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The Head of Camus lives between Cognac and Beijing 
 

This company, in the same family for 150 years, has seen its sales triple in three years 

 

At the end of January Cyril Camus is off to China again.  The owner and boss, since 2003, of 

the cognac house of the same name, has chosen to move his family to Beijing.  A move 

which, according to this Sinophile, explains the tripling of his turnover between 2009 and 

2011, to 150 million euros.  Camus is fifth in the ranking of major cognac houses. 

 



“China accounts for 30% of our business” estimates Camus, who began his career in the mid-

1990s.  But he knew how to capitalize on the Chinese market which has turned cognac into a 

must-have alcoholic drink.  In 2007 he set up Yuan Liu, a distribution subsidiary dedicated to 

China.  Then he opened five stores and a “lounge” in Beijing, where clients can blend their 

own cognac. Today, 200 of Camus’s 500 employees are in China. 

 

The company is also the international distributor of Moutai Small Batch Blend, a brand of 

baiju, the national spirit in China.  The contract was granted thanks to its prominent presence 

in Duty Free stores.  It was Cyril’s grandfather, Michel Camus, who intuitively recognized 

the potential of the duty free market.  This sector still accounts for nearly half of the 

company’s turnover. 

 

Camus’s development also owes a lot to the improvement in quality of its products.  The 

current owner’s example is the 5.150 vintage, a blend of five vintage eaux-de-vie whose total 

age is 150 years, the same age as the company itself.  The figure 5 refers to the number of 

generations that have run the company.  This exceptional anniversary vintage is being 

marketed at a record price of 4,500 euros. 
 

Opening up to other markets 

 

Monsieur Camus is nevertheless cautious.  For the financial year 2012-2013, which closes at 

the end of February, he estimates turnover at 160 million euros, a very moderate growth rate.  

He recognizes that “2012 was not an easy year in China with the change of government.  

Every market is cyclical.  We must maintain stability while developing other markets.”  

Camus opened an office in Vietnam and a subsidiary in the US in 2008 and has just opened 

up in Russia. 

 

Sales in France, which only account for 4% of turnover, are on the increase thanks to the Ile 

de Ré brand, a marketing idea conceived in conjunction with a wine cooperative on the 

island.  The link with the winemakers who supply the eau-de-vie is crucial.  Camus deals 

with 200 of them and never forgets his origins – the company’s founder, Jean-Baptiste 

Camus, was a winemaker.  At the end of 2011 the company bought 28 hectares of vines, 

bringing its Borderies estates to 180 hectares.  And Borderies XO is one of its bestsellers in 

China. 

 
 


