ME & MY BUSINESS

Havmg made the transition from model to businesswoman,

ret now finances, designs, models and markets her own

lmgene brand But it hasn't been plain sailing, as she reveals

It warked very well! It was 3 straightforward
licence deal in which | gave my name to 3
lingerie range that they sold. Every week Id
get the sales figures and | started to see
how rich | was making them. | wanted to
be that rich, 50 | explored the possibility of
buying back the licence and starting up an
my own, which is exactly what | did in
2006 with my By Caprice range.

[ have any business experien
1 learned a lot from Debenhams. They
helped me understand margins, the
technical side, brand development and
design. And more than anything,
Debenhars helped me find my target
market. Half the battle in bullding a
brand is to know who you are selling to.
Thraugh warking with them for a number
of seasons, | found out exactly what my
customers liked, and who they are.

Nebody. And if | had the chance to start
again, | would have hired really great
people with experience in the underwear
Industry straight off. | carit tell you how
much difference it made to my business
when | finally did build a great team
of people around me. Even if it means
paying a bit more to get someane.
experienced, its worth daing.

| was very naive at the start and kind
of jumped in atthe deep end, especially in
terms of the finances. | mean. | made some
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serious mistakes with cash flow, Luckily |
had a lot of liguidity from my modelling
days to fall back on when | messed up,
because that cost me a lot of maney! The
important thing is that if you do make
mistakes, make Sure you never repeat
them. Onie major mistake | made was

to design what Caprice likes and not what
Caprice’s customers like. It was my ego and
it was stupidity, because the sell-through
wasnit that good. | also allowed somebody
else to design the it of my range and they
were negligent. It wasn't their fault, it was
mine. | shauld have done the job myself
|'had 3 big client back out because the fit
was bad, 50 that was a ot of money dawn
the tubes. But it was my own fault

The only time | borrawed money from the
bank was when | had a job back-to-back
1buy the products and | dant get paid

by my client for 60-90 days after. At one
point | had to pay aut £1.5m for stock and
it hutts the cash flow when you'e drawing
on that kind of money. So | barrowed from
the bank, got paid by my client and paid
back the bank immediately.

My name is ane major advantage. | had to
pay fora publicist but apart from that | had
a free market and | took advantage. But you
have to have 3 good product, othenvwise
forget it Youll be in and out within a year

1t was a steep learning cu
Defmmy The Iaun:h of mn rangp was
guite extensive and then it made a bit of
adip because | made my mistakes with
design. | came back with a vengeance, but
then got hit with the recession like
everyone else. It was pretty scary.

How did th t you
The exchange rate was a big hit. | didnt
do any forward buying or any hedging —

1 buy in dollars and primarily get paid in
sterling. It was a massive, massive loss ~
around £1.4m. Then everyone started
halving their arders and so | had a lot

of extra stock. Retailers wanted more
discounts and much longer payment
terms: | took a major it

the busi
I refged everything, Masing forvard

1 leamt to buy currency more effectively.

1 also started being safer with the amount.
of stock | purchased and | cut business
expenses in half — posting things instead of
sending people outin cars to deliver — that
all adds up. | also upped the ante with my
product which involved cutting my margins
in halt | negotiated a lot harder on my
future stock, went to different factories to
get better cost prices and better guality
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and also cut out the middleman company
that previously facilitated all my orders,
and put that extra margin back into the
product. And here we are today.

Yes, quite a few times. | was preparing

in my head ta lose it al. But I a fighter,
I'm my mams child. | get back up. You're \
gonna have to kill me before | go down. A

So, yeah, I'm definitely a survivor.

Oh my goodness, yes! And thank God,
berause we'e starting to make money,
real money, apain. The business is
efficient now. And 1ve got the most
incredible team working with me, which
is why | think we have a success story.

No chance! ' going everywhere now:

Tm mare than ready to expand. Weve done
abig push in Ireland because [ve got a TV
show out there. Its a very small tenitory but
its got lots of patential. America s next on
my agenda, and | want to get inta Germany
in abig, big way.

starting 2
| believe famjone has adream they sroud
o for it, but they have to realise it doesnt
come easy, especially today. Before you

da anything leam everything you can
about the business, absalutely.
everything, and donit get greedy.
You've got to have a really good
product because peaple arent
compulsive buyers any more

They want quality and if they dont
get it theyre nat going to buy.

s a different market today.

You better believe | would!
Absolutely, its my passion, | love

it. It took quite a few years to gain
credibility — people stereotyped me
when | started out and sajd I'd be in
and out in five minutes, but they were
50 wiong. Im quite proud of mysei

www bycapricelingerie.com
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