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Q: I was divorced ten years ago, and the 
house I still live in was split 70% to me 
and 30% to my ex-husband – I also had the 
care of my two children. My ex-husband 
has not made any contribution to the 
mortgage or upkeep of the property since 
then. The property was valued at £75,000 
at the time of the divorce. Will he get 30% 
of that or will he get it at today’s value?
A: I’m afraid the norm is that it will be today’s value. 
The Court’s main concern when a couple split up is 

the welfare of the children – I presume they have now 
reached 18? Where there isn’t enough money to go 
around, the Court has a difficult decision to make, 
because it’s likely to result in hardship for one of the 
parties. Percentage divisions, rather than fixed sums, 
are a much fairer way of apportioning assets over a 
long period. Theoretically, if your ex-husband had 
had his 30% ten years ago, he could have invested it 
to achieve a figure similar to what he will receive from 
you now.
For more berrysmith.com

Movers,  
shAkers eTc 

New people, new roles,  
shake-ups and innovations 

CorPoraTe fInanCe and 
commercial law specialist nigel 

Greenaway (pictured above) 
has set up a new Cardiff law firm, 

Greenaway Scott.

afTer 15 yearS as Chief 
executive, Dr Huw Jones has 

announced his intention to retire 
from Sport Wales, but will remain in 

post until the summer.

MaTT frISWell, 17, from 
Cwmbran, is the first recruit for a new 

Chefs’ apprentice Programme at 
the five-star Celtic Manor resort in 
newport. He will spend 18 months 
in the kitchens learning a variety of 

essential skills.

I 
’ve been InvolveD with a few 
bits of business-related conflict 
recently. Unpleasant emails 
were exchanged, and threats of 
legal action were flung around 

like confetti, 
I pride myself on doing business 

in a friendly, transparent and 
honest way, but it’s just something 
that happens from time to time. I 
genuinely believe I’ve acted in the 
best possible way, but sometimes, 
you’re going to come up against 
people with whom you don’t see 
eye to eye, or whose expectations 
you’ll never be able to manage. 
nothing will change that. They 
become ‘the client from hell’, and 
you’re constantly on the back 
foot, spending a disproportionate 
amount of time and energy on trying 
to keep them happy.

and herein lies one problem 
with the standard contractor-client 
business model: you’re reliant on 
a relatively small base of clients, 

each of whom can cause untold 
problems for you, or by simply 
disappearing can single-handedly 
slash your income. Scalable web 
and tech businesses flip this on its 
head by having thousands, or even 
millions, of clients, all bringing in a 
relatively small amount of revenue.

Issues of client relations become 
completely different when you have 
thousands of clients who you solely 
engage with online, especially if your 
product is primarily a digital one. If 
you’re iTunes, for example, and you 
have an unhappy customer, you can 
just refund their 79p, or send them 
a new MP3 – problem solved, and 
everyone’s happy. even if you’re 
selling a relatively high-end piece of 
software for, say, £200, the material 
cost of uploading a new copy for an 
unsatisfied customer would be less 
than ten pence – the minimal cost 
massively reduces expectation.

and when you have that many 
users you can view them as a 

group, and start testing hypotheses 
and making decisions on them 
statistically. Many thousands of 
users generate fantastic amounts of 
data, but if you only have five clients, 
it’s difficult to get any statistically 
significant data from them. 

of course, it’s arguable whether 
it’s easier to get five clients worth 
£1000 than 5,000 clients worth 
£1. but the reality is that there’s 
probably a finite amount of £1000 
clients out there for what you’re 
selling, or the cost to reach them 
is prohibitive. but if you can find 
something that you can sell for £1, 
the sky’s the limit when it comes to 
how many clients you can sign up. 
and you probably won’t get letters 
from their lawyers, either.
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 assesses the impact difficult and limited 
numbers of clients can have on small businesses

In this month’s Q&A, NEIL COCKER talks to Neil Cottrell of Cardiff start-
up LexAble, the creator of Global AutoCorrect, a unique software tool 
for people with dyslexia and literacy issues
Q: What does your start-up do?
A: Global autoCorrect helps our users to focus on what they’re writing by 
automatically (and accurately) correcting their spelling as they type in any 
program. by minimising the distraction of spell-checking, our users can 
focus on getting the job done.
Q: What makes LexAble special?
A: our product is unique because you don’t have to change the way you 
work; it runs in the background alongside the software you’re already 
using. We understand the importance of accuracy when writing, so we 
spend a great deal of time ensuring that Global autoCorrect never makes 
a false correction!
Q: What made you realise you had to build this company?
A: Global autoCorrect was born as a personal coping strategy to help with 

my own spelling difficulties, but after starting university I realised that it had 
the potential to help others. 
Q: How’s business at the moment?
A: We’ve had a great year – Global autoCorrect now has a dedicated 
team of developers and we’ve also acquired 
three more staff members to help grow our 
customer base.
Q: Where would you like LexAble to be in five 
years’ time?
A: right now, our most important goal is to 
make Global autoCorrect the best product 
it can be and bring our technology to a wide 
range of platforms. but we’re constantly 
looking for new, innovative ways to help our 
users save time and get more done!
For more lexable.com

Legal Eagles KaTIe McColGan, Head of the family Team at berry Smith 
Solicitors in Cardiff, answers your questions
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