Networks
“It was about us finding the right investors
who were like-minded with the investment
timings and outcomes that we were
looking for, and that had the right contacts
and thinking to bring to the table.”
Jodie Fox, Director of Fashion and Founder, Shoes of Prey

“Shoes of Prey was the first company anywhere in the world to
offer women the opportunity to design their own shoes online.”
Jodie Fox at Shoes of Prey wants to change the way that
women buy shoes and venture capital has helped her take the
first steps in that direction.

J

odie Fox—founder and director of fashion at online
success story Shoes of Prey—recalls that it was at the
point that she raised money from venture capital that her
business felt real.
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Shoes of Prey—a platform for designing custom-made
shoes—has taken the retail industry by storm. It has won heaps
of awards, including Most Innovative Online Retailer at the
2013 ORIA (Online Retail Industry Awards) as well as Kogan
Australian Online Retailer of the Year at the 2013 Australian
Retail Awards. But while Jodie knew the idea had great
potential from day one, she was never sure it would work as a
business until she got that external validation. “Fundraising was
a big part of saying that we were a real business,” she says.
She had been a lawyer at Ashurst (then Blake Dawson) but
left “because my heart wasn’t in it”. She didn’t jump straight
into retailing, but rather left law to work in advertising. She did
so for a couple of years and had what she calls a “love/hate”
relationship with it. “It was very intense and I enjoyed it at the

time but I don’t think I would go back into the industry,” she
says.
Meanwhile she was, as ever, eternally on the look out for the
perfect pair of shoes. When she spied a pair she liked on
someone else, those shoes would become the prey while she
was the hunter—hence Shoes of Prey.
Jodie has been trying to find a balance between her creative
and business sides since she was at school. From the
beginning, she was drawn to the arts and successfully
auditioned to go to ballet school before deciding to do law
and international business at law school. She was drawn to
business—but she was also practical. “I knew that being a
ballerina would be an incredibly short career,” she says.

“Fundraising was a big part

of saying that we were a real
business.”
Jodie started getting shoes custom made in Hong Kong
and friends and strangers started complimenting her on her
designs. She says she would not have made the jump from
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AVCAL is a national association which represents the private
equity and venture capital industries covering early stage,
expansion and management buyouts. Our members include
fund managers, investors and advisors who support the
industry.

The investment model used by the private equity and venture
capital industries supports the building of stronger businesses
that can deliver sustainable increases in enterprise value over
the long-term.

To ensure that the business community and other key stakeholders
understand the benefits of the private capital model of business
ownership, and the role that it can play in contributing to investment
and employment growth across the Australian economy.

garnering this praise to opening an online business but her
then-husband Michael Fox and friend Michael Knapp were both
alive to the possibilities.
Fox and Knapp were working at Google and were excited
would-be online retailers in search of an idea. The three of
them put in $50,000 to launch the business in 2010 and it
broke even within two months. Then the trio bootstrapped for
another two-and-a-half years before taking on funding. Not
that they were short of offers during this period. The team won
TechCrunch’s 2010 Crunchie Award for Best Bootstrapped
Startup, so it attracted attention from the beginning.
Then, in 2012, they knew the business was ready for an
injection of capital and expertise. Bank funding was not an
option. “With a startup, you need to be very agile and need
to be able to make lots of different decisions and banks don’t
provide that environment so we did not even consider it,” Jodie
says.

“We have helped them stay

focused on the quality of the
product, we have introduced
them to people who can serve
as advisers and also brought
additional parties to the table
that could be interested in this
category when they are ready for
the next round of financing.”
Bill Bartee, Southern Cross Venture Partners
Finding the right funder, she says, is a case of “kissing a lot of
frogs, as it’s so important to get the right people”.
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In the end, after many conversations, a $3 million deal was
signed with a syndicate of Southern Cross Venture Partners,
institutional investors MLC and IFM, as well as Atlassian cofounder Mike Cannon-Brookes.
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The Shoes of Prey team had been in conversations with
Southern Cross for some time and what swung it for them
was its presence in Australia and the US and what Bill Bartee,
the lead partner on the deal, brought to the table in brains,
contacts and money. There has since been a second round
of fundraising for $1.5 million, in which Southern Cross and its
Australian sister fund Blackbird Ventures have been involved.

avcal.com.au/bbb

One of the first things Bartee’s team did was to improve
governance structures at the business. A board was put
together on the first fundraising and that “helped us to make
sure we had the right documentation and helped us to make
decisions,” Jodie says.
In the early days, the business had to solve the problems
of marketing and manufacturing. While Jodie got her shoes
custom made in Hong Kong “that alone was not the innovation”,
she says. Instead, the value in the business has been in
taking a product that is mass manufactured and having it
custom made. She still has the first email she got from the first
manufacturer she approached. “It says, ‘We are really happy to
take your money and make your shoes, but you seem like nice
people so I just want to say that you will be out of business in
three months.’ ”
For Bartee, it was Shoes of Prey’s tilt at mass customisation
that made it attractive. “We like the category of women’s shoes
and we liked the trend of mass customisation,” he says. “We
thought if it was the first to break the mass customisation
market for women’s shoes then that would be pretty big.”
He sees his role as providing venture assistance. “We have
helped them stay focused on the quality of the product, we
have introduced them to people who can serve as advisers
and also brought additional parties to the table that could be
interested in this category when they are ready for the next
round of financing,” he says.
Manufacturing custom shoes en masse in a practical and
affordable way remains at the heart of the business. More
recently, Shoes of Prey has started developing in-house
production capacity. “We are pioneers in this areas,” Jodie
says. ‘I’ve found with manufacturers there is all this friction as
manufacturers are accustomed to mass production.” The plan
is not to bring all the production in house but rather to build up
an in-house expertise in custom manufacturing on a large scale
that Shoes of Prey can then share with its suppliers.
Like all good entrepreneurs, Jodie has a vision that goes
beyond the nuts and bolts. For her, Shoes of Prey is about
changing the way women buy shoes. She has, she says,
“given everything to this business because I believe it can be a
business that changes the way women buy all over the world.
When we first started, we thought we were competing with
people who offer the ability to custom make shoes, but then we
realised we were competing with everyone who sells shoes.”

