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Health Analytics, a Cambridge company 
started in a garage by two software en-
gineers, is leveraging big data to give 
Britain’s National Health Service a big-
picture view of patients in its care.

The challenge facing the NHS is how 
to improve patient care while reducing 
costs. The answer may lie in connecting 
the millions of pieces of patient data that 
are now stuck in silos. Using linked data 
sets to create a holistic view of patients’ 
needs across health and social services 
could allow the NHS to pinpoint groups of 
patients who would benefit from preventa-
tive treatments, significantly cutting costs 
by reducing the number of patients who 
get sick, turn up in accident & emergency 

rooms or require long-term care. It also 
represents a huge opportunity for entre-
preneurs like Health Analytics founders 
Phil Wigglesworth and Stuart Bond, who 
can help them figure out how to do it.

Health Analytics is an example of the 
next wave of companies coming out of 
Cambridge, Europe’s largest tech clus-
ter (see the story about Cambridge on 
pages 2 and 3). Cambridge has already 
produced 11 billion-dollar companies and 
two companies worth about $10 billion. 
Going forward, medtech and edtech are 
seen as two of the most promising sectors 
for start-ups that want to build world-
beating businesses. (See the stories about 
the medtech and edtech opportunities 
on pages 4 and 5, and 8 and 9.) So it is no 
surprise that these two sectors – and how 
to scale up – are the themes of this year’s 

Silicon Valley Comes to the UK confer-
ence, an annual event started six years ago 
by Cambridge-based serial entrepreneur 
and investor Sherry Coutu and LinkedIn 
co-founder Reid Hoffman, now a partner 
in the Silicon Valley venture firm Greylock 
Partners. The conference, which is tak-
ing place this year from November 14 to 
November 19, aims to promote closer ties 
with Silicon Valley, encourage students to 
become entrepreneurs, and boost start-ups 
not just in the UK but across Europe (see 
the story about Silicon Valley Comes to 
U on page 18).

Europe is not as adept at scaling start-
ups as Silicon Valley but medtech looks 
like a good way to try and change that. The 
UK lays claims to many world firsts in the 
health sciences. Louise Brown, the world’s 
first “test-tube baby,” was conceived in 

the UK in 1978 using a procedure later to 
become known as IVF (in-vitro fertiliza-
tion), developed by Patrick Steptoe and 
Robert Edwards. Edwards won a Nobel 
prize in medicine for his work. Dolly the 
sheep, the first mammal to be cloned from 
an adult somatic cell, using the process of 
nuclear transfer, was born in 1996 in Scot-
land, thanks to the efforts of researchers 
at the Roslin Institute near Edinburgh and 
the biotech company PPL Therapeutics.

“There is lot of knowledge about ba-
sic genetics; at the life science center in 
Hinxton near Cambridge more of the 
human genome was decoded than at any 
other center in the world,” says Cambridge 
tech pioneer Hermann Hauser (see the Q 
&A with Hauser on page 6). A number of 
billion-dollar Cambridge-based companies 
have been built around DNA. For example 
Solexa, a company started in Cambridge 
which was sold to the U.S.’s Illumina, is 
now responsible for 90% of gene sequenc-
ing globally, says Hauser. The venture firm 
he co-founded, Amadeus Capital Partners, 
was an investor in the company.

The next wave of companies will fo-
cus not only on decoding DNA and drug 
treatments but also on how to empower 
patients and leverage big data. “We’re 
seeing a slow revolution – a really pro-
found revolution in the way health care 
is thought of, funded and dealt with in 
mature economies,” says George Freeman 
MP, a member of Britain’s Parliament and 
Government Life Science Adviser to Rt 
Hon David Willetts MP, Minister of State 
for Universities and Science.

Freeman sees four drivers of this revolu-
tion: the collapse of the big pharma “one 
size fits all” blockbuster model, which 
required huge amounts of spending on 
a single drug in the hopes that it would 
be a “hit”; the extraordinary innovations 
coming from young start-ups in health 
technologies and parallel IT technologies 
that can smartly parse huge amount of 
data; the rise of the empowered patient; 
and the pressure on western government 
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For the past two years a government-
led marketing blitz has seen the media 
spotlight trained on Tech City, a cluster 
of an estimated 900 Internet companies 
located around Old Street roundabout 
in East London. Parties have been held 
on the West Coast of the U.S. (one was 
attended by Prince William and Kate 
Middleton), croissants and coffee have 
been dished out at Downing Street, and 
there was even a reception in the lavish 
surroundings of the Foreign and Com-
monwealth Office — all in a bid to coax 
VC and angel investors and big Inter-
net players like Google and Facebook 
to the area. The prime minister even 
suggested in a speech that London’s 
“Silicon Roundabout” could one day 
rival Silicon Valley.

It can be argued that if the Government 
had done its homework more thoroughly, 
it might have shied away from that par-
ticular comparison. After all, the U.K. 
already has a rival to Silicon Valley — it’s 
about 75 minutes away from London Liv-
erpool Street by train and has one of the 
world’s greatest universities. The high-
tech cluster in Cambridge is not only far 
more mature than London’s (its evolution 
spans half a century), but it also boasts 
1,530 firms, employing 55,000 employees.

“If we’d had the £2 million a year [that 
Tech City has had] to market ourselves, 
we’d be on steroids by now,” says Da-
vid Cleevely, founder of CRFS spectrum 
intelligence systems, former chairman 
of telecoms consultancy Analysys and 
one of Cambridge’s highest-profile tech 
veterans. “Thirty years ago the Segal 
Quince Wicksteed report said the ‘Cam-
bridge Phenomenon’ would really have 
come of age when the city had its first 
billion-dollar company. Well, today we’ve 
got two $10 billion and eleven $1 billion 
companies — that’s not bad for a city of 
125,000 people.”

The two “$10 billion” companies 
Cleevely refers to are Autonomy, a soft-
ware giant which was acquired by HP for 
£7 billion last year, and ARM Holdings, 
which builds RISC semiconductors and 
microprocessors and has a market cap 
of between £9 billion and £10 billion. 
Both corporations came from a technol-
ogy scene that can be traced back to the 
founding of Cambridge Consultants in 
1960, by a pair of Cambridge Univer-
sity graduates who pledged to “put the 
brains of Cambridge University at [the] 
disposal of the problems of British in-
dustry.” As the cluster grew, a number 
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By jAMES SILVER

rial entrepreneur and angel investor 
Sherry Coutu, (co-founder of the Silicon 
Valley Comes to the UK conference) is 
Canadian. “There’s an ability here to at-
tract and retain smart, entrepreneurial 
people,” says Bradford.

Of course the university is the major 
reason that many of them come to Cam-
bridge in the first place. Just as Stanford 
University has hot-housed and fed Silicon 
Valley IP and talent, the synergy between 
campus and cluster is considered to be an-
other major factor in Cambridge’s domi-
nance of UK high-tech. “The university 

is quite fluid at the edges, which allows it 
to sit very closely with industry in Cam-
bridge,” says Dr. Anne Dobree, Head of 
Seed Funds at Cambridge Enterprise, the 
university’s commercialization office. Its 
portfolio contains 68 companies, which 
have brought a total of £1 billion in follow-
on funding into the region. “I think one 
of the critical parts of that has been the 
university’s historic flexibility with its 
students and staff for them to do their 
own thing on top of their work.”

Cambridge entrepreneurs, many of 
whom have emerged from university labs, 
have been notably quick to spin off start-
ups in ‘next wave’ emerging fields such 
as cleantech and, in particular, medtech. 
While traditionally, innovation in life 
sciences and the development of new 
drugs have been driven by the pharma-
ceutical industry, that is now changing, 
according to Dr. Andy Richards, a serial 
biotech entrepreneur and angel investor. 
“What’s happening at the moment is that 
we are really going through a stage where 
technology — things like computers and 
data — is being applied into the healthcare 
space. It’s taken a long while for a whole 
set of reasons, but now things are going 
very quickly and there’s an enormous 
new drive of innovation which is coming 
from marrying medicine and life sciences 
[on one side] and technology, computers, 
data, sensors and mobile [on the other],” 
he says.

“The drive is coming from a number of 
directions,” explains Richards. “One is our 
ability to handle large amounts of data. 
Second is that the tech world is looking 
at healthcare as one of the big new areas 
to exploit. That’s why the likes of Qual-
comm are very active in trying to build 
up telemedicine-type companies. Finally 
there’s a realization about the personali-
zation of medicine. Things are becoming 
much more patient-centric and the result 
of that means that the low-hanging fruit, 
here, is not about the discovery of new 
drugs, although that will come as a new 
wave following all this, it’s about detec-
tion, diagnosis, data — and then outcomes. 
The people who are able to play in that 
space are going to be very interesting 
companies indeed.”

 As an example, Richards points to 
Cambridge Cognition, a firm that devel-
ops and commercializes computerized 
neuropsychological tests. The company 
developed a smart system for assessing 
cognitive function, which was “language 
independent.” However, because it re-
quired a touch-screen at a time when 
they were expensive, traction was initially 
slow, he says. “Over the last few years 
touch screens have become ubiquitous 
and that has allowed this platform to 
burst out from a very specialist clinical 
setting into a broader environment,” says 
Richards. That is important because early 
diagnosis of dementia, particularly teasing 
out the different forms and identifying 
Alzheimer’s disease earlier, is absolutely 
critical. A lot of the techniques which 
are currently used to detect the disease 
early — taking samples of spinal fluid and 

a number of other very expensive tech-
niques — are not amenable to screening 
large chunks of the population and identi-
fying people, who have memory worries, 
at an early stage. 

“Cambridge Cognition technology, 
which has evolved from a high-end clini-
cal system to something that now sits on an 
iPad and can be used in GP surgeries and in 
the wider population to start to tease out 
the wider detection of Alzheimer’s, is re-
ally important,” says Richards. “It’s world 
leading. I also know they are working hard 
with people who have complementary 
technologies, particularly in the imaging 
space. The real win, here, is combining 
technologies — smart cognitive testing and 
quantitative MRI imaging. That should be 

an approach that starts to solve this prob-
lem. And that’s a very big thing.”

As the biggest players, ARM and Au-
tonomy have had a big impact on the city’s 
tech cluster. But it’s in the fusion of tech-
nologies — in the unexplored crossover 
between, say, engineering and life sci-
ences, big data and medicine — where 
Cambridge’s future almost certainly lies. 
As the cluster has matured, the city’s tech 
companies have shown a rare talent for 
reinvention. For that reason as much as 
any other, Cambridge is likely to produce 
more billion-dollar-plus companies, de-
spite government focus elsewhere.

 

“it’s one of the few places in 
Britain, where you can see 
people talking about their latest 
start-up ideas in the corners 
of coffee shops — and that’s 
viewed as normal.”
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Cambridge Tech: The Next wave
Four to Watch

 1. Bicycle TherapeuTics 

what:  
A biotech company developing a novel 
technology for a new generation of  
bio-therapeutics. 

Back story:  
Spun out from the Medical Research  
Council Laboratory of Molecular  
Biology, Cambridge.

Founders: 
Sir Gregory winter and Christian heinis.

Investors:  
Atlas Venture, Novartis Venture Fund, the 
MRC, SR One and SV Life Sciences.

Founded: 
2009

 2. Neul 

what:  
wireless data communications; “world 
leaders in white space”. 

Back story:  
Neul’s core team built fabless semiconductor 
giant CSR PLC (formerly Cambridge Silicon 
Radio).

Founders: 
james Collier, Glen Collinson, Prof. william 
webb, Robert young and Neil MacMullen.

Investors:  
DFj Espirit, IQ Capital and Cambridge Angels.

Founded: 
2010

 3. healTh aNalyTics 

what:  
The NhS meets Big Data. health Analytics 
analyzes NhS data from multiple sources  
to enable 360-degree visibility and  
decision-making. 

Back story:  
Launched to create a software application to 
support GP commissioning.

Founders: 
Phil wigglesworth and Stuart Bond.

Investors:  
2011 winner of the Cabinet’s Innovation 
Launch Pad.

Founders:  
2009

 4. camBridge   
 TemperaTure coNcepTs 

what:  
A “consumer telemedicine” company, its 
DuoFertility underarm sensor provides 
continuous fertility monitoring. 

Back story:  
It’s estimated 500 babies have been born due 
to DuoFertility.

Founders: 
Cambridge University scientists including Dr. 
Shamus husheer and Dr. Oriane Chausiaux.

Investors:  
Cambridge Angels, Downing Enterprise, 
Cambridge Capital Group and Qualcomm 
Life fund.

Founders:  
2006

of key entrepreneurial figures emerged, 
including Cleevely and Hermann Hauser, 
who co-founded Acorn Computers and, 
later, ARM as well as Amadeus Capital 
Partners, a venture capital firm that has 
seeded some of the city’s most important 
companies. Today, while Tech City is 
built on e-commerce and web-based ser-
vices, the Cambridge cluster encompasses 
everything from hardware to biotech, 
wireless to life sciences and big data to 
Raspberry Pi.

“It’s all happened [because of] net-
working magic,” says Cleevely, noting 
that Cambridge’s ecosystem has about 50 
professional networks. For Jon Bradford, 
co-founder of Cambridge-based software 
start-up accelerator Springboard, which 
launched in 2009, “the normality of be-
ing an entrepreneur” is a key driver in 
the city’s success story. “It’s one of the 
few places in Britain, where you can see 
people talking about their latest start-up 
ideas in the corners of coffee shops — and 
that’s viewed as normal,” says Bradford. 
“The wonderful thing about good eco-
systems is that entrepreneurship is just 
really boring and commonplace.”

The city is also very open to outsid-
ers, adds Bradford, who plans to launch 
a new accelerator targeting the Internet 
of Things in Cambridge next year. “If you 
look at the people who’ve made money in 
or around Cambridge as entrepreneurs, 
very few are actually from here,” he says. 
For example, Hauser is Austrian and se-

a map of cambridge’s tech cluster, from cambridge2you insight service

 
 camBridge is a powerhouse 

1,500+
high-tech firms 
making it the  
largest hi-Tech 
cluster in the UK

53,000 
People employed

£13bn 
Annual revenues 

Value of Cambridge 
companies created 
in last 15 years

Gross Value 
Added per job 
in 2009 £34k£45k

London 
Cambridge

2 x £10bn

11 x £1bn
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U.K. Strengths  
in health-Related 
Technologies

 research 

 s UK scientists awarded over 70 
Nobel Prizes

 s Cambridge University scientists 
won more than any other institu-
tion globally

 s Four of the world’s top 10 uni-
versities for life sciences are in 
the UK

 s Produces highest number of 
science, maths and computing 
graduates annually in the EU

 s Has 4% of the world’s researchers 
 s Rated as best European location 
for bioscience, healthcare / medi-
cal and clinical research

 s Is the leading country in the G8 
for research productivity

 s Creates 6% of world’s published 
articles, with 14% of the very top 
highly-cited articles

 pharmaceuTical secTor 

 s £32 billion, 365 companies, 
78,000 people

 s 9.8% growth per annum over 
last 10 years  (4.2% for rest of 
economy)

 s £4.6 billion spent on R&D (2010, 
accounting for 29% of total indus-
trial R&D spend)  

 s Medicines originating from UK 
companies: 16% value of world’s 
100 drugs (2008)

 medical TechNology aNd  
 BioTechNology secTors 

 s £18.4 billion. 4,000 companies, 
87,000 people

 s UK market for non-healthcare 
biotechnology predicted to grow 
to £4 billion - £12billion by 2025.

 s Overall Life Sciences account for 
almost 9% of UK manufacturing 
value added

lecular level. Genomics, the study of our 
genes, along with the study of the proteins 
that genes create, are opening up new 
possibilities that promise to change the 
way diseases are treated and prevented.

U.S.-based DNA Guide has developed 
easy-to-use software to help patients 
manage the data in their personal ge-
nome. The software, which can be used 
to manage medical records and provide 
consent for personal DNA data to be used 
for medical research, won the 2011 Kauf-
man Award for Women in Science and 
Engineering Business Idea Competition 
for its breakthrough thinking.

Alice Rathjen, the DNA Guide’s found-
er and a scheduled speaker at Silicon 
Valley Comes to the UK, thinks Britain’s 
health tech sector has the potential to be a 
world leader in businesses based around 
personalized medicine. 

It is an area with massive growth po-
tential. The molecular diagnostics market 
is expected to grow to $7 billion in the US 
by 2015, from $3 billion in 2009, according 
to PriceWaterhouseCoopers. However, 
Rathjen says in the U.S., progress has been 
hamstrung by disagreements over how to 
monetize data and discoveries.

 reduciNg healThcare cosTs 

Britain’s single payer healthcare ser-
vice gives the government and service 
providers an incentive to find and sup-
port solutions that prevent disease in the 
population as a whole to reduce overall 
national healthcare costs. In contrast, 
the fragmented US healthcare system’s 
competing interests lacks that common 
goal, she says.

“In the UK, start-ups stand a very good 
chance of mobilizing patients with their 
raw genetic data and of patients adding 
whatever information they’re willing to 

share,” Rathjen said. “They can then set 
up some analytics and really get a handle 
on what things are caused by … and really 
optimize health care delivery.”

The prospect of digitizing the map 
of the human body — and entire patient 
populations — would open a floodgate of 
opportunities. If Britain can create the 
right conditions, researchers from around 
the world will be drawn there, she says.

 

For more than a century, the classic im-
age of mental health therapy has been 
a patient on a sofa sharing problems 
with a psychologist sitting on the op-
posite side of the room. But that scene 
could soon be replaced by fingers on 
a keyboard pouring out thoughts in a 
chat conversation to a therapist on the 
other side of the country.

Psychology Online, a Cambridge-based 
therapy services company, is already do-
ing just that. Backed by a clinical trial 
and other studies, Psychology Online be-
gan treating 100 NHS patients this year 
and Barnaby Perks, the company’s chief 
executive, expects that number to grow 
quickly as British hospital trusts offer 
more patients suffering from anxiety or 
depression the option of online therapy. 
Such patients represent nearly a third of 
family doctors’ workload.

Psychology Online is part of a wave of 
technology companies that are redefining 
the health industry and disrupting exist-
ing care and business models as patients, 
doctors, and hospitals make more efficient 
use of scarce resources.

“It’s quite common now for data to be 
collected in the hospital and sent else-
where for analysis. That’s now common-
place because clearly it’s a more effec-
tive use of resources,” Perks says. “We’re 
similar to that in many ways because it’s 
matching supply and demand — even if 
the supply of expertise isn’t necessarily 
co-located where the demand may be.”

 geTTiNg persoNal 

Mental health represents only a sliver 
of the health care pie, Perks says. But the 
impact of technology on something as 
delicate as the patient-therapist relation-
ship demonstrates technology’s potential 
to revolutionize existing care models.

In Britain, a new government-backed 
£180 million fund, Biomedical Catalyst, 
has been created to encourage small and 
medium-sized businesses and universities 
to accelerate the development of innova-
tive solutions to health care challenges.

The fund granted its first funding on  
November 4, awarding £39 million to 32 
projects across the country.

Technology is the main driver behind 
personalized medicine, defined broadly 
as replacing one-size-fits-all services with 
the right treatment for the right person at 

the right time. The market for personal-
ized medical care in the United States 
— including telemedicine, electronic 
medical records and disease management 
services — is expected to grow to more 
than $100 billion by 2015, according to 
PriceWaterhouseCoopers. Information 
technology companies have only just be-
gun to enter the space, attracted by size 
of the market and its growth potential.

For Psychology Online, “the right time” 
part of the personalized medicine equa-
tion is simple but crucial. The company’s 
data shows the highest demand for ap-
pointments with therapists is Monday 
to Thursday between 6 pm and 10 pm, 
but most local health services do not 
offer counseling after 5 pm, Perks says. 
Technology provides flexibility to not 
only rebalance the mismatch between 
supply and demand but also to make care 
accessible to people who might not have 
been able to seek help before.

The disruption also extends to the treat-
ment itself. For Psychology Online, some 
are skeptical at first, expecting the absence 
of eye-contact and body language to make 
purely text-based therapy less effective. 
But Perks says the firm’s studies suggest 
the opposite appears to be true: people 
are less inhibited communicating by text.

“What is essential to therapy is un-
derstanding your thinking and how that 
thinking is breaking down and leading 
to your depression or your anxiety and 
correcting that breakdown,” says Perks, 
a scheduled speaker at Silicon Valley 
Comes to the UK, a conference taking 
place in London, Cambridge, and Oxford-
November 14th to 16th, 2012. Perks will 
speak at the Cambridge event, running 
on the 15th and 16th.

 huge growTh poTeNTial 

“Because you can look at the transcript 
as you’re typing, as in any instant mes-
sage relationship, you can see how the 
conversation has been flowing and what 
you said earlier, which keeps you honest 
and keep you to the point.”

A transcript of all sessions also feeds 
into another health tech trend of empow-
ering people to manage and measure their 
progress. Patients, and therapists, can 
review transcripts between sessions and 
see how their thinking has changed over 
the course of the therapy, Perks says.

But bringing ideas to the market in 
health can be harder than in other tech sec-
tors, Perks says. When it comes to patient 
care, public healthcare authorities need 
hard evidence before deciding to adopt 
a solution. And the need for clinical trials 
can also make it harder for competitors 
to take away proven providers’ business.

Psychology Online was founded by two 
psychologists, Sue Wright and Nadine 
Field, in 2000. It transformed into the 
start-up it is today after a decade when 
the pair approached Cambridge-based 
biotech angel investor Dr. Andy Richards, 
another scheduled speaker at Silicon Val-
ley Comes to the UK. Richards brought 
aboard Perks, an engineer with a back-
ground in healthcare software, along with 
former Glaxo executive Anne Hays and 
neurologist Paul Goldsmith.

“We’re in the winning hearts and 
minds stage at the moment,” Perks says, 
With its first National Health Service 
contract nearly concluded, the company 
expects to reach profitability in 2014.

Once it reaches a critical mass of UK 
clients, the company says it will start ex-
porting its services to other countries, 
such as Germany, the U.S., Canada and 
Australia. “Worldwide we think the 
growth potential’s absolutely vast,” 
Perks says.

Demand  for technology solutions is so 
strong in the health sector that London-
based video chat and webinar start-up 
Buzzumi has found more than 90% of its 
business coming from health care, well-
ness and pharmaceutical companies, 
founder Daniel Marovitz says.

Buzzumi’s platform includes schedul-
ing and payment services. It is helping an 
NHS trust provide live video counseling 

to 
help 
pa-
tients 
stop 
smok-
ing, 
drink 
less 
alco-
hol 
and 
lose 

weight. Marovitz says the company is 
exploring how the platform can be used 
by nurses and doctors to diagnose and 
screen patients online to reduce the strain 
on clinics and emergency rooms.

“Every country in the world has a 
health care crisis,” Marovitz says. “Health 
care costs are spiraling out of control, 
they need to use resources efficiently, 
they need to be able to deliver services 
efficiently and telemedicine is a way to 
begin that revolution.”

Research advances over the past dec-
ade are opening up new personalized care 
possibilities that extend down to the mo-

Analyze This
Technology is redefining the health sector

 
By D’ARCy DORAN

psychology online is part of a 
wave of technology companies 
that are redefining the health 
industry and disrupting existing 
care and business models as 
patients, doctors, and hospitals 
make more efficient use of 
scarce resources.
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  NuTriTioN & wellNess: 

  

  persoNalized medical care: 
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electronic  
medical records15%

disease  
managementbillion6%
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lab services10%
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targeted therapeutics: 
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Hermann Hauser, an entrepreneur and 
venture capitalist, has been a pillar of 
the Cambridge tech community since 
the 1970s. He co-founded Acorn com-
puter in 1978, which played an instru-
mental role in the BBC Micro project. 
The BBC Microcomputer System, or 
BBC Micro, was a series of microcom-
puters and associated peripherals de-
signed and built by the Acorn Computer 
company for the BBC Computer Literacy 
Project, operated by the British Broad-
casting Corporation. Acorn won the 
bid to build a computer to accompany 
the Literacy Project’s TV programs and 
literature. Its Proton computer was 
renamed the BBC Micro, and the sys-
tem was adopted by most schools in the 
UK and also sold as a home computer.  
Acorn also employed the machine to 

simulate and develop the architecture 
of ARM (Acorn Risc Machine) which 
was spun out from Acorn and renamed 
Advanced Risc Machines. It will sell 
nine billion microprocessors this year 
and has a market cap of between £9 
billion and £10 billion.

In addition to Acorn and ARM, Hauser, 
who holds a PhD in Physics from Cam-
bridge University’s Cavendish Labora-
tory, is a co-founder of numerous com-
panies, among them the Active Book 
Company, which was sold to AT&T, Ad-
vanced Telecommunication Modules, 
which was acquired by Conexant Systems 
in 1994, E*TRADE UK, and NetChannel, 
sold to AOL in 1998. He is a co-founder 
of the Cambridge Network, a commer-
cial organization that helps academics 
network with business people, and a co-

founder of Amadeus Capital Partners, a 
venture capital firm. He has backed five 
of Cambridge’s 11 billion-dollar babies 
— companies worth more than a billion 
dollars. Informilo’s Jennifer L. Schenker 
recently spoke to Hauser, an advisor to 
the Silicon Valley Comes to the UK con-
ference, about Britain’s tech strengths.

 Q: how does camBridge sTack up   
 agaiNsT oTher Tech huBs? 

A: There are 1,530 companies in Cam-
bridge now, employing 55,000 people. 
That is more than any other technology 
cluster in Europe. We did not have any 
billion-dollar companies in the late 1990s; 
now there are 11 all together. There are 
two companies that are worth more than 
$10 billion: ARM and Autonomy, which 
was sold to HP for $11 billion. We have 
four world-class consultancy companies. 
We have one of the best universities in 
world. Cambridge was voted number 
one again in one of the rankings – we are 
always in the top five — and the city is 
infused with an entrepreneurial spirit. 
When there are 1,530 companies in close 
proximity it is in the air.

 Q: healTh-relaTed TechNologies  
 represeNT Big opporTuNiTies For  
 eNTrepreNeurs. does camBridge  
 have sTreNgThs iN This area? 

A: On the life sciences side the work 
of Francis Crick (an English molecular 
biologist, biophysicist and neuroscientist, 
most noted for being a co-discoverer of 
the structure of the DNA molecule to-
gether with James D. Watson) helped 
spawn a whole history around this space 
in Cambridge, including a number of No-
bel prizes and a number of billion-dollar 
companies built around DNA. There is 
lot of knowledge about basic genetics; at 
the life science center in Hinxton near 
Cambridge more of the human genome 
was decoded than at any other center in 
the world.

 Q: why is The goverNmeNT FocusiNg  
 oN Tech ciTy iN loNdoN raTher ThaN  
 promoTiNg camBridge?  

A: Tech City is new, whereas Cam-
bridge has been around for a long time. It 
is a new thing to have an initiative about. 
You have got to give them credit for that 
but they ought to refocus on Cambridge.

 Q: how has The eNviroNmeNT   
 For eNTrepreNeurs iN camBridge   
 chaNged siNce The 1970s? 

A: Enormously. When we started 
Acorn Computer there wasn’t any ven-
ture capital or any entrepreneurship his-
tory. We had to invent it on the fly. In our 
Amadeus I Fund in 1997 we did 17% of the 
deals with serial entrepreneurs but this 
has now risen to 70%, so there has been 
a big change in the last 15 years.

 Q: whaT role has The goverNmeNT   
 played iN sTimulaTiNg The Tech   
 secTor iN BriTaiN? 

A: The government realizes the sector 
is important and they are supporting us. I 
wrote a report for the government in 2010 
proposing that technology innovation 
centers be built in Britain and the meas-
ure was adopted and £200 million set 
aside for this. I was on the committee that 
recommended R&D tax credits, which 
were adopted. If you spend anything on 
R&D you get the cash back – it is a real 
cash rebate from the government. The 
government changed the law so that in the 
UK pension funds are allowed to invest in 
VCs. Capital gains tax for entrepreneurs 
was cut down to 10%; now it is at 18% but 
of course we need to do more.

 Q: whaT role does silicoN valley   
 comes To The uk play iN aidiNg The   
 ecosysTem?  

A: It is such a global game we have got 
to have a closer relationship with Silicon 
Valley. It is not just about European com-
panies entering the U.S. Large companies 
are knocking on our door for help to get 
a European footprint as well.

 Q: whaT more Needs To Be doNe To   
 help europeaN compaNies scale? 

A: Eleven billion-dollar companies 
and two 10-billion dollar companies in 
Cambridge isn’t a bad start. I expect we 
will have quite a few more in the next 
ten years but we need better connectivity 
with large companies and the undisputed 
leader in technology, Silicon Valley.

 
 

 Q: whaT gave you The   
 iNceNTive To sTarT care.com? 

A: The idea for Care.com really came 
from both my combined personal and pro-
fessional experiences. I became a mother 
while in college and, as an immigrant, had 
no family nearby and no care support 
system. I needed to find quality afford-
able childcare so my husband and I could 
finish school. I relied on word of mouth 
and the telephone book. I got lucky but 
it was hard…harder than it should have 
been. Then, a few years later when we had 
our second child, my parents were there 
to help but my father had a heart attack. I 
needed care for him, help for my mother, 
care for my children … again, I thought 
there has to be an easier way and I knew 
we weren’t the only family struggling 
with care issues.

On the professional side, though my 
parents wanted me to be a lawyer, I wasn’t 
sure that was the path for me so I deferred 
law school and went into litigation con-
sulting. My first project there involved 
satellite transponders in Latin America 
and I quickly realized that technology 
was a passion of mine. After other op-
portunities in strategic consulting and 
completing my JD/MBA, I taught classes 
at Harvard Business School that focused 
on building technology companies and on 
women in technology but I quickly real-
ized that I didn’t want to study businesses 
… I wanted to build one. I took a position 
at a start-up company called Upromise 
which used the Internet to help families 
save for college. Not only was it my “man-
agement tour of duty” where I learned 
all aspects of building a site, marketing, 
product management and everything 
else, but it was also the personification 
of something I’d been thinking about for 
a while: using technology to help people. 
Then I moved on to TheLadders.com, the 
job search engine. Again, a business that 
harnesses technology to solve a problem.

So, drawing from my own experience 
with care, it was a natural step to found a 
technology company devoted to helping 
families around the world find the care 
they need for their loved ones.

 Q: how did you geT sTarTed? 

A: After TheLadders, I was an En-
trepreneur In Residence with Matrix 
Partners, where I put the plan together 
and got initial funding based on the vi-
sion. Then I recruited my co-founders, 
all of whom I’d worked with before, to 
run three critical legs of the company: 
operations, technology and marketing.

 Q: how much moNey has The   
 compaNy raised To daTe?  

A: This summer, we announced our Se-
ries E round of $50 million, bringing the 
total we’ve raised since 2006 to $111 million.

 Q: was iT Tough To raise   
 The FirsT rouNd? 

A: The only tough part is making sure 
your investor audience can relate to the 
mindset of the user. Since women make 
the majority of the caregiving decisions 
for their families and most VC rooms are 
overwhelmingly male, that was especially 
important for me in selling the Care.com 
story. Before any presentation I’d ask how 
many of them were responsible for hiring 
a nanny or senior caregiver. None of them 
raised their hands so I’d follow up by sug-
gesting they ask their wives how hard it 
is. They would … and then they got it.

 Q: how maNy employees do you   
 have Today aNd how did you go   
 aBouT BuildiNg your Team? 

A: Currently we have 450 employees 
around the world. Building the team is 
critical to the success of any company. In 
choosing my co-founders, it wasn’t just 
about their individual talents and skills; 
it was about who they were as people and 
the values we shared. Because those values 
define the culture we’ve built at Care.com. 
From the first employee we hired to the 
most recent to join our team, we’ve applied 
the same philosophy. Yes, talent matters 
but having the right people and the right 
fit matters more.

 Q: whaT — iN your miNd — is The   
 ToughesT parT oF scaliNg up? is iT   
 FiNdiNg The righT people? seTTiNg   
 prioriTies? sTayiNg oNe sTep ahead? 

A: Without a doubt, finding the right 
people is the hardest and most important 
element when scaling a company. The right 
team is self-motivating, can make a great 
idea even better, and can turn a mediocre 
idea into something special. And, in a start-
up, the right team will be there when you 
have to pivot – and that happens a lot.

 Q: how maNy couNTries is care.com  
 preseNT iN Now aNd whaT have you  
 FouNd mosT challeNgiNg aBouT  
 your iNTerNaTioNal expaNsioN? 

A: We’re currently in more than 15 coun-
tries and we have lots of expansion still to 
come. The biggest learning curve as we ex-

pand internationally relates to the nuances 
in each culture … the best ways to market 
to people, the things that they respond to. 

 Q: have you expaNded   
 iNTerNaTioNally maiNly   
 Through acQuisiTioNs? 

A: We both acquired and launched our 
own international operations. Our first in-
ternational site was Care.com UK, which 
we built and launched in April 2012, fol-
lowed by Care.com Canada, which we 
also built, in July 2012. Later that same 
month, we acquired Besser Betreut, based 
in Berlin, with operations in more than 
15 countries.

 Q: iT is Tricky To aBsorB aNoTher   
 compaNy. how do you mesh The   
 compaNy culTures aNd eNsure   
 ThaT goals are compaTiBle?  

A: A fundamental mistake that com-
panies make when doing acquisitions 
is to think short term … just getting the 
deal done and worrying about culture and 
fit later. I believe you should think long 
term and consider the relationships you’re 
building with the same vigilance as you 
apply to reviewing the balance sheet. Do 
you have shared values? Do you have the 
same vision and goals? If you complete a 
deal, you’re going to be part of the same 
team and together for the long haul so 
those are questions you should ask at the 
beginning, not the end.

 Q: whaT is The mosT imporTaNT advice  
 you would give To aN eNTrepreNeur   
 TryiNg To scale Their compaNy? 

A: I’d offer three key pieces of advice. 
First, focus on building the right team 
around you. When I reached out to my 
co-founders, they were people I knew and 
with whom I’d worked before. I knew how 
talented they each were and that we shared 
a common vision for what our ideal com-
pany would look like. But sharing values 
does not mean being identical. We comple-
ment each other’s strengths and challenge 
each other in the best possible ways. That’s 
critical to any company.

Second, take risks. Don’t be afraid to test 
your hypothesis and based on what you 
learn, adjust and test again. Ideas are only 
perfect in a vacuum but they can’t grow 
there. Test your concept or strategy and if it 
doesn’t play out as you expected, see the op-
portunity to learn and make it even better. 

Third, a scalable model has to be both 
realistic and ambitious. I know that sounds 
contradictory but it actually isn’t. The real-
ity is based on who the customer or audi-
ence is. Is it finite? Growing? Limited by 
geography or demographic? Once you can 
honestly answer those questions, the ambi-
tion comes into play. Knowing how and 
when to reach your audience, do you do it at 
once or in steps, etc. That ambition should 
be a stretch but something rooted in reality. 

 

Q &A with Cambridge Tech 
Pioneer hermann hauser

Scale-Up Advice from 
Care.com’s Founder

hermann hauser, serial entrepreneur and an advisor to the silicon valley comes 
to the uk conference, has backed five of cambridge’s 11 billion-dollar babies.

Starting With The Right Team Is Key

sheila lirio marcelo, a scheduled speaker at silicon valley comes to the uk , a conference taking place november
14th to november 19th in london and cambridge, is the founder and ceo of care.com, which launched in the u.s.
in 2007 and currently has seven million members spanning more than 15 countries. she shared some of the secrets
of her success with informilo’s jennifer l. schenker in the run-up to the conference. 
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When a friend suggested in 2006 to Sal-
man Khan that he record the tutorials 
he prepared for his younger cousins 
on YouTube so Khan wouldn’t have to 
repeat the same lessons over and over, 
his response was: “No! YouTube’s for 
dogs on skateboards, it’s not for seri-
ous learning.”

Fortunately for the six million students 
who visit Khan Academy.org each month, 
he decided to give it a try and see wheth-
er 10-minute algebra tutorials might fit 
alongside videos of pet tricks. The former 
hedge fund analyst and Harvard MBA 
now works full time adding to his 3,000-
plus tutorials, available in 24 languages, 
building his not-for-profit online school 
that aims to provide “a free world-class 
education for anyone anywhere.”

Khan is at the forefront of a generation 
of edtech innovators — he made the cover 
of Forbes Magazine under the headline, 
“The $1 trillion opportunity,” a reference 
to the $1.3 trillion the US spends annually 
on education — and the potential market 
for disruptive e-learning solutions.

  edTech Boom 

Education start-ups in the United 
States are currently experiencing their 
biggest boom since the internet bubble 
burst in 2000. Venture capital firms made 
127 investments worth $930 million in the 
edtech sector last year, beating the 106 
placements made in the sector in 1999 at 

the peak of the dotcom boom, according 
to GSV Capital, a publicly-traded Cali-
fornia-based venture fund. The first nine 
months of this year saw 117 investments 
worth $870 million.

A number of factors suggest this edtech 
boom stands more chances of success 
than the last one, GSV said in a recent 

report. The business models are “vastly 
more capital efficient” and the talent 
pouring into the sector includes both 
successful technology entrepreneurs 
and former executives from the likes of 
Google and Yahoo! and young people 
from leading not-for-profits like Teach 
For America who have classroom experi-
ence. Also, students, parents and teachers 
are more tech savvy than in the late 1990s.

University of the People uses open-
source technology and open education re-
sources based on the Creative Commons 
license to provide peer-to-peer learning, 
helping pioneer the intersection of educa-
tion and technology. Approximately 2,900 
college professors — including some from 
prestigious universities such as Harvard, 
Oxford and Yale — are already signed up 
as volunteers to teach the 1,500 quali-
fied high school graduates who have en-
rolled to date from 132 countries, says Shai 
Reshef, the Israeli entrepreneur behind 
University of the People.

This year a series of top-ranked univer-
sities including MIT, Harvard, Princeton 
and Berkeley lined up to offer free access 
to lectures and courses by leading pro-
fessors through MOOCs (Massive Open 
Online Courses). The University of Ed-
inburgh has been the most prominent 
British university to join the movement 
by contributing classes to Mountain View-
based start-up Coursera.

 “The Internet has democratized and 
disrupted a lot of other industries and 

it’s time for it to disrupt education in a 
more meaningful way by providing ac-
cess, whether it’s access to great content 
or access to learn from the world’s best 
teachers that are on YouTube or on other 
platforms,” says Angela Lin, head of You-
Tube’s education projects and a sched-
uled speaker at Silicon Valley Comes to 
the UK. YouTube is the main platform 
used by Khan Academy and MOOC start-
ups like edX and Udacity.

Worldwide the potential market for 
education technology is huge. Global 
spending on education topped $3.9 tril-
lion in 2010, according to a report from 
the U.S. President’s Council of Economic 
Advisers. Of that, $62.5 trillion, or 1.6 per-
cent, was spent on e-learning solutions.

“People are absolutely waking up to 
it, they have been open to it and looking 
for opportunities. It’s really just a matter 
of seeing what works and the exciting 
thing is nobody really knows yet,” says 
Lin, who was named one of the ten most 
influential people in education technology 
by the American trade publication Tech 
& Learning.

The surge in edtech innovation is be-
ing powered by the seemingly infinite 
stream of free content, hyperconnectivity, 
and increasingly powerful and affordable 
computing technology.

“Classrooms were created back when 
it was the industrial revolution and we 
are still submitting students to this fac-
tory model of everyone has to learn these 

education start-ups in the 
united states are currently 
experiencing their biggest boom 
since the internet bubble burst 
in 2000. venture capital firms 
made 127 investments worth 
$930 million in the edtech 
sector last year, beating the 
106 placements made in the 
sector in 1999 at the peak of 
the dotcom boom, according to 
gsv capital, a publicly traded 
california-based venture fund. 
the first nine months of this year 
saw 117 investments worth 
$870 million.

 
By D’ARCy DORAN 

maha, a language teacher who creates arabic lessons on youtube.

education youtube video: the anatomy lesson of dr. nicolas tulp

Disrupting The Class Room specific subjects and everyone has to learn 
in this particular way, but that‘s not how 
humans are; that’s not how particularly 
young students are,” Lin says.

Technology is enabling more person-
alized approaches to learning, allowing 
students to work with materials at their 
own pace. For example, New York-based 
Knewton, which focuses on higher educa-
tion, has developed adaptive software that 
can analyze data from a student’s perfor-
mance on exercises over a period of years 
to tightly tailor their learning experiences. 

Time to Know, an Israeli start-up, is 
building a common operating system and 
digital core curriculum for elementary 
schools, radically changing the way teach-
ers and students interact. The company 
has raised $60 million in funding thanks 
to one of its backers, Shmuel Meitar, a 
co-founder of Amdocs, a global customer 
care and billing software company. Some 
100 schools are currently working with 
Time To Know in Israel and 50 more are 
under construction and will start to oper-
ate next year. Its technology has also been 
adopted in schools in New York City and 
Texas in the U.S. and in France and South 
Korea. Most recently it has forged a joint 
venture with a major books publisher 
based around a unique technology and 
methodology it has developed to quickly 
and effectively convert print books to an 
interactive learning environment. 

  shariNg ideas aNd soluTioNs 

In many cases, students are the early 
adopters and particularly with videos 
share solutions they like with their peers, 
Lin says. Peer-to-peer learning is also a 
trend that she expects to see grow.

But teachers too are quick to share 
materials and collaborate through on-
line social networks, she adds. Edmodo, 
a San Mateo-based fast-growing social 
learning platform founded in late 2008, 
has 14 million users globally with a user 
in every country of the world. Teachers 
sharing Edmodo with other teachers has 
driven the site’s growth, says Lucia Gia-
comantonio, the site’s senior marketing 
manager. It has now been adopted by 85 
of the top 100 U.S. school districts.

Teachers use the platform to help 
each other and share ideas. One trend 
discussed on the site is the rise in per-
sonal devices such as tablets and smart 
phones in classrooms, Giacomantonio 

says. “We’re seeing an increasing number 
of ‘Bring Your Own Device’ programs 
in the classroom. This trend started in 
colleges with students bringing laptops 
to class, but we’re now seeing it pick up 
in K-12 (primary and secondary school) 
classrooms as well.”

Quipper, a London-based e-learning 
start-up created by Japanese entrepre-
neur Masa Wannabe with financial back-
ing from Atomico, the London-based 
international technology venture capital 
firm, offers an app platform for teach-
ers to create their own quiz programs. 
Quipper’s quizzes cover more than 2,000 
topics, such as math and physics, and 
languages ranging from Dutch to Turk-
ish, and can be accessed via Apple and 
Android smartphones.

The Internet is bypassing traditional 
gatekeepers, from elite universities’ ad-
missions departments to text book pub-
lishers, giving students access to classes 
and allowing energetic teachers to create 
new learning materials, Lin says.

In Chicago, for example, the public 
school system lacked native Arab lan-
guage teachers but they found Maha, a 
language teacher who creates Arabic 
lessons on YouTube, Lin recounts. The 
school systems managed to build a cur-
riculum around her lessons and even set 
up video conferences between the stu-
dents and Maha.

Likewise, Lin says, professors in Ni-
geria are using online lectures to bring 
into West African classrooms the latest 
thinking from leaders in their field.

Although she could not share specific 
viewing figures on YouTube’s education 
channel, which has more than 700,000 
videos, Lin says the overall number of 
views have doubled in the past year. You-
Tube’s goal is to be home to the largest 
educational video library in the world.

The interest from content generators 
in also growing. Last month, YouTube ran 
a Pop Idol-style contest to search for the 
next Salman Khan, the next generation 
of online educators. The Khan Academy 
helped run the contest, in which YouTube 
offered training, promotion and funding 
for production equipment as a prize. It 
garnered ten times the submissions that 
YouTube normally does for programs 
like this, says Lin

There are profits to be made in the ed-
tech sector, but one key thing that sets the 
edtech start-ups apart is that their success 
is not judged by profits alone.

“There’s a definite sense of a double 
bottom line,” says Lin. “There are for-
profits in this space obviously, but I think 
you’re seeing for-profits trying to show 
that they’re having a social impact as well 
as the financial success.” 

the internet is bypassing 
traditional gatekeepers, from 
elite universities’ admissions 
departments to text book 
publishers, giving students 
access to classes and allowing 
energetic teachers to create 
new learning materials.

Education is shifting from one-size-fits-all to a more digitized personalized model, opening opportunities for tech entrepreneurs
source: gsv advisors
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Quick. In which areas of the city are you 
more likely to be mugged? The data was in 
government computers but wasn’t much 
help to unsuspecting visitors to dicey ar-
eas of London until a group of university 
students created an app for that.

The app, which uses crime data to cre-
ate walking directions that avoid high-
crime areas, was one of several that won 
prizes last year during Start-Up Week-
end, a warm-up event to Silicon Valley 
Comes to the UK, an annual conference 
co-founded by serial entrepreneur and 
investor Sherry Coutu and LinkedIn’s 
Reid Hoffman six years ago.

This year’s event kicked off November 
9-11. Developers, designers, marketers 
and product managers got together in 
London, Cambridge, Manchester, South-
ampton and Sheffield to share ideas and 
build projects as part of Britain’s 54-hour 
start-up competition.

Startup Weekend, a non-profit organi-
zation based in Seattle, provides the in-
spiration for events in hundreds of cities 
around the world. The outline is the same 
whether it be in Sheffield or Sao Paulo, 
but with a local twist. At the UK event 
the more than 2,000 participants were 
given the task of using freely-available 
UK government data to build useful ap-
plications that run on the iOS, Android 
and Windows Phone operating systems.

During the weekend participants go 
through all the phases of launching a 
start-up, pitching and brain storming, 
followed by team building, business plan 
creation, coding and designing, talks with 
investors and then testing the market. 
Prototypes are demoed for judges on 
Sunday at the conclusion of the event 
with winners getting, according to the 
organizers, “invaluable opportunities to 
help grow their new business.”

The competition “was the final piece 
in the puzzle for me and pushed me to-
wards a future as an entrepreneur,” says 
Steven Briscoe, 20. His team was one of 
last year’s winners for the high-crime area 
avoidance app.

Briscoe’s team of four, together with 
other teams, won a visit to 10 Downing 

Street to meet Prime Minister David 
Cameron and he was picked from the 
team for a trip to Silicon Valley. “Silicon 
Valley was incredible,” says Briscoe, 20, 
a software engineer working for Intel 
who is planning to finish university after 
a 12-month stint with the semiconductor 
giant. While in California Coutu, the angel 
investor, took Briscoe and winners from 
other teams to meet top executives at 
Google, Facebook, Twitter, LinkedIn and 
other large tech companies.

 how To scale 

Briscoe, energized by last year’s event, 
dusted off his idea for a start-up and this 
month launched his first product. The 
web-based software, which he is giv-
ing away for free for now to schools and 
universities while he works on finding 
a viable revenue model, allows people 
without coding skills to create websites. 
He says it is similar to WordPress though 
more customizable. “A 12-year-old can 
use this software,” says Briscoe. “My 
target market is those people who aren’t 
software engineers and let’s face it, most 
people aren’t.”

This year the London events include 
a visit to Parliament by more than 100 
students from more than a dozen high 
schools who will meet with politicians 
and Silicon Valley executives including 

Megan Smith, a vice president at Google, 
and Mary Lou Jepsen, founder and CEO 
of Pixel Qi and co-founder of One Laptop 
per Child.

In another event, called “Silicon Val-
ley Comes 2 Schools” entrepreneurs will 
speak at schools throughout the city to 
explain why they chose their career path.

Separately, chief executives from 
promising European start-ups will be 
invited to attend a workshop with suc-
cessful Silicon Valley executives to dis-
cuss how to best scale up their start-ups. 
The aim is to help already-established 
start-ups to gain the tools and connec-
tions needed to increase the size of their 
businesses.

Events in Cambridge will be based 
around the themes of health care and edu-
cation, two areas that are being disrupted 
by technology, offering opportunities for 
budding entrepreneurs. Cambridge Uni-
versity’s Judge Business School will hold 
a conference titled “The Art of Scaling.” 
There will also be school visits, a jobs fair 
and a panel that will consider the future 
of health-related tech.

Oxford events on November 18th-
19th will bring together Silicon Valley 
entrepreneurs and investors with Oxford 
faculty, students and alumni.

While the entrepreneurial weekend is 
taking place in the UK, sister events will 
be taking place on the Continent with 

Silicon Valley comes to the Baltics (in Vil-
nius) and Silicon Valley comes to Lisbon 
(see the article on page 18).

 pay iT Forward 

Past events have not only helped kin-
dle the start-up spirit in budding entre-
preneurs but encouraged them to pay it 
forward. Briscoe, for example. who is not 
taking part in any competitions this year, 
has volunteered to help the organizers 
with the 2012 event.

It’s all part of an effort to encourage 
young people to consider becoming en-
trepreneurs and help Europe pull itself 
out of its persistent economic stagnation.

“Helping these young entrepreneurs 
take their creations and grow them into 
big companies is a good way to counter-
balance the economic problems in Eu-
rope,” says Nicholas Heller, co-chair of 
the event and Google’s head of product 
partnerships and new initiatives for Eu-
rope, the Middle East and Africa. “Europe 
is going to have a brain drain with all the 
smart people leaving if we don’t create 
the right environment for entrepreneurs 
to be successful.”

Rohan Silva, senior policy adviser to 
British Prime Minister David Cameron, 
works across all areas of government 
policy, but has made technology and 
innovation a priority. Silva has also 
been responsible for developing key 
policies to improve the environment 
for start-ups in the UK, such as the EIS 
tax changes announced in Budget 2011, 
the Entrepreneur Visa, the Hargreaves 
Review of Intellectual Property, and the 
development of the Tech City cluster. 
He has also led the development of crea-
tive new approaches to policy making, 
including the application of behavioral 
economics to policy issues; the use of 
crowd-sourcing models to generate 
ideas and open up the decision-making 
process; and the harnessing of open data 
and government transparency to drive 
social and economic innovation. Outside 
Westminster, Silva is a trustee of Entre-
preneur First, a private-sector initiative 
to encourage more graduates to start 
their own businesses. Silva recently 
spoke to Informilo’s Jennifer Schenker 
about the importance of technology to 
the UK economy, the evolution of the 
Tech City initiative and the importance 
of teaching coding in Britain’s schools.

 Q: how imporTaNT is medTech aNd   
 The TechNology secTor iN geNeral   
 To The overall ecoNomy iN BriTaiN? 

A: Technology is an absolutely vital 
part of the UK economy and central to 
this government’s agenda, not only in 
making it central to the way the govern-
ment works and public services work, but 
in creating an environment where the UK 
is the best way to start, grow and invest in 
a technology company. We have set our 
sights very, very high.

 Q: how does The Tech ciTy iNiTiaTive  
 FiT iN wiTh Those oBjecTives? 

A: When we started the Tech City ini-
tiative two years ago in November 2010 
there were 200 digital tech companies. 
There are now over 1,000. Two years 
ago global awareness of this cluster was 
very low. There were no Googles, Ama-
zons, Intels or Salesforces but all of these 

companies now have a presence or are 
opening a presence in east London. There 
has been a phenomenal growth in the 
last two years.

 Q: The goverNmeNT receNTly   
 appoiNTed FaceBook europe Boss   
 joaNNa shields To head up The   
 Tech ciTy iNvesTmeNT orgaNizaTioN.  
 why did you hire her aNd whaT   
 chaNges do you expecT her To make? 

A: Joanna’s mission will be to broad-
en out the message to young people and 
make sure they get apprenticeships and 
access to training and also raising aware-
ness of this cluster in the west coast and 
east coast of the U.S. as well as in Israel, 
India and China. Joanna has a world-class 
gift, she knows how to take a company or 
organization global and make it genuinely 
global so in the next couple of years she 
will be taking the Tech City story to the 
world.

 Q: There are more BillioN-dollar- 
 plus Tech compaNies iN camBridge   
 ThaN There are iN loNdoN, so why   
 is The goverNmeNT FocusiNg so   
 much aTTeNTioN oN Tech ciTy? 

A: It is not a question of either London 
or Cambridge. There is great interplay 
between London and Cambridge. The 
Cambridge Cluster map Sherry (Cou-

tu, the co-founder of the Silicon Valley 
Comes to the UK conference) has devel-
oped is based on the Tech City map and 
that exchange of ideas is absolutely won-
derful. And Mike Lynch, the founder of 
Autonomy, one of the biggest companies 
in Cambridge, has been very supportive 
of this initiative and is a member of the 
Tech City advisory group.

What Tech City is about is telling the 
story about UK technology. Tech City is 
a Trojan horse for introducing the En-
trepreneur Visa, the open data agenda 
and opening up procurements for SMEs. 
These are all national policies. All of the 
policies benefit not just Tech City but 
Cambridge, Bristol, and Manchester, just 
as much as east London.

 Q: how do you view The silicoN   
 valley comes To The uk coNFereNce? 

A: SVC2UK is one of the most impor-
tant tech events in Europe. It is not only 
about new connections between entrepre-
neurs and investors; it also hopes to pro-
mote the exchange of ideas and showcase 
the best. Last year we organized an event 
at Number 10 with David Cameron and 
we have also worked with Sherry (Coutu) 
and the team to ensure that Tech City 
becomes part of the agenda. We really 
salute and support what Sherry and the 
team are trying to do.

 Q: whaT areas iN Tech do you ThiNk   
 aFFord The BiggesT opporTuNiTies? 

A: There are three big areas: The in-
terplay between finance and technology; 
media content and tech; and fashion and 
tech. In places like London and New York 
you have that interplay; we are not a one-
trick pony like Palo Alto. In New York and 
the UK there are lots of different fields 
that are really exciting. Fintech is an area 
of specialty of excellence. Secondly, there 
is life sciences. The UK has developed a 
life sciences strategy that is based around 
using the collection of NHS data — which 
is centralized and standardized — as a 
catalyst for life sciences innovation and 
growth. This is a really good opportunity 
for entrepreneurs. The third area of real 
opportunity is in online education. Brit-
ain is recognized around the world as 
having a strong record in education and 
can help existing education brands with 
online offers. We could see big companies 
developing in this sector.

 Q: The BBc micro projecT eNsured   
 ThaT a whole geNeraTioN oF   
 BriTish childreN learNed aBouT   
 compuTiNg BuT some say ThaT   
 schools are NoT doiNg eNough   
 To eNsure ThaT sTudeNTs have a   
 good uNdersTaNdiNg oF compuTer   
 scieNce. do you agree? 

A: The IT curriculum is being torn up 
and is in the process of being rewritten. 
We are committed to making sure that 
British school children can write code 
and create apps.

 Q: whaT else is The goverNmeNT   
 doiNg To help eNsure ThaT BriTaiN   
 has a ThriviNg Tech secTor? 

A: There is an incredible array of things 
— tax relief, the Entrepreneur Visa, we 
have just announced changes to make it 
easier for high-growth companies to float 
on the London Stock Exchange, we have 
given regulatory approvals for crowd-
sourcing equity financing. There is a list 
of 50 different things and the proof of all 
that is that investment into early-stage 
companies is at a 20-year high. To see 
that kind of data point with the state of 
the world economy is really telling.

it’s all part of an effort to 
encourage young people 
to consider becoming 
entrepreneurs and help europe 
pull itself out of its persistent 
economic stagnation.

 
By ERIC SyLVERS 

start-up Weekend, a warm-up event to silicon valley comes to the uk

Start Me Up Q & A with Rohan Silva, Senior Policy Advisor 
To British Prime Minister David Cameron

Silicon Valley Comes to the UK, an annual event, aims to 
inspire students to create apps and launch new companies

Technology is an 
absolutely vital part 
of the UK economy 
and central to this 
government’s agenda

rohan silva works across all areas of 
government policy, but has made technology 
and innovation a priority
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  arm holdiNgs 

(www.ARM.COM)
CAMBRIDGE, UK
what it does: The world’s leading semiconduc-
tor intellectual property (IP) supplier.
why it’s hot: Over 20 billion ARM-based 
chips have been shipped to date. Today 
ARM technology is in use in 90% of smart 
phones, 80% of digital cameras, and 28% of all 
electronic devices. In the past year sales for 
non-mobile devices grew 50%. 2011 revenue: 
£491.8 million, up £85.2 million. Less than 1% 
of ARM’s revenue now comes from the UK.

 csr (Formerly camBridge   
 silicoN radio) 

(www.CSR.COM)
CAMBRIDGE, UK
what it does: Design and marketing of true 
single chip radio devices.
why it’s hot: The Bluetooth market leader has 
shipped more than one billion chips since 
launch in 2004. Now a global tech brand, its 
chips appear in devices ranging from satnavs 
to smart home controllers to Nike running 
shoes. 2011 revenues were $845 million, up 
$44 million.

 aveva 

(www.AVEVA.COM)
CAMBRIDGE, UK
what it does: Marketing and development of 
computer software and services for engineer-
ing and related solutions.
why it’s hot: AVEVA started life as CADCentre, 
a breakaway from Cambridge University. 
The company claims to have been the world’s 
leading engineering software provider to the 
plant, power and marine industries for over 45 
years. 2012 revenue: £195.9 million, up from 
£174 million in 2011.

 BliNkx 

(www.BLINKX.COM)
SAN FRANCISCO, CA, U.S.
what it does: The world’s largest and most ad-
vanced video search engine.
why it’s hot: The company completed a 
successful IPO on the London Stock Exchange 
(AIM) in May 2007; it achieved a market cap 
of $350 million in the first week of trading. 
Blinkx has an index of over 35 million hours of 
searchable video and more than 800+ media 
partnerships. Its engine is based on technology 
that was conceived at Cambridge University, 
enhanced by $150 million in R&D over 12 
years, and protected by 111 patents. In 2012 
revenues increased by 73% to $114.4 million, 
from $66.1 in FY2011.

 aBcam 

(www.ABCAM.COM)
CAMBRIDGE, UK
what it does: Producer and distributor of high-
quality protein research tools.
why it’s hot: Abcam’s tools enable life scientists 
to analyze components of living cells at 
the molecular level, which is essential in 
understanding health and disease. Its mission 
is to “ build the largest online catalog of the 
best antibodies in the world.” 2012 revenues 
(yearend June 2012) were £97.8 million, up 
11.5% from 2011.

IT & TELECOM

 lycamoBile 

(www.LyCAMOBILE.COM)
LONDON, UK
what it does: Provider of low-cost overseas 
phone calls. 
why it’s hot: Number two on this year’s Tech 
Track list of fastest-growing tech companies, 
Lycamobile grew revenues 247% a year from 
£2.8 million in 2008 to £116.8m in 2011, with 
only 17 employees. Started by serial telecoms 
entrepreneur Subaskaran Allirajah.

 camBridge BroadBaNd NeTworks 

(www.CBNL.COM)
CAMBRIDGE, UK
what it does: Point-to-multipoint wireless back-
haul and access solutions.
why it’s hot: CBNL’s VectaStar product 
provides network operators with a sustainable 
and scalable solution designed to manage 
future mobile data growth as well as new 
technologies, including LTE coverage and 
small cell networks. The period of 2005-10 
saw revenue growth of 864%, which ranked 
the company in the top 200 on the Deloitte 
Technology Fast 500 EMEA 2010, and 38th 
in the 2011 Tech Track 100, the fourth year 
CBNL was included in the league table of the 
fastest-growing technology companies in the 
UK. Estimated 2011 revenue: £40 million.

 FixNeTix 

(www.FIXNETIX.COM)
LONDON, UK
what it does: Provides trading technology solu-
tions for high-speed access to trading informa-
tion and trades execution.
why it’s hot: Winner of Deloitte’s UK Fast 50 
award in 2011, when it had revenue growth 
of 24557%. On average sales have grown 
72% a year, from £5.5 million in 2009 to £28.1 
million in 2012, driven by a massive expansion 
of computerized trading and the increasing 
role of technology in global markets. In June 
2011, Fixnetix developed a microchip that can 
execute trades in nanoseconds, replacing the 
need for separate software.

 mimecasT 

(www.MIMECAST.COM)
LONDON, UK
what it does: Cloud-based email management, 
including archiving, continuity and security.
why it’s hot: The company has over 6,000 
customers globally – including 70% of the 
UK’s top 100 law firms – and over 1.5 million 
users worldwide. Sales grew 66% a year from 
£6.8 million in 2009 to £31 million in 2012. 
Mimecast has featured on the Fast Track 100 
list for three years running. Received a £62 
million investment from Insight Venture 
Partners in September. 

 Nomad digiTal 

(www.NOMADRAIL.COM)
NEwCASTLE, UK
what it does: Leading global provider of wire-
less solutions to the transportation sector. 
why it’s hot: By improving the connectivity of 
trains and buses, Nomad helps passengers 
benefit from more reliable internet, media 
entertainment and real-time passenger travel 
information on the move. Has customers 
across Europe, North America, the Middle 
East and Asia; its solutions are deployed on 
more than 8,000 vehicles, cover 50,000 km 
of track and serving more than one billion 
passengers. Nomad was the first company 
to provide continuous high-speed Internet 
connectivity in tunnels and the first to stream 
high-quality live video to and from moving 

trains. Sales grew 186% a year, from £814,000 
in 2008 to £19 million in 2011.

   alerTme.com 

(www.ALERTME.COM)
LONDON, UK
what it does: Smart home monitoring provider.
why it’s hot: Developed in Cambridge, 
AlertMe’s Smart Home platform enables 
consumers to take control not only of their 
energy use, but also a myriad of devices and 
applications in the home. Sales grew 169% a 
year from £390,000 in 2008 to £7.6 million 
in 2011. Strategy Analytics forecasts that 
Western Europe will be a leader in Smart 
Home services, with a predicted 23 million 
smart systems in homes by 2015 and 46 million 
by 2020. The market for Western Europe is 
expected to generate over $10bn in revenues by 
2017, giving AlertMe ample space to scale up.

 Neul 

(www.NEUL.COM)
CAMBRIDGE, UK
what it does: Develops innovative and disrup-
tive wireless network technology to enable the 
use of TV “white space” spectrum.
why it’s hot: Neul’s products are the first and 
 so far the only radios that fully meet the 
FCC white space radio specification. The 
company is leading the development of 
a new global communications standard 
(called ‘Weightless’) specifically designed 
for M2M traffic. In September Neul secured 
an additional $5 million in equity funding; 
Mitsui & Co. Global Investment Ltd (“MGI”) 
joined existing investors DFJ Esprit, IQ 
Capital, and several business angels. Not 
really scaling up revenue-wise yet, but the 
betting is that its support of the Internet of 
things will lead it to take off soon.

 raspBerry pi FouNdaTioN 

(www.RASPBERRyPI.ORG)
CAMBRIDGE, UK
what it does: Created and distributes a tiny and 
cheap ($25) computer for kids.

Top 25 UK “Scale-Up” 
Companies
To identify UK  companies that have scaled to achieve the magic 
£100 million in revenue, or that look likely to achieve that target 
within the next five years, Informilo talked to active investors 
in the tech sector; combed through the Cambridge Cluster 
map; and consulted a series of league tables for fast-growth tech 
businesses. Our list includes companies from the IT and telecom; 
medtech; and Internet sectors. Some have already successfully 
IPO’d; several others may do so in the next year.

why it’s hot: The Raspberry Pi organization’s 
mission is to see its small but capable computer 
being used by kids all over the world to learn 
programming. There are currently more than 
500,000 Pis out there; there should be one 
million by the end of 2012. Next challenge: 
getting the Pi built into formal education 
programs around the world. Since the 
Foundation is a charity, this isn’t a traditional 
“scale-up” story; but it’s definitely a role model 
when it comes to innovation, focus, and growth.

INTERNET

 jusTeaT 

(www.jUST-EAT.COM)
LONDON, UK
what it does: Online takeaway ordering service.
why it’s hot: Active on four continents with 
more than 20,000 restaurants on its network; 
used by millions of takeaway customers 
every month. Raised $64 million from private 
equity group Vitruvian Partners and other 
investors in May to support acquisitions of 
smaller rivals, Europe’s largest e-commerce 
fundraise for 2012. Claims that less than 10% 
of all takeaway orders in the world take place 
online, so there is still plenty of growth out 
there. 2011 revenues: roughly £35 million, up 
from £5.6 million in 2008.

 woNga 

(www.wONGA.COM)
LONDON, UK
what it does: Digital, real-time short-term loans 
for consumers and businesses.
why it’s hot: Wonga’s technology platform 
allows it to make swift credit decisions, yet 
maintain positive cash flow with very tight 
lending restrictions (in 2011 revenue exceeded 
£73 million and profits were £16.6 million). 
Recently named the number one company in 
the Sunday Times Tech Track 100. Allegedly 
considering a stock market float in the US 
as early as next year which could value the 
company above £1 billion.

 uNruly media 

(www.UNRULyMEDIA.COM)
LONDON, UK
what it does: Award-winning global platform 
for social video advertising. It distributes video 
across platforms such as YouTube, Facebook, 
Twitter, premium publisher sites, influential 
blogs and mobile applications.
why it’s hot: Has delivered, tracked and 
audited 1.65 billion video views, across 2,000+ 
successful social video campaigns, for more 
than 400 brands since 2007. In January 2012, 
received a $25 million Series A investment — 
the largest ever for a private company in the 
social video space. Estimated 2012 revenue: 
£17.6 million; growth has averaged 157%.

 huddle 

(www.hUDDLE.COM)
LONDON, UK
what it does: Enterprise cloud collaboration 
and content management.
why it’s hot: Customers include Fortune 500 
companies and government, financial services, 
professional services and manufacturing 
organization. The company is using its recent 
$24 million Series C round of funding to form 
strategic partnerships and expand global 
operations, with the number of employees 
expected to exceed 200. In September Huddle 
reported sales have growth 800% “year on 
year”; CEO Alistair Mitchell expects Huddle 
to be a billion dollar business in three years; 
there’s also talk of an IPO. 2011 revenues: 
approximately £80 million.

  shazam 

(www.ShAZAM.COM)
LONDON, UK
what it does: Mobile app to identify music.
why it’s hot: Bar-goers have since 2002 been 
holding their handsets up to speakers so the 
Shazam app can identify the music they’re 
listening to. Since then it has morphed into 
a powerful marketing tool: the user can now 
not only to identify the music in, say, an ad, but 
also buy the goods featured in the ad, concert 

tickets, the track itself, etc. In June 2011 it 
raised $32 million in funding. It boasts 250 
million users, adds two million new users a 
week, and claims to have identified more than 
five billion songs. Now it is expanding onto 
second screens, making TV ads “Shazamable,” 
allowing its large user base to buy not just 
music but all sorts of merchandise connected 
with programming.

MEDTECh

 camBridge TemperaTure coNcepTs 

(www.TEMPERATURECONCEPTS.COM)
CAMBRIDGE, UK
what it does: Its DuoFertility product helps 
infertile patients conceive naturally by provid-
ing continuous at-home fertility monitoring 
linked to expert support.
why it’s hot: DuoFertility is an at-home solution 
with internet-delivered care, so costs less 
than one-tenth as much as a cycle of IVF, and 
is non-invasive and drug-free. The product is 
suitable for about 80% of infertile patients, and 
has been shown to have the same pregnancy 
rate as a cycle of IVF for those patients. The 
company says the product took less than 18 
months, and £1 million, to go from concept to 
first consumer sales. This is about one-tenth 
the cost and time of a conventional medical 
device development process. 2011 revenue: 
£868,600, up £648,100.

 oxFord immuNoTec 

(www.OXFORDIMMUNOTEC.COM)
ABINGDON, UK
what it does: Medical diagnostics; developing 
novel new tests for various diseases based on 
its innovative, patented T cell measurement 
technology.
why it’s hot: Spun out of the University of 
Oxford, the company’s first product is the 
T-SPOT®.TB test, a new cellular blood test for 
the detection of active and latent TB infection. 
It claims T-SPOT is more accurate than 
traditional testing methods. Sales grew 58.52% 
from 2008/9 to 2011/12, to reach £8.0 million. 
In June the company raised a total of $28 
million in a new equity financing. The round 
was led by new investors Imperial Innovations 
and Invesco Perpetual and supported by 
existing shareholders. Oxford Immunotec 
has now completed five institutional funding 
rounds totaling approximately $110 million 
since its establishment in 2002.

 NaNosighT 

(www.NANOSIGhT.COM)
AMESBURy, UK
what it does: Provides unique nanoparticle 
characterization technology.
why it’s hot: NanoSight delivers versatile 
and proven multi-parameter nanoparticle 
analysis in a single instrument. There are now 
more than 450 NanoSight instruments in use 
worldwide and this number continues to grow 
as the firm’s products are cited almost daily in 
fresh academic papers, a list that now totals 

over 400. The company is a recipient of the 
Queen’s Award for Enterprise for International 
Trade 2012. It also won the Technology World 
2011 Business Innovation Award and was 
named the UK’s fastest-growing biotechnology 
company by Deloitte in their Fast 50 awards. 
2011 revenues were £3.7 million; revenue 
growth according to Deloitte was 809%.

 laB21 

(www.LAB21.COM)
CAMBRIDGE, UK
what it does: Personalized medicine diagnostic 
specialist.
why it’s hot: Lab21 supports blood bank 
screening, medical diagnostics and drug 
discovery; its customers include international 
healthcare providers, including the 
NHS, pharmaceutical and biotechnology 
companies. Has made seven acquisitions in the 
past two years. Sales rose 47% a year from £3.6 
million in 2008 to £11.4 million in 2011. Backed 
by private equity firms including Nexus 
Medical Partners, Medicis Capital, and Merlin 
Biosciences Fund. 

 exco iN Touch 

(www.EXCOINTOUCh.COM)
SAwBRIDGEwORTh, UK
what it does: Provider of mobile and digital pa-
tient engagement solutions to support clinical, 
late phase and mHealth programs.
why it’s hot: Offers an innovative suite of 
patient-focused services delivered via mobile 
phone and Internet technology. Clients include 
nine of the world’s top 10 pharmaceutical 
businesses. In 2011 received the European 
Outsourcing Award for ‘Best eBusiness/IT 
strategy’ and the Deloitte Fast 50 Technology 
award, which recognizes the fastest growing 
technology companies in the U.K. Revenue 
grew 730% over the five years to 2011. 
Estimated 2011 revenue: £5 million.

 phico 

(www.PhICOThERAPEUTICS.CO.UK)
SAwBRIDGEwORTh, UK
what it does: Developing a unique antibiotic 
technology to address one the most urgent 
challenges facing medicine today – how to 
destroy multi-drug resistant bacteria, the so-
called “superbugs.”
why it’s hot: In vitro testing shows that Phico’s 
patented platform, SASPject™, can destroy 
targeted bacteria more rapidly than any other 
licensed antibiotic while leaving the remaining 
bacterial flora unharmed: SASPject™ can 
destroy up to 99.9 % of target bacteria in 2 
minutes. Equally important, laboratory studies 
have not revealed any mechanism by which 
bacteria can become resistant to SASP and its 
unique mode of action.

SCALE-UP ChAMPS:  
PUBLICLy TRADED
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QlikTech, a start-up born in Sweden 
that pioneered a disruptive new ap-
proach to business intelligence soft-
ware, negates some common myths 
about Europe: European companies 
are mostly copycats, they don’t scale, 
and they need to hire American execu-
tives to drive the business.

QlikTech thrived by first targeting 
small business customers that were below 
the radar of business intelligence soft-
ware companies like Business Objects and 
Cognos. Then it began to cut into their 
businesses; today it considers IBM, SAP, 
Oracle, and Microsoft as competitors. The 
company launched an initial public offer-
ing on the NASDAQ in 2010, reaching its 
current valuation of $1.5 billion the year 
it went public.

Its David versus Goliath success story 
is symbolic of the maturation of Europe’s 
tech sector, which is starting to produce 
a greater number of companies with the 
chops to become global players. Now, 
a team of executives that helped build 
QlikTech is setting out to ensure that 
Europe continues to produce even more 
billion-dollar babies. Later this month 
four former QlikTech executives and a 
Danish private equity investor will unveil 
Zobito, a new $50 million fund aimed 
exclusively at helping companies scale. 
The focus will be primarily, but not ex-
clusively, on Europe.

 The challeNges oF scaliNg-up 

The idea to create Zobito came from 
Måns Hultman, a Swede who served 
as QlikTech´s CEO from 2000 to 2007, 
and its chairman from 2004 to 2009, the 
years that defined QlikTech’s strategy 
and created the momentum that carried 
QlikTech to its successful IPO in 2010.

QlikTech originally focused on search 
and visualization but its technology also 
hit a sweet spot: helping companies 
to more easily access key data and cut 
the time to install the technology from 
months and years to weeks or even days.

But as many European companies learn 
the hard way, strong technology does 
not automatically translate into strong 

business. Hultman stepped in as CEO in 
2000 to help out. At the time the com-
pany was in the red and had only one sales 
guy, who had already resigned. Hultman 
made the decision to have the company 
focus uniquely on business intelligence 
software and enter the market by target-
ing mid-sized Swedish manufacturing 
companies as clients. The client list grew 
rapidly and so did revenues: during his 
tenure as CEO, QlikTech’s sales shot up 
from $2 million to $80 million and by the 
time he stepped down from the board 
revenue had mushroomed to $153 million.

Hultman, who left Qliktech in 2009, 
has spent the last three years advising 
and seeding a new generation of young 
European companies. It was through this 
experience that he realized that scaling 
remains an issue for European start-ups.

“I did not see the same kind of firm 
foundation for growth we had at Qlik-
Tech,” says Hultman. “People do not seem 
to have the right kind of structure in mind 
and do not even understand what market 
they are in.”

While Hultman has tried to help start-
ups grow from a position of board mem-

ber, he says that model does not work 
very efficiently. Board members usually 
receive the materials only a couple of days 
in advance. They fly in for a board meeting 
that lasts for four hours. The first three 
hours focus on the things that have hap-
pened and only one hour is spent on what 
will happen or the company development 

plan, says Hultman. So, he sees the need 
for a fund that will invest in both early-
stage and growth-stage companies but 
also coach management “to define the 
market in the right way, define the offer-
ing in the right way, and most importantly 
to try and organize the execution.”

Hultman sees Zobito as a complement, 

so why the name zobito? it is 
a variation of the italian word 
subito, which is what italian 
waiters say when you order an 
espresso in a café. it means 
“coming right up” but in reality 
it could take 30 seconds or half 
an hour. one never really knows. 
it is the same with start-ups, 
says hultman. some companies 
need longer than others to 
get the job done and that is 
something that vc funds have  
difficulty accommodating.

Building 
Billion-Dollar 
Babies

 By jENNIFER L. SChENKER

rather than a competitor to traditional 
venture capitalists. “VCs typically have 
lots of experience in high-level strategy, 
helping out with hiring and network-
ing and of course with financial events 
of various kinds,” says Hultman. “The 
main criticism I hear from the entrepre-
neurs is that they need more coaching 

on the operational side. I hear the same 
message from everyone, they go to VCs 
for the money and high-level strategy but 
they are clearly disappointed with VCs’ 
ability to help them on the operations 
and execution.”

So why the name Zobito? It is a varia-
tion of the Italian word Subito, which is 

what Italian waiters say when you order 
an espresso in a café. It means “coming 
right up” but in reality it could take 30 
seconds or half an hour. One never really 
knows. It is the same with start-ups, says 
Hultman. Some companies need longer 
than others to get the job done and that is 
something that VC funds have difficulty 
accommodating.

 FocusiNg oN gaps iN The markeT 

Most VC firms raise money from big 
pension funds or insurance companies or 
wealthy individuals. These funds have a 
life time of seven to ten years. When the 
fund sells its investments, the proceeds 
are distributed to the investors in the fund 
– the limited partners. If the returns are 
above, say, eight percent, then the ex-
cess profits are split 80/20 between the 
limited partners and the management 
company. The funds are set up to exit 
after a set period of time, and then the 
money needs to be returned to the lim-
ited partners. “That is what drives lot of 
exits,” says Hultman. “The start-ups are 
not necessarily mature or ready for a exit 
but the VCs need to close the fund. This 
is not very healthy for the companies; the 
entrepreneurs know this and are against 
it but they have no choice.”

However, so-called evergreen funds, 
which are often funded by individual 
wealthy investors, don’t face the same 
pressures; they can stay invested for 15 
years or 20 years. “This changes the math-
ematics,” says Hultman, giving start-ups 

the time they need to grab a decent share 
of the market. “We are structuring our 
fund to behave like an evergreen so we will 
never force an entrepreneur to an exit if it 
is not the right thing for it to do,” he says.

Zobito will focus on coaching compa-
nies to look for gaps in the market and 
then target those niches. Hultman points 
to two European companies that made a 
killing by doing just that: one was the first 
to introduce a margarine targeted towards 
people who wanted to lose weight; the 
other was the first to design ski boots for 
people who did not want their feet to ache 
after spending a day on the slopes.

QlikTech had its own market revela-
tion: it was the first to target SMEs with 
business intelligence software, a huge 
market that no one else had addressed.

Zobito wants to help the next wave 
of start-ups discover gaps in the market 
and go after them. “We want to contrib-
ute to the change,” says Hultman. “We 
are seeing a change already. The start-
ups I see today are much better than the 
companies I saw 10 years ago. Clearly 
entrepreneurs have been inspired by the 
successes that have come out of Europe 
already. I wouldn’t be surprised if over 
the next ten years many more billion-
dollar companies come out of Europe and 
if we can help in that process I would be 
very happy.”

MANS hULTMAN 
hultman, a swedish citizen, was 
Qliktech´s ceo from 2000-2007, 
and its chairman from 2004-
2009, the years that defined 
Qliktech’s strategy and created 
the momentum that carried 
Qliktech to a very successful 
ipo in 2010. during his tenure 
as ceo, Qliktech’s sales grew 
from $2 million to $80 million 
and by the time he left the board 
revenue had grown to $153 
million. hultman sits on several 
boards, (including informilo’s), 
and is a frequent and popular 
speaker and panelist. hultman 
has thirty years of experience 
within it, has invested in growth 
companies since 1992, and was 
previously a partner with sundet 
investment aB.

jONAS NAChMANSON 
nachmanson, a swedish citizen, 
was Qliktech’s chief technology 
officer from 1995 to 2011. he 
was a member of Qliktech’s 
executive team for more than 15 
years. his biggest achievement at 
the company was the creation of 
the company’s Qlikview product. 
his main responsibility was r&d 
strategies and implementation. 
Before Qliktech he worked for 
tetra pak in various roles.

jENS SChRODER 
schröder, a danish citizen, has 
extensive experience in private 
equity. in 1988 he was the 
co-founder of the first nordic 
private equity fund, procuritas, 
which still is one of the most 
successful pe companies in 
the region. he left procuritas in 
1995 to conclude a management 
buy-in of thomée-hörle, which 
at the time had +$150m in 
revenues. in 2006 he founded 
sic 2006 lp private equity club, 
a vehicle to share investments 
in his closest network. schröder 
has experience as non-executive 
chairman of numerous medium-
sized businesses in sweden, the 
Baltics and in germany.

MAGNUS LINDhE
lindhe, a swedish citizen, 
worked for Qliktech between 
2001 and 2012. he is credited 
with building the company’s 
unique and highly-successful 
sales model together with 
markus roithmeier, and was 
also instrumental in creating 
and deploying Qliktech’s 
value-based management 
model. he served as vp nordic 
between 2001 and2009 and 
as vp global services between 
2009 and2012. he previously 
worked as managing director for 
mactive media (now atex), where 
he was in charge of the media 
division globally. Between 1991 
and1996 he was a partner in a 
nordic consultancy company 
focusing on change management 
projects in the media industry 
including the leading tv, radio 
and newspaper companies in 
scandinavia.

MARKUS ROIThMEIER 
roithmeier, a german citizen, 
was part of Qliktech’s 
management team from 2002 to 
2008. he is credited with building 
Qliktech’s sales model together 
with magnus lindhe. roithmeier 
also took charge of building 
Qlikacademy, Qliktech’s value-
based program for recruiting, 
developing, and managing 
talent. after leaving Qliktech he 
served as vp global sales and 
marketing for jedox, a Business 
intelligence software provider. 
in his early career he worked 
for several consulting firms 
including the london-based pa 
consulting group, specializing in 
value-based sales and marketing 
projects.
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Shazam’s Saga: Scaling Up has  Its Perils And Its Rewards
Shazam, a London-based music discov-
ery service with some 250 million users 
around the globe, has helped Europe be-
come a category leader in audio over the 
Internet. It is one of Europe’s tech stars.

But for Shazam scaling up has been 
anything but easy: getting where it is to-
day required moving continents, replac-
ing the founders, surviving a near-death 
experience, suffering through a down 
round and more than a few pivots. Its 
story holds some valuable lessons for 
European entrepreneurs.

Shazam’s founders, Chris Barton, 
Philip Inghelbrecht, Avery Wang and 
Dhiraj Mukherjee, set out to develop 
technology to solve the problem of mu-
sic identification to answer the age-old 
question, “what’s that song” – and do it 
in real-world scenarios, such as when 
you’re out in a coffee shop or pub and 
hear a song you like, and made it work 
over mobile phone. They invented the 
technology in the U.S. but in 2000 no U.S. 
venture capitalist saw the potential since 
at that time, due to the fragmentation and 
poor quality of U.S. cellular networks, it 
was more common to listen to the recipi-
ent of a call shout “can you hear me now,” 
than to listen to music.

So, Shazam’s founders moved to Lon-
don, where mobile networks actually 
worked. It was a case of Silicon Valley 
Coming to the UK – and staying put.

While the investment market was 
more open in Europe than the U.S., 
the founders still went to more than 
a hundred meetings before they found 
their first set of investors. They made 
their decision to locate the company 
in London for several reasons: access 
to initial funding ( the first round was 
from a group of individual investors, 
with the subsequent round from ven-
ture capital firms); the mobile industry 
was more advanced in 2000 than in the 
U.S.; and the UK is a major nexus for 
the music industry.

The first few years were tough: the 
company had trouble figuring out the 
right business model and was losing 
money. Two of its investors bailed, the 
founders were pushed out, and Shazam 
was forced to accept a “down round.” It 
had a pre-money valuation of half a mil-
lion euros in its Series C round. It was at 
that point that London venture firm DN 
Capital invested into the company, says 
Nenad Marovac, a managing partner at 
DN Capital. Marovac says he was wowed 
by the technology when founder Barton 
demoed it in the back of a cab.

“It has definitely been a really rocky 
road but a very interesting one and lot of 
fun,” says Marovac, adding that he fully 
expects Shazam to become a billion-dollar 
company and eventually go public.

The lesson for other entrepreneurs is 
“be really scrappy” and do what it takes to 
get ahead, says Marovac. When he invest-
ed in Shazam the company was bringing 
in one or two million dollars in revenues 
from a B2B vendor-managed inventory 
business centered around monitoring 
radio stations. That side of the business 
was later sold for $25 million and the pro-
ceeds used to fund the consumer side of 
its business.

DN Capital brought in the company’s 
current CEO, Andrew Fisher, and its first 
U.S. hire, a saleswoman who closed a deal 
with AT&T and Verizon to embed the 
Shazam app into phones. At the time, the 
app was white-labeled; Shazam agreed 
to license the technology in order to pay 
the bills and build up enough revenues to 
start building its own brand.

A deal with Apple’s iTunes in 2008 
proved to be a game changer: the U.S. 
company featured Shazam as one of the 
top 10 apps in its store and spent millions 
in the U.S. on ads teaching people how to 
use Shazam. “It really took us to the next 
level,” says Marovac. 

In October 2009 Kleiner Perkins Caul-
field & Byers invested in the business. And 
in the Spring of 2011, it raised another 
$32 million in a round that was co-led by 
Kleiner Perkins and Institutional Venture 
Partners, with DN Capital participating. 
The most recent round funded the com-
pany’s expansion into television.

Today Shazam is available on all major 
mobile phone platforms and used by over 
a quarter of a billion users. Its technology 
has been expanded to create an acoustic 
fingerprint of a song, but also of any other 
media. Shazam can match the audio against 
its database, then provide the user with the 
name of the artist, song, television show, or 
ad and a host of other information.

Earlier this year it started applying its 
technology to making television ads and 
shows “Shazamble.” All nationwide tel-
evision shows in the United States have 
now been Shazam-enabled, says David 
Jones, Shazam’s executive vice-president 
of marketing.

The company is tapping into a trend. A 
January 2011 study conducted by Nielsen 
and Yahoo! found that 86% of mobile In-
ternet users (and 92% of 13-24-year-olds) 
are using their mobile devices simultane-
ously with TV. A quarter of them say they 
are browsing content related to what they 
are watching. Some 45% of the study’s 
respondents said they use wireless devices 
while watching TV to do time-sensitive 
research, while 41% use it for impulse buys.

That’s music to both the ears of ad-
vertisers and the producers of television 
shows, says Jones. Brand advertising 
on TV has never been really interactive. 
Thanks to Shazam, now it is. By making 
the ads more engaging, Shazam gets a 
slice of the TV ad market, which is worth 
$70 billion in the U.S. and $170 billion 
globally. The lure for broadcasters to add 
Shazam to programming is that integrat-
ing Shazam promises to drive engagement 
and ratings, turning viewers into fans, 
says Jones.

During the Super Bowl, spectators who 
had downloaded Shazam’s app onto their 
phones or tablets could enter sweepstakes 
for major prizes; access real-time statis-
tics to keep track of all the key plays and 
players; take part in polls; share the expe-
rience with their friends on Facebook and 
Twitter; download a remix of a new single 
from half-time performer Madonna; and 
purchase merchandise including hats 
and jerseys from Shazam’s mobile store.

Since then Shazam has provided cus-
tomized applications for the Grammys, 
American Idol, and the 2012 London 
Olympics. During the Olympics viewers 
were able to use Shazam to search polls, 
video highlights, and tweets by athletes, 
among other things.

Shazam’s users can not only tag TV 
ads and contents, they can now automati-
cally share those tags on Facebook. Some 
85% of Shazam users now use the app 
with a TV ad or a TV show. When us-
ing the app with a TV show users can 
— with the click of a single button — call 
up a programming guide, and show and 
cast information, as well as music from a 
show, celebrity buzz, tweets, and trivia 
and share it all on Facebook.

Shazam has already partnered with 10 
networks, including the big four in the 
U.S., and has launched more than 140 ad 
campaigns with big brands. “We have 
moved from being a music discovery com-
pany to a media engagement company,” 
says Jones. The television business has 
become “a major revenue stream in fairly 
short order and will soon be our primary 
revenue stream,” he says, an example that 
demonstrates that even after scaling and 
becoming successful, a start-up has to be 
ready to pivot and keep evolving.

 special events like the olympics  
are now “shazamable.”

“it has definitely been a really 
rocky road but a very interesting 
one and lot of fun,” says 
marovac, adding that he fully 
expects shazam to become 
a billion-dollar company and 
veventually go public.

Brand advertising on tv has 
never been really interactive. 
thanks to shazam, now it is. By 
making the ads more engaging, 
shazam gets a slice of the tv 
ad market, which is worth $70 
billion in the u.s. and $170 
billion globally.

 
By jENNIFER L. SChENKER 
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health care budgets to more efficiently 
provide a growing demand for better 
health care.

““Our aim is to develop a health in-
novation economy in the UK.  We can 
make Britain a hub for the emerging 
technologies, diagnosis and preventa-
tive medicines of tomorrow,” says Free-
man, who before becoming an MP created 
several successful start-ups and worked 
as a venture capitalist in the biomedical 
sector. What’s more, “by opening the NHS 
to adopting innovation quicker we can 
leverage health care data to empower 
patients and use drugs and treatments 
more effectively,” he says. “This is a fast 
emerging new field and we want Britain 
to be a global leader.”

The building blocks are being put 
in place. Britain has built a number of 
billion-dollar companies in the life sci-
ences space. But many biotech companies 
struggled when the bubble burst in 2000. 
So did VC firms focused on the area.

Industry insiders say the focus in the 
UK during the 1990s was to build little 
companies and float them fast. Whereas 
in the U.S. the sector was driven by en-
trepreneurs with innovation delivering 
healthcare benefits, in the UK it was more 
about capital chasing big returns rather 
than building sustainable businesses. 
Now, Freeman says, Britain – with the 
Government’s help – is trying to build 
a strong ecosystem with a richer mix of 
small, medium and large companies.

The key, says Freeman, is “to put pa-
tients back at the heart of the medical 
innovation process and think about trans-
lational medicine with industry, clinical 
and hospital working together for the 
good of patients. If we can make Britain 
the place where medical innovations can 
be most rapidly developed and clinically 
validated, we will benefit both patients 
and our economy.”

Over the last four years Britain has 
been creating partnerships between uni-
versities and hospitals. One of the biggest 
projects, involving four universities and 
four hospitals, is in Dundee, Scotland. 
Academic Health Science Centers have 
been set up at Cambridge University, 
Kings College, University College London 
(UCL), Imperial and Manchester. And the 
government, under the supervision of the 
UK Department of Health’s Chief Medical 
Officer Sally Davies, has launched ambi-
tious programs in translational biomedical 
research. “There is a huge opportunity in 
stratified and personalized medicines.” 
says Freeman.

“The opportunity for European compa-
nies in the health care space is actually very 
exciting because the regulatory process for 
new medical treatment is much more lean 
and efficient then in the U.S. so it is pos-
sible to bring new technologies to market 
in Europe at a lower capital cost,” says Alex 
van Someren, managing partner of the 
Cambridge-based Amadeus Seed Fund.  
“That means Europe companies have an 
intrinsic advantage and that is a powerful 

motivation for us as investors to want to be 
investing in European businesses.”

Leveraging the power of the data col-
lected by Britain’s NHS also represents a 
huge opportunity. Britain’s single payer 
healthcare service gives the government 
and service providers an incentive to 
find and support solutions that prevent 
disease in the population as a whole to 
reduce overall national healthcare costs. 
In contrast, the fragmented US health-
care system’s competing interests lack 
that common goal. And, unlike the U.S.’s 
system, Britain started digitizing health 
records back in 1994 and standardized the 
coding of documents, which are all central-
ized with the NHS. That gives Britain an 
edge and could help it become a leader in 
the development of personalized medicine, 
say industry experts. “Our new strategy 
within the UK has triggered a lot of positive 
interest from patients, companies and other 
nations,” says Freeman. “Watch this space.”

 BeyoNd medTech 

Edtech is still relatively underdevel-
oped in Europe but the opportunity is 
huge. Education start-ups in the United 
States are currently experiencing their 
biggest boom since the Internet bubble 
burst in 2000. The first nine months of 
this year saw 117 investments worth $870 
million. And Rohan Silva, senior policy 
adviser to British Prime Minister David 
Cameron, says he sees big companies de-
veloping in the edtech sector. “Britain is 
recognized around the world as having a 
strong record in education and can help 
existing education brands with online 
offers,” he says. (See the full Q &A with 
Silva on page 11.)

Of course information technology af-
fords lots of opportunities to scale up, too. 
Autonomy, a Cambridge-based software 
giant, was acquired by HP for £7 billion 
last year, and ARM Holdings, which 
builds RISC semiconductors and micro-
processors, has a market cap of between 
£9 billion and £10 billion. Cambridge-
based ARM is a spin-off of Acorn, the 

company behind the BBC Micro, a com-
puter distributed to a generation of UK 
children to teach them computing skills. 
Now a new Cambridge entity, the Rasp-
berry Pi Foundation, which has created 
a tiny $25 computer for kids, is teaching 
children in the UK and across the world 
not just how to use a computer but to 
code and create apps. “We’ve shipped 
roughly 500,000 units, and continue to 
ship between 100,000 and 200,000 units a 
month, split roughly a third between UK, 
U.S. and rest of world,” says Eben Up-
ton, executive director of the Raspberry 
Pi Foundation. “We’re working hard to 
drive adoption in South America, India 
and China, where we’re currently weak. I 
certainly hope we can have a global effect 
on computing education.”

Meanwhile Neul, which develops 
innovative and disruptive wireless net-
work technology to enable the use of TV 
“white space” spectrum, another “new 
wave” Cambridge company, is leading 
the development of a new global com-
munications standard called “weightless,” 
specifically designed for traffic on the 
Internet of Things. (See the story about 
Britain’s top 25 scale-up companies on 
pages 12 and 13.)

 BuildiNg more BillioN-dollar   
 compaNies 

All of these sectors are likely to help 
Europe spawn promising start-ups. But 
“creating a start-up is not the difficult 
part,” says Nicholas Heller, co-chair of 
the event and Google’s head of product 
partnerships and new initiatives for Eu-
rope, the Middle East and Africa. “Scaling 
up is the real challenge and where most 
start-ups run into trouble. Some never 
manage to scale up and others scale too 
early. You need to get growth, but you 
need to do it without burning through 
all your cash.”

 The lack of a real single market — as 
evidenced by different regulations, tax 
laws, languages, cultures, and ultimately 
users — makes it particularly difficult for 
European companies to scale up and com-
pete with their American counterparts, 
says Heller. “American companies have 
an advantage because they can scale at 
home and then move on to smaller mar-
kets,” says Heller. In Europe, “it’s an 
uphill battle still, but that is why we are 
doing the event. The potential is there; we 
need to connect the ecosystem.”

The organizers of Silicon Valley Comes 
to the UK are convinced that with the 
right encouragement, mentoring and co-
operation between governments an en-
vironment can be created in Europe that 
will make it possible for entrepreneurs to 
achieve the scale and momentum required 
to create the next tech phenomenon.

That is certainly the ambition of Health 
Analytics’ founders. “I have worked in 
Silicon Valley at Netscape and a bunch of 
other companies and done due diligence 
for VCs, a lot of things cross my desk, but 
I have never seen anything so obviously 
a winner as this particular thing,” says 
Wigglesworth. “We put everything we 
got into it because it is the best thing I 
have seen in terms of an opportunity.”

When Health Analytics demonstrated 
its analytical software, it was the first time 
that patient data from primary, secondary, 
social and community care were linked 
together. The NHS was shocked because 
it didn’t think it could be done, says Wig-
glesworth. Health Analytics’ technology 
was the 2011 Winner of the Cabinet Of-
fice’s Innovation Launch Pad award. Now 
that the government is starting to make it 
easier for small companies to sell into the 
NHS the company hopes its software will 
be adopted across the UK and it hopes to 
later expand globally. 

Health Analytics has big dreams for a 
company that started in a Cambridge ga-
rage and only recently moved into proper 
offices. But then again, “If Apple can do 
it why can’t we?” asks Wigglesworth. 
Spoken like a true entrepreneur, proving 
once again, as the saying goes, that Silicon 
Valley isn’t a place. It is a state of mind.

Eric Sylvers contributed reporting  
to this story.

continued FRoM coveR

Silicon Valley is not only going to the 
UK this month, it is also stopping off in 
Lithuania and Portugal.

Every year Silicon Valley Comes To 
the UK, a conference co-founded by 
serial entrepreneur and angel investor 
Sherry Coutu and LinkedIn’s Reid Hoff-
man, brings leading U.S. entrepreneurs, 
investors and thought leaders to the U.K. 
to explore ideas and to ignite local en-
trepreneurship. This year – for the first 
time – spin-off events called Silicon Valley 
Comes to U are taking place elsewhere in 
Europe. On November 15 and 16 Vilnius, 
the capital of Lithuania, will host Silicon 
Valley Comes to the Baltics, an event that 
will see California entrepreneurs meet up 
with students and the business community 
from the region. In addition to Lithuania, 
organizers are expecting people from Es-
tonia, Latvia, Finland, Poland, Belarus 
and Ukraine to attend the two-day event.

As in the main event in the UK, the 
Baltics spinoff, in its first edition, aims 
to help facilitate the success of promising 
high-growth technology companies. More 
than 1,000 people are expected to attend 

the events over the two days. “This will 
be the biggest and greatest start-up event 
ever in the region,” says Andrius Neviera, 
a 21-year-old Lithuanian who is the lead 
organizer of the Vilnius event. “We want 
to show the local community how great 
entrepreneurship is. We want them to see 
that you don’t have to be a banker to make 
a good living after graduation.”

 uNlockiNg TaleNT 

One of the converted is Neviera him-
self. He decided to embrace entrepre-
neurship in March when he volunteered 
at an accelerator in Amsterdam.

“I’m going to work in the start-up world,” 
says Neviera, a university student in the 
Netherlands. “I love the energy, the open-

 
By ERIC SyLVERS 

Silicon Valley Comes To U
 geTjar 

Ilja Laurs founded GetJar, an in-
dependent mobile phone app store, 
in Lithuania in 2004.The app store, 
which has 500,000 registered de-
velopers, has had more than three 
billion downloads and offers users 
750,000 apps for Android, Windows 
Phone and other mobile platforms

Those numbers are all the more 
impressive considering the app 
world is dominated by app stores 
of technology giants like Google, Ap-
ple, Samsung and Microsoft. GetJar 
offers premium apps for free across 
a number of mobile platforms, acting 
as a paid discovery service. Instead 
of consumers paying to download 
apps, developers bid to have their 
apps featured, and only pay once 
the user downloads the app, mak-
ing it a particularly good channel 
for app developers whose revenues 
depend on in-app sales or in-app 
advertising.

In March GetJar launched a loy-
alty program that rewards active 
users with a virtual currency called 
GetJar Gold Coins. The more apps 
downloaded by consumers on Get-
Jar, the more “gold coins” earned. 
The virtual currency can be used 
to buy premium apps and virtual 
goods without exchanging physi-
cal money. The service now has 50 
million users.

GetJar has raised a total of $42 
million in venture capital from Accel 
Partners and Tiger Global. While 
Laurs is still based in Lithuania, 
the company’s headquarters are in 
Silicon Valley and it has offices in 
Seattle and the UK.

 pixelmaTor 

Saulius Dailide and brother Aidas 
founded Pixelmator, a provider of 
image-editing software for Mac OS 
X, in 2007 and have been riding a 
wave of success since then. Pixelma-
tor has won various awards includ-
ing last year being named by Apple 
as Mac App Store App of the Year.

In 2010 when the late Steve Jobs 
was still Apple’s chief executive he 
mentioned Pixelmator in a keynote 
speech and then another Apple 
executive did the same again this 
year. That free publicity has helped 
speed up what was already impres-
sive growth at Pixelmator, which is 
selling for $29.99 in the App Store.

The program’s new version 
released in August this year was 
downloaded more than 250,000 in 
the first two weeks.

Saulius said the motivation for 
creating Pixelmator was the de-
sire to have an image editor that 
was easier to use and cheaper than 
Photoshop, the industry standard 
created by Adobe. While Photoshop 
is available for both Windows and 
OS X, the Dailides decided to put all 
their efforts into making the best ap-
plication possible only for the Mac.

ness of people, their passion. A year ago I 
would have said my future was to be doing 
consulting for McKinsey in London. Now I 
know entrepreneurship is my future.”

A key goal of Neviera and the other 
event organizers is to show the world 
that the often-overlooked Baltic region 
is full of talent and potential technology 
entrepreneurs. To unlock some of that 
talent, there will be App Camp the week-
end before the main event with the top 
performers getting a chance to pitch to 
Silicon Valley investors.

The three-day App Camp is being billed 
as the biggest mobile application develop-
ment event in the Baltic and Nordic re-
gion with organizers expecting more than 
500 participants who will be tasked with 
developing applications for smartphone 
operating systems including iOS, Android, 
Windows Phone and BlackBerry. By the 
end of the event more than 100 new ideas 
for mobile applications and 50 prototypes 
will have been created with the help of the 
40 mentors who will support the teams.

Some start-ups born in Lithuania are 
already having a fair amount of interna-
tional success, including Pixelmator and 
GetJar (see boxes).

 comiNg To lisBoN 

Lisbon will also have its own event on 
November 15-16 with workshops, men-
toring, and other initiatives dedicated to 
promoting entrepreneurship. Prior to the 
main event there will also be a Start-up 
Weekend. This will be Lisbon’s second 
year with more than 500 attending last 
year and another 500 watching from sat-
ellite events around Portugal.

“this will be the biggest 
and greatest start-up event 
ever in the region,” says 
andrius neviera, a 21-year-
old lithuanian who is the 
lead organizer of the vilnius 
event. “We want to show the 
local community how great 
entrepreneurship is. We want 
them to see that you don’t have 
to be a banker to make a good 
living after graduation.”

the organizers of silicon 
valley comes to the uk are 
convinced that with the right 
encouragement, mentoring 
and cooperation between 
governments an environment 
can be created in europe 
that will make it possible for 
entrepreneurs to achieve 
the scale and momentum 
required to create the next tech  
phenomenon.

pot of gold: getjar is hoping to increase 
revenues by giving digital money away with 
its virtual rewards program.

“The feedback we got from entre-
preneurs and other participants was 
extremely positive and in the last year 
we saw a huge increase in both quantity 
and quality of entrepreneurial activity 
in Portugal,” says Carlos Silva, chair of 
the Lisbon event as well as co-founder 
and chief operating officer of Seedrs, an 
online platform for investing in start-ups.

He says Portuguese start-ups to keep 
an eye on include Wishareit, an online 
platform for collaborative gift giving; Uni-
Places, a website for posting and finding 
student accommodations that took part 
in last year’s Start-up Weekend in Lisbon; 
and TalkDesk, browser-based software to 
manage customer calls.

 co-founders of the silicon valley comes to the uk conference sherry coutu and linkedin’s reid hoffman with 
British prime minister david cameron at 10 downing street. the conference organizers are working closely with 
the uk government to promote entrepreneurship to students and boost start-ups.




