
 

 

CYNTHIA WYNN 
 
Retail & Service  Corporate & Franchise Management  Consulting & In-House Environments 

 

 

 

EXECUTIVE SUMMARY Hair Care  Skin Care  Cosmetics 
 

Certified, bottom-line driven Vice President & COO with 25+ year blend of management and expansion experience 

ranging from value-oriented settings to high-end full-service chain salons. Experience includes growing chain from six 

to 900 salons, taking a company public, generating annual revenues up to $30 MM, and management of up to 650 

employees across multiple states.  
 

Innovative and insightful expertise developing and training franchise owners, mid-level corporate managers, and every 

level of retail staff. Able to respond to swift change while building effective staff recruitment  and retention strategies, 

client loyalty, ROI, and product quality. Committed to delivering sustainable objectives that meet goals and create 

lasting impact. 

 

CAREER HIGHLIGHTS 
 

Growth & Expansion 
 

Part of original team appointed to grow Company Name chain from six to 900 salons nationwide. Ancillary 

operations participation during move to NASDAQ. Built Company Name into national chain, from concept to 70 

salons and over $21 MM within six years. 
 

Conferences & Tradeshows  
 

Active presenter at franchising and management conventions on topics including “How to Build Your Chair as a 

Business” and “Appreciating Your Biggest Resource.” 
 

Operations & Procedures 
 

Establishment of long-standing client service operating procedures and product standards. 
 

Personnel / Staffing 
 

Record of promoting at least 75% of all direct reports to higher level career positions. Established national 

incentive-based styling competition, now in its 20
th
 year. 

 

EXPERIENCE 
 

COMPANY NAME (headquarters)……………………………………………………………………San Francisco, CA 
 

An upscale, mid-priced, 34-salon division of XYZ Companies. 
 

Vice President & Chief Operating Officer (2004–present) 
 

Recruited to build store chain from family-owned business. Manage 650 direct and indirect staff at 38 upscale 

salons across three U.S. states, overseeing budget totaling $12 MM and annual revenues of $35 MM. Lead 

aggressive growth plan to open 10 new salons annually over five years for 30-year founder-run company, while 

redefining infrastructure and streamlining client experience. Report to Founder & President. 
 

- Led development and launch of client experience and sales program training, increasing Average Client Sale 

(ACS) by $1.15 – from $52 FY06 to $53.15 FY07.  
 

- Opened 13 salons to date in CA, OR, and NV. Leading efforts to transition organic growth to strategic 

growth. Salon growth is meeting or exceeding 2007 plan.  
 

- Launched new marketing package to target and measure client response. Self-imposed mystery shopper 

results, presently running at 90% average.        
 

- Established operating standards across District and Salon levels, creating consistent messaging and client 

experience, and baseline to measure future success. 
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COMPANY NAME…………………………………………………………………………………………Houston, TX 
 

A privately-held company, Company Name is the nation’s largest children’s hair care chain.  
 

Vice President, Strategy & Operations (1998–2004) 
 

Recruited into equity opportunity as one of three senior executives charged with growing and overseeing 

operations for 75 stores across five states, generating annual revenues up to $21 MM. Managed $10 MM budget 

and 570 personnel. Comprehensive salon concept development, strategic planning and operating procedures. 

Reported to CEO, with direct accountabilities to the Board of Directors. 
 

- Opened 70 salons in six states: California, Oregon, Nevada, Arizona, Texas, and New Mexico.  
 

- Built and trained team of 10 district leaders. 
 

- Led development of all hard- and soft-skills trainings for salon managers. 

 
MANAGEMENT CONSULTING SERVICES………………………………………..…………………Los Angeles, CA 
 

Communication, management, and mediation services.  
 

Consultant (1997–1998) 
 

Founding business and human resources consultant, serving clients including L.A.’s Chief Assistant District 

Attorney, University of California Los Angeles (UCLA) Division of Adolescent Medicine, Southern California 

Hospice Care, and Salons, Inc. of Dallas, Texas. 
 

- Organizational / one-on-one communication and productivity coaching. – UCLA  
 

- Recruiting, management, and franchisee training. – Hospice Care, Southern California 
 

- Start up operations, staffing, and policies and procedures development. – Salons, Inc. 

 
COMPANY NAME (Acquired by Company B in 1996)………………………………………………...Los Angeles, CA 
 

“America’s premier salon for haircuts and styling products at an affordable price for men, women and children.” 
 

Promoted across 17 years of rapid growth, including Company C acquisition. Led operations through dynamic 

change, finessing challenges between corporate-owned and franchisee-owned stores. Took company public, 1994. 
 

Western Regional Market Director (1995–1997) 
 

Market analysis for and liaison to 250 stores, representing 2,500 employees in the Western U.S. Evaluated store 

operations; conducted competitor growth analysis, and assessed new location viabilities. Managed 10 corporate 

stores, 3 direct reports, and 50 indirect reports. Reported to VP of Western Region. 
 

- Directed 80 franchisees, developing comprehensive management, marketing, and recruiting programs. 
 

- Designed and conducted manager / executive trainings. 
 

Operations Director (1989–1995) 
 

Directed operations and marketing of 70 corporate-owned Company Name Stores in eight states with revenues 

totaling $23 MM. Managed 10 direct and 700 indirect reports. Reported to VP of Corporate-Owned Salons. 
 

- Led average volume increase of 5% annually. 
 

- Managed / developed eight GMs, responsible for day-to-day operations of more than 700 staff. 
 

- Successfully responded via negotiated agreement to attempted union penetration in three stores. 
 

- Orchestrated store launches in new and existing markets including site evaluation, approval, and staffing. 
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EARLY CAREER  
 

Early career as regional training director, field educator, salon manager, and stylist at Company Name during period of 

infrastructure re-building. Includes two years as Regional Account Executive with Company Name, Southern 

California, helping grown skin care and cosmetics presence at 26 salons reaching regionally from Santa Barbara and 

San Diego, CA to Las Vegas, NV. Accounts included Macy’s, Neiman Marcus, Saks 5
th
 Avenue, Emporium, and 

Weinstocks. 

 
PROFILE 
 

Professional Affiliations & Community Volunteerism 
 

California Professional Women’s Networking  

Association, 2000–2005 
 

Spirit in Business Association, 2000–2002 
 

Visiting Nurses and Hospice of Los Angeles, 1994–1996 

 
Training & Certification 
 

Harvard School of Business 
 

¶ Achieving Breakthrough Service, 1990 
 

Company Name Developed and/or Sponsored Certifications, 1984–1992 (certification and in-house delivery) 
 

¶ Management Operations Training; Revolutions in Results; Strategic Management Training; Financial 

Planning; Corporate Budgeting; Strategic Planning 
 

Paul Mitchell Certified Associate Training Program, 1986 

California State Cosmetologist, 1977 (current) 

Awards 
 

Ten Year Recognition award, acknowledging 

creation and development of [Name] 

program 
 

              Awarded 1996, still integral to     
                recognition programming 
 

Award for highest division increases in a 

corporate store, 1993 

 

 


