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Introduction

This business plan prepares a consulting team to work in France and Germany. The original paper
focused on appearance, behavior, communication, and meetings. Those categories remain useful, but
national etiquette should be treated as guidance rather than a list of rigid rules. Organizations differ
by industry, region, ownership, generation, and corporate culture. A successful consultant observes
the client, confirms expectations, and avoids stereotypes.

France and Germany are both large European Union markets with skilled workforces, developed
infrastructure, and extensive legal obligations. France offers several establishment routes, including a
liaison office, branch, subsidiary, acquisition, partnership, or joint venture. Germany commonly
attracts foreign firms through a subsidiary such as a GmbH or a registered branch. The consulting
team must combine cultural preparation with legal, tax, employment, privacy, and sector-specific
advice from qualified professionals.

Business Objective and Entry Preparation

The immediate objective is to build credible relationships, understand client needs, and determine
whether the firm should serve each market through cross-border contracts, a local partner, a branch,
or a subsidiary. Before travel, the team should identify decision-makers, prepare translated materials,
review competition, and define which commitments negotiators may make. (Germany Trade & Invest,
n.d.-a)

Business France and Germany Trade & Invest provide official guidance on establishment, labor,
taxation, incentives, and regulatory requirements. These sources should be used for planning instead
of outdated population rankings or assumptions about national character. (Business France, n.d.-a)

France: Professional Appearance

French business dress is generally polished and appropriate to the sector. A dark suit may suit
finance, government, or formal professional services, while technology and creative industries may be
less formal. The principle is quality, fit, and restraint rather than a universal ban on bright colors.
Consultants should review the client’s website, event type, and invitation.

Personal presentation can influence first impressions, but it should not be treated as a measure of
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competence. The team should avoid comments about a colleague’s body, religion, ethnicity, or
gender expression. Company policy must support equal treatment while allowing reasonable local
adaptation.

Germany: Professional Appearance

German business dress is also sector-dependent. Engineering, banking, and legal meetings may be
formal, while startups and manufacturing sites may use practical clothing. Consultants visiting a plant
should prioritize required protective equipment over office style. Clean, conservative presentation is a
safe default for an initial meeting.

Chewing gum, checking a phone repeatedly, or arriving with unsuitable safety clothing can appear
unprofessional in either country. These are not uniquely German offenses. Good preparation is more
important than memorizing stereotypes.

France: Behavior and Relationship Building

Courtesy begins with a formal greeting and appropriate title until the host invites first-name use. A
brief handshake is common in professional settings. Social kissing should not be initiated in a first
business meeting; practices vary and became more context-sensitive after the pandemic.

Punctuality is expected for business appointments even when social timing may be flexible. The
original claim that French professionals are casually late should not guide consultants. Arrive on time,
notify the host of delay, and allow time for security and transport.

French professional discussion may include debate and critical questioning. Disagreement can
demonstrate intellectual engagement rather than personal hostility. Consultants should support
claims with reasoning, acknowledge complexity, and avoid overselling. Relationship building may
occur over lunch, where the conversation can extend beyond the immediate transaction.

Germany: Behavior and Reliability

German business culture often places strong value on preparation, reliability, and fulfillment of
agreed commitments. Consultants should arrive on time, follow agendas, and provide requested
documents. This does not mean that all German decisions are slow or that every professional dislikes
change. Decision speed depends on risk, authority, regulation, and organizational structure.

A direct question or correction is often intended to improve precision. Consultants should respond
with evidence rather than interpret directness as hostility. Promises should be realistic; saying that a
task is complete when details remain unresolved can damage trust more than requesting additional
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time.

France: Communication

French language ability is valuable and sometimes essential, especially for local administration,
employment, and consumer communication. However, it is inaccurate to say that every French
professional is offended by a foreigner who does not speak French. The respectful approach is to ask
which language the meeting will use and provide translated materials when necessary.

Formal emails should use a clear greeting, title, purpose, and closing. Complex proposals benefit from
an executive summary in French even when technical discussion occurs in English. Interpreters
should receive materials in advance and should not be treated as invisible participants.

Conversation may be analytical and occasionally interrupted, but the team should not imitate
interruption as a tactic. Active listening, confirmation of decisions, and written follow-up prevent
misunderstanding.

Germany: Communication

Many German professionals speak English, but the required language depends on the organization
and function. Legal, employment, safety, and customer documents may require German. Asking
about language preference is more professional than assuming either complete English fluency or
offense at foreign speech.

Written communication should be specific. Dates, responsibilities, specifications, and open issues
should be clear. Titles and surnames are appropriate in formal settings until invited otherwise.
Academic titles may matter in some contexts, but the safest method is to use the title shown by the
person or organization.

Non-urgent contact should respect working hours and local boundaries. Emergency or global
operations may require other arrangements, which should be agreed in advance rather than
improvised.

France: Meetings and Decision Making

Meetings should be scheduled in advance with an agenda and relevant materials. Video conferencing
is widely used and is not culturally inappropriate. The choice between in-person and virtual format
should reflect purpose, confidentiality, travel, and participant needs.

Decision authority may be more centralized in some French organizations than an American team
expects. A productive discussion with operational staff may still require approval from senior
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leadership. Consultants should identify the decision process without dismissing participants who do
not have final authority.

August holidays and year-end periods can affect scheduling, but assumptions should be confirmed.
Minutes should record decisions, responsibilities, and dates in a concise format.

Germany: Meetings and Decision Making

German meetings also benefit from advance scheduling, a clear agenda, and detailed preparation.
Technical teams may examine specifications closely before supporting a proposal. Questions are not
necessarily resistance; they may reflect responsibility for quality, safety, or compliance.

Video meetings are common, contrary to the original claim that Germans do not consider them an
acceptable medium. In-person sessions remain valuable for workshops, site visits, and negotiation.
Decisions may require consultation with management, employee representatives, technical
specialists, or legal functions.

Negotiation in France

French negotiators may test the intellectual coherence of a proposal. The consulting team should
explain principles, alternatives, and strategic value rather than relying only on enthusiasm. Initial
positions can change through discussion, but contracts and formal approvals remain important.

A consultant should not interpret debate as rejection or attempt to force rapid agreement.
Summarizing the shared problem and unresolved issues can move the negotiation forward.
Relationship and substance should develop together.

Negotiation in Germany

German negotiations often emphasize technical feasibility, price, quality, allocation of risk, and
delivery. Detailed documentation can strengthen credibility. Last-minute changes without explanation
may create concern because they suggest incomplete planning.

Flexibility is still possible when the reason and consequences are clear. The team should distinguish
mandatory requirements from preferences and provide a structured change-control process.

Gifts, Meals, and Hospitality

Modest hospitality may be appropriate in both countries, but corporate anti-corruption rules and
public-sector restrictions must be checked. It is inaccurate to assume that French partners expect
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books or music or that Germans require visitors to arrive empty-handed. Gifts should never be used to
influence a decision.

For an initial meeting, a thoughtful but modest company item may be acceptable if policy allows.
Alcohol should not be assumed. Dietary, religious, allergy, and accessibility needs should be handled
respectfully. The host’s guidance is more reliable than a national gift list.

Hierarchy and Employee Relations

Consultants should map formal and informal influence. France may combine centralized authority with
vigorous professional debate. Germany may combine managerial authority with structured employee
participation, including works councils in qualifying organizations. Employment decisions cannot be
based only on a headquarters model.

Local labor counsel is essential when hiring, restructuring, monitoring employees, or changing
working conditions. Both countries operate within European data-protection law, and employee data
must be handled carefully.

Legal Establishment in France

A foreign firm can choose among a liaison office, branch, subsidiary, partnership, acquisition, or joint
venture depending on activity and desired autonomy. Establishing a company involves selecting a
legal form, drafting governing documents, setting an address, depositing capital where required,
publishing notice, and registering through the official process. Regulated or sensitive activities may
require prior authorization. (Business France, n.d.-b)

Business documents, invoices, consumer terms, accounting, tax, and employment obligations must
be adapted to French law. The consulting plan should allocate budget for qualified legal and
accounting support rather than treating etiquette as the main entry barrier.

Legal Establishment in Germany

Foreign companies commonly establish a subsidiary or branch. The GmbH is a widely used limited-
liability form, while a branch remains legally connected to the foreign head office. Formation may
require a German notary, commercial-register entry, a local business address, and trade-office
notification. Sector permits may apply. (Germany Trade & Invest, n.d.-b)

Corporate taxation includes federal and municipal components, and the local trade-tax rate varies.
Employment, social insurance, customs, and product requirements should be assessed before
choosing a location or pricing model.
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Data Protection and Digital Business

France and Germany apply the EU General Data Protection Regulation along with national law and
supervisory practice. The firm should map personal data, define lawful purposes, minimize collection,
secure systems, manage processors, and prepare for data-subject requests and incidents. Marketing
databases from the United States cannot simply be reused without review.

Meeting recordings, employee monitoring, customer profiling, and cross-border transfers require
particular care. Privacy should be built into the business model rather than added after launch.

Localization of the Consulting Offer

Localization includes language, examples, contracts, invoicing, support hours, accessibility, and
sector regulation. A single presentation should not merely replace the country name. French and
German clients may value different proof points depending on industry, but both will expect claims to
be supported.

A local partner can provide market knowledge and credibility, yet due diligence is necessary. Roles,
intellectual property, customer ownership, confidentiality, and exit terms should be written clearly.

Implementation Plan

The first phase will validate demand through interviews and competitor analysis. The second will
select an entry mode and advisers. The third will adapt the offer, contracts, privacy materials, and
pricing. The fourth will conduct pilot engagements in each market. After the pilot, the firm will
compare sales cycle, delivery cost, client satisfaction, compliance burden, and repeat demand before
expanding.

Success measures should include qualified leads, proposal conversion, project margin, payment time,
client retention, and compliance incidents. Cultural learning should be documented through after-
action reviews rather than left with individual travelers.

Conclusion

A useful France-Germany business plan combines respectful etiquette with market and legal
preparation. Professional dress, punctuality, formal greetings, language planning, evidence-based
communication, and reliable follow-up provide a sound starting point in both countries. Differences
should be explored through observation instead of stereotypes. Official investment guidance, local
advisers, data protection, employment law, and careful entry-mode selection are more important than
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rigid national rules. The consulting team will succeed by being prepared, precise, adaptable, and
ethically consistent.
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