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Experienced value creation operating partner for a leading UK mid-market private equity investor. Direct accountability for 90 companies portfolio digital and commercial performance. Driving growth through multichannel expansion, customer acquisition & retention strategies, and new product/service development. 

Digital and commercial growth SME for new investments pipeline, working in partnership with deal teams through the investment lifecycle, from evaluating potential investments to due diligence, value creation planning and execution, and exit readiness. International Digital Marketing Director with brand strategy, customer experience and digital transformation experience.

ESG leadership for a leading mid-market PE investor: developed and executed ESG strategy across all stages of the deal lifecycle. Built strong internal and external capability to support with pre-deal DD, value creation plan execution, ESG performance monitoring and exit readiness. 

	




OPERATING PARTNER, TOP-LINE GROWTH AND ESG – Positive growth ltd, London 2024- Present 

· Providing fractional and interim operating partner support to a range of high-growth, mid to large cap Private Equity backed businesses.
· Lead generation for a leading managed services provider (MSP): developed lead generation engine and built a pipeline of marketing generated leads, with first 2 closed wons within 3 months. Entire review and optimisation of marketing org structure, budget, processes, targets and KPIs. 
· Business development for a leading manufacturer of mobility solutions: reviewed and optimised processes to triple enquiries and double sales conversions within 3 months. Developed and executed GTM strategy to penetrate new B2B verticals. Developed online & offline network of affiliates sales partners.

OPERATING PARTNER, TOP-LINE GROWTH AND ESG - LDC (Lloyds Development Capital), London 2017-2024 

· Value Creation partner: provided support across all stages of the investment lifecycle, from origination to due diligence, opportunity review  and upside quantification, reporting to investment committee, 100day plan, value creation plan execution and exit readiness, for 100+ investment opportunities across retail, services, technology and industrials. 

· Digital transformation for a leading specialist retailer (£40m t.o.): Established 3year transformation plan to drive online sales growth and prepare the business for international expansion. Ecom website replatforming, technology and partner selection, team org design and key hires. In 2022, 100% of top line growth was driven by online sales. UK Digital Growth Awards finalist in 2023.

· Marketing effectiveness for a leading Edtech SaaS provider (£30m t.o): Established KPIs and dashboards to efficiently manage the marketing and sales funnel. Rationalised marketing activities based on ROI. Shift to most profitable digital marketing channels increased ROI while halving total marketing spend (£500k savings) and driving £160k in o/heads savings. 

· Ecommerce growth: developed and executed approach to Marketplace channel development for the LDC portfolio (from £1m/1 business/channel in 2018, to £16m+ / 9businesses and multiple international channels in 2020). Portco CEO: “Violette brought best practice experience to unlock a new Ecommerce marketplace opportunity for our business. Working in partnership with Violette we have created a strong new growth channel.”

· ESG leadership: worked on behalf of leadership team to develop ESG strategy and execution plan across all stages of the investment lifecycle. 
· Pre-deal: Provided guidance to LDC deal teams on both investment specific and sector wide risks/mitigations during ESG Due Diligence.
· Portfolio: partnered with LDC Directors and Portcos management teams to agree and monitor specific and measurable ESG action plans for each investment, including 100 day and Value Creation Plans.
· Performance monitoring: worked with Finance, Analytics and Portfolio teams to define KPIs framework and set-up data collection process as part of ongoing ESG performance monitoring.
· Capability build: developed a strong ESG external partner capability to deliver consistent ESG DD with objective ratings and costed plans to deliver improved ratings during the deal lifecycle. Designed internal operating model and hired internal ESG lead.

· Buy&Build: deal + case support on £30m acquisition of Digital services business. Built and monitored  execution of the integration plan resulting in £1.2m synergies across real estate, agencies consolidation and o/heads savings.

DIGITAL MARKETING DIRECTOR, EUROPE - McDonald’s Corp., London				         2015-2017 	  
· London global Centre of Excellence: In charge of digital marketing and social strategy for the European region.  Stakeholder management:  top 9 European markets (CMO & Digital Heads), global functions (marketing, business & customer insights) and external partners (agency networks and media partners).  

· Global media & comms planning framework:  developed and tested ‘customer centric’ media planning and engagement framework to help markets optimise digital media spend and deliver on both online demand generation and brand objectives. 

· Managed key international initiatives: software deployment and customisation across 14 European markets, UEFA sponsorship campaign (2.5M€ paid social budget), global music strategy and execution lead (vendor agreement, rollout programme and content partnerships), European mobile app relaunch (42 markets).

DIGITAL BUSINESS DIRECTOR (Digital Strategy & Innovation) - FCB Inferno, London	 	         2011-2015

· Digital innovation:  Member of the leadership team driving service innovation across new business, capability building, talent strategy. Set-up content practice (£1M+ first year billings). 

· Campaign execution:  Created and executed multichannel campaigns across online, display, social, mobile, content creation, e-commerce, CRM, point of sale, ATL, Print, OOH.

· Senior stakeholder management  including CMO, Global/ European Heads of Marketing, Head of Digital Marketing and Head of Product.

SENIOR DIGITAL ACCOUNT DIRECTOR (Digital Strategy) - Duke Razorfish, London		         2007-2011
· Senior Account Director:  member of the start-up team establishing a UK presence for a leading French digital agency.

BUSINESS DEVELOPMENT MANAGER (South America) - SPRIM, Buenos Aires	       		         2006-2007
· Growth strategy:  Led sales, business development and account management activities to develop client portfolio for a leading healthcare marketing consultancy.

PROJECT MANAGER (Supply Chain Transformation Project) - SODEXO, Paris	          	         	         2005-2006
· Strategic Project Management: deployed pilot across 50 Hospitals and forecasted €8M savings from efficiencies / process optimisation; presented strategic plan to Executive Board for approval. 

STRATEGY RESEARCH ANALYST (Luxury Retail Group; €10Bn t.o) - Kering Group, Paris 	             (6 months) 2004
BUSINESS DEVELOPMENT – Air France, Paris - Launched Affiliation programmes in EU/US	             (6 months) 2003

	



EDUCATION & PROFESSIONAL DEVELOPMENT
Social value UK: Social Value and SROI practitioner training (2024)
CISL Cambridge institute of Sustainable Leadership: Sustainability Business essentials - 8week intensive course (100hours)  (2022)
BVCA Foundation course in Private Equity (2017)
Marketing leadership programme (WHMU “Hamburger University”) McDonald’s Corp, Chicago, USA (2016)
Master of Business Administration (MBA) - Essec, Paris (2005)

INTERESTS: singing, yoga, sustainability and climatetech, personal development, travelling
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