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EDITOR’S LETTER

Hello and welcome to the very 
first issue of Tribe, a magazine that 
celebrates the women and men 
who take the brave step to back 
themselves and start a business. 

We have dedicated this first issue 
to female founders. Enshored is 
inspired daily by the creativity 
and determination of the founders 
we work with, who have put 
everything on the line to turn their 
ideas into thriving businesses.

The last 18 months have 
undoubtedly been tough for 
everyone, but it’s been particularly 
challenging for women. The 
pandemic has highlighted existing 
inequalities between women and 
men in almost all areas of life. 
Four times as many women as 
men have dropped out of the 
workforce in the US, and one 
in four women who reported 
becoming unemployed during the 
pandemic said it was because of a 
lack of child care - twice the rate 
among men.

At the most worrying end 
of the spectrum, the Taliban 
takeover of Afghanistan is having 
a devastating impact on the 
freedoms and empowerment of 
women. While we are helpless to 
support at a macro level, we were 
determined to help who we could. 
This is why Enshored has backed 
20 female Afghan Athletes to 
escape the country for a new life 
in Ireland. Read about it on page 2.

Here’s to the women who 
inspire us.

Happy reading!

Ian 

Ian Jackson 
CEO, Enshored
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Enshored Pledge 
Support For 
Afghan Refugees

The Taliban takeover of 
Afghanistan is having a 
devastating impact on the 
freedoms and empowerment 
of women. While we are 
helpless to support at 
a macro level, we are 
determined to help where we 
can. This is why Enshored has 
backed 20 Afghan refugees 
to escape the country.

We are committed to 
supporting these women 
& their families in the long 
term and our initial donation 
of $20k will go towards 
supporting the resettlement 
costs, including flights, 
housing, clothes, education 
and other essentials. The 
refugees will be starting a 
new life in Ireland, one of 
the few countries who are 
currently offering a new home 
for Afghan refugees in need. 

Ian Jackson
Enshored

Ascend is a fantastic 
organization and I’m 
proud that we are able to 
offer support. 

Who are Ascend?

Ascend is a US based 
not-for-profit organization 
working in Afghanistan to 
empower young women 
through athletic based 
leadership training. They 
deliver high quality, high 
impact leadership training 
through an athletics-based 
curriculum to help Afghan 
women reach their potential. 
As the crisis in Afghanistan 
has developed, they’ve 
been working tirelessly to 
evacuate their team.

Ascend’s work 
is showing the 
way forward

I feel fortunate to be in 
a position where I can 
help in some way. In this 
world of selfishness and 
a focus on individual 
rights over community 
obligation, Ascend’s work 
is showing the way forward 
and I’m delighted that 
we can support them.  
Underground Railroad, Hotel 
Rwanda and Schindler’s List 
all come to mind as I think 
of the work being done and 
risks taken for others. I look 
forward to working with 
Ascend and following the 
process as it moves forward.
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Now the real story starts

Ascend need your help

The work doesn’t end here. The 
20 refugees need to fund their 
exit from Afghanistan, their flights 
to Ireland, housing, food, clothing, 
and other essentials to be able to 
begin their new lives. In time they 
will need help with education, 
getting into jobs. You can help. 

How can you help?

Donate – no matter how big 
or small, every donation is 
appreciated and will help to 
change the lives of these families. 

Spread the word – share the 
campaign on social media to help 
raise awareness and help Ascend 
reach their fundraising goal 

Learn more about the campaign 
here: fundrazr.com/51sz6a

“In the face of 
heartbreak in 
Afghanistan, every 
donation and offer of 
support we receive 
provides inspiration 
and hope. We are 
incredibly grateful. 
Enshored’s support 
of this effort leaves 
us humbled and 
committed to success.”

Marina LeGree 
Executive Director, Ascend – 
Leadership Through Athletics

15th August 2021

The Taliban entered 
Kabul. Ascend had 74 

girls in Afghanistan who 
needed help to escape.

16th August 2021

Work began to 
gain 20 visas for 
resettlement in Ireland. 

28th August 2021

The team were 
connected with East 

Galway TD Ciaran 
Cannon to navigate 

the system. There are 
three departments with 
potential responsibility. 

No one is sure which one 
is ultimately responsible.

30th August - 10th 
September 2021

The team began to 
lobby, write, text, 
and call the UNHCR, 
Irish Refugee Council, 
Department of Foreign 
Affairs, Department of 
Justice, Department 
of Children Equality 
Disability Integration 
and Youth and Ministers 
in hope of finding a 
decision-maker but 
they had no luck.  

10th September 2021

Eibhlin Byrne, Director 
of the Irish Refugee 

Programme, calls. 
The deal - if we can 

find accommodation/
resettlement support, 

she’ll have a strong case 
to present to Minister 

Roderic O’Gorman.

11th September 2021

Tens of Irish people 
offer rooms, welcome 
packs, medical 
support, transport, 
access to education, 
sports clubs, clothes, 
toiletries. The Red 
Cross offers support. 

14th September 2021

Less than a month 
after the campaign 

began, we  received a 
call from Eibhlin Byrne 
advising that Minister 

Roderic O’Gorman 
will grant 20 visas.

3

http://fundrazr.com/51sz6a


4



Cooking  
up a storm

What started as 
an initial back 
garden experiment 
has become a 
powerhouse global 
business for Darina 
Garland. Here she 
explains how having 
time to develop 
a side hustle can 
be the making of 
entrepreneurs. 

A business built on childhood memories
Ooni Pizza Ovens are one 
of the success stories of the 
last few years. Now sold in 
over 80 countries, it’s helped 
define a new category of 
outdoor cooking and tapped 
into a growing market 
demand for high-quality food 
experiences at home. 

For founder Darina Garland 
and her husband Kristian, it’s 
been quite a journey since 
they created the world’s first 
portable pellet pizza oven 
back in 2012 – and one that’s 
been driven by a simple 
desire to allow everyone to 
make restaurant quality pizza 
at home. 

And this desire owes much 
to Garland’s childhood 
experiences of eating pizza. 
The taste of pizza from 
Sicily as a child still evokes 
powerful memories. 

“I went to Naples with 
my family when I was 
about 12 and I still 
think about that pizza 
we had, it was a simple 
margherita and it was 
the size of the table. It 
was outstanding and 
I can genuinely still 
taste it.”

Darina Garland
Co-Founder and Co-CEO, Ooni 
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Driven by curiosity
But if the love of good pizza 
was a driving force behind 
Ooni, arguably the key factor 
behind its success was having 
the time to experiment.

“We’d just had our first 
child and had a bit of time 
to tinker and explore,” she 
explains. “Kristian wanted 
to make a great pizza and 
he got really good at doing 
it in a domestic oven. But it 
was only good and he really 
wanted to make it better. 
That’s when he realized that it 
needed to be wood-fired and 
cooked on really high heat to 
get that perfect crust.”

So he began to look at 
buying a pizza oven and 
realized they would have 
to pay around £2,000 for a 
traditional installation. It was 
bulky, took up a lot of space, 
and took ages to heat up. 

“He couldn’t believe there 
wasn’t something smaller so 
being the practical person 
he is, he just decided to 
make one! So that’s where 
the idea came from. He 
started prototyping the first 
Ooni and it was the size of a 
suitcase and could fit on any 
outdoor tabletop.” 

The real innovation came 
from the fact that they 
used wood pellets. This 
is compressed wood and 
allowed them to generate 
heat of around 500 degrees 
Celsius in a small space 
within 10 minutes.  

This meant you could cook 
pizza in around two minutes.

“This was the spark for our 
business and we were pretty 
blown away by it,” she admits.

 

From there they quickly 
realized that they could be on 
to something big. 

“If we liked it that 
much, we knew there’d 
be a market for it.” 
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From prototype  
to production 

“Kickstarter launched 
in the UK at the same 
time and that was a 
great place to test 
crowdfunding to see if 
people liked it as much 
as we did. So much 
good stuff happened 
when we launched that 
Kickstarter campaign.”

Soon after, interest began 
to snowball and Selfridges 
got in touch to say they 
would be interested in selling 
their product.

“We didn’t even have a retail 
package or anything so we 
had to run to catch up,” 
Garland laughs. 

With average growth for 
the first three years at 
340 percent, they quickly 
made the leap from start-
up to scale up, getting 
other retailers such as 
Bloomingdales and John 
Lewis on board and growing 
fast overseas. 

“The U.S. is our biggest 
market,” she adds, “and we’ve 
had some epic success. But 
we still feel we’re scratching 
the surface in terms of 
the opportunities.” 

With offices in America, 
Germany, Scotland, and 
China, they’re well placed to 
exploit these opportunities. 

Culture  
and purpose 

But it’s not just a great 
product that’s helped put 
them on such an exciting 
growth trajectory. Having 
previously worked in 
education business, Garland 
explains that she saw lots of 
different leadership styles 
and was keen to put culture 
and purpose right at the 
heart of their business.

“In our previous job, we saw 
how important autonomy is 
for people and we wanted 
to get our culture right from 
the beginning, so we didn’t 
have to sew it in afterward,” 
she says. “We want diversity 
and connection to our culture 
and values.”

If they’ve made mistakes 
along the way, it’s been 
in hiring people that 
weren’t properly aligned to 
their culture.

She also adds that the fact 
the Ooni is in high demand 
is as much a challenge as 
a blessing.

“Global shipping and logistics 
are incredibly challenging 
just now,” she notes. “It’s 
incredibly difficult to get 
things out of China and 
container prices have gone 
up exponentially. There have 
also been challenges with 
tariffs and selling into the U.S. 
But all in all, it’s been a very 
positive experience. 

“If I was to look back, the 
only thing I’d do differently is 
hiring people faster.”

Valuing  
fresh thinking

People are at the heart of 
Ooni, and Garland credits 
her team as the real reason 
for their success. “The only 
reason we’ve grown the 
business is because we’ve got 
a great team who bring fresh 
ideas and fresh thinking to the 
business every day – and this 
is something we encourage,” 
she explains. “When new 
people join we ask them to 
look at the business with fresh 
eyes and tell us what they’d 
do differently.”

This culture of constant 
learning is firmly embedded 
in the business and it’s 
something she thinks all 
entrepreneurs should adopt. 

“My advice to entrepreneurs 
would be to know why you’re 
doing it,” she smiles. “Have 
a great idea, believe in it, 
and make sure you’ve got a 
strong purpose.”

“The secret is about 
connecting with 
people, asking advice, 
learning and testing 
ideas,” she stresses. 
“That’s absolutely been 
the most important 
part of our journey. It 
always amazes me that 
when you ask people 
you admire for help, 
they often say yes!”

Company: Ooni 

Headquarters: Scotland 

Provides:  
Amazing pizza ovens

More info: ooni.com 

Year started: 2012 
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Driven by 
passion 

Lavena Xu-Johnson
Co-Founder & CEO, Wishu 
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With more and more creatives gravitating 
towards freelancing and a DIY model of 
building their careers, Lavena Xu-Johnson, 
the co-founder of Wishu, explains why 
she’s fighting the corner for creative talent.

There are many motivations 
driving entrepreneurs to 
build a business. More often 
than not it’s a combination 
of wanting more agency, 
wishing to change things and 
earn more by taking risks. 
But in the case of Lavena 
Xu-Johnson, there’s another 
added dimension. As co-
founder of Wishu, the social 
marketplace app for creative 
freelancers, she doesn’t so 
much see her audience as a 
market opportunity, but more 
a source of inspiration.

“Our business is driven by 
appreciation, respect and 
empathy,” she says. “These 
creative entrepreneurs have 
to fight their way up in 
an extremely competitive 
industry. Not only are you 

running your own business, 
but, as a one person team, 
you need to know everything.”

Founded in 2019, Wishu 
supports creative freelancers 
to hone their skills and build 
their portfolio, develop 
ongoing relationships with 
clients, attract requests and 
bookings, and apply for on-
demand jobs posted near 
them. Billed as the world’s first 
social marketplace app that 
allows transactions between 
creative freelancers and 
business individuals in need 
of their services to be booked 
and paid for through the app, 
it already has a host of major 
players on board such as Head 
of strategy at Saatchi & Saatchi 
and Ex-Head of product from 
marketplace Depop. 

“The stereotype is to think 
that having a full time job 
as a creative freelancer is 
not a proper job,” sighs 
Xu-Johnson. “But for the 
people who go in there and 
build their own name, that 
requires so much courage, 
strategy and talent.”

The app has its origins 
in the university days of 
the three founders. They 
started off creating a 
society for entrepreneurs 
to connect with London 
tech founders but wanted 
to build a marketplace for 
students to monetise their 
skills. As their thinking 
evolved, Wishu was born.

“All we did during any 
break time was break 
into universities, 
go around and 
show students the 
prototype and collect 
sign-ups,” she beams. 
“It was such an 
amazing time.”
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Start-up life

From there, the founders 
went on to experience what 
Xu-Johnson describes as 
typical start-up life. “We lived 
together, shared the same 
food, and worked together 
non-stop.” 

Underpinning all of this was 
a realisation that the creative 
economy was growing 
twice as fast as the UK 
economy and had so much 
unlocked potential. 

“Our research showed us 
just how old-fashioned the 
approach was to the creative 
industry because technology 
hadn’t been implemented,” 
she explains. “When you’re 
creating an advertisement or 
campaign onsite, you need to 
have a team of professionals 
such as stylists, makeup 
artists, set designers, the 
post production team and 
everyone in between. These 
people are hired by marketing 
departments or agencies and 
80 per cent of those hires 
are freelancers. 

“But it’s fascinating that 
they haven’t implemented 
technology [to support these 
people]. That’s what made us 
excited and we realised we’d 
found a niche and could really 
help this entire industry.” 

Looking  
after yourself 

In Wishu’s short 
entrepreneurial journey so 
far, Xu-Johnson has already 
learned a vital lesson that’s 
she keen to impart to other 
entrepreneurs considering 
launching a business; 
most importantly, look 
after yourself.

Setting up a business is 
hard and despite being on a 
firm growth trajectory that 
comes with winning big 
pitches and awards, she says 
burnout is a big danger for all 
founders – particularly during 
a pandemic.

“Success doesn’t save you 
from burnout,” she warns. 
“Being a founder taught me 
a lot about life and how to 
be patient, compassionate 
towards yourself and resilient. 
You don’t get tonnes of 
gratification because you 
have so many expectations 
on yourself. It’s easy to forget 
and hard to appreciate what 
you’ve achieved. You just 
never think it’s good enough, 
so you end up feeling bad. 
You’re always trying to reach 
the next level then catching 
up with your expectations 
without appreciating what 
you’ve done. 

“That’s how burnout 
happens. I had to learn about 
resilience and I think bring 
resilient is highly related to 
self-compassion, patience 
and acceptance.”

Going global 

Acknowledging that she’s 
now very much “back on 
track” and feeling like “a new 
self”, Xu-Johnson is happy 
to talk about the next stage 
of development for Wishu, 
which is to go global.

The app is only operating in 
the UK at the moment but 
they are rapidly turning their 
sights to global expansion. 

“We want to build the most 
engaged community with the 
most advanced work tools 
and unite the industry on one 
platform,” she grins. 

“The passion that 
comes from these 
people, that’s what’s 
driving humanity 
forward,” she argues. 
“Art and creativity is 
the most important 
part of life, you know, 
and these are the 
creators that create 
art that you see every 
day in whatever form 
it is. We just feel so 
honoured to be able to 
serve them.”

Company name: Wishu 

Based: London 

Provides: Help for 
creative freelancers. 
Wishu is a marketplace, 
network and workflow 
tool for creative 
businesses and agencies 
to book creatives in 
film, design, fashion and 
music

More info: wishu.io 

Year started: 2019
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No letting up 
Merilee Karr
Founder & CEO, 
UnderTheDoormat 

The sharing economy was one 
of the worst hit sectors of the 
pandemic. But Merilee Karr 
is confident that responsible 
short-letting will soon bounce 
back and flourish.

Turning crisis into opportunity 

Entrepreneurs are wired 
to look for silver linings 
and even in the midst of 
a devastating pandemic, 
Merilee Karr was looking for 
new opportunities.

“Overnight our industry shut 
down,” recalls the founder of 
luxury home accommodation 
business UnderTheDoormat 
and chair of the UK Short 
Term Accommodation 
Association. “Not only as an 
entrepreneur, but as chair of 
an industry body, I realised 
we had a big problem and 
lots of businesses were going 
to struggle.”

But instead of just focusing 
on their own problems, the 
industry rallied together 
to help frontline workers 
fighting the pandemic.

“We came together as an 
industry and everyone who 
was a professional operator 

who had properties sitting 
empty offered to provide 
them to healthcare workers 
for free,” explains Karr. “We 
turned it into a charitable 
opportunity and that built 
goodwill with government 
because they could see our 
sector was doing something 
to help in a crisis, despite 
the fact we were going 
through a tough time. It also 
helped educate government 
around the fact that there 
are professional operators in 
our sector; it’s not just peer 
to peer.”

Over 10,000 nights were 
hosted for free, saving over 
£20million for the UK’s 
National Health Service 
and NHS Trusts. From 
this challenging position, 
she was able to launch 
Trusted Stays, an industry 
platform that offers quality 

short term home rentals 
for government staff, key 
workers and professionals 
from corporate companies.

Such actions typically reflect 
Karr’s agile mindset. Coming 
from a corporate background, 
she readily admits she had 
always wanted to be an 
entrepreneur but needed the 
right idea to make the leap. 

“I probably never fit into 
the corporate world. 
I was always given 
the entrepreneurial 
projects and was always 
doing things that were 
disruptive. For me, 
what this business 
brought together was 
my love of travel and 
the experiences you 
get and the residential 
property world.”
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Model built on trust 

What distinguishes Karr’s 
business model from others 
is her focus on addressing 
the market demand for high 
standards and professionalism. 

“It’s all about trust,” she admits. 
“In order for the market to 
reach its full potential, guests 
want a professional experience. 
They want the quality of a hotel 
combined with the comfort of 
a home. Nowadays there’s a lot 
of talk about Airbnb anxiety… 
you never know if the owner has 
cleaned the property properly, 
will you just get a lockbox, is 
anyone going to be there to 
greet you? Having a company 
that professionally manages it 
provides a level of assurance for 
both the owners and guests.” 

She acknowledges that one 
of the challenges facing her 
industry is that there are 
lots of new people entering 
the market and having clear 
standards is key to maintaining 
consumer confidence. 

“This is about the credibility of 
the whole industry,” she argues. 
“Some people have not always 
had the best experiences and 
they automatically think that 
this is just a problem with our 
industry. And then it takes a 
little while to convince them that 
if you have the right processes 
and structures in place, all of this 
stuff can be well managed. 

“This is what I’m really 
passionate about…having clear 
industry standards and helping 
new entrants into the market. 
There are lots of great things 
about our industry and I don’t 
want them overshadowed 
when things go wrong because 
someone didn’t know how to 
operate to a high standard.”

New opportunities 

Established since 2014, 
Karr now has three 
parts to her business, 
UnderTheDoormat, Trusted 
Stays and Hospira, a global-
first service and technology 
that helps property 
portfolio and independent 
holiday lets companies 
manage their business in a 
single technology.

While she aknowledges 
that the pandemic was an 
“unexpected challenge” she 
freely admits there have 
been plenty of highs on her 
entrepreneurial journey so 
far. Winning a government 
RFP, getting investment and 
winning last year’s Travolution 
Best for Staying award are 
some of her highlights.

And with huge growth 
predicted for the short stay 
market in the post-pandemic 
world (the sharing economy 
is predicted to increase to 
$335billion by 2025), she’s 
positive there will be many 
more to come. 

But what advice would she 
give to someone else like her 
former self who’s thinking of 
giving up their job to set up 
a business?

“Do it!” she says. “The 
hardest step to becoming 
an entrepreneur is the first 
one. It’s not easy, I gave up a 
great job in a great company. 
But if you don’t try and find 
your first customers and get 
your product up and running, 
you’ll never know. My advice 
would be not to look back.”

With Karr’s sights 
permanently trained on 
future opportunities, there’s 
no danger of that. 

Company name:  
UnderTheDoormat 

Based: London 

Provides: Luxury 
home accommodation 
short stays 

More info: 
underthedoormat.com 

Year started: 2014 
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‘Something 
magical was 
happening and I 
wanted to share it 
with more people’
Dr Sheri Jacobson
Founder, Harley 
Therapy

Sheri Jacobson 
has simple advice 
to would-be 
entrepreneurs: ‘Do 
what you love and 
continue to do it!’

The journey

It’s become something of a 
cliché to view entrepreneurs 
as mavericks, dreamers, and 
innovators, but there are 
some who perfectly embody 
the never-take-no-for-an-
answer, blazing passion that’s 
required to found a successful 
business. And Sheri Jacobson 
is a perfect example. 

The founder of FT Future 
100 company Harley 
Therapy, she’s not only a 
passionate campaigner to 
de-stigmatize mental health 
and therapeutic support but 
a timely reminder that, above 
all else, it’s people that drive 
successful businesses.

Having started off in 
investment banking, Jacobson 
turned her back on finance 
because she craved something 
different. She subsequently 
went on to embark on 10 years 
of psychotherapy training 
and a seven-year period as a 

volunteer counselor before 
setting up her first business.

“There’s a lot of research 
that shows us that earning 
money is not the be-all 
and end all,” she explains. 
“There’s a certain threshold 
beyond which you can 
have a comfortable life and 
having lots of extra gadgets 
and disposable income isn’t 
going to contribute to your 
wellbeing as much as having 
a purpose and feeling really 
fulfilled in what we do.

“If you’re lucky enough to 
stumble across something 
you love and can turn it into 
a business, then you should 
stick with it – even if it’s not 
an ‘approved’ career. My dad 
said, ‘I don’t understand why 
you want to do this. You’re 
not going to earn a living 
from this and I don’t see you 
being happy.’ But you know 
what, I’m loving it!”
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Driven to help others 

Having subsequently 
conducted over 250,000 
personal therapy sessions 
and her companies carrying 
out almost 10,000 sessions 
a month, it’s fair to say she’s 
not looked back.

In 2006 she founded Harley 
Therapy in a world-renowned 
area of medical excellence 
in London. 

“I was working with clients on 
a one-to-one basis and was 
driven to help more people,” 
she recalls. “I saw that there 
was a change in a person and 
light was often brought into 
their lives over prolonged 
work - it didn’t happen 
overnight, it took many 
sessions. Their lives were truly 
transformed. Not everyone, 
though, and not all the time, 
but there was enough to 
say something magical was 
happening and I wanted to 
share it with more people.

“I’m driven to help 
others experience what 
I see in the therapy 
rooms and, indeed, 
what I experienced 
myself when I went 
into therapy at the 
age of 17.” 

Technology is key to expansion

There are two sides to 
Jacobson’s business. Firstly, 
the very exclusive Harley 
Street clinic, which by her 
admission is expensive and 
“restrictive in access”. 

Then there is the Harley 
Therapy Platform, which 
was launched in 2017 it aims 
to make therapy far more 
accessible and affordable. 
This is a virtual business and 
has the same mission as 
the clinic, which is to “help 
people through therapy and 
psychological knowledge 
with a view that everyone 
has the capacity to change if 
they’re willing to work hard”.

The platform now delivers 
around 8,000 sessions a 
month, while the bricks-and-
mortar clinic has never done 
more than 2,000 therapy 
sessions a month. 

Self-funded all the way 
through, she was able to 
leverage the power of her 
Harley Therapy clinic brand 
to create a global business. 
“I saw so many successful 
platform-based businesses 

and I thought there’s got to 
be a way to translate this to 
what I’m doing,” she explains. 

The journey hasn’t been 
without pitfalls though. She 
acknowledges some growing 
pains, particularly around 
the fact that some therapists 
struggled to move on from 
the old methods. “We can’t 
use paper diaries, we’re 
driven by technology and 
some people don’t like that, 
they don’t value it and find it 
impersonal,” she admits.

Company name:  
Harley Therapy 

Based: London 

Provides: Specialist 
short and long-
term counseling, 
psychotherapy and 
cognitive behavioural 
therapy for a range of 
issues, from day-to-
day worries to complex 
psychological conditions 

More info:  
harleytherapy.co.uk 

Year started: 2006
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Ella Goldner
Co-Founder, Zinc
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‘Think big, 
start small’

As co-founder of 
the mission-driven 
company builder, 
Zinc, Ella Goldner 
explains why she 
was inspired to build 
scalable solutions to 
social problems

Less than five years into 
her entrepreneurial journey, 
Ella Goldner is already 
making waves. Winner 
of the CEO Award at the 
London Business Awards 
in 2019, she epitomises the 
zeitgeist of mission driven 
entrepreneurship that is 
changing today’s business 
environment. 

Her business, which she 
co-founded with Paul Kirby 
in 2017, recruits potential 
founders and takes them 
through a nine-month 
programme, which, if all goes 
to plan, sees them find a co-
founder and form a company 
that’s tasked with making 
large-scale social impact. 

The idea is to create a 
company that meets Zinc’s 
three key criteria. This is to 
address an unmet need in 

to be really important 
and make an impact. I 
decided I didn’t want 
to continue working in 
media and I wanted to 
be enabling people.” 

With more than 30 
companies having been 
established through their 
programme and more than 
2,000 applications to join 
it, she’s certainly making 
the desired impact. These 
companies have managed 
to attract seven times the 
investment that Zinc provided 
and are already delivering 
solutions in women’s mental 
health, education, access to 
employment and tackling 
dementia among other 
things. Add to which there is 
a community of over 11,000 
people who come to their 
events, are in touch with their 
companies and sign up to 
their newsletter, and it’s no 
exaggeration for Goldner to 
label this as “a movement”.

But if it’s a movement, it’s 
one that’s firmly rooted in 
what Goldner sees as start-
up power and harnessing the 
innovation of entrepreneurs 
for greater societal good. 

the developed world, have 
a target market of over 
100 million people and also 
have lots of unexploited 
opportunities to disrupt. 

Improving mental health, 
tackling loneliness and loss 
of independence for older 
people, and supporting 
communities hardest hit by 
automation are just some of 
the missions where they seek 
to develop businesses. 

It’s all hugely ambitious and 
Zinc is very much at the 
vanguard of the venture 
builder movement, which 
is changing the way new 
companies and products are 
created. But the question 
that begs asking is why did 
it decide to set itself apart 
from other company builders 
through its social mission? 

“The catalyst or trigger 
point for me was becoming 
a mother,” Goldner explains. 
“The time when I wasn’t with 
my children didn’t feel like it 
was adding up to anything 
substantial enough – and that 
was the turning point.

“I knew I wanted to 
fulfil myself and do 
other things but it had 
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Harnessing start-up energy for a big social purpose 

Some might argue that her 
social mission would be 
better rooted in the work of 
an NGO or social, Goldner 
says her experience is 
that these vehicles are not 
designed to scale.

“The way that they are set 
up, their structure, their 
governance, their reason for 
being in a way is not allowing 
for them to grow fast, to 
innovate or embrace risk,” 
she says. “Whereas I think the 
commercial world is much 
better suited to do risk-taking 
innovation. I firmly believe in 
the power of the commercial 

market to solve these issues.”

She also stresses that 
there are big commercial 
opportunities in all of 
these areas.

“Even if you have a lot of 
money and one of your loved 
ones is suffering from mental 
health, say, you don’t have 
good enough solutions or 
services to cater for this at 
the moment.”

Yet while she’s keen to 
talk up the power of 
entrepreneurialism to solve 
pressing social problems, 
she’s keen to stress that 
her movement is not anti-

NGO or social enterprise. 
“It’s about bringing the best 
of these worlds together,” 
she explains. 

“How do you bring the 
understanding, insight 
and passion that people 
have in NGOs with 
the understanding, 
frameworks and 
science of academia 
and the scaleability 
of corporates and 
dynamism of start-ups? 
That’s what we’re trying 
to bring together.” 
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Think big, start small

It’s a complex tightrope to 
walk, but in many ways Zinc 
is entrepreneurship boiled 
down to its essence; meeting 
unmet needs, helping 
communities and trying to 
shape a positive future. 

When asked what advice 
she would pass on to 
other entrepreneurs at the 
beginning of their journey, her 
eyes light up. 

“First of all come to Zinc!” 
she says, “and find out if 
there is something here for 
you. The other thing I would 
say is start experimenting. It 
could be joining a start-up 
and working a few days a 
month, it could be doing your 
own thing and starting it as a 
passion project. But waiting 
for the opportunity to come 

to you is not going to work.”

Other advice she offers is 
to find a good network and 
supporters, and don’t be 
afraid to shoot for the stars.

“Think really big, but act 
really small,” she says. “Think 
as big as you can then start 
really small. What’s the next 
thing I can do? Can I put 
together a website? Even 
one page to start grabbing 
people’s attention.”

But if experimentation and 
ambition are key ingredients, 
then her parting advice is 
essential.

“Never forget to speak to 
the people you want to be 
solving a problem for,” she 
says. “Get their insights, 
their thoughts as soon as 

you can. So many people 
start businesses with good 
intentions and don’t do this. 
Then they build things that 
people don’t want”. 

“Be as open minded as 
you can, it’ll make all 
the difference.” 

Company name: Zinc 

Based: London 

Provides: Support to 
bring together the 
brightest minds to build 
and scale a brand new 
way to solve the most 
important societal 
problems faced by the 
developed world. 

More info: zinc.vc 

Year started: 2017 
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What Carley  
did next…

After losing control 
of Kettlebell Kitchen, 
Carley Jones said 
her heart had been 
“ripped out”. But 
the award-winning 
entrepreneur has 
bounced back 
impressively and is 
keen to share what 
she’s learned on the 
start-up journey 

At the top of her game

Carley Jones was at the top 
of her game and very much 
in demand. In 2018, the young 
British founder of the healthy 
fast food chain, Kettlebell 
Kitchen, found herself at the 
vanguard of a clean eating 
trend transforming the food 
industry. She was catering 
for the likes of Apple, Under 
Armour and Converse, and 
winning major awards too. 

Setting out to redefine fast 
food for the gym crowd, 
Jones hit a winning formula 
with clean versions of 
popular dishes that had no 
chemicals or filler. They went 
on to ship freshly made, 
pre-proportioned and fully 
customised meals straight to 
your door. 

She’d come up with the idea 

after leaving the gym at 8pm, 
struggling to find something 
healthy to eat. Realising 
there were many others like 
her who were time poor and 
wanted a healthy alternative 
to the usual fast food outlets, 
she set to work. Suddenly 
chicken protein waffle 
burgers, firecracker wraps 
and peanut protein fries were 
all the rage. 
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Losing control

The business had achieved 
£1.25 ($2m) revenues in year 
one and in order to fund 
expansion plans, Carley 
began to talk to potential 
investors. And that’s when 
she began to lose her grip on 
the business.

“We started to win 
awards at this point and 
really get recognised 
for our growth, brand 
and hard work,” she 
recalls. “We won the 
Chairman’s award at 
the Eat, Sleep and Drink 
Awards plus Start-up 
of the year at the E3 
Awards. I personally 
won the Barclays 
women in business 
award for ‘Rising 
Star’ and Natwest 
entrepreneur of the 
year awards for start-up 
of the year in 2018. We 
were even featured in 
Business Insiders ‘Most 
exciting companies 
to watch’.”

At the time, she was carefully 
considering a £500k 
investment offer for a 25 per 
cent stake in her business 
when she ran into a former 
colleague who she liked and 
trusted. They offered her a 
much smaller investment, 
£100k, for the same 25 per 
cent stake, but with no 
conditions on targeted spend, 
plus the offer to help and 
mentor her. 

After mulling it over, she 
decided to go “with my heart 
instead of my head” and 
take the £100k investment. 
As far as Jones saw it, 
she would “gain a trusted 
friend as a business partner, 
instead of a stranger I knew 
nothing about”. 

However, things didn’t turn 
out as she’d hoped. What 
began was a series of unwise 
expansion decisions, which 
saw the business take on a 
unit next to the investor’s 
gym and buy with limited 
working capital an online 
food delivery company out of 
liquidation. 

Further complications arose 
when the investor transferred 
their existing employees 
from their business over to 
Kettlebell Kitchen, which 
almost doubled the wage bill 
overnight. Other acquisitions 
included a bakery and 
additional production 
units, which quickly left the 

business over-stretched and 
struggling to pay wages. 
The investor subsequently 
introduced another investor 
who invested £150,000 
for a 15 per cent stake in 
the business. Not long 
afterwards, the second 
investor brought their 
Financial Director into the 
business, which strengthened 
the control of the investors. 

Expansion decisions were 
not bringing in the profits 
they’d hoped for. When they 
opened another unit in the 
neighbouring city of Salford, 
which got off to a great start, 
to their horror they realised it 
was to the detriment of their 
flagship shop in Manchester a 
few miles away. 

“Was our market so niche and 
our customer pool so small 
in and around Manchester 
that by opening more 
stores it was simply taking 
customers from our first 
site?” worried Jones.

She was never able to 
properly find out. It wasn’t 
long afterwards that she 
learned the business had to 
go into liquidation. Insolvency 
practitioners were called in 
and before long Jones found 
herself written out of the 
business by her investors and 
no longer in control.

“It felt like my heart had been 
ripped out,” she subsequently 
told local media.

24



Failure is part of the entrepreneurial journey 

The company was bought 
out of liquidation by the new 
owners and still continues to 
trade today. There is clearly 
a great deal of acrimony 
between Jones and the 
investors and, while we are 
unlikely to ever get to the 
bottom of everything that 
happened, it’s a cautionary 
tale no entrepreneur should 
ignore and a reminder 
that there is no sentiment 
in business. 

Separations like this can be 
painful, ugly and certainly 
take their toll. Jones has 

publicly acknowledged 
that the fallout made her 
become a shell of her former 
self. But rather than lick her 
wounds, she’s bounced back 
impressively and set up a 
beauty supersalon and a 
hair extension business with 
a training academy. On top 
of which she has a business 
consultancy company, which 
helps founders with their 
businesses from concept to 
three to four years in. 

“I am extremely settled now 
and content with little stress,” 
she explains. “It was a dark 

time and I wasn’t sure how I 
could motivate myself to go 
again, but it turned out to 
be the best thing that ever 
happened to me.”

It may be a cliché, but it turns 
out that failure is part of the 
entrepreneurial journey. And 
it’s a truism that Jones has 
finally come to embrace. 

“I am stronger, I have 
realised how resilient 
I am,” she reflects. 
“Without mistakes we 
don’t grow.”
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‘It was terrifying… 
I had no trust 
fund or safety net’

There’s a popular image of 
the entrepreneur that few 
can live up to. Usually young, 
they’re daring and fearless, 
breaking rules, working 
from a laptop on the beach 
and enjoying a glamorous 
lifestyle. And lest we forget, 
they’re also making lots 
of money.

“It’s almost like the Instagram 
version of entrepreneurship,” 
smiles Kim-Parker, who’s 
in the third year of her 
entrepreneurial journey, 
having co-founded Thrilling, 
an online marketplace 
of curated vintage and 
secondhand items in 2018. 
“You only read about the 
highs and you don’t realise 
these people have systems 
of support that allow them to 
take that risky step. The fact 
that it’s enormously risky and 
there are just as many downs 

as there are ups is something 
that should be talked about 
more openly.”

For Kim-Parker, the desire 
to set up her own business 
was something that had 
been gnawing away at her 
for a long time. “I always 
had this urge, throughout 
the twists and turns of my 
career to build something 
with my own two hands,” 
she explains. 

She hails from a family of 
small business owners and 
says she’s proud of the fact 
her grandparents started the 
first black owned business 
in a small town in North 
Carolina in the 1940s. 

But even so, nothing 
prepared her for giving up 
a very good job as Chief of 
Staff for the Disney/ABC 
Television Group and setting 
up her own business.

“It was terrifying and full 
of risk!” she recalls. “I don’t 
have a trust fund or safety 
nets and I do often think 
that entrepreneurship 
is glamorised.”

She’s quick to highlight 
where some of the 
structural support around 
entrepreneurship needs to 
be improved to create a 
more diverse community 
of founders – and give 
everyone the opportunity to 
create businesses. 

“So, for example, less 
than one per cent of 
venture capital funding 
goes to black women,” 
she explains. “There’s 
a lot more work to 
do to make it a more 
feasible step to take for 
many people.” 

Becoming an entrepreneur is nothing like the 
romanticised calling we often hear of, argues 
Thrilling founder Shilla Kim-Parker. Here, she 
explains why there’s still a long way to go 
before it becomes accessible to all communities 

Shilla Kim-Parker
Founder, Thrilling 
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Passionate about supporting small businesses

Kim-Parker comes across 
as having a strong sense of 
community – both in terms 
of wanting to make the 
entrepreneurial community 
bigger and more diverse and 
also in wanting to support the 
small business community 
and help them survive in a 
digital-first environment. 

“We’re incredibly 
mission driven…we 
put our community 
first,” she explains. “It’s 
always about our small 
business partners and 
shoppers’ needs first. 
Then it’s how we shape 
the business around 
their needs.”

Her business operates 
around a simple principle; 
it uses technology to bring 
vintage stores online and 
make second hand shopping 
more modern, accessible and 
popular with the average 
consumer. It’s firmly rooted 
in the sustainable fashion 
movement and she admits 

that everyone at Thrilling 
is passionate about the 
climate crisis. 

She hosts over 300 stores 
across 100 cities on their 
platform and says many 
vintage stores have felt left 
behind and ignored.

“There are more second hand 
small business shops across 
the U.S. than Starbucks and 
McDonalds combined and yet 
it’s completely ignored as an 
industry and retail category. 
You wouldn’t even know it 
existed if you read analysts’ 
reports,” she says. 

Thrilling has raised over 
$12million in venture capital 
since its launch in 2018 and 
Kim-Parker is increasingly in 
demand. A partnership with 
Beyonce’s stylist resulted 
in an acclaimed curated 
collection of vintage pieces 
from black owned businesses 
and interviews with the 
likes of Fortune magazine 
have followed. 

She readily acknowledges 
there have been some great 
highs so far in the start-

up journey. But true to her 
keeping-it-real persona, she 
also doesn’t shy away from 
the low points. 

“We’ve experienced a lot of 
growth and our revenue grew 
1,900 per cent during the 
pandemic,” she says. “But the 
most meaningful thing for us 
is when our store partners do 
well. There’s a lot of mutual 
affection between us and our 
stores and we have a very 
close relationship with our 
stakeholders. The biggest 
high is when they thrive.”

But while she says they’re 
happy to have been able 
to find the right investors, 
fundraising is something 
she admits can be 
incredibly draining. 

“Fundraising for sure is one 
of the hardest challenges,” 
she concedes. “You do have 
to go through hundreds if not 
thousands of conversations. 
A lot of them can feel 
defeating, some of them 
can be offensive. It takes an 
enormous amount of grit to 
keep going.”
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‘You’re going to need the village’

But as she looks to expanding 
the business globally, with the 
UK very much on her radar, 
Kim-Parker is quick to thank 
others for helping her grow – 
and says this is something all 
entrepreneurs need. 

“One of the hardest parts of 
entrepreneurship is that it’s 
a very vulnerable journey, 
so you have to ask for help. 
Do not by shy,” she says. 
“You may feel self-conscious 
about how often you’re going 
to have to ask for help. But 
you should get over it. You 
know the saying, ‘It takes a 
village...’, well you’re going to 
need the village.”

At this point, the sounds of 
her two young children in the 
background are a reminder 
of the competing priorities 
she’s juggling - and she’s 
quick to debunk the idea that 
entrepreneurship is easy. “It 
is going to be hard,” she says 
when asked for advice for 
others beginning the start-up 
journey. “Nothing remarkable 
comes from being easy.” 

But if this all sounds hard 
medicine to swallow, it’s 
because she’s continually 
focussed on a bigger picture 
of ultimately changing 
consumer behaviour to help 
the environment. 

Company name: Thrilling

Based: Los Angeles 

Provides: An online 
marketplace of curated 
vintage and second 
hand items from the best 
boutiques across the 
United States. 

More info:  
shopthrilling.com 

Year started: 2018 

“This is a massively 
wide ocean of 
opportunity and we’re 
all working towards the 
same common goal,” 
she says. “It’s not going 
to be one company 
that succeeds, we all 
need to succeed to 
really cause a sea-
change in the way that 
the apparel industry 
works and the way 
shoppers shop, so I’m 
incredibly encouraged 
by the future.”
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www.enshored.com

Powerful outsourcing  
for disruptive start-ups

Enshored solves the challenges of fast-growing, 
disruptive start-ups by delivering tailored outsourcing 

solutions designed for early-stage start-ups.

Our 1,000 strong team supports the rapid scaling of 
the Unicorns of today and tomorrow.


