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Dubai, United Arab Emirates
MBA Harvard University 1993

BA Yale University 1988

Bilingual English / French
BRAND  STRATEGY,  RETAIL OPERATIONS,  P&L  MANAGEMENT
· Conception and implementation of international brand strategies
· Piloting and direction of a business unit (sales / margins / P&L)

· Management of retail, operations, and creative teams
· Development and launch of new products for luxury and mass-market brands
CAREER OBJECTIVE
A senior general management position in a leading organization, utilizing my extensive experience managing strategy, P&L, branding, product development, supply chain, distribution, marketing, sales, retail stores, and e-commerce.

HIGHLIGHTS OF QUALIFICATIONS
A senior brand management professional with over 20 years of experience developing luxury and mass brands such as Yves Saint Laurent, Stella McCartney, Van Cleef & Arpels, Boucheron, Ermenegildo Zegna, Oscar de la Renta, L’Oréal, The Body Shop and Mikyajy within the highly competitive fragrance and cosmetics industry, I have collaborated closely with the "mother" brands from diverse cultures (in Paris, London, Milan and New York) and successfully forged brand strategies in the American, Asian, and Middle Eastern markets.
I am currently the Deputy CEO - Beauty for Kamal Osman Jamjoom LLC.  In this role, I manage P&Ls for 2 private label brands (Mikyajy and Nayomi Beauty Salon) and 2 distribution brands (The Body Shop and Neal’s Yard Remedies), leading over 1,300 employees and 330 stores.  Previously, I was CEO of Zohoor Alreef, one of the Middle East’s leading fragrance and bath & body retailers, with almost 800 employees and 300 stores.  Prior to that, I was Commercial Director for M.H. Alshaya’s prestige retail beauty businesses (Debenhams, VaVaVoom and Harvey Nichols), where I piloted buying, supply chain, marketing, visual merchandising, store design and store build across 7 Middle Eastern countries.  Before joining Alshaya, I was the Brand Director for Mikyajy, the GCC’s largest cosmetics retailer, where I managed the entire vertical, from product development through to the network of wholly-operated boutiques across the GCC.  Notably, I implemented a “change management” project in Saudi Arabia, where an entire retail team of 700 was transformed from men to women, while growing the business by +82% over a 3-year period.

EXPERIENCE

KAMAL OSMAN JAMJOOM LLC (2018 – present)
DUBAI

Deputy CEO – Beauty

Member of the Board of Directors at Kamal Osman Jamjoom LLC
Full P&L and management responsibility for the Beauty Division, which includes 2 private label brands (Mikyajy and Nayomi Beauty Salon) and 2 distribution brands (The Body Shop and Neal’s Yard Remedies).  Management of 1,300 employees and 330 stores.
· Retail operations:  Driving sales through strengthening of the retail fundamentals and injection of measured investment with a focus on ROI.

· Mikyajy:  Piloting of this vertically-integrated cosmetics and fragrance brand, from product development, buying, and merchandise planning, through to marketing, e-commerce, and retail operations of over 130 stores.  Roll-out of new Glamour Girl store concept into 90% of the store network in 24 months.  Strengthening of the omni-channel customer experience with the launch of a revamped website, mobile app, and loyalty club.  Reconfiguration of head office and field sales teams throughout the GCC (KSA, UAE, Oman, Qatar, Kuwait, and Bahrain).

· The Body Shop:  Acquisition of the UAE franchise territory in 2021, with almost 50 stores.  Strengthening of the already-established franchise in Western KSA, with over 130 stores.  A focus on staff quality, e-comm, and the omni-channel customer experience, to make the Saudi business the biggest MENA franchise for The Body Shop International.

· Nayomi Beauty Salon:  Piloting of the network of 11 salons to profitable growth, despite the highly competitive salon environment of the UAE.  Focus on staff KPIs, weeding out underperformers and rewarding achievers.
· Neal’s Yard Remedies:  Management of this high-end, organic skincare brand, with 11 stores in the UAE, Oman and Qatar.
ZOHOOR ALREEF (2016 – 2018)

AL KHOBAR

Chief Executive Officer
Full P&L and management responsibility for this vertically-integrated fragrance retailer, with over 300 retail boutiques, almost 800 employees, and French manufacturing facilities.  Change management across all aspects of the business:

· Retail operations:  Sales increases through strengthening of retail fundamentals and performance management.
· Retail stores:  Entirely new store concept for an improved customer experience and a more dynamic image, to compete with international players.

· Product development and production:  Reconfiguration of product range architecture, more rigorous supplier negotiations, and increased control of proprietary manufacturing facility in France.

· Merchandising & Buying:  Reduction of stock holding and improved availability on key SKUs.

· Supply Chain:  Consolidation of 3 locations into one new warehouse.

· Marketing:  New art direction across all creative elements (product, store, communication), reinforced CRM, loyalty and e-comm programs.

· Finance:  More rigorous budgeting process and preparation of the company for IPO.

· IT:  Implementation of a new ERP.
M.H. ALSHAYA CO. (2014 – 2016)

KUWAIT
Commercial Director, Premium Cosmetics
Change management for 3 retail brands, bringing the division up to the double-digit growth expectations of the company.
· Network:  54 stores across 3 retail models (Debenhams department stores, VaVaVoom perfumeries, and Harvey Nichols department store).  Box formats from 250 to 1,000 square meters.
· Brand strategy:  Realignment of operating models for the 3 retail brands to meet demands of the new competitive landscape, including reconfiguration of real estate and staffing strategies.
· Buying:  Recommendation and recruitment of new team, design and implementation of decision-making dashboards/KPIs, negotiation of new incentive schemes for the top 10 suppliers.
· Supply chain:  Merchandise planning, availability and OTB for 54 stores, 300 suppliers, 15,000 SKUs.
· Marketing:  Revamp of the team, realignment of goals to be more customer-focused, launch of previously inexistent visual merchandising discipline.
· Store design and build:  Architecture and fixture design for 3 retail concepts, space & location negotiations with supplier brands, project management of construction for new stores and renovations.
KAMAL OSMAN JAMJOOM LLC (2011 – 2014)
DUBAI

Brand Director, Mikyajy
Member of the Board of Directors at Kamal Osman Jamjoom LLC

General management of this retail make-up and fragrance brand, targeting GCC customers (revenue of over $100 million, network of 270 wholly-operated stores across 6 countries, and team of 1,100 people).
· Brand, marketing, and retail strategy in the context of strong regional growth.

· Budgeting and P&L management.

· Repositioning of the brand to ensure continued growth within the Gulf and to provide a platform for international growth (branding, products, store design, communication, brand guidelines).

· Product development of a range of cosmetics and fragrance products (over 1,000 SKUs), in collaboration with over 60 suppliers in Europe and the Far East.

· Management of a 50-person headquarters team (Buying, Merchandise Planning, Marketing, Communication, Market Research, Product Development, Store Design & Visual Merchandising).

· Management of a field-based retail team of over 1,000 people (Sales, Training, Visual Merchandising).

BRAND STRATEGY CONSULTING (2009 – 2010)
PARIS

Consulting projects for luxury brands in the fashion, accessories, beauty, and retail sectors.
· Brand platform:  Consumer insight, competitive analysis, brand DNA and differentiation.
· Product range:  Strategy, conception, and development.
· Business development:  Distribution strategy and implementation, product line extensions.
· Marketing, communication, and events:  Strategy, budget allocation, and implementation.
SELECTIVE BEAUTY S.A.
PARIS

Managing Director, Luxury Division (2007 – 2009)
Member of the Selective Beauty Management Committee
General management and P&L responsibility for 7 fragrance brands within a high-growth, entrepreneurial environment (Division revenue:  $75 million).

· Establishment of budget targets and the marketing and sales strategies to attain them.

· Management of 12 people directly and 9 affiliate staff indirectly.

· License brands (Agent Provocateur, Sonia Rykiel, John Galliano, and Jimmy Choo):  Global product development and P&L responsibility.

· Distribution brands (Chopard, Vivienne Westwood and Nikos):  Global sales/distribution and P&L responsibility for these Coty Prestige brands.
YSL BEAUTE S.A. / GUCCI GROUP
PARIS
Senior Vice President, Classic and Designer Brands (2000 – 2006)
Sales Director for the French market, Classic Brands (2000 – 2003)

Member of the YSL Beauté Board of Directors

General management and P&L responsibility for 6 fragrance brands (revenue:  $170 million).
· Establishment of global strategies and marketing plans, steering of teams in line with these strategies.

· Development of products (design, textures, packaging) and creative marketing tools (print visuals, TV spots, digital, POS materials, merchandising, training).

· Implementation of local operational marketing strategy (on- and off-line) with subsidiary General Managers, as a function of local distribution and consumer insight.
· Management of 50 people:  Marketing, sales, public relations, finance, training, sales administration.
Designer Brands (2004 – 2006)
· Stella McCartney:  Collaboration with Ms. McCartney to launch a new fragrance and an organic skincare line.  Increased revenue +27%.
· Ermenegildo Zegna:  Collaboration with the Zegna family.  Increased revenue +89%.
· Alexander McQueen:  Collaboration with Mr. McQueen.
Classic Brands (2000 – 2006)
· Boucheron:  Collaboration with the place Vendôme jewelry house.  Increased revenue +21%.
· Van Cleef & Arpels:  Collaboration with the jewelry house (Richemont Group).

· Oscar de la Renta:  Collaboration with Mr. de la Renta.
SANOFI BEAUTE S.A.
PARIS
Director of Marketing Development, Yves Saint Laurent Parfums (1999 – 2000)
Management of 4 global marketing services departments (30 people), applying the Yves Saint Laurent fragrance, cosmetics, and skincare strategies (revenue:  $500 million).
· Merchandising Department: In-store space optimization (stand architecture, merchandising guidelines).

· Training Department: Training of YSL make-up artists, trainers, and beauty consultants.
· Market Research Department:  Consumer insight, quantitative and qualitative research.
· E-business Department:  Strategy for the launch of the brand in the digital environment.
International Marketing Director, Yves Saint Laurent Cosmetics (1997 – 1999)

Management of the International Marketing team for a 250-SKU line (revenue:  $100 million).
· Turnaround of the line (annual growth rates of +5%, 1997 – 1999) following half a decade of declines.

· Conception of marketing plans.  Development of product formulas, shades and packaging, as well as associated advertising creative, point of sale displays, and press files.

· Launch of Teint Singulier (1999), for 15 years amongst France’s top prestige foundations.

· Collaboration with Terry de Gunzburg to create the seasonal shade “Looks”.

L’OREAL S.A.
PARIS
Product Manager, Legendary Harley-Davidson (1995 – 1996)
Development of product concepts, juices, formulas and packaging (revenue:  $80 million).

Assistant Product Manager, L’Oréal Cosmetics (1993 – 1995)
NEW YORK
Development of formulas, shades and packaging for the eye cosmetics business (revenue:  $65 million).

NEW YORK DAILY NEWS, INC.
NEW YORK
Strategic Marketing Analyst (1988 – 1991)
Formulation and implementation of strategic business plans with the Publisher and Executive Committee.

EDUCATION / LANGUAGES
HARVARD GRADUATE SCHOOL OF BUSINESS ADMINISTRATION
BOSTON
Master in Business Administration (1991 – 1993)
Research Associate (1992)
HAMBURG
Author of Harvard Business School case study “Germany in the 1990s: Managing Reunification”.

YALE UNIVERSITY (1984 – 1988)
NEW HAVEN
Bachelor of Arts degree, East Asian Studies (Japan)
Languages:  English (fluent), French (fluent), Italian (advanced), Spanish, German, Japanese (working knowledge)
