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A SECOND ACT

Inside former professional ballerina Caitlin Hopwood’s Colorado Springs boutique
TRACY E. HOPKINS • PHOTOGRAPHY BY CAITLIN ALYSSE PHOTOGRAPHY
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1. Hopwood, second from left, has been dancing since she was 3 years old. She honed her
skills at her mother’s school, Ballet Society of
Colorado Springs. To jump-start her performance
career, she left home at age 14 to study dance
at Canada’s National Ballet School in Toronto
and at 18 joined Tulsa Ballet.
Although health issues and ankle injuries cut
her professional ballet career short, Hopwood’s
background in dance motivated her to open
Ballerina Boutique.
“Because I was a dancer, I knew I had the
knowledge and experience to provide my customers with the best possible fittings,” she says.
“In Canada, I developed a passion for pointe
shoes and the fitting process and even had a
pointe shoe specifically made for me with my
requested specifications. At Tulsa Ballet, I offered
other dancers tips that I learned from my experience at school.”
Currently, Ballerina Boutique has three parttime employees (shown here). Hopwood says
it’s important that her workers have a dance
background and teriffic people skills.
2. The shop is located on the north side of
Colorado Springs, right next to one of the largest studios in town, which just happens to be
owned by Hopwood’s mom, Patricia Hoffman.
The shop is also less than five miles from five

more studios. “Customer traffic is fantastic with
so many studios close by,” Hopwood says.
“They love the convenience.”
When she was designing the cozy,
400-square-foot store, Hopwood set out to
create “a very warm, comfortable space with a
classic, boutique feel.”
“I had a wonderful artist paint all the walls in
a somewhat Italian style,” she says. “This is a
special way to paint walls to look like marble,
wood or stone. I wanted to keep my color
scheme and design as much away from the pink
color family as possible, since I knew so much
of my merchandise would naturally be pink.”
To make her store welcoming, Hopwood used
inventive decorations and displays. Most of her
furniture came from Hobby Lobby, a craft and
home decor store, and the pantry where she
displays her tights came from a linen store that
was going out of business. She also adapted
a nice touch she picked up from a local bridal
shop: covering her ceiling tiles with patchwork
fabric swatches that fit her color scheme.
The biggest challenge, Hopwood says, is the
small square footage. With a little bit of ingenuity, however, she overcame that by building a
wall of cubbies to store shoes and large boxes
of extra inventory. So that merchandise doesn’t
get cluttered, she also rents a storage space in
the building for extra inventory.

A

fter spending four years studying at Canada’s National Ballet School in Toronto and a year performing with Tulsa Ballet, Caitlin Hopwood returned home to Colorado Springs, CO, and noticed a void.
“It was apparent the city needed another outlet for dancewear,” says Hopwood, who taught ballet at
her mother’s dance school for about a year before opening her own business. “There was only one store, and I
wanted to offer the public another shopping option.”
In 2009, when she was just 21, Hopwood opened Ballerina Boutique next to her mother’s school. But she’s
proud that her business is completely her own. “We each rent space from the owner of the building; the space
became available about six years ago when I was looking for a location for my store,” she says.
From the beginning, Hopwood’s ballet background and pointe shoe fitting expertise made her business a hit
with customers. “I’ve had so many little girls tell me they love my store,” she says. “They are so thankful for the
way I’m able to fit them. It’s very gratifying to see them in a great-fitting shoe.”
The shop serves 15 area studios that specialize in ballet, pointe, jazz, tap and Irish step dance, and it reaches
dancers throughout Colorado—south to Pueblo and Cañon City and north to Denver. Here's a peek inside. n
Tracy E. Hopkins is a writer who has contributed to The Associated Press and Essence.
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JUST THE FACTS
Ballerina Boutique
4005 Lee Vance View, Ste 100
Colorado Springs, CO 80918
719-641-6408
ballerina-boutique.com
Store hours: Monday–Thursday, 12–6 pm;
Friday, 10 am–5 pm; Saturday, 9 am–2 pm
Employees, including owner: four
Typical number of customer visits per
day: 8–12
Busiest time of day: during the week: 3 pm
to close; Saturday morning
Busiest time of year: back-to-school,
Nutcracker season and the beginning of summer
Typical customers: ballet dancers
Average purchase: $75–$150
Best-selling brands: Gaynor Minden, Fuzi,
AinslieWear, International Dance Supplies,
Danshuz, Pillows for Pointes, Trimfoot Company
Most successful promotion: “Every year, I
offer a discount for the dancers participating in
the citywide Nutcracker. They receive 20 percent
off all the required dancewear for their costumes.”
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3. Ballerina Boutique caters to dancers of all
ages and genres, but Hopwood says it has a
strong following from serious ballet dancers.
The store is stocked with an assortment of
dancewear basics including leotards, tights,
warm-ups, skirts, jazz pants, capri leggings,
shorts, dance T-shirts, foot paws, ballet slippers, pointe shoes, tap shoes, jazz shoes and
jazz sneakers.
“When opening my store, my goal was
to source as many U.S. brands as possible,”
says Hopwood. “And I wanted to feature items
designed by dancers, especially when it came
to pointe shoes.”
Beyond dance, the store also accommodates gymnasts, who come in to purchase
leotards, and cheer kids, who come in for
shorts. The boutique also works closely with a
local high school to provide their show choir
with character shoes and tights.
“Because of my small square footage, I
have been forced to be very creative in my
merchandise displays,” says Hopwood. One
of Ballerina Boutique’s walls is “all windows,
which creates a warm and inviting environment
and also provides fantastic lighting.”
To get the most out of those windows,
Hopwood repurposed old picture frames from
a thrift store for a hanging window display.
“The hanging frames immediately catch the
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Biggest competition: Online retailers. “The
pricing is very difficult to compete with, but many
of the brands I source either do not sell online
or their online prices are very comparable to my
pricing,” says Hopwood.

customer’s eye,” she says. “I had a talented
artist add paint to make them more glam.”
The frames are a constant fixture in the windows, but Hopwood frequently swaps out the
dancewear featured in each frame. One frame
always features the new “item of the month,”
another frame features sale items and the third
contains a seasonal item.

4. To perk up her customers, Hopwood set up
a free coffee station where customers can help
themselves to a beverage from the single-serve
coffeemaker. Her employees love it, too.
“It has been a hit, especially on cold winter
days in Colorado,” she says. “Sometimes a
pointe shoe fitting can take up to an hour and
a half, and the coffee station provides a nice
little treat for the parents.”
She has been offering the free coffee for
about three years. “I had been providing
cookies and little treats up until that point,
so I thought the Keurig would be the perfect
addition.”
To keep customers coming back, Ballerina
Boutique also has two loyalty programs. If a
customer buys nine pairs of tights, she gets the
10th pair free for a value up to $15. A separate leotard loyalty card gives studio uniform
shoppers 20 percent off every third uniform
leotard they purchase.
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5–6. Ballerina Boutique’s shoe-fitting area is located directly in the center of
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7. The store’s logo was designed by one of
Hopwood’s friends, a graphic designer. “I
wanted a clean logo with a modern edge,”
she says. “The colors I picked are bright, but
not too feminine.”
To personalize the brand, on the store’s
promotional postcards Hopwood uses a
photo of herself dancing. “I believe it really
resonates with the customers and builds
trust with them as I fit their children in pointe
shoes,” she says. She delivers the postcards
to schools all over the city and gives one to
each customer when they leave the store.
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the store, in front of the shoe wall. “The central location helps us keep an eye on
customers when we perform fittings,” says Hopwood. The area has a large ornate
mirror, a ballet barre and a vinyl dance floor.
Since floor space is limited, Hopwood uses as much vertical space as she
can. All the shoes in the store are stacked in cubbies in order of size and style—an
idea she sourced from The Shoe Room, her favorite dance store in Toronto.
To protect the delicate pointe shoes from curious customers, most of them are
stored higher on the wall in special cubbies and out of reach. A sliding rack
installed within each cubby keeps pairs of shoes organized. Each pair hangs from
the rack on individual clips, so a fitter can simply slide out the rack to find the right
pair during a fitting.
Because of Hopwood’s expertise, pointe shoe fittings are the largest part of her
business. She handles all of the fittings herself. “This way, I know the customer’s
history,” she says.
Group fittings are done on Sundays when the shop is typically closed. “I have
had up to 10 girls being fitted together,” she says. “We provide treats and fun
giveaways, like posters and magnets. I have one of my employees help on the
group-fitting days,” she says.
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