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Q: I have separated from 
my husband and we wish 
to keep matters amicable 
for the sake of our 
children. What options are 
available?
A: There are a number of options 
available to you including mediation 
and collaborative law. Mediation 
helps parties reach an agreement 
without going through a stressful 

and costly court case. Mediators 
are neutral and will not take sides. 
Once you have proposals you both 
find acceptable, the mediator will 
prepare a summary that will form 
part of a legally binding document. 
It is useful when there is a need 
to maintain an ongoing family 
relationship. 

Collaborative law is a process by 
which you and your partner and two 

lawyers commit to resolving matters 
between you, without involving the 
court. It avoids all the hostility that 
can occur during the court process. 
Both of you will have your lawyer by 
your side throughout the process 
and you will have their support and 
legal advice as you go. 
For expert legal advice, contact 
Passmores Solicitors on 02920 
660225 or see passmores.com

Movers,  
shAkers etc 

New people, new roles,  
shake-ups and innovations 

Networking specialists Introbiz 
have appointed Paul Smolinski 
(pictured above) as a director. 

He’s an award-winning 
area manager with over 20 
years of experience in retail 

management.
St. David’s Hotel & Spa has 
appointed John Badley as 

deputy general manager. He has 
previous hospitality experience, 
with the likes of Gordon Ramsay.
Andrew Gibson and David White 

have both been promoted to 
Associate Directors at the Cardiff 

offices of property services 
company DTZ.

T
he process of seeking 
investment for Dizzyjam 
has taught me an awful lot 
about business. One of 
the most interesting things 

I’ve learned is how much cultural 
naivety there is around investment 
in Cardiff’s start-up community. 

I can count maybe two or three 
creative, tech or digital companies 
in the city that I’m aware have been 
using someone else’s money to 
grow. 

There seems to be a local 
naivety about the investment 
process. Despite reading 
countless blogs and articles about 
it (invariably published from the 
financially fecund Silicon Valley), 
I’ve not had anyone pull me aside 
to enlighten me about the dark 
secrets they learned when they 
went through the investment 
process. Nobody gave me the 
benefit of their wisdom, or told me 
that it would be easier to raise £1 

million than £100k. Wait… what?
Sounds counter-intuitive, right? 

At first glance it makes no sense, 
but it’s true. In a search for £100k, 
you’re trying to raise money 
from ‘angels’ – high net worth 
individuals who are giving you their 
personal cash, and in so doing will 
scrutinise every single penny that 
you intend to spend. I’ve genuinely 
been asked what I’m likely to be 
spending on phone bills in three 
years. 

However, when raising £1 million 
you are dealing with venture 
capitalists, who are very often 
investing other people’s money, 
or spreading large amounts from 
a pension or hedge fund across 
a number of different companies 
or investment opportunities. They 
care less about the tiny details, 
and more about the big idea. Also, 
the bigger the investment, the 
more that risk is mitigated. In other 
words, it’s relatively easy to fritter 

away £100k with little to show for 
it. A few new members of staff, a 
bit of office furniture, some new 
hardware, and that money is all but 
gone. It’s much harder to spend 
£1 million without having built 
something of future saleable value 
– with that kind of money you’re 
much less likely to be able to blow 
it all on poor decisions.

This is just one example of 
knowledge that’s incredibly 
scarce in Cardiff, and that would 
totally have changed the way I 
approached investment if I’d have 
known. Whether imparted in a 
government seminar, or by a friend 
in the pub, this ‘inside information’ 
is vital for the success of the start-
up community.
Neil is the founder of Dizzyjam.
com, blogs at NeilCocker.com, 
tweets at @NeilCocker, and 
is helping to build Cardiff’s 
start-up community through 
CardiffStart.com

Start me up
NEIL COCKER finds there’s much more to seeking 
start-up investment than meets the eye

In this month’s 60-second Q&A, NEIL COCKER talks 
to Evan Rudowski (pictured right), co-founder of 
SubHub, another Cardiff start-up making waves...
Q: So, what does your start-up do?
A: We provide digital membership solutions for associations 
and not-for-profits.
Q: What makes your start-up special?
A: We really understand membership – how to manage 
member information so that associations can provide 
members with a better experience, increasing renewals 
and retention, and freeing staff from mundane manual data 
management.
Q: What made you realise you had to build this 
company?
A: It’s been a series of gradual realisations based on trial 
and error and customer feedback. The way we describe and 

manage our business today is entirely different from what 
we thought when we started.
Q: How’s business at the moment?
A: We’ve developed some very specialised membership 
management solutions. We’re also signing larger deals, and 
more frequently. 
Q: What’s the key to your growth?
A: Lead generation – the more people we reach, the more 
we’ll convert into customers. Associations are crying out for 
better ways to manage their membership information.
Q: Where would you like SubHub to be in five years’ 
time?
A: Scores of membership associations and not-for-profits 
will be telling us, and their peers, how much we’ve improved 
the way they work and contributed to their success.
For more subhub.com

Legal Eagles Family law expert SALLy MATTHEWS, a partner at Passmores 
Solicitors in Cardiff, answers your questions
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