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How I started

Lessons in Entrepreneurship

Stay true to your ideals
Alan and Valerie Kingston are
owner-managers of Glenilen
Farm in Drimoleague, west
Cork. The couple established
the company in 2006 to
manufacture a range of
artisan dairy products,
yogurts, desserts, butter and
cream products. They employ
35 people and their products
are stocked by Musgraves,
Tesco, and Dunnes Store, and
by British retailers Waitrose,
Booths, Ocado, WholeFoods,
Selfridges and Harvey
Nicholls.
Why did you set up your
business?

Tom Kavanagh, chief executive,

Initially, it was just a hobby, but
once we started trading at the
farmers’ markets and getting
feedback from our customers, Alan and Valerie Kingston,
we realised there was potential owner/managers, Glenilen
for something bigger than we Farm
had expected.
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to help you and who can do
their job better than you could
do it yourself.

How did you fund the
business initially?

Tradeshow guide maps out bright future

C

By Elaine O’Regan

Showguider

ork startup Showguider is
developing
an indoor
navigation
system to
help visitors
to large-scale trade shows
make their way around unfamiliar venues with many
exhibitors.
Based in Cork Institute of
Technology, the company’s
smartphone application can
be used to guide trade show
visitors to their destinations
using interactive 3D venue
mapping.
The product is based on
technology developed by
CIT’s Nimbus Centre for Embedded Systems Research,
and has resulted in Showguider becoming the first
of the institute’s spin-outs
to secure Enterprise Ireland
Competitive Start funding.
“As GPS doesn’t work indoors, we use algorithms
combined with a range of

What it does: indoor

navigation system for
tradeshows

Why it works: “Tens of

thousands of very largescale exhibitions and
events are held each
year and the ability to
guide visitors through
sprawling venues to find
particular exhibits is
extremely useful.”

– Tom Kavanagh, founder,
Showguider

radio and sensor data to locate mobile devices to within
a couple of meters,” said Tom
Kavanagh, Showguider’s chief
executive.
“Tens of thousands of very
large-scale exhibitions and
events are held each year and
the ability to guide visitors
through sprawling venues
to find particular exhibits is

extremely useful.”
Kavanagh said the system
could be customised to suit
the specific needs of trade
show organisers.
“Our system offers tiered
feature levels,” he said. “Our
app makes it easy to navigate shows that may have
over 1,500 exhibitors. It’s a
quantum leap from the tiny
PDF floor maps that are the
current industry norm.”
Kavanagh established
Showguider in January with
co-founders Martin Klepal
and Christian Beder, but said
the technology underpinning
the product had been in development since 2011.
“I publish daily newspapers
for major international trade
shows in Germany and Taiwan. I wanted to expand, but
there’s not much economy of
scale to be gained by adding
additional titles.
“I felt any digital platform
needed a USP – indoor positioning – to gain traction.
Turned out, indoor positioning is really difficult and it
has taken us several years to

build a system that works in
the real-world environment
of a busy trade show.”
Investment in Showguider
to date has totaled €70,000,
comprising Competitive Start
and personal funding.
Kavanagh said the company’s target market would be
tradeshow organisers and the
owners of venues, with more
than 100,000 square meters
of floor space, as well as individual exhibitors.
“Our business model is
geared to building ongoing
revenue streams through value-added sales to exhibitors,
which is totally different from
our competitors’ approach,”
he said.
“The venue pays for the
initial set-up and individual
apps, but we see substantial
revenue possibilities from
sales of promotional packages to exhibitors – a lesson I
learned from publishing show
dailies."
Kavanagh plans to market
Showguider in Europe the US
and Asia.
“We have not started mar-

Software aims to control legal costs

keting our system yet, but
already we have been dealing with enquiries from customers in Sweden, China and
Hong Kong,” he said.
“I plan to build on the relationships I have built up over
many years in providing media services to trade shows.
We’re working with a partner in Hong Kong, another in
Hainan in China, and planning a series of demonstrations internationally. The next
one is in Germany in July.”
Kavanagh said the system would stand apart from
competitors in the market

because it combined continuous indoor navigation with
three-dimensional venue
modeling, and a one-touch
menu system.
“Our ultimate aim is to
build a successful international business over time,
rather than being bought out,”
he said.
“I see the visitor who uses
our app as the person we need
to impress the most. We are
really focused on providing
a useful service that doesn’t
frustrate them or push advertising at them inappropriately.”

Through our own funds, grant
aid from West Cork Enterprise
Board and a bank loan.

What was your biggest makeor-break moment?

It was our expansion in 2008,
with the construction of a
10,000 square foot production plant.

What was the best advice you
got?

Stay true to your ideals. The
food business is challenging,
but there is a great community
of Irish producers with similar
goals and objectives.
Under the Love Irish Food
umbrella, we continue to
raise awareness of the valuable Irish food and drink
brands that are generating so
much employment around
the country as well as producing great Irish food.

If you had it to do all over
again, what would you
change?

Nothing springs to mind, but
it is important to listen to your
gut feeling. Don’t be taken in
by “the consultant” if your gut
tells you not to.
At what point were you sure
that your business would
make it past start-up stage?

What was the most important
lesson you learned starting
out?

When we knew our products
were successfully co-existing
in niche high-end independent
stores, as well as the mainstream retailers.

Never deviate from the highest possible quality. Don’t be
afraid to delegate, find people
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wasteful legal spending
by applying data-driven
analysis to corporate legal
bills

Why it works: “Corporate

legal fees can be a black
hole for companies – it’s
really hard for the legal
department to make
sense of their costs.
Because legal bills are
so text-heavy, it’s really
difficult to bring any kind
of modern data-driven
analysis to them.”
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Would you like to be part of
The Sunday Business Post
online reader panel?
A new way

- Ian Nolan, founder

By Danielle Ryan

D

ublin start-up Legalshine has built software that aims to help
large organisations control
their costs by reading legal
bills and turning them into
usable data.
“Corporate legal fees can be
a black hole for companies
– it’s really hard for the legal
department to make sense of
their costs. Because legal bills
are so text-heavy, it’s really
difficult to bring any kind of
modern data-driven analysis
to them,” said Ian Nolan, the
company’s founder.
Legalshine deals with
organisations that spend
millions on fees annually –
government bodies, banks,
insurance companies and
large multinationals. The goal
is to eliminate wasteful legal
spending by applying text
analysis and big data methods
to their billing process.
“It means a lot of waste and
potential overcharging that

Ian Nolan, founder, Legalshine 					

was previously going under
the radar can now be identified,” Nolan said.
The software also gives
companies the tools to manage their legal departments
in a more strategic way with
better forecasting and budgeting, he added.
Before setting up Legalshine, Nolan spent six years
working in legal technology,
implementing management
and billing systems for hundreds of law firms, which is
where the idea for a more data-driven approach to tackling
and tracking legal costs came
from.
“It’s hard to ignore the problem of excessive professional
fees – it’s been pretty topical
in the news, with things like
the situation in Irish Water,
and the tribunals before that.
I thought that a lot of these issues could be fixed with technology – and that’s what we

are doing now. We’re tackling
an old established problem
with new methods,” he said.
Legalshine is targeting companies with an annual spend
of over €1 million on legal fees.
So far, six have been signed
up to trial the product – two
of the largest Irish banks, a
government department, two
large multinationals and an
international insurance firm.
The beta trial is set to begin
before the end of the summer.
“We’re targeting companies
in the UK and Ireland right
now, but plan to move on to
(the rest of) Europe some time
next year,” Nolan said.
Over €300 billion is spent
globally on corporate fees
every year, which means if
things work in its favour, Legalshine’s addressable market
is in the billions.
As for the company’s competition in the market, there
are a few big players in the US,

Feargal Ward

according to Nolan, but the
current crop of legal spend
software products requires
significant changes to get law
firms to sign up and send their
bills in a very specific way.
“Legalshine doesn’t need
this, because we can literally
read the bills as they exist,”
Nolan said.
“We’ve come up with a
unique technology that can
read the text on legal bills and
understand what the lawyer
actually did. This allows us
to analyse bills line-by-line,
bring all that information together, and benchmark it.”
Legalshine plans to charge
an annual licence fee for its
software, which will depend
on how much each company
spends on its legal costs.
The company’s team of five
has raised about €50,000 in
funding and has been working
without wages to keep costs
low.

of tackling
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Participants will be chosen on a first come,
first served basis with places limited to 25.
Selected participants will be supplied with a voucher
each week for a period of one month.
The voucher can be used to redeem your free copy of
The Sunday Business Post at any newsagents at your convenience.
You will then be required to complete a quick online questionnaire
based on that edition of the paper.
As thanks for your participation, all completed surveys will be entered
into a draw to win dinner for two in Dublin.

If you wish to put yourself forward please
email conference@sbpost.ie
(including your address for voucher delivery).
You will be notified if chosen.

