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Edito Daniel Peyron

Managing Director and Dean

Success means finding one’s way through life and committing to it with a
combination of enthusiasm and clear-sightedness.
Success means finding a balance between one’s personal and professional lives,
between civic duty and social obligation.
I have been telling our students for several years now that this, in my opinion, is
the right goal to aim at. Our school supports them to achieve it by equipping
them with the skills essential for engaging in the professions they plan for
themselves, but most of all by encouraging them to focus on human-centred
values and practices.
In an increasingly complex environment marked by ever-decreasing economic
cycles and expanded magnitudes of change, individual careers have become less
and less predictable and more and more unstable. Success may come fast to
some individuals and their achievements may be extraordinary, but difficulties
may weigh on others more heavily and make certain stages of their lives
uncomfortable.
It is therefore essential for our students to acquire the self-confidence and
openness to others needed to get ahead, network, carry through on their plans
and seize upon life’s opportunities.
Ever since it was founded our school has worked hard to reinforce these
qualities, enabling students to commit themselves fully to their professional life
while daring to become what they want to be.
I want to thank the graduates of our school who agreed to share their stories
with us in this work, thereby giving us exciting and illuminating glimpses of slices
of life that are full of lessons for us all.
Sincerely,
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Interview Sarah Vaughan

Associate Dean Strategy, Accreditations & Internationalization
Click on the picture to listen to the
Full interview Sarah Vaughan

Sarah, you are Associate Dean at the La Rochelle Business
School Group, would you like to introduce yourself?
Why did you launch this innovative initiative?
How different are the
La Rochelle Business School Alumni?
How « international » is La Rochelle Business School ?
What are the strategic objectives for the next years ?

4

Humacité

www.esc-larochelle.fr

There is something unique to La Rochelle Business School :

HUMACITE
The HUMACITE programme is a mandatory 2 to 5-month period in which
all students dedicate themselves to a humanitarian, social or civic
initiative working closely with populations in great difficulty.

"In setting out to discover others, you learn more about yourself"

Discover what the students say about their
humanitarian mission HUMACITE :
Click on the picture to open
a new evolubook (in French)
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A School in action
Programmes of La Rochelle Business School
Composed of seven degree courses in management, La Rochelle Business School was
created in 1988 and, since its beginning, has experienced sustained growth in staff and
student numbers. This momentum is driven by the modernity of its campus and the
recognized innovativeness of its approach to business management education.
Our mission
La Rochelle Business School (Groupe Sup de Co La Rochelle), is a major regional player.
In a globalized world, characterized by change, complexity and uncertainty, the
School’s mission is to:
1. Provide undergraduate, graduate and executive business education whereby
- LEARNERS (students and professionals) acquire the human, technical and
cultural skills and competencies to enhance their employability and receive
guidance and direction to achieve their professional and personal goals
- BUSINESS ORGANIZATIONS recruit graduates and address the professional
development of their managers to meet the challenges of change and growth
2. Develop knowledge in business and management through research and disseminate
results to the academic and professional communities
3. Contribute to the territorial and regional economic future by mobilizing its networks
and areas of expertise (sustainable management and tourism).
The School’s core values and educational aims are:
• Respect, tolerance and trust
• Commitment and responsibility
• Honesty and integrity
• Teamwork and solidarity
• Sound knowledge of management disciplines
• Openness to the world and to other
• Responsible management: environmental and social Responsibility

6

Learning Goals
Learning goals
Bachelor and Master’s level
1.Our graduates will be able to integrate discipline specific knowledge across
functional areas and use team skills to accomplish group tasks
2. Our graduates will have a global perspective.
3. Our graduates will be effective communicators.
4. Our graduates will be able to identify and evaluate ethical issues as they relate
to organizations and their social responsibility.
5a. Our graduates will be able to effectively access and use information to
research and solve business issues.
5b. Our graduates will display analytical and research skills.

7 Higher Education Management programmes*
*Initial education and executive education

2 700 students (incl. 310 international students)
26 nationalities
40 student associations and clubs
50 multinational industry partners
136 university partners across 35 countries
8 100 graduates
104 permanent professors, of which 30% are

international

10 500 m² of premises with WIFI access

160 professional staff

55 research professors

contents
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Studies at La Rochelle Business School

Alumni telling how their studies at La Rochelle
Business School helped them in their career
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Servane ESCOFFIER

Physical and Human Commitment

Click here for the complete interview

« The knowledge that is useful for action
comes in large part from the action itself»
Servane Escoffier, Bachelor International, 2005
Managing Director, May Day Boat & BG Race
Saint-Malo, France
Email Servane
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Knowledge that is useful for action comes in large part from the action itself
This precept, posted by the Sup de Co Voile Association (Sailing Club), could
hardly be better illustrated than by the career of Servane Escoffier, a La Rochelle
Business School student from 2001 to 2005.
For the general public,
the name of the young
corporate manager who
runs Mayday Boat and is
managing director of BG
Race, Louis Burton’s
company that prepares
racing boats for races, is
associated first and
foremost with the
yachtswoman’s delicate silhouette. For the layman fascinated with the great
outdoors, involvement in prestigious races, in which taking on the elements and
controlling enormous boats constitute human and sporting feats, remains
something of a mystery. We may sometimes wonder how dream and reality
come together.
Servane comes from a family of businessmen and yachtsmen well known in
Saint Malo where the name Escoffier is applied to boats outfitted for longdistance races. On the pirate city’s docks, the Crêpe Waouh is well known: it
belongs to Franck-Yves Escoffier, her uncle, a fisherman and boat owner. And
then there are the Etoiles: the Filante, Magique, Molène, du Roy and more.
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These are large traditional sailing boats, emblematic of several Breton ports,
belonging to the extraordinary fleet of Etoile Marine Croisières. The company,
which specialises in managing and leasing large sailing boats with crews, was
founded by Bob Escoffier, Servane’s father, who has been a professional skipper
in Saint Malo since 1989. Then there is the IMOCA’s Bureau Vallée, belonging to
yachtsman Louis Burton, on which a ship’s boy named Lino has been making a
name for himself for a year now. Louis Burton, junior participant in the 2012–
2013 Vendée Globe race, is Servane’s partner.
A Breton at heart
This dual ancestry of

«too independent to accept the idea that
things are marked out for us in advance »

businessmen and yachtsmen
might lead one to think that some sort of fate must have guided Servane’s
career. But no! She is quick to reject that assumption, too independent to
accept the idea that things are marked out for us in advance. But she does
admit that the entrepreneurial spirit is part of her family heritage and that it has
undoubtedly moulded her temperament.
But there is also her passion for the sea and boats, probably an all-consuming
passion, since that is what has caused her to set off on paths that seem difficult
for ordinary mortals to approach. If not to family influence, might this passion
owe a something to the cult of great figures whose photos she pinned to her
walls as a child dreaming of Atlantic crossings? Certainly not. Servane has not an
ounce of fanaticism in her; she cites no legendary figure who could have served
as her model. The few yachtsmen and women she holds in esteem are those
who, while achieving high-level sports performances, maintain their share of
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humanity and modesty, despite it all. So there is no competitive regatta in her
genes. What is more, although she always sailed en famille in Saint Malo, the
first focuses of her interests did not lead her to compete at sea. She practised
horseback riding until she was 16, when the aftermath of a fall from her horse
led her to shift her choices towards sailing and her first regattas.
But there is one influence she acknowledges as important in her life: the
Bretons themselves. Yet this affiliation was not acquired in advance, inasmuch
as she was born at Châtenay-Malabry in
Paris on 8 April 1981 and spent her early
childhood years in Normandy. It was not
until she was seven years old that she
arrived in Saint Malo with her family.

« she has absorbed some of the
Breton heritage that is shared
among sailors, in which the
concepts of responsibility and
solidarity prevail»

When she says she feels Breton, you understand that she has absorbed some of
the Breton heritage that is shared among sailors, in which the concepts of
responsibility and solidarity prevail. If you add the taste for risk-taking and the
need for courage that accompanies it, which cannot accept routine, you get an
idea of how she naturally came to be involved in it.
School, an opening to diversity
When she entered Sup de Co Business School in 2001 to prepare for a BA,
Servane Escoffier had no preconceived career plans, strictly speaking. She
intended to give herself up to whatever experiences opened up before her in
order to pave her way. She was attracted to boating, but at that stage had no
plans for making a living from it. However, her passion for the sea and her taste
for business were already sufficiently intertwined to be confirmed through
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certain choices she made. The

« her involvement in campus social
activities was a key aspect of her
education because of the way it
helped her learn to carry out a
project from start to finish as part
of a team»

School’s geographical location and the
places where she would do her
internships guaranteed her a chance
to participate in ocean racing

throughout her time at the School. Until the end of her BA programme in 2005,
her choices would always bring her back to the sea. For school, it was La
Rochelle; for her time away, it was the Antilles, Hanover, Plymouth …
She cites, among her most positive memories of that period, the importance of
her encounters with other students and some of her instructors, with whom she
would remain in contact.
As a member of the Sup
de Co Voile Association
for two years, she thinks
this involvement in
campus social activities
was a key aspect of her
education because of the
way it helped her learn
to carry out a project
from start to finish as part of a team. She gained from that the idea of learning
from the work group, in which you have to work together as well as to challenge
one another. Finally, this involvement gave her a chance to gain experience in
relations with companies and sponsors.
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Her internships contributed to her openness to diversity: the diversity of places
and the diversity of contracts and experiences that invalidate some of one’s
views and confirm
internship she did with
became obvious that one
unacceptable to her. She

« World class sport
means nothing
unless it keeps
people humble»

others. It was during an
Bosch in Hanover that it
thing would always be
loves to move; she could

not continue for long with such a routine and repetitive work experience in a
large organisation. She did her next internship in Plymouth with Offshore
Challenge, an organisation run by Mark Turner and Ellen MacArthur. She learnt
an important lesson from the yachtswoman. World class sport means nothing
unless it keeps people humble; which she expresses as “You have to be careful
to stay in your place”.
She was 22 in 2003 when she took part in her first ocean race after having faced
the challenge of dealing with her father’s anger. When Bob Escoffier was
preparing to set off in the Transat Jacques Vabre transatlantic race and she told
him she wanted to go with him as fellow crew member. The answer was a sharp
and clear “No!” Her father had plenty of reasons. On the one hand, there was
the priority he assigned to her studies; on the other, the skipper requires his
crew members to make a financial contribution. But blood will always tell.
Servane met his conditions with regard to her studies, found the financial
means and climbed aboard the Adecco monohull.
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Upon her return she was certain of one thing. She would again answer the call
of the sea and she did not exclude the possibility of racing solo. Meanwhile, she
also earned a diploma as Captain 200, which entitled her to work with her
father on the Etoiles fleet. And, having obtained her degree from the school in
2005, “Normally, without any particular honours”, she says modestly, she
prepared to immerse herself completely in competitive sailing, starting with a
female crew in the Tour de France on the Eminence.
Sailing the seas to surpass oneself
Ocean racing is a discipline that, together with horseback riding, are the only
sports in which women compete in the same categories as men. Servane
Escoffier was not unaware that being a women would probably earn her some
sidelong glances, and that she would probably have to prove herself a little
quicker than male yachtsmen do. Of course, that did not dampen her
determination. At twenty-four years of age she took up the search for finance so
she could buy her first boat. She found a sponsor who turned out to be a
compulsive liar, forcing her to turn to the banks. She was refused a loan nine
times; part of the problem at the time was her
lack of fame. But since she had no other
option, she conducted a sit-in at the tenth
bank. Finally, her tenacity overcame the
reluctance of the last financier:
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“If you’re as persistent as you are tiresome (in other words: ‘a pain in the a–,’
she translates), you should get there”, concluded the banker, giving in to her
demand. This first experience in sponsor relations proved decisive. After that,
things became less problematic. She knew that such an investment comes from
true patronage for only a small number of sponsors, perhaps 20 per cent of
them. For the rest, it is most of all a matter of a quid pro quo, including their
communication strategies. In that case, it’s “give-and-take”, she says.
Beginning in 2005, she was involved in race after race, each one a human, sports
and material challenge. Realising the dream indeed requires an investment that
laymen may suspect without knowing precisely what that encompasses.
For the 2005 Transat Jacques Vabre, Servane Escoffier participated in the race
on the 50-foot monohull the Vedettes de Bréhat-Cap Marine, with Bertrand de
Broc as co-skipper. The following year she started on the AG2R Transat on the
Armor-Lux-Salaün Holidays with
Christophe Lebas, won the second event
of the Société Nationale de Sauvetage en
Mer Record Week and, racing as part of a

“If you’re as persistent as you are
tiresome (in other words: ‘a pain in
the a–,’ she translates), you should
get there”, concluded the banker,
giving in to her demand.

team, won Skippers of Iceland. Finally,
the first time she participated in the Rum Route, she came second in a Class 2
monohull. In 2007, out of a desire to advance her career, she participated in an
event for the solo ocean race French Championship on the Figaro Brossard.
Finally, her participation in the first Barcelona World Race made her the

youngest Frenchwoman ever to complete a non-stop and unassisted race
around the world.
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In 2009 she qualified for the Vendée Globe but had to give it up for lack of
financing; subsequently she worked for the Monaco Yacht Club as a consultant.
For the 2010 edition of the Rum Route she prepared herself to take up a huge
challenge. There are no fewer than forty-eight corporate partners for the Rum
Route, a solo transatlantic race, non-stop and unassisted, from Saint Malo to
Point-à-Pitre. Of course, she was a seasoned yachtswoman, but when you’re
1.64 metres tall and weigh 54 kg, having to control a 22.50 meter catamaran
weighing 11 tonnes “with a deck the size of a tennis court” requires summoning
extraordinary resources. Yet it was under these conditions that she took part in
the race at the helm from Saint Malo
2015, in the “Ultimes” category, to
Pointe-à-Pitre.
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The dream! Is that what makes it possible to accept any challenge, to overcome
fear and doubt? In any case, it’s a lesson that Servane Escoffier teaches us based

She prefers solo ocean racing to all other forms of competition. That is because it’s the
most demanding, requiring a physical and human commitment that leaves you stronger
when you’ve overcome your fear. You have to be capable of staying in your own bubble
while at the same time being connected to your team.
What makes this trial winnable is responsibility, in the etymological meaning of the term:
answering for. “You are responsible for all the people who are involved with you, for the
team, for the sponsors, and also for the people you make dream”, she says.
on her own experience: when you are carrying other people’s dreams as

well, you can’t disappoint them.
When she returned from that race, a new stage began, punctuated by major
events like formation of the Mayday Boat company in early 2011, and at the end
of that same year the birth of Lino, the first child of Servane Escoffier and the
yachtsman Louis Burton.
The company: heritage and modernity
Mayday Boat is a shipyard specialising in the construction, maintenance and
repair of wooden boats. The the company was conceived out of a real need to
provide maintenance for the boats of Etoile Marine Croisières, a fleet
comprising some fifteen large racing sailing boats and catamarans. This activity
requires know-how of a maritime heritage with demands that few shipyards are
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capable of meeting. There are only four or five such shipyards between the
English Channel and the Atlantic Ocean.
Mayday Boat is a subsidiary of Etoile Marine, which Servane Escoffier manages.
In addition to one administrator, the company employs seven people, highly
skilled and experienced ship’s carpenters and cabinet-makers.
The know-how needed covers both prestige vessels and working boats. Mayday
Boat also has to take into account the solidarity that is indispensable when
dealing with sailors, the seagoing professionals who do not always decide for
themselves when things need to be done. The boating industry has suffered the
effects of the world economic crisis and the
company has just diversified its business and
expanded into the construction of patios,
homes and hotels.
Since early 2012, the young woman has added
one additional function to her job. She has
become the manager of BG Race, Louis
Burton’s company, devoted to preparing racing
boats for races. This business, which employs six people, is conducted in
partnership with fifteen other companies. Servane divides her time equally
between those two positions, and it is a tough job.
By definition, she says, the entrepreneur is not an employee and has to

deal with at least as many doubts as certainties. “In fact it’s hard, especially
because these are jobs where you move a lot. But constant coordination is
needed in the directions and decisions to be taken. Sometimes you make the
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right decisions, sometimes you make the wrong ones, but that’s true of all
business owners”.
With hindsight, looking back at her time at Sup de Co La Rochelle, she notes
that, in terms of her current career, it was not the theoretical part of the
training that was essential to her. She attaches greater importance to the
methods and procedures that she uses every day. She has three main
recommendations to students. Firstly, they need to learn how to work in a
team, because that develops solidarity as well as competing with others. This
requires a strong involvement in social activities and in projects that you carry
out to the end. Secondly, they need to open themselves up to diversity through
internships abroad. Finally, she adds, it is important to establish a network of
friends and colleagues with whom you stay in touch.
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« Her recommendations to students: firstly, they need to learn how to work in a
team, because that develops solidarity as well as competing with others. This
requires a strong involvement in social activities and in projects that you carry out
to the end.
Secondly, they need to open themselves up to diversity through internships
abroad. »
“Life is nothing without passion”
Today, Servane Escoffier is a young mother as much as a corporate manager.
And she remains a yachtswoman who perhaps has not yet reached the end of
her dreams. But if the Vendée Globe race is no longer a dream whose fulfilment
she deferred for herself, for the 2012–2013 event she took a different approach.
Joining a shared passion with her partner Louis Burton, she took on a new
position in preparing for the race: that of team manager who doubles as
teammate in a life project in which, in her partner’s absence, she runs the
company, keeps house and takes care of their child. To some extent, she has
joined a long line of sailors’ wives, and this only serves to confirm her feeling of
being part of maritime Brittany.
From now on, she has to meet an additional demand every day. And in this,
things are clear. She knows perfectly well that if she faces an absolute necessity
to effectively manage her time, it is because Lino is waiting for her in the
evening. At the age of one year, Lino is a baby who can be said to be used to a
life at sea, since he has already racked up a dozen sailings. For his mother, it’s
not a question of influencing his choices later in life but the immediate pleasure
of sharing what she loves with him. Beyond that, she wants to instil in him
something of the passion that drives her. Whether he comes to have a passion
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for “dance, music or football” hardly matters. Servane Escoffier says she would
be sad if her children were to grow up without knowing passion, because
passion is life. “In loving relationships, with your children or with work, there is
no life without passion”, she concludes.
You don’t need to dig any deeper to understand what has meaning in Servane
Escoffier’s career, taking her from ocean racing to corporate management with
the same determination. In both cases, she is skippering, which means that you

are never alone when armed with a sense of responsibility. This is
responsibility for a team that one must not, cannot disappoint, and whether
you’re providing a livelihood for your employees or fulfilling the dream of fans
of adventurous racing, you prove yourself only through solidarity. Alone or as
part of a team, the greatest journey you take follows the route of commitment.
Neither breaking waves nor doubts can prevent you from going beyond your
limits. Skipper’s word on it!
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Franck MONIER

Work as a Passion

Click here for the complete interview

« Do serious work but don’t take yourself seriously»
Franck Monier, ESC Master Management, 1991
Regional Director, France Boissons
Bordeaux, France
Email Franck
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Franck Monier, 45, is the regional director for Loire-Southwest at France
Boissons, a leading player in the distribution of beverages to the professionals.

His motto: Do serious work but don’t take yourself seriously.
I was born in 1967 in Angoulême (Charente), where I had a very classic
education; doing most of my primary and secondary school studies at SainteMarie Grand Lebrun in Bordeaux. This Catholic institution is famous far beyond
the city. That’s due to the quality of its teaching and the success of some of its
students. Among them were the journalists and writers François Mauriac and
Jean Lacouture and astronaut Patrick Baudry. More modestly, as far as I’m
concerned I think I can say I was a serious and hard-working student but marked
by a certain shyness.
I am an only child; I undoubtedly got my taste for hard work, which later I
would be unable to distinguish from passion, from my teachers at the time, but
even more so from my parents, whom I always saw doing two jobs at once. In
fact, my father and my mother both worked in building and public works, both
with Vinci. In addition to their respective careers, together they ran a family
wine and grain producing operation that had its ups and downs; what it
produces still goes to the great Cognac houses.
At 18 I got my Bac D (mathematics and natural sciences). After that, I went
to a Bordeaux wine school in Pont de la Maye. After two years I received a
vocational training certificate in distribution and marketing.
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I felt somewhat dissatisfied then. I had
the feeling I had just spent two years just
coasting along. I felt the need to learn
more, and most of all to give myself the
means to go further. I signed up for a
business school preparatory class. As a
young man in a hurry, I was eager to take
on the world.
In 1988 I took the entrance exam for several business schools. I failed the
Bordeaux Business School exam; but I passed the ones for Lille, Poitiers and La
Rochelle. This last one especially attracted my attention, because, paradoxically,
it was starting up that same year. It had been sanctioned by the La Rochelle
Chamber of Commerce and Industry and by Michel Crépeau, who was the city’s
mayor at the time and a visionary in many fields.
My class, the one that was going to break the school in, had at most eighty
students. With such a small number an almost family-like or community
atmosphere was created in the school. All of us, teachers and students alike,
shared the feeling of being pioneers, of writing the first pages of a history. We
had to resolve a host of issues, from minor to essential, which in older
institutions don’t even arise, because they’re so routine. Now, I think nothing is
more stimulating to a spirit of initiative than virgin territory. It also requires
each person in the group to take on more and therefore contributes to the
responsibility and self-sufficiency of each. You’re not held back by internal
problems that haven’t arisen yet. This opens up an immense range of
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possibilities. I didn’t know it at the time, but in fact that was the ideal situation
for me, one I would look for again professionally.

In addition to the education provided, the school wanted us to be
involved in social life and activities. I personally took the initiative to found
Junior Enterprise Jobs Services at the school. In that organisation, created from
scratch with me as president for three years, we conducted market studies,
surveys and various paid jobs for local companies. It was a way to get our foot in
the door.
Throughout our time at school we were required to do internships with
companies we had to find on our own. That’s how I went to Courvoisier in
Jarnac, then to a large Bordeaux wine house. If my arrival at a company was
sometimes greeted sceptically – “La Rochelle Business School? Never heard of
it” – I was proud to see the staff, the management and even the vice president
of Hennessy, come to say goodbye at my farewell party.
Being more interested in financial mechanisms than in marketing, I opted in
my second year for a specialisation in finance. I was already convinced that a
company is as much about people as it is about resources. Consequently, I never
neglected human relations in economics. And in that regard I was in sync with
the strong humanistic values of tolerance and respect that our school
emphasises.
During that second year I also began studying Japanese. My motivation was
both cultural and pragmatic. On the one hand, I was curious to learn about that
distant civilisation; on the other hand, Japan represented the most important
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foreign market for Cognac during the 1990s. I planned to go there for my thirdyear internship.
Because the agreements with the
host country had not been completely
finalised, I had to be very creative. But
there again, there’s nothing more
educational than having to improvise.
There were four of us – two women and
two men, and my roommate was
François Beaudonnet, who today is a permanent correspondent in Brussels for
France 2. During that five to six month internship we stayed in Nagasaki and
Tokyo. Once there, we were able to see how successful the language teaching is
at La Rochelle Business School, although we still had to work at it. We took
courses, went on visits and even spent time working in companies.
We came back thrilled with those months of total immersion in a foreign
country. When we got back, we had a debriefing with our professors, which I am
sure was useful for the interns who followed after us.
But that happy return was somewhat dimmed by the first Gulf War. As I had
to do my military service I had asked for and received permission at the end of
my studies, to do it at Hennessy Japan. Unfortunately the international situation
compromised that wonderful plan. Goodbye, Japan! I was assigned on an
emergency basis to the Air Force in Cognac. In order not to waste my time, I
registered for a year at Langues O, the National Institute of Oriental Languages
and Civilisations.
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At the end of my military service I was certain that I wanted to work in the
wines and spirits industry. I applied for various jobs and was given some
interviews, but each time I was offered a position, I turned it down. This was in
no way a whim on my part, or pride, but rather the intuition that these jobs did
not really match what I was looking for.
After two months, my mother, who was
probably concerned about my behaviour,
cut out an advert that had appeared in the
daily newspaper Sud-Ouest: the France Boissons Group was offering a position
to be created in Bordeaux, involving both wine-making techniques and wine
development. It was very tempting so I submitted my application and was hired,
not for Bordeaux but for Lyons. As this was also a new position, I accepted.
France Boissons, established in 1964, had been bought out in 1987 by
Heineken. When I joined it in 1992 the group was already a leader in beverage
distribution to the professionals, that is, cafés, restaurants, hotels and
institutions, in fact any social place where drinks are sold.
I realised at once that I had not been wrong about the company. The group
was brimming with plans and, what is more, it seemed to be open to initiative.
Exactly what I was looking for. At the same time, some friends of mine had
joined prestigious consulting firms where their professional career was already
mapped out. I would find that almost frightening. Fortunately there’s nothing
like that at France Boissons where nothing is written in stone. Everything is
possible if you want it badly enough, and that is borne out by the facts.
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In Lyons my first boss was Didier Merland. He’s a former Breton brewer and
the force behind the creation of numerous companies. After a few months of
observing me, he suggested another position for me, a small warehouse based
in Saint-Étienne. Merland promised me I’d be able to develop it and it would
give me a new impetus. I have to admit that right then I didn’t know anything
about Saint-Étienne. The city was really hard-hit with a high unemployment
rate. Manufrance, the famous weapons and cycle manufacturer that was the
pride and joy of the city and its residents, was recovering painfully from a recent
compulsory court-ordered liquidation. It was only when I got there that I
understood why everyone who had been offered the job previously had turned

it down. The warehouse was vegetating. I had just ten people under me and I
would have to work hard to motivate them. So I undertook a reorganisation.
Apparently my results met expectations, since less than a year later my boss
kept his word: in 1993 I was sent to Paris, to the Erval subsidiary.
My first assignment was to develop wine and coffee, as well as spirits, which
the group did not sell at all. Starting from zero, that would require registering
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the company and launching a new range, and the competition was already well
established. For those three products, the results were very positive.
In 1994, in addition to my other activities, my CEO gave me new
responsibilities, namely speciality beers, especially Belgian beers, and
purchasing, and a third market, which ranges from hotel chains like Accor,
Envergure and Ibis to institutions like the armed forces, hospitals and schools.
After two years I was heading up a real department with six employees and
dealing with all the subsidiaries of the Erval group.
Beginning in 1995, France
Boissons launched a wave of
buyouts that would result in its
changing size. That was when it
was called the war between the
Reds and the Greens, or in other
words,
between

fierce

competition

Kronenbourg

and

Heineken. There was a frenzy of
buyouts of small independent
distributors. I was assigned additional responsibility for the commercial aspects
of these buyouts. At a rate of three or four buyouts a year, my assignment was
to go to the distributor and get the sales and marketing up and running, in
harmony with the group. This housecleaning also involved logistics and finance.
In 1997 France Boissons was concerned about one of the three Erval
subsidiaries, Erval Nogent (Val-de-Marne), which was achieving a very
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respectable turnover of twenty-five million euros. My boss invited me to take
over its management. At the time I was thirty, with five years of experience in
the group, and I was responsible for a subsidiary with about a hundred
employees. For me it was a new step and the start of a new experience that
would last five years.
During this period, in the summer of 2000 I gave myself a break, with a
training session at the Institut Européen d’Administration des Affaires in
Fontainebleau, a prestigious management school for executives associated with
the London Business School and the Harvard Business School. I was with
company heads who were more senior than me, one of whom was a Swiss bank
manager and another the head of a European company. This very highperformance training was paid for by my company. I accepted it as an honour
from my group.

In my entire career I never asked for anything, any training or
position or even a pay rise. That’s how it was. I was educated and brought up
not to ask. I get that trait from my family, who were country folks. When I was a
teenager my father would hire me in summer to work at the vineyard. For my
two months of work, my salary was 500 francs, which was not exciting, but it
was enough for me.
In 2002 I felt the need to leave Paris and the region. I’d worked for Erval for
almost ten years and I wondered whether I should leave the group or not.
That’s when I was offered Bordeaux. But the position had already been offered
to someone else, so to avoid a diplomatic incident the CEO at the time offered
me Rochefort, a small facility. Although I had done nothing blameworthy, it was
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a step backward in the group
for me, from their fourth to
their twenty-third subsidiary.
Some people would have
considered that offer to be an
insult. But I accepted. It suited
my desire to leave Paris. Plus,
it was challenging, which I like.
You have to understand that
because of its population and
the purchasing power and lifestyle of its residents, Paris and its region are
economically easier than in the provinces, where just going to a restaurant is a
major event. But with my wife and two children I went to live in Rochefort.

In four years I achieved business growth that propelled Rochefort from
twenty-third to thirteenth place in terms of net income. Together with my team
we transformed that dusty little subsidiary into an enterprise that was not just
profitable but was also a leader in certain areas like product testing. Last but not
least, in my view, the staff began enjoying their work again. I was able to

apply what has more or less become my motto: do a serious job without
taking yourself seriously.
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I can’t forget that I owe this result in large part to the education I
received and the values I learnt from La Rochelle Business School,
especially in terms of corporate human relations. The work I did with my

classmates, mostly in implementing strategies, was deeply beneficial to me.
While France Boissons was selling more than sixty million bottles of wine and
2,000 tonnes of coffee per year, the group set off on an internal reorganisation
by creating ten regions. Until then the organisation was based on some fifty
subsidiaries under the national company.
As was my practice I didn’t apply for any position. The CEO at the time called me
in and offered me the south-west region, which included five subsidiaries,
Rochefort, Bordeaux, Agen, Pau and Toulouse. I shared my doubts with him that
I was not the best choice compared to my colleagues, who were perhaps better
qualified than I. He shot back that refusing was not an option. I think, in the so-
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called merciless corporate world, my attitude may be surprising, maybe even
incomprehensible. It certainly has to do with my Catholic education. But as I had

My concept of economics is close to the German model, socialdemocratic and consensual rather than confrontational and class
struggles. What interests me in that model is building a synergy,
channeling individual talents into a common project.

never aspired to have a career plan, it didn’t seem like a handicap to me.

When I became head of the south-west region, which had to be created from
scratch, one of my first steps was to get rid of the parking spaces reserved for
management. It was a symbolic gesture, of course, but symbols also contribute
towards establishing a corporate atmosphere. I recommend being close to all
personnel, although I don’t go in for familiarity. I listen and then I decide. And
despite any basic shyness I may still have, I am determined and capable of
leading teams into economic challenges.
When I arrived in Bordeaux, I was responsible for the 250 people with whom we
were going to establish a regional subsidiary hooked up from A to Z. In 2009 I
was offered the merger of the south-west and Loire regions, which would
extend from Alençon to Carcassonne via Nantes, Le Mans and Bordeaux. It
would be the largest subsidiary in terms of area. The new region was set up in
2010. Today it includes nearly 500 employees and has a turnover of 190 million
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euros. Out of the six regions in France Boissons, it ranks third in terms of
profitability.
Right now, our industry has not been spared by the economic crisis. Our servicetype business, which focuses on pleasure, has experienced a drop in
consumption, and there are also other constraints. As of 1 January 2013, there
will be an increase of 160% in taxes due to the state. Market expansion, which
has been very difficult, now needs to be slowed down. Managing means looking
ahead so I try to anticipate, especially through setting up a new organisation
that I can’t discuss here. I am looking for a new dynamic. This is a project that
won’t be finished before 2014.
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In the spirit of La Rochelle Business School, which attaches great importance to
social and cultural diversity, I participate in the Bordeaux–Cameroon France
project, an association founded by Pierre de Gaétan Njikam Mouliom,
spokesman for the mayor’s office of Bordeaux. I am the treasurer. Every year
we choose two Cameroonian entrepreneurs and provide training for them at
the Bordeaux Business School and internships in local companies. The
association seeks to be a bridge between two continents, two cultures.
Just like my parents, alongside my profession I also have a second business; the
management of the Domaine du Palin, the family vineyard. In fact I never really
left the family business. Three months after I started with France Boissons, I
bought my first vineyards. As I was in Lyons every weekend I would have to
cross the Massif Central to get to my parents’ property. Today it’s a farm
corporation with 80 hectares of vineyards and the same area in grain, plus a
distillery. Together with my father, we’ve greatly increased production. I’ve also
set up a complementary business organisation. We sell to the major Cognac
houses. The business has really grown. It requires six full-time employees plus
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seasonal workers at harvest time. And I dragged my wife into this adventure.
But at France Boissons not everyone likes the fact that I am wearing two hats.
They think my second business constitutes a conflict of interest. However, I
think my twenty years of activity within the group speaks for itself. The rejection
of whatever is atypical is, unfortunately, a typically French trait.
I am still in touch with La Rochelle Business School. I am in contact with its
president. I’ve given a few courses and I don’t exclude the future possibility of
sharing my experience with the school’s students. Who knows? Maybe someday
I may turn to teaching. In my twenty years of experience, and beyond whatever
economic results I may have achieved, what has really excited me, are all the
employees I was able to help grow, whether they’re still with our group or have
left to exercise their talents elsewhere. Some of them came out of La Rochelle
Business School. One of them, a woman whom I sponsored in France Boissons,
has a very high-level career. My door is always open to the school’s students.

Failure would mean that after completing studies a student would work
just for the sake of working.
My advice is: “Choose a career that you like, so you don’t get the feeling
you’re working”.

But they shouldn’t expect any favouritism from me and even less indulgence. To
convince me, they’ll have to stun me, almost shock me. I appreciate employees
who can make me grow, too.
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For me, a company must perform two missions: satisfy its shareholders and
develop its social role. Up to now, my life has been filled with work, but I never
had the feeling that I was working. For me, failure would mean that after
completing studies a student would work just for the sake of working. My advice
is: “Choose a career that you like, so you don’t get the feeling you’re working”.
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If I had to summarise my life in a motto, I’d say “Try to turn problems into
opportunities”. From the time when I first applied it to ordinary actions in my
life, this maxim has often got me ahead. It’s only with hindsight, when we look
back on the road we’ve taken, that we find that what we thought was simply
insurmountable in fact wasn’t. And that ultimately it wasn’t really so difficult.
As a child I was very shy and it was by doing battle with my own doubts that I
made it all the way to the Laboratoires des Mascareignes. To overcome my cruel
lack of self-assurance I constantly had to tell myself, “If you try it, what’s the

worst that can happen?” So, I dared. I dared to go and live abroad, I dared to
sign up for the competitive admissions exam for La Rochelle Business School, I
dared to create my own business – and a thousand other things, but we’ll get
back to that.
When I was twenty, more or less by accident, I came upon a fable whose moral
still often describes what I have to say. It was the story of a girl who buys a
goldfish and a bowl. Before leaving on vacation, she decides to put the goldfish
in the bathtub. It will have more room to swim around in, she thought. Although
the fish was doing very well when she returned home, she found to her surprise
that it hadn’t changed its behaviour one bit. It continued to swim around its
bowl, even though the bowl had been replaced by a much larger space. I drew a
simple conclusion: sometimes we are goldfish. Incapable of understanding the
world as it is: vast and complex. We’re too tempted to stop at the boundaries
we know: the borders of a country, preconceived notions. I always keep that
story in mind so as to remember to never be a goldfish.
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After my baccalaureat I decided to go for a trilingual vocational training
certificate, at the same lycée where I’d already spent the previous three years.
The only challenge was that the entrance exam was very selective. But as soon
as I was accepted I realised I’d made a mistake.

I wasn’t on the right path, I could feel it,
but I was unable to say which way I
should have been headed. I decided to
go for the diploma, and then life would
perhaps guide me. With my diploma in
hand, I got a job in Rennes, where I was born, with an organisation that helped
young people who wanted to go work abroad. I stayed there for three years
before I realised that I was helping them fulfil my own dream. So I ended up by
taking off for Germany.
I joined the team of a German bank, where I spent two years. One day I was
invited to participate in a dinner with some leading French investors. I dared to
speak up several times. Sitting beside me was a rather sombre man who never
said a word during dinner. When dessert came, he eyed me for a long time
before concluding, “Miss, you have potential, you should study; get some
training at your bank. Read!” I said to him that I didn’t even know where to
begin. He gave me a list of books and his business card, assuring me that I could
call him any time if I felt lost. I read all the recommended books during the
following year. Life has the ability to place beacons on our path that guide us
along. Doesn’t luck lie in our capacity to see them?
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Life has the ability to place beacons on our path that guide us along.
Doesn’t luck lie in our capacity to see them?

Was that when you decided to go to business school?
Yes. That fleeting but essential meeting, coupled with the story of the girl and
the goldfish, enabled me to ask myself the one essential question: what did I
really want to do with my life? I was eager to learn. I decided to go back to
studying. And while I was at it, I’d take the plunge for good. I would sign up at a
business school. I’d always dreamed of doing so, without ever admitting it to
myself completely, or putting myself in danger by taking the chance. The fear of
the unknown, perhaps; a lack of maturity, for sure.
In April 1990 I was 25. Just one school was still accepting applications: La
Rochelle Business School. I spent a month in hell preparing at night to take the
exam. But in the end I was accepted. Many people have commented on my
choice, saying I was courageous to go back to studying. If I needed courage to
study for the exam, in the end, my motivation was nothing but a deep desire to
realise my potential. I kept telling myself: “Try; what have you got to lose?”
Once I accepted the risk of failing and that it wouldn’t change anything in the
life I was living, the decision ultimately proved easy to make.
La Rochelle Business School opened its doors to me. Even when I applied, more
than 20 years ago, its recruitment policy was very open. People from the most
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diverse backgrounds were recruited there. The school’s management preferred
personalities to well-trained students, even if they came from very atypical
backgrounds. That’s probably what contributed to making our life at school so
interesting.
There are two ways to enter a business school. The classic way is with two years
of preparation and endless cramming. The second one is the way I got in,
through parallel admissions for students coming out of vocational training
courses or with significant professional experience already on their CVs. La
Rochelle had decided to open its doors wide to students through parallel
admissions. As a result, the classes and especially the case studies were really
exciting, including feedback both from students with very academic
backgrounds and from those with more practical experience, more attuned to
corporate reality.
When I graduated from La Rochelle Business School I wanted to work in the
luxury sector. Many people took the time to explain to me that my aspiration
was pitifully classic for a woman and that, not
being a graduate of one of the major business
schools, I’d probably have to be content with
selling peas or some other not very sexy
foodstuff. I was aware of the difficulties I’d be
facing, but I wasn’t going to give up. I’d already
struggled to complete my education; I was on my
path of truth; they weren’t going to put a dent in
my determination.
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With internships at French luxury cosmetics firms effectively reserved for
business schools in their local area, according to the human resources
department of one large Parisian group, I decided to take a parallel approach by
applying in Germany, where I had already lived for two years. I called on my

German network and joined Christian Dior Perfumes in Germany. At the end of
the second internship, I was able to get a three-month contract at Dior France
and then to get hired there. Much later, I came across several envious people
who would systematically say to me, “I just love cosmetics! I always dreamed of
working for a major brand” and in 99% of the cases, when I’d ask “And have you
applied?” the answer was invariably: “No, because i knew I didn’t have a
chance”. Really, I’m always amazed that these days, when the movies are
serving up so many films whose heroes win only by continuing to hope and act
when everything seems lost, examples of succeeding by believing are so rare.
Because that’s the only real key to success: wanting it, believing in it and moving
ahead, even if you risk failing.
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I spent ten years with the LVMH group: seven years as Europe export director
for Dior Perfumes and three years with Givenchy Perfumes as managing director
in charge of their subsidiaries in Scandinavian countries.
We’re still a long way from Mauritius; how did you make the decision to
leave?
I’d just celebrated my tenth
anniversary with LVMH
when Philippe, my husband,
who worked for France
Telecom, was transferred to
Mauritius. We met in class
at La Rochelle Business
School. When the news
came, we were living in
Denmark. That transfer was
another major event in our lives; we were on the verge of adopting our first
child in Colombia. The second would come later, when we were already settled
in Mauritius. We had one foot in Africa, another in America and yet we
remained Europeans. Like our children, we were becoming citizens of the world,
once and for all.
Once we’d got over marvelling at the beaches and beautiful scenery, our arrival
in Mauritius proved frustrating. For the first time in my life I was not working,
and almost overnight I found I was known as my husband’s wife. Conversations
would come to a halt when I explained that I didn’t work. I devoted my time to
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bringing up our little boy, then took advantage of that to advance my education
by taking conflict management training at the Theological Institute of Mauritius.
We were to spend two years in Mauritius. At the end of the first year, we felt
the time when we would leave the island was fast approaching. Imperceptibly,
we began to ask ourselves: Where would Philippe be transferred? Suddenly I
realised that that idea filled me with dread. I thought back to an expat women
we’d met in Denmark who told me how much they had cried when they left
their home in the south of France; and all of a sudden, her stories made sense. I
didn’t want to leave; we didn’t want to leave our little paradise. And there again
was the goldfish! It was not as if we were engaged in a life of career-related
transfers and thus couldn’t interrupt the natural course of things even if we
found a place where we were happy, and it was different from what we had
planned. Looking beyond the walls of the bowl, including the bowl of the French
telephone company. Isn’t life one huge bathtub?
I have to admit that my husband at first found my conclusion whimsical, “easier
to say than to do”. But once the objective was set, we were halfway there.

We just needed an answer to “How?” With that stage of the decision-making
past, we went into action. That was certainly the smoothest phase of the
decision-making process. First lay out an ideal, then try to realise it, and finally
resolve the problems as time goes by, as they arise.
Philippe managed to extend his assignment in Mauritius, but we knew that
wouldn’t go on forever. As for me I was not allowed to work in Mauritius. But as
soon as we arrived I’d set up an association, Mauritius Welcome, dedicated to
welcoming expats. That organisation met one of my deepest desires; to be
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useful to others, and at the same time it spiced up my life as housewife. That’s
how I met the person who changed my life. She was a native of Guinea. When
« First lay out an ideal, then try to realise it, and finally resolve the problems
as time goes by, as they arise.»
she arrived in Mauritius, I’d helped her establish a network of friends and
relationships there. One day, to thank me, she invited all those I’d introduced
her to over for lunch. Over lunch, I encouraged her to tell us about her country.
She described the economic problems there, despite the many riches the
country has: oil, gems and bauxite, etc. She ended by mentioning that she even
knew of a village where the women made an traditional, plant-based skin-care
product that very effective against skin problems, especially psoriasis. At the
time, I didn’t react. But I happen to suffer from psoriasis. Several weeks later,
tired of hiding my sores – imagine, in a warm country like Mauritius? – and tired
of struggling, I prepared to consult a magnetic healer in France. However, I
decided to see my Guinean friend again. She gave me the product, explained
how to use it, and … the results came quickly. After a few weeks, and for the
first time in my life, all traces of the condition had completely vanished. Then I
knew. I knew there was something to do. I had to explore it, and so I went with
her to Guinea. She introduced me to the women in the village. They explained
to me how they made the product, based on the oil extracted from the nut of
Carapa procera, (in English, the tallicoonah oil tree). This is known in ethnopharmacopoeia but it has never been used in cosmetics.
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And around this product made by women since the dawn of time, you created
your company. That was a bit risky, wasn’t it?
I never followed a life plan, in the
strategic sense of the term. Some
people, when they’re still very
young, declare that they were made
to be business people or celebrities,
but not me. Furthermore, for a long
time I have considered myself at
best a good number two, in a
department, in a company, but
never number one. My only
ambition has always been to grow, to love the life I live while striving to put all
the necessary energy into achieving what I undertake. That’s true for all the
little things in life, and its now true of the company that I formed, the
Laboratoires des Mascareignes. I firmly believe in the concept of the path of
truth.
« Since you only live once, you might as well devote yourself completely to
realising your dreams. Fear of failure, or an unreasonably long wait for
success must never interfere with our choices; the essential thing is to go all
out. Furthermore, experience has often shown me, for example, that, as you
move ahead on your path of truth, the path you feel in harmony with,
obstacles become less formidable and doors open.
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Philippe and I didn’t want to commit ourselves without examining the risks this
adventure posed. We agreed on an amount to invest that we would not exceed
but that would assure us of using every opportunity. Even if we lost the money
we’d committed. After a busy year of research and production trials, we began
marketing our product in June 2006. Initially we decided to sell only over the
Internet.
In France, a cosmetic product cannot claim to have benefits in treating a
disease. We could only advertise that it soothed scaly skin without ever
mentioning psoriasis. We first had to go through clinical effectiveness tests,
which had to be conducted in a laboratory. Those tests cost a fortune and we
needed money to finance them. The first online sales enabled us to pay for part
of the tests. The results were positive, reaching rates of 94% effectiveness
against moderate psoriasis. Then we were able to market it in pharmacies and
present the product to general practitioners and dermatologists. Our product
changed categories; it became part of a medical care armoury, midway between
cosmetics and medications.
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This classification led us to make its production more professional so as to meet
the strict standards of the European market. We tried to produce it in a
laboratory in Conakry, but Africa is still too complicated for conducting this type
of business. Finally, we brought production home to Mauritius. But we never
lost contact with the women in the village. Firstly, as a matter of ethics, there
was no question of taking away their recipe, passed down from mother to
daughter, but also because of the specific nature of the biotope, which gives the
Carapa procera nut its medical properties. As the only captain of the ship, I

wanted the company to follow strong ethical rules. After discovering the
village in Guinea where the women made this product, I wanted to involve them
in the company’s development. I set up an non-governmental organisation
there called Gnon Kany. The story behind this name was whispered to us by the
village Imam, who actively supports us; it means, “Let us love one another”.
Everybody wins, and we still have a lot of projects there. The women no longer
pound the nuts to extract the oil; we equipped them with machines. But all the
raw materials come from their village. We only relieve them of the
manufacturing part of the product; the adventure of Laboratoires des
Mascareignes is first and foremost a story of respect.
Our entire approach is designed with the utmost respect for each person. One
other example: our main product is used with a natural fibre sponge, the loofah.
These sponges are manufactured in Mauritius by a small producer whom we
helped to get equipped from the start by advancing him funds for machinery
and buying him a plot of land where he could grow the pipangaille plants that

51

produce the loofah fibres. When we met him, he was producing a few dozen
loofahs a week. Our first order was for 20,000!

The success of Laboratoires des Mascareignes is probably due to the fact I
decided to follow through with my own intiutions, my own truth, towards and
against the many established rules of classic marketing.

A certain number of parameters were clearly established.
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« In light of our experience in large groups listed on stock exchanges, we
insisted on our financial independence so we could conduct a long-term
strategy and would not be forced into decisions based solely on paying out
dividends to our shareholders.»

Today we are leaders in online sales for anti-psoriasis products and we have
started distributing in French pharmacies, where we’ve received a very
promising reception.
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Today (December 2012) I am putting the finishing touches on my book, the
result of a project I had allowed to mature over a three-year period under the
sunshine of La Rochelle. The work retraces my journey through a multitude of
photographs that took me from South America to Asia by way of Oceania. This
human adventure grew in my mind, nourished by my experiences and my
encounters. My philosophy of life, made up of a combination of sensitivities
with regard to other people – the taste of others, and especially of children –
and an invaluable optimism was the fertile soil needed for any seed to
germinate. But you need to take a step backwards in order to better understand
the life path that led me to carry out this exciting
project.
After my baccalaureat in science I joined the
Brest Faculty of Medicine. For two academic
years I plugged away at absorbing the mountains
of knowledge necessary to a future general
practitioner: anatomy, physiology, cytology, embryology, histology and so on. I
diligently kept up the pace, but I was beset by doubts – probably because I
lacked confidence in myself – and my second-year mid-term exams were a
death knell for my first attempt at university. And yet I didn’t view that setback
as a failure, because failures (a word I have long ago banished from my
vocabulary) don’t exist. It’s much more a life lesson, an essential step that
should help you to learn, mature and progress.
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Failure is a life lesson, an essential step that should help you to learn,
mature and progress.

All the same, at that time I had no firm ideas for my immediate future. Then,
during a conversation, a friend told me about the La Rochelle Business School –
Sup de Co La Rochelle. She didn’t go into great detail, but she seemed
motivated by the idea of entering that school in the autumn. To end the
discussion, she handed me the school’s promotional brochure. When I got
home, I took the time to read it. I was convinced, and applied. I was soon called
in for a pre-admission interview, a requirement for first-year admission. Shortly
before that, an old secondary-school friend had asked me to go with him to
Australia. The trip was supposed to last a full year! Tempting. But I was hesitant,
because I didn’t want my studies to come second. However, he repeated his
offer. I replied: “If I’m not accepted at Sup de Co La Rochelle, I’ll go with you”.
Those were my priorities at the time. So, as you can guess, my immediate future
saw me putting down my suitcase in La Rochelle instead of Sydney. I wasn’t the
least bit disappointed. That aborted plan to travel to Australia led me to plant
that little seed called “elsewhere” in my mind, giving it the time to grow deep
and stable roots. The process was under way, unconsciously at first.

A door opens
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So I entered Sup de Co La Rochelle the following September. The first thing I
found was that the American-style campus impressed me; it was perfect for
studying. A minor digression: I was not completely unfamiliar with the city of La
Rochelle. I’d been there on vacation when I was a child. A lovely city and a
comforting home port for the purebred Breton in me (I am a native of Plérinsur-Mer in the Côtes-d’Armor region). The second thing I noticed, although I
didn’t dwell on it, was that my classmates were almost all two years younger
than myself. So we were not necessarily in sync in terms of expectations and
maturity. I was there to work and to get a diploma. The compulsive pleasureseeking that

sometimes strikes

post-secondary

students can flare

up suddenly, but for

those who know

how to set their

priorities, it is

quenched just as fast.
For three years I made

a lot of videos,

which is one of my hobbies. I would film different events and festivals; I’d
capture images of student life so I could relive my memories on quiet evenings
later on. I also captured certain experiences like forming a company.
More specifically, in terms of studies, I was really drawn in by the various
subjects taught, both because of the content and because of the professors’
skills. If I had to characterise those three years in one word, it would be
“exciting”. But I don’t mean that just as high praise. La Rochelle is more than
just a simple institution of higher education. For me, it was a school of life
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where you learn many different things. This is not intended as an overstatement
or to be deliberately flattering. It has real meaning to my mind. And if I had to
cite one course or one key moment in my education, it would be really difficult
to do. It’s not easy to choose; considering my interests, I’d have to mention at
least two but three highlights that were on the same level. So, these were the
lectures, and most especially those describing the professional path of the
speakers – alumnae of the school – and the communication courses, and the
experiences in forming companies which, as a long-term activity, helps you learn
to work in a team. It is no accident then that, among other things, I am
considering going to a journalism school next September, perhaps to become a
photojournalist. But I am giving myself the time I need to think about it. I have
to admit that freedom and independence are not just words in my mind: they
count when I make decisions about my future.

Beyond the ocean

My degree course naturally included internships. Three in total. I registered for
a BA in business with the added motive of the possibility of doing the three
internships abroad (in my third year I opted for the international affairs major).
My first professional experience took me to the Canary Islands, specifically to
Fuerteventura. As the airport is in the north of the island, I had to travel 70 km
to get to my destination: Morro Jable, in the far south. I was already immersed
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in the adventure: all alone, with just an address scribbled on a scrap of paper.
The three months that followed gave me the chance to observe the various
facets of careers associated with tourism, hotel-keeping and the restaurant
business. So there I was, in a resort
area very popular with international
tourists. During my second year of
studies, I set my heart on London (a city
I’m as crazy about as Paris and Sydney)
and the financial world. Given my skills,

Travel is important for personal
growth and understanding the
world and other people from a new
and more accurate perspective.

my assignments were oriented towards
creating a promotional brochure for an
investment fund that my host company had just launched. It was an interesting
job – which also allowed me to hone my language skills – but it involved some
downtime. I’d use those times to escape via the Web. From explorers’ blogs to
adventurers’ sites, I knocked around the world. As I followed the wanderings of
those lucky people, I dreamed of future adventures of my own on other
continents. It was during this internship that my travel plans took shape. It was
a mixture of desire, dreams and ambitions that nourished the growth of my
plans.
Before I went to London I bought a new camera. The old compact my
grandparents gave me had been showing its limitations. Frustrating. So I crossed
back over the English Channel with a new, high-performance reflex camera
strapped around my neck. Over the years, and as I took more photos,
photography, which had originally been a mere pastime, became a real passion.
More specifically, I really enjoy capturing scenes from life. In a way, I think
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photojournalism is a variant of the discipline that most appeals to my
inclinations. Studio photography? I do very little of that. I often used to wander
through the streets and squares of London in order to capture the essence of
the city. With its residents in the foreground.
In my third year I decided to remain in France and specifically in Paris. My
reasons? Holding a position with a high level of responsibility (with language not
being a barrier) and developing an address book as a result. In fact, during those
four months working for an advertising agency, I had plenty of free time to meet
a good number of people and professionals. In Paris my travel plans actually
took a new turn. The fruit was mature, and all I had to do was pick it. My
intentions really took shape during that period.

From paper to reality
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I worked on my plans whenever I had any free time. First of all, I had to choose
my itinerary and stopping points. Initially I was obsessed with quantity: I wanted
to visit twenty or so countries, until I came to my senses and started limiting my
selection. The route wasn’t at all obvious. Every destination has its own
attractions and curiosities. Finally I opted – as I said earlier – for a journey that
would criss-cross South America, then Oceania and finally Asia. Then I had to
make my trip a reality. But how? Undertake sports challenges sponsored by
Internet users? Why not?
Ultimately that solution
proved to be very
complicated. I tossed it in the
bin and thought about some
other way. What if it involved
children? In fact, being an only
child, I often dreamed of having a little brother or sister. Yes, the decision was
made: my trip would have children as its recurring theme. Consequently, after
lots of dithering over what I would call my project, the option “Shooting the
world: being ten years old in 2012” was what I liked best. Simple, to the point,
and general! A name that would arouse curiosity.
But I still needed to clarify more details. I then decided to focus my journey on
the associations that assist disadvantaged children, and more specifically
orphanages and other institutions like that, small and large, as well as schools,
nutritional centres, shanty towns, villages and so on.
At the same time, I had to put my budget together. Because I wanted to be
hosted by local residents, or to camp out when necessary, I initially estimated
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my financial needs to be 15,000 euros. By the end of my journey, it would cost
me 3,000 more than that, as in fact I was only able to camp out a few times. So I
had to turn to inns and hostels, sometimes improvised, but always more
expensive than random camping (I also suffered some material damage –a 700euro lens – and had to make changes in the means of transportation). So the
cost overran my

budget.

Collecting the

necessary funds

was no small matter.

First of all, for

months before I set off,

I did a number of

paid wedding reports.

My parents and

some friends and loved

ones also

pitched in. I’m still

thanking them

for it today. Then I

turned to

Crowdfunding, which involves raising private, participatory funds through an
Internet platform. The public (friends, loved ones and complete strangers)
responded with 1,600 euros. Way beyond what I’d hoped. Still, all the funds I
collected were not enough to finance all of my project. I had to look for public
and private sponsors. It was then that the skills and knowledge I acquired at La
Rochelle Business School proved invaluable. My qualities as a negotiator, my
ability to argue a point and a certain amount of blandishment were all essential
for my canvassing. Although my first contacts led nowhere, after several
meetings and interviews I managed to persuade a well-known company. The
Électricité de France–GDF Suez Corporate Foundation put its trust in me. That
first partnership had a snowball effect: other institutions followed, especially
the township of Plérin-sur-Mer, one of my former professors through his B for
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Business company in Australia, the General Council of the Côtes-d’Armor, and
La Rochelle Business School. The photo supply company Vanguard joined in with
these financial partners as a sponsor of materials.

Taming freedom

The adventure could begin. On 3 September 2011, with my bags filled and my
mind swirling with excitement, I got on a plane for Rio de Janeiro. That was my
first stop; it took me from dream to reality. Getting back to the ground was not
that smooth. For two weeks, the uprooting, coupled with the multiple fears that
sprang to mind, kept me thinking overtime. I had to get used to the idea that for
about a year I would be going uphill and downhill all over the world, and that
my material comfort would consequently be non-existent. I spent my first night
in Brazil in a favela. It was like jumping right into a big bath. I’d been radically
uprooted. With that mandatory first step behind me I was finally able to get my
teeth into the journey, and all the discoveries of landscapes, architecture,
culture and especially people that besieged my senses. But here I encountered
the first hitch.
Once I reached Sao Paulo, my father sent me a text message, which in essence
said: “Your credit card was pirated in Rio. You were charged 1,400 euros!” What
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a blow! I had only about sixty reals left in my pocket, the equivalent of about 25
euros. How could I get by with so little while waiting for a new credit card to
reach me? Fortunately, I met up with a Frenchwoman (drowning in a sea of
more than eleven million Paulistas), a professional journalist who offered to put
me up for as long as necessary. Expats are really kind! I owe a debt of gratitude
to Amélie for her help, her hospitality and her kindness. I was able to continue
my trip, without too many incidents this time.
In South America, Argentina fascinated me with the diversity of its landscapes; I
crossed it from north to south, all the way to the world’s southernmost city,
whose name, Ushuaia, evokes adventures and journeys for all viewers of Nicolas
Hulot’s documentary of that name. The Andes cordillera is simply magnificent.

In Bolivia I visited an orphanage. I was quickly adopted by the kids; as
soon as I arrived, they were calling me “Papa”. It was both touching and
sad: what did that word Papa mean to them? In any case, when I left I really had
trouble controlling

my emotions.

The next part of my

journey took me to Oceania

and Asia. My

strongest memories are of

my stay in an

orphanage in Cambodia. It

was my 24th

birthday, and to mark the

event the children had arranged a party. I remember every face, every child.
They are etched into my memory like a heart carved into a tree trunk. That
orphanage was then selected by TF1 to do a report. They had come across one
of my videos. Getting recognition for these institutions and making the media
more aware of the efforts they make, often on a shoestring, that was all part of
the goals I’d set for myself.
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The will to dare
If I had to choose one country over another, I think I’d pick Cambodia. It’s a very
beautiful country, especially in terms of human capital. You go from the
Westernised capital of Phnom Penh to the countryside, where villages lost in
the jungle still have no modern conveniences. A striking contrast. But in fact, I
spent unforgettable moments in each of the countries I was lucky enough to
visit. For example, I
remember those exciting
times I spent on the
Mekong, in Vientiane,
spending an afternoon and
evening living with some
local fishermen at their
pace. In short, it’s
impossible for me to
mention everything,
because the people and the places all have their own unique character and in
many respects never leave you indifferent. My photo reportage is an expression
of my emotions, even though I refined my perspective country by country and
week by week. Unfortunately I lost some photos, from Laos in particular. My
odyssey ended on 13 July 2012. A Friday the 13th! Thumbing one’s nose at fate.
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Today, for the time being, I’ve set myself up as a businessman in order to better
manage any income associated with my photography and video activities. My
book Looking at a Children’s World, which should come out in 2013, is another
stage in this great human adventure that I am going to top off with some photo
exhibitions. Part of the proceeds will be redistributed to charity organisations:
The Ptea Clara orphanage via the “ d’une famille à l’autre “ association
The Kien Khleang orphanage via the Cambodge Enfance Développement
and Enfance Cambodge associations
The Niños del Sol Nutritional Centre via the Enfants du soleil association

I can only advise the current and future students of La Rochelle Business
School to look beyond themselves, to get out of their comfort zone and set
off in search of other cultures.

Travel is especially important for personal growth, for developing as a person
and understanding the world and other people from a new and more accurate
perspective. Its positive impact, and sometimes saving grace, is that it
constantly calls things into question and makes you take a step back
(introspective travel). Of course, being able to speak foreign languages, and first
and foremost English (to which you have to add a third language, in my case
Spanish) is important for anyone who wants to open themselves up to the
world. I also recommend that they choose to do internships abroad, even if only
to improve their mastery of the host country’s language. Finally, my adventure
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proved, as if there were any need to, that every dream, however unrealistic, can
be realised if you persevere and stay strong mentally. Above all, don’t fall back
in times of doubt, because there will always be doubt. These few ingredients are
the essential spices that give flavour and taste to a successful career. The same
is true for your private life.
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My family environment played a decisive role in my choice of studies and
career. My parents were always very involved with their professional lives, my
mother as a creator of business and my father having always taking on top
responsibilities. In my extended family there was no other option than to
pursue studies that would open wide the doors to a real career. It was a very
stimulating environment. Plus I was born in Canada, where my parents had
gone when they were 25. Although I was still young when we came back to
France, I always heard them speak enthusiastically about their experience
abroad. I think that also affected my future choices, especially by awakening in
me a passion for being abroad. When I was in secondary school I grabbed every
chance to go on school trips to England or elsewhere and my parents always
encouraged me in that.

« by signing up for a bachelor’s programme, I was going to do internships and
pursue my studies abroad: an international opening that proved decisive.»

After high school, still not knowing very well where I was going, I felt that a
place like La Rochelle Business School would open up all sorts of doors for me.
In addition, by signing up for a bachelor’s programme, I was going to do
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internships and pursue my studies abroad: an international opening that proved
decisive.

After getting my business school degree I left for England where my third-year
internship took place. In London I found a job in a company that arranges
conferences in Europe. That enabled me to travel and, very early on, to take on
responsibilities. For three years I climbed the ladder and acquired real knowhow in the organisation of a services company. But it was a small company and I
realised that my career development there would be limited. So I made the
decision to change.
It was a radical turning point. I left everything to take a long trip, with a
backpack, to Latin America. That was a shock to my parents. While I was
“promised to a bright future”, I was going to forget my work and my studies!
And yet they proved to be very open-minded about it. Although they didn’t help
me financially they let me
understand that they were behind
me if I ran into trouble. That, too,
was real luck. I got a bank loan by
laying down my cards out on the
table: it wasn’t to set up a company
but to take six-month vacation.
And they trusted me.
My journey was unforgettable and
decisive. I grew more in those six months than during all the years before. I had
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to learn how to manage a very tight budget. I had set out with a girlfriend but
we knew no one where we were. We always had to make the right decision in
order to make our journey something unforgettable and not to put ourselves in
danger.
And it was unforgettable. When I got back, the
English company I had left contacted me again
but I turned down their offer: I had to find a job
in South America. What kind of job? I didn’t have
the vaguest idea.
A girlfriend of a friend was working in Peru in a
company that organised itineraries for small groups of tourists. That was G
Adventures. I found their website interesting and contacted this young woman.
Without knowing it, she was going to turn my life around. She explained her job
to me. She was a guide and, carrying a backpack, she led tourists around on
treks just about all over South America. So, in the end, why not tourism? Wasn’t
that a good way to get back to South America and continue travelling just as I
had been doing? So I applied to G Adventures and in my first interview in Lima,
Peru, I showed I was very interested. It was a leading company in that field.
Ready to start at the bottom of the ladder, I nonetheless inquired about the
possibilities of growing within the group. I was sitting across from a man who
couldn’t make me any promises but he himself had started out like that, from
the bottom, and now he held a position as manager.

I had no experience or training in the area of tourism, so I agreed to a
salary that was six times less than what I’d been paid in London. That
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seemed natural to me. I was being trusted solely on the basis of my experience
as a traveller and my past in a services company that arranged conferences! I
was 27 or 28 at the time, and when you’re young, it’s easy to start from scratch.
You don’t hesitate to do so. If there is someone I will remember, it is that man
who interviewed and recruited me without even asking me to take the training
tests that were normally required. There was no time and he just said to me:
“You leave tomorrow with a group of a dozen tourists”. Two days later I was
walking with them along the shore of Lake Titicaca; I was credible because a few
months earlier I had done the same thing on my own.
So that was in December 2005, and I was going to be paid to travel. It was
perfect. I was going to accompany small groups on their tours, ensuring that the
logistics would work: hotels, transportation and the local communities where
we were housed.

At that stage, if I had had to draw a first lesson, it would be this one: our

human, personal experiences can play a decisive role in our careers.
Without my six months of backpack vacation, I never would have been hired.

Today I’m the general manager of G Adventures for Peru and South America.
The company’s head office is in Toronto, Canada. G Adventures has sales offices
all over the world and operational offices in many countries. In Lima, when I was
hired, there were eight employees. I was very quickly put in charge of organising
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tours and managing tour leaders on the road. The Lima office grew and was
soon supervising the Cuzco office. I took
the job left vacant by my superior.

Last year the company made a big change in terms of organisation and culture.
New managers decided to reorganise all the offices scattered around the world
into four large regions. I was on maternity leave then. When I got back, I was
surprised to be put in charge of one of the most important regions, where
everything had started twenty years earlier: the South America region relied on
the offices in Lima and Cuzco in Peru and Buenos Aires in Argentina.

Currently I am directly managing more or less that seven hundred
people: all the guides, the bearers on the Inca road, on the treks, all our
employees who are scattered all over the subcontinent. About fifty of them
work in the offices. I also have to grow the company, figure out other sales
channels and so on.
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The other change in G Adventures was a cultural one. For twenty years we were
a company of tour operators like all the others, and like many of them, we
featured as a primary goal social, sustainable, ethical tourism, making the
lowest possible impact on communities. All these companies are conducting a
small war with each other to see who will offer the best tour of Machu Picchu.
But in two hours of walking how much
difference can there be between one
organisation and another? None. We were
destined to stand out from our
competitors very clearly when the
ownership of G Adventures changed, in
2009. Bruce Poon Tip is a true, tough
entrepreneur. He’s active and imaginative and very influential in tourism
worldwide, even at the UN. He gave the company a new identity. Now we have
five values that are preached and defended, emblazoned on our T-shirts, no
matter what level we are at in the organisation chart:
• Change people’s lives (of the tourists who travel with us)
• Be a leader (through the quality of service)
• Make the right decision
• Create joy (in the local community)
• Be ready each day to live the unexpected
That turning point was crucial. The change affected all the guides. We have to
make certain they fully understand these values and their consequences. For

74

each choice they make, they have to ask themselves: is this the right decision to
make? The right decision is beneficial to all players, the tourists, the local
communities, the environment and the company, even if we sometimes risk
losing money, knowing that a satisfied tourist will be loyal and will come back to
us the following year. Our customers sometimes sleep with the communities
that host us, and believe me, that’s an experience that can change your life.
That’s our first objective.
Nowadays, attachment to this new corporate culture is addressed in
recruitment. Whether I’m recruiting a manager, an accountant, a guide or a
computer technician, the last interview will be decisive: it’s conducted by the
“cultural adequacy” committee, consisting of four or five employees at all levels,
who check the applicant’s mind-set and make sure they accept the company’s
values. Initially, I admit I was a bit sceptical. I had selected a good accountant
who was ultimately rejected at the final interview. The position of human
resources director remained vacant for six months because of our difficulty in
finding someone who had the passion for the job and the people and who
really, deeply wanted to change the lives of the people who travel with us. It’s a
fact: every position has an
impact on the tourists and
technical skills alone are not
enough. You have to be able to
adapt to the company’s
culture.
Today, I’m 33-years old and three months ago I was promoted within the core
team, a sort of the executive board, with the other three managers of large
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regions. We meet regularly to participate in the big decisions and to choose
which way in which G Adventures is going.

Of course my studies at La

Rochelle Business School
played a decisive role in my
career. At the start of my
studies towards a degree in
1997 I was not greatly involved
in the school’s extracurricular
life because I was already
involved in many associations in the little town of the Vendée where we lived.
Early on I took on various responsibilities, including financial management. On
Friday evenings I would go back to my family to fulfil my commitments there,
and during the week at school I would work relentlessly. But it was the
bachelor’s programme that gave me this international dimension, because I
went abroad: that is part of the programme.
In my second year (1998–1999), I spent a year in Germany, in Dortmund. We
had six months of classes and six months of internship. I spent that one at DAFS,
a car-painting company. In purely technical terms, I can’t say that experience
was a decisive one, but it really did interest me to the extent that it enabled me
to understand the professional relationships within a German company, with a
culture so different from ours.
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« En faisant ces stages en Allemagne et en Angleterre j’ai appris à être flexible,
adaptable à de nombreuses situations et à d’autres cultures.»

The following year (1999–2000), I left for England to get my English diploma. In
theory, we also had to do an internship, generally unpaid but I preferred to take
on small jobs in order to earn a little money. So I worked in a toy store, which
was helpful in acquiring an understanding of customer relations. Then I found a
job with the government in the area of conference organisation, a small
experience that enabled me to find my first real job, eight months later. Having
returned to La Rochelle long enough to finish my studies and get my diploma, I
returned to London in 2001 to be hired by the little firm I mentioned earlier.
It was during the third year of studies I spent in London that left me with my
best school memories. After our first year we had all scattered to the four
corners of the globe, but many in our class went back to London in the third
year. Our relationships had been close but, at a time when the social networking
was not yet what it has become now, many of us had more or less lost track of
each other. The reunion was very fulfilling. I remember in particular a big party
organised at the London house shared by several former members of our class.
Aside from the party, the crazy night we spent together also allowed us to share
our experiences abroad in a good community spirit. It was a great time. It was
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the real bonding that was created in the first year of a class that made that
possible.
In purely professional terms, of course, studying at La Rochelle Business School
gave me a grasp of marketing and finance but most business schools offer the
same programmes. Here it was the bachelor’s programme that was decisive. By
doing those internships in Germany and England I learnt to be flexible and adapt
to many different situations and other cultures. And there is this openness to
the world, so enriching.
One of the fourth-year classes had a special impact on me. It was a class in
cultural adaptation, intended to teach us how to manage people from different
countries and cultures. At the time
when I was at business school, we
were not especially encouraged to get
involved in solidarity projects. It was
mostly when I was abroad that I got
involved in them, as I said earlier. But
today, with G Adventures, my
activities are oriented much more
towards society and humanitarianism. Plus we have a foundation that supports
several projects of that type. So, for example, as Christmas approaches we go
out to distribute toys, milk and chocolate at a shanty town day-care centre on
the outskirts of Lima. In Cuzco, four hundred children are also included in an
operation of this type.
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If I had to give advice to students today, I’d stress one thing above all else. It
seems that when they leave university a lot of young graduates worry at their
first interview and whether they’ll have managerial status (poste de cadre
according to the French social regulations). “Will this be a managerial position?”
Or “how long before it becomes one?” But that’s a very Franco-French thing!
Forget status in your job interviews; don’t be afraid to start at the bottom of the
ladder. With knowledge and ambition you’ll soon climb up through the ranks.
You mustn’t be afraid to get your hands dirty. Even later on, when you have
responsibilities, you may have to take on some tasks that you were not hired
for. Sometimes I still have to make reservations when reception isn’t keeping
up. I don’t do it every day, of course, but on the one hand it helps us out of a
spot and on the other you get
to find out where the problem
is, if there is one. I tell the
managers that I don’t accept
their leaving the office at 6:00
p.m. if their subordinates are
working until 11:00. “Work
with them, and you’ll be better
able to resolve the
organisational problem that
may arise”.
Finally, in terms of leadership and management, there is one model that has
really been tried and tested, and that’s managing by example. You have to be
exemplary yourself. In South America it’s complicated; managers mustn’t get
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their hands dirty, and yet it’s essential to do so. Hence the importance of the
cultural interview.Basically, I was very lucky, because along the way I found
people who trusted in me. My parents, the bank that financed my first big trip,
the person who recruited me to G Adventures, all my bosses: they all allowed
me to move forward to another crucial level in my development. Of course,
backed by a recognised school and international experience, I had the qualities
that reassured the people I was dealing with. But I’m still conscious of the good
fortune that took me from one step to another.

« in terms of leadership and management, there is one model that has
really been tried and tested, and that’s managing by example.
You have to be exemplary yourself.»
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As a manager, I keep in mind the responsibility we have when we hire
someone or when we support our employees as they progress. Trust is an
incredible leverage that releases qualities that even the person
concerned is not aware of.
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How did your childhood influence your student and professional career?
I wouldn’t say influence. I’ve always had two very pronounced interests: sports
and nature. As a child I was hyperactive. So my parents turned to sports as a
way to express all that excess energy. I liked sports right from the first; it suited
my natural temperament to focus on competition and surpassing myself. I was
already thinking about the virtues of work and effort. I immediately settled on
football, with the intention of making a career of it. That was my state of mind
when I decided to join a sports study section at Le Mans South Secondary
School. That experience, which ended up turning me into a professional, was
very educational, especially in terms of managing human relationships. In fact, I
had a chance to meet some great coaches there who opened my eyes to the
importance of teamwork.
At the same time, I was naturally attracted to outdoor activities that gave me a
chance to move. My grandparents also undoubtedly helped to awaken my
interest in the natural sciences and the environment by nourishing my desire
always to learn more about the living world and how it works, from microorganisms to the ecosystem.

Over the course of your studies you found your way into very different
university programmes and held positions both in student associations and in
business. Can you explain how this professional progression came about?
What events marked the course of your development?
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Some of my teachers in middle and secondary school encouraged my curiosity,
which pushed me quite naturally to pursue the natural sciences, biology and
geology, after I earned my baccalaureate in 2004. So I started studying biology,
biochemistry and the geosciences at Le Mans University, right in the middle of
the region I came from. There I found myself confronted with a very austere and
cold university education, with courses based primarily on theory, which
gradually sapped my motivation. Nonetheless, I persevered and got my degree
in 2007. Wanting to open myself up to new horizons, both culturally and
educationally, I jumped at the chance to do a master’s degree in Quebec at the
University of Rimouski. There I discovered a different way of working focusing
on research, which provides graduate students with a degree of independence
and creativity that motivates them and give them a sense of responsibility. At
the same time, I acquired international experience and developed my language
skills, especially English.

« I really wanted to incorporate into my career certain values that
drive me, and especially the idea that economic and industrial
development can be achieved in harmony with a deliberate approach
to protect the environment.»
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When I returned from Quebec, with my master’s in hand (DESS), I made my
entry into the professional world. I hoped to find a job in line with my skills in
conservation and wildlife management. I realised at the same time that my
exclusive scientific credentials put me in a niche market, and that there were
few career opportunities in that area, especially for a recent graduate. So I
started out doing my first internship as a scientific assistant at Bioparc Zoo in
Doué-la-Fontaine. My job consisted primarily of supporting the Bioparc’s
conservation activities, especially coming up with a management plan for
primates, based on genetic criteria.
Once that four-month assignment
ended, I resumed actively looking for a
job and found an interesting offer of a
permanent contract with the Bird
Protection League (LPO). I applied, but
the LPO passed me over, preferring
someone more experienced for that position. I persisted, offering to work with
them as a volunteer while at the same time continuing to look for a job. My
patience and persistence paid off a few months later when a position opened
up with them that was connected to with my conservation promotion work.
That was how I got my first position as conservation spokesman, with a sevenmonth fixed-term contract.
At the end of that period, the LPO offered you a permanent contract but you
refused. What motivated you to make that decision?
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It was while I was at the LPO that my career plans became clearer. My personal
aspirations and my plan for a family life led me to question what I was doing.
With my specialised scientific background, career options were fairly slim, and I
thought it was absolutely essential to develop dual competency in connection
with the corporate world, in order to promote my employability and mobility in
the job market.
But I really wanted to incorporate into my career certain values that drive me,
and especially the idea that economic and industrial development can be
achieved in harmony with a deliberate approach to protect the environment.
Through my work at the LPO, I met corporate professionals who I worked with
as a service provider on issues of preserving biodiversity. In this context, I met
people in charge of environmental management with the CEMEX group, which
« companies have a major role to play in terms of preserving the
environment and could be significant stakeholders through their social
responsibility programmes.»
manufactures ready-to-use concrete and mines aggregate in Mexico, and has
more than 300 sites in France. This company is very involved locally and tries
proactively to minimise the negative impact of its activity on the environment.
That was how I came to realise companies had a major role to play in terms of
preserving the environment and could be significant stakeholders through their
social responsibility programmes.
My plan to pursue a master’s degree in connection with corporate management
and the concept of sustainable development took shape. I then decided to turn
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down two permanent contracts that were offered to me, in order to bet on my
future. I opted for a master’s degree in sustainable development strategy at La
Rochelle Business School. A new stage in my education began, lasting two years.
Why did you decide to go to the La Rochelle Business School?
I chose that school because that was the one I felt closest to. It’s a school on a
human scale with an atmosphere and a spirit that suit me. In addition, La
Rochelle Business School offers a teaching approach similar to what I
experienced in Quebec. The programme includes a lot of teamwork applied

to the corporate environment that, to my mind, makes education
dynamic and attractive. The diversity of the backgrounds in the first year of
the master’s programme, in a class of some fifty students, also enhanced the
value of those contacts, especially in the common classes. Plus your entry into

the professional world starts right there in the amphitheatre, with the
involvement of many corporate experts and, of course, a mandatory
internship starting in the first year.
I capitalised on the network I developed when I was at LPO to identify a
company for my internship. So, having established good contacts with CEMEX, I
raised with them the possibility of doing my internship in their company. Thierry
Jourdain, my contact at CEMEX, recommended me for an internship with the
environmental office, which I accepted. As part of that internship I was offered a
choice of either pursuing an assignment in the aggregates division, for which I’d
already been a service provider in the past, or joining the concrete division for a
completely new assignment where everything had to be done from scratch. The
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idea of taking up a new challenge is a great motivator for me so I joined the
concrete division as a biodiversity intern for a period of six months.
This assignment perfectly suited my desire to demonstrate that it was possible
to reconcile respect for the environment with economic activity. I also felt that
this internship could be a springboard for future employment. That internship
proceeded under ideal circumstances. I was granted complete autonomy for
this assignment, which involved creating and formalising a biodiversity approach
for the concrete business at CEMEX France. This ground-breaking work was
taken very seriously, and the company capitalised on my work to develop a
biodiversity guide that was distributed internally to all employees. I was
especially proud that CEMEX took a real interest in this work, which was a real
challenge for me, and in its usefulness to the company!
My ability to understand the company’s operational issues and to come up with
technical environmental
solutions adapted to their
growth objectives must
have contributed to my
appeal to this employer. In
general, I think my dual
competency background is
still highly prized by employers who have less and less room to manoeuvre in
terms of recruitment and can’t afford to make mistakes.
I began my second year in the master’s programme at La Rochelle Business
School, on a work/study basis. Given our mutual satisfaction with my previous
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assignment at CEMEX, I continued to collaborate with them. This time I was
acting as the biodiversity representative in the aggregates division. My
assignment was to deploy a tool for evaluating the
services rendered by ecosystems to companies.
This discipline, bringing together economics and
biodiversity, was then still relatively new, and for
me it was a chance to contribute towards
developing the company’s social responsibility approach, especially in
accounting and financial terms. This involved evaluating the company’s
dependency and impacts vis-à-vis biodiversity and translating these intangible
environmental flows into monetary language. This examination and these
conclusions are going to be the topic of an article to be published soon in
collaboration with my thesis supervisor, Mr Benjamin Dreveton, in the French
Accounting Review.
The end of my sandwich course coincided with the environmental manager’s
departure from CEMEX on maternity leave. So I was offered that position to
replace her. And that’s how I came to join CEMEX permanently, as
environmental manager, which I have been since July 2011. This company offers
an environment that encourages its employees to develop their skills through
an internal mobility policy.
As part of my duties, I am empowered to propose new approaches in ecological
engineering to management in order to respond to the company’s performance
issues. As an example, as part of a water run-off problem, the project teams
naturally came up with the construction of a concrete storm-water basin as
their first solution. As I was associated with this project, I suggested to the
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company that they explore a more eco-friendly solution that would provide the
same performance: the construction of a vegetated storm-water basin. This
green solution not only met the technical specifications
but also had added value in environmental terms. This
win–win approach between corporate and environmental
issues seems to me to meet the needs of companies by
enabling them to improve their practices.
Furthermore, this multidisciplinary position puts me in touch with the
operational personnel as well as general management. I especially appreciate
this type of job, where I can build an overall vision of the company’s
development problems and design solutions that have real added value on the
ground. Through my work, I get the chance to combine my vision and values on
the environment with my professional activity in the company, all while
continuing to enhance the credibility of the company’s efforts.
What is your relationship with La Rochelle Business School today? And what is
the most important thing you got out of your time at the school?
My relationship with the school continues to this day. At the invitation of Mrs
Isabelle Baudet, Director of Studies and Specialised MBAs, I participate in the
school’s development committee. The committee includes professionals
involved in the school’s programmes and alumni from different backgrounds
who audit the programmes to ensure that they are constantly being adapted to
the needs of the working world.
I also work within the school as an outside consultant on issues involving
biodiversity, especially in the area of services rendered by ecosystems to
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companies. This is a way for me to convey to students the added value of a little
experience and enable them to really understand a discipline that is sometimes
considered cosmetic in relation to other, more traditional positions in a
company, such as finance or marketing.
And it’s this practical and pragmatic
orientation that to my mind makes this
school so strong, especially because of
the possibility of constantly coming into
contact with people from all
backgrounds. These encounters gradually
clarify our sometimes unconscious
motivations and help us formalise our professional plans. The exercise of
intelligence, both emotional and intellectual, is tangible at La Rochelle Business
School and creates positive bonds and constructive relationships between
individuals. What the school taught me on this point I had already come across
in sports. But the fundamentals are identical, whether you’re involved in a
group project at school, in a company or in a sports team: you have to address
each person’s qualities in order to reach common goals.
As for the most significant events, I have an especially fond memory of exam
time. The atmosphere was both relaxed, because we were in the habit of going
there in costume, and at the same time studious, because we were all conscious
of what was at stake in that educational process for our professional future. So
there was a real competitive spirit among us but we never took ourselves too
seriously.
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Graduation was also an important time for that period at La Rochelle Business
School. The costumed staging, with the hats flying in the air, may seem a bit
antiquated, but it’s nonetheless representative of the strong camaraderie and
solidarity that was forged over a period of two years among the students in a
graduating class. The handing out of the diplomas was also symbolically the turn
of a page of our life for each of us, making the event a solemn one.
What is your next challenge?
The challenge for me is to keep on learning and to expand my understanding of
the company by exploring other disciplines. That’s why, in the short term, I want
to progress within CEMEX to a position that’s more operational, that will put me
face to face with the reality on the ground (there is no better school than one
where you get your hands dirty) and that will qualify me for a position in team
management.

« keys to my professional success : three words: sharing, rigour and work»

What do you think are the keys to your professional success?
Three words: sharing, rigour and work. I think I already mentioned that concept
of exchange. I think it’s essential to remain open and take an interest in
whatever bridges there may be between different disciplines. That is precisely
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what La Rochelle Business School offers: an environment that encourages
sharing.
I don’t know if you have to associate rigour with a form of perfectionism, but
certainly no shoddy work is ever going to produce good results. In the field of
research and audit, it is especially important to work rigorously, to deal with all
possible hypotheses. I learnt a lot about that when I was at university in
Quebec. Those methods were very
useful to me later at CEMEX.
Work is, of course, essential to any
success! You have to give yourself the
means of fulfilling your ambitions. I’m
aware that I’ve been lucky
professionally, but I also know that I
would never have been able to seize certain opportunities without working
hard.
I also go back to my sports experience. That taught me that the mental aspects
are decisive in our ability to deal with adversity and excel in order to succeed.

Questioning everything and perseverance are essential for success.
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I graduated from La Rochelle Business School in 2010 and I’ve been privileged to
hold the position of communications manager, France and international, at
Reed Expositions since January 2011. It’s a company I discovered a few months
previously at school and during an internship. While I was at La Rochelle, I
decided to aim for this company. Reed Expositions France is part of the Reed
Exhibitions group in London, the world’s leading organiser of trade shows,
which itself part of under Reed Elsevier. This is an international group of 32,000
employees worldwide and a world leader in publishing and distributing
professional information, specialising in managing corporate communications
and marketing, primarily for press groups.
Reed Expositions France is present in 19 different
business sectors, manages 10,000 exhibitors and 1.2
million visitors and holds sixty shows a year. An
enormous task. But our specialisation is the source of our excellence. We offer
unique know-how in this sector and the economic benefits from the exhibitions
have a huge impact on the entire French economy. For me, the goal of
excellence embodied by Reed is an essential quality. It’s also the source of my
professional orientation, since it led to my choosing this company. From the
very beginning I was attracted by the idea of organising cultural events, types of
concerts and shows, and so on.
It all started when I was in secondary school. During my first four years of
boarding school, I discovered the acoustic guitar and music, which became
passions of mine. I very soon decided that, without becoming a musician, I
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wanted to work in that field, to organise musical events. Subsequently I met
many artists, did mock-ups and … a few concerts, then I really acquired a taste
for the events business and organising shows. After I got my baccalaureat, I
registered in history and political science. However, I
soon realised this wasn’t for me, and after two months I
left the university.
That was the first decisive turning point in my life. When
you talk about making the right decision, mine was
undoubtedly to give up my university studies to sign up for vocational training.
During those first two years I quickly learnt about the business world through
several internships that immersed me in various business units. When you’re 18
or 19-years old, that’s a decisive experience that lets you bounce back, grow
faster, become responsible and understand the business world. After I got my
vocational training certificate, I could have gone for a degree at my school, the
Robin Institution, which in the third year offered very professional-oriented
training as project manager. But I was still very attracted to a career in events
and I also was determined to do a year of studies abroad, as part of the Erasmus
programme. So I decided to continue my studies. To do that, I took the business
school admissions exams, which got me in starting in autumn 2007, for the third
year of the IDRAC in Lyons, specialising in marketing and business management.
At the end of that first year, with my Bachelor in hand, I was able to leave for
Scotland, to the University of Abertay in Dundee, to get a dual diploma: a
Master in marketing and business management and a Bachelor in European
economics and management. This was a great human experience and a terrific
opportunity to travel, because of the Anglo-Saxon university system that asks
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for only a few hours of classes per week. Just twelve hours of classes in the first
semester and eight in the second. All that free time allowed me to travel around
Scotland, of course, but also to go to England, Germany, Croatia, Italy, the
Netherlands, and so on.
When I returned to France, buoyed by that fabulous experience and still just as
determined as ever to get into organising concerts and shows, I was finally able
to achieve my goal: to sign up for a Master at La Rochelle Business School and
specialise in events management and projects. That year was the second
essential step in establishing my career.
It was because of the excellent speakers we had
during that first year that my future took form. In
particular, I remember two of them, who were
outstanding and even decisive encounters in my
professional life. The first, Mr Langlois, a Canadian,
came to teach us experiential marketing; that is, the
customers’ experience at a trade show or a museum
and how to make their visit or experience memorable. We had two weeks of
fascinating classes with him during which he participated when he could in our
campus life, and even though we stuck to marketing concepts we had a very
friendly and enriching relationship with him. We learnt a lot both from him and
from Mr Dominique Fillou, in charge of teaching us in a one-week programme
how to organise a trade show, the various players in the market, and so on. For
me that was almost a revelation. It’s a way of doing business between
distributors, who offer products and services, and their potential clientele, the
people attending the show. It’s the meeting of the players in a given sector who

97

learn all the new trends and how to approach the market. Organising a trade
show means holding the success of that whole encounter in your hands.
Because he mentioned it several times, I read up on Reed Expositions. I very
quickly learnt it was a world leader in trade show organisation, and after two or
three months of programmes at La Rochelle I contacted them. Six months later
they offered me an internship in communications and partnerships from May to
November 2010. It was a full-time job working in the IFTM Top Resa trade show
for tourism professionals, presenting 1,145 exhibitors and with more than
22,000 visitors. I was genuinely helped by the processes of a structured group,
and I was able to involve myself completely in the work and contribute to
consolidate their supremacy in
this area. It was more than an
internship, it was holding a real
position, real on-the-ground
training, a real professional
involvement and real support
from cross-disciplinary teams, like
the Web teams, the technical
department and accounting, while on our side we worked on marketing and
communication for the show.
A show is prepared for and designed two years in advance of a run of just four
days. That time lapse can seem rather frustrating but it’s essential for getting
the exhibitors and the visitors to come and putting in place the marketing and
communication, which play a major role in identifying trends, targeting key
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« From strategy to carrying out promotional activities, all the
components of marketing and communication are active during that
period, when you have to become an expert in the market in
question and acquire a complete mastery of how a trade show is
organised and developed.»
actors in the market, drafting the messages, producing documentation, creating
links among partners…

The director of the Top Resa show, Vincent Lhoste, who has now left for London
where he will be working to develop the IFTM show worldwide, is a fine
example of the career advancement that Reed Expositions offers as a company
and a group. I learnt a lot from him. He supported me when I did my final thesis
by granting me several interviews, which enabled me to understand quickly the
economic model of a trade show and, through explaining a more global
approach, the challenges of the events management industry in France.
I also learnt during my internship how to implement the opening protocol for a
trade show, and how to manage the partners. In the case of Top Resa I was
responsible for negotiating and following up on the press partnerships and
coordinating the official delegations and the visits by the tourism ministers from
around the world, as well as ambassadors and diplomats.
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The morning the show opened, and it was like a baby waking up. The night
before, you ask yourself whether everything would be finished on time,
whereas the next morning you take the plastic off the models and the doors
open. There is an extraordinary rush leading up to the opening. Afterwards,
taking everything down is a special moment, almost an emotional experience.
Then there are the debriefings that come after the show. They are the subject of
brainstorming sessions that let you start from scratch, sometimes leading to a
repositioning of the show, changes in venue or dates, or the synergy of several
shows on a similar theme. An exciting stage. My job is exciting. Each new

event is like starting all over again from the beginning.
After that, I had the wonderful opportunity of being hired in January 2011 as
head of communication, Reed France and international. It was a very egoboosting offer, a great chance, which would perhaps be difficult today in a
crippled job market. I ran two big shows, Interclima+elec and Idéobain, which
bring together 800 exhibitors and welcome 90,000 visitors; then I served as
backup for the security show, Expoprotection, where 750 exhibitors meet
24,000 visitors. Coming up, I’ll be taking charge of the Batimat show, which is
associated with the
Interclimat+elec and
Idéobain shows. So at
Villepinte we’re organising
the big show of the
construction industry,
holding these three shows
in one. It will be the
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biggest construction event in the world. A merger that still retains the identity
of each.
It’s exciting to discover how a market is
organised, to be in close contact with our
economic partners and the journalists who have
specialised in the industry. It’s a very important
multi-sector career opening, both in France and
internationally. Each time you organise a trade
show you have to get better, to maintain our credibility and our ranking as
experts in a rather unfavourable economic context and a difficult competitive
environment, and to establish strong relationships with our partners in the
media and our exhibitors, whose show budget can run into thousands or
hundreds of thousands of euros.
Obviously I have no regrets. Quite the contrary; if I had to give advice, I’d say it’s
good to aim at joining large groups that strike you as having the goal of
excellence and that will enable you to be backed by experienced and very
competent teams. Companies where they give you time to get established, to
think: that’s important when you’re starting out. Plus, and most of all, what is
essential is the choice of internships, a critical moment, a huge trampoline.
That’s the time when you first show what you’re made of, fitting into a team,
discovering and learning group processes. The internship helps you build a

network. School is very important, your training is essential, but even
more it’s the internship that will determine much of your professional
future. Today’s students especially need to project themselves into the future,
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keeping in mind the economic context and reacting in time before the end of
their education.
For an events organiser there are three essential functions that we learnt at La
Rochelle Business School: business, marketing and communication, and
production. That consists of looking for exhibitors, selling square metres,
recruiting visitors, and what message to get across, and finally, the actual
construction of the show, the hosting areas and the conference spaces. These
are the three essential operational skills in this job. That may be the only thing I
regret about my training at La Rochelle, not having dealt with the production
and technical part adequately. Obviously, this isn’t the job of a communications
manager, but this technical part that you could almost call artistic is essential,
« Being a student at La Rochelle Business School means you’re
already a professional.»
since it aims to make the event beautiful as a whole.
My best memory at La Rochelle was my meeting with Mr Dominique Fillou, who
introduced me to Reed. It is to him that I owe the fact that I am here today. He
went right to the heart of trade show organising, grabbed our attention and
opened my eyes to an area that has captivated me ever since.

Finally, my career has been driven by two passions, one for music and the other
for organising trade shows. For me, meeting all the actors in a market, at one
time and in a specific place, is a great experience that still has a place in
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business, despite the Internet boom. Even though today there are online trade
shows, the bond you can create at a real show is essential. It fulfils the need to
get together, to understand a market and to learn about new trends. All these
are all real parts of business and will not disappear. At many of our shows we
get hundreds of thousands of
visitors and more.
Furthermore, you have to be
able to show your products or,
as in industry or construction,
how machines operate, and to
get players discussing such
things with each other. At my
last show more than a
hundred meetings were held.
They involved journalists,
institutional partners and the
media as well as all the
visitors. The content produced
in these discussions is
invaluable for getting the show known, since it generates major press coverage.
Finally, also, in this field, what drives us is passion and competence. Today,
when we are in the economic doldrums, I’d say it is essential to target your
company, to choose your internship, to grow faster, to plan ahead, to keep the
economic situation in mind. Being a student at La Rochelle means you’re already
a professional.
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You have to be curious, to love to discover, to be prepared to learn about a
business sector and to get excited over an event. The world of event
organisation is a rather atypical one, where the pre-show pressure and
excitement and the emotion, for that matter, are part of our lives. These are
feelings you seldom get in other fields. The qualities most sought after in this
area are creativity, curiosity and an aptitude for teamwork.
Looking back, as a lesson, I’d say you have to attend every class, especially
because of top-notch speakers, professionals, directors of federations and
experts you are exposed to in the lecture theatre whom you will never really
have a chance to meet later. You have to know how to learn from them and
keep their contact information for the future. These speakers are the strength
and substance of that training.
I don’t really think there’s any common link or value among the students; on the
other hand, one of the strengths of this school is it gather young people coming
from all parts of the world with different backgrounds. I think that’s what makes
La Rochelle so great. During my year a lot of students had experience abroad
and some went around the world. These encounters were enriching to all of us.
At La Rochelle we live together, we study together, we see each other every
day, every evening and every weekend, and a real bond develops. I’ve stayed
friends with many of my fellow students and see them regularly.
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« one of the strengths of this school is it gather young people coming
from all parts of the world with different backgrounds. I think that’s
what makes La Rochelle so great.»

I regret not being able to
involve myself in the
activities of the school at
the moment because I
don’t have the time. It’s true that I’ve only been working for two years. I’m still a
junior, but I want one day to have enough interesting experience to go and
meet the students at La Rochelle and introduce them to my profession, and I
hope to make them want, as others made me want, to become who I am.
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You left business school in 2005. Where are you now, seven years later?
Since September 2011 I’ve been information technology (IT) project manager
for Hermès Sellier, a subsidiary of the Hermès group. I implement ERP
(computer software packages) projects, serving as a liaison between the
operational personnel and the functional consultants, from whom I order
solutions adapted to the company’s needs. This is a logical continuation of my
career, since previously I was a functional ERP consultant with IBM Business
Services for six years. I got into consulting after having worked on an ERP
project during my internship with Senoble during my year of study at the La
Rochelle Business School. That internship led to a six-month fixed-term contract
that enabled me to see this project all the way to the end. So I entered the job
market after having completed a Master II in auditing and ERP consulting and
practice at the Business School. This concluded the studies I had started in the
biology faculty and continued at the Bourg-en-Bresse Vocational Training
Institute where I got a Masters in biotechnologies and bio-industries.
Did you always want to pursue a career in this field?
No. In secondary school I was a good student, but nothing more. In middle
school and then in high school, I had always had an average of between 12 and
14. I was one of those who did the minimum in order not to have to worry. It
was during my higher education that I was revealed to myself: It was only then
that I realised I could contribute something to a company with my work
qualities and analytical skills. What always pushed me to work hard and make
the necessary effort was a sort of anxiety: not finding my place in society, not
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knowing what tomorrow would be like. These doubts frightened me. It was only
during my two-year degree programme in biology that I began to see career
possibilities in the agribusiness field, then in consulting. Until then, I wondered
what line of business I’d be able to find my place in. Today, at the age of 31,
after almost ten years of experience, these fears have partly disappeared,
How did you get from the biology faculty school to the vocational training
institute?
After I got my scientific Bac in Vincennes, where I came from, I registered for a
two-year degree in biology while working in a series of minor restaurant jobs. I
still didn’t know what direction my
career should take, and it was only
during the first year of the biology
programme that I found a desire to get
into the agribusiness industry. I
continued on this path by signing up for
the Bourg-en-Bresse Vocational Training
Institute where I spent three very fulfilling years. This is serious vocational
training, with part of the final year undergoing practical training at the La
Roche-sur-Foron National School of the Milk and Meat Industry, a public
institution that includes a lyćee with a vocational training centre and a company
that trains students in the food-processing trades. This immersion experience
enabled me to discover the life of a production manager in the agribusiness
industry.
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Could you have begun your career after the end of your second university
cycle?
Yes, but when I started to explore the matter I realised that it would not be easy
to transform the experience, I mean to find a position that was right for me in
that area. My goal was to join a large company, but to become a production
manager in a large unit you first need a technical mastery of all the positions in
the production cycle. And therefore you need to start as an operator on a
production line, which didn’t interest me. I couldn’t have gone after production
manager positions except in very small companies.
You had a choice among several options; what was the determining factor in
choosing La Rochelle Business School?
This was when the universities were getting ready for the licence–Master–
doctorate reform, and I was afraid the MA I’d obtained from the Ain vocational
training institute would soon be obsolete in the job market. When I graduated
from the vocational institute, my objective was therefore to do a third university
cycle to improve my skills in management auditing, financial analysis and IT. The
La Rochelle Business School’s programme enabled me to flesh out my skills in
these areas, which I’d first taken up in my second university cycle. I thought it
would be interesting to continue with encoding information relating to
computer-assisted production, an area I’d discovered in my third year at the
vocational institute. Nowadays, the ERP (progiciel de gestion intégré) has
become dominant in all large companies.
To what extent did that year at La Rochelle strengthen your theoretical and
practical skills?
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I learnt a lot about how to apply the knowledge acquired at school in the
world of work. For example, I remember having worked on a company buyout
project. My job consisted in evaluating the company so as to achieve the best
possible transaction. It was an interesting plunge into the company’s accounting
practice. Furthermore, the finance classes were of a very high level and
everything that the speakers in that field had to say was understandable. I
wanted to strengthen my knowledge in that area and I was not disappointed. It
enabled me to add new skills to my original know-how, especially in financial
management and the
analysis of computer data
in production.

What images stay in your
mind from that year at La
Rochelle?

I have only very good memories of my time there. First, because the
atmosphere was excellent and I did my year of studies at a pivotal time for the
school. It was under construction and you could feel something like a new wind
blowing on the walls of the school. Then, I have to admit that this year will
always be etched in my memory, because I stayed at my parents’ second home
for the entire duration of the course! For me, it was almost like a vacation –
although the studying didn’t leave much time for relaxing.
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What message would you pass on to the school’s current and future students?
La Rochelle Business School is a school at the cutting edge. It is always clearly
growing and this expansion should encourage ambitious students to check it
out. The alumnae network is well developed and offers many opportunities. The
investments they have made enable the school to provide the best possible
education.

« La Rochelle Business School is a school at the cutting edge. It is
always clearly growing and this expansion should encourage
ambitious students to check it out.»

Was the internship you did during your year at La Rochelle decisive in your
future career?
Completely. I did that sandwich-course internship at Senoble. The group had
just chosen its ERP system when I arrived. My assignment was to support the
implementation of this new computer system. I was assigned to on-site
management control. I was the go-between for the project managers and also
for the outside IT consultants. I extended it with a six-month fixed-term contract
to complete the support work that we had started together. It was a very spoton choice because it enabled me to fully learn the process for implementing an
IT system. It was an exciting challenge that really launched my career: being in
contact with consultants made me want to get into consulting myself, and I was
hired by IBM.

111

« that sandwich-course internship at Senoble was a very
spot-on choice because it enabled me to fully learn the
process for implementing an IT system. It was an exciting
challenge that really launched my career »

How do you get yourself hired as a consultant with IBM when you have just
graduated from business school?
I always made sure I kept up with my networking, ever since I went to the
Bourg-en-Bresse vocational training institute. That was very useful to me. I meet
people easily and that has opened a lot of doors for me. By having a cup of
coffee with an IBM consultant as I was finishing my first fixed-term contract at
Senoble, IBM’s doors opened up to me. I simply asked how one went about
getting in as a consultant at IBM and I was lucky! IBM was then just opening up
its recruitment valves and I was able to jump on the right wagon. As in so many
other circumstances, you need to take a chance so you don’t regret it later.
That’s an amazing career turn, isn’t it?
My being hired by IBM took a lot of people by surprise in my social circles. In
fact, up to then, I’d mainly worked in agribusiness and suddenly there I was in a
big IT company. And yet it was perfectly logical for me to end up with them: I
was an expert in computerised production systems in agribusiness and I made
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use of that experience as a consultant in system creation, precisely in
agribusiness.
What was your position at IBM?
I started as a functional consultant. My assignments were to formulate a
technical response to a need expressed by a manufacturing director or a
production manager.
That’s the job of an
analyst, not a computer
technician. You have to
find the computer tool,
the software that deals
with a specific set of
problems. The enriching
aspect of this line of
work lies in the variety of
people you come in
contact with, and in the diversity of problems your assignment leads you to deal
with. Being a consultant is a constant challenge because it’s always offering
exciting new challenges that expand your knowledge and lead you to constantly
question yourself.
What are the key statistics for that IBM France?
They have about 10,000 employees with an annual sales of three to four billion
dollars. The multinational IBM has sales of around 100 billion dollars a year.
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How would you explain ERP?
ERP software packages are systems that incorporate the main functional
components of the company: production management, logistics, human
resources, accounting and so on. With this unified system, the users in different
departments work in an identical application environment that is based on a
single database. In industry and in companies more generally, ERP systems are
generally the preferred transactional tool and provide figures statistically or
analytically, so as to help optimise processes and decision-making.

« When I start a project I’m driven to pursue it to the end, whatever
area it is in. I like to leave marks of my passage in a company, even if I
only did an internship there.»

Can you describe one of these consulting assignments in detail?
My first big assignment at IBM was the installation of an ERP for Pernod. This
two-year assignment demonstrated to me that the know-how I’d acquired at
Senoble during my year at La Rochelle Business School was really substantial
and useful for adapting quickly to the job market. Pernod is one of those rare
agribusiness companies located in the Paris region (in Créteil), and I had the
chance to start my career as consultant almost from home. Those two years
enabled me to pursue a large-scale project, because ERPs require solid support
for their implementation. My assignment didn’t stop when the on button was
finally pressed. Production management software is like a living system; it’s not
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a fixed one. They have to be adapted to their user environment; they need a
guardian to push them to maturity. That was my first meaningful experience.
What other major project did you carry out during that period?
The very last one I did was a sort of major act, because it was the most
successful consulting assignment of my career up to then. It was at AugusteThomas, a subcontractor for Hermès that works mostly in leather goods for
Louis Vuitton. It’s a family-run company with 2,000 employees where I found an
exceptionally professional environment. I fortunately got on very well with the
executives. And I developed the project in the ideal way. I came up with a
solution that satisfied me completely – in addition to suiting the client, of course
– and brought me a great deal in human terms, to the extent that I asked myself
at one point whether I shouldn’t join a company that I liked so much.

Is there a particular area in which you’ve progressed because of your work at
IBM?
The fact of being able to sell myself. When I applied, I wasn’t familiar with the
salary scale. I wasn’t very good in the negotiations, because I came from
another industry, agribusiness, where pay scales is different. This lack of
information was a lesson to me, because afterwards…

« I have always made sure of cultivating my networks in order to hold all cards
and all the information necessary for successful negotiations.»
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So at IBM I never hesitated to ask for annual salary increases. And I always got
them, because I had argued for them and they were appropriate. At IBM one’s
salary is not a taboo subject. It’s the Anglo-Saxon mentality – even in its French
subsidiary. I prepared figures, I provided proof that my output was higher than
average for employees at the same grade level – which is easily verifiable using
the open source Intranet, which lets you measure everyone’s contributions. To
win a salary negotiation, you have to be sure of yourself and be able to sell
yourself! It’s not easy, because we’re not brought up that way in France, but it’s
necessary to adapt to the corporate culture you’re joining.
What lessons do you draw from your experience with this international IT
giant?
For ages I have had a very young-looking face. Sometimes that’s worked to my
disadvantage. For many clients, a consultant needs to be someone experienced,
with many years of service behind them and a white beard like an old wise man.
It’s happened that I’ve ended up in companies were I wasn’t immediately taken
seriously, because of this prejudice. But I faced the same prejudice when I was a
student. I didn’t think you could become a consultant as a recent young
graduate. My encounters and circumstances helped me to understand that I
was wrong and that I could indeed apply for a position as a junior consultant as
soon as I finished my studies.
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What are the main principles behind your professional career?
When I start a project I’m driven to pursue it to the end, whatever area it is in. I
like to leave marks of my passage in a company, even if I only did an internship
there. For me, the fun aspect of life in general and of my career in particular is
important. Active life has a form of theatricality about it. Dressing up in a suit is
first of all a matter of respect for your contacts and their colleagues, but it’s also
a form of disguise. When you have an interview, there is also that playful
aspect. That’s why, when I was head-hunted by recruiters, I always made sure I
played the game right to the end, including in the salary negotiations. That
enabled me to train for the times when I underwent interviews where the
position to be filled was really right up my line.

At what point did you begin to think about leaving your job at IBM?
When I was on my paternity leave in 2011 I did a review of my career. As often
happens, I had opportunities. I was solicited, but inside my heart I didn’t
necessarily feel like continuing as a consultant. Because, as a consulting
company, you can’t do much better than IBM. On the other hand, going into a
company equipped with an ERP to do project management, as the final client,
was of interest to me. I wanted to follow the life of an ERP over the long term,
that is, to go back to the other side of the mirror and work horizontally and not
vertically any more. That’s what I found at Hermès, where I do project
management in several very different fields.

117

What challenges do you set for yourself for your career?
I’ve noted that my professional life has been divided into five-year segments. I
think the five-year horizon is a good goal when you plan for the future,
professionally speaking. When I got to Hermès I changed my profession; I have a
position with more responsibilities, I have to improve in certain areas and I give
myself another five years before I start to ask myself questions about my future
again. I get the feeling that this five-year deadline corresponds to the length of
time it takes to become completely comfortable in your job and to have
explored the matter thoroughly. I’m 31 years old; I’ve been at Hermès for a year
and I still have many things to learn in my new job.

« People who make a lot of demands and get involved in
conflicts make managers run away.»
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With your experience, what would you say are the main characteristics sought
by employers?
The qualities sought by recruiters today are based on skills and know-how, but
not just that. Human qualities are essential. Your state of mind, your wellbeing
and a balanced life are decisive factors. People who make a lot of demands and
get involved in conflicts make managers run away. Good recruiters can detect

from the interview or even the CV which indicators point to the applicant’s
personality. That’s where one’s private life comes in. Mentioning the sports you
play or the associations you’re involved in are objective factors that show you’re
socially open-minded and balanced. It indicates you’re able to get pleasure out
of working and to stand back from the vicissitudes of professional life. It
indicates you’re capable of occupying your mind in other fields.
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I’m originally from the Spanish Basque country. For me, it was clear: going to La
Rochelle Business School would help me get my foot in the door with French
companies. I knew that learning French and getting a diploma would be major
advantages for my professional career. My mother is a teacher and speaks
French quite well, but my father, who’s a businessman, suffered because he
didn’t know foreign languages well enough in his business relations with France,
the UK and Germany, especially. A few years previously they had sent me to
spend three summers in a row to live with an American family near Baltimore. I
was even able to do an internship in a construction company, in the
management department. So I felt comfortable with English. I just had to work
on my French.
So I was part of the first intake into the International Bachelor’s class at La
Rochelle Business School and I got my degree in 1995. Previously I’d done a
seven-month internship in tourism in Clermont-Ferrand. I was employed in the
marketing office of the Métropole Hotel.
I was still in school when Décathlon in La Rochelle
offered me a position as section manager. I went
to work for a year at the La Rochelle office before
leaving for Madrid to open the Decathlon Campus
store in Spain, the company’s main site for the
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whole of Spain. Once in Madrid, I quickly understood that there was no future
for me in a place like that, and I found a new position as marketing manager in
Bordeaux with the European leader in cold chain logistics. After a year, same
causes, same effects, and I was asked to go back to Madrid to develop some
sites for this company, STEF-TFE, in Spain. I thought it was wise to accept the
challenge. This was a position as director of their Spanish subsidiary, which
needed to be developed. After a year I proposed a project that was an excellent
opportunity at the main airport. But the Spanish, who were very busy, showed
little interest in cooperating. We quickly reached an impasse and I couldn’t do
anything. I would go to work in the morning and spend my days with nothing to
do. If there’s a golden rule in my professional choices, that may be it: I have to
be at peace with my conscience. Being paid to do nothing, to sit around waiting,
even though I was paid well, was intolerable. So I decided to leave the company.
I was 28. That was in September 1998.
I had an acquaintance in the European Parliament, a La Rochelle Business School
alumnus, in fact. He told me there was a position open in Brussels. I showed up
for the selection interviews and was hired. I was
going to be an advisor for more than 10 years to two
members of the European Parliament in succession,
both of them from the Spanish Basque country, like
me.
This was a real challenge. Up to the 2004 elections I
was going to be working in the cabinet of the vice
chairman of the Parliamentary Committee on Industry, Energy, Research and
Foreign Trade, and after that for the vice president of the European People’s
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Party group, the largest political group in the European Parliament. The vice
president of this group was also the head of its Spanish delegation. This work
involved dealing with civil liberties, justice and internal affairs. A real challenge,
because I was not a legal expert. At La Rochelle I’d taken courses in European
law, but I was far from being a
specialist.
For the first position, it was my
knowledge of industry and trade
that interested them. For the
second one, that began in 2004,
being a native of the Basque
country, I was driven by a strong
motivation. I was going to try to
contribute to normalising the situation of my native region where the political
context has never been easy, especially since regionalisation in 1978, when the
Spanish Basque country had become an autonomous region. I was outraged by
this deeply unjust situation and I wanted to find was to make Europeans
understand it. Beyond raising awareness, this also meant attracting funds to the
region in favour of more justice. Yes, it was very exciting, and very educational
in professional terms. At that level of responsibility, you can’t afford to make
mistakes. An e-mail going to the wrong recipient could have disastrous
consequences. It required constant vigilance. You also had to be very versatile. I
had learned how to do that at La Rochelle.
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And my other strength, also acquired at La Rochelle, was my experience
of dealing with very different people: beyond the linguistic aspect, you
had to be able to get ideas across to people of different cultures.
This experience taught me to work on the basis of compromise; to look for
consensus in negotiations. Yes, the European Parliament is a great school
learning about consensus. And I was faced with the real concerns of those
countries. I had a
chance to get to the
truth of their
situation.
In 2009 I took a
European competitive
exam in international
relations and got a
position as advisor on European affairs to the Prime Minister of Armenia and
the Armenian Parliament. Since then I’ve been working in Yerevan as part of the
association between the European Union and Armenia. My position here is
more political. It involves supporting the legislative reforms under way that are
intended to integrate Community acquis. I work with the country’s leaders and
contribute to ensuring that relations with the EU are smooth, as part of a very
clear agenda. There are twelve European advisers in Yerevan, including three
principal ones. I’m one of the principal ones. My portfolio concerns
democratisation, human rights and dialogue between the EU and Armenia. I
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advise them on how to approach these various problems and I help them drive
the reform train farther and faster.
I suppose the
values of a Catholic
education
inculcated in me as
a child, today
enable me to share
the values of the
Armenian political
class. It’s the first
country to have
adopted
Christianity as its
official religion. These people have had the values of responsibility, individual
freedom and democracy, which are proper to Christianity, since the fourteenth
century. It’s no accident that the founding fathers of Europe were Christian
democrats. I share these values, as do many countries. In hindsight, I’m
increasingly convinced that they serve me precisely because there’s something
universal in them. Of course, there are other scales of values, but this one is
great for constantly calling yourself into question, every day and for the long
term. In any case, this Catholic culture is a very positive factor in working with
Armenians. The Armenian Apostolics are even closer to Catholicism than the
Orthodox religion.
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My time at La Rochelle was a really great experience. In terms of participating in
campus organisations, I was able to take some initiatives, although officially I
didn’t have any particular title. I was more or less responsible for the Spanish
students in my graduating class. Plus, after I left the school and was working for
Decathlon in La Rochelle, I continued to be involved in welcoming and
integrating Spanish students. During my last year there we organised events,
parties, outings, dinner parties and skiing weekends in the Pyrenees. For current
students, I would underscore the importance of these sideline activities. That
they shouldn’t be
content just with
the excellent
level of training
given but also
should dive into
the readily
available cultural,
social and sports
activities or that
they could
organise themselves. These activities are a great chance to learn about yourself
and others. Students should make an effort to work and go out with students of
all nationalities. What better way to prepare yourself for life and for working in
the borderless world we know today? La Rochelle Business School was a pioneer
in this area, choosing this international dimension back in a time when the
Internet didn’t even exist. In this sense its founders were pioneers.
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Some of the people on the teaching staff also really left their mark on me. Our
professor of finance, for example. At the time he was a consultant for L’Oréal:
this was very instructive for us. The professor of human behaviour was one of
those who really gave me a lot. Not only were his courses fun, but what he
taught us about psychology was often useful to me later on. And finally, the one
who taught advertising and communication taught us some very advanced
methods.

If I had other advice to give to current students, it would be to stay flexible and
always try to explore the opportunities that arise. As far as I’m concerned, one

major principle that has presided over my choices is to be true to myself:
I have to be in peace with my conscience.

« So at La Rochelle I found teaching methods that were close to those
used in the United States, based largely on case studies. It was a far
cry from lecture-type teaching, especially as we were a small class. It
was a great springboard into professional life.»
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Did I ever make any bad decisions? Who can really say, when you follow the
main principles that form you? When I’d just been named director of the
subsidiary of the logistics firm in Spain, La Rochelle Business School group
invited me to join it and I turned down their offer. Was that a good or a bad
decision? Will I ever know? It’s a fact. Since 2011, in addition to my professional
activities, I’ve been a member of the Strategic Council of the La Rochelle
Business School Group. I help them review the group’s international
cooperation programme. I have to say, once again, the group has shown a great
visionary spirit by introducing over the last years the humacité programme:
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students are required to get involved in a solidarity, social or humanitarian
project in struggling countries. In fact the director, inspired by an idea set up in
Mexico at the partner business school, is way ahead of the others. It’s an
excellent idea, because the world is changing and students are, too. In the
1990s we all wanted to become CEOs at Louis Vuitton or Microsoft. But
students’ desires have changed. Today many of them want to work in the field

« the group has shown a great visionary spirit by introducing
over the last years the humacité programme: students are
required to get involved in a solidarity, social or
humanitarian project in struggling countries.»

of international cooperation. On the one hand, it pays fairly well, and on the
other, it meets a real desire to be involved in the development of the less
fortunate countries. And the fields of action are very broad, whether they are
institutional, political, economic or financial. Today’s students are globalisation’s
children.

129

contents

Frédéric CHEREAU

Blending Passion and Method

« What inhibits entrepreneurs is obviously
determining the ideal moment for taking the risk »
Frédéric CHEREAU, ESC Master Management, 1993
Senior Vice President, Angioedema Franchise Lead
Shire HGT
Cambridge, MA. USA
Email Frederic

130

I’ve always been passionate about discovery. The pioneers, my precursors who
made me dream throughout my youth, still drive my views of the future. I was
drawn to the sciences and pursued my studies in that direction so I could find
the right path for me. Prep courses and the university certainly enriched my
intellectual baggage but didn’t completely fulfill my expectations. Today I realise
that my demands were no doubt very high, difficult to satisfy completely.
In my eyes research work in a lab, although essential for the emergence and
implementation of new technologies, was far too compartmentalised. I wanted
to see the results of my efforts up close, to be in contact with the men and
women directly affected by progress. The question was, how can you do
research while remaining close to the ground?
So it seemed to me that bringing together people, projects and financial

resources to drive them − in other words, the managerial and marketing
aspect − would undoubtedly be the best way to contribute towards
progress in line with the ideals and the skills I felt I had. The path that
brought me to La Rochelle Business School may seem random, but there’s
nothing random about it. In fact, I think there are deep roots to our personality
that sometimes are active without our knowing it. They guide us steadily
towards what may seem at times to be luck or bad luck. But that view is a shortsighted one. The far-sightedness of experience shows us instead the outline of
fate that underlies the randomness of life.
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I’d rejected some more exclusive schools because the cities where they were
located did not inspire me very much, and I wasn’t accepted at the famous
Parisian schools; so that left La Rochelle, which admitted me because of my
varied background directly into the second year of the three-year programme.
The very first class enrolled at La Rochelle had not yet graduated from the
school when I entered. Joining an institution that was itself a pioneer was an
idea I liked. Plus, my father had taken over a company in La Rochelle a few years
earlier, so I was sort of coming back to spend time with my family. The future
would show that this motivation was an inspired one, because later I had to
decide to leave my roots behind.

The subjects that form the technical corpus of business schools are still today
the foundation of my skills, enhanced by my work in the field. However, I still
have a very vivid memory of the human resources course taught by Professor
Yves Enrègle. This talented and renowned teacher was able to introduce us to
the wealth and complexity of relations among people, especially in a corporate
setting, using entertaining raw material: the Asterix comic strip. The little
moustachioed Gaul and his plump companion are very famous. But their fame is
due most of all to the hidden talent each of us has to varying degrees for
discerning typical roles in any given social group. In addition, certain unique
aspects of the French character, if you’ll pardon me this stereotype, are
admirably described by the authors. It was because of the groundwork laid by
this course that I understood much later that technology and finance are only
secondary factors in the success of any collective progress. The main ingredient
in any breakthrough lies in the quality of human relationships. And this quality
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depends entirely on each person’s evolution, how they look at life, the goals
they set for themselves and the means they use that determine their talents for
relationships.

« technology and finance are only secondary factors in the success of any
collective progress. The main ingredient in any breakthrough lies in the
quality of human relationships.»

In September 1993, when I left La Rochelle Business School, a major event
occurred. My father had a heart attack just as I was getting in line for a job. I
stayed at my father’s bedside for several weeks, all the while asking my medical
school student friends to help me to understand what was going on. That is
certainly one of my character traits. Without denying the emotional aspect of
this type of event, my way of reacting is to try to define it. Maybe an ordeal is
less painful if you give yourself the means of anticipating it. Is that Hemotech’s
offer of a job seemed so appealing to me? That little firm already had a team of
six marketing reps when I joined it in February 1994. It was the future prospects
of that emerging organisation that immediately motivated me in my first
professional adventure. I took charge of business development in the Paris
region; which then led me to recruit and train two graduates of La Rochelle
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Business School. So I had the double satisfaction of thanking the team at the
school and acquiring two partners whom I knew well.
But there was another very enriching aspect that came out of Hemotech’s main
line of work: the dialysis systems. Dialysis takes several hours and requires
doctors to be present but it leaves them long periods of free time while they’re
on duty. During these times we would discuss the disease and the evolution of
treatment techniques. Although I hadn’t had any medical training, those

discussions interested me a great deal, because promoting a product is easier
when you understand in all its aspects the need it seeks to meet. In addition,
the physical presence of the patients also led to equally enriching contacts.
Doing promotional work in small institutions quickly reveals its limits. That’s
why in August 1999 I became Biosurgery product manager at Genzyme France,
the subsidiary of an American biotech company specialising in the treatment of
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so-called orphan diseases. In these diseases there are very few patients, and
consequently few pharmaceutical labs are interested in them. The French
subsidiary then had thirty-two people, a human scale that suited me perfectly.
You have to bring together considerable resources for the benefit of a
sometimes very limited number of patients, which from a collective standpoint
may seem a real challenge. And that’s the appeal of the job: providing a
response to these seemingly uneconomic demands. After I had been there for a
year, the marketing director allowed me to leave the French team and join the
European division. It was a promotion that ordinarily would have been reserved
for someone who had demonstrated their worth over a longer period of time,
but I probably owe it to the trust of my superiors. For me it was a lucky break
but as I said, it’s not necessarily a random result. Discovering the other
countries in Europe and their cultures was a healthy shock that helped open my
eyes. Not that France is narrow-minded; I’m very attached to my country. Every
cultural environment has deep nuances that are hardly visible at first sight but
that in the long run they become apparent and explain the various kinds of
behaviour and perceptions from one country to another.
Genzyme wanted to set off in a new direction: cell therapy. The appeal of this
technique is that it uses living cells, taken from the patient or a donor, which are
amplified or modified to develop a treatment. In the medical field, the scientific
validation process is a very long one, and sometimes it’s faster to acquire knowhow than to spend time developing it. A Parisian start-up, Myosix, that had
been established at Saint Louis Hospital in Paris based on work done there by
Professor Menasche was doing research in this direction. I was put in charge of
the merger with Myosix.
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As I was a complete novice in the area of mergers and acquisitions, and all the
Genzyme specialists were based in the United States, I took advice from a
Parisian law firm. The blend of public and private interests made the deal
difficult. It required talents as a facilitator that my career up to then had hardly
prepared me for. After a long period of back-and-forth hesitation, but without
giving up, as is my habit, I continued strengthening relations with the scientific
inventors. Although they personally favoured the plan, they lacked the zeal and
conviction to persuade the management team of the value of a collaborative
effort. After a long discussion with one of the doctors during and after a Five
Nations Tournament
rugby match, we
were able to put
together an arsenal
of decisive arguments
and develop a
communications
energy that sealed
the buyout of Myosix
by Genzyme.
Myosix at the time
essentially existed
only on paper and
could not really
flourish and get results except with an injection of staff and funding. I seized the
opportunity to develop the existing institution, but without giving up my job
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with Genzyme. I gathered together some institutional grants, recruited a
researcher and a lab technician and, finally, I financed the creation of a
laboratory. So I ran Myosix from 2002 to 2006, driven by the desire to make all
the research successful. It was during that period that I decided to complete my
education with an MBA from the Institut Européen d’Administration des Affaires
(INSEAD).

In 2005 Genzyme proposed that I move to Boston to pursue, among other
things, the development of cell therapy projects that had come out of Myosix. In
2006 I was appointed vice president and general manager of the cardiovascular
division of Genzyme. Genzyme’s president drew my attention to the need not to
focus solely on R&D programmes involved in a fast-developing nascent division
but also to think about making profits, the P in the abbreviation P&L, quickly. It’s
important to know that a medical research programme can stretch out over six
to eight years from the initiation of the studies until a product goes on the
market. The total investment can reach one to two billion dollars. I managed to
convince the president to invest in a project against familial
hypercholesterolemia, a serious illness that leads to cholesterol rates five to ten
times higher than normal and generates heart attacks in patients from the age
of twenty on. There again, these are illnesses that affect few patients, and for
which the research budgets seem incompatible with the potential market.
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I always heard my father say he regretted not having set up his own company.
What inhibits entrepreneurs is determining the ideal moment for taking the risk.
Several factors may go into that calculation, and one of them is how
comfortable you feel after a few years as an employee. I measured the possible
effects of my subsequent promotions on the erosion of my personal desire to be
an entrepreneur. There is one of the world’s highest concentrations of skills and
opportunities in the biotechnology field in the United States, and especially in
Boston. That concentration ensures that there is an almost palpable
entrepreneurial dynamism there. As an example, 5,800 companies were
founded on the basis of research done at MIT between 2000 and 2006. That
level of activity boosts the entrepreneurial spirit and pushed me to give it my all.

In the summer of 2008, when I joined Pervasis Therapeutics as president and
CEO, the company needed to be refinanced to the tune of fifty million dollars.
Given the levels of investment and the time needed to develop a medicine,
start-ups in the health field need to be regularly refinanced (each time an
intermediate objective is reached). On 15 September Lehman Brothers went

« What inhibits entrepreneurs is determining the ideal moment for
taking the risk. Several factors may go into that calculation, and one of
them is how comfortable you feel after a few years as an employee.»

bankrupt, and it became impossible to raise funds worldwide for months. It was
not until eleven months later that we managed to finalise a financing deal for
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seventeen million dollars and restart the research programmes for the next
three years. In 2011 I began looking for a new form of financing: risk capital, or a
strategic investor, a pharmaceutical company that might be interested in
acquiring part or all of our assets. So I contacted no fewer than fifteen
companies worldwide, finally selling Pervasis to the Regenerative Medicine
division of Shire, a leader in regenerative medicine. After a few months on
sabbatical leave, I accepted an offer by the president of Shire Human Genetic
Therapies (HGT) (with 4,000 employees worldwide and three billion dollars in
2009). Since 26 September 2012 I’ve been senior vice president of the Allergy
and Immunology division of Shire HGT.

My time at La Rochelle Business School was decisive for my career, but
for my life as well, because beyond the basic subjects of finance and
management, I learnt to know myself better.

In a professional career, the way events occur often depends on human
qualities. I’ve always been involved in the school’s activities; I was vice president
of the sailing club and was often involved in organising so-called social projects.
I participated several times in recruitment interviews and for three years I was
chairman of the Alumnae Association and still to this day I am a member of the
school’s Strategic Orientation Council.
La Rochelle has always put into action its human values of solidarity and
openness. The humacité programme, which was recently the subject of
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flattering articles in the press, is one of the school’s outstanding initiatives. It
consists of encouraging students to momentarily interrupt their programme to
get involved in social projects aimed at developing countries. It’s an opportunity
for young people to develop their perception of the world and the role they are
called on to play in it, by revealing to them the great challenges of the future.
The management team at La Rochelle puts special emphasis on ethics, on
personal development and teaching association management. They are key
players, not in commercial economics but in human relations. In the business
world that many graduates of the best schools head for, work is often
associated with a chair, an office and a computer. La Rochelle shows and
teaches its members that this is a very limited vision of reality.

In the United States I’m a member of the board of directors of the FrancoAmerican Chamber of Commerce, and as such I guide and advise managers of
French small and medium sized enterprises who want to set up shop across the
Atlantic. This involvement, as well as my involvement with La Rochelle Business
School, corresponds to my desire to give back to those who gave to me: France,
La Rochelle and, of course, my parents.
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I think students who have a chance to go to La Rochelle Business School have
every chance to make their plans succeed. I’d also like to tell them that basic
studies are obviously a requirement. But they also need to re-examine all their
theoretical knowledge through their own practical and concrete experience. The
skills acquired in school are only partially operational and have to be tested in a
natural setting that is sometimes unsuited to theoretical models.

« In the business world that many graduates of the best
schools head for, work is often associated with a chair, an
office and a computer. La Rochelle shows and teaches its
members that this is a very limited vision of reality.»

The intellectual context in which knowledge is exercised mingles with it and can
either shed light on it or obscure it. Education should not be considered an
passport but rather a foundation of knowledge and it provides points of
reference that are constantly threatened by obsolescence, not just by the world
as it turns round but also by the developing individual. That’s why the MBA from
INSEAD was very advantageous to me. Trained first and foremost by La Rochelle
Business School and then matured through my experience in the field, I was
able to take advantage of that additional training with the necessary
background.
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My experience in Europe and then in the United States exposed me to a
contrast of civilisations that shed light on some of the problems I encountered
in my native country. Attitudes towards a project or an innovation that will
shake up old habits differ markedly on each side of the Atlantic. Americans take
a rather positive view of new things and this pushes them to adopt a rational,
planned approach. Without ignoring the inherent difficulties, they classify them
in an orderly list of tasks to be performed and they are enthusiastic about the
constructive consequences. In France the problems accompanying anything new
immediately take centre stage in the debate. Opinions are very entrenched,
people often get carried away and reconciliation takes a long time and is
sometimes stormy. This is kind of like the Gallic village that Yves Enrègle used as
a case study. Without resorting to a sterile caricature, with so much diversity all
around, I’d nonetheless be inclined to suggest to young graduates that they try
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to bring a little of this wise blend of passion and method that characterises
innovators.

The only reason to look back is to guide your future. Your own and that of the
people who trust us enough to consider our path not as a model but as an
example. Everyone must make a multitude of choices throughout life, and we
have to have the humility to recognise that not all of them are made with a full
knowledge of the facts. Sailors don’t choose the direction of the wind but they
can steer the boat using the wind’s force, regardless of the direction. That’s why
our guides, the people who support us as we take our first steps, are so
important. Because of their kindness, I can look at my actions calmly, without of
course ignoring the inevitable mistakes along the way. And it’s to their memory
that I in turn want to be a guide today. Knowledge and awareness can’t be
taught, but they can be awakened.
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Being part of a strong network of alumni and graduates is an advantage
that no longer gives rise to questions. The Sup de Co La Rochelle Group,
which is one of the newest management schools in France (the first class
graduated in 1991), has given priority to supporting its graduates’
association: Alumni Le Réseau.
There are more than 7,000 alumni of the school worldwide and the first
challenge is to bring them together to participate in events and services,
and shared values, so as to support them in their careers.
With Nathalie Durand-Deshayes, graduate of the class of 1991, as
president, a dynamic board was formed to organise the association in
France and abroad and to encourage the as many graduates as possible to
renew contact with others in their graduating class.
The school and the association jointly work to bring graduates together
and to enhance the group’s visibility and image to the benefit of all.

We thank the graduates who agreed to share their stories and generously
made it possible for us to publish this first edition entitled “Career
Trajectories”.
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Contacts

You can contact us directly

Contact Corporate Relations
Contact Alumni Association
Internship Offers
Job Offers

Download the magazine
Click on the picture
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www.esc-larochelle.fr

This interactive electronic book telling biographical stories from ten La Rochelle
Business School Alumni shows the richness and diversity of our alumni careers
and their attachment to their school.
Far from the usual portraits, these alumni share their personal and professional
stories by telling their joys and their doubts, explaining in a concrete manner
how their studies at La Rochelle helped them to overcome difficulties and
succeed in their careers, and providing useful advice to students based on their
personal experiences.

“A definitely optimistic book to share with managers of small, medium
and large corporations, and with tomorrow’s students…”

You will find this evolubook online:
Version française / English version
Produced by Consultiz SAS. www.evolubook.com

Le Réseau Alumni - www.alumni-supdeco-larochelle.fr
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