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London in the 1990s was the era of 
Cool Britannia, a period of renewed 

optimism as the city emerged from the 
recessions and social struggles of the 
1970s and 80s. 

‘It was enthralling,’ says David 
Chermont, CEO of Inbound Capital, 
who arrived in London in his twenties in 
1994, following his military service and a 
Grande Ecole. He had arrived to pursue 
a career in finance, contrary to the 
advice that he was receiving from friends 
and family back in France.

Chermont, who is now in his fifties, 
recalls the reactions he received after 
he settled in Notting Hill. ‘It shocked 
people. They said, “you are French and 
you should live in South Kensington” 
[the neighbourhood known for French 
expatriates]. However, I did not come all 
the way here to be back in some kind of 
mini-Paris. I really wanted to blend in and 
share the culture.’

Part of the attraction for Chermont 
was the ability to do business in a 
different way, and he prioritised working 
specifically with Anglo-Saxon firms, which 
he described as more ‘open-minded,’ 
contrary to the way of doing business in 
France at that time, which would involve 
a formal introduction and less appetite 
for risk.

The entrepreneurial leap
After twenty-plus years at some of the 
largest British and American banks 
– including Schroder Investment 
Management, Merrill Lynch, Bank of 
America, RBS, and Citi Group – Chermont 
decided to launch his own business. 

‘I had always wanted to be an 
entrepreneur but, for whatever reason, 
I didn’t think it was for me. Then I read 
an article in one of the broadsheets that 
said that the best time to launch a start-

up was 45 – and I was 43 at the time so 
just enough time to have a plan.’

He left the banks to set up his own 
consultancy and later founded Inbound 
Capital. The move showed foresight and 
pre-empted fundamental changes in EU 
rules regulating investment practices, 
known as MiFID II, which established 
more transparency in investing following 
the market crash in 2008.

Inbound sought to fill a gap in the 
market created by the new regulation, 
where small caps – before and after IPO 
– and unlisted companies would struggle 
to attract financing through the big 
banks. Through their network, Chermont 
and his partners saw an opportunity to 
make those strategic introductions.

The cross-cultural approach  
A fundamental part of his business is 
working with firms on both sides of the 
Channel. It is a way of working which 
Chermont has adopted since founding 
Inbound Capital and he now divides his 
time between the two cities, commuting 

weekly via Eurostar – even though 
his personal pendulum has shifted 
increasingly to Paris.

He notes that he is adept at 
switching between Parisian and London 
styles of doing business. ‘It’s not quite a 
schizophrenic way of living, but it’s not 
far from that,’ says Chermont. ‘Going 
between the two cities, there is a real 
adjustment that needs to be made. I 
will never forget an old Eurostar advert 
for London, which said: “Welcome to 
another planet.” I thought that was 
spot on.’

He is still honing his style. ‘I’m still very 
quick to say ‘tu’ in Paris, and people do 
take offense,’ Chermont jokes. ‘London, 
on the other hand, has always been a 
more effortless place to do business. 
It may have taken a hit after the 
referendum result, and other European 
cities are catching up – but London still 
has a huge lead as one of the best cities 
in the world, not to mention big soft 
power, no matter what.’ I
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