
“SometimeS it’s 
good not to be 

trained, because you 
don’t know 
what you can’t 
do, so you juSt 

do it.”

It’s well after 9pm before Fleur gets time to talk 
to us. “I take my hat off to any working mum. It ain’t easy.” 
Word to that.  

It’s fascinating to learn that even though she is a world-
respected fashion designer, Fleur Wood admits she’s not 
formally trained or qualified, and says she fell into being a 
fashion designer. But don’t mistake her for being as whimsical as 
her creations, she’s smart as a whip and works around the clock 
to be a successful global entrepreneur. 

After leaving school, Fleur had a mixed and varied career, 
including working as a retail assistant at Jigsaw, as a visual 
merchandiser and in public relations. “I just didn’t know what I 
wanted to do in life. I was always interested in running my own 
business; in fact one of my favourite games to play as a kid involved 
starting up a business. But I had very little business experience. 
So I decided to go travelling, to find my 
calling.” At 23, somewhat disillusioned, 
Fleur packed her bags for a two year 
sabbatical to India, where she volunteered 
for the Tibetan exile government. That led 
to a job with a company who employed 
Tibetan refugees, using their traditional arts 
and crafts to make contemporary products.  
It was here that the lightbulb went on. 
Fuelling her love of fabrics and design, 
when she returned to Australia, Fleur used 
the contacts she had made in India to start 
importing textiles. She used the AU$10,000 
she had received from an inheritance and 
worked out of her father’s garage. “It was cramped and difficult, 
but I stuck it out to raise enough money to move into a bigger 
space, my own space.” 

After nine months, her business was making enough revenue 
to move into a warehouse. “I worked really, really hard. I started 
making sales two weeks after I had set up my business and I did 
this by using every single contact I had in the fashion industry. 
Nourishing relationships is key in this business. In any business”. 

Then, after two years of importing fabric and textiles, Fleur 
invested the money she had earned to launch her own label. 
Her collection was small, just four slips in four colours and a 
few cushions. For three years, she sold them every weekend at 
the Balmain and Bondi markets in Sydney until she had enough 
capital to open her first store in Paddington in 2003. “It was 
wonderfully exciting. Like a life-long dream come true.” 

Fleur admits she made a lot of mistakes along the way. “I don’t 
think I really ever had one big f@#k it moment, more like a 
series of lots of little ones. I would set a timeframe and say to 
myself if such and such wasn’t resolved by such and such time 
I would quit. But somehow, things would always be resolved by 
my deadline.”

 STYLE MAKERS

SUPPORT SYSTEMS
Fleur credits great advice from others for keeping her on track. 
“I have been very lucky meeting wonderful people throughout 
my career and have always been amazed at how generous people 
are. Reach out for advice when you need it. I bring consultants 
in regularly, even now.” 

And it was through networking and good advice that Fleur 
found herself in the right place at the right time. “Early in my 
career, a mutual friend introduced me to the multi-brand US 
retailer Anthropologie, and we hit it off. They become one of 
my very first wholesale accounts.” Fleur still designs a range for 
them under the moniker Lil. It was her decision to design under 
this brand name as the price points were different - lower than 
her eponymous label.  “They had 30 stores when I joined forces 
with them 11 years ago, and now they have over 150 stores. It is 
a very substantial part of my business.” 

Another large part of her business is her collaboration with 
Australian department store Myer. Her main Fleur Wood 
collection is sold here, as well as an in-house designed line called 
Fleurette by Fleur Wood. She explains that this diffusion line 
accesses a new customer, someone who is perhaps not a regular 
fashion buyer, but wants a designer piece.  “It’s doing awesomely 
well. It’s a beautiful line with a fantastic price point.”

As well as her US accounts and Myer collaboration, Fleur 
has three stand-alone retail stores around Australia, “We have 
the retail stores, we sell online, sell wholesale to department 
stores, boutiques and have 
the international business.” 
Managing such a large 
base requires supreme 
organisation. “One of 
the greatest pieces of 
advice I have received is if 
you’re failing… fail fast. If 
something isn’t going right, 
take action quickly. And, also knowing when to expand and when 
to pull back. Sometimes I don’t always get that right.” 

One business strategy she did get right was implementing 
new systems and technologies. “One of the key things we did 
was introduce a fully integrated computer system – it allowed 
all departments to co-ordinate with each other and eradicated 
costing mistakes.”

“I’ve always tried 
to keep true to 
the integrity of 

my brand”.

A POcKETfUL Of dREAMS
Fleur beams with pride and readily admits her 
greatest success is her marriage. “Nick is my 
rock, and without him I wouldn’t be able to do all 
the things I do, or feel as happy as I am.” And it 
is for her husband, Nick Bryant, a BBC journalist 
who has been posted to the United Nations in 
New York, that Fleur, and their two children, 
are packing up and moving to the city that never 
sleeps. How appropriate.  

Fleur says she will continue to run operations 
from Sydney and will open up an office for her 
label in New York, so it will be business as usual, 
just in another part of the world. She is able 
to do this with the assistance of great staff in 
both countries. I ask her what advice she has for 
budding entrepreneurs, “Just do it! There is a lot 
to be said for naivety. If I had known how hard it 
was going to be I would never have set up my own 
business! The thing is you don’t choose to be an 
entrepreneur, it chooses you.” 
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