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[ CONSUMER SOCIETY

What all rhn‘:.e women hln in common is t their

: sion was prudent, relying on minimal in-
or emSB VEs gh magin and invcscment. S Beydoun
started Sarah’s Bag $200 and the socially conscious
appeal of them being made by female prisoners. “I went
my first trade fair with 12 handba remembers Bey-
un, who launched her first collection from her brot
er’s garage in Qasqas before moving to her current sto
in Gemaizeh, “My friend Maria Hibri then convinced me
to attend another exhibition and my collection was com-
Female artists from humble beginnings find success | Pletely sold out!” Tod
> she sells “hu s
g ormer jewelry designer Paula Naaman launched Moving beyond Lebanon
her scarf collection seven years ago with only Paula Naaman’s business has grown by solidly
designs and ended up with more than 4( sat | ploughing back all profits intc business while Hala
her first trade fair. Beydoun’s operation followed a steady growth built on
While do a thesis on women imprisoned for her “edible art,” as she likes to call it, which was so suc-
[ prostitution, Sarah Beydoun decided to train them cessful — her products are now ble online, at one
to make handicrafts and offer them a way out of the outlet, ar fairs and upon direct order— that her husband
Game. Thus began the popular Sarah’s Bag label. quit his job as a fabric trader to work with her.

Hala Beydoun made her first batch of decorated Beirut being as it is, all the women rely on word of
cookies for her daughter’s birthday. Her friends wanted mouth, websites, trade fairs and the press to spread the
more. She quit her teaching job and now heads Cocoa retail gospel, although many have moved beyond cater-

“o, maker of bespoke cookies. ing to Beirut’s jeunesse dorée and have begun to

ada Zeini, a former architect-turned jewelry and ac- foreign markets, Most have made the leap via trade
cessories d 1er, used her first creations to decorate her and are now selling directly rhmuLh m_,mn | outl
kid’s Christmas tree. Her friends caught on and started Naaman’s brand, Paula K, generates % of its
wearing them as broaches under the Nounzeh brand (the income outside Lebanon, mainly in Qatar, KL[\\';]E[ and
first letters of her name in Arabic). Abu Dhabi.

Mariana Jammal Bassatne, a communication gradu- | . ince the war, I
ate, decided after designing her second handbag that he o would say that sales
passion for beautiful leathers would become her full-time to international
job, while interior designer Nayla Saab-T; Idine’s jew- . clients, made up
elry, originally designed for her family, was such a hit h ' principally of
among her friends that she launched the Or La Loi col- > ‘ Arabs and Euro

lection, or The of Gold, a play on French term peans, ¢ gone
" up to 3
Zeini who
are sold in

h’s Bags can
found in the
Emirates, KSA,
Egypt, Kuwait, Qa
and Jordan with
ales making
60)% o of
the brand’s total
EUI‘“U\ET

also sold in the
Saudi Ara-
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mdon, Qatar and
up 80% of revenues.
realities of the in-
preneurs all had to end customers increa
ions, ,upum ly when it
oun had to adjust to the ] It is business after all
ringent ml A tne faced a similar problem Success also means expansior
when she tri rs made of ban sXatic structure, not to mention the
i i ern about counter- business such as sales pro
yout outsourcing and and business plans. Fro e
5 akieddine ha spective, t women en reneurs have integrat
to content with !]wu. uating gold and diamond prices, while some elements, while comy r ignoring other aspects.
Lebanon’s unstable political situation is a burden for all. They are heavily reli 1 r core competencies,
According to figures provided to EXECUTIVE, the an- mostly introducing innovative products with a certain
nual Fara ar design exhibition, held every / ; ge that appes: I 3
hich include . NS ntir fere Most are still working on their structure and feel the
$400,000, while total sales at eed to ¢ rate work processes and organization in order
recent \mn 1.1] air in [‘inldll. attended by 39 partic o take the 1 { » next level, Others, he
ipants, amounted to )00, Nayla Bassili, dubbed the content with [
“Patron Saint of [ e and the or p put it. Nonethel their distribution strategy has
of som the bi Fairs :banon, u clearly deline, 1 hand-picki S, MOSt
scores that Lebanese exhibitions are : ter by exclusive boutiques. They have also done wonders in terms
Arab b L ¢ 3 g TS5, ¢ fairs of identifying ta
which constitute a meal ticket for many new . end customers with a de se of style — and customer
are open only to Lebanese who des ir own it relations as they entertain a very personal rapport with their
— - g clients on a local level.
The financial aspect is, hov
loped. As most businesses hay
solid
s mainls
the operations, little for [
been 1 to the martter. But now,
some to beef up their op
V\ h, § meant 1in SOme cascs tur
wcial institutions. Hala

18 L'H]T".‘Hl] Aaring ili‘

to open h r kitchen, has approa
Kafalat. She told EXECUTIVE tl
ment subsidized loan only

equipment, estimated at 25% of the total
investment needed
Elie Abou Khalil, head of ret:
Byblos 5
falar loans go beyond equipment ac-
tion and p_-rm:h u‘rrﬂ‘-pﬂm.l to tl

men and 1en, offeri cen L million to LI
600 million over seven 3 th a 6 to 12 months grace
period and a 0% int Paul Chucrallal
r at Byblos Bank, believes that equity fin:
nt an interesting option for such busir
for now, the investments 1 still too
small for Byblos Venture
Maybe they could a
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