor

 
mdepelssemaker@sowalfin.be

 
 

Nam Nguyen
International Finance Advisor

 SOFINEX
nnguyen@sofinex.be

Key contacts:
Sowalfin Group (Belgium)

https://www.transeo-association.eu/what-we-do/transeo-deal-club/
http://www.sofinex.be/en/

Learn 
more at:

https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113
https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113
https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113
https://docs.google.com/spreadsheets/d/1DUF2isFWsqVSYhbaACYtbgcLi_YjDqpE3GLQIVgkKQg/edit#gid=69851113
http://www.sofinex.be/en/


 
The Montreal Group is a global forum for development banks focused on micro, small and medium-sized enterprises (MSME). 

It is a not-for-profit organization that was founded in 2012 to promote international cooperation, mutual learning and exchange of technical expertise among its
members. The Group’s name is derived from the city in which it was founded, Montréal, Canada. 

 
As of September 2021, members are:

BDC (Canada), BNDES (Brazil), Bpifrance (France), CCG (Morocco), CDB (China), DBN (Nigeria), Finnvera (Finland), Nafin (Mexico), SIDBI (India), SIDF (Kingdom of
Saudi Arabia), SOWALFIN (Belgium).
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