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CURRICULUM VITAE
PERSONAL DETAILS:

First Names:              Malcolm 

Marital Status:           Single 
Email Address:         melcolm.39699@2freemail.com 
WORK HISTORY STARTING WITH PRESENT / LATEST POSITION:
Company:  U-Mark Sports.

Turnover:   USD 53m Per Anum
Country:     Kingdom Of Saudi Arabia
Position:     Head of Retail / Operations 
Period of employ: Jan 2016 – To July 2016 (6 Month - Consulting Role)
Areas of Responsibility 
· Re-aligning the business SOP’s across divisions below - as well as roll-out of New Concept and Outlet stores 
1. Buying & Merchandising

2. Operations

3. Marketing & Visual Merchandising

4. Property & Projects 

5. E- Commerce
Reason for leaving: This role was on a consultancy basis – now seeking a permanent role.
Company:  MCS Enterprises (PTY) Ltd.
Turnover:   USD 1.2m per Annum
Country:     International
Position:     Managing Director 
Period of employ: Dec 2013 – To date  
Areas of Responsibility 
· International Retail Consultancy
· Facilitation of Franchise Partnerships for International Brands
Reason for leaving: Looking at International Senior & Executive Management opportunities
Company:  Alosco Group Ltd / East African Retail Corporation Ltd.
Turnover:   USD 23.5m per Annum
Country:     Tanzania (Dar Es Salaam)
Position:     General Manager / Retail Director
Period of employ: July 2011 – Oct 2013  
Achievements:
Instrumental in negotiating and securing Franchise Agreements with 6 Fashion, Footwear and Homewares Brands from Landmark Group, Dubai, as well as 2 Food & Beverage brands from 
· July 2011 – Joined the business as General Manager – Retail Division consisting of 3 Home Shopping Centre stores. ( Opened a further 4 stores by end November 2011 )
· August 2011 – Initiated discussions with Landmark Group LLC, Dubai on bringing 5 of their retail brands to Tanzania on a franchise basis.

· October 2011 – Formulated a new subsidiary company: East Africa Retail Corporation Ltd. and was appointed Retail Director.
· November 2011 – Franchise Agreements in place to launch brands: Max, Babyshop, Splash, Lifestyle, Shoe Mart and Shoe Express

· January 2012: Finalised the Franchise Agreement with Famous Brands in place to launch F&B Brands: Mugg & Bean, Steers, Debenairs, Fishaways, Brazilian Coffee & Milky Lane (Yet to launch)
· August 2012 – Launched Splash & Babyshop in Mlimani Mall, Dar Es Salaam 

· October 2013 – Launched own development: Msasani City Mall containing all own brands across12,000 Sqm GLA divided up by Fashion, Footwear, Homewares, Food Court across brands:
FROM DUBAI

· Shoemart         (Ladies Mens & Kids Footwear)
· Shoe Express  (Ladies Mens & Kids Footwear)
· Splash             (Ladies & Mens Footwear – Accessories & Apparel)
· Max                 (Ladies Mens & Kids Footwear – Apparel & Homeware))
· Babyshop       (Infants & Kids Footwear – Apparel & Hardware)

             FROM SPAIN

· Cortifiel                (Mens Footwear – Accessories & Apparel)
· Springfield           (Ladies & Mens Footwear – Accessories & Apparel)
· Woman’s Secret
Areas of Responsibility 

· Full P&L Accountability

· Business Planning and Financial Management

· Merchandising Management

· Human Resources Management 
· Operations Management.

· VM Management 
· Projects / Store Opening Management

· Supply Chain Management
Reason for leaving: Returned to home country due to family issue.
Company:  Sun & Sand Sports LLC
Turnover:   USD 275m per Annum
Country:     Dubai, UAE

Position:     Head – Retail Operations 

Period of employ:  January 2009 – December 2010
· Total Management reporting in: 11 direct (4 Operations Managers, 5 Area Managers, 1 Visual Merchandising Manager and 1 PA)

· 85 Retail stores across the ME: 44 Sun & Sand Sports, 15 Nike, 13 Timberland, 12 Columbia and 1 The North Face 

· Total Store Staff: 740

· Countries across Middle East: UAE, KSA, Qatar, Bahrain, Oman & Kuwait

Areas of Responsibility 

· Operations Management – ensuring the effective Brand Standards roll-out, implementation of Performance Drivers, Training Modules and Competency Measures (KPI's) were in place to deliver set Financial Targets.

· VM Management – ensuring that stores reflect Host Brand standards, Layouts are commercial and all displays reflect Newness and Best Sellers as a key priority.
· Human Resources Management – Head Office & Stores
· Store Opening Management – From Store Layout Planning, Space Management, Project Management, to Stock Phasing & Merchandising Principles implementation.

Reason for Leaving

Resigned from the business and returned to South Africa due to illness in the family.
Company:  Nakheel Retailcorp – Go Sport
Country:     Dubai, UAE

Position:     Business Manager / Senior Brand Manager – Sports Division 

Period of employ:  October 2007 – December 2008

· P&L Accountable 

· Total Management directly reporting in – 12 (1 Buying Manager, 3 Buyers, 3 Merchandisers, 2 Planners, 1 Marketing Manager, 1 VM Manager, 1 HR Manager and 1 Operations Manager)
Areas of Responsibility 

· P&L Accountability

· Buying & Merchandising Management – Ensuring the seasonal Planning and Placement of product to ensure the achievement of  Business Planned Sales, Cash Margin and Margin % Targets. 

Then, once in-store, analysing Sell-through's of stock in-season and identifying product for clearance through “high margin promotional activity” protecting bottom line profitability.

· Marketing Management – Strategic and Brand Building 

· Operations Management – ensuring the effective standards roll-out, implementation, performance drivers, staffing levels and competencies are in place to deliver set Financial Targets (KPI's)
· Human Resources Management – Head Office & Stores.
· VM Management – ensuring that stores reflect the Host Brand standards

· Store Opening Management

· Average store size: 19,000sqft / 55 Staff per store

Key Achievements during my tenure at Retailcorp:

Category Management: 

Go Sport, Dubai – Identified that the business needed to focus on “technical sportswear” and restructured the buying team to be more focused on specific “Category Management” by employing specialist buyers for each category, ie; an ex Pro Golfer to run the Golf Category – then the same for Water Sports, Footwear, Equipment & Accessories and Apparel.

            The buys were clearly weighted towards Technical Sports vs Lifestyle. 

            This clear buying focus contributed to an increase in sales of +65% vs LY

Margin Management: 

Margins Re-negotiated with key suppliers which positively impacted by a +5% on bottom line.
Retailcorp - South Africa: 

August 2008 the MD of Retailcorp SA was left the business due.
I was asked by the Nakheel board to go to SA on a 3 month secondment (September, October & November '08) to evaluate the business, put fixes in place and turn the business around for December trade which was achieved.

As there was no OTB or budget at all, l negotiated consignment deals on Golf Equipment from Nike, Taylormade, Ping and Callaway as well as Power Plate & Water Rowers – all these brands came in and created SIS concepts within our store at no cost to us.

Adidas were given an area within the store @ 20% of the store floor-space to create an Adidas “Shop in Shop”.

Sight lines through the store were also opened up by removing 4 internal 6m high frosted glass walls. 

All these quick fixes immediately saw the stores sales increase from an average daily turnover of 30,000 to 65,000 South African Rand.
Reason for Leaving

My CEO – Mr Marvin Shaire moved to Sun & Sand Sports and approached me to join the business as Head Retail Operations.

Company:  M.H. Al Shaya Co.

Country:    Kuwait

Last position:     Business Manager – River Island 

Period of employ:  July 2003 – June 2007

· Position – Business Manager (P&L Accountable) 

· Total Management reporting in – 8 (1 Brand Merchandise Manager, 1 Marketing Manager, 1 VM Manager, 2 Senior Operations Managers and 4 x Area Managers)

· Total Retail Stores across the ME - 20                                                                                                                   

Areas of Responsibility 

· P&L Accountability

· Merchandise Management (Procurement & Allocation) - across 7 x diverse Middle Eastern Markets; UAE (Dubai), Kuwait, Saudi Arabia, Qatar, Bahrain, Jordan & Lebanon. 

· Marketing Management – develop Strategic and Brand Building Campaigns/Marketing Calendars across markets.

· Operations Management – ensuring the effective UK standards roll-out & implementation, performance drivers, staffing levels and competencies were in place to deliver set Financial Targets.

· Visual Merchandising Management – ensuring that Middle Eastern stores represent and project the Host Brands stringent ethos, stature and expectation.

· Store Opening Management – and co-ordination (5 new in ’05 & 7 in ‘06). 

2004 LFL Results vs. BP: Sales: +9%

2005 LFL Results vs. BP: Sales: +39%

Company:  F. A. Al Hokair & Co

Country:    Saudi Arabia

Position:     Brand Manager

Start date:  June 2002 – March 2003

· Employed as Brand Manager – Ann Harvey

· 3 weeks after arriving in KSA, was given Miss Selfridge and French Connection brands as added responsibilities

· Total stores across the Kingdom of Saudi Arabia – 34

· Total staff  reporting – 2 Assistant Brand Managers, 3 Area Managers, 3 Merchandisers

· Duties consisted of Merchandising, Operations & Marketing Focus

Company:             Malcolm Schultz Agencies

Position:                Owner – Sole Member

Period of service: July 2000 – June 2002

· Business function – a Clothing Agency based in Johannesburg, wholesaling Extreme Sports brands to chain stores namely Edgars, Jet, Sales House, and Stuttafords, as well as to the independent retail market operating in the Gauteng Province

· Clothing brands represented & distributed – Billabong, O’Neill, Kangol Clothing, Lost Enterprises, and Fowl Mood Leather-wear

· Accessories brands represented – Dragon Sunglasses, Sanuk Footwear

· Factories represented: 5th Element - Cape Town; Maze Clothing - Cape Town; Strong Surf Promotions - Cape Town; Shakur Olla - Cape Town; Planet Storm - Durban; Billabong - Jefferies Bay

Company:             Edgars Stores – Edcon (PTY) Ltd.

Position:                Buying Manager
Period of service: October 1998 – June 2000

Edgars, the largest fashion retailer in South Africa operated 165 departmental stores nationwide.           

Had previously worked for Edgars; October 1989 to April 1992 and was honoured to return to the same division.                                                                                                               

· Responsibilities and duties constituted the running of two (2) buying portfolios

1. Men’s Denim Wear. Consisting of brands: Diesel, Guess Jeans, Calvin Klein & Levi’s as well as the sourcing and product development of the in-house Stone Harbour Jeans-wear product including all related accessories. Department managed constituted 1 Planner and 2 Merchandising Clerks

2. Men’s Resort Wear. Consisting of brands: Billabong, Quicksilver, O’Neill, Oakley and Gotcha. 

Under direct management: 1 x Buyer, 1 x Assistant Buyer, 2 x Planners and 4 Merchandisers

Company:             Boymans Clothiers (PTY) Ltd.

Position:                Buying Manager
Period of service: May 1992 – August 1998

· Boymans Clothiers – holding company of: Levisons & Deans stores

· Levisons & Deans carry men's “High-end” brands, i.e.; Ermenegildo Zegna, Etienne Aigner, Hugo Boss & Giorgio Armani

· Responsibilities: Managed all Buying, Planning and Merchandising functions across both Men’s Formal and Casual-wear for the Deans chain

Company:             Edgars Stores (Pty) Ltd.

Position:                Senior Buyer

Period of service: October 1989 – April 1992

· Started as a trainee on the year-long MDP (Merchant Development Program) diploma course

· September 1990 – graduated the MDP diploma course – promoted to Assistant Buyer in the Mens Casual-wear Division

· July 1991 – promoted to Buyer

· February 1992 – promoted to Senior Buyer

