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HOW DID YOU BEGIN YOUR CAREER?
I have been an entrepreneur as long as I can remember. I used to sell candies in the playground to my
fellow classmates. At a young age I developed a love for music and originally wanted to be a concert
pianist. However, I had one minor, albeit fatal, flaw… I just wasn’t good enough! Through that though, I
really developed a love for the craft of music, which coupled well with my passion for entrepreneurship.
When I left college, I started a music studio that did jingles for tv shows and commercials. After a few
years I decided I wanted to do something else and sold that business to another studio for a very nice pay
day for a 24-year-old. After that I started working in data around music concerts and mobile recording,
and although that business didn’t work out, it really is what started the journey of Realife Tech, which is
focused on how to create better experiences of the real world through technology.

WHAT WAS A MISTAKE YOU MADE IN THE PAST THAT HAS HELPED SHAPE WHAT YOU DO TODAY?
With any business or project you take on, you need to ensure there's repeatability, and scalability in the
model. I have started many businesses in my career that offered a good product or service, but the
inability to grow it and repeat the successes is what led to its demise. A second mistake, and it's a bit
aligned with the previously mentioned one, is waiting too long to move on from an idea or to try something
else. I spent too long in other businesses trying to make something work that was clearly flawed. You
need to have the wherewithal to change things up quicky if needed or get out and move on to something
else.

WHAT ARE SOME TRAITS YOU FEEL AN ENTREPRENEUR NEEDS TO POSSESS TO BE SUCCESSFUL?
The main one, and I'm sure it’s a common response, is the ability to identify talent and put the right team
around you. This is something that the team at Virgo have been helpful in reinforcing with me. The
importance of assembling an executive team that ensures they are actively helping the business grow.
You need to have the ability to constantly improve things, and change it up if it’s just not happening, or
happening quick enough. People, people, people, is just what it comes down to it in my books.

WHAT ARE CHARACTERISTICS YOU LOOK FOR IN AN INDIVIDUAL WHEN ASSEMBLING A TEAM?
There must be value and cultural alignment. It's something that we have focused a lot on. What we look
for is people with the desire and need to create an impact in what we do. To want to be the absolute best
and succeed amongst all others, while exhibiting extreme care for people around them. They must care
about how they come across, how they listen and interact with others, and how they treat others.

WHAT ADVICE WOULD YOU GIVE A YOUNG ENTREPRENEUR BASED ON YOUR EXPERIENCES?
The main advice would be to try and get in front of customers and your target audience early and often,
really finding out what their pain points are. Talk to the people that are going to be buying/using your
product and find out what problem you're solving for them. If you are not solving a what we call “hair on
fire” issue, your chance of success is going to be harder. And, don’t only talk to your customers in the
early stages, talk to them throughout your entire development process to give continuous validation to
what you are doing.

WHAT DO YOU FEEL IS THE BIGGEST CHALLENGE TO OVERCOME WHEN GROWING YOUR BUSINESS?
Prioritization. In a business like ours, in an industry like ours, you can see opportunity everywhere. It is
very easy to want to do too much, too soon. That is something we have been guilty of, as I’m sure many
others have as well, and that eventually leads to you slowing your growth pace instead of increasing it. It
is key to prioritize appropriately and narrow the focus while still keeping an eye on how to grow to the
vision.

WHAT IS THE MISSION STATEMENT OF REALIFE TECH?
Realife Tech’s mission is to create a common intelligence that existing real world technologies can access
that will allow them to understand and respond to every person as an individual. A way to describe this is
like a ‘real world’ web cookie. In the digital world, cookies enable a person’s digital journey to be
understood and personalized. We want to bring this to the real world enabling the different touch points
that people interact with to personalize what they see, the products they interact with, and the
communication they get. Our belief is that if you can create a common intelligence that links all aspects
and interest of someone’s life, to learn, to understand, and then react intelligently, you can create
inherently better real world experiences for people, and positively influence their lives.

WHAT IS THE OPPORTUNITY SET NOW THAT DIDN’T EXIST PRE-COVID?
We've seen an acceleration in the adoption of technology and the mindset of the fan or customer to
embrace our platform. I'll give you an example... We work with the O2 in London, the world's busiest
entertainment venues. During the return of the BRIT Awards, a big music industry event, which was the
first major indoor concert since COVID began with over four-thousand people in attendance, 100% of the
people in attendance used our platform. From getting their tickets to enter, to ordering food and drinks,
everyone was using Realife’s platform. Our normal adoption rate would be in the ballpark of 20%, we
would never have imagined 100% adoption, even in our five-year forecast. We quickly learned there is a
willingness for the consumer to change habits and embrace technology if it was offered to them in an
efficient and seamless manner.

WHAT IS THE ULTIMATE VISION OF REALIFE TECH’S PLATFORM?
The next evolution is the ability to connect several different key systems together. To build in open data
in a meaningful way, and create the ability to take emotional inputs from people. Where they are, what
their interacting with, and lastly how they feel across that journey. If you can do this, you begin to open
the possibility of a real word programmatic advertising network that is based on a symbiotic relationship
between brand and consumer. That is the ultimate vision of where we can go. If you can reach that point,
you go beyond just selling more tickets, or food, or jerseys. You’re enabling a whole real world network to
be open to any business who wants to positively impact the journey of any one of their consumers or
clients.

HOW HAS VIRGO HELPED YOU GROW IN YOUR BUSINESS?
Jesse, Brian, and the whole team just saw the bigger picture, whereas others didn't. Virgo invested in us
at the beginning of the first COVID lockdown in 2020, when obviously all of sports and entertainment
were shut down. When many investors would have shied away from us, Virgo saw this as an adoption
acceleration opportunity for our business and our technology. Virgo saw that coming out of this, if
positioned properly, Realife Tech could be a leader in the space. Virgo has also been a massive
operational help in a way that has been supportive to us, but in a way that we feel like our business is not
being interfered with. The support, the knowledge, the ability to get deep and understand our business
and our problems, and be able to both advise and provide routes to help overcome obstacles and grow
the business has been critical to our success. It really feels like a supportive partnership.

WHAT ADVICE WOULD YOU GIVE TO A FOUNDER OR ENTREPRENEUR WHEN THEY ARE LOOKING FOR A
CAPITAL PARTNER?
Talk to other founders in the portfolio that are not the stars of the show and see how their experiences
have been. How has the investing company responded when things have not gone to plan? How have
they helped you pull through the tough times? It is unlikely everything is going to go to plan from day one
so it is important to make sure you are partnering with a firm that can be supportive through down times.

WHAT IS A BOOK OR RESOURCE YOU WOULD RECOMMEND TO OTHER FOUNDERS OR
ENTREPRENEURS?
The book, No Rules Relief's, by Erin Meyer and Reed Hastings. What I have found particularly useful is his
ideas around talent density, this is something we focus on a lot. A tool that I love is Lean Canvas. It is
essentially a platform that helps you with a business plan in sticky note format. Rather than writing out
long business plan pieces, it allows you to put assumptions in each key area and then go and validate
them with your customers. It’s a great tool for innovation and being customer focused.
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