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Restarting - with changes!

And whilst on the subject of changes, there 
has also been one in ABC Accelerator. As the 
recently appointed executive director of ABC 
Accelerator in Slovenia, I can promise that 
our team will follow its ambitions in deliver-
ing forward the best starups and pushing on 
those that need us.

Since ABC has just celebrated its third 
birthday, I am pleased to be able to share a 
few figures achieved in these three years in 
our own startup world: 7 acceleration pro-
grammes for startups, 5 programmes for 
enterprises, 92 accelerated startups (and 
counting) that have raised EUR 30 million,the 
organisation of more than 15 hackathons – 
Slovenian and international, an office in Sil-
icon Valley - the cradle of the startup world, 
and amazing people and business partners, 
including Patrick Cowden as well as our oth-
er interviewee Andy Baynes – a former exec-
utive at Apple, Nest, Google, and an investor 
in innovation and startups, now also an ABC 
mentor – to whom we talked about the
ruling businesses of the future.

“The biggest thing out there has to do with our ability to change,” said Patrick Cowden, 
initiator of the BEYOND LEADERSHIP ideology, in an interview in this issue of Restart. 
Cowden believes that the capability to change has to be embedded in an organisation’s DNA.
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However, changes are arising in many areas 
(see the infographics on the next page), there-
fore we have also prepared an article about 
the EU General Data Protection Regulation 
(GDPR), which should be of great interest to 
those startups who focus their businesses on 
big data. And we are passing on some hot 
tips for startups directly from Silicon Valley, 
while we also got two very successful start-
ups – one from Europe and another that does 
business in the U.S. - to share with us their 
experiences in the Starup Spotlight.

We also made a brief leap over to ‘the other 
side’ to check out one of the biggest com-
panies in South East Europe – BTC – which, 
together with its daughter company AV Living 
Lab, plans to re-innovate future mobility and 
it revealed how they plan to include startups 
in this futuristic story. Of course, we haven’t 
completely forgotten about blockchain and its 
connection to cybersecurity, and you can also 
read some interesting facts about ‘good old 
co-working space’.

And last but not least, we encourage you to 
not only visit some of the top startup events in 
2018, but also challenge you to read this issue 
of Restart from cover to cover. As one of the 
ABC startups said not long ago: “Reading a 
paper magazine is cool, cause it’s retro.” So, 
why not start reading more for starters?

Urška Jež, Executive Director and Co-found-
er of Acceleration Business City

Photography: Siniša Kanižaj

Design: Špela Pangerl

Print: DTP
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Where enterprise world meets startups. 

Get a touch of future business & beyond 

by using ABC-EDG approach.

Lerchenfeldstrasse 3

CH 9014 St. Gallen

Telefon +41 71 277 20 40

www.startfeld.ch

Bayer gets green light to buy Monsanto 
for the biggest cash deal in history

Combined length of Mark Zuckerberg's 
testimony to US congress

until GDPR is launched

$ 66 B

12 hours

Raised and 3 exits by Slovenian 
startups in 2017

$ 140 M

30 days

The drop of the cryptocurrency 
market at its worst.

65%

$ 87 M

Telegram's ICO raised privately from 
institutional investors.

$ 1.7 B

The numbers don’t lie

BUSINESS & BEYOND!  
TAKE PART IN THE ABC ENTERPRISE! 
ABC Enterprise program o�ers a comprehensive program for corporations that 
exploits internal innovation potential, creates open innovation systems and 
connects large businesses with other stakeholders in innovative environments. 

ABC Accelerator d. o. o. | Šmartinska cesta 152, 1000 Ljubljana, Slovenia | www.abc-accelerator.com | info@abc-accelerator.com
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What do you see as the number one chal-
lenge in today’s businesses - for tradition-
al companies as well for startups?
The biggest thing out there has to do with 
our ability to change. We’ve always had that 
since the mankind is about changing things, 
for civilizations it has always been about im-
proving the human condition and for the or-
ganizations it has always been about improv-
ing the organizations’ condition. The thing 
that has changed is that things have gone 
faster, and that is a fact for the startups as for 
the traditional companies. Neither have the 
luxury to stay the same in the future as they 
are today. The capability to change has to be 
embedded in the organizational DNA. But it’s 
not about the change itself, because people 
tend to think that you change and that’s it – 
no, when you change, you start over.

“We always question who we are, and we always change who we are – which is a really cool thing and our clients see that,” says Patrick Cowden, 
the initiator of the BEYOND LEADERSHIP ideology, while drinking coffee on the Ljubljana airport terrace. This was a very dynamic interview, with 
Patrick talking a lot with his hands and walking around, which is not surprising considering that he has lived in 22 different cities. He still travels 
a lot, lately also to Slovenia, where he – also through ABC Accelerator – acts as an advisor to several companies. 

Patrick Cowden: 
The capability to change has to be 
embedded in the organizational DNA

The key is to be able to change and combine 
this change with innovation. This is crucial 
not only for companies but also for the whole 
states.

So, this also goes for startups?
Yes, despite the fact that startups already 
tend to think differently than traditional 
companies. As a startup, you have to keep 
thinking about that crucial thing that made 
you successful in the first place and you 
shouldn’t forget about that even when you 
get bigger. Because it happens when you get 
bigger, you get more hungry and at the same 
time you get slower because you’re fatter, 
and when you’re fatter you don’t have as 
much energy to take higher risks as you used 
to have. But still: you have to keep feeding 
the family.

There are pluses and minuses in both – start-
ups and the traditional companies, but the 
capability to change is not an organizational 
thing, it’s more a mindset or spirit. Startups 
can feel the spirit more than the big compa-
nies, but they mustn’t forget about keeping 
this spirit alive.

Some years ago I had an interview with 
the director of the Clean Energy Trust, the 
biggest energy startup accelerator in the 
U.S. Midwest, and she said that one of the 
biggest challenges for startups is to see 
when a change is needed in the top man-
agement. 
Well, in startups you have these phases: the 
startup phase, the acceleration phase, the 
growth phase and so on. In these phases 
you need to have different kinds of capabili-

ties to change. What that person said is still 
valid – when you go out of the startup phase, 
you need also other people to structure and 
to develop processes to scale. Again, you 
need the capability to bring new people and 
those will also bring some new mindset and 
loosen the former one; but I am saying you 
need both. You need the innovation and dis-
ruption which you had in the initial spirit while 
adding other elements to keep this spirit alive 
along the journey. You need to keep it alive 
at all costs.

How does one do that? It’s easy to say it, 
but how can we do it?
(Smiles) Well, that’s what ‘Beyond Leader-
ship’ does. Our clients always say that they 
all agree with what we’re saying but there is 
always the ‘how’ question, right? The idea of 
‘Beyond’ is always to go beyond – beyond 
processes, beyond organization, beyond 
work. In order to go beyond, we need to keep 

the spirit we were talking about before alive. 
The ‘how’ question is ‘Beyond’s ideology’ 
and to start that, you first have to ask your-
self where you are now and second, where 
you want to go. And don’t forget the third: 
what you have to do to come from the first to 

the second point. This part depends also on 
what sector you’re in, what your organization 
is like, who your people are. When going be-
yond we always come to ‘the people’.

Can you name the instruments that you 
use when working with people?
Instruments are always the same, only the 
ways we use them are different. In choosing 
a proper way we look at the source of the or-
ganizational capability of being agile, mean-
ing being fast and progressive. The second 
piece is how people interact and work to-
gether. If they work well together, they can be 
agile and creative, if they can’t, then the cru-
cial layer – the layer of interaction and co-op-
eration – of the ‘Beyond ideology’ is missing.
So if you want a certain quality or what your 
organization should do, you don’t have a 
technology or processes issue, but you have 
a challenge of bringing people, technologies 
and processes closer together. Capability is 
a human and not a machine thing. 

Also, different kinds of tools need different 
kinds of ways of implementation. Just use 
the natural instinct that people have.

What if people won’t work together? Some 
people are frustrated, some are even de-
pressed, others are happy and dynamic. 
How do we make them work together?
Our natural thing is to work together. That’s 
been our thing forever, ever since we had to 
sit together to keep the fire alive. The only 
question is how to trigger this instinct in peo-
ple to really work together. The answer to this 
is: people always co-operate, because that’s 
their natural instinct. If they don’t, they just 
don’t have a proper environment. In ‘Beyond’ 
we have the tools to trigger this co-operation 

Patrick Cowden’s golden advice 
for enterprises: “You have to want 
the team’s quality to get the high-
est priority. If we also have respect 
for the team members and trust 
between them, then we can win for 
sure. Just look at successful sports 
teams!”

and we can turn these qualities – qualities 
which startups usually already have – on. 
We can always trigger this, it doesn’t mat-
ter if they are Slovenes, Japanese, Germans, 
young or old, men or women (smiles).   

What do people you work with as a con-
sultant picture under the term ‘Beyond 
Leadership’? 
That we don’t really know, they should tell 
you that (smiling). Still, most people get the 
whole ideology really fast and they want 
to take part. Beyond Leadership basically 
means that when we go ‘beyond’ we always 
end up at the people. If we go beyond poli-
tics, we end up at people. If we go beyond an 
organization, we end up at people.

So, what’s beyond? Robots maybe?
Paradise (smile)! Well, if talking about digi-
talization, we have to bear in mind that we 
shouldn’t get sucked in it, but we should 
work on the future in which our kids will be 
working only a few hours a day and use the 
rest of their time for creativity. And yes, the 
machines would take care of the other work. 
And when talking about changes, we should 
ask ourselves: when do people change? I 
would say when they believe in something 
and when they love something so much that 
they’ll do anything for that. So the only thing 
in the way of transformation in that kind of 
direction is people’s mentality. It’s true that 
people tend to say something – about how 
they’ll change but then they don’t – and do 
something else or nothing; still, if they love 
something they’ll do something too. And 
that’s one of the things that differ us – hu-
mans – from machines. █
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A ccording to Betteridge’s law of
Headlines, any headline that ends in
a question mark can be simply an-

swered with the word “no”. Nevertheless, it
would be foolish for one to assume that the
current concept of workplace is not radically
different from the one of not so distant past.
Long gone are the days where the only option
for young entrepreneurs was renting an
isolated and probably overpriced workplace
where one would continue to work on their
own. Naturally, there will always be entrepre-
neurs who prefer to conduct their business
in this kind of environment for one reason or
another and there is absolutely nothing inher-
ently wrong with that. 

Luckily for the rest of us, however, an emerg-
ing trend has gained significant momentum
over the last years. Simply known as cowork-
ing, it seems like a promising idea for startup
businesses and according to educated spec-
ulators, it might as well be representing an
ideal of how work will be done in the future.

In line with standard definitions, coworking
stands for a shared workspace. It simply
means that we join different organizations
under one roof, with different tactics, different
products, however, with the same aspiration
– to run a successful business. We do
like to think that coworking is more than that.
Ideally, it is not mere office and ambition
sharing but also sharing of ideas, team

Coworking: Entrepreneurs’ farewell 
to traditional workplace?

spirit, and experiences. At the ABC Hub, we
often also have the opportunity to witness
cooperation among its users. If you, for ex-
ample, need a website developer, the chanc-
es are he or she is sitting next to you. Need
a design idea for your new product? It’s not
a problem, as it happens you were just en-
joying your brunch with one of the designers.
All this would never be possible without the 
thing that coworking is really about- a com-
munity spirit.

It is not so much about individuals doing their
work, as it is about different people with dif-
ferent background helping and learning from
each other in order to succeed. In the current
state of affairs this just might be the advan-
tage one’s business is striving for.

Of course, it is hard to speculate when and
how coworking type of workspace might
take over the traditional workspace, but one
thing is for sure, coworking is here to stay. █

Sources:
 � Russo J. (2016, February). Why coworking 

makes people happier and healthier. DBA Work 
Design magazine.

 � Foertsch C. (2016, Dec. 6). First results of the 
2017 Global Coworking Survey. Retrieved from: 
slideshare.net/carstenfoertsch/the-first-results-
of-the-2017-global-coworking-survey

FUN FACTS:

At ABC Hub, we have a 
capacity of 107 seats in our 
coworking space. 

Global Coworking Survey 
shows that 71% of members 
in a coworking environment 
collaborate with each other. 

It is estimated that 50% of 
young entrepreneurs worldwide 
will be operating in such a 
setting by 2020. 

According to different studies, 
roughly 89% of coworking 
users report being happier 
in their everyday lives. 
Psychologists often associate 
this with one’s social expansion 
and greater motivation to get 
the job done.

So, while blockchain has in the past facili-
tated cybercrime, and cryptocurrencies are 
widely used on the dark web, it just might 
also help develop the cybersecurity industry 
of the future. █

Sources:
 � www.europol.europa.eu/newsroom/

news/2017-year-when-cybercrime-hit-close-
to-home

 � www.information-age.com/rise-cy-
ber-crime-continues-accelerate-123467629/

 � www.information-age.com/fight-cy-
ber-crime-innovative-defence-123462780/

C ybercrime has been booming re-
cently. In 2017 alone, the world 
saw a number of unprecedented 

cyber-attacks in terms of their global scale, 
impact and rate of spread. In 2018, it seems 
that every day new cases of personal data 
theft, DDoS attacks or ransomware attacks 
are being uncovered. According to Europol, 
it is causing widespread public concern  and 
enormous costs.  Some estimates put the 
total cost of cybercrime at USD 2 trillion in 
2019 .

While businesses are aware of a sharp in-
crease in risk, that awareness has not trans-
lated into effective action. Recent develop-
ments such as the European General Data 
Protection Act will force them to act or risk 
stiff fines if they are found to be negligent 
around security . But the question is how? 
Blockchain technologies might represent an 
innovative solution. While they have become 
widespread in financial technology, their 

Will blockchain technology be a help 
or hindrance to cybersecurity? 
For better or for worse, the future of cybersecurity is connected to blockchain.

design inherently makes them appropriate 
in the battle against cybercrime - implicitly 
secure, adaptable, cost-effective and univer-
sally accessible. As the blockchain network 
is decentralised, it avoids the inflexibility, in-
efficiencies, costs and weaknesses embed-
ded in centralised systems. 

Blockchain-based decentralised security 
solutions are emerging to offer an alternative 
and arguably better approach to cyberse-
curity. New startups, such as Gladius.io or 
Zonafide, represent the practical implemen-
tation of blockchain technology in the cyber-
security business. They represent only the 
first use cases of a technology with much 
larger potential for disruption. Blockchain’s 
low barriers to obtaining high-quality securi-
ty services will make them more attractive to 
larger number of businesses, essentially in-
creasing demand and expanding the market 
for cybersecurity services. 
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Richard Pivnicka’s advice for startups 
Entrepreneur, Angel Investor, Honorary Con-
sul General of Czech Republic
 � Find a market need first and then create 

the product.
 � Have at least one woman in your team be-

cause half of the world consists of women 
so you need to hear their perspective.

 
Elliott Shuffle 
Architect and Engineer, Serial Entrepreneur
 � Go out and network. Silicon Valley is a 

resource base of knowledge, understand-
ing, skilled people and investors.

Hermann Eul
Former Corporate Vice President of Intel,
 Angel Investor
 � Use the time in the Silicon Valley. You can 

push out some of the developing work 
and use the time to mingle with other 
people. Go out of your office and go to as 
many events as you can.

Jeff Arrillaga: 
Vice Chairman at Newmark Knight Frank, Se-
rial Entrepreneur, Investor
 � Silicon Valley is very expensive, but the 

opportunities here are like nowhere else.
 � The Silicon Valley is really about connec-

tions. Expose yourself to as many oppor-
tunities and talk to as many people as you 
can, because you never know whom they 
will be able to connect you with.

 
Josh Burroughs:
Real-estate Developer at Swenson, ABC Sili-
con Valley Director of the Board
 � Silicon Valley has a different mindset. 

Come prepared with an open mind, be 
ready for feedback and be open for crit-
icism.

 � If I were an early stage startup founder, 
I would do as much research and due 
diligence as possible. I would try to get 
feedback from as many people as I could. 

Manly Danh
Serial Entrepreneur, Investor
 � My biggest challenge as a startup founder 

was to be able to build the right team and 
find people that truly believe in the vision 
and are willing to take this journey with 

TIPS FROM 
SILICON VALLEY 
Insights from 
startup mentors

me. Also overcoming the hardships when 
things do not look like they are going to 
happen. Really fight through and believe 
in yourself!

 � Take advantage of all the possibilities 
around you in the Silicon Valley. Make 
as many connections as you can, even 
if they do not relate to your business. 

Nicholas E. Adams
President of NINICO Communications
 � Remember to listen. Be an active listener. 

Once you listen more intently to people 
here in the Valley, you will see more suc-
cess come at a faster pace.

 � Power of the partnership–that is what me-
dia is looking for to create a unique sto-
ry. Just a company itself telling the world 
how great it is is not a story. But when 
you are able to bring other influencers 
and other key leaders from business and 
community alike–that’s a story. 

 � Silicon Valley is not really a place, it’s a 

state of mind. It’s a state of being. San Jose 
is a place, Silicon Valley is a way of living. 

Steve Williams
VC - Almaz Capital 
 � Don’t quit. It is always going to take many 

more meetings than what you anticipate 
to get the founding you are looking for.

 � A common mistake that startups do is not 
addressing simple revenue targets.

 
Gary Dillabough
VC - Navitas Capital, Serial Entrepreneur, 
Investor 
 � Have a network and relationships already 

in place. If you land here without those 
relationships lined up, it can be very frus-
trating. Make sure to build the network 
before you come to the Silicon Valley.

 � The biggest challenge that we see with 
startups is when the company has not 
the right team yet. There are a lot of good 
ideas but few great teams.

Jonathan Grover
Entrepreneur, Consultant and Go to Market 
Strategist
 � My number one recommendation would 

be: in order for you to be successful in ex-
panding to the US and to North America 
in general, you need a footprint here in the 
US and ABC gives you a good home to 
do that.

 � The most typical mistake that startups 
make, in my experience, is “the field of 
dreams” mistake–meaning that if you 
build it, they will come. Getting a prod-
uct to market is only the first step on your 
journey in creating a successful business. 
You have to find out how your product will 
solve the customer pain point and how 
you can successfully market it in order to 
capture that value. █

TOP MISTAKES FOUNDERS 
MAKE WHEN PITCHING INVESTORS
1.

4. 6.

2. 3.

5.

They think they have to know all the 
answers when it’s impossible. Better 
to be honest and admit it when you 
don’t know something and offer to 
go away and think about it and come 
back with a more thoughtful reply. 

Ignoring the elephant in the room. 
Often some incredibly large threat 
exists that they don’t want to face so 
they ignore it. When you point to the 
elephant, they make some generic 
comment about how the elephant is 
too slow or distracted. 

Not fully disclosing something that 
we will find out in due diligence, 
such as mentioning that the co-
founders are in a relationship. 

Overplaying their hand with the in-
terest in their fundraise. As if the 
investor community doesn’t talk to 
each other.  Firm ‘X’ is working up 
a term sheet and I expect it in a few 
days. When we talk to firm ‘X’, they 
tell us they passed. 

Claiming they “ran” something big 
in a past role, when they were sim-
ply an individual contributor at that 
past experience. I ran the so-and-so 
at known company ‘X’, when really 
they simply worked there. 

Finding the right cofounder(s). You’re 
going to spend more time with your 
cofounder than with your spouse 
and if you choose poorly, you could 
easily kill your company. There are no 
guarantees in the world of startups, 
but choosing the right cofounder(s) 
who bring(s) diversity of background, 
gender, perspective, and experience, 
will get you off on the right foot.
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AV Living Lab: The ecosystem 

of tomorrow will include startups!

“The vehicles of the future will be compara-
ble to today’s smartphones – we will not be 
able to imagine our lives without them,” said 
Daniel Avdagič, Director of AV Living Lab, a 
subsidiary of the Ljubljana-based Slovenian 
company BTC (which, incidentally, also start-
ed as a startup), whereas Julij Božič, Chief 
Innovation and Digital Officer at BTC, added 
that this will create a partner ecosystem in 
Ljubljana, combining different types of infra-
structure – BTC City as a city within a city, a 
testing ground – and the expertise of different 
industries, which are becoming increasingly 
intertwined. The aim of this ecosystem for 
autonomous vehicles, which BTC and AV Liv-
ing Lab are setting up together with the Mo-
torway Company in the Republic of Slovenia 
(DARS) and the Automobile Association of 
Slovenia, is to transform future mobility.

Let’s re-innovate future mobility!
As the creators of the ecosystem point out, 
by doing this, they are developing a learning 
environment which will enable the develop-
ment of solutions and technologies for auton-

omous vehicles. The model also foresees the 
inclusion of new partners and will be transfer-
able to other countries, while also being open 

to startups – which will be able to make the 
best possible use of the conditions for testing 
their solutions at BTC’s testing ground, with 
the support of the ABC Accelerator.

“With events, such as the TEN-T Days 2018 
[a hackathon which takes place in Ljubljana 
in April; author’s note], we are also creating a 
market niche, that is, a major channel which 

startups can use to access billion-dollar cor-
porations,” said Julij Božič, whereas Daniel 
Avdagič added that AV Living Lab will be 

used to “develop new business models, look 
for solutions related to vehicle ownership 
and different forms of mobility, and to think 
about what to do once we no longer have to 
hold the steering wheel”. “What we are actu-
ally doing is re-innovating mobility,” said the 
Avdagič and Božič with a smile.

We build competencies in four areas: AV Living Lab focuses on the area of autonomous 
driving, the second pillar is the city as a living space for testing smart city solutions, the 
third is the energy industry with its smart grids, and the fourth is smart consumption, 
that is, retail. These areas are, of course, tightly intertwined. So for example, in the 
future, our car will act as our digital assistant, which will be synchronised with its envi-
ronment, including the city, the consumption, and the energy grid. We are approaching 
a time when our car will even be able to let us know what is missing in our refrigerator. 
Julij Božič

thereby contributing to an already promising 
story. “If startups recognise the opportunity 
in BTC soon becoming a meeting place for 
global players and corporations – ‘mini Euro-
pean Singapore’, as Daniel Avdagič likes to 
call it – their success is virtually guaranteed!” 
The two men added that this way, BTC’s 
testing environment will actually help “culti-
vate” devices with which will all be able to 
co-exist.

“In the digital era, those who manage not 
only the information systems, but also all the 
data within their own living or working envi-
ronments, will have the upper hand, and this 

To avoid doing everything and nothing at the same time, BTC prefers to refrain from 
offering solely the theoretical part of the testing environment, and we have already set 
up all the necessary infrastructure. We actually built a ‘city-lab’. In the past, research 
and development may have taken place behind closed doors, whereas today, it is 
clear that the developed solutions must be tested in a living environment as soon as 
possible. This is also the only way to find out whether our solution actually answers a 
specific question, relevant to a certain time and place. 
Daniel Avdagič

Hop on the train to ‘mini European 
Singapore’
“However, we must also take into account the 
habits of new generations, and this is where 
startups come into play,” they said. The au-
tomotive industry is facing challenges related 
to electrification, autonomous driving, and 
digitalisation, as well as the implementation 
of new business models. “These challeng-
es are creating the need for comprehensive 
and complex ecosystems. The future of the 
automotive industry is not only in the hands 
of vehicle manufacturers, but is also heavily 
affected by the involvement of service pro-
viders from other sectors, such as energy, 
ICT, and finance. As they enter the automo-
tive field, players from other fields make their 
own contribution to the development of fu-
ture mobility,” they said, stressing that BTC is 
offering international players a living platform 
where they can test their solutions.

This is where startups and the ABC Accelera-
tor come into play again, with the latter intro-
ducing new talent from its own startup pool, 

is especially true for players in the field of 
mobility,” said Avdagič, who believes that in 
the future, the existing corporations will bring 
their own startups to BTC, with the ABC Ac-
celerator contributing its own, creating ‘new 
life in a new environment’.

It is no coincidence that BTC will also host 
the first demonstration of autonomous driv-
ing during the last week of April. █

How the “mini European Singapore” aims to cultivate devices with which we can 
all co-exist – earning itself a spot on the global map of technological hotspots.
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Let’s start with the most attractive busi-
nesses in today's world. What, in your 
opinion, are they and how long do you 
think their attractiveness will last? Fur-
thermore, what do you expect will be the 
ruling businesses of the future?
To answer this question, one needs to avoid 
the trap of looking for attractive industries or 
segments and focus more on the rudimen-
tary ingredients that make up a new exciting 
business opportunity.  By looking for a com-
bination of talent, ambition and market con-
ditions that are ripe for disruption, attractive 
opportunities across a broad spectrum of 
industries can quickly be noticed, including 
utilities, finance, entertainment and consum-
er goods.  
It’s true that a lot of engineering and entre-
preneurial talent is focusing on AI and ICOs 
at the moment. Some of this is leading to 
new and interesting startups, but many are 
also destined to fail. There is still a lot of un-
discovered growth out there with ‘everyday’ 
products and services that today’s upcoming 
talent may feel are mundane or ordinary.  But 
if you look close enough, you can see that 
innovation and disruption in energy, finance, 
food and transportation is still in its infancy.

Do you think that traditional compa-
nies and startups are connecting rapidly 
enough today?
The connection between startups and large-
cap traditional companies is really about 
connecting the fragility and speed of a new 
idea with the strength and conservatism of a 
publicly traded enterprise. These are not per-

Andy Baynes:
Data is just a means to an end

fectly matched personalities, yet at a finan-
cial and growth level these two personalities 
are fundamental to each others success.

What do you think is lacking in this re-
gard?
More needs to be done to guide both enti-
ties, the startup and the enterprise, to ensure 
that not only the connection is made in the 
first place, but also that it leads to achieving 
clearly defined mid- to long-term growth ob-
jectives.  It is this latter consideration, that is 
either overlooked or insufficiently scoped in 
acquisition or investment plans.

It is said that 'data is the new oil'. Do you 
agree? 
Data is just a means to an end. Oil wealth 
would be nothing if it weren’t for the inno-
vation in transportation, energy, plastics and 
agriculture. Business and governments are 
coming to the end of the first phase of the 
big-data land grab. The result is that many 
businesses are sitting on huge amounts of 
data and have only just started to realise the 
cost and ethical implications of storing and 
keeping that data safe.  
The winners of the next phase will be those 
companies that can convert that data in to 
‘actionable information’ that yields real, per-
sistent, added value for the everyday cus-
tomer. This is the hard part and may not be 
within the capabilities of the original land 
grabbers, many of whom have little or no 
experience in choreographing and executing 
‘customer experience’ over multiple years. 
This difficulty only increases if you add the 

New technology is only as successful as the end reward to the customer,” said Andy Baynes – a former executive at Apple, Nest, Google, and 
an investor in innovation and startups – in response to a question on how interesting VR, AI, crypto and other new technologies seem to him. 
Baynes already has a semi-autonomous car, however, he doesn’t use the hands-free mode very often as it isn’t solving a first-order problem for 
him, he said. “I would like to think that a fully autonomous flying vehicle - an auto-copter if you will, will be the first ‘mass’ market for autonomous 
vehicles.  If you’re going to engineer machine logic for safe travel, it makes much more sense to solve it in the air than dealing with all the variables 
associated with roads,” said Baynes. We took the opportunity to chat to him about the bridge between startups and traditional companies, and 
the interview began with a question on the most attractive businesses in today’s world.  

complexity of recent regulation and litigation 
surrounding data privacy and protection.  
To conclude, the second phase of big-data 
could be one where the 'original land grab-
bers' are overtaken by the 'nimble thinkers' 
who know how to put the customer first while 
developing multi-year roadmaps of value 
added services and products. 

How could startups and traditional busi-
ness jointly use this fact?
There are some interesting models starting to 
emerge whereby the custodians of the data 
(the ‘land grabbers’) have created a secure 
sandbox for innovators to come in and play 
without risking customer privacy or data se-
curity. Amazon and Apple, with their devel-
oper platforms, are leading the way on this.

What would you say about the current 
challenges in the global business world 
- which are the most obvious and what 
could the solutions be like? 
In two words: political stability.  The intellec-
tual and emotional insecurity broadcasted 
daily is pivoting global business away from 
long term planning. Businesses are aban-
doning their visions in place of short term 
gains. If you can’t predict what your trading 
position will be six months from now, why 
would you invest in the future? █

It’s true that a lot of engineering and 
entrepreneurial talent is focusing on AI 
and ICOs at the moment. Some of this is 
leading to new and interesting startups, 
but many are also destined to fail. 



1716 RESTART Spring 2018

Tell us a bit about Symvaro’s path after its 
establishment in 2010.
In spring of 2015, when we entered the ABC 
Accelerator, we had a bunch of products, 
apps and tools from different industries 
which were a real pain to sell. In the Acceler-
ator we learned to focus and made the deci-
sion to target the topics of water and waste. 
In 2016 we took it even further and decided 
to focus only on the field of water. We start-
ed selling the product WATERLOO, which, 
in late 2016, became our main platform for 
water companies. 
In 2017 we had major success with our soft-
ware-as-a-service solution for water com-
panies and became “Austrian Startup of the 
year 2017”. Furthermore, we gained recogni-
tion as “Europe's Best Smart City Solution”. 
By the time we received those awards, we 
had also started talking with a big strategic 

Tell us about the Silicon Valley mindset 
and what have you learned from it?
First: It’s not about money, it’s about people. 
Second: Silicon Valley works like Hollywood, 
you have to find your fans to succeed. 
Third: Silicon Valley doesn’t care about the 
solution you’re providing, but the problem 
you’re solving.

Crystal was selected as one of the startups 
that entered the first Facebook accelerator 
program–what was the experience like? 
It was game-changing for us. We were able 
to meet with the Facebook team and we re-
ceived plenty of valuable feedback from them. 
In addition to the great people, their company 
culture is awesome. The biggest takeaway: 
“The journey is always 1% finished”.

What is the feedback from your current 
users?
We’re getting great feedback from our users. 
They are excited about the innovation that 

crystal is bringing to their business. Their 
continuous support is helping crystal grow 
faster than we expected. 

What types of companies are typically 
Crystal’s users?
SMB’s are the perfect fit for the crystal virtual 
advisor for marketing. We are also working 
with some of the biggest enterprises in the 
world delivering a virtual advisor solution for 
their business data.

Let’s say I am a marketing manager and I 
want to start a marketing campaign. How 
can I use Crystal to help me with that?
One use case can be asking for information 
about your content performance so you can 
publish more relevant Ads based on the con-
tent that works most. Another one could be 
connecting your eCommerce to crystal and 
she is going to assist you with starting and 
optimizing campaigns on Facebook and 
Instagram. You can also publish content 

C rystal is the first AI virtual advisor 
for digital data. Our investors like 
to call her Siri® for business data, 

on steroids”, Uljan Sharka, CEO of iGenius–
one of the startups in ABC Accelerator Sili-
con Valley–answers when asked for a quick 
pitch. He came to Silicon Valley to extend the 
network of iGenius and most importantly, to 
position the company as a leader in its field. 
This means competing with the best in the 
market. In Silicon Valley, he also recognizes 
opportunities like “the high rate of learning, 
worldwide positioning and the right investors 
for the growth”. Sharka’s team counts 54 full-
time workers at the moment and it is grow-
ing significantly every month. At this rate of 
growth, they will be a 100-person team very 
soon, he expects. 

Symvaro was established in 2010. In 
its early years it was bootstrapped. 
It carried out a lot of projects for 

customers and started developing its first 
products, however, it was a tough process, 
said the company’s founders, adding that 
they have developed a set of cool apps, 
for which they also received the ‘Best User 
Experience’ Award. We have asked Rudolf 
Ball, Symvaro’s co-founder and CEO, about 

Startup Spotlight: iGenius

Startup Spotlight: Symvaro

investor about possible synergies. Subse-
quently, in January 2018 we signed a big 
deal and received a 7-figure-investment with 
an international company headquartered in 
Germany. As a result, we are now able to 
grow very rapidly and very ‘smartly’. 
We are a very special company with a strong 
focus on water companies - we are the 'Tes-
la of water management'. Our goal for 2018 
is to conquer Germany with WATERLOO. In 
2019 we are going to go to several different 
European countries while in 2020 we plan to 
step foot on the US market. 

How have your challenges changed over 
time, from the time when you only had a 
business idea up to now, when you are 
looking for new co-workers, especially in 
IT and sales?
As an early stage startup we had two main 
challenges: first, to develop a winning prod-
uct and second, to reach our target audience.
As time goes by and the product as well 
as the customer base grow, the challenges 
are shifting more to building a great team, 
growing the company and establishing 
great management. Currently our biggest 

challenges are based on setting up good 
and long-lasting partnerships, cultivating a 
startup team-spirit in a growing company 
and reaching customers on an international 
scale. 

How many people do you have on board 
now and how many do you anticipate you 
will have by the end of 2018? What about 
by 2020? 
At the moment we are a team of 17. When we 
came to ABC Accelerator in 2015 there were 
just 10 of us. By the end of this year we plan 
to have 20 employees. For 2020 we have a 
much bigger number in mind - we plan to 
have between 30 and 40 people on board. 
Our vision is clear - we want to be the leading 
company in the water sector and influence 
water companies and millions of citizen all 
over the globe through our tools and apps. 
We want to support cities, communities, 
water companies and citizens to discov-
er the maximum value of resources, think 
about their own actions towards water and 
its consumption, raise awareness for import-
ant environmental topics and achieve direct 
benefits through intelligent tools. So, with 

WATERLOO we created an outstanding all-
in-one tool for small- to big-sized water com-
panies. It's the perfect management-solution 
for water utilities, helping them to manage 
the lifetime of water meters, integrate their 
customers, increase visibility and reduce 
costs while raising awareness of water as a 
valuable resource. 
One of the toughest things for us right now 
is interaction with partners. We have done 
a lot of trial and error in this field recently. 
In January 2018 we managed to do it right 
for the first time and signed a big deal. This 
time around we didn’t focus on the business 
model or the technology. Over the course of 
several weeks we talked about our own, and 
our partners‘, fears and expectations. Out of 
those meetings, something very special grew.

What would you advise other startup com-
panies, on the one hand, and traditional 
energy and water companies on the other?
First, I would advise other startups to focus 
strongly on the target group. Don't start pro-
gramming until you have talked with at least 
50 of your potential future customers. This is 
really essential. Also, forget about your own 

lame ideas. In the past we too used to gener-
ate innovations from our own ideas. Then we 
tried to sell the finished product which turned 
out to be insanely difficult. It was not until we 
changed this process and worked with cus-
tomers as well as joint solutions from the 
start, won them as pilot customers and only 
then began to develop the product, that we 
created a game changing solution - WATER-
LOO. So, the trick is to take the ideas directly 
from the customer, work on them and then 
let them grow and evolve. Remember, their 
idea is usually 1000-times more sellable than 
your own. 
Secondly, don’t fall into the trap of creating a 
big, fun team made out of your close friends. 
A team like this is very, very hard to manage. 
Focus just on the skills-set that you need and 
find partners and employees who are com-
plementary to your team. 
The world is changing very fast and the pos-
sibilities and advantages brought by digiti-
sation are massive. So, the advice to water 
companies is simple - take the advantages 
that digitisation and new technologies are giv-
ing you and unlock a never dreamt of value. █

through Crystal (at the best, the post can 
gain up to 35% better organic engagement), 
listen to media trends and monitor all of your 
marketing campaigns’ performance.

How is Crystal different from other virtual 
digital marketing advisors?
Crystal is the first virtual advisor for digital 
data. Like an experienced advisor in the real 
world, she has more skills than the compe-
tition and she has native integrations with 
Facebook, Google, Twitter and LinkedIn; 
these integrations let her access an incredi-
ble amount of data, from which she is contin-
uously learning–becoming smarter and more 
efficient.

It seems that everybody in the Silicon Val-
ley is after big data–why is it important to 
collect and process the data for Crystal?
Big data helps Crystal to learn more about 
its customers, their markets and audiences. 
With the help of big data, Crystal provides 

businesses with the right signals at the right 
time for decision-making, competitive intelli-
gence and performance optimization.   

You simplify the relationship between 
people and data by using AI–does the 
progress of AI scare you in any way?
To date AI is just an advanced technology for 
automation. It still needs to be programmed 
by people at the core. I am not concerned 
about AI itself, but what people are going to 
do with it once it grows into a much powerful 
intelligent connected network, which is going 
to shape the entire world.

We are in the year 2025, what has changed 
in the world?
Crystal has taken over the data intelligence 
market as the tool of choice, people are fly-
ing with Uber cars and the world’s coolest 
destination for vacations has become Mars. █

the path which led them to receiving sever-
al prestigious awards. Oh, and just so you 
know: Symvaro is ‘a Tesla of water manage-
ment’, as they say. The interview started… 
well, at the company’s beginning! 
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The GDPR, or the General Data Protection 
Regulation, is coming into force on 25 May 
2018 after a two-year transition period and 
will thus replace the previous EU Data Pro-
tection Directive adopted in the 1990’s. The 
GDPR’s main goal is to increase the rights of 
data subjects and consolidate the data pro-
tection laws across the EU states. 

Simplified, if you are part of the digital world,
you probably ask people for their personal
data when they create an account/profile or
sign in on your platform, send newsletters,
follow the users etc. In short, you collect
and process personal data of the people
who become your data subjects. The GDPR
requires the data subject to know whether 
his/her data is safe and protected, and he/
she is allowed to access that data. What 
does that mean for businesses and how will
it affect them? No one knows exactly yet. 
You may also be wondering about the defi-
nition of personal data – what does it actually
mean? As stated on EUGDPR.org webpage,
personal data is any information that can be
used to identify a person: “It can be anything
from a name, a photo, an email address,
bank details, posts on social networking
websites, medical information, or a computer
IP address,” as well as webpage cookies, us-
ername and passwords and phone numbers.

What is GDPR and what 
you should pay attention to? 

The GDPR takes into consideration two 
things – data subjects, i.e. the individuals 
that a third party can identify, and secondly, 
personal data in relation to the data subject. 
Therefore, data that cannot be used to identi-
fy a person is not personal data and does not 
fall under the GDPR.  

Main points:
 � Getting consent! Companies will need to 

clearly and unambiguously state what the 
data subject is consenting to (pre-ticked 
boxes and thinking that “it’s a yes unless 
the client lets us know otherwise” are not 
acceptable).

 � Right to be forgotten: a newly introduced 
right, in addition to the already existing 
rights to access, correct and delete data*.

 � Data subject can demand that the com-
pany hands over all the data it holds 
about him/her and asks the company to 
explain the purposes for data collection 
and processing; furthermore, he/she can 
also demand a copy of that personal data. 

 � Parents need to give a consent if children 
using services are less than 16 years old.

Data protection laws have already been in 
place before the new regulation, but they 
were not as regulated and have differed from 
country to country.  Although the new regu-
lation has been adopted by the EU organs 
and is directly applicable in all EU member 
states, the GDPR does not affect only the 
companies registered in the EU member 
countries, but also companies (within or out-
side the EU), which offer services to Euro-
pean citizens and consequently collect and 
processes their personal data. Therefore, if 
your company is located in the USA and of-
fers goods/services to EU citizens in France 
– for which reasons you are processing their 
data – you need to check if you are GDPR 
compliant. The same is the case if the data 
of the EU citizens are processed within the 
European Union territory, but the commercial 
activity is occurring in another country out-
side the EU, in which case you will also have 
to make sure that the transfer of the personal 
data is GDPR compliant.

Although it seems that many rules of this 
regulation will require further clarifications by 
supervising authorities and courts, the GDPR 
and its impact on businesses should and 
must not be neglected. If there is a breach 
of personal data, which your company holds 

and which is likely to result in a high risk for 
the data subjects involved, the affected data 
subjects should be notified as soon as possi-
ble. It should be borne in mind that the fines 
for failure to meet the GDPR requirements are 
up to 4% of the company’s annual turnover.

One of the main goals of the GDPR is intro-
ducing more transparency, and in order to 
achieve that, you need to take the following 
steps: 
 � Review what kind of data you gather and 

for what purpose
 � Review how you gather data and where 

you keep it
 � Review who is collecting and processing 

data within your organisation or on your 
behalf; 

 � Review how data is protected at your or-
ganisation;

 � Review to whom you disclose personal 
data; 

 � Review whether you transfer personal 
data outside the EU and where;

 � Review whether you have mechanisms for 
dealing with the personal data breaches.

For example, if you have a website where 
you collect personal data, you must state 
why you need the data, how you are going 
to process it, whether you are going to dis-
close the data to others (and if so, to whom), 
explain your users their rights with regards 
to their personal data, including their right 
to opt-out and the right to complain to the 
supervising authority, as well as the person-
al data retention period. When people give 
you their personal information, they become 
data subjects and it is your responsibility not 
to abuse that information but rather keep it 
safe. █

Sources: 
 � REGULATION (EU) 2016/679 OF THE 

EUROPEAN PARLIAMENT AND OF 
THE COUNCIL of 27 April 2016 on 
the protection of natural persons with 
regard to the processing of personal 
data and on the free movement of such 
data, and repealing Directive 95/46/
EC. 13. 4. 2018. http://eur-lex.europa.
eu/legal-content/EN/TXT/?uri=uris-

erv:OJ.L_.2016.119.01.0001.01.ENG
 � European Digital Rights. Key Aspects 

of the Proposed General Data Protection 
Regulation Explained. 13. 4. 2018. https://
edri.org/f i les/GDPR-key-issues-ex-
plained.pdf

 � Delon-Bouqet, S. (2016). How to Prepare 
for the General Data Protection Regula-
tion (GDPR). 13. 4. 2018. https://www.

Expert Advice – Marketing under the GDPR 
Marketing under the GDPR (either by post, phone, e-mail, SMS or other form of 
marketing) is regulated in the same way as any other data processing activity. 
This means that your organisation must show that it has a legal basis for 
direct marketing in accordance with Article 6 of the GDPR. The most common 
bases are consent and legitimate interests. If your organisation has already 
obtained the consent to process personal data for marketing purposes prior 
to the Regulation’s entry into force on 25 May 2018, it may continue to rely 
on such consent only if the consent was obtained in a manner consistent 
with GDPR requirements (i.e. consent was given in a voluntary, explicit, 
informed and unambiguous manner). Since this is probably not the case, 
your organisation will either have to obtain new consents, find a new basis 
for marketing or accept the risk of non-compliance. The good news is that 
consent is not the only possible legal basis for direct marketing. In recital 47 of 
the GDPR, it is expressly stated that the processing of personal data for direct 
marketing may be deemed to have been carried out in the legitimate interest. 
In addition, another EU document, the so-called e-Privacy Directive, contains 
additional rules regarding e-marketing. When your organisation obtains from 
your customers their contact details in the context of the sale of a product 
or a service, you may use these contact details for direct marketing of your 
similar products or services provided that customers clearly and distinctly are 
given the opportunity to object, free of charge and in an easy manner, to such 
use of their contact details when they are collected and also on the occasion 
of each e-mail (or message) you send to them. Consequently, a lot of direct 
marketing is sent legally on the basis of the "opt-out" system, rather than "opt-
in" (i.e. consent). In these cases, therefore, there are no legal requirements for 
obtaining new consents, since the marketing was never based on consent.
Marko Sladojević, Head of the Data Protection department at Drolec 
Sladojević Law Firm

bryancave.com/en/thought-leadership/
how-to-prepare-for-the-general-data-pro-
tection-regulation-gdpr.html 

 � EU GDPR Portal. 13. 4. 2018. https://
www.eugdpr.org/

 � Dreyer, B. (2018). GDPR – In a 1 Page 
Summary. 13. 4. 2018. https://www.linke-
din.com/pulse/gdpr-1-page-summary-
brent-dreyer/

*Data subjects can demand to be erased from the 
database, however the company should keep in 
mind that some states require data to be kept for 
some time and turned over to inspection if needed. 
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Did you see that? So many conferences overlapping each other. 
What were the organisers thinking. Pick the one that suits you best!

Around the Europe

As the largest Slovenian conference, Podim brings together the whole
regional ecosystem. This edition features two extra tracks with focus
on blockchain and hardware.

http://podim.org/en-us

Podim
Slovenia, Maribor – May 15th and 16th 2018

As the biggest conference on the list, it brings 15,000 people to 
the Dutch capital, and will foster a new generation of entrepreneurs 
across 20 different tracks.

https://thenextweb.com/conference/

The Next Web
The Netherlands, Amsterdam – May 24th and 25h 2018

Estonia's flagship conference is dedicated to advancing the digital 
society there. Inspiration and networking for everyone - from startups 
to corporates, from Estonia and the Baltic region to the world!

http://latitude59.ee/

Latitude 59
Estonia, Tallinn – May 24th and 25th 2018

The most selective conference in Berlin, legendarily difficult to get in. 
Or is it? This event turns the vibe in already lively Berlin up to 11, and 
it's an experience worth seeing.

https://www.noah-conference.com/

Noah conference
Germany, Berlin – June 6th and 7th 2018

In the Hofburg Imperial palace, a gathering of a very select group of
people is set to redefine human tech frontiers. The 2017 edition won
the Bea World 'Best Conference 2017' Award.

https://pioneers.io/events/pioneers18#/

Pioneers
Austria, Vienna – May 24th and 25th 2018

Hands-down the craziest and coolest conference taking place in a 
metal scrapheap-turned-art venue in Cologne. Featuring bungee 
jumps, startups, and investors at their most relaxed.

https://piratesummit.com/

Pirate Summit
Germany, Cologne – July 3rd and 5th 2018

A selective conference, it's not the biggest event, and not trying to be 
one. Spend days at the beach in Montenegro surrounded by like-mind-
ed tech people, and come away richer for an experience like no other.

http://spark.me/2018/

Spark.me
Montenegro, Budva – May 26th and 27th 2018


