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Outline

• I. Keynote given by Nicolas Gracieux (iXblue) 

• II. News

• III. Arms trade and export control: More deals or more regulation? 



I. Nicolas Gracieux 



Nicolas Gracieux 
• Head of Legal Department, iXBlue 

• Intern, Naval Group, Safran (Sagem) 

• Trained in Law, Nanterre and Assas 
UniversiDes 

• Les contrats d’armements 
d’exportaDon et le droit internaDonal 
des invesDssements 



II. News 



The 
Conversation

• https://theconversation.com/en-graphiques-les-
exportations-darmes-francaises-173864



IHEDN 
Chaire 

Economie 
de la 

Défense



Back on 
campus! 



III. Arms trade and export control: 
More deals or more regulation? 



Outline

• 1) Trends in internaDonal arms transfers, 2020 (SIPRI, 2021)  

• 2) Béraud-Sudreau and Meijer, 2016

• 3) Béraud-Sudreau et al., 2015 



1) Trends in international 
arms transfers, 2020 



10 largest exporters, 2016-20 

Source: https://www.sipri.org/publications/2021/sipri-fact-sheets/trends-international-arms-transfers-2020

https://www.sipri.org/publications/2021/sipri-fact-sheets/trends-international-arms-transfers-2020


Main results

• The five largest arms exporters in 2016–20 
were the United States, Russia, France, 
Germany and China. Together, they accounted
for 76 per cent of all exports of major arms in 
2016–20

• In 2016–20 US arms exports accounted for 37 
per cent of the global total and were 15 per 
cent higher than in 2011–15

• Russian arms exports decreased by 22 per 
cent between 2011–15 and 2016–20

• Between 2011–15 and 2016–20 arms exports 
by France and Germany increased by 44 and 
21 per cent, respectively, whereas those of 
China decreased by 7.8 per cent 



Source: IISS



10 largest importers, 2016-20 

Source: h=ps://www.sipri.org/publica>ons/2021/sipri-fact-sheets/trends-interna>onal-arms-transfers-2020

https://www.sipri.org/publications/2021/sipri-fact-sheets/trends-international-arms-transfers-2020


Main 
results
• The five largest arms importers

in 2016–20, Saudi Arabia, 
India, Egypt, Australia and 
China, together received 36 
per cent of all imports of major 
arms

• The main recipient region in 
2016–20 was Asia and Oceania
(accounting for 42 per cent of 
global arms imports), followed
by the Middle East (33 per 
cent), Europe (12 per cent), 
Africa (7.3 per cent) and the 
Americas (5.4 per cent) 



Proportion of domestic contractors in total arms 
orders and deliveries, tracked since 2014





2) Béraud-Sudreau
and Meijer, 2016



Béraud-Sudreau and Meijer (2016)

• i) Puzzle 

• ii) Case studies

• iii) Argument

• iv) Results



i) Puzzle 

• How can the differences in arms export policy between states be 
explained? 



ii) Case studies 

• Comparison of US and French arms export policies 

• Two of the world's major exporters 



iii) Argument 

• Neoclassical realist approach (NRA): domestic factors influencing states' external action 

• The relative weight of strategic and economic considerations in the development of arms export 
policies depends : 

• (a) at the international level, on the position of the state in the global hierarchy of arms producers 
• The higher a state is in the international hierarchy of arms producers, the more sensitive it 

will be to the relative gains that a client state may make in terms of relative power, and 
therefore the more restrictive it will be in its arms sales policy. 

• b) at the national/domestic level, the degree of dependence of its DTIB on exports 
• The more dependent a state's defence industry is on exports, the less restrictive its export 

policy, and vice versa. 



a) International hierarchy of arms manufacturing states (2014)



b) Export dependency of arms exporting states’ defence industry



iv) Results 

• Four types of expor-ng states (hegemon, guardian, merchant and 
importer) 

• The "hegemon state" (United States) is not very constrained by economic 
issues and is therefore in a posi-on to give priority to strategic 
considera-ons, reinforced by its high sensi-vity to rela-ve losses from 
arms exports

• On the other hand, the "guardian state" (France), while sensi-ve to 
rela-ve losses, cannot in the same way give priority to strategic 
considera-ons because of the high dependence of its defence industry on 
exports 



Typology of arms exporting states





3) Béraud-
Sudreau et al., 
2015 



Béraud-Sudreau et al. (2015)

• i) Case studies

• ii) Puzzle

• iii) Argument

• iv) Results



i) Case studies 



Source: Lucie Béraud-Sudreau



ii) Puzzle 

• Why do some European states strongly regulate arms exports and 
others less strongly?



iii) Argument

• Falsified Arguments (state of the art) 

• Executive actors

• Varieties of capitalism

• Europeanisation



iii) Argument

• Two explanatory variables: 

• Parliament's position in the decision-
making process
• The more central its decision-

making position is, the more likely
it is that arms sales will be
regulated

• The issue of arms sales to the public: 
degree of salience and media coverage
• Definition of ‘salience’: the level of 

attention (‘silent’ or ‘noisy’ politics) 
given by citizens to one public 
problem (the arms trade) rather
than another one (poverty, 
terrorism, climate change)



iv) Results 

• The main states in Europe do not regulate the arms trade in the 
same way  

• This political variation is explained by the effect of Parliament and 
public opinion 







New 
challenges 
for export 
controls

• Poli<cal opposi<on

• Ethical debates 

• Came back to the agenda with 
the war in Yemen

• Some countries have stopped 
exports to Saudi Arabia and 
the UAE > not France

• Parliamentary report to 
strenghten export controls in 
this context

• But pushback from the 
government (according to 
leaked documents by the 
invesYgaYve journalists from 
the Disclose consorYum)

• European cooperation

• France becomes 
isolated at the 
European level on this 
issue

• It complicates joint 
armament 
programmes with 
partners (e.g. 
Germany)

• Difficulty to find 
common ground


