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Perfume Movement 
The Perfume Movement is a Dubai-born, AI 
& robotics fragrance company creating hyper 
personalised  perfume  in  partnership  with 
DSM-Firmenich.

www.theperfumemovement.com

Key Takeaways 
Emotion is a strategic advantage 
The  most  endur ing  make  people  fee l 
something.  Emotion  should  be  the  starting 
point, not the finishing touch.

Confidence  is  built  through  action,  not 
permission 
Access isn’t granted; it’s created. Showing up, 
even  without  an  inv i tat ion ,  sharpens 
resilience, storytelling, and self-belief.

Charisma is a learnable skill 
Presence,  confidence,  and  influence  are 
muscles  developed  through  repetition, 
rejection, and real-world exposure.

Traction Attracts Capital 
Vision  alone  isn’t  enough.  Early  evidence 
users,  partners,  data,  and  advocacy  creates 
belief before funding arrives.

Grit opens doors; data keeps them open 
Persistence  initiates  momentum,  but  proof 
sustains  it.  Creativity  turns  early  wins  into 
long-term enterprise value.

Pe rs e v e r a n c e  i s  a  s t r a t e g y,  n o t  a 
personality trait 
Entrepreneurship  rewards  those  who  keep 
showing  up  through  uncertainty,  discomfort, 
and failure.

Progress is rarely linear 
Success  comes  f rom  endurance  and 
adaptability, not flawless execution or perfect 
timing.
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Meet Paul Houlsby 
Welcome  to  this  week’s  edition  of  The  Power 
Gradient. In this issue, we’re proud to share the story 
of Paul Houlsby a founder, brand builder, and creative 
strategist  whose  career  spans  from  global  beauty, 
fragrance, and entrepreneurship. Paul’s journey hasn’t 
been  defined  by  a  single  breakthrough,  but  by 
consistently showing up, leaning into discomfort, and 
creating momentum where none seemed to exist. His 
story  is  a  powerful  reminder  that  success  is  rarely 
linear, and that access, confidence, and opportunity are 
skills that can be learned, built, and strengthened over 
time. Paul’s work sits at the intersection of creativity 
and  commerciality.  Whether  building  global  brands, 
launching  new  ventures,  or  navigating  early-stage 
uncertainty,  his  approach  has  remained  consistent: 
lead with belief, act with intention, and build evidence 
through  action.  It’s  a  mindset  forged  long  before 
boardrooms and balance sheets and one that continues 
to shape how he builds today.

Connect with Paul Houlsby:
h t t p s : / / w w w. l i n ke d i n . co m / i n / p a u l -h o u l s b y ?
utm_source=share&utm_campaign=share_via&utm_co
ntent=profile&utm_medium=ios_app

http://www.theperfumemovement.com
https://www.linkedin.com/in/paul-houlsby?utm_source=share&utm_campaign=share_via&utm_content=profile&utm_medium=ios_app
https://www.linkedin.com/in/paul-houlsby?utm_source=share&utm_campaign=share_via&utm_content=profile&utm_medium=ios_app
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Lean into Emotions 
Long before Paul managed global portfolios, he understood something many brands still struggle to 
articulate: emotion is not abstract, it’s strategic. One of his earliest memories is the scent of his 
mother’s  Estée  Lauder  Youth  Dew.  That  warm,  amber  fragrance  carried  meaning  far  beyond 
perfume;  it  became a  time machine,  capable  of  transporting  him across  moments,  places,  and 
feelings in an instant. Even as a child, he recognised that identity, memory, and emotion could live 
in something invisible yet unforgettable.  Early insight later transformed into foundations to his 
career in beauty and fragrance, beginning with his first role as a Brand Manager at Estée Lauder. 
Inside one of the world’s most iconic beauty houses, Paul saw firsthand that a brands longevity was  
determined by it’s ability to make people feel something. Emotion wasn’t a layer added at the end of 
the process; it was the starting point. This philosophy now underpins everything he creates: brands 
are built not just to be used, but to be remembered.

Enter Unannounced  
Before  global  roles  and  leadership  positions, 
Paul learned one of his most defining lessons 
on  the  streets  of  Mayfair.  As  a  student  in 
London,  he  spent  his  days  walking  between 
luxury offices and private members’ clubs with 
a  bag  of  high-end  shirt  samples,  cold-calling 
spaces where he had no formal invitation and 
no guarantee of entry. He wasn’t on the guest 
list  he  simply  acted  as  though  he  belonged. 
Some doors closed immediately. Others opened 
unexpected l y.  But  e ver y  conversat ion 
sharpened  his  confidence,  storytelling  ability, 
and resilience. He learned how to read a room 
quickly, how to articulate value in seconds, and 
how to recover without hesitation when faced 
with rejection. Over time, he discovered that 
charisma isn’t innate it’s a muscle strengthened 
through repetition. That period taught him a 
fundamental truth that has remained with him 
throughout  his  career:  doors  don’t  open  for 
you, you learn how to open them yourself.

Grit & Data 
As  his  career  progressed  including  his  time  at 
Maesa and later in launching his own ventures that 
early lesson evolved into a more complex reality: 
vision  alone  doesn’t  manifest  belief.  Evidence 
does!  Like  many  founders,  he  encountered  the 
classic  capital  traction  paradox.  Investors  want 
proof  of  demand,  but  proof  often  requires 
resources .  Rather  than  wait ing  for  ideal 
conditions, Paul focused on building traction first, 
by validating demand early, securing partnerships, 
converting  early  adopters  into  advocates,  and 
demonstrating real market appetite with data. The 
earliest  investors  weren’t  institutions;  they  were 
individuals  willing  to  believe  before  certainty 
existed.  These  fragile  moments  defined  by  cold 
outreach ,  long  conversat ions ,  re ject ion , 
experimentation, and incremental progress. They 
demonstrated grit opens doors,  data keeps them 
open,  and creativity  transforms momentum into 
enterprise value.

Perseverance as a Strategy 
Looking back, Paul wouldn’t rewrite the lean beginnings or the uncertainty that marked the early 
chapters of his journey. Those periods built speed, adaptability, and resilience qualities no funding 
round can buy. They also sharpened his understanding of what entrepreneurship truly demands: not 
just vision, but endurance. His message to aspiring entrepreneurs is both honest and empowering. 
Keep showing  up.  Give  your  work a  voice.  Step  forward  even when it  feels  uncomfortable  or 
premature, because the most unlikely conversation can become the breakthrough. You will fall. You 
will misjudge. You will face silence and rejection. But success isn’t the absence of failure it’s the 
discipline to rise again, stronger, clearer, and more certain of your direction.
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