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I. About ISFIN 

“An informed and independent perspective to help our clients reach 
their goals in the emerging world through bespoke strategies and 

innovative solutions”
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Created 5 years ago, ISFIN is a young and creative global business consultancy that 
provides expert advice to individuals and firms willing to tap into the emerging world and 

the growing industry of 'Halal', which encompasses Food, Cosmetics, Fashion, Pharma, 
Logistics,  IT and Media, Tourism and Finance. 

www.isfin.net

http://www.isfin.net/
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Source: SGIE 2017

Why Islamic
Finance And 

The Halal 
Industry ?
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We have a global reach +50 000 contacts worldwide

We are specialized in the halal industry and Islamic Finance worldwide.
We rely on the support of top tier professional firms in 75 countries.



Business Development

Marketing

Finance

Legal

Tax

Audit & Accounting

Public Affairs & Forensic

Halal & Shariah-Compliance
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We provide the right professionals with:

We have the expertise
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The Orieco DeGaulle Co. JVC

II.



A. Our History

Created in 2016 by

Narges Jannesari

(Attorney at Law)
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Your partner for the Iranian market



B. De Gaulle Fleurance & 
Associés 

–
Company Presentation

• De Gaulle Fleurance & Associés is an integrated full-service independent law firm composed

of 115+ attorneys and paralegals, including 42 partners

• An organization based around two divisions, responding to the main needs of businesses:

structures and operations

• An integrated and cross-practice approach to cases and files and dynamic project team

management

• A modern and reactive firm, with a clear focus on achieving objectives through flexible

methods and team synergies

• For more information, please visit http://www.degaullefleurance.com/
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http://www.degaullefleurance.com/


C. ORIECO
–

Company Presentation
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• A full-service consulting firm based in Tokyo, Japan

• Legal, financial and investment consulting services

• Technological, strategic and energy solutions for companies a in wide variety of 
sectors and on a global scale

• Strong knowledge of the Iranian market

• For more information, please visit : http://www.orieco.co/

http://www.orieco.co/


D. Ms. Narges Jannesari
–

Presentation
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• Iranian Lawyer and Attorney at Law, member of the Iranian Bar Association

• Former  founding partner at Shayan Law Firm and partner at Arya Law Firm

• Legal advisory for company registration, IP law, arbitration, litigation, corporate law 
and other services related to the Iranian business regulatory  framework

• Deep knowledge of the Iranian market and powerful network inside the country

• International experience and expertise in a various sectors (EPC, Oil & Gas, 
Automotive industry, etc,)



E. Our Services

Business/investment 
match-making

Business/investment 
match-making

Compliance and 
Financial 
solutions

Compliance and 
Financial 
solutions

Marketing/Communi
cation solutions

Marketing/Communi
cation solutions

Advisory (legal, 
financial & 
strategic)

Advisory (legal, 
financial & 
strategic)

Legal services 
(International & 

Iranian law)

Legal services 
(International & 

Iranian law)
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F. Our Goals

• Bring Iran back on the International business map

• Accompany and assist foreign investment to Iran

• Assist Iranian banks and financial institutions in their need for international
recognition

• Build a bridge between Iran and the global business world
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The Islamic Republic of Iran
–
Land of Opportunities

III.



The Most Promising Market in the World 
Today

• The lifting of the economic sanctions transformed Iran into the Investor’s new 
“Eldorado”

• Tehran alone accounts for more than 40% of Iran’s GDP – business capital

• Necessity to accompany, advise foreign investors by giving additional guarantee (i.e. 
FIPPA)

• Avoid a “gold rush effect”

• The ground rules for business have yet to be established

• We are pioneers
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The Most Promising Market in the World 
Today (cont’d)
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Source: SGIE report 2016
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Three Bars to International 
Business

IV.
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A. The Global Political and 
Economic Environment

• Growing uncertainties regarding International Business

• Global trends causing international companies to act carefully
 USA election
 Impact of Brexit
 Outcome of French elections
 Etc.

• Profound changes and unpredictability of further evolutions
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B. Iran’s Unknown Treasures

• Years of sanctions and lack of media coverage

• Need to promote Iran and share experiences, not only from a business 
perspective

• On the upside:

 Increase of tourism

 Better media 
coverage

 Stronger diplomatic 
relations
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C. Money Transfers and 
Financing Sources

• Iranian banks and financial institutions in need of international recognition

• Need to comply to international standards (e.g. Basel III, IFRS, etc.)

• Carefulness/reluctance of Western banks

• Sovereign guarantees required by foreign banks

• High country risk premium

Tremendous business opportunities are put on hold
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Islamic Finance & Sukuk Issuance 
in Iran

V.



A. Islamic Finance on the Rise

• Growth in MENA countries

• European countries hopping on the bandwagon (e.g. Luxemburg, UK, France, 
etc.)

• Increasing popularity of IF in Africa
(e.g. Togo, Nigeria, Sudan, etc.)

• The trend is far from slowing down
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• IF assets projected to reach
$3,400bn worldwide by 2021 
(SGIE 2016)

• Iran listed as top Islamic Finance 
market ($343.7bn in assets) by 
SGIE in 2016 report



Islamic Finance on the Rise (cont’d)
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Source: SGIE report 2016

Ethical alternative to conventional finance



B. Islamic Finance in Iran
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• Iranian government and financial institutions are already committed to 
Islamic Finance (macro level)

• Need to promote IF’s benefits to companies and private industrial projects 
(micro level)

• Suggestion : Issuance of Sukuk to finance private industrial projects in Iran

• E.g. Sukuk Al-Ijarah for midsize projects

 Easy to implement
 Flexible



C. The Role of Orieco DeGaulle Co.
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Assist and 
Promote
Iranian

Companies

Match-making

Train and 
Advise
Foreign

Companies

We make deals happen
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Conclusion

VI.
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Thank you for your attention

Any Questions ?



Offices and Contact Information 

Tehran

Level 8, Park Building 114, Kaj Abadi

Street, 

Valiasr, Tehran, Iran 1966913187

Tel: +98 (0) 21 75981032

Fax: +98 (0) 21 75981770

Paris

9, rue Boissy d’Anglas

75008 Paris - France

Tel: +33 1 56 64 00 00

Fax:+33 1 56 64 00 01

Tokyo

Level 14, Hibiya Central Building,

1-2-9 Nishi Shimbashi Minato-ku,

Tokyo 105-0003 Japan

Tel: +81 (0) 3 - 5532 – 7673

Brussels
IsFin [ Brainmatch Scs ]

Rue Camille Lemonnier 39/7

B-1050 Brussels – Belgium

Tel : +32 2 550 38 20
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Maxime Vande Weyer

Consultant
+(32) 499 24 74 23

+(98) 933 534 72 86 

business@isfin.net

Prof. Laurent Marliere

CEO and Founder
+(32) 475 42 21 49

lm@isfin.net

mailto:business@isfin.net
mailto:lm@isfin.net
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