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aprice, full name Caprice Bourrett,

launched her lingerie firm ‘By

Caprice’ in 2006, she had no busi-

ness experience, no mentors and no exit

strategy should it all go wrong. "I just

jumped in the deep end and hoped for the

best," she says.

What Capr ce d d have was a head for

f gures. She tracked the week y sa es

numbers and was ncred b y react ve, d tch ng

the underform ng nes before they cou d

affect marg ns. Neverthe ess, the startup

entrepreneur had a rough r de.

"There were two seasons where  a most

ost my bus ness," she says. "The f rst t me

was down to ate de ver es.  d dn t rea se

that when you put n an order to your factory,

you have to pay them before the products

even eave Ch na. But  wou dn’t get pa d by

the reta ers t  60 days ater. Then  had a

cance at on w th one co ect on. That eft me

£1m out of pocket."

Now her underwear brand s appear ng n

a stead y ncreas ng number of out ets on the

h gh street and beyond, nc ud ng BHS and

L tt ewoods. She does st  do the odd

mode ng ass gnment but jokes that these

days she s "ma n y the cover g r  on bus ness

magaz nes".

After spend ng a few m nutes ta k ng to her

dur ng a tr p to New York, you very qu ck y

understand that her nger e bus ness, ‘By

Capr ce’, s no van ty project - th s b onde

Ca forn an wants to be up there w th B

Gates and R chard Branson one day.

"  was a very, very, very amb t ous young

g r .  wanted to be governor of Ca forn a or

own a cha n of hote s ke Leona Hems ey. 

want my bus ness to be abso ute y enormous,

as b g as V ctor a s Secret.  want to earn

quadr ons."

But t s not just the prospect of earn ng a

fortune that spurs her on - after a , the

mode ng career has g ven her a very n ce

nest egg.

No, for her, t s a  about "ach evement -

hav ng the goa  and go ng for t".

She says: "When  see my sa es f gures

and they are good, that g ves me such a

buzz. Th s s the most reward ng th ng  have

ever done, probab y because  worked so

hard to ach eve t.  th nk  wou d ke to th nk

that  wou d have been successfu  at anyth ng

 put my m nd to - t s just my nature.  te  the

peop e who work w th me never to come

back and te  me that they can t f nd

someth ng or can t do someth ng. 

That dr ves me nuts. You go and f gure t

out and you make t happen."

Th s k nd of dr ve s a ready mak ng

Capr ce a ot of money. She s proud that she

has no equ ty partners and no outstand ng

bank oans. Th s does not mean she has not

suffered setbacks n the past coup e of years.

The bus ness was bad y h t by the

recess on. "  had to cut product on by ha f, 

cou dn t expand and  a so had prob ems w th

the exchange rate.  d dn t know much about

forwards  and hedg ng , but  had to f nd out

fast.  ost a ot of money, but when you get

knocked down you get back up. We ve been

through the worst downturn  ever see n my

fe and m n prof t."

Dur ng the forty f ve m nutes  spent ta k ng

to Capr ce she constant y had an eye on what

the exchange rates were do ng. She has a

broker who hand es the actua  transact ons

for her, but when you are pay ng near y a  of

your supp ers n US Do ars and se ng most

of your goods n e ther ster ng or euro’s t s

abso ute y cruc a  to make sure you buy and

se  the currenc es at the r ght t me as just a

few cents d fference can mean tens of

thousands.

These days Capr ce s very much n the

bus ness of arb trage. " ve done some

forward buy ng," she says. "When t s your

money on the ne, you earn new th ngs fast."

One of her greatest cha enges had

noth ng to do w th the recess on and

everyth ng to do w th peop e s percept on of

her as just a b onde mode . "  had a rea y

hard t me w th that," she says. "Some peop e

wou d refuse to arrange meet ngs w th me

because they thought  wou dn t be around n

a year. They thought th s was just a tt e stunt

 was do ng. ve had to work rea y hard to

ga n my cred b ty."

These days she s not qu te so worr ed

about how the men n su ts re ate to her.

"Babe,  have the f gures on paper. They can

say what they want because the f gures say 

am a success story."

’ve chosen a very buoyant demograph c.

By Capr ce nger e s a med at the m dd e

market: " t’s not La Per a or My a," says

Capr ce. "A By Capr ce bra s £22; that s not

go ng to break the bank."

Turnover th s year w  h t c rca £4m, and

Capr ce s pred ct ng phenomena  growth

next year and the ast few month have seen a

huge jump n sa es.

"But ve had a ot of s eep ess n ghts," she

adm ts. "You shou d see my na s.  don’t

have any."

t s a so obv ous after a few m nutes that

Capr ce pr des herse f n know ng every s ng e

aspect of the bus ness. She makes ever

dec s on at the des gn stage, s ‘abso ute y

nvo ved’ n the packag ng des gn and for her

customer serv ce s abso ute y essent a  so f

you send an ema  to her company she w

read t and a so no mater wh ch of her team

m ght send out an ema  she w  have read t.

“  read every ema  that comes n and goes

out – t’s got my name on t, why wou dn’t ’ 

 spend a ot of t me n Amer ca, New York

n part cu ar, and  don’t know f Capr ce’s

att tude and dr ve s just part of that Amer can

sp r t, but one th ng  can say for sure s that

she s abso ute y not a b onde a r-head mode

who s just a name beh nd a brand.

Th s second career for the forty someth ng

mode  from LA s one that she s determ ned

to reach the top w th just ke her f rst and you

just know she w .

It isn’t often that we interview an entrepreneur so globally famous that they are known by

just their first name, but today Caprice talks to Paul Jones about what it is really like

moving from the catwalk to the boardroom and why she makes every single decision

herself in her business. 

C

“I read every email that

comes in and goes out

– it’s got my name on it,

why wouldn’t I’ 

“When I see my sales figures and they
are good, that gives me such a buzz. 

This is the most rewarding thing I have
ever done”

BM


