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Ada Polla concocted Alchimie Forever, an Arlington-based distributor of Swiss skin-care products, while still a student in Georgetown University's MBA program.

Textbook startups

In an ever-accelerating business world, ambitious students
launch their first companies before leaving the classroom

ome students go back to school to escape the
harsh realities of the world. Ada Polla found
that higher education gave her just the lever-
age she needed to tackle them.

The recent graduate of Georgetown University’s
McDonough School of Business started Alchimie
Forever in May 2003, while still in school. The
independent company markets and distributes in
the United States skin-care products developed by
her parents, who live in Geneva. Rich in natural
antioxidants, the products are sold to dermatolo-
gists and plastic surgeons at an average cost of
about $60 a bottle.

BY MELISSA SULLIVAN, CONTRIBUTING WRITER

Even when double majoring in art history and
political science at Harvard University, Polla, 26,
knew she wanted to run her own business. After
graduation and a few years of practical experience,
she thought she might better fulfill her entrepre-
neurial dream while in school.

She is not alone. Pressured by a competitive mar-
ketplace or driven by their own restless ambition or
both, more students are drawing on the resources
and support available in business school to launch
enterprises before ever receiving a diploma.

In the Washington area alone, students have
started businesses in an array of industries including

biotechnology, construction, event planning and
pest control.

In starting her business (www.alchimie-forev
er.com), the university setting provided an opportu-
nity “to be able to take advantage of those resources
in a way that was as advantageous as possible,”
Polla says. “I didn't have to pay anything other than
my tuition.”

She spent her first semester at Georgetown
developing her plan. Polla plunked down her life’s
savings, got a business loan and incorporated her
company out of her home in Arlington.

“Tt was like, why wait?” Polla says.  [CONTINUES]
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Danny Markstein, managing director
of The Strategyst Group, says it took him
and his partners about two months to
write their plan. He started his D.C.-

the flexibility he needed to pursue his
degree. Winkler was able to work at his
consulting company during the day and
take classes in the evening.

“I've invested so much of my money
and so much of time, should it fail, it
would suck,” Polla says. “T know life goes
on, but it really would suck.”
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