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Boutros Al Rahi
Summary:
From a fifteen years old waiter in parallel with high school, moving to Luxury retail in parallel with university, passing by ABC (multiple brand) to Calvin Klein,  Hermes, then Senior Store Manager at Christian Louboutin to end up as a Retail and Operations Manager at Les Amis Boutique.
I experienced working in Lebanon, Dubai, Bahrain, Spain and France, as I speak English and the previous countries languages; hence I built a strong connection with GCC and regional VIP clients (UAE, Kuwait, Qatar, KSA, etc…
The most important lessons I gained from the above are; taking ownership of the brand, a strong focus on outstanding customer service and product delivery, maximize profits, minimize costs, healthy stock means healthy store and lead by example.

	From-To
	Company
	Position
	Location

	Feb 2014 till Present
	Les Amis Boutique
	Retail and Operations Manager
	Lebanon/Qatar/Egypt

	Jan 2011-Feb 2014
	Christian Louboutin
	Senior Store Manager
	UAE/Bahrain

	Jun 2008- Jan 2011
	Hermes
	Senior Sales Advisor
	UAE/Bahrain

	Jun 2006 - May 2008
	Calvin Klein
	Sales Executive
	Kaslik-Lebanon

	 Oct 2005 – Jun 2006
	ABC
	Sales Executive
	Dbayeh-Lebanon


Trainings and Internship
Trainings:
· Master Class, KPI advanced, Lebanese Franchise Association (2017)
· Franchise Forward, Franchise Engineer, Lebanese Franchise Association (2015-2016)
· Finance for Non-Finance Managers (Christian Louboutin) 2013
· Performance Management (Christian Louboutin) 2013
· Leadership Skills (Christian Louboutin) 2012
· 52 Weeks Training for Managers (Christian Louboutin) 2011
· Retail Store Management courses (online) 2010
· Solving a case study courses (online) 2010
· Leather Know How and Treatments (Hermes) 2010
· Luxury Key Selling Techniques (Hermes) 2009
· Diamonds, Gems,  jewelry, Watches and Accessories (Hermes) 2009
· Logistics and Shipping (Hermes) 2009
· Tie a Tie (ABC) 2006
· Telephone communication (ABC) 2006
Internship:
Feb.-Mar. 04    	Central Market of Fruits and legumes  	                          Halat, Lebanon

Trained in Audit department:
Prepare bank reconciliations, prepare and mail confirmations of account balances owed by the customers, and observe the physical inventory count.

Languages and Systems

· Fluent in Arabic, English and French, Well understanding but slow Speaking Spanish 
· Expert in Microsoft Office Applications.
· BAAN, Navision, Cegid, Columbus, X Cash, X mag, H link, Retailers, Visual Dolphin.

Education

2002-2005	              Universite Saint Esprit (USEK)	                      Kaslik, Lebanon

· 72 Credits in Banking and Finance.

2001	          Notre Dame De Loueizeh	                                     Zouk, Lebanon

· Lebanese Baccalaureate in Life Science.

Experience in Details


Feb. 2014-Present                       Les Amis Boutique                       	       Beirut, Lebanon

Retail and Operations Manager

· Reporting to Chairman
· I re-set up the Brand from A to Z (Location, Production, HR, PR and Marketing, Buying and Logistics, IT, Procurement, Legalizations, Operations, Finance and Accounting)
· Opened four new stores in Lebanon plus one in MOEg Cairo, in addition to selling a franchise to Qatar and an Ecommerce store,
· Introduced to the brand Buying OTB, Yearly budget, Sell out analysis, Marketing Plan, production Plan, distribution Calendar and many more tools like P&L, KPIs, stock movement, etc.. 
· Coordinate and manage 130 employee from different departments to accomplish time frames and targets
· Negotiate contracts with Malls, Contractors and Suppliers
· Gained a great experience in store openings and brand development, due to the extensive work accomplished in a short period
· Represented the Company in all events (occasions, meetings and Media interviews) example: https://www.youtube.com/watch?v=3cinjeLdHHs 

· Buying: 
-Stay up-to-date on new trends, new hits and up-coming brands by continuously reading fashion magazines, surfing sites, attending expos and conferences, and monitoring international markets 
-Assist in placing orders abroad; follow up on orders, payments, respect of budget assigned, negotiate terms of contract etc… 
-Prepare buying budgets and analysis
-Perform the buying abroad and production depending on budgets and demand 
-Keep suppliers up to date with their brand’s performance and sellout 
-Analyze consumer buying patterns and predict future trends 

· HR:
-Implemented a new recruitment strategy
-Organized the structure in stores, factory, warehouse and Head Office
-Implemented new procedures and organizational tools
-Prepared multiple sorts of trainings, trained the staff and monitored their performance
-Follow up on schedules an attendance
-Prepare the payroll monthly


· Commercial: 
-Communicate regularly with suppliers to track orders and follow up on shipments (Discounts, payment, and shipment terms) 
-Escort the suppliers in touring the stores when they are visiting and make sure all the workplace is ready and adequate to welcome the visitors 
-Negotiate basic terms of contract after placing orders (discounts, payment, and shipment terms) 
-Check and follow up on order confirmations, prices and delivery dates 
-Follow up on all shipments, claims, after-sales claims, damaged items and credit notes 
-Set sales targets for the stores 
-Develop seasonal marketing, promotional and markdown plans 
-Conduct mystery shopper
-Allocate prices, margins and markdowns planning & implementing: Sourcing for new locations in order to expand & increase brand awareness. 
-Ensure proper allocation of merchandise based on sales trends and demand 
-Ensure customer surveys are undertaken and implemented across stores 
-Ensure that visual standards are communicated and implemented across stores directly 
-Ensure regular training is provided to stores operations team (retail, Warehouse and wholesale) 
-Undertake stock transfers across locations based on sales trends and inputs from stores 
-Ensures stores have the best possible stock package available for Season and location. 

· Floor Coverage: 
-Motivate and guide the Sales on how to professionally sell, cross sell, up sell, Identify push slow-moving items and improve their overall performance 
-Perform staff trainings on new trends, brands & its history as well as inform them of all promotional events and activities related to the brand 
-Monitor stock levels at various branches and assists in reallocating merchandises according to sales statistic and consumer demand for buying 
-Study customer demand by preparing, reviewing & analyzing various reports on the sales, size, quantity, year versus year, profits, losses, etc…
-Follow up on all customers claims and make sure they are resolved 
-Maintain the profitability of the brand by visiting shops regularly and following up on brand conditions 
-Follow up with stores managers on the sales target for the store, follow up on sales reports and ensure targets are reached 
-Generate, coordinate and promote sales and marketing activities related to the brand (Social Media, event planning, website, billboards, etc.)
-Visit the stores regularly to ensure that all quality and operational standards (ambiance, display, staff appearance and attitude) in the store are maintained and in line with the company’s expectations 
-Controlling and planning stores equipment and fixture 
-Briefing stores managers on in-house branding and communication campaigns 

· Trainings prepared and presented:

-How to Solve a Problem
-KPI and Analysis
-Performance Management
-I am Positive
-Leadership
-Product knowledge (seasonal)
-Sales Techniques (Seasonal)
-Grooming
-Floor Etiquette
-Do and don’t in retail
-VM and Window Display
-Body language
-Think outside the box
-Team work
-Telephone communication


Jan. 2011-Feb. 2014                       Christian Louboutin                	       Dubai Mall, UAE
                                                
Senior Store Manager/Area Manager

· Following a successful opening in Bahrain, I have been offered a transfer to Dubai to manage the Dubai Mall store, the flagship store in Asia and the region, and third biggest in the world.
· Managed the two stores in UAE and Bahrain in parallel.
· Set up the three stores (yearly strategic Plan, Reports, Buying, Transfers and daily operations…) 
· Assisted in planning and organizing the launching of our special collection event hosted by Christian Louboutin himself
· Best store worldwide for several months and always in Top 3 stores in the world since November 2011 in terms of Turnover, Productivity and Profitability
· Accountable for the P&L
· Supervised, Managed and followed up the opening of the three stores,
· Received Exceeding Expectation grade in the appraisal of 2012 and Exceptional Performer in 2013 grade 120.
· Interviewed Candidates and recruited staff ,
· I bought the FW12, SS13, FW13, SS13, FW14 collections for our five UAE stores in Paris.
· Managing a weekly training, (sales techniques, Admin, Stock management, selling key point’s discovery, Body language, Product knowledge, Luxury store etiquettes, Phone communication, KPI sharing…)
· Set and achieved Stores Budgets, Line targets, and followed up with individual’s tasks.
· Monitor stock rotations on weekly and monthly basis,
· Control Customers Data and the waiting list.
· In Charge of fifteen Staff from different nationalities and backgrounds, three senior sales executives, ten Sales Executives, a cashier and a Stock Controller,
· I replace the Area Manager in UAE during her absence, where I operate in five stores and exceed targets.
· Taking ownership of the brand in UAE, by trying to improve it constantly, joining the Level Shoe District was my idea and work.
· I cover any managerial absence in the three other stores in UAE.
· Trained the managers of our stores in Riyadh, Bahrain, Qatar, Abu Dhabi and Mall of the Emirates and Burjuman, before handing over the shops to them

June 2008–Jan. 2011                              HERMES           			    Manama, Bahrain

Senior sales Advisor
 
· In charge of four departments rotating occasionally on Hermes Bahrain Staff  (MRTW, WRTW, Bags, Small Leather Goods, Jewelry, Watches, Accessories, Table Ware, Shoes, Belts, Hats, Gloves, Perfumes and Horse Riding Equipment)
· Great results in the monthly and yearly stocktaking
· My duties also consists to keep my departments on a high level of preparation (visual merchandising “as per Hermes standards”, cleaning, replenishing, and stock controlling) in order to push the worst sellers, keep the best sellers in on ascending curve and to ensure highest standards of service and maximum sales during the peak period
· Follow up the news regarding my departments (new collections, colors, selling points and techniques) and share it with my colleagues, as well as identifying my competitors
· keep the spirit up so it spreads to my colleagues, to ensure closing the month with maximum sales, crowned by achieving our goals, beginning by our departments targets leading to the monthly, seasonal and yearly targets.
· Taking ownership of my departments and store
· Assisted the manager in all office work until I mastered it (sales reports, financial statistics, stock management, traffic and footfall reports, scheduling, waiting list control, data entry, closing reports, target planning, bank transfers, events planning, buying…), I follow up my reports on a daily basis, and always reporting on time, our reports,
· Mastered sales and after sales follow ups.
· Mastered worldwide transfers, shipping, receiving and overseas sales.
· Planed, performed and accomplished outdoor sales presentations for Royal Families and VIPs
· Assisted very high end clients and cashed them out.
· Received training in Dubai Burjuman Center concerning all the products and office work
· Supported in Dubai Burjuman Shop for two months
· Received training on Perfumes in February 2009.
· I Supported in Marbella Spain in August 2009.
· Received training in Paris, France in November 2009 concerning:
· Bags, Small Leather Goods, RTW, Jewelry, Watches, Accessories, Table Ware, Shoes, Belts, Hats, Gloves, Perfumes and Horse Riding Equipment, Logistics and shipping, History of leather goods, PR and Customer Service.
· Shared in Leather Bag making (Kelly Shoulder) and many other leather products making cleaning and reparation in addition of stamping in December 2009.
· Received progressive trainings, regarding new items and sales techniques every season



2006–2008                                       Calvin Klein Jeans                                     Kaslik, Lebanon

Sales Executive

· Assisted in the opening that succeeded the franchising of the Calvin Klein brand in the Lebanese market.
· Had the privilege to be one of the first team players of the newly opened Calvin Klein store, where I received a special training from CK’s international coordinators.
· Shared in the purchasing process of the subsequent collections based on the daily feedback concerning the Lebanese market demands.
· Assisted high-end customers in purchasing their needs and cashed them out.
· Displaying the merchandise according to the booklets sent by CK coordinators, in an attempt to keep the Calvin Klein international look.
· Wide experience in managerial and office skills, due to assisting the Manager
· Trained new staff for two brands (Calvin Klein Jeans and Cortefiel).

2005–2006                                                ABC                                                Dbayeh, Lebanon

Sales Representative

· Assisted customers in purchasing their needs in the men section.
· Received telephone communication training.
· Received a special training concerning suits and ties.
· Worked in a multiple brand environment concerning men ready to wear

1997-2004			   Multiple Communities		     	     Lebanon
Barman, Lifeguard, Touristic Guide


Interests

· MMA, Basketball, Volleyball, Su Do Ku, pool, guitar, swimming.


References are available upon request
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