
FDI’s $400 Billion 

Secret ingredient
How adding cross-border M&A to your economic 

development recipe can deliver sweet success

Expert advice from the only coalition exclusively focused on arming state, regional 
and local EDOs with the resources they need to compete in the global economy

http://fdifrontlines.org/user/register




About OFII | Created more than two decades ago, the Organization for International Investment (OFII) is a non-profi t business association in Washington, D.C. representing the U.S. 
operations of many of the world’s leading global companies, which insource millions of American jobs.  OFII works to ensure the United States remains the top location for global 
investment.  As such, OFII advocates for fair, non-discriminatory treatment of foreign-based companies and promotes policies that will encourage them to establish U.S. operations, 
increase American employment, and boost U.S. economic growth. 

Published by the

1225 Nineteenth Street, NW | Suite 501 | Washington, DC 20036

O F I I . o r g
@ I n s o u r c e J o b s U S A
f b . c o m / I n s o u r c e J o b s U S A

Copyright © 2017.  All rights reserved.

Table of Contents
The bigger slice of pie

Why Firms USE M&A

Case study: Meet a State that Gets M&A FDI

Learn Successful FDI attraction Strategies

Case study: Global firm transformed by major u.s. investment

Eight Easy Ways to prepare for M&A FDI

Case study: M&A FDI leads to more Massachusetts manufacturing

What to do when M&A Opportunity arises

We interviewed two key EVPs at one of the largest chemical 
companies in the world.  They share their insights on M&A.

Learn best practices for approaching global companies 
and cross-border M&A.

Learn how Genzyme has built a 30-year tradition of developing 
life-changing therapies for rare diseases.  

Don’t have time to read this entire publication?  This section 
will get you started!

Great background on why your EDO must anticipate mergers 
and acquisitions.

See how Connecticut helped save a failing employer by 
connecting them with a company looking to enter the U.S. market.

Here is a quick primer on why global companies rely on 
mergers and acquisitions to grow their U.S. presence.  

Ever wonder how much Foreign Direct Investment (FDI) enters 
the United States through mergers and acquisitions?  We’ll 
help you visualize it.

4

7

8

10
12

14

16

17

18 Case Study: L’Oreal’s Beautiful Expansion
L’Oreal’s success can be attributed to its ability to identify 
and scale emerging local brands.

19

Create an ‘M&A go-bag’
What do you do when an M&A transaction is announced? 
We have a ‘go-bag’ just for the occasion.



The Bigger slice of pie

M&A



Greenfield

Historically, M&A makes up more 
than 80 percent of FDI activity in 

the United States while greenfield 
makes up less than 20 percent.

Source: U.S. Department of Commerce’s Bureau of Economic Analysis



By the Numbers

$80,000
Across the country, U.S. workers at FDI companies 
earn 30 percent higher compensation than the 
economy-wide average - making $80,041 annually.

Good Paying Jobs 

20.4%

From 2009 to 2014, 
America’s FDI employment...

while the country’s overall  
private-sector employment

7.8%

Why Foreign Direct Investment 
is important to 

the U.S. Economy

Key Facts About  
Global Investment

Figures based on the Bureau of Economic Analysis (BEA), Survey of Current Business, Activities of U.S. Affiliates of Foreign 
Multinational Enterprises in 2014, released Fall 2016; IRS data.

Innovation

Global employers spend 
more than $57 billion 
on U.S. R&D activities,  

or 17% of all R&D 
performed  

by U.S. companies.

Reinvestment

Global employers reinvest 
nearly $100 billion of their 
earnings back into their 
U.S. operations annually.

U.S. Taxes

Global employers 
pay 16% of all federal 

corporate income taxes 
despite representing less 
than 1% of all U.S. firms.

Exports

U.S. workers of global 
companies produce 26% 
of U.S. exports, providing 
$360 billion in goods and 

services to customers 
around the world.

supply chains

Global employers 
purchase goods and 

services worth hundreds 
of billions of dollars from 

local suppliers.
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Global M&A Value: From the Firm’s 
Perspective 

Source: “Going Global: Strategy and execution in cross-border M&A,” Baker & McKenzie and FT Remark, June 2014

community
presence & Ties>

research & 
Development labs>

local know-how

existing 
infrastructure>
Distribution channels>

Customer networks>
brand loyalty 
& recognition>
talented
employees>
knowledgeable
management>
manufacturing
presence>

Global companies looking to invest in the United states have two 
options: Start from Scratch or acquire an existing business, which 
often includes:

Imagine starting a U.S. business without the above. 
That’s the Value of M&A.

>
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Since the 1950s, workers at 
New England Airfoils Products 
(NEAP) have manufactured 
high precision aerospace 
gas turbine components in 
Farmington, Connecticut. The 
company’s success became 
integral to the community, 
employing more than 450 
people at its peak. Howev-
er, market forces of the last 
decade hit NEAP particularly 
hard. Revenue fell, and the 
workforce was cut.  

Across the Atlantic Ocean, 
Pietro Rosa TBM, a fifth-gen-
eration Italian company spe-
cializing in the engineering 
and manufacturing of turbine 
and aerospace components, 
knew it had to be closer to its 
U.S. customers and decided 
to enter the U.S. market. 

The company began its due 
diligence and worked closely 
with the State of Connecticut 
to determine its path forward, 

ture and technology and 
working closely with custom-
ers, will help Pietro Rosa meet 
the needs of tomorrow’s mar-
ketplace demands from the 
company’s Connecticut op-
eration.

When asked about the State’s 
role in its business decision, 
Clive Cunliffe, a corporate 
strategy & communications 
executive with Pietro Rosa 
TBM, expressed deep appre-
ciation:

“The State of Connecticut 
has been a very supportive 
partner with whom we can 
plan a long and successful 
future business in the state. 
They were critical in both the 
pre-acquisition phase and the 
ever important journey as we 
begin to grow the business. 
They have assisted us from 
both a fiscal perspective in 
the form of a low interest loan 
and guided us to the tremen-
dous network that exists in 
the Connecticut aerospace 
community.” 

Connecticut Approach is 
akin to a customized con-
cierge service. Each investor 

whether through a greenfield 
or acquisition. 

The choice became clear: 
acquiring an already es-
tablished asset and anchor-
ing its roots in Farmington, a 
community with a rich aero-
space history, created an 
unmatched opportunity to 
succeed. In February 2016, 
Pietro Rosa TBM announced 
its acquisition of NEAP, rescu-
ing the dying company and 
committing to a realistic and 
worthy goal of hiring 100 peo-
ple over the next five years. 
This goal, coupled with ongo-
ing investments in infrastruc-

Cross-Border M&A: 
Reinvigorating American 

communities

The State Connected the 
Company to Connecticut’s 

Globally-renowned 
aerospace and 

manufacturing networks and 
helped integrate the firm and 

its employees 
into the community.

Connecticut, to some, is a coastal New England state filled with rustic 
colonial-era towns. Hundreds of global companies have realized that 
Connecticut is much more: it is a globally competitive market that wel-
comes companies and helps them succeed throughout their lifetime as 
investors. 
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sits down with the state and together they 
create a tailor-made plan to help realize busi-
ness objectives. The state works to connect 
investors with suppliers, customers and oth-
er key business stakeholders. If an investor is 
looking for real estate assistance, integration 
into cluster groups or other multiplier networks, 
connections to a community’s schools and 
colleges or introductions to service providers, 
Connecticut can help here as well. 

Pietro Rosa TBM tapped into this concierge 
service. Through it, the state connected 
the company to Connecticut’s globally-re-
nowned aerospace and manufacturing net-
works and helped integrate the firm and its 
employees into the community. 

It is no secret that one of Connecticut’s most 
competitive advantages is its talent pool and 
its thriving financial and insurance sectors. In 
addition, the state has an efficient transpor-
tation network, a high quality of life, cheap-
er real estate compared to Boston and New 
York and a deep supplier network in precision 
manufacturing, medical device, fuel cell, 
biotechnology and aerospace sectors. Con-
necticut is also pioneering innovative work-
force development policies, including stra-
tegic investments in its community college 
system to meet workforce needs and man-
aging a manufacturing innovation fund ded-
icated to incumbent worker and apprentice-
ship training. 

“The NEAP workforce is an ideal fit with staff in 
our European plants and the skill groups and 
capabilities very much complement each 
other expanding our abilities as a whole,” said 
Cunliffe.

Part of the state’s economic development 
mission is to attract global companies to in-
vest in the state’s ecosystem and create jobs. 
Regardless of whether this goal is achieved 
through a greenfield or an acquisition, the 
state works to ensure that every investor can 
tap into its vast network of support programs.  

So far, this approach has worked for Pietro 
Rosa TBM. Cunliffe has been very happy with 
his company’s decision to acquire NEAP and 
predicts significant future growth. “It has been 
clear from the very start that our existing cus-
tomers are pleased with our ability to man-
ufacture in the U.S. New customers are now 
looking seriously at what we have to offer. Our 
investment in the facility in terms of people 
skills, technology and infrastructure will contin-
ue as the infusion of investments in innovative 
manufacturing techniques are the lifeblood 
of future success.”

The company needed a 
desperate infusion of capital 
and global expertise to stay 

alive. It had much to offer: 
an already established site, 

capable machinery, 
skilled workers and a long 
history of customers and 

brand awareness.

Connecticut 
ranks 10th in fdi 
jobs Per capita

according to the Latest 
Bureau of economic analysis Data
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Why Economic Developers should Care 
About Cross-border M&A
An M&A event can sometimes create a challenge for economic de-
velopers, unlike greenfield and brownfield investments, which bring vis-
ibility and recognition. 

Successful economic developers recognize that M&A 
transactions can lead to positive outcomes for the region. 

The very nature of the cross-border M&A is that the most resilient and 
top-performing companies are investing in the community. Global 
companies that emerge as leaders in their home markets often seek 
to acquire an established company as a way to enter an unfamiliar 
market. These proven companies often bring industry-leading stan-
dards and best practices.  They often create global distribution chan-
nels, attract new customers and invest a wealth of capital – laying the 
groundwork for future growth and success.

Did you know economic developers can
plan for cross-border M&A?

Consider a global employer that purchases a U.S. company with facil-
ities throughout the country, including one in your community. Savvy 
EDOs like yours will engage the new company executives to make sure 
they are welcomed and fully informed of the benefits your community 
provides to global firms. 

An EDO that develops a strategy for M&A activity can transform a potentially 
challenging situation into one with a greater likelihood of positive outcomes.  

EDOs can improve the environment among elected officials, commu-
nity leaders and local media long before an M&A transaction is an-
nounced.  These “beforecare” efforts will position the EDO as a key re-
source for potential investors and build a community better prepared 
to thrive in the 21st century economy.  In addition, beforecare reduces 
the possible political backlash and diminishes the amount of unhelpful 
rhetoric that could damage your region’s brand.  

See Our “eight Easy Steps” ON PAGEs 14-15.
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Companies abroad that rise 
to the top of their industries, 
by definition, have a history 
of making better choices.  

Those decisions about design, 
production, distribution, 

marketing, and customer 
relations generated results put 

the companies in better positions 
to compete successfully in their 

industries, attract capital, diversify 
into new industries, and ultimately 

qualify to compete globally….  
This pool of companies is akin to 
an assembly of all-star athletes.  
They have proven themselves, 
won accolades in their local 
economies, and are ready to 

tackle higher risk -- higher reward 
endeavors.  

These companies should not 
only be welcomed in the United 
States, but encouraged to come 

and establish operations and 
employ American workers.

Dan Ikenson
Economist, the Cato Institute

“ “
Cross-border M&A Brings the World’s 
Best-performing companies to the U.S.
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What is Solvay’s US footprint?

Solvay, Simek explained, is an in-
ternational chemical company 
based in Belgium that employs 
30,000 scientists, professionals 
and skilled workers worldwide. 
About 20 percent of Solvay’s 
global workforce is based in the 
United States thanks to acquisi-
tions and organic growth in the 
region. 

What are some recent examples of 
Solvay’s M&A Activity?
 
Dahlinger: “In recent years, 
Solvay has sought to build 
its portfolio of value-added 
chemistries including specialty 
polymers and advanced for-
mulations. Solvay’s technology 
enables manufacturers to cre-
ate light-weight yet durable 
consumer goods like drop-re-
sistant smart phones and plas-
tic auto parts for more energy 
efficient vehicles, among other 

applications. The group also 
has expertise in formulations 
for home and personal care, 
oil and gas, coatings, indus-
trial and agrochemicals mar-
kets.”

To help achieve Solvay’s stra-
tegic vision, Simek points to 
several  so-called “bolt-on” 
acquisitions in the United 
States over the past 10 years. 
These included the 2009 
acquisition of the McIntyre 
Group, a privately-owned 
chemical company based 
in Illinois. In 2013, Solvay ac-
quired Chemlogics, a Cali-
fornia-based group of more 
“mature” startups specializing 
in formulations for the oil and 
gas market. 

Solvay was able to take these 
smaller operations, expand 
their vision and give them a 
global playing field.  It also 
made very significant invest-
ments to instill a stronger safe-
ty culture, enhance efficiency 
and improve the environmen-
tal footprint of their facilities 
by upgrading equipment 
and processes, explained 

Solvay’s technology enables manufac-
turers to create light-weight yet durable 
consumer goods ideal for aerospace 
(top) and automotive (above) compo-
nents, among other applications.

In 2015, Solvay announced and quickly closed on the acquisition of New Jersey-based Cytec Industries. Cytec’s primary busi-
ness is the production of composite materials for the automotive and aerospace markets. The company also holds a leading 
position in mining materials. This acquisition marks a real change in Solvay’s business and a strategic shift from manufacturing 
energy-intensive, commodity chemicals to value-added, specialty products that meet global needs for sustainable goods 
and solutions. 

Belgium-based Solvay is an international leader in chemical manufacturing, supporting approximately 6,700 quality U.S. jobs across 
the country.  What follows is an insightful conversation we had with Solvay’s Mark Dahlinger, executive vice president for finance, 
and Lucy Simek, executive vice president of mergers and acquisitions.  

Global firm 
transformed by 

major US investment
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Dahlinger.

In 2015, Solvay announced and quick-
ly closed on the acquisition of New Jer-
sey-based Cytec Industries, an even 
more ambitious project. Cytec’s primary 
business is the production of composite 
materials for the automotive and aero-
space markets. The company also holds 
a leading position in mining materials. 

Simek explained that this acquisition 
marks a real step change in Solvay’s 
business and a strategic shift from man-
ufacturing energy-intensive, commodi-
ty chemicals to value-added, specialty 
products that meet global needs for sus-
tainable goods and solutions. 

From this experience or others, how can an EDO or 
state and local government best offer support 
during an acquisition of a local company?
 
Dahlinger outlined many ways the gov-
ernment and EDOs can support U.S. in-
vestment. EDOs are often critical after the 
sale, when business leaders are looking to 
rationalize the company’s footprint, for 
example, when they’re deciding where 
to locate or relocate headquarters as 
the two companies come together, 
Dahlinger explained. At that point, EDOs 
and state governments can help break 
through the red tape that slows projects 

down. 

For example, New Jersey Lt. Gov. Kim 
Guadagno routinely publicizes her per-
sonal cell phone number to underscore 
her availability and commitment to help 
companies navigate state government 
incentives and permitting processes, 
Simek said. 
 
When Solvay considers an acquisition, it 
must have a strong understanding of all 
conditions, including regulations, report-
ing requirements, taxes and tariffs. Unex-
pected changes, Dahlinger told us, could 
affect the value of the acquired group. 
Assumptions Solvay makes during the ac-
quisition process could translate into di-
saster, if they turn out to be false. 

Simek stressed that all of Solvay’s business 
is conducted with a global perspective.  
Taxes, imports and exports, duties, domes-
tic and international production levels, 
U.S. relations with other countries, dump-
ing activity, energy costs and excise tax-
es, the transportation of raw materials and 
goods across state lines and international 
borders “are all examples of factors that 
can be influenced by the government 
and all are relevant to our success.”  

Being able to anticipate changes in these 
areas and account for related costs 
ahead of acquisitions and investments is 
critically important. Anything lawmakers 
and EDOs can do to support that would 
be helpful, Dahlinger told us.

EDOs and state governments 
can help break through the 

red tape that slows projects 
down.

New Jersey Lt. Gov. Kim 
Guadagno routinely publicizes 

her personal cell phone 
number to underscore her 

availability and 
commitment to help companies 

navigate state 
government incentives and 

permitting processes.



eight easy ways
to Prepare for M&A Activity in Your Community

Raise Your Region’s ‘Global Business IQ’
It is important to raise the “global business IQ” of your elected officials, business 
leaders and media to improve the environment for future M&A by regular-
ly discussing the benefits of global trade and investment.  It is also important 
to host briefings on how trade and investment benefit the region.  For added 
effect, bring in company executives to highlight how the success of their firms 
depends on the global economy. 

1
Track Company Success and Progress
Develop, maintain and promote a roster of global companies located in your 
region.  Track whether any of these companies are a result of M&A deals and 
track how these companies grow post-acquisition (i.e. increased investment, 
expansion, job creation, new sustainability or charitable efforts). Often, the 
positive impacts of M&A transactions reveal themselves over several years.  Be 
prepared to share success stories with the public and policymakers.

2
Facilitate Educational Collaboration
Invite your existing global companies to help build a curriculum at high school, 
community college and university levels that provides the skills future employ-
ees need to succeed.  Global employers not only bring global expertise, they 
also devote massive resources to workforce training and are often eager to 
collaborate with local educational institutions.   

3
Identify Global Business experts
EDOs that connect with these local service providers can offer potential inves-
tors key resources when they seek such expertise. In addition, identifying these 
local experts – who frequently interact with potential investors – could help 
direct future investment opportunities to the region. 

4



Create an M&A Action Team
You likely will not hear about an M&A transaction until it is announced publicly.  
Occasionally, you may be alerted of the deal just prior to the public announce-
ment.  Prepare for these moments by developing and training an M&A action 
team.  Identify who is going to reach out to the new company, elected offi-
cials, media outlets, etc.  Develop a communications strategy that reinforces 
your community’s brand.  At the same time, determine the other community 
partners that can help with a smooth transition, such as business services, utili-
ties and regulators.  Identify this team ahead of time and train all stakeholders 
on how best to represent your community.

5

Provide a One-Stop Global Business Resource
Even domestic companies have trouble navigating the overlapping regulatory 
systems of national, state and local jurisdictions.  You can help global investors 
avoid missteps by connecting potential investors with someone who can walk 
them through the myriad of regulations. While you may not be able to answer 
every question, being able to connect executives with experts is critical.  

6
Recognize the Contributions of global Companies 
For the cost of a wooden plaque and few minutes at your annual dinner, you 
can build stronger relationships with the global firms that select your com-
munity for investment.  In addition, connect with international organizations, 
country-based business groups and local consulates. Host business and cultural 
events that celebrate global investment in the region.  Invite elected officials 
and media.  Promote the contributions that these global firms are making in 
your community.

7

Establish a Distressed-Company Database
Cross-border M&A can also be a valuable tool for prepared EDOs.  EDOs that 
internally track distressed companies, or those actively pursuing equity infusions 
and growth opportunities, can help discreetly connect local employers with for-
eign direct investors.  Such efforts can help protect quality jobs in your region.

8
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Cambridge, Mass., is home to 
some of the world’s leading 
bio-pharmaceutical compa-
nies, drawn by the world class 
educational institutions, hos-
pitals and famed innovation 
ecosystem. Of these, one of 
the oldest and still the state’s 
largest bio-pharma employ-
ers is Sanofi Genzyme, the 
Specialty Care Global Busi-
ness Unit of Sanofi, which has 
for nearly 30 years developed 
life-changing therapies for 
rare diseases, multiple sclero-
sis and now for oncology and 
immunology. 

Sanofi US is the U.S. subsidiary 
of France-based Sanofi SA. 
The company is headquar-
tered in Bridgewater, New Jer-
sey, and employs 17,000 U.S. 
workers. Beyond Sanofi Gen-
zyme, the company operates 
several well-known affiliates in 
the U.S., including Sanofi Pas-
teur, Merial and Chattem.

Genzyme’s success under 
Sanofi began in 2011, when 
Sanofi acquired it for $20.1 bil-
lion. Just four years later, Sa-
nofi Genzyme brought in $4.14 
billion in revenue in 2015, up 
nearly 30 percent from 2014. 
The company employs 5,000 
workers in Mass., working in 
manufacturing, research 
and development and Sa-
nofi Genzyme’s corporate 
headquarters.  Its success has 
paved the way for additional 

investment in the state. 

For example, Sanofi invested 
and opened a new state-
of-the-art research center in 
Cambridge, housed in an old 
industrial building that once 
housed Polaroid Corp. and 
Ford Motor Co. Now, Sanofi 
research teams are leaders 
in key 21st century fields, like 
cancer biology, biochemis-
try and bioanalytics, chemi-
cal genetics and proteomics, 
and pharmacology.

This good news has extended 
beyond Cambridge. In Fram-
ingham, Sanofi has continued 
to invest in manufacturing 
operations, including a $330 
million facility to manufac-
ture Fabrazyme, a key thera-
py for the treatment of Fabry 

Disease, an ultra-rare genetic 
disease. This investment was 
aided by the Massachusetts 
Life Science Collaboration, 
the state’s life science de-
velopment agency with an 
investment in the infrastruc-
ture of Framingham need-
ed to support an advanced 
bio-manufacturing facility. 

Sanofi Genzyme’s commit-
ment to the communities in 
which its employees live and 
work is as old as the compa-
ny itself. Being an active part 
of the community has always 
been a driving force of em-
ployees and continues to this 
day with over 90 non-prof-
it partners in Massachusetts. 
Consistently ranked as one of 
the top Charitable Givers in 
Massachusetts, Sanofi Gen-
zyme invests in efforts to im-
prove access to health care 
and STEM education. 

For example, in 2013 Sanofi 
and Genzyme partnered in a 
$1 million gift to support stu-
dent success programs at the 
University of Massachusetts 
Boston’s College of Science 
and Mathematics (CSM). 
Other programs include the 
Genzyme Teacher Sabbat-
ical program at the Boston 
Museum of Science that is 
celebrating its 20th year of 
partnership. 

“Genzyme is one of Massa-
chusetts’ most successful life 
sciences companies. Now, 
as Sanofi Genzyme, the com-
pany will combine the inno-
vation of Genzyme and the 
international strength of Sa-
nofi to ensure that Massachu-
setts remains the international 
leader of life sciences inno-
vation” said David Meeker, 
CEO, Genzyme.

Genzyme Center is a twelve-story, 
350,000 square foot office building that 
combines innovative design and cut-
ting-edge technology to create an 
exciting, healthy and productive work-
place for more than 900 employees. It 
is one of the most environmentally re-
sponsible office buildings ever built in 
the United States.

Sanofi’s acquisition of Genzyme has spurred growth and has paid real 
dividends for Massachusetts’ communities. The company’s success is 
attributed in part to a close working relationship with the state and a 
business and political environment that continues to pave the way for 
growth. 

State investments in 
M&A can pay off



Create an M&A ‘Go-Bag’
EDOs can be most helpful immediately after an M&A transaction 
is announced.  Create a M&A Go-Bag:
Engage community leaders and elected officials
Schedule regular updates with key elected offi cials and community leaders during the 
critical period of the project. In addition, put a protocol in place to help these offi cials 
recognize the importance of welcoming the new company. This could be a meeting, 
phone call, welcome letter or trip abroad to meet the new company’s executives.  

Appoint A senior point-of-contact
When 100 CFOs were asked what support their company would fi nd most helpful af-
ter a merger or acquisition, the top response was “help facilitating business permitting, 
licensing and other regulatory matters.” Work to eliminate any confusion in the imme-
diate aftermath of the announced M&A transaction. Reach out to the new company 
and offer a single point-of-contact who can streamline communication in the short-term 
while laying the foundation for future collaboration. For instance, be sure to explain any 
programs and services available to the company.  

create A deliberate media plan
Reach out to the new company and offer the EDO’s leadership team as a resource. 
Ideas include participating in press conferences and issuing a press release to highlight 
the value global investment provides to the region.  

EDOs can educate the community on the short-term and long-term impacts of a foreign 
acquisition. Every deal involves risks, and every company is unique. There is always po-
tential for negative impacts in any M&A transaction. Infl ammatory rhetoric and retalia-
tory public policy decisions will likely not reverse a possible negative outcome, but could 
irreparably harm the region’s FDI brand. A negative experience for one global compa-
ny may affect how the broader business community views your location as a destination 
for future investment. If faced with such diffi culty, reiterate your region’s long-term FDI 
objectives to key stakeholders so that your team can position the community as a wel-
coming location for global investment.

Connect with community partners, suppliers and customers
Work to connect the new company to its potential business partners. Ideas include 
inviting the company to be a featured guest at upcoming meetings in the community, 
hosting a networking dinner or lunch with existing suppliers and customers or organizing 
individual meetings at your offi ce.

learn M&A Aftercare excellence
Read more at FDIFrontlines.org/aftercare. 
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L’Oréal USA is the largest subsidiary of the 
L’Oréal Group, the worldwide leader in beau-
ty, and manages a portfolio of more than 30 
iconic beauty brands. In addition to its corpo-
rate headquarters in New York City, L’Oréal 
USA has research, manufacturing and distri-
bution facilities across 13 other states includ-
ing Arkansas, California, Florida, Kentucky, 
New Jersey, Ohio, Texas and Washington with 
a workforce of more than 11,000 employees. 

L’Oréal USA leads  America’s thriving beau-
ty industry and serves 
as the international 
hub for the product 
development and 
marketing strategy 
for L’Oréal’s 18 Amer-
ican brands. L’Oréal 
has achieved its in-
dustry leading position 
through a balance of 
organic growth and 
strategic acquisitions. 

Some examples of L’Oréal’s success in culti-
vating local brands include the 2001 acqui-
sition of Kiehl’s, which has seen a six times 
growth in U.S. sales; and the 2012 acquisition 
of Urban Decay, which has seen a two times 
growth in U.S. sales. L’Oréal USA not only in-
vests in developing and scaling local brands, 
but also invests in the brands’ existing oper-
ational infrastructure and sustainability ex-
cellence. For instance, in 1993, L’Oréal USA 
acquired the professional brand Redken Fifth 

Avenue with a 194,000 sq. feet manufacturing 
facility in Florence, KY.  

Due to significant capital investments over 
many years, that facility has more than dou-

bled in size to over 500,000 
square feet, making it  
one of the company’s 
largest plants worldwide. 
Finally, in 2016, L’Oréal 
USA announced two 
large-scale solar projects 
at manufacturing facil-
ities in North Little Rock, 
AR (Maybelline acqui-
sition) and Florence, KY 
(Redken acquisition) and 
the purchase of local-

ly-sourced RECs that will allow the company 
to achieve 100% renewable electricity for its 
manufacturing in the U.S.

Investing to grow:
How M&A helps 

global brands grow

The company’s success can be attributed to its 
ability to identify and scale emerging local brands, 
and many of its acquisitions— Maybelline, Redken, 
Kiehl’s, Essie, Urban Decay, NYX Professional Makeup 
and Carol’s Daughter—have been focused within 
the highly competitive American market. 
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 What to Do When 
M&A Opportunity Arises

Nearly 40 percent of all FDI firms have fewer than 100 U.S. workers, and 82 percent of FDI 
firms have fewer than 1,000 U.S. workers, according to the latest government data from 
the Bureau of Economic Analysis. With that in mind, these potential investors – particularly 
smaller firms – may contact you about investing in the region by purchasing a local company. 
This conversation is your first opportunity to welcome what could be a future community 
employer. While this moment may be unexpected, prepared EDOs can immediately 
become a trusted resource. Here is some practical advice for preparing for this opportunity: 

First impressions and initial contacts matter
It is important for you to convey to the investor that you appreciate their consider-
ation and want to be helpful in finding ways for them to succeed and grow in the re-
gion. Treat all information as confidential. Use this initial conversation to gather informa-
tion about the company’s business interests in the region. Key questions to ask include:  

• Why does the company want to enter the market? 
• What type of company/industry is it looking to acquire and why (i.e. market entry, growth, 

sales, intellectual property, workforce talent, business diversification)?
• What is the company’s business plan after entering the region? 
• What are the company’s short- and long-term plans for the company involved in the trans-

action (i.e. future investment, job creation, U.S. or regional headquarters function, or work-
force consolidation or restructuring)? 

• What local infrastructure, workforce and policy needs are most important? 
• Who are the best company contacts going forward? 

Offer introductions to local service providers
Make sure investors know how to access local service providers, including specialized ac-
countants, lawyers or other practitioners with expertise in cross-border M&A. Offer to make 
introductions, which shows your value to potential investors. 

Offer assistance in navigating the public relations landscape
Highlight your expertise in navigating the region’s public relations landscape and offer intro-
ductions to key stakeholders before or after the transaction goes public.   

LAY OUT a media strategy
Offer different ways to support media outreach efforts of an announced transaction. For in-
stance, be prepared to use earned and social media to help amplify the key messages of 
your region’s global investment brand. Offer to highlight the economic development ratio-
nale of the transaction and known positive impacts. Discuss how the community is excited 
to welcome this new company. You can also use this as an opportunity to suggest that the 
company articulate its commitment to the community.  

be prepared 
for M&A 



About FDI Frontlines
Economic development organizations (EDOs) have a unique perspective on what it 
takes to keep the United States competitive in attracting global investment and the 
jobs that come with it. EDOs engage with global investors to create opportunities for 
their communities, fighting every day to improve the business climate in America. At 
its essence, the FDI Frontlines Coalition is about helping these unsung heroes fighting 
to attract more global investment to America.

FDI Frontlines is the only coalition exclusively focused on arming state, regional and 
local EDOs with the resources they need to better compete in the global economy.

Supported by the Organization for International Investment and its insourcing mem-
ber companies, the FDI Frontlines Coalition is designed to provide state, regional 
and local EDOs with the opportunity to enhance their global IQ by providing re-
search and business insight, while amplifying their voice in important discussions on 
ways America can attract more foreign direct investment.
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