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City AND THE FUTURE EDITION

“Roads? Where we’re going, we 
don’t need roads.” – Dr. E. Brown.

So, it’s 2015, we’re doing an edition 
about the future… and I’m still waiting 
on a startup to bring me an actual, 
working, hoverboard – forget flying 
cars! Where did it all go so wrong?! 
Sure, I’ve got access to pretty much 
all of human knowledge in my pocket, 
providing 3G doesn’t fail me, but is 
that worth still having to use some-
thing as archaic as wheels? In fact, 
when I look around… old seems to 
be in. People are cycling places, a 
day doesn’t go by without meeting 
someone who’s decided to eat Paleo 
and augmented reality was quickly 
replaced by, well, reality. 
Maybe it’s just London. 
Oh wait, Tokyo’s still using FAX 
machines.ね

When we decided to make an edition 
on City and the Future we imagined 
talking about new crazy tech, weara-
bles, and conquering the space. 
However, along with smart cities solu-
tion and futuristic trends, the Edition 3 
turned out to be about pijamas, bicy-
cles and cinemas – the actual warm 
cozy human experience.
And the funny thing is, it is the trend for 
the future! Rather than following that 
long road of bringing us away into 
the world of sophisticated cold tech, 
things seem to be getting more human.  
Nat Green tells us how the work envi-
ronment has became more sociable. 
Grow Up guys are planning to grow 
fish and salad in a warehouse... Turns 
out, the future is just that: human na-
ture and the things we love. 

The future… 
Seems like when you look, you start to see. 
In the last few weeks I’ve heard about a 
fleet of thousands of electric cars that are 
coming to London next year, I’ve heard 
about Facebook’s plans to create a Virtual 
Reality version, can you imagine? I’ve tried 
on a VR headset, and felt a physical gut 
reaction to the experience, and I’ve met 
people dedicated to shaping the future into 
a more ethical, responsible time. The startup 
scene is such a curious phenomenon, it truly 
is. It’s like a gravitational force pulling all 
the creative, disruptive, visionary people 
together; it’s like a hippy movement, but in 
business, an art movement, but real. It’s a 
commercial and technological movement to 
shape the future, that’s the common denomi-
nator, that’s the collective goal. The startup 
scene is where the future is being imagined, 
and then actualised. When you see it, when 
you know it, when you think about it, it’s 
extraordinary. Truly. The future? We are 
already in it.

Team Disrupts on a windy day on a roof in Whitechapel
disrupts are looking 
for interns!
 
- social media manager

- junior web developer

- junior graphic designer

want to be part of disrupts? drop your intro to apply@disrupts.co.uk
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lifecity and the future

The new technologies of today are somewhat of a paradox. In 
ways it has brought us closer together, at least communicating at 
the rate of knots. People all over the world are social networking, 
video calling and online texting. However, there’s a flipside to that 
coin. These same instruments that have us high-fiving on the cyber 
highway, simultaneously box us in, prohibiting us from tangible 
and present human experiences. Our heads are split, our brains 
are wired and distraction reigns supreme.

Has the tech wave in entertainment beckoned the death knell for 
cinema - not at all! Cinema takes all forms, and platforms (indoor, 
outdoor, community, drive-in, theatre, above a pub, at a festival, in 
a park). People in the not distant future, will turn from splitting their 
focus and days filled with distraction, to seeking meaningful and 
present experiences - cue mindfulness.

The seeds have being planted in our cities of now with locations, 
concepts and experiences already expanding from the traditional 
soda, popcorn, dark theatre format unto rooftop, beanbag, hot 
tubs and parks. These gimmicks have emerged with the intention 
to give audiences a new form of cinematic experience while also 

Pillow Cinema in Hoxton loved by team Disrupts. 
Check them out: www.pillowcinema.com

pulling them out of their domesticated caves. The retro culture of 
today already proves that people yearn for activities of the past 
with resurgence in drive-Ins and outdoor cinemas.

At the heart of cinema is film - an art of storytelling. Enjoying sto-
ries, whether for knowledge or escapism, is a warm and attractive 
experience. This art is here to stay, and communal cinema expe-
riences will flourish in its wake. By nature, people rely on a sense 
of connectivity with others, shared experiences and ‘being’ with 
people. Cinema will be just one way of many to do this better than 
we do it today.

Amid the chaos of information bombardment in this new media 
age we will learn to filter out the facsimiles and return to organic 
experiences. We will use the very same new technologies that are 
seemingly shredding cinema attendance today, a sort of “if you 
can’t beat them, join them” philosophy. We will use the technology 
in new ways and it will make our decisions clear, personal and 
focused.

In the future, technology will be the tool that empowers people 
to become more discerning as they endeavour to discover more 
meaningful connections to others.

CINEMA as connected 
human experience

by Catherine Downes & Cormac O’Meara of Usheru 

(@usheruhq)

info@rockstarhubs.com | 0203 751 8150 | www.rockstarhubs.com

Traditionally our city bureaucrats have run top down data gath-
ering exercises to understand behaviour and inform policy. Now, 
albeit in a crude way, anyone can understand in real-time what a 
borough, suburb or street is feeling, seeing and doing just by ana-
lysing the public artefacts citizens are creating. But the resources 
available to a city to make intelligent decisions are far greater 
than this. As anything with an electronic pulse becomes connected 
to the Internet there will be a fathomless ocean of data for us to 
understand. Fridges, bus stops, trains, nightclub doors, movement 
through alleys. You get where this is going.

A distinct trend has also occurred in civic data where large public 
data sets are now available online at no cost. In the UK data.gov.
uk has made everything from road safety statistics to conserva-
tion areas available. The London Assembly also publishes huge 
amounts of data at data.london.gov.uk. A skilled developer can 
take this data, perhaps combine it with other data sets and visual-
ise meaning and value from it. If this data was a piano it would be 
a Steinway and it is free to play for everyone.

The idea of a ’Smart City’ is entirely within reach. Think of traffic 
flow tactics responding automatically to an accurate understand-
ing of traffic, policing being able to pre-emptively predict trou-
ble spots, citizens being able to visualise how their politicians are 
spending their money and performing. Data privacy aside this all 
points to a city being able to be more intelligent and to respond 
more dynamically to the needs of its citizens. In a city where we 
are simultaneously more atomised and connected than ever before 
data can be the oil for a deeper understanding and collectivity. It 
is up to artists, scientists, programmers, politicians and citizens to 
play this Steinway piano of opportunity and deliver innovation. 
Let’s hope London can achieve more than drinking games.

2017...  A group of hirsute students are slumped over 
a wooden table in East London, deep into playing ratarsed.io, the 
latest trending drinking game. The game is an enterprising startup 
that links rodents, public data, hardware and a thirst for booze. 
The game’s software scans the city’s public data feeds listening 
for signals that any of the 4365 municipal rodent traps has caught 
something. Whenever a rodent meets an untimely death ratarsed.io 
sounds the World War 2 style klaxon provided with the game and 
the players drink. A primeval roar erupts as another rat is trapped 
and more burning liquor is forced down willing necks.

The game is closer to reality than you might think with Milton 
Keynes already experimenting with exposing public data for 
(amongst other things) rodent traps. Today our kaleidoscopic city 
is already generating bits and bytes 24 hours a day. In real-time 
we can watch our city breathing, aching and evolving through the 
data feeds of social networks, government data, transportation 
services, web cams and traffic maps. But currently much of this 
data is lost on the wind as we hurtle forwards on our journey of 
economic progress.

The Future of smart
by George Ornbo, 
co-founder of pebblecode.com



8 9

A Future 
Greater Than 
Fiction

city and the future city and the future

Our vision of the future hasn’t changed all that 
much since the days of 60’s sci-fi. Ideas of liv-
ing on Mars and flying hover cars are ingrained 
into our cultural psyche, but these figments of 
naive imagination actually belie the truly radical 
nature of smart cities projects already under-
way. These technologies will be so powerful and 
pervasive that their impact will make the distant 
dreams of the Space Race generation seem pale 
in comparison. 

smart city solution

easy as pie

GAIA ARZILLI 

is a cleantech

and smart cities expert

and serves as Communications 

& Engagement Lead at ENTIQ, a 

company that delivers world-lead-

ing innovation ecosystems to help 

businesses accelerate growth. 

ENTIQ designed and is deliver-

ing the Cognicity Challenge for 

Canary Wharf Group.

The initiative identifies,

accelerates and procures interop-

erable smart city solutions to 

create the city of the future, today.

The most important shift has been in our thinking: 
people have become central to development. 
Now, innovators look at an individual’s day-to-
day experience to create an environment that is 
‘human-centric’. From solving everyday annoy-
ances, to tackling the most serious man-made 
problems like climate change, a future city will 
connect hundreds of technologies together, cre-
ating a holistic solution. In isolation these tech-
nologies may only have a negligible effect, but in 
concert they have the power to completely trans-
form our daily lives in a completely responsive yet 
unobtrusive way. 

Developing new methods of planning, construc-
tion and maintenance is vital to future cities. 
According to the UK Green Building Council 
(UKGBC), a staggering 75% of global resource 
consumption can be attributed to the built envi-
ronment, so when Canary Wharf Group ap-
proached us to run the Cognicity Challenge, they 
wanted to ensure their new development would 
not only reduce waste but also improve their 
bottom line too. Companies that are part of the 
challenge, like 3D Repo and Simudyne, are de-
veloping intelligent planning tools which allow for 
real-time collaboration on construction projects, 
with the aims of reducing waste, costs and making 

the people who will live and work there central to 
the design process. 

How we power these buildings in a world after 
fossil fuel is another challenge a future city will 
have to solve. If renewable energy sources are 
to fill the gap left by oil and gas, and provide the 
vast amounts of energy required by a modern 
urban environment, they need to be rolled out in 
a ubiquitous, decentralised way. Creating ener-
gy-independent buildings in a city like London, 
where space is at a massive premium, constitutes 
a serious challenge; one that Polysolar is helping 
to solve. Their energy-generating glass can be 
used in the construction of new buildings or easily 
retrofitted into legacy buildings, so no new space 
has to be found. Likewise, SEaB Energy’s solution 
packs a whole biowaste plant into a shipping 
container, converting everyday food waste into 
a reliable source of power. If we are to achieve 
the dream of energy-independence, more tech-
nologies like these need to become the building 
blocks of new developments.

Doing more with less is central to smart city de-
velopment - finally putting technology to use in 
intelligently monitoring and controlling our use of 
resources. Homes and businesses up and down 

the country are needlessly consuming electricity every day, harm-
ing the environment and driving up utility prices. Identifying wasteful 
outputs and redirecting that energy elsewhere is just one part of an 
overall strategy designed to ease the strain on the National Grid. 
Demand Logic has just such a system in development, where unnec-
essary energy usage can be intelligently monitored and controlled, 
diverting power to where it’s needed most. 
The same methods of data-collection, aggregation and dissemina-
tion that will be used to control the energy network can be used to re-
lieve the burden on the transport network, too. As anyone who takes 
the tube regularly will tell you, drastic changes to how we get around 
are needed- especially as London’s network will need to adapt to the 
needs of an extra one million passengers per year by 2021, accord-
ing to Maggie Brown from Crossrail. Developing systems to manage 
vehicles, service demand and footfall will address current mobility 
problems without requiring a revolution. Residents will instead be 
able to access all the relevant information they need in real-time from 
apps like KnowNow, so they can spend more time doing what they 
want, rather than wasting time on a packed-out train platform. 

These technologies are all being developed and deployed today. 
With a bit of good luck, we’ll all be benefitting from them in the very 
near future. What’s next, though, is still an unanswered question, 
and we like that. Up until now we’ve had an answer which cannot be 
questioned: top-down development, using centuries-old construction 
methods, where inconvenient things called humans had to carve out 
room to live in an unresponsive urban environment. At last, we have 
the will and the ways to put people at the heart of urban planning. 

PIE mapping is helping make cities safer for 
cyclists and more efficient for lorry drivers. 

As the city gets busier, it gets more dangerous, in terms of 
heavy goods vehicles and cyclists especially.  This trend 
is inevitable unless intelligent solutions are devised and 
implemented. True intelligent solutions create win win sce-
narios. Banning lorries in rush hour might cut accidents in 
the city, but move congestion and accidents to somewhere 
else, or create negative disruptions in construction, which 
knock on in different unforeseen ways. Smart solutions 
are not about swopping one problem for another. Smart 
solutions reduce the net volume of problems as a whole. 

One way PIE mapping is addressing this issue is the devel-
opment of logistics software, Pie Construction, alongside 
Canary Wharf Group, which will enable hauliers to map 
routes through the capital which minimise left hand turns, 
the most dangerous maneuver in terms of cyclist collisions. 

PIE mapping already have considerable success with their 
route planning software which avoids congestion zones, 
and other ticketable offences, again making transport 
more efficient and cost effective. By building safety into 
the process, smart just gets smarter.  And as a future of 
automated vehicles beckons us from across the road, 
safety, efficiency, intelligence, environmental effect, they 
all become one intention. 

If we build intelligently, with an awareness of the big pic-
ture, and if we accept we can create perfect solutions, we 
can have our cities become busier, and at the same time 
nicer, and cleaner, and safer, and happier, then we will 
build a future in the right direction, a future that is utopia. 
We have a responsibility to aim for perfection. Always.

By Gaia Arzilli
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city and the future

urban farming is a thing

DISRUPTS: So Kate, how did you come to choose this career path? 
KATE: I was always really passionate about food, and sustainabil-
ity. Sustainability has only been a buzzword for last decade or so,
but I guess I’ve always been brought up with this concept in mind.
When I finished university I went to work for IBM as a management
consultant. I worked on quite large IT projects handling change
management. Behaviour, communications, leadership, that kind of
thing. I really liked it, but I felt like all I was doing was helping big
companies to make more money and just get bigger whilst employ-
ing fewer people. So actually, consulting didn’t make me feel that
good.

D: Do you think making money is evil?
K: No, but I think that making money is really easy. What I mean by 
that is, that if your only goal as a business is to make money, there 
are plenty of ways to do that. But what actually interested me was 
creating a business which had a positive environmental, and social, 
impact… as well as making money. That’s where the real challenge 
is. 
So I took a sabbatical to do a Masters in Environmental Technology 
and Business. I thought I’d do sustainability consulting… or some-
thing along those lines. But when I was doing the Master’s I came 
across this idea of aquaponics, which is growing salad and fish to-
gether. I just really loved the idea that there is no such thing as waste. 
You take the waste from one thing and use it as the input to another. 

D: What, no waste at all? 
K: Well, we do have some waste, currently. Our aim is to minimise 
that. When most people think of production, or farming, it seems re-
ally linear. You get something, you make something, you use it, and 
you throw it away… When actually, there is no “away”! We only 
have one planet, where is this “away?” So when you think of things 
as more of cycle, it completely changes your view on where value is. 

D: How did GrowUp start? 
K: When I finished my Master’s I went back to my old job and lasted
about six months. I just couldn’t really do it, I realised I had no pas-
sion for it. I met Tom, my cofounder, just as I decided to quit. He had
been working as a sustainability consultant, and just as me, he was
sick of making excuses for other people and their businesses.
We set the business up two and half years ago. Auqaponics as a
technology has been around for quite some time, but no one has
really commercialised it yet. We decided to build our “Grow Up
Box” which is a shipping container with a greenhouse on top of it.
That was funded by a Kickstarter Campaign. Since then we’ve been
working on scaling the business. Last year we closed our first round
of investment, which was specifically to build this first farm. Our aim
for this year is to get the farm up and running.

D: How hard it was to get an investment?
K: That was definitely hard work! GrowUp is quite an unusual prop-
osition. Investors always ask about our “five year exit plan,” and 
the truth is, we don’t have one. We’re doing this to make a change 
to the way people are fed, and selling the business for a ridiculous 
amount of money in five years isn’t part of it. So we definitely had a 
much narrower pool of investors that we could talk to in comparison 
to a tech business.
We raised over a million last year, as impressive as that sounds for 
the first round, anything less than that would have been pointless 
as it wouldn’t have been enough to build the farm. When you think 
about most startups, especially digital ones, their initial costs are 
very low. You need a laptop, a developer and that’s about it. What 
we’re doing is taking an empty warehouse and installing the grow-
ing system. Twelve massive fish tanks and eighty plant benches. 
That’s where most of our capital is going.

D: When I think of farming, I imagine a big sunny field, not a dark, 
damp warehouse in East London…
K: Yeah, it’s a completely different way of thinking about food pro-
duction. The reality is, that the picture you have in your mind, doesn’t 
really exist either. It’s hugely unsustainable to have that picturesque 
sunny field and at the same time feed the growing population that 
we have. 
I guess one of our challenges is to help people realise the benefits 
of what we’re doing. First of all; we don’t use sunlight, we use LEDs 
specifically tuned for the plants that we’re growing, and they al-
low us to grow all year round. Secondly, we recirculate the water 
around the system, so we use a lot less water than traditional agri-
culture.  And thirdly, our system provides a solution of farming fish in 
an ethical and environmentally sound way as we just can’t carry on 
fishing as unsustainably as we do right now. There is a lot of damage 
being done to our seas and oceans through wild fish farming. 
We focus on growing leafy green crops, salads, and herbs because 
the waste that we get from the fish is perfectly suited for growing 
those crops. If we wanted to grow tomatoes, or peppers or some-
thing like that, we’d have to add more nutrients. We want to avoid 
needing anything into the system keeping it a circle.

What we’re doing is taking an empty 
warehouse and installing the growing 
system. Twelve massive fish tanks and 
eighty plant benches...

Investors always ask about 
our “five year exit plan,” and 
the truth is, we don’t have one. 
That has never been our aim. 

Kate

Interview with Kate Hoffman,
co-founder of Grow Up

city and the future
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matthew black

marketing

D: So how expensive is your fish and salad?
K: Obviously to have a working business we need to be competitive with the rest 
of the market. Currently we’re around the lower-end organic mark. It’s not the 
cheapest salad you’re able to buy… but the reality is that if I buy a 50 pence bag 
of salad in the supermarket, someone along the line of producing that salad is 
getting screwed. It takes more than 50 pence to produce that bag of salad. So the 
fact than I’m only paying 50 pence for it is a problem. There are hidden costs in 
terms of environmental impact. 
Most people can’t afford to consider if it’s organic or not. So you can see how 
inequality links to sustainability. Our business model is trying to fix this problem. 
We could make a great deal more profit by focusing on the high end of the market 
and only growing micro-greens, then selling those onto fancy restaurants. Mi-
cro-greens sell at about ten times the price of a bag of lettuce. What we do instead 
is we commit to selling at least 25% of our produce in the local borough, which is 
Newham. There are no fancy restaurants in Newham. The last thing we want to do 
is just supply Michelin Star restaurants.

D: How do you see the City of the Future?
K: I think future cities will definitely include food production, within the city. Just to 
be clear, I don’t think that cities should try to only grown their own food, it’s pretty 
much impossible, and it’s not a very good use of space. But there are certain crops 
that it does make sense to grow close to people, for example, salad! It perishes 
fairly quickly, you want to get it to a consumer as quick as possible. This reduces 
waste, and it also improves the quality of the product the consumer receives. 
One of the major challenges for London currently is the price of land, driven by the 
value of housing development. Everything else has to compete: open spaces and 
parks, sports facilities, food production… Something that helps us is the structure 
of the planning laws. We fall under industrial production, which allows us to use 
spaces that cannot be developed for other uses. In a way we are filling a gap 
that’s been left by industries which have become obsolete in the last decade or 
two. 
One of the problems with cities is that they tend to disconnect people from the way 
food is produced. Most people have no idea about it. I think people’s behaviour 
will change in a positive way if they can see the processes behind the production.

city and the future

Kate Hoffman

Co-founder of Grow Up Urban Farms,
growup.org.uk

If a bag of salad costs 50p 
in the supermarket, someone 
along the line of producing 
that salad is getting screwed. 
It takes more than 50 pence 
to produce it.

The future of sales is all about 
both highly automated AND 
highly relationship orientated 
sales models.

The future of sales, even though this may sound like a 
paradox, comprises of models which are both highly 
automated and highly relationship orientated.

Getting what you want, when you want it, is rapidly 
becoming the norm. Overnight delivery to your door 
– something that was futuristic dream to those just a 
few generations older – now seems like a human right. 
You can get almost anything in short order, product 
or service. This ‘faster is better’ mentality does have 
limitations, and the backlash to it has grown into big 
business. DIY and cookbooks are here to stay, espe-
cially if they’re made from locally sourced, organic, 
low-carbon-footprint paper. To quote Einstein – “for 
every action there is an equal and opposite reaction.” 
I have found this to be true for business as well as in 
science. Uber V Hackney Cabs, Fast Food V Slow 
Eating, Refined V Organic, it just goes on. If you’re 
looking for a new market or product niche, don’t look 
for “the next big thing,” try looking instead for the 
“Anti next big thing.”

In response to the world becoming more automated 
people are looking for simplicity and personal en-
gagement in the process. The average consumer is 
bombarded by around 3,000 adverts every day, of 
which only 52 are noticed! I think that demonstrates 
people’s incredibly efficient screening process. 

What’s more; only a shocking 4 can be remembered 
the next day according to research. It’s the Paradox 
of Choice. {Andrei’s note; The Paradox of Choice is a 
brilliant book by Barry Schwartz, if you want to read 
more about this}

That’s where the second part of my prediction kicks 
in. In the face of choice the average consumer is be-
fuddled. Digital cart abandonment, buyer’s remorse, 
and cancellations are up to an all-time high in semi/
fully automated sales processes. The key for conver-
sion is building trust whilst simplifying the route for the 
customer. Trust is no longer associated with brand or 
institutions. It’s personal recommendations, commu-
nity and referrals. Buying guides, reviews and “box 
opening” videos are rocketing in popularity. While 
this is usually the easier and cheaper option, the best 
trust builders are of course human engagement. Live 
chats, video engagement, webinars are the best on-
line converters by far.

Some products or services are such that you just can’t 
generate trust online. Face to face sales will always 
be essential. When a solution is critical, complex, and 
high in value, a skilled salesman capable of building 
trust is still irreplaceable. Technology is great, but the 
human element can’t be replicated. When it comes to 
generating trust, there isn’t an app for that.

The future 
of sales

Born in the Australian 

Outback, Matthew has had 

five companies on three 

continents, now a speaker, 

Coach,

Author on exceptional 

performance in Life & 

Business.

07716 802 738
kelly@marvelcoaching.com
www.marvelcoaching.com

Our Personal Performance Coach can help you realise your potential and empower you 
to take the action needed to make your start-up a success.
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Work/life balance proving tricky?
Turn those start-up blueprints into a reality.

Reach out to Marvel Coaching today and get mobilised!
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R&D  Tax Credits 
and how your tech startup 
can qualify and benefit

money

 is beautiful
MHOX is a product design office. We started as a 

EU-funded research practice focusing on innovative pro-

duct design emerging from the combination of generative 

design and 3D printing technologies, and evolved into 

a more general design consultancy. MHOX experience 

begins in September 2012 with the development of mass 

customization systems for product design. We developed 

an integrated framework with which the user’s body is 

scanned and acquired in a digital environment; objects 

were generated through simulations of biological phen-

omenons, and produced using 3D printing and digital 

fabrication techniques.

The framework has been used for the development of both 

fashion and medical products.At the beginning of 2015 

we co-created the fashion brand CARAPACE PROJECT, 

which pursues the research on generative design, biodigi-

tal synthesis, prosthetics making fashion products.

The name MHOX comes from the HOX genes. HOX 

genes are a group of related genes that control the body 

plan of an embryo along the anterior-posterior (head-tail) 

axis; saying it simply, these genes control how the embryo 

grows. The idea is controlled growth is central in generati-

ve design research.

We do not have a unique vision of the future. We 

just like to observe technological development. In the EYE 

project (http://mhoxdesign.com/eye-en.html), for istance, 

we assume the evolution of 3D bioprinting and biohacking 

will give us the opportunity to create replacements of body 

parts, and not only for medical needs but for the sake of 

deliberate body improvement. 

We definitely have a focus on aesthetics. Finding, 

exploring, creating beauty and visions.

beautiful tech

HMRC says a company can only claim R&D Relief if a 
project seeks to “achieve an advance in overall knowledge 
or capability in a field of science or technology through the 
resolution of scientific or technological uncertainty” . 
Basically put, R&D for tax purposes takes place if you were 
technically unsure how to overcome an issue in a scientific 
or technological project. Software development may well 
include some element of qualifying R&D.
Depending on your company’s size and circumstances, the 
tax relief on allowable R&D costs (since 1 April 2015) is 
230%. That is, for each GBP100 of costs the Taxman consi-
ders to be R&D, your company could increase its expenses 
for tax purposes (and reduce its taxable profits) by an additi-
onal GPB130 on top of the GBP100 spent. 
That’s the theory. Now here are 5 practical tips to maximi-
sing a successful claim

1. Bring forward a tax credit claim
You can only claim a R&D tax credit as part of the Corpo-
ration Tax return. Therefore, potentially, you’ll have to wait 
twelve months – or more – before the accounting period has 
finished and you’re able to make a claim. However, a com-
pany is able to shorten its accounting period if it chooses. 

2. Incorpora te the business early
I meet many entrepreneurs that simply weren’t aware that 
R&D tax credits may only be claimed by businesses that are 
liable for corporation tax. As a result, for the period that 
they operated as a sole trader or under a loose partnership 
arrangement, they may be unable to claim R&D tax credits. 
The lesson here is to incorporate your business early.

3. Don’t forget to pay yourself for R&D work
In most cases, a major part of any R&D tax credit claim will be the salari-
es paid to people employed in R&D work. Quite often R&D personnel in-
clude the founders. If the founders do not take a salary from the business, 
they may be missing out on tax credits. Remember, tax credits can only be 
claimed where there has been a cost to the company. 

4. Timesheets are crucial
The chances are that the people you have hired to undertake R&D work, 
including employees and subcontractors, are doing a mixture of quali-
fying R&D work and other activities.  As you can expect, its very difficult 
for anyone to remember exactly what proportion of their time was taken 
up with R&D related activities.  A simple way to avoid this issue is to ask 
employees to complete a timesheet. 

5. Make sure that you can claim under the SME scheme 
(if you can)
There are two schemes for claiming tax relief, depending on the size of 
the company. There’s the Large Company scheme and the SME scheme. 
The SME scheme is more generous than the large company scheme, 
having higher rates of relief, as is likely to apply to almost all startups.
However, whilst in most cases a startup will be able to use the SME 
scheme, there are certain situations where even SMEs may have to claim 
under the less generous Large Company scheme. This means that, if your 
company is a SME, you may be able to claim R&D Relief under the SME 
Scheme for one project and the Large Company Scheme for another. 
Tread carefully.

Next steps – what you should do next
If you would like to know more about R&D Tax Credits, a good starting 
point is the information supplied by HMRC. If you would like advice to 
help your particular circumstances, I’d recommend arranging a consul-
tation (ideally a free one) with a qualified tax advisor that’s familiar with 
tech startups.

Best of luck with your new venture and R&D projects!

www.mhoxdesign.com

Technological innovations are one of the main drivers 
for change in our society.  However, such innovations 
rely not only on technology, but also blood, sweat, 
tears ….and money.  As has always been the case, 
there is never enough money to go around. 
But the good news is that a tax break offered by the 
Taxman does allow your limited funds to go further. 
This tax break can reduce your company’s tax bill or, 
in certain circumstances, you may choose to receive 
a tax credit (a cash lump sum) instead, from HMRC.

James Richardson, 
Metric Accountants

Alessandro Zomparelli and Filippo Nassetti,
the founders of MHOX design

the future

So what qualifies as R&D?
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for everything
space space

Why is everything moving to co-working?

The work process has changed. So the working environment had
to change according to those needs. The way we work and com-
municate
is very different today. You can outsource things; you can
communicate via email or Skype instead of meeting in person, and
data is stored in the cloud, even working hours are more flexible.
That’s just the start – everything is a lot broader, quicker, and more
global. Give us another few years, and it will be unrecognisable.
However, Central Working is a lot more than co-working. Sure,
we’ve got flexible and resident spaces, as well as events and private
offices, but above all we’re a network for business growth.

Why Whitechapel? 

Here in London everybody seems to be looking east. Some of the
big players from Soho, the City, and Shoreditch are now here,
slowly moving away from the traditional centre. Corporations such
as Barclays are putting a lot of investment into the area with their
educational programs. Soho House has bought some land here on
Mile End road just behind us. But it’s not just the giants: Foxcroft
and Ginger – our cafe partner – already solid in the Soho area
opened a branch here… and just down the road there’s Dirty
Burger, and Genesis Cinema. All of which would hold their own in
the West End.
For Central Working, Whitechapel is an area that sums up what
we are trying to do with our entrepreneurs. It starts a bit rough
around the edges, but it’s going the right place. There was a
time when businesses would focus on the West End, then Canary
Wharf, now it’s the Silicon Roundabout. But you can’t stay in
Old Street forever. Whitechapel is becoming an entrepreneurial,
vibrant area. Five years down the road they will look back and say
Central Working were the first of many who saw the trend.

 

What’s special about Central Working approach?

It’s not hard to find a place to work in London. But we’re not just
offering a desk and wifi with a roof over your head. And it’s not
about funky furniture and decor, it’s the people, the community,
and the capacity for growth. We focus on what we can offer in
terms of connections to our members, and how we can help your
business. Of course, we give you all the facilities we can: great
work space, meeting rooms, coffee machines… but also we are
listening to you and constantly involving you with what’s going on
between the members, the network, and the whole community.

I really like the design here...

The design is all done internally. Almost all the furniture is bespoke, 
with signature pieces brought in. The idea behind it, is clean lines 
and simplicity, without forgoing comfort. It needs to fit for what-
ever you are doing: having a meeting, making a phone call, or 
working at your desk – it should make you feel that you are in the 
right place. 

All Central Working spaces look very different, for two reasons. 
Firstly, we try to fit in with the space, the building we are working 
with. And secondly, as our business grows and develops, we lis-
ten to our members, change, and adapt to their needs. For exam-
ple, in Bloomsbury we have created a hotel environment with an 
elegant lobby feel, accompanied by meeting rooms. Shoreditch 
is funkier: a lot of large open spaces, striking decor and a great 
terrace. Our new space in Liverpool Street has that City feel, with 
private offices and glazed meeting rooms. Here in Whitechapel it 
is a completely different look: lot of natural light, big open spaces 
and a huge events space. We are lucky that the size and the flex-
ibility of it allows us to accommodate a wide range of members’ 
needs. The space is not about us – it needs to serve our members. 

Yes, definitely very different from those
offices in the City!

Traditional office spaces are quite different; if 
you look around, it’s still very much about stand-
ard cubicles and rows of desks, but it is changing 
fast. I read last week that there are 235 buildings 
over twenty stories high planned to be developed 
in London within the next couple of years. All of 
them will have public access areas, outdoor spac-
es and a flexible community space. This is the 
future of working environment. The spaces are 
becoming more living and social, instead of 20 
stories of identical blank offices. New office de-
velopments are all about creating open spaces, 
gardens, lobbies, atriums, auditoriums, cafes, art 
exhibitions, and event spaces. But even five years 
ago it was not the case, an office was an office, 
nothing more.

What are the major challenges in
running a co-working space?

We’ve always been proud that we offer a premium 
service that goes beyond the simple co-working 
model – we’re here to help members grow their 
businesses, therefore we take on the challenges 
that our members face. When you consider the di-
verse range of businesses we support, it’s not hard 
to imagine how varied some of these challenges 
can be.

Our members may be looking for a potential 
collaborator for a large client pitch, or perhaps 
they’d like to source a website designer at ex-
tremely short notice. We have to think carefully 
about how we can best meet their request. Not 
only do we have to move as efficiently as pos-
sible, we need to be confident that anyone we 
match them with can deliver.

We tailor our approach to each individual mem-
ber’s needs and we make sure any introductions 
we make will help their business to thrive. We 
have over 800 businesses in our network, all with 
different requirements. Every day presents differ-
ent challenges, but that also means that no two 
days are ever the same. It’s incredibly satisfying to 
watch members develop over time and know that 
you’ve played a part in their growing business.

Interview with Nat Green,
GM, Central Working, Whitechapel

I can hear a familiar voice calling across the room. “It’s no 

problem, you’re more than welcome.” I look up to see Nat 

Green, General Manager for Central Working, approaching 

our desk. He’s paid a visit to the Whitechapel club, otherwise 

known as the Disrupts corner, to tell us that there’s free lunch 

in the Foyer. That’s right, at Central Working Whitechapel, 

there is such a thing as a free lunch. Sometimes…

The spaces are becoming more living and social, 
instead of 20 stories of identical blank offices.

Light, spacious, airy, and never this quiet!

the space

Disrupts Media Limited is based at Central Working Whitechapel, 
and we can confirm it is totally awesome here.
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lessons learned lessons learned

Clean And Simple.
the story of hassle.com
I first met HASSLE, or rather Alex Depledge, one 
of the founders, at a digital Shoreditch event, 
and a month later I’m sitting in their offices in 
Vauxhall, finding out how they’ve gone from idea 
to a major startup in a couple of years. Maybe 
there are lessons to be learned.

Chatting with Tom Nimmo, co founder and CTO, I get the story. The three foun-
ders, Tom, Alex, and Jules, were consultants at Accenture and PWC, and met 
through their professional lives. They started meeting at weekends, I imagine 
over wine, to brainstorm ideas for their own company. 

Tom tells me they went about it in a very ‘consultanty’ way, coming up with pos-
sible ideas and comparing the pros and cons of each against each other. The 
best of the bunch turned out to be a ‘marketplace for local services’, including 
gardening, painting and decorating, driving schools, cleaning, and so on.

They successfully applied to Springboard accelerator program, now called 
TECHSTARS LONDON, which took them through the process, 3 months, meet 
mentors and investors, hone the idea, final month, learn to pitch and present. 

From this they raised a seedround, and TEDDLE.com was born. Tom thinks it 
was Jules’ dogs name, chosen primarily because the .com was available… 
And like many startups, teddle.com soon started to discover its own flaws and 
weaknesses. 

They had too many verticals. Teddle wanted to be everything for everyone, 
and as such, had no ‘point’ with which to penetrate an identified market. It was 
time to focus behind a single proposition, and for this they chose domestic clea-
ning because a./ there was very little or no competition in terms of web or app 
based solutions in the UK, b./ the market was unorganised / unstructured / 
informally arranged and c./ the agencies that did operate in this domain were 
taking a big commission percentage and there was plenty of room to disrupt 
the whole space for the benefit of everyone except the old school competition.

It probably helped having a super credible team, practiced in engaging with 
big hitters in the startup scene, because they now brought on board Ron Zeg-
hibe, the chairman of Hailo, as a investor mentor, and David Pritchard Founder 
and Managing Director of OpenTable Europe, as a scale up and execute 
expert. You can see their profiles here if needed https://hassle.com/uk/about

Ron introduced them to branding expert Daren 
Cook and between them they refined the service to 
a single point, domestic cleaning, and rebranded as 
HASSLE.com

Accel Partners got on board, the VCs who also 
funded Facebook, and now Hassel.com was looking 
pretty tasty in terms of ability to take to the market.  

Finding their cleaners via Gumtree and referrals, 
with lots of people looking for work, the company 
grew its service quickly, with a rebrand aimed at a 
single vertical. Customers happened.  And in terms 
of the tech, a lean iterative approach was used. First 
a website, to get the service and product under way. 
Then, as the business model and processes became 
clearer, a web app, easy to adapt and change, and 
good for discoverability through search engines. 
Finally a native app, for ease of use for repeat custo-
mers, and for person to person recommends. 

(There’s a lesson here. Some startups dive straight in 
with a native app, only to find they need to make so 
many changes and adaptations…)

So that’s HASSLE, now a major VC backed scaleup 
with 50 staff and office in London, Paris, and Dublin. 

I asked Tom what next, perhaps commercial clea-
ning, Hassle is home cleaners, plus small offices, but 
he had obviously internalised the single high vertical 
lesson. Commercial cleaning is a different ball game 
altogether, he tells me, better to do one thing, as 
efficiently as possible, and effectively as possible, 
and scale it as hard and fast as possible. 
Lesson learned… how to K.I.C.A.S. 

(Keep It Clean And Simple)  

. well done
Crowd2Fund got in touch with us here at Disrupts and 
introduced us to Beef, a digital agency who recently used 
Crowd2Funds platform in a successful way.

So let’s find out about Beef from founder Matt Cooper.

Matt Cooper,
Founder/ Managing Director,
Beef digital agency

Matt, you’re a successful company founder, spill some wisdom beans. 
What’s the most important thing in company building?
The most important thing in any business is its employees - you need people 
who understand your core vision perfectly. When I hire people it’s because I 
can see their potential in the culture of the business, not just because of what’s 
on their CV. People are highly adaptable in the right environment and, there-
fore, I always let everyone take full ownership of their role when they join and 
let them grow their own bit of the business. Oh, and you have to make sure you 
listen to them!

So what about clients, how do you decide what you’re going to produce, and 
how you’re going to do it?
Understanding the underpinning principles in a clients business is far more im-
portant than simply understanding a project brief. Understanding the goals of a 
project is of greater importance than knowing how you’re going to produce it. 
Everything comes from being a great listener.

So what’s the most important aspects of delivering a project, in your opinion?
Deliver results - because results justify project spend. To help a client to be 
successful you need to be able to provide end-to-end project support, through 
strategy, planning, production and measurement - the first and last of which are 
king. Then you do it for them again, and again...

So where are you at right now, in terms of business growth? You recently 
did a successful Crowd2Fund campaign also...?
Beef is going through a high-growth phase right now. We tripled our year 1 
revenue in year 2, and we’re going to do that again in years 3 and 4, taking 
us to annual revenue of ね3m by year 5. We’ll support growth by expanding 
the existing business development, marketing and production teams, using the 
crowd sourced revenue loan we obtained from our successful Crowd2Fund 
campaign.  For us, crowd funding with this type of loan provides strategic 
advantages and bank lending simply can’t compete.

What’s your motivation Matt?
Some people run businesses to give themselves a job or make a lot of money, 
others because they want to be free. For me, it’s primarily the latter and I do 
also get a great deal of pleasure from seeing my team members thrive together 
and bring my vision to life. It’s very satisfying, and the money’s not bad either 
;-)

Thanks Matt
Thanks Crowd2Fund.com for the introduction.

Tom Alex Jules Henry

They wanted to be everything for everyone, 
and as such, had no ‘point’ with which to 
penetrate an identified market.
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If you really want to become 
a master of business, a moti-
vator of people, and a leader 
of crowds, you don’t need to 

go to school or do an MBA or 
anything expensive like that. 
All you really need to do is 

watch Sons of Anarchy every 
night. Whilst it may appear to 
be a ‘like Sopranos but Hells 
Angels’ semi fictional series, 

it’s actually a step by step 
guide to people management, 
strategic thinking, crisis recov-
ery, and commercial acumen, 
all demonstrated in context by 
jolly motorcycle aficionados, 
lunatic law enforcers, and a 
whole rainbow of colourful 

characters such as one would 
find in any co working space 

or executive boardroom.

Once you’ve completed the 
Sons of Anarchy business 
awareness program, you 

may feel inclined to further 
develop your CV with a post 
graduate course in Game of 
Thrones. For this you’ll need 
to read the books, all of them, 
a lot, mostly in bed, probably 

several times each, then 
re visit the screen version 
for an extended alternative 
media interpretation. Once 

completed you will understand 
pretty much everything about 
politics, eunuchs, power, and 
Scotland. From here you can 
become an MEP, a business 

guru, a political commentator, 
or even a consultant. 

Well done. Well done indeed. 

Next week. Breaking Bad. The 
definitive guide to competitive 
product development strate-

gies in a vibrant market place.

the 
bit

andrei’s inadequate column

Do you speak startup? Start-ups and the need 
for Data Security

A  APP DEVELOPMENT; done wrong, the 
easiest way to burn your life savings.

B BETA; the eternal limbo of App Development 
done wrong.

C CROWD; the cause and the solution to
most of your problems.

D  DISRUPTS; a fantastic magazine not afraid 
of shameless self-promotion.

E  EGO; something you need to have, and
have to lose. 

E ECOSYSTEM; what were promised,
egosystem is what we got.

F FUNDING; very much like sex, the more
you talk about it, the less you’re getting.

G GAMIFICATION; the real world result of a 
desperate need for escapism from the aforemen-
tioned real world.

G.2 GIRLFACE; a term used by event 
organisers to describe a critical mass of female 
presence.

H HUSTLE; the ability to make words into 
money

I INVESTMENT; see Funding.

j JOB. Something your girlfriend will be telling 
you to get. See “X”.

K LETTER “K”; a fantastic tool for creating
unique domain names when the letter “C” has
already been taken. Kool. 

L LEVERAGE; a long stick with something at the 
end of it?

M  MICROMANAGEMENT; yes, we all 
know it’s your baby, but once you’ve hired 
someone, let it go.

N NIGGARDLY; there’s lean, and there’s too 
lean.

O OPEN SOURCE; software you use when 
you can’t afford (or pirate) the software you 
want.

P PIRATES; why are pirates called pirates?
Because they…

R ROCKET science; It’s not. 

S SLEEP; something that used to happen,
before you decided to build an app to measure 
how well you sleep.

T  TECH; Nerd crack.

U  UX; actually considering what the end
user will see, difficult to explain to coders.

V VERTICAL; it’s perpendicular to your
horizontal.

V.2 VISION; everyone has one, and theirs 
is definitely better.

W WETRANSFER; Magic fairies that send
big files over email.

X Your Boyfriend/Girlfriend/Wife/Husband;
once you get into startup land.

Y  YES, I KNOW, BUT; The start of every
conversation you have with your cofounders.

Z ZOMBIE; undead startups, floating in 
cyberspace like the Mary Celeste. Oooh, scary.

Businesses that suffer data security breaches risk not 
only fines, up to GBP500,000 in serious cases, but 
also the reputational damage caused by these brea-
ches which are often widely reported in the press.  
Risks are increasing in the next two years, when the 
maximum fine is going to increase substantially (up 
to 5% of global turnover) and individuals are being 
given stronger rights to claim for damages when 
data is misused.  It is therefore crucial for start-ups 
to have measures in place to keep the personal data 
held in their IT systems secure.  

Key steps start-ups should take to minimise their risk 
of a data breach are set out below.  Of course, many 
start-ups will host their websites and databases in the 
cloud, so many of these issues will be issues of due 
diligence for the hosting provider.

• Adopt a layered approach to IT security.  If one 
layer fails, then the others are in place and will hop-
efully catch the threat.  

o Consider physical security of data in the event 
of a break-in.  Can the servers be kept in a sepa-
rate locked room?
o Ensure that you have up to date anti-virus or 
anti-malware products regularly scanning your 
network to prevent or detect threats and imple-
ment regular penetration testing.
o Make sure you have a well configured firewall.
o Employ access controls.  Limit access to your IT 
system to those you trust and who need to have 
access.  Consider the strength and storage of pas-
swords.   Use passwords with a mix of upper case 
and lower case letters and numbers and enforce 
regular password changes.  
o Ensure that the same level of security is applied 
to personal data on devices, such as laptops or 
mobile phones. Make sure that data is encrypted 
and only transferred to devices that are secure.  
Only transfer data to the extent that it is needed 
and make sure that such data is removed once 
finished.  

• Keep software security up to date. This was an 
area where Staysure fell down.  The application 
server vulnerability the hackers exploited in that case 
was publicly known and updates were available, but 
not used, to fix the vulnerability.  Most software can 
be set to update automatically.  Otherwise have a 
process in place to regularly check for updates and 
apply them.  

• Train your staff to be aware of the risk of a data 
breach and to avoid actions that will leave your 
organisation vulnerable to cyber-attacks.  Make 
sure that your staff know how to recognise threats 
such as phishing e-mails and are aware of the risks 
of posting information relating to business activities 
on social networks.  The ICO’s Training Checklist  
provides a useful guide on what to cover. 

• Limit the severity of data breaches by separating 
and limiting access between network components.  
Keeping the web server separate from the main file 
server means that if the website is compromised the 
hacker would not automatically be able to access 
your central database.  

• Remove unused software and services from de-
vices.  Older versions are more likely to have security 
vulnerabilities.  It is easier and safer to remove unu-
sed software than try to keep it up to date.  

• Review how payment card data is handled to 
ensure that this complies with the Payment Card 
Industry Data Security Standard (“PCI DSS”) .  Also 
review your agreements with credit card merchants 
to ensure that the obligations with regard to security 
and handling card data are being met.  Staysure 
had stored unencrypted payment card CVV numbers 
in clear breach of the PCI DSS.  

• When building new IT systems or data collection 
initiatives consider taking a Privacy by Design  ap-
proach, where privacy and data protection compli-
ance is looked at from the start (rather than as a bolt-
on at the end).  This will minimise risk by ensuring 
privacy and data protection issues are considered 
and addressed at an early stage.      

• Make sure that your developers are aware of 
basic data security issues, such as SQL injection, 
hashing and salting passwords and SSL/TLS encryp-
tion.  For further information refer to the ICO’s May 
2014 Security Report , which provides advice on 
common security vulnerabilities identified by the ICO 
during its investigations.   

law

Data security is an issue that all on-line businesses need to address.  

This was highlighted earlier this year when the UK’s Information 

Commissioner’s Office (ICO) imposed a fine of £175,000 on Staysure.

co.uk, an online travel company for failing to comply with the Data 

Protection Act 1998.  A failure to implement basic security measures had 

allowed hackers access to the customer database and led to more than 

5,000 customers having their credit cards used fraudulently.  

www.penningtons.co.uk 
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london startup events and meetups

disrupts news
 
 
 
June 17th saw our first 
ANTIPITCH EVENT, as part of 
London Tech Week. 

Three Startups, COMB, 
DOUBLE, and SOCIAL BELLY, 
were interrogated on Con-
cept, Marketing, and Finance 
by a panel of experts with 
audience participation. After 
a thrilling couple of hours, 
with a pizza, wine and beer 
interlude, the winner was 
announced. SOCIAL BELLY! 
Much whooping. And that’s 
why Dimple Lalwani, founder 
of Social Belly, is on the front 
cover this edition. 
Well done and thanks to all 
involved. Right. Who’s next? 
See back cover.

STARTUP FRIDAYS 

(Check disrupts.co.uk for dates)
Central Working, Whitechapel
All welcome. Free.
4pm Every other Friday

Every other Friday a bunch of Start-
ups rock up to our office and we 
collectively hack the problem of be-
ing sober. As well as drinking white 
wine and beer, we share ideas, 
explore possibilities, generate news 
for the news section, and work out 
ways to work together. A productive 
way to end the week, and a great 
warmup for Silicon Drinkabout. 
All welcome, book in with us first 
please so we know you’re coming. 
Oh yes, we also do video gener-
ation at this event, recording team 
interviews and quick pitches, and 
creating channels for DISRUPTS.TV

ANTIPITCH EVENT

Auditorium, Central Working Whi-
techapel. All welcome. Free. 
Check ANTIPITCH.CO.UK for 
dates and times

There’s lots of polite and friendly 
startup pitch events in London. This 
isn’t one of them. Antipitch is our 
panel show, filmed for broadcast, 
where 3 courageous startups get a 
proper grilling on their idea, mar-
keting and financials. The intention 
is to find the weaknesses and 
maybe help fix them too. Winner 
takes all in terms of prizes, which 
includes front cover of DISRUPTS 
magazine. Check out ANTIPITCH.
co.uk for next event dates. The 
event, food, and copious booze, is 
sponsored by Barclays, and may-
be some other cool sponsors too.

DISRUPTS.TV

So we’re creating a 
video station, DISRUPTS.
TV, google it and have a 
look. It’s being devel-
oped by Velox.io, using 
innovative database 
architecture. 
On the good side, it’s 
fast, crazy fast, almost 
instantaneous; on the 
other hand, it looks a bit 
ugly. Check it out. Once 
she puts her makeup on 
she’s going to be a right 
little goer.

Events

2nd July
3DAY STARTUP FINAL 

KANO, Inside Central Working Whitecha-
pel, Mile End Road

Student Startups go through the process, 
culminating in 5 going through to the final, 

to present to a panel of industry profes-
sionals. 

Rachel.Brown@qmul.ac.uk

July 7th
TECH HUB DEMO NIGHT

Google Campus 7pm
Tech Hub Startups demo their thing. 

Then we all eat pizza. 

July 14th 
CO FOUNDER DATING AND SPEED 

PITCHING
Google Campus 6pm – 10pm
Hipsters-Hackers-Hustlers.com

It’s not a dating event, it’s a meet loads 
of co founders / techies / entrepreneurs 
event from the Hipsters Hackers Hustlers 

team.
 A must go if you’re new to the scene. 

July 28th 
GOT A PROBLEM? / GET A SOLUTION!

Google Campus 6pm to 10pm
Hipsters-Hackers-Hustlers.com

Like it says, present your problem, the 
audience of startup founders and robot 

whisperers flip you the solutions. 
Sharp brains R here.

Every Friday
Silicon Drinkabout

3-beards.com
Various places

                  Groups
DISRUPTS LONDON

Our kickass contribution to the scene

NEWFINANCE
Fintech

HIPSTER HACKER HUSTLERS
Startups

Want to list your event or meetup 
here? News@disrupts.co.uk
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what’s your favourite place in london?

Green Man, Essex Road
Filippo Nasetti, MHOX design

I used to live in Baring Street, between Shored-
itch and Islington, and still I am very attached to 
that area. You might check the Rosemary Branch 
over there. Or, if you are into a genuine experi-
ence, go for the Green Man in Essex Road.

Ottolenghi restaurant, 
Upper Street 
Phil Davison, Thisismother

They’re the inspiration for 
our food. It’s the place that 
makes vegetables sexy.

Regents Canal Kingland Road Basin 
Richard Appell, Brokd Ltd

Before I started the business, I was working as a 
consultant in KPMG. I reached a bit of a dead end. 
One of the things I used to do was to go for long walks 
on the canal. It’s full of canal boats and great cafes. 
You’re guaranteed to meet a very different person that 
you would meet in the city. It made me realise that you 
could be happy not living the Canary Wharf life.

The Dove pub, Hammersmith 
Nat Green, Central Working 

I really like it along the river in Hammer-
smith. There are a lot of pubs there and a lot 
of greenery, it’s really nice! The houseboats 
and all that. It gives you the feeling that 
you’re very far from the city, but you are 
not. There’s a bar called  The Dove. It’s in an 
old theatre right on the river. It’s really nice. 
Good food, good drinks, good party. 

Places in South London
Molly, Desmond & Dempsey

Home is Brixton. I love the crazy mix of places. 
F. Mondays is our favorite gem - they have great cof-
fee and do the BEST toasties. It’s a really nice place to 
spend Saturday morning (or any morning really). 
Also, Brockwell Park is an A-Star picnic location and 
on a Sunday the Herne Hill Farmers markets is a must. 

KNOW  A PLACE AND HAVE A GOOD STORY? 
SHARE IT AT NEWS@DISRUPTS.CO.UK 
WE’LL GET IT INTO THE NEXT EDITION! 

Night Tales, Old Street
Ryan James, Graphic Bikes
We love the summer outdoor venue Night 
Tales on Old Street. There’s tons of differ-
ent pop up food stalls and bars. Although 
expensive it’s a perfect place to start the 
summer evening (if you can avoid the queue) 
after a hard days work. Watch out for the 
crazy cupboard!

Bounce bar, Holborn
Tomi Oladigbolu, Dimble

We love BOUNCE in Hol-
born, it’s a bar where you 
can play PING PONG! What 
more could you want?

Greenwich Foot tunnel 
Andrei Croitor, Disrupts

I love the foot tunnel running under-
neath the Thames between the Isle 
of Dogs and Cutty Sark. It’s fairly 
busy thoroughfare during the day, 
but at night it’s my favourite place to 
play guitar and sing.

molly’s pyjamas
ah, tHAT new 
coffee app. 
EVERYONE LOVES 
COFFEE, DON’T 
THEY?

What is Desmond & Dempsey? 
We are an e-commerce focused company that sells women’s pyjamas de-
signed as ‘his shirt for her’. Our prints are hand painted and inspired by our 
travels and escapes. Desmond & Dempsey is dedicated to giving the world 
everyday luxuries.
The name Desmond & Dempsey comes from a combination of both of our 
granddad’s names. It seemed right that the name have a family connection 
as both of our families have been so involved in everything we’ve done. 
Originally I wanted just Rose & Dempsey but Joely snuck his way in there! 

How did you two come to making this business?
There is a bit of love story behind it. Joel and I did long distance for a while 
but he eventually convinced me to join him here. When I moved to the UK 
we lived together with some of Joel’s best mates and my nighties were not a 
great look for the bedroom or the couch! I ended up wearing Joel’s shirts to 
bed. Let’s just say a few of the shirts didn’t take well to coffee stains so one 
day we decided to make me my own.
Joel has always been incredibly entrepreneurial and we realised pretty 
quickly that there was a space in the market for where we were heading. 
We have been incredibly lucky to find a team of people who have taught us 
how to go about making great PJ’s as well as set up our own company.

How important is a good pyjama in our everyday existence? 
It’s possible that I’m bias, but I’d say it’s THE most important thing. First-
ly, you spend nearly half of your life in bed, so that’s half of your life in 
pyjamas! And secondly, those first moments when you wake up are the most 
important- they set the tone for the rest of the day. The way I see it, waking 
up in a pair of fresh cotton pyjamas is the first thing you can do to ensure 
you wake up well. So we are giving the world a better start to the day! In the 
future we hope it will be every day luxuries of all varieties. Those things that 
don’t cost a fortune but give us each a little treat every day. So, for example, 
a great teacup, or fresh sheets- everyone has their thing! 

stuff we love stuff we love

We met DripApp guys at one of our Startup Fri-
days, and the next day I found myself following 
the map to some cute independent coffeeshop in 
Fitzrovia to get my first cup of DripApp. Paying 
for a coffee with an app felt like magic. 

That’s what Jeremy the founder says: 
“DripApp allows users to purchase prepaid 
coffee plans, in the form of drink credits or an 
unlimited monthly plan (that’s right; UNLIMITED 
coffee for a flat price). Credits can be spent at 
any of the cafes on our growing list of partner 
locations throughout Shoreditch and Fitzrovia, 
which are handpicked to reflect our goal of cre-
ating a selection of the best coffee in excellent 
establishments.
The app’s design is smooth and simple to use: just 
hand your phone to the barista, they punch in a 
4-digit code, and you’re good to go. No more 
fumbling in your pockets for loose change or an-
noying minimum charges to your card.
High quality coffee, at low prices, served in the 
best local businesses; this is DripApp’s creed.”

Download DripApp now in the AppStore, and 
receive your first coffee on the house using pro-
mo code FREEDRINK

www.desmondanddempsey.com
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cognicity.london
“Cognicity is a pioneering future city project 
set up by Canary Wharf Group to identify 
and accelerate the development of smart 
city technologies, helping to create one of 
the world’s leading smart city quarters within 
one of the world’s greatest capital cities. 
The Cognicity initiative identifies, acceler-
ates and procures interoperable smart city 
solutions developed through its innovation 
programmes, helping to inform the creation 
of “the integrated city of the future” and 
Canary Wharf Group’s future development 
pipeline.” 
www.cognicity.london

Hi guys, what’s Fyxer?
Fyxer is your business concierge: a revolutionary new type of per-
sonal assistant aimed at SME’s and entrepreneurs in the tech sector. 
We believe that personal assistance in its traditional form is from a 
bygone era: not only does modern technology preclude the need for 
an assistant in house, it also provides a plethora of new opportunities. 

What gave you the idea?
We’ve realised that new technologies have made a fundamental 
change in the labour structure of SMEs. At the same time, however, 
the assistance market has remained largely stagnant. So whilst all 
these enterprises need assistance, they’re left with an old-fashioned 
model that is both expensive and ineffectual. Our obsession with 
helping people do what they love led us to create the solution: a per-
sonal assistant that combines the reliability of a traditional P.A with the 
efficiency and affordability of modern technologies. 

Our city. Our future. Cool domain.
When did you start?
Richard and Archie started working full time on their 
Fyxer vision in October, and quickly put together a 
strong team of advisors and collaborators. The pro-
ject took a real step forward when the team was ap-
proached by Tabitha Goldstaub. A business leader 
and serial entrepreneur, Tabitha had experienced 
the assistance problem first hand and believed that 
Fyxer was the answer. 

Why did you choose a .london suffix ?
It was the only logical suffix for us: Fyxer was born 
in London and we pride ourselves on being based 
in the city where our clients work and play. We also 
felt that the London brand was so central to our vi-
sion – the start-up and tech scene here is growing 
quicker than even that of Silicon Valley, and lots of 
these enterprises are changing the way the world 
works forever. We wanted to celebrate that. And on 
a purely aesthetic level, .london really stands out 
among .com’s and .co.uk’s!

Where would you like FYXER to be in three 
years from now?
We’d love Fyxer to continue to grow and take on a 
larger roster of forward thinking clients. We’re not 
interested, however, in expanding rapidly and sell-
ing out. What’s much more important to us is that, 
no matter how big we get, we provide the same 
excellent service that we’ve always done and we 
continue to be the best solution to the assistance 
problem. 

net-works.london
“Net.Works. offer creative, flexible co-working spac-
es and know that a business needs more than just a 
stylish work space to succeed. We go the extra mile 
and support our members by boosting business op-
portunities through powerful and regular networking 
events, as well as offering specialist business advice.
Our onsite, artisan coffee shop, SL28., offers our 
clients the highest quality of food and beverages 
throughout the working day and also serves the Lon-
don community as the first and only members-only 
coffee shop in London.

So, all you have to do is choose how you work best 
and what type of space your business needs…” 

www.net-works.london

Fyxer.london
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tech tech

with Jason Kneen, bouncing fish The Silicon Valleys of Wales

www.bouncingfish.com

1. Protect your idea

Firstly, you need to ensure you have an NDA 
signed with the developer. A NDA (Non Disclosure 
Agreement) is designed to protect you and them and 
allows you to freely talk about the project so get that 
sorted before the meeting OR bring along a couple 
of copies to sign on the day.

2. Do some research

This sounds obvious but I’ve seen a situation many 
times where you sign an NDA, meet up to discuss a 
top-secret “unique” idea, only for you to break the 
news that the app or service already exists. Check 
out the AppStore, Play Store, the web and look for 
anyone else who may have come up with the same 
idea. Even if they are similar to yours, you may still 
have a unique feature they don’t!

3. Describe the project

Personally I can live without a full-blown 
specification document as long as I can see some 
basic description of screens, or a users journey 
through the app or ultimately some designs / screen 
layouts.

For screen layouts this is where designs or 
“wireframes” are a real benefit - these are essentially 
screen layouts without all the “finery” of a final 
design. So they might be scribbled by hand, or use a 
prototyping to layout some more detailed screens. 

The simplest version of wireframes is just some 
sketches on paper. If you want to give some better 
examples then grab some screenshots from other 
apps that might have similar functionality (like a 
contacts list for example).

If you want to be more sophisticated you can use 
services like proto.io to create wireframes using just 
your web browser. You can create screens and link 
them together to create a basic app demo -- great 
for showing how someone will use the app and it can 
also highlight any potential user interface issues.

4. Have a Budget in mind

You wouldn’t walk into a car showroom, speak to a 
salesperson and take some cars out for a drive and 
then (when told the price) say you don’t have the 
budget, would you? If you do have a budget in mind 
then share it with the developer. Sometimes it can 
help them understand the best way to develop your 
app to meet that budget. 

What do we need to have 
sorted for the first meeting 

with an app developer?

I get a lot of enquiries each week and whilst many are well 
described I’ll sometimes get a simple one-line description of the 
app and little else, and will be asked to give a price and timescale 
to develop it!

It’s very difficult for most developers to come up with a time and 
cost where they’re given very little information. Typically they’ll 
be some back-and-forth questions on the project and clarification 
requested and eventually they’ll be the suggestion to meet up to 
discuss it in person - here’s how best to prepare for that meeting:

1. EUROPEAN & WELSH GOVERNMENT: Wales has 
historically lagged behind the rest of the UK in key 
economic measures. This means the Wales receives (for 
now) a whack of funds from the European Union (EU) 
with parts of this being directed towards the creation and 
growth of businesses. There are some EU-supported Welsh 
Government projects. For example, a recent statement of 
ambition was the launch of the£20m Accelerated Growth 
Development Programme aimed at supporting 1000 high-
growth businesses. 

2. YOUNG ENTREPRENEURS: Since the devolution of 
Welsh Government, there has been an increasing focus on 
entrepreneurship with Wales being one of the few countries 
to have a specific Youth Entrepreneurship Strategy. 

3. GRANTS: Wales is one of the few regions where you can 
still access a plethora of grants to start your tech business. 
These range from European Union funded grants to smaller 
local council grants. A relevant example is the Digital 
Development fund (with the clue in the title) providing up to 
50,000 of non-repayable funding. Yeah, I couldn’t believe 
that one either. 

4. PROFILE: There are currently tonnes of techie type 
startup happenings in London with competition for the 
front pages fierce to say the least. In Wales, a successful 
funding round or funky new app is much more likely to be 
considered newsworthy. 

5. COMMUNITY: The saying goes that Wales feels like a 
village and this is very true. Everyone is just so friendly! This 
has major plus sides for your startup as everyone in the startup 
community knows everyone else. This means it is much easier to 
get to the right people in the shortest time. This is supported by 
fantastically open and friendly online techie communities. The 
most prominent is Cardiff Start with over 1000 active members 
ready to be asked any technical query.

6. SPACE: There is an increasing amount of cool places to 
create and build your dream. These include ICE (in Caerphilly), 
Tech Hub (in Swansea) and Indycube (in Cardiff plus multiple 
other locations). These have respectively housed tech startup 
rising stars such as Nudjed, Veeqo and Pwinty. 

7. LIFESTYLE: Wouldn’t it be great to breathe fresh air in the 
odd five minutes when you’re not glued to your Mac? Well, 
Wales has some of the best beaches, mountains and scenery. 
Also, Cardiff and Swansea have diverse choice of quality bars 
and restaurants to go celebrate your seed investment.

8. INVESTMENT: It goes without saying that the approximate 
30% lower than London staff, space and living costs will directly 
impact your financials. This will certainly help shift that hockey 
stick curve upwards providing some de-risking of your new 
venture to potential investors. Say goodbye valley of death and 
hello valley of dreams. 

So why not take a trip to Wales to check it out? We’d certain-
ly make you feel welcome and you’d very quickly feel right at 
home. After all, you can build a global business from anywhere 
in the World so what better place to do it than the green, green 
grass of Wales.

Ah Wales. Famous for rugby, Tom Jones and curry half & 

half (and you really must try this). Could the home of Gavin & 

Stacey really compete with the likes of Birmingham, Manchester 

and even London as place to start your tech business? Well, 

recent reports such as by Tech City UK seem to suggest that 

maybe, just maybe it could. As a former Londoner and founder 

of a new tech startup, I’ve found it’s a fantastic alternative to the 

Big Smoke and here’s 10 reasons why:

Lee Sharma

Lee Sharma is the founder of 

SimplyDoStartup.co.uk
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profile: startup startup
founder interview

comment
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- A great solution for a booming 
industry 
- Strong branding 
- A great team!

- With a new solution understand-
ing the size of the opportunity and 
defining success is hard - We’ll 
be competing with more familiar 
solutions such as meetups and 
co-founder dating

- International expansion - 
Market is huge - The startup 
community is very positive and 
loves collaboration

- Creating a community 
rather than a transactional 
platform is challenging 
- Creating a three-sided 
market is difficult 

needs

mentors
Funded by reed.co.uk after winning 

the reed.co.uk Hallowe’en Hack 

Day 2014

Business mentors: 

Mark Ridley and Ben Sole

Early adopters: talents who want 

to join a startup but don’t know 

what to work on or who to work 

with; people with brilliant ideas 

who need a great team; startups 

that want to show the world what 

they’re all about

Partners interested in working 

with us to add value for our 

users

Startup Startup connects talent to build amazing startup teams. It’s a 
free platform where Talents, people with ideas and existing startups 
can connect using awesome profiles that showcase what they’re all 
about. 
Startup Startup has a unique focus on building winning teams 
consisting of Techies, Creatives, Hustlers and Visionaries. It’s a 
great showcase for existing teams. We’ve already spoken to early 
stage investors who’ll use the platform to identify new opportunities.
We will monetise by partnering with companies providing services 
to startups. That way, we will add value and create a win-win-win 
situation for our users, partners and Startup Startup.

Company name
Startup Startup

Launch date
June 2015

Website
www.startup2.net

Contacts
Timo Hilhorst

timo@startup2.co.uk

October 2014 January 2015 March 2015 June 2015

Won reed.co.uk 
Hallowe’en Hack 

Day

MVP launchedSuccessful pitch for 
funding

Started building 
Startup Startup

TIMO HILHORST
VISIONARY-HUSTLER

Startup enthusiast. Serial meetup 
attendee. Fan of user feedback. 

Loves building partnerships. 

INIGO GOMEZ
Creative

Design artist. Brand evangelist. 
Hexagon creator. Master of the 

wireframe

DARRYL OCTOBER
Techie

Multilingual full stack 
developer. Angular adopter. 

JavaScript manipulator. 
Brings designs to life.

DAVE BISHOP
Techie

Engineering and scalable 
systems. Friend to the cloud. 

C# wizard.

Katrine Richardson, 
Metric Accountants

With the soft launch just a week ago it is a 

very exciting time for the founders of Startup 

Startup there is no doubt it’s a growing 

market that they are entering. Not only is 

number of startups in London growing, but 

so is the supply of people wishing to work in 

this sector.  

The company has limited the initial offering 

to London. This is a wise move as the market 

is easy to reach and has by far the largest 

concentration of startups anywhere in 

Europe. To make the business a success it is 

crucial to reach out and build a community 

following quickly, and certainly before com-

petitors enter the market. It will be important 

to grab market share quickly.  

The Company has already secured invest-

ment from an investor that believes in the 

concept. Having an investor on board makes 

it easier for the founders to concentrate on 

operations rather than chasing investors 

(which so many startups have to spend time 

doing!). 

There are many ways of making money 

from a business like this. Initially the plan 

is to partner with companies which are 

providing services to startups.  This is a great 

idea.  However if prospective partners have 

pre-existing partnership relationships, this 

may prove difficult. An alternative option in 

the future may be some form of subscription 

model. The founders believe that the site 

should be accessible by anyone and don’t 

want to create any entrance hurdle. In which 

case any subscription model should be kept 

to a low price and instead work on reaching 

high volumes. 
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profile: music gurus

s w

to

• Strong team with comple-
mentary skills perfectly suited 
to execution
• Strong CLV
• Product market fit knowledge 
for asynchronous coaching 
feature

• Free education content (e.g. 
YouTube)
• Music streaming services 
moving into video (e.g. 
Spotify)
• International licensing 
complications

• Disrupt off-line market for 
music lessons
• Consolidate fragmented on-
line music education market
•Deliver co-branded solu-
tion for partners (e.g. music 
colleges)

• Low barriers to entry (no 
tech IP)
• Need more strategic 
funding to scale

needs

mentors
Advisor: Peter Martin, Grammy 

winning pianist with online teaching 

business

Investor: Jean de Fougerolles, 

Acension Ventures

Investor: Nicolas Autret, Twenga, 

Sofinnova Partners

• Strategic investors with an 

interest in online education and 

music

• Non-UK tax paying angels to 

help us over-fund our CrowdCube 

campaign (UK investment is 

capped by SEIS rules) http://www.

crowdcube.com/musicgurus

• Referrals to musicians who have 

great credentials and want to get 

involved in online education.

• Interns! In particular we’re looking 

for media savvy music specialists 

to help with digital marketing and 

building a buzz around our brand.

MusicGurus is a platform for online education from top musicians. 
Students can watch video lessons from exciting artists and receive 
affordable, personal feedback on their own playing via an online 
coaching system.
Students would love to learn from top artists but the best musicians 
are inaccessible and expensive. 
A sharp decline in recorded music sales means artists are looking 
for new ways to earn a living. The market for music tuition is 
significant and ripe for disruption. 
MusicGurus helps artists to create compelling content and manage 
an online subscription based teaching business around their 
performing careers. Personal feedback is sold as an additional 
premium service.

Company name
MusicGurus

Launch date
February 2015

Website
www.musicgurus.com

Contacts
info@musicgurus.com

April 2014 November 2014 Feb ruary 2015 March  2015 June 2015

Research and prod-
uct design begins

First 20 customers 
pay for lessons

Ascension Ventures 
pledge, CrowdCube 

campaign launch

CTO joins team, tech 
development starts

Prototype go-live

TOM ROGERS
CEO

Consultant, musician and educa-
tor, Music Degree, INSEAD MBA

BRIAN CARROLL
CTO

Product expert, ex-product lead 
at Affectv, Engineering Degree, 

INSEAD MBA

CHRISTOPHER ESC-
LAPEZ

COO
Digital media and content 
expert with consulting and 
entrepreneurial experience, 

Engineering Degree, INSEAD 
MBA. Brings designs to life.

the video station for the startup scene. 
beta now live

disrupts.tv

comment

James Richardson, 
Metric Accountants

I’m excited by this concept - a scalable business 

that provides customers with quality music tuition 

upon demand. 

They key word here is quality. After all, any music 

teacher can offer video tuition on sites like YouTu-

be at little financial risk. The MusicGurus team are 

differentiating their offering by providing a more 

advanced service (e.g. using quality musicians, 

having 3 camera angles to allow students to see 

the hand movements more clearly, etc).

MusicGurus are making great strides on the 

funding side and – to kill two birds with one stone 

– are using this as a source of free marketing, 

identifying that incorporating crowdfunding into 

their investment mix is an opportunity to gain free 

publicity for their brand.

Like all digital B2C businesses, the business needs 

to get to grips with the headache that is VAT 

MOSS (which requires the company to charge 

VAT in each customer’s domicile country). They 

should also address how they will handle their 

foreign exchange exposure, as they’re likely to 

face costs that will be in multiple currencies. 
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profile: babysitters of Kensington & Chelsea
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Unique online booking and 
payment service
Flat rate per hour with no book-
ing or subscription fees
Personal service

Low entry costs for compet-
itors
Alternative childcare options

Far more families to reach in 
Kensington & Chelsea alone!
Ability to scale to additional 
areas quickly

Currently insufficient 
babysitters to meet appoint-
ment demand 
Inconsistent activity from 
babysitters

needs

mentors
Anna is a member of the 2015 

cohort of the New Entrepreneurs 

Foundation. 

We re-invest all the profits of 

BOKAC back into the business and 

have not yet needed to seek outside 

investment (we aim to do so once 

we are London wide).

We constantly seek feedback and 

suggestions from our very vocal 

BOKAC parents and babysitters!

• We would welcome any advice 

and feedback from those working 

in e-commerce or marketplace 

industries. 

• Introductions to contacts who 

could help with expansion and 

marketing. 

• Full-time CTO.

Babysitters of Kensington & Chelsea (BOKAC as we’re 
nicknamed), enables parents to book and manage their 
babysitting appointments online. 

What differentiates BOKAC is our sophisticated booking system 
and the fact that we run a completely cashless service.
BOKAC launched in 2011 and currently caters for families in 
West/South West London and we are looking to expand to 
South/South East London with a new branch called Babysitters 
of Southwark by September 2015. Our goal for the end of 2016 is 
to have at least four branches covering all of London and to then 
expand the model across the rest of the UK.

Company name
Babysitters 

of Kensington & Chelsea

Launch date
May 2011

Website
www.bokac.co.uk

Contacts
Anna Cameron

acameron@bokac.co.uk

@BabysittersofKC

May 2011 December 2013 September 2014 February 2015 September 2015

Our first booking 
came in at 4.20pm 

on the 19th May, 
2011

Anna quit her job in 
branding to focus on 

BOKAC full-time

We will launch our 
second branch, 

Babysitters of 
Southwark

The original ‘one stop 
shop’ booking process was 

overhauled to the current 
process with a re-design of 

the websites look and feel

The first event was held for our 
BOKAC families. This gave 

us a chance to meet parents 
in person who we had been 

communicating with over email 
for almost 3 years!

ANNA CAMERON
Owner and Founder

Organised to the point of obses-
sion, dog lover, raised in West 

London.

JAMES BURNETT
Website Developer 

Outside of work, makes music 
and obsesses about the 

intricacies of political theory.

SAM ROBERTS
Website Designer 

Built his first website on a Mac 
Performa 5300 back in 1997.

I wanted to profile this startup after having met Anna at a Startup 
Friday event, and then even more so after I interviewed HASSLE.
com a week later.  (See the Lessons Learned feature in this edition.)

Here’s the thing with BOKAC, here’s my many thoughts.
It’s basically HASSLE.com for babysitters, UBER for childcare, if 
you get it right. Very simply, there’s dozens of variations of this bu-
siness model out there. You connect 2 groups of people as quickly 
and friction free as possible, ultimately via an app. Such services 
exist for cleaners, handymen, taxis, massage therapists, dentists, 
but there is, as far as I am aware, an open space for babysitters 
in this model. No one is obviously doing it. By that I mean no one 
is aiming to take the whole of the market with a single, super slick 
service. It’s very much like the domestic cleaners market used 
to be, basically informal, unstructured, mostly word of mouth, 
postcards in newsagents, friends and family recommends. So the-
re’s space for something to arrange and organise it for the benefit 
of everyone. It’s not the easiest space to do it in, it requires proper 
checks and precautions to be in place, which Anna already does, 
and the room for bad happenings is zero, which is probably why 
the big space is still available.

But the idea is scalable to a huge potential, even just in the UK. 
The market is high, and wide, easy to include daycare, emergency 
cover, and so on.  Here’s what I see:

Imagine being able to request a trusted childcare assistant from 
your phone, they arrive 6 minutes later in an UBER cab, and you’re 
free to fly out for the afternoon to pick up the other child from 

school because she’s being sick… for example… It’s a real problem 
solver, there’s an actual need for it. It also provides lots of people 
with extra part time flexi jobs… It’s excellent.

Theoretically it’s a winner. However, the other 99% of genius is 
perspiration, execution, actually creating the business.  And that’s 
the difficult bit.  Anna has built a flourishing local business, she 
does all the checks on babysitters herself, she’s built a good busi-
ness for herself. It feels like a lifestyle business though, rather than 
a market hungry startup. And here’s the risk, because her lifestyle 
business will ultimately be competed against by a market hungry 
startup that wants to UBERISE childcare and babysitting, because 
that’s the direction everything is heading. And if such a business 
comes into being, and get’s it right, they could seriously inhibit 
BOKACs plans.
So is Anna going to continue to build her business in the way she 
has, and risk future disruption ( and missed opportunity ) or is she 
going to be the one to shoot for the moon with it? And if so, what 
would that look like?

Anna is only one piece of the team required to scale this company. 
It’s a tech company. It’s also a logistics company, and a recruit-
ment company, and a customer service company. I’m wondering 
if it’s even a childcare company at all, in the same way that UBER 
doesn’t actually drive cabs. Also, to create a Hassle / UBER / 
type brand a rename is required, (UberSitter?) and everything else 
needs to change too.  To scale, or in fact re launch, as a childcare 
facilitation brand, would require a team, people who know how 
to scale a company, fast. It would require marketing and branding 
and PR and partnerships, legal counsel and financing. A proper 
KICAS startup.
Anna already operates a recruitment strategy that takes into 
account locations, languages, and referees, but in a scaled up ver-
sion of BOKAC the process would probably need to be even more 
rigorous, CRB checks, enhanced checks, a watertight process. 
This has to be 100%. The issue is always going to be security and 
safety of the child, and ultimately, trust.

Features on an app might include the babysitter being prompted to 
confirm everything is ok every 3o or 60 minutes, and the parents 
can facetime via the app…. An emergency button, the company 
would have to always be available to provide assistance and as a 
backup, if it was very automated and slick, it could be amazing.
If you can see the vision, you can see there’s potential to create a 
super service, safer, quicker, more reassuring, more reliable, than 
anything that exists already. The perfect solution, designed from 
scratch. 
Someone is going to do it, soon. It’s inevitable. 
Check out UrbanSitter.com , it’s only in the US, for now. 
Maybe UberSitter as a rebrand? Just putting it out there. The .co.uk 
is available. 

Good luck Anna, let us know if we can help.

comment
Bird Lovegod 
Disrupts
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profile: interlaced
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• Strong value proposition for 
participants
• Strong branding 
• Extremely positive feedback
• Team members based in the 
fashion (tech) capitals of the world 
– London, Paris & New York

• Competitors in the events 
& media space with more 
resources 

• Georgraphic expansion 
• Many new ways of moneti-
sation 

• Time to build the business 
• Limited resources
• Funding options for media 
companies are limited 

needs

• Sponsors for our 

September event 

• Cash flow to keep us 

operating after the event and 

work on new services

INTERLACED communicates the latest developments in 
fashion and technology through events, news content and 
other educational activities, creating a platform for curious 
minds. Our aim is to connect the four key audiences shaping 
this emerging industry - the pioneers in the field, established 
companies, academia and the wider public and by doing so, 
to help accelerate consumer adoption of smart clothing and 
apparel. 

INTERLACED is built on the fact that in order to speed up 
innovation within fashion houses and technology companies in 
the area of fashion tech, an increasing demand from the end-
consumer needs to be apparent. INTERLACED is gearing up to 
its first event in September featuring a day of fashion forward 
debates with industry leaders and an extraordinary fashion tech 
catwalk show endorsed by style bloggers.

Company name
INTERLACED

Launch date
February 2015

First event 
September 

Website
http://interlaced.co/ - 

Official INTERLACED site

http://2015.interlaced.co/ - 

INTERLACED event site

Contacts
Kristina Dimitrova, 

kristina@interlaced.co 

February 2015 March 2015  June 2015 September 2015

Public launch & pre-
senting INTERLACED 

at the Tech Off

INTERLACED 
2015 conference 
and fashion tech 

catwalk show

Speaking at Fashion 
Tech Days Roubaix 

(France)

Tickets for INTER-
LACED 2015 confer-

ence and fashion tech 
catwalk show released

KRISTINA DIMITROVA 
Founder & CEO

Fascinated with how technology 
is changing fashion she recently 
founded INTERLACED where she 

is the CEO and sets the overall 
strategy of the company. 

KARINA ABU ESHE
Co-Founder & COO

Technology appealed with 
vast passion for design, 

Karina believes that in-depth 
detail, proportions and 

functionality could be found 
in all areas of art disciplines.

HRISTIYAN PAVLOV
Co-Founder & Head of 

Design
Hristiyan is a materials 

scientist who makes objects 
of various scale, complexity 
and purpose and likes to be 
involved in the process from 

the drawing board to the 
final outcome.
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profile: uspaah

founder interview
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Superior platform, service 
offering and management team

Increased competition from 
new and existing market 
participants

On demand health and beauty 
service sector on the rise

Need to promote and scale 
up quickly to gain market 
dominance

needs
Seed investment, strategic brand 

partnerships, mentorship

USPAAH is the only high end, on demand, mobile spa service 
in London.  We cater to people with hectic lives and refined 
lifestyles and we bring qualified health and beauty professionals 
to your doorstep within an hour of booking. We aim to be the 
number 1 service for clients to use, and the number 1 platform 
for freelance professionals to join. 

We want to change the lives of not only our clients, but our 
therapists as well, by finally giving them the pay they deserve 
while bridging the gap between flexible demand and working 
hours.

Company name
USPAAH 

Launch date
June 15, 2015

Website
www.uspaah.com

App Name
USPAAH

Contacts
concierge@uspaah.com 

August 2014 October 2014 December 2014 June 2nd 2015 Mid June 2015 

Founder sets out 
to put vision into 

reality

First public unveiling 
at Techhub Demo 

night

Official Launch on 
app store 

Team is assembled, design 
work begins

First lines of code written

IGLIKA B. GHOUSE 
Founder, CEO

Ex-investment banker with a 
strong commercial sense and 
a deep understanding of the 
needs of busy Londoners.

VIKTORIA NAUMENKO
Marketing and PR  

Start up enthusiast with highly 
successful background in 

managing projects from scratch.

PERFECT 10 
Development Consultants 
A team of highly skilled 

professionals with 10+ years 
experience in development and 

design (www.perfect10.io)

Iglika, How did you realise you were an entrepreneur? 
I wouldn’t say I woke up one day thinking I am NOW 
an entrepreneur. A year ago, I just became obsessed 
with turning my idea into reality, and everything else 
became secondary. Isn’t that what being an entrepre-
neur is?

What was the stupidest idea you ever had? 
www.datingbankers.com, a dating website for ban-
kers.. only 80% of my target market were men. 

Can you give you a little background on yourself? 
Any crazy stories?? 
I grew up in Bulgaria and very early on I wanted to 
earn my own money. So at around 11 years old, I 
started entering radio competitions, and would make 
my parents buy me encyclopaedias to help me get the 
answers quicker. There was no internet back then, and 
the most I ever won was the equivalent of $5. 
I also sold ice-cream on the main street, and figured 
out a way to sneak in extra waffle cones to my ma-
chine to beat all the other salesgirls. Any used item I 
didn’t want anymore, I would sell to my cousin and my 
friends.. Things like worn t-shirts, or old nail polish. etc. 
They all laughed when I offered but bought everything 
anyway. Later on at 16, I went to study in America, 
and throughout uni I did all kinds of odd jobs including 
walking a paraplegic dog who had lost the use of its 
legs..go figure. 

What would make you proud of your business
Becoming an integral part of our busy clients’ lives and 
truly improving the standard of living of our professio-
nals. 

What's your biggest reglet in business / life? 
I regret not staying in New York after graduate school. 
The intensity of the city intimidated me back then, and 
I chose to return to Europe instead of fighting for it. If 
USPAAH takes off here in London however, my next 
target would certainly be New York, so perhaps I’ll 
get a second chance. 

What's your favourite place in London... and why? 
Hampstead Heath. My husband and I went there 
on one of our first dates to see a Buena Vista Social 
Club concert. It was a magical night and that spot will 
always have a special place in my heart. 
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Touchnote. the future of postcards 

unreasonable people

Oded Ran

How did you realise that you are an entrepreneur? 
What was your first business idea (maybe as a kid)?
When I was 11 I opened a one-man shop for 
cleaning cars on our street. It meant purchasing all 
the cleaning materials (I think I actually created a 
business plan) and advertising it with brochures I 
printed at home. The low repeat business suggested I 
was a pretty terrible car cleaner.

What was the stupidest idea you ever had? 
Years ago I started keeping a list of my ideas. The 
stupidest I had was to build a real-life car racing 
game, which would let you record your best times 
driving actual roads and compete against the 
best times of other drivers (not at the same time, of 
course). Funnily enough, this concept works pretty 
well with cycling apps like Strava. Thank god no 
one’s doing it with real driving.

Can you give a little background on yourself. Any 
crazy stories? 
I was born in Jerusalem, and lived in Israel until I 
moved to the United States, and then to London. My 
favourite crazy story is how I met my wife. We first 
met at a hostel in Costa Rica. We went our separate 
ways only to run into each other again in a random 
bar in Nicaragua. We stayed together ever since. 
 
How did you come to Touchnote? 
Raam Thakrar, Touchnote’s founder, asked me to join 
the business about four years ago. Our team spent 
endless days and nights building the business to 
what it is today.

Describe what it offers in 20 words (or less). 
We print and deliver your photos as real, printed 
postcards. It’s the easiest way to make someone’s 
day. 

How is Touchnote changing the world?
We help bring families, friends, grandchildren 
and grandparents, closer together. People love 
Touchnote because we make it just as easy to 
send something meaningful, thoughtful and phys-
ical, as it is to send a text message or a digital 
photo. In a world where all our photos are buried 
inside our phones, we make it really easy and 
fun to share them physically - and over 5 million 
Touchnote cards have now been sent, all around 
the world.  

What would make you proud of your business?
Today we help put a smile on the faces of a few 
thousands of people every day when they get 
a surprise in the post and see our cards. I’d be 
proud if we could do that across the world, a 
million times a day.

What is your biggest regret in business/life? 
Being completely uninterested in football. Small 
talk would have been so much easier.

What’s your favourite place in London and why? 
Primrose Hill. Every morning I go there with our 
dog, Freud (my wife is a psychologist, and that 
was the most appropriate name), for a walk. It’s 
the best way to start the day.

“The reasonable man adapts 
himself to the world; the 
unreasonable one persists in 
trying to adapt the world to 
himself. Therefore, all progress 
depends on the unreasonable 
man.” 

George Bernard Shaw

Photo and introduction 
by Jon Stevens
www.jonstevensphotography.com

People love 

Touchnote 

because we make 

it just as easy to 

send something 

meaningful, 

thoughtful and 

physical, as it 

is to send a text 

message or a 

digital photo.

 

Now you have to grow your business. 

And simple email and cheap spreadsheets won’t 
quite cut it any more. 

There is a better way. 

Go to medasi.com/disrupts to learn how we can 
help you to work better and grow efficiently*. 

 

*That way, you can sleep more and hang on to your sanity, even as you march 
towards world domination 

You’ve turned your dream into a 
real business with customers, 
employees and investors 
 

Congratulations! 
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Guest columnist

david goldberg:

Success?  
It’s knowing the  
difference between  
a risk and  
a calculated risk.

You have an instinct for knowing the right direction to take.  
More importantly, you had the courage to back your decision. At Barclays  
we have long experience of backing people like you, providing the kind  
of support you need to bring you success. Every year Barclays helps 
entrepreneurs of all kinds realise their ambitions and create a future that’s 
better for everyone.

Visit wealth.barclays.com/entrepreneurs

Barclays offers wealth and investment management products and services to its clients through Barclays Bank PLC and its subsidiary companies. Barclays Bank PLC is registered in England 
and authorised by the Prudential Regulation Authority and regulated by the Financial Conduct Authority and the Prudential Regulation Authority. Registered No. 1026167. Registered Office: 
1 Churchill Place, London E14 5HP.

Across the globe, the tech sector is making life easier for millions of 
people – from the rise of the on-demand economy, to the blossoming of 
the Internet of Things, and the dawn of Big Data, tech is breaking bar-
riers faster than ever. And the UK is leading this charge with companies 
like Hassle, Zopa, Transferwise, Nutmeg, EVRYTHING, and Tray.io, to 
mention a few. 

The sector has a well-earned reputation for innovation and disruption, 
but not for giving back. We know from our experience working along-
side start-ups that many founders want to give back, but often lack the 
time, resources and support to do so. We also know there are strong 
business motivations for being socially conscious; countless studies have 
shown that consumers place more trust and loyalty in companies that 
have social purpose.

With this in mind, we created the Founders Pledge. We wanted to make 
it easier for entrepreneurs that are pressed for time and resources to 
do good straight away…and to greater effect. Through the Founders 
Pledge, founders commit to donate a small percentage of their personal 
proceeds to a charity of their choice following an exit. This operates 
on a basic principle: when you have great success, you give back to 
society. And along the way we’re building a community of entrepreneurs 
– tied together by mutual commitment – that supports each other and 
society.

The aim of the Pledge is to empower entrepreneurs to invest in social 
causes alongside their own businesses, without sacrificing one for the 
other. By slashing the red tape and simplifying the process, we have 
made giving back truly easy. In other words, there are no more excuses 
-- if you have five minutes, you can make the pledge.

As we launched, 53 founders had already pledged to donate between 
2%-10% of their personal proceeds, bringing the current estimated value 
to over $30m (approx. ね19.5m) – and it’s growing fast. Some of Europe’s 
most disruptive tech leaders are already on-board, including founders 
from DueDil, Made, Huddle, FarFetch, Swiftkey and Deepmind. With 
founders of this caliber leading the way, we know it’s is the start of 
something big.

Go to thefounderspledge.org for more details.

Tech and digital entrepreneurs 

are leading the way with a new 

model for philanthropic giving

Bryan and Hugo are dogs

David is the Director of Founders Forum For Good and 
the chief instigator behind the Founders Pledge. He 
hails from bright and sunny California and has made 
London his home. When not banging the drum for 
social purpose, he can usually be found in the park 

with his dogs Bryan and Hugo. 
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What is the purpose 
of your startup?

www.antipitch.co.uk

the startup interrogation panel show


