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LAURICE RAHME'S NYC PARFUMERIE BY JULIA COSGROVE

PERFUMER LAURICE RAHME hasa new
muse—a metro-muse, to be exact. "My
designer is New York City,” says the
30-year beauty industry veteran and
founder of Bond MNo.9 New York, o
Tuxury pcrfum:r:,:']'h: Big Apple has
served Rahmé well: A year after s
launch, Bond has 83 million in annual
sales, its Manhatan retail stores are
thriving, and it has an exclusive distri-
bution deal with Saks Fifth Avenue,
Rahmeé, who was born and raised
i1 Paris but has called New York home
for 25 years, named her line of 22 per-
fumes for seme of the city's iconic
neighbarhoods, They include Chelsea
Flowers (think peonies, tulips, and
roses), dadison Soirée (sultry, with a
jasmine and gandenia base}, and New
Haarlem (a rich blend of cedarwoad,
bergamot, and patchouli). Bond is
equally targeted in its pricing: The
perfumes cost §193 for 3.3 ounces.
The mistakes of the big perfume
companies—in some cases, Rahmes
ex-employers—helped convince her

she could siececd on ber own, While
working at Cread, sheld been dismayed
by the glut of perfume that found s
way to the gray market. The fragrance
was intended for overseds retailers, but
instead wholesalers dumped it in the
ULS, Now Rahmé sells only to retail-
ers, refusing to deal with wholesalers,
She despises focus groups and wont use
models in  advertise-

after that, and, at the five-year
mark, is looking for net profit
margins of 14%.

So far, Bond has five employ-
ees in its downtown headquarters
and 20 in the field. These include
blenders from Grasse, in the
South of France, where the flow-
ere used to make essential eils
have been grown for generations,

CUSTOMER SAVVY

Rahimé is long on experience, too.
Once a Paris antiques dealer, she
was soon making her mark at
L'Oréal, There she became an
international  training  director,
launching Lancdme products in
22 countries. 'l'l;nl..l.}'. Ralimé 15 on
the board of the Fragrance Foun-
dation, Her peers recently nominated
two Bond perfumes—Chelsea Flow-
ers and West l]-m.ulw.l_v—ﬁ]r presti-
gioias awards,

Rahmé is us savvy about her cus-
tomers as she is about her product, Hler
elegant Manhattan stores feature huge
glass amphoras filled with perfume, tea
bars (once you've picked a perfume for
vour outside, "vou can perfume your
inside,” she says), and libraries so cus-
totnens can sip and read, She employsa
driver 1o sijuire clients around town ina
1962 Austin London taxi customized
with a “perfume bar™—shelves stocked
with scents for prassengers ta try,
What's next for this nlfu::ur:.'

ments, ] have strong

AT A GLAMCE

entreprencur? She'’s tuk-
ing her brand interna-
tional this  fall, to

opinions, and 1 want to
do as I please,” she says,
“If you're in business for

WHO; Launce Rahme,
founder and presden:

Britain, Germany, and
Italy. She may expand

yourself, you can follow AGE: 53 her line to include up to
your instinct.” COMPANY: Bond No.? 50 neighborhoods in
Bond has yet to | NEWYOIK some of the metropolis’

turn a profit, but Rahmé
is hardly in the haole,
She started Bond with
£250,000, raised partly
by selling shares in pre-
vious employers. She
expects to break even
next vear, is hoping for
growth of 5006 per vear

PRODUCT: LLXUMY [rar-
fumes named for Mow
¥ork naiehbarhoods
THE BUZ2: Bond
racked up $3 millonin
| =alesthe firstyear,
and Saks Fifih Avenue
came knocking on
Ratmd's thoor for an
exclusive deal

outer boroughs, As for
other cities, Rahmé
says: “Even  though
we've been asked, most-
ly by the Califarnians,
we still have too much
to do in New York”
Spoken like a loyal New
Yorker, B3
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