BUSINESS

BUSINESS PROFILE

Farouk Shami

By SAMANTHA DAVIS

Sun Intern

After hearing numerous sto-
ries from his father, who had
lived in New York for several
years, Farouk Shami, Northwest
Houston entrepreneur and
business owner, knew he wanted
10 come to Americi,

“My dad came 1o the United
States in the 1920%. He lived in
New York and married an
American lady. T have an Amer-
ican brother as well, so we had
roots in America. We were also
educated in American schools
taught by Ametican teachers,

ys my dream was to come
to America, so coming here was
a dream; now ik reality,”

Shami's teket to 2 new life
was a scholarship to the Univer-
sity of Arkansas, where he

lanned to follow in his father’s
tsteps by becoming an En-
glish teacher. Those plins
changed once he was intro-
duced 1o the world of cosmetol-
ogy and took a job as a hair-
dresser,

I was a student and at first,
1o support and pay for my -
ition, 1 was working as a waiter.
I thought that being a hairdress-
er was a better job than a waiter
and it paid well. I was a teacher
and I didn't think teachers got
paid enough. 1 really thought
that it would be just 4 stepping
stone to pay for my college, but
the job grew on me. | started it
and | thought it was just mare
artistic. It was the people, it was
everything about it I fell in love
with the profession and I'vg
been in it since 1966 and | love
it maore T

Unfortunately, Shami's family
did not share his love for cosme-

tology.

?'Kjly family’s opinion of my
decision wasn't a pléasant one.
They thought the beauty busi-
ness wasn't for me. They

thoughr it was for drop-outs, for

ple wha can't find another
job, and they thoughr it was not
for men. So | had a lot of resent-
ment from the beginning, Then
they saw my success when | be-
came a manufacturer; and they
believed that following my pas-
sion was the righe thing o do”

Shami currently owns and
operares Farouk Systems, Incor-
porared, one the most profitable
companies in the beaury busi-
ness. He resides in Houston,
Texas, due to his love of western
culture.

“I heard so many stories from
my father in New York. | was
used o seeing western movics,
% | expected America to be like
that and thar’s why | wanted 1o
come to the south. | though it
was all cowbays. Since I grew on
a farm myself, | thoughe | would
just fit right in, so here I am in
Texas. It way a dream.... and
now it’s realiry.”

HIS BUSINESS

In 1972, Farouk Shami's
business began in Lafayeree,
Louisiana, where he opened his
first salon, Le Salon Farouk.

“I started in it slowly and
there were lots of challenges like
xdﬁng else. | was like a small

in a big pond with lots of
sharks and barracudas and 1 had
0 navigare 1o safety and not give
up on.my mission and my pas-
sion”

After finding success in
Louisiana, Shami decided it was

Tme W moye.

“I felt I had reached my goal
and peak. 1 did the hair of most
important people in Louistana,
and I thought Houston would
be a bigger city and a bigger op-
portunity and that’s when |

‘educational
new life”

I came to America on April 1,
1965 - with 71 dollars in my pock-
et - as a student looking for
opportunities and a

moved 1o Texas"

FACING CHALLENGES

Shami opened Salon Farouk
on FM 1960 in 1978, bu faced
some major challenges after
learning about his allergic reac-
tlon o ammonia, the main in-
gredient in hair color.

"1 was heare broken ar the be-
ginniug. It gor warse when |
talked to manufacturers and
they said, “There is no way you
can do hair color without am-
monia. You ate going to have to
give up your profession.” So It
was heart-breaking, but impos-
sible was not in my dictionary. 1
really thought of nature, how
the sun lightens hair and colors
hair without chemicals, A:i Hitst,
I was really investigating doing
it with lasers, with noujtganlal:lt
and 1 ended up with organic
chemicals following the law of
e,

Shami introduced his new
line of ammonia-free hair care
when he started Farouk Systems
in 1986 and reccived a patent
for his product. Shami's inven-
tion shocked many, so he set out
to show consumers his new
product. i

“lr was difficule getting start-
ed with the ammonia free hair
color because it was not the
norm and people did not believe
it They started the rumor thar it
would not work without am-
monia; it was impossible. So |
had to do It in practice. | had 1o
get up on stage and show them.
In facy, they said, “Well, if that
works so fast and so quick, it
might be dangerous.’ So | sart-
ed cating my color on stage 10
show people that you can work
with onganic herbs and develop

systems that are safe wo the hu-
man body.”

Shami’s success grew as lie in-
vented the CHI ceramic flar
iton, the Biosilk and SunGlic
hair care lines, and received sev-
eral more patents.

FAROUK SYSTEMS

Acco o Shami, Farouk
Systems is built on teamwork
and dedication.

"1 run it very, very democrat-
ic. 'm a team builder. | haye
teamms and we don't micro-man-
age. We encourage indepen-
dence bur also eamwork. We
call it tight and loose, Loose 1o
be creative and tight to be a
e member. That's how we
un our business.”

A very successful business-
man, hairdresser, and leader,
Farouk Shani arributes his suc-
cess (o one thing — his hard
work

“Just geating up is motivating
for me, coming to work is moi-
vating, secing ﬁ\c success of this
business is moti I'm mo-
rivated everyday. My hard work,
focus and determinanion have
led me w success, and my suc-
cess keeps me going. The more
successful T am, the more suc-
cesstul | wanr o be

BUSINESS IN NORTHWEST
HOUSTON

Farouk Systems Inc., has cre-
ated thousands of jobs for
Ameticam, especially those in
the Houston ares. Shami be-
fieves dhat thie key o improving
business in Northwest Houston
and America iself is the innova-
tion and creation of jobs,

“Business is there (in Norch-
west Houston), and it’s for the




