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Hello and welcome to Hardcore MBA signing in today to a beautiful and cloudy London. 

And today it is all about how to get money for your business. So, basically you can 

spend time two things, you can spend your time or you can spend money getting things 

done for you or build a team that helps you build the company that you really want. My 

name is Erlend Bakke and I am with the best-selling author of book called "Never Work 

Again" which is seen in the back here. Yes there is product placement going on there. 

so to talk about money and how to get that into your business or for your dream I invited 

Ron Goddard here today founder of Tech ventures.London and he is an angel investor, 

non-executive director and member of the board to several cool start-ups and he is a 

search wide mentor as well and part of the biggest exhilarate start-up program called 

mass challenge and a proud mentor for the prince’s trust.  

 

Today we will talk about you and what you done before and then what you also 

engaging right now and how you get capital for peoples companies. 

 

Erlend: Where are you sign-in today? 

  

Ron: I am signing in from laffy sarry but you won't want to know that because my 

curtains drawn behind me but normally you will see a series of trees in the garden that 

says rain right now we want to get the lighting right to this.  

 



Erlend: So, Can you tell us about your journey from what you were doing before 

investing and mentoring. What led you to that part in life? 

 

Ron: Yes, certainly. I have a traditional work a typical story. I left school when I was 14. 

So, I have no formal qualification whatsoever and part of that journey is the young man 

growing up in a very dysfunctional phone any formal qualification. And I always find it 

really difficult to do deal with what we call the institution or authority and I think that was 

largely because an underdeveloped sense of self-awareness and as you would expect 

in the young teenager growing up into it formative years and it wasn’t really in Syria and 

I try numerous amount of different jobs anything from push my career in London through 

to a postman to a roofer that I so managed to find my way into was effectively known as 

now the Citizens Advice Bureau and I felt sports with football and boxing and I sat down 

with the careers officer and what they said to me was that what do you love doing what 

are you good at and let’s see where we can go from there. And it just so happened at 

the that there was a government-funded projects in tech and this project was basically 

saying for those 20 females and are 20miles and go on a years program funded by the 

government and to become effectively a personal trainer or fitness manager and at end 

of it you’re successful enough that’s the top lady in the top gentlemen interview with a 

private brand of health clubs so I thought it sounds perfect you know failed sportsman 

thinking about okay I left firness this is the answer to my problem and I would say it’s 

the first time really in the early nineties that I applied myself and I managed to finish top 

of the class so that was something that was even think about it in on reflection. It was a 

great experience the first time I really applied myself to anything and I remember turning 

up to an interview in video street embankment place and here’s an entrepreneur that 

we’ll talk about a little bit later interviewing the Eidolon ponytail and a pair of hiking 

boots didn’t have a shirt really that you would say suitable for an interview but Sir I 

turned out to have this interview and the typical questions were asked one of them in 

particular is more relevant that another which is why should I give you the job. Now bear 

in mind that this is a prestigious brand of health plans about to launch and they’re 

looking somebody to represent the brand and on appearances I wasn’t that person but 

hey he said why should I give you the job will be all people that are going to be and that 

was a great question and that pause for a few seconds and I said okay David it seems 

to me that you’re unsure about me. So why don’t I do this won’t work a month for 

nothing and at the end of the month if it doesn’t work then you lost nothing but at least 

that way both physical to prove and three weeks into that trial and he came up to me to 

look great this offer you a job and make me full time nut bear in mind I never got paid for 

weeks but it was great lesson and basically told me he had a very simple value 

proposition and this was really my first exposure in soon the startup community simple 

value proposition was that he identified in the city of London and the west and that they 

were basement, sub-basements in office blocks that will not be left so and they were 

already being used for condominiums or storage and his value prop more elevated 



pictures you might call it was a really simple. Basically manage to get interview and 

meetings with landlords of these prestigious and even say to the landlord if I could 

increase the yield per square foot will make your premises more attractive than your 

competitors would you be interested? Naturally they would say yes but how and what 

he’s model was even invest our ten million pounds in the state-of-the-art fitness facility 

in 10,000 square-foot facility which is dry in exchange for three years  rent which was 

perfect at the time because for landlords that weren’t let in space to have an investment 

and benefits out of half million you would then use a three or four month pre sales and 

marketing campaign to generate joining fees and first month subscriptions that will help 

the capital injections for the next couple meeting. We would go and build so I did 

everything from cleaning the toilets to run in that club and removed from the first 

collaborative venture street in plantation house to Liverpool Street Station Gracechruch 

Street embankment place and several others who eventually after 4 or 5 years we grew 

12 clouds and solving a whippet and at the end of the period I was general manger over 

those clubs but ir really gave a great insight to what entrepreneurism is all about and it 

set the tone real never forgot it and then moved on to sports manufacturing business 

within the sports as a sales manager if you like, like for equipment with something so 

operators and then always had this burning ambition to be the boss so I moved from 

employee to employer. Remember reading a book Robert Kiwasaki which was rich dad 

poor dad fantastic book for anybody who’s interested and what I was talking about was 

being financially free if you like to acquire assets and liabilities and this has been an 

ambition was to be an employer and the reason people in the health and fitness nature 

industry that I know and I bought a health club. And it was a health club and going into 

administration and but I knew the asset value of the equipment was in the site was 

worth you to quick and I purchased the unencumbered assets and run their business for 

three and half years to eventually being crowned best health club in the country at 3,000 

at the National Train awards back month 2005 to clear out firstborn daughter sky is now 

11 and then decided to go into the tech industry and why the tech industry well suppose 

when you’re looking for something to basically set you part sort of things that were 

important for me were you looking for disruption you’re looking innovation you’re looking 

for money and investing new ideas so tech is a real great enabler even though I’m not 

technologist so it seemed obvious to me that technology was the arena outgoing 

working and through various hops from I went performance analytics company for a 

couple years to eventually working and as a sales leader director linear for expert 

workspace which is the trial infrastructure-as-a-service people on a billion pound cut I 

run the European mid-market division group from 50 Million reviews to 120million over a 

year period. Great experience because operationally you’re looking at a high-volume 

transaction type business is delivering service in a highly competitive marketplace 

where commoditization and the north which is Amazon like pressure price so did that for 

years but still thinking I want to get back to this employer route joined a company called 

activity of data, digitalization business and pre-IPOs valued at around 12billion dollars is 



effectively a five-year-old startup we wanted to bring the data visualization says 

products to market and I effectively brought their active you one product through 

channel market in UK and across Europe before eventually couple years on deciding 

right. Okay I am now ready to go back into becoming an employer and founded what is 

today tech ventures an investment advisory business for early-stage digital startups and 

some advisory services for corporate entities 

 

 

Erlend: So all kinds of clients are you currently looking for and where you sort of go to 

find them? 

 

 

Ron: So let’s talk first talk about problem and currently and suppose over the last year 

two years. I’ll be looking for like any started looking for product market fir and looking for 

differentiation. So what is clear to me right now in the ecosystem around digital startups 

particularly is the   fundamental problem we’ve got is getting access to capital and 

second need that they have is an advice and it’s not necessarily in that order.  

 

Erlend; Yes 

 

Ron: And the last thing you want to do is give startups and money without the expertise 

in order to spend it on the right things. So there is a combination here of money and 

advice working together in order to drive the right outcome how I go to market is really 

simple and I tend to partner with incubators and accelerators. Next challenge is the 

world’s biggest incubator of startup and I provide mentorship on every cohort that 

comes out into the UK we’re unable to effectively leverage their selves and marketing 

the drives 2000 startups through a process that actually ends up with a cobalt 60 and 

over the next semester and hasn’t been to give services to that cohort and then you 

start to pick up relationships and technologies and ideas that want to extend into see 

capital or ongoing non-executive type advisory services. So it’s really simple but very 

effective and also achieved while finding great businesses, great friends, great tech, 

and people who actually want to change the world so it’s a great leader which markets 

apart people like a nice challenge  

 

Erlend: A lot of people might be thinking that you know angel investing having a fund all 

these things sound very or fancy and out of reach but what you can actually do is you 

can go to people that have money and are looking for opportunities and you can take 

maybe in a 25,000 from four different investors into a limited company and create a fund 

and with that fund you can invest in maybe five startups and give them seed money. Am 

I off-track here or am I right? 

 



 

Ron: That’s really a good spot, Erlend. And if I explain part of the challenge for startups 

and why tech ventures is as unique differentiation is because typically when you speak 

to founders or people with great ideas they are normally stuck with an idea but unable to 

effectively maybe build their first prototype there in DP maybe say that I need money 

and the typical narrative would be you don’t speak to friends, family or an angel and 

they will sell our build your products and come back and I will give you some money to 

go with your first customers so you to testify normal ranges are quite happened to give 

money just based on an idea they want to see a product and then you got those 

founders of guess what we’ve managed to bootstrap business to build a product the go 

to Angel and say hey I’ve got this great product you know it’s going to change the world 

and can you give me some money because only now take it market and then the angel 

my turn around and say hey that’s great but you  need to secure your first customers 

and we need to see what your standard operating procedure and your KPIs and no 

other key metrics and so the founder is now stopped because he doesn’t have his 

customers so gain not all startups are able to move on beyond that point because again 

the dependency maybe too high on capital and what tempted starts to uncover and 

through hat process of observations is that there are lots of great founders or great 

people with great ideas but they still on the table and I believe in a traditional rangers 

they tend to say  things like what: who’s invested first, who’s already gone first when 

somebody else goes first are there then I will join as well. Which doesn’t help the 

startups trying to develop that the worlds next best business. So I think the ventures 

have seen a great opportunities in the marketplace based on some key things to look 

out for from the divisions perspective but ready to invest in the people, the basic 

hypothesis to provide see capital to build products and also to help them go win with 

their first customers which is effectively run the pre-playbook for business development 

and normally you find well I’m find it already. That’s the return or the value I’m getting in 

exchange for cash and or expertise is far greater than the traditional model that’s 

waiting maybe two or three steps later before they start to get involved  

 

 

Erlend: So from what it sounds like to me fall being to sell whatever you’re making so 

either to investors are either to customers or even to two co-founders is very important 

skill set set for anybody that has an idea. Do you agree with me? 

 

 

Ron: Yes, I do. And what that is it’s there is no silver bullet is this as much sensory as 

anything else. I think it is genuinely from somebody who’s quite thrilled and excited by 

pioneers people who are effectively breaking the mold and setting new frontiers then 

you get excited by something that may not been done before where others attitude for 

risk maybe bit conservative and they will get frightened by the whole possibility of losing 



money thinking about making money. I just think that’s part of the reason why it was 

passed on mine is because I get excited by the challenge disruption, I get excited by 

stuff has never been done before, so it’s not difficult to find out of people but you 

generally believe they’ve got something that’s going to change the world will change 

their lives but may not necessarily for the capabilities and competences and traditional 

incubators and accelerators offer a phenomenal job. Part of the challenge or so is that 

after four months and in exchange for some equity and not all of them but some of them 

do and they cut the umbilical cord and it’s like children if you don’t have something’s 

that’s independent it’s still heavily dependent been largely lots of these businesses are 

going to flounder never really achieved the potential even half the potential possibly 

can. So I think is a great opportunity really for startups that and have great idea that 

needs extra people expertise capability maybe some capital as well but nit to end the 

relationship once a   semester is over for the cohort is finished but to effectively invest in 

the bit more than long-term. Okay, and that means that the investor stroke the 

resources that you helped them with are there to run Play Book because business 

development is a crucial element of being successful that’s the resources in the support 

we should give them not because the founder doesn’t know how to sell if the founders 

great a product and be greater product  

 

 

Erlend: Right. 

 

 

Ron: Okay we can find the resources and expertise to fill the gaps. Okay we are not 

asking people to change what we actually do ask him to do particular challenges step 

into your own greatness and we’ll just figure out the gaps in order to support that 

greatness and hopefully take it from a point where it is right now to a better position six. 

Twelve years and so on from there. 

 

Erlend: So how long do you commit for and how long do you sort of help the team that 

you work with?  

 

 

Ron: Yes a great question, my oldest business is a company called high-flyers it wasn’t 

the original names own network which pivoted after row nine months so that’s 10inches 

is a two year old business now. So two years I have been running with that business 

and I’ve got to say I am enjoying more now that I did before we broke even last quarter 

we’re en-route to achieve evaluations 10 million based on the runway revenues that 

we’re road tripping, we are achieving right now but Gosh I can’t ever see myself coming 

out that business but saying that if there is the board feel that and I feel that value is no 

longer there in terms of making advisory piece then it’s right thing to do is to step away 



that other people step into being great that will take it further and further. So I suppose 

the long answer I will give you money but the short version is for as long as what is 

needed within the business and is basically circumstances would dictate and determine 

whether or not that is a short journey together or a long journey. 

 

 

Erlend: So, in terms of team building a team, attracting a team so there’s a lot of like 

most of the companies in the UK are our small companies so you go to owner and then 

you got some stuff and that’s pretty much it. However, if you want to have a 

performance business you need to attract teammates, co-founders, investors. How 

does that whole mix work and what kind of advice you have in the idea you want to start 

building and collaborating with other people how do you go about doing that? 

 

 

Ron: Yes a really good question. So there are number of ways you can try and solve 

that buy what my ventures have been doing is and through suppose the last 15 or 20 

years that I have been in business you start to form really great relationships you also 

start to identify race set of competencies and capabilities but you never quite know 

whether or not you’re going to be working with them continuously or whether you’ve 

never worked for now but you know what within the future. So what I basically look for is 

entrepreneurs have a specific set of capabilities and competencies it could be legal, it 

could be accountancy, could it be finance, it could be product, it could tech and PR 

communications. So there are whole plethora of functions buy if you’re able to fine 

those people really specialist in that area you can be my work with an associate director 

network which fundamentally looking for those specialists who are also looking to 

develop their own portfolio and some of that maybe in exchange for pro-bono services 

so for examples 75% of that business maybe normally transactional type consultancy 

work but they have aspirations as well maybe to sit on the board be part of ecosystem, 

those accelerating quite a lot of twenty-five percent of the work they do maybe for the 

startups that I introduced into in exchange for equity and all paid work depending on the 

life cycle of the business. So now you have got is specialist who have invested interest 

in an early stage business that has the capability of expertise to help them solve a 

particular set of problems based on the time and space that exact given moment and 

that’s now doing is attracting interest from maybe typical institutional type investors to 

say “Hey, this is great model! You got the capability. Maybe if I gave you my money 

rather than spend my money in the more conventional means maybe I can get access 

to better returns and currently doing. And that wasn’t something I plan for  that’s just 

something that’s involved and as an entrepreneur we have agile right so that’s exciting 

phase about the journey that we’re going to run  

 

 



Erlend: So you can pick up the phone you can say you know would you like to sit on my 

board you will give you a certain percentage so to seek out the people you want to 

attract, seek out of partnership that you believe will be incredibly beneficial to your idea 

and yourself and also them  

 

 

Ron: Yes but fundamentally it’s not my business it’s the startups, it’s the founders, it’s 

their business. My job is great by Jim Collins called good to great phenomenal book. He 

talks about what comes first as the strategy comes first or the people in my mind is 

always the people comes first. People will come up with the right strategy and if you 

don’t have the capability and expertise then the job is to build a part of the team. It 

doesn’t have to be a huge team; it could be two founders and maybe two advisors that 

could be the team to start issue to the next. That is great you want to read some more 

advice for more expertise the so be it but its really important I see this from time to time 

again. The startups are the best business that I am seeing accelerates really quickly are 

those that are very focused and very clear that the next milestones got one eye on the 

vision and a sense of one purpose but they’re really lesser focus on the next milestone 

because without that the future never happens anyway so it’s the capability because the 

milestones we need to achieve his capability only for three months then you’ll need an 

amount of advice for three if it’s something a lot more sustainable systemic then you 

can expect the advice to be a longer term  

 

 

Erlend: How do you get that perspective or how do you see into the future that way?  

 

 

Ron: Well I I don’t have a crystal ball what tends to happen is I’m okay at joining the 

dots. I’m okay bringing the people together, I’m okay creating sense of understanding 

sense of why I did it with Simon Sinek few years ago and inspirational guy talks about a 

lot of great things but more importantly that start with one and I think we don’t do 

enough of that investors are angels or even people looking to support businesses 

what’s the fundamental reason we are doing this in the first place if it’s to make money 

chances are something beyond. So my job is to extract that pool there and help the 

founders effectively build their business based on the idea and a vision that they had 

obviously of a perspective that may or may not help accelerate that path and if that 

means along the way that you hold a mirror up to say “hey, this is what you said this is 

what you did then, that is the job of an advisor and as I was saying investor as well. 

 

 



Erlend: Yes. Because of the challenges that were faced with sometimes we lose 

perspective of why we’re actually doing it and then reconnect to that purpose then we 

are reunited with the vision for the future.  

 

 

Ron: Yes. I will give you the best example about I’ve ever seen this executed in a big 

organization with rack space what right face did was they basically said fanatical 

support we’re going  out service competition  

 

 

Erlend: I love that strategy  

 

 

Ron: It is just incredible so it’s their DNA and then you start to say well okay. How do 

you deliver that? How do you out-service the competition? Well in a tactical sense you 

deploy a strategy called MPs and promoter school your services being measured based 

on every interaction but our ticket and also on the relationship and it’s for you and 

everybody else to see how well or bad you’re doing against it a service delivery based 

model. And that’s great it worked really well  

 

 

Erlend: So for every staff had a metric where they got judged against constantly? 

 

 

Ron: Well from a sales perspective its largely revenue and margin record from the 

service delivery which is fulfillment because really I would argue that services just as 

important as sales because it is something that has to work hand-in-hand but from rack 

space it is known for its service. So to deliver a fanatical support mantra you’ve got to 

buy into new thoughts and you’ve got to see leadership express and demonstrate what 

real customer services like and it’s only when you see the words match the action that 

you see the integrity. Rackspace has done a tremendous job in building really at scale. 

Unfortunately for them right now they’re going from tough times because of the 

commoditization in the marketplace so they’re going ti a bit of an identity crisis right 

now. But I wish them well but that is a great example on the scale of where business is 

basically said we’re going out service competition. Our vision is to be the world’s great 

service provider and guess what you can’t measure was just very simply on a scale of 

one to ten. How well we do it  

Erlend: We have actually been using rackspace for five years I believe. We have a 

hosting service for images and it is hosted with rackspace. They do have a good 

customer service  

 



 

Ron: They have to. That’s how business is doing. 

 

 

Erlend: The only time I’ve been able to speak to somebody with Amazon is when our 

account got hacked and they we spent twenty five thousand dollars of a server 

bandwidth then they got on the phone and called us wondering if there was something 

wrong because we went from one dollar tool to 25,000 a day. I said yes that sound a bit 

old and so yes, rackspace is a great company. 

 

 

Ron: If you think about open source versus something is proprietary and open stack is 

the model and one strategic pillars for rackspace where Amazon is a lot more 

proprietary and here they are trying to try to build if you like momentum and Amazon a 

phenomenal Job is amazing business incredible business and rackspace have really 

been hit hard by the scalability of Amazon that the automation the low-cost serves in 

that has helped them back so to speak because if everything is delivered through 

people in a fanatical way why people are expensive Amazon found a way of codifying 

natural machines and technology to deliver maybe as good service was ironic now is 

the rackspace have changed their strategy to become effectively managed service 

provider of choice which is basically can still provide the world’s great service but I don’t 

really care what technology is on. I don’t care which rackpsace of really have to pivot 

away from just being one form factor so basically served in managing, supporting no 

matter what the platform and I think now you see that unity between rackspace and 

Amazon working in collaboration as opposed to competitions they were for the last few 

years.  

 

 

Erlend: So let’s talk a little about the London Tech scene on what kind of places can 

people go to meet angel investors to meet maybe venture capitalist where do people 

hangout in London   

 

 

Ron: That’s a great question and the biggest result that I’ve seen for people when I 

asked them about how they found me or how I found them as always been from 

relationships it’s always been friends and family or some form of network. Now, if you 

don’t have a network and you’re looking for a great place to start well don’t speak to 

founders who have been able to successful enough to maybe raise their first round 

because they will tell you the pitfalls that also tell you where the opportunities are you 

may also be that if the angel invested in their business may also be happy enough to 

invest in your business. So you’ve got found that introduces another found another idea 



to the same investor immediately and I don’t know about you but I tend to buy first 

relationships particularly for an important purchase it is an investment in business in our 

commodity right this is the value and it is one that we’re going to hold it but coming back 

to the initial question I think it’s much down to how willing you are to get out of your 

office and go and leverage other people’s relationships your business is being 

influenced so think about what’s the influence that I would need to go in have and with 

whom in order to maybe understand more about the tech scene so you are going to 

have a desk work to be plugged into a community that’s of founders and services 

resources and partners that are being sold. Through we work to startups you’ve only got 

to read text city or something like that to be able to plugged in to some of the latest and 

greatest losses going on so and it’s as much as you want to immerse yourself it comes 

to caveat you can be forever networking you could be forever reading blogs but the truth 

of the matter is it comes down to a relationship of trust and leverage those we got great 

relationships and   great access to money and expertise chances are it will be a shorter 

and quicker route to market and it would if you just go to every meet up but not really 

get anywhere speak to any participant  

 

 

Erlend: Would say that the investor seen in London is pretty small as it is quite a tight-

knit group as like a hundred fifty people of influence kind of thing  

 

Ron: I am trying to break the code on this right and what’s really interesting for me and 

it is icy typical day in day out this is one seen with my own eyes. I am seeing 

conservatism I am seeing lots of promise but very little follow-through understand 

people talk about and yet his greatest. This is to invest in but I’m here at founders and 

time and time again that I’ve got a great idea no products called raise money. I’ve got 

great product no customer that can’t raise money. So I almost played a picture in my 

mind that the current angel investment scene is his guys walking around with briefcases 

and some secret recipe in the box but actually I’d like to filter out there are people a lot 

more like myself and tech ventures which are just basic simple people looking for a 

great people with great ideas and maybe help them prove or disprove the hypothesis 

because that’s all it is en-route to building a business and yes I think we’re 

overcomplicating it and speak to lots of angels and investors and it’s almost like a 

legalese you are going to learn the language and it’s different this review is something I 

am losing server away  from which is supposedly created a differentiation for 10inches 

and my business it is not the part I want to be like a traditional investor I don’t see that I 

have to see myself as a traditional employee and I don’t see myself as traditional 

employer and I certainly don’t see myself as a traditional investor because my risk 

profile data to people is different from what I’m seeing around. 

 

 



Erlend: So the next step is raising a 10million pound or 50million pound funds or 

400milliond pounds. What’s the next step for you? 

 

 

Ron: Well actually first I’ve got to prove the model and the model is proven quite nicely 

and the conversations that I’m having where people are now looking at the model that’s 

10inches is adopted and success and the results that we haven’t even though it’s very 

embryonic and you can consider themselves maybe if we give you our money and 

create a fund. Maybe you are the next generation the next moment all these co-

investors  

 

 

Erlend: So in terms of other in creating incubators in London what which ones can you 

recommend applying to text TechStars in London 500 startups which other ones are out 

there well  

 

 

Ron: Well, there are so many like I can’t keep up today with them when I think about 

and it are a question of not all started may want to go down that all should go down the 

route of the incubator that’s for one so again to think about what you need and what do 

you think you ain’t to gain from that process and one of the businesses that I am 

working with went through a very poor experience with an incubator. Where it was sold 

the dream and at the end of it they followed through the process eighty percent of the 

startups that went through the program would have access to the investment they 

needed and that wasn’t the case in fact I would say help that business back by at least 

three months maybe even longer. So there are market tech business builders like the 

sampler and Michael Simon Campbell does a great job taking a slightly more mature 

startups that name stored and he brings him under his wing invest resources in 

exchange for equity but a great incubator for marketing or text marketing business with 

a reliable repeatable process that he’s a run a dozen times in a particular vertical so 

that’s a good example and you’ve got startup boot camp and I went recently to their 

insurance and tech cohort watch the presentations on the businesses that have done a 

phenomenal job getting the guys ready I’m raising money and some successful 

signature businesses there so and I think it’s a question of again not all of them are 

great but not all of them are bad either and I think it’s a question of know what you are 

walking into before you walk into and be prepared when the process ends there may be 

a slight dip in your journey or your success purely on the basis that you never asked to 

stand on your own two feet and I genuinely believe that not only incubators are 

preparing our startups for the world outside of incubators which is just creating son 

make problems and challenges that we started what wouldn’t necessarily have to go 

through and they are not going thru the incubator and real promises that it says he will 



deliver. So my strategy is a great example of an incubator that doesn’t take any equity 

that surrounds it with phenomenal mentors and great facilities great environment and 

have a real purpose in submission connected to the US as well as the UK and also 

know going global as well. That’s a great example but I’ve only seen that firsthand so I 

can not evangelize about unfortunately nor seen every incubator and accelerator 

firsthand  

 

 

Erlend: So two questions what I guess one is a comment and the other was the 

question the comment is when I was considering giving up equity to have angel 

investors and be in an incubator one of these that I did was I asked a lot of the 

companies that have been through their hand at the end I decided not to because of 

some horror stories so it’s always good to maybe check with the companies that have 

actually got the experience with the incubator. Would you say that’s a good idea?  

 

 

Ron: Well I think that’s a great example so are you suggesting that you spoke to people 

have gone through the program shots are going so you got qualitative feedback.  

 

 

Erlend: Yes. 

 

 

Ron: That is a great example for anybody watching. Listen to this podcast and also very 

simple, very important that they should go and do before they enter into anything like 

that. 

 

 

Erlend: And the second question is how you apply to mass challenge so if you are a UK 

startup how to actually apply to them. I’m sure it says on the website since you were 

talking about the method I ask 

 

 

Ron: Great question. I wish I had a better answer that go to the website for the 

interactions. It’s very simple and straightforward and clearly because of the amount of 

the interest and applications that again but I think its masschallenge.org is the domain. 

 

Erlend: Okay and one of the things that I’d like ask you so how did you do due diligence 

on angel investor what did you look for the state 

 

 



Ron: Exactly the same premise that you just spoke about with regards to before you go 

to speak to an incubator for joining incubator you know you a lot of this is about 

reputation covenant credibility relationship so it for exactly the same reason you know if 

normally something feels right track. I’m very sensory person so instincts are really 

important for me if you see feel and see maligned around aspiration attitude to risk 

vision and if you’re if somebody has a particular set of skills so they’re not just offering 

you money but I have a particular set of skills that your business needs or operates in a 

ecosystem or vertical or industry or market your business and is looking to penetrate. 

So I think people call it smart money so money is just part of the challenge the other 

parties if you can get expertise with money from somebody that you feel being trusting 

somebody else can back that up from somebody that you trust their judgment then I 

think you’re already on two already we’re on the right path 

 

 

Erlend: I guess a lot of people are in a bit they don’t want to give away equity because 

they’re worried about you know what will happen if they do if them lose control and 

entrepreneurs are notoriously controlling many of us anyway. How do you sort of get 

over that issue of getting away equity instead of just paying people to do things for you? 

What does the benefit of giving away equity versus just paying somebody do 

something? 

 

 

Ron: Well paying for somebody to do something you’re going to have cash so you may 

have cash and if you don’t give away equity then I would suggest that’s already you’re 

going to find even a lot harder that those other two because sometimes there’s a lot of 

great ideas that never get off the table because maybe of that respectable paradigm. 

Okay and I don’t want to give away control therefore I am going to do this by myself and 

look what happens 12-18months two years down the line they’re not really that far on 

and they wish them to equity by that time lost energy motivation or something else and 

taking their interest in their off doing something else. Eighty percent of a lot is worth 

more than a hundred percent of a little and if you can’t get over the fact that you need to 

give stuff away in order to realize your vision and I would argue that actually this is not a 

business that is about collaboration building something together achieving. Call & Co V 

corps talks about synergy being one plus one equals three and gain if your attitude is 

just about money losing control then by definition you’re still with your maturity is largely 

independent. The best teams the most successful organizations and certain that the 

staff I work with and had this interdependence they’re very strong on their own but you 

out them together with other capable people and magic just happens and if it to get 

magic to happen you have a little bit of your business away and you can do that quite 

easily without losing control. 

 



 

Erlend: So how do you create this team synergy? What defines a good team like when 

you go in and see a company? How can you tell where the day this is a team that’s 

functional or dysfunctional? 

 

 

Ron: Yes that’s a great question. And I do retain consultancy person corporate as well 

and that tell you the name of the company will give you great example to that question 

and it’s really simple. Don’t speak to forgive me but the lowest common denominator in 

the business is really at the front line speaking to customers even before you speak to 

customers. Ask them what the vision of the company’s, write it down is not the mission 

of the company, write it down and ask him how they achieve that was the strategy. 

Okay then going to speak to the person who’s managing, speaking to the person senior 

leadership is managing them and don’t ask the boss and I promise you the where is not 

joined up. There’s always problem within that business because the antidote anxiety is 

clarity most business that I see a dysfunctional team largely because they lack the 

communication or the sense of why that binds them all together. Okay I did some work 

next people and Mackenzie which is in the US four-star general that works for 

operations out in Afghanistan and he was talking about the tradition of business based 

on a pony hierarchy where if you think about the enemy the Taliban if you like for 

example these are based on sales and everybody’s very clear about the value of the 

vision or mission okay. Then they trust in the people to make decisions at the front line 

when you have Napoleonic hierarchy what you tend to see and is a lot more dictatorial 

autocratic and slow behavior. So teams the author or work in a hierarchy tend to have 

more challenges than those that work in a cell and empowered model.  

 

 

Erlend: How do you create an empowered model? 

 

 

Ron: By creating a sense oh why.  

 

 

Erlend: Okay, Interesting. That’s one of the challenges with working in the Philippines is 

this Napoleonic model which isn’t actually something that is imposed by me. It’s just 

something that is natural in the culture. So how to use when something’s is culturally 

ingrained? How would break that down into working better working around the why’s 

instead. 

 

 



Ron: Yes. There are a lot of techniques but one’s been very useful for me in the past I 

used Stephen Covey when I never had structure Seven Habits of Highly Effective 

People was a great book that really provided somebody that lacked clarity but the model 

or the structure to be able to go and apply what I have learned very quickly. So when 

you speak to people wanting to be understood don’t understand right and then a 44:15 

rocky guess what we’re not looking to understand we’re looking to be understood just 

go and carry out my work and if you see something feed that back but ultimately I am 

going to make the decisions. Where the value in that for the employee and there was no 

value so you’re not built into the process. You are just a part of the process whereas if I 

said to you just a couple of very simple questions done if I said to you. Okay what do 

you want someone to say your eulogy a part of your family, your work, college? What 

they say now compare the two? So what’s the difference? When are you going to set 

yourself apart? What could be called begin with the end in mind and how does that 

compare to the path that you set yourself right now. Now if you’re not conscious of the 

fact and I’ve helped you become conscious of the fact immediately that’s a deposit in 

your emotional bank account with our relationship because I brought some to your 

attention of value without telling you what to do I just opened the door for you. That is 

great basis to move and step into a deeper engagement or a deeper relationship with 

somebody on a genuine interest to understand them first before being understood. We 

call it paradigm shift. Okay so how you solve it or how you build it you have first to seek 

to understand before being understood. 

 

 

Erlend: And a lot of people might be saying I don’t have time for this kind of stuff. I 

wouldn’t make. What is the cost to business if they don’t really understand and listen to 

their employees? 

 

 

Ron: Then effectively you’re buying your loyalty and saw something else comes along 

you know you’ve heard of Maslow’s hierarchy of needs? 

 

 

Erlend: Yes. 

 

 

Ron:  Okay. So once the physiological pieces satisfied then largely and if everything 

else is not and somebody else can offer you physiological plus the out of it. Chances 

are that’s where you’re Lord he will evaporate and your move quite quickly to somebody 

else  

 

 



Erlend: Right. So as a leader and entrepreneur it’s important to actually figure out what 

is really going on with that person on a deep level  

 

 

Ron: Yes, But you got to road right you know the best experiences I’ve ever had with 

managing and learning people is realizing that their fire smarter than me  so it was more 

about the questions but rather than the answers is actually they knew the answers. 

Most of the time people know the answers but the challenges they may not been asked 

the questions to hear themselves solve their own problem  

 

 

Erlend: Right. 

 

 

Ron: It is a beautiful gift. It’s amazing when the light goes on somebody all of a sudden 

realized is that the answer is sitting right in front of them. It has been there all the time 

unfortunately the light was off until that particular moment and its amazing thing to 

observe. It’s amazing how much the relationship between two people and become so 

much more than just a manager and its employee. You truly become peers and human 

you know everyone another knows as small as your personality is consistent with your 

character then you’re always at the integrity and people will follow you not because of 

you will follow you because they see the value for themselves which I think Simon Sinek 

talk about the quality. 

 

Erlend: Right. I actually haven’t read that book yet I have watched the TED talk but I 

haven’t read the book. I have the book there are many books that I have that I have not 

read they stare at me from my bookshelf and say “please read me” but I think I do need 

to read that book but I think it’s an excellent point that you bring out there asking good 

questions and that you know so many people have great on services and solutions to 

what you’re trying to figure out. That’s an amazing insight. So what kind of things are 

you seeing? What kind of trends are you seeing in the tech ventures right now? 

 

 

 

Ron: Okay. My qualitative observations are for startups as loads of opportunity on the 

table and it’s just a question of putting the two together. The opportunities where’s the 

ambition and maybe some of the capital. So I typically traditionally I don’t believe right 

now there are enough investors of invisibility of some of these ideas and all the appetite 

to take a little bit more risk. We have some of the founders because it may not 

necessarily be their first business it could be the second electrode which is the great 

man. So I think there are a lot of opportunities in on the table for startups from the 



investor perspective. Plus also from a founder perspective I think that’s startups have 

got a great ecosystem around at the moment with incubators and accelerators but 

choose wisely and your point around doing due diligence and referencing people going 

through the journey is an important one. But it’s also what I am seeing is the process of 

incubators and accelerators are cutting the umbilical cord too early. So there are too 

many startups that I’ve seen that still heavily dependent and I need help and advice and 

no matter how much money you give they and they still have any dependence. So let 

my children job as a parent needs to grow them from dependent to independent. So 

hopefully into dependency  

 

 

Erlend: So is that where you typically come in at that phase when we’re leaving the 

incubator you going to step in and help them mature? 

 

 

Ron: it is less about whether an incubator or not. It’s more about their attitude to 

collaboration or to get to a point where there may be achievable excessively want and 

ultimately divisions thereafter so if my daughter no matter how hard she tried she may 

never be the best swimmer in the world so maybe my job for hurries to help with the 

technique to be the best she can be. So eventually she can stand on her own two feet 

at the beginning she doesn’t take any advice because she knows it all. It’s very difficult 

to work with startups for people who maybe not prepared to step into different paradigm. 

 

Erlend: Right. 

 

 

Ron: Let’s assume I have the job is to make sure that they’re strong individually, 

independently strong to stand on their own two feet. Then I think the magic happens is 

when you put two independents together with the attitude to collaborate to achieve far 

greater than I cannot around my job and tech venture is a business that’s trying to do 

exactly that spot startups that have the capability  to be independent very quickly. Work 

them to become independently free and then hopefully collaborate enough to build 

world-class businesses. That’s for me is the vision and the sense of why of what 

adventure and my business is trying to achieve in the corporate space with regards to 

what I am seeing in the market and I’ve sold SME and surprise the classic things time 

and time again that I see over and over again. And this is almost like a relation to 

reinvention of the same thing I am seeing corporate with lack of agility and it’s mental 

agility as well as a practical agility becoming too complex too bloated leadership and too 

slow to make decisions and it doesn’t matter what the industry what the vertical they’re 

being highly threatened by destructive more agile businesses like that which is why I’m 

attracted to those more so than corporate and not focus on the next business model 



within their enterprise. The two focus in the operations of the current business model. 

I’m having a big advocate for having two CEO’s and business and the CEO the day to 

day operator may be looking 6-12 months ahead but also the CEO she’s the chief 

entrepreneur visa which is what’s the next business model we need to evolve to 12-24 

months down the line but the structure both focused on two completely different things 

and when I hear resistance in the marketplace people telling me that “hey you can’t 

have two CEOs”. Okay yes you can it’s just a question of attitude and perspective. 

Those that do or heavily investing in and validated learning by testability try and learning 

and tend to evolve and be more adaptive. So I think corporate around are either high 

hamstrung by their leadership and their attitude to risk or their current standard 

operating procedure being too bloated, too complex that’s going to take him too long  to 

navigate and solve. And they haven’t got a sense of purpose mission why their 

employees will never be bought in to change anyway. So effectively they’re on 

borrowed time  

 

 

Erlend: But isn’t this a reflection of again the people in the organization want things to 

just stay the same and they want to keep the rhythm they want to stay in the same 

place. They want certainly isn’t a reflection of the people in the of the business that it’s 

maybe fear-driven business. I mean it’s difficult to cannibalize your own industry right 

like you’re on your own revenue  

 

 

Ron: Think about blockbusters in Netflix  

 

 

Erlend: Yes. 

 

 

Ron: Cannibalize your own revenue but if you’re not on the past to the new places 

model that’s the market is looking for needs then you’re going to lose anyway. It’s a lot 

easier to transform and achieve things when people understand what it is they’re trying 

to solve for. Now I understand it and then they believed by insular that’s an amazing 

force that really is. Look at your Branson and the holy thoughts around entrepreneurs 

and giving people a chance and building a culture and I have never worked in that 

organization but from the outside looking in there’s a sense of purpose mission behind 

that brand and it’s largely dictated by the man himself. It’s the man himself, it’s the 

behaviors are great examples of what he’s looking for from his employees and that 

massive great examples to hold up there are too many leaders and businesses that and 

say one thing do another and it’s not long before the employee calls out the lack of 

integrity and then don’t. it’s just a matter of time. 



 

 

Erlend: This process of a big companies going to fail because of new technology 

comes isn’t that something we’ve been seeing for four centuries? Is that a new trend or 

is that something that’s just always be around? 

 

 

Ron: Yes. It will always be around. It’s part of evolution of humans were pioneers were 

explorers are not happy with  status quo and granted that was the diffusion of innovation 

talks about maybe the first moves are ten or fifteen percent then you know ten or fifteen 

percent of your business is going to revolve in the next twelve months. And maybe sixty 

percent in the next three years and it would be if you want if you’re not on that if you’re 

not focused on looking at that because of your capability or because you just ignore the 

facts and don’t want to look at it. Then chances are someone’s going to overtake you 

involved so it’s a continuous reinvention continuously. That’s why I’m excited for the 

startups there’s none of this prejudice. There’s none of this standard operating 

procedure there is agility there is fast decisions is a jet were there it was just anything is 

possible. Anything’s possible when I am sitting corporate. It’s full of fear paralyzed by it 

you know by the time they act is already 12-18months too late and that’s  like a 

screeching halt. 

 

 

Erlend: I think we all have been contact with large companies and we don’t enjoy it but 

then we’ve spoken to a new business that’s you really want this new thing to happen 

and they’re so inspired when you speak to them and of course you’ll probably buy from 

the more inspiring company that’s just how it goes. So in terms of these websites you 

can get funding like kickstarter IndieGoGo crowdcube are we seeing a trend towards 

more crowd funding for is startups is that what has been happening in the UK 

 

 

Ron: So think about the problem is I need to access to capital so on whether it’s a 

promise of capital you’re always a great interest so the likes of cedars crowd Cuban and 

the like is just basically tapping into an ecosystem we’re trying to get access to capital 

so long as the value is as high as its people always interested in that so just a second. I 

think it will continue for as long as businesses can get access to capital. But remember 

what I said before that’s the quick route to capital may not necessarily always be the 

answer. So it has to be tethered so that if there’s money available guess what people 

come and ask for it and people are happy to give then people will happily take. 

 

 

 



Erlend: Absolutely. If somebody’s been watching this episode and they want to find out 

you know more about you they want to get in touch with you they want to hear more 

about you what you have to offer where they go? 

 

 

 

Ron: A good question, thank you. So my twitter handle is goddard_ron and my website 

is techventures.London and reaches out give me a call.  I am happy, interested in 

people and I’m interested in what people want to build and if I can facilitate and helping 

that process then I’m always want to enjoy my life and enjoy my journey doing what I 

am passionate about and if that means that I work with great smart people along the 

way they may be when it gets to my unity people who say “hey you it wasn’t a bad luck”  

 

 

 

Erlend: Absolutely guys if you enjoyed this episode go to techventure.london and 

checkout what they got there and also please hit the like button if you are watching this 

on YouTube or simply go to ITunes and drop a review and honest short review help us 

reach a larger audience get on more guests and add value to the world. So thank you 

for being on the show, Ron. 

 

 

Ron: Absolutely loved it and I wish you all the best and thank you for the opportunity 

and let’s just going change the world everyone. 

 

 

Erlend: Absolutely.  


