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Discover more about our vision 

Launch Mappers is an on-demand modular 
growth marketing team powered by experienced 
channel specialists. 



We map growth strategies and implement them 
over time for early-stage businesses.

https://launchmappers.com
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The key metrics

Discover the ten selected 
companies as part of our 
research. This table combines 
these companies' key metrics 
such as the number of 
employees, the number of 
funding rounds and amount. 


The analysis

For the in-depth analysis of each 
companies strategies, we 
researched their industry and 
their positioning.

For each company, we have 
summarised their winning 
strategy in three key takeaways.

The key takeaways

Explore the presentation of our 
final key takeaways observed 
throughout our research.

A note from David, 

founder of Launch Mappers

In our second year running this report, it's incredible to see the differences 
between startups that excelled at go-to-market in 2020 and 2021.



In 2020, we saw a lot of companies going to market and growing extremely 
fast in terms of capital, headcount, and revenues. Some of them are already 
household names (Gorillas, Clubhouse...).



Unlike in most economies, Covid-19 helped a lot of startups as some founders 
were already convinced the world was going remote and that our habits would 
change for the greater good (Remote, Hopin...).



A year after we published our report, 6 companies from that initial list passed 
the $1B valuation mark: Clubhouse, Volta Trucks, Hopin, Gorillas, Wiz and 
Remote, with Primer valued at $500M, which is fairly impressive.

In 2021, the startups we have found are very different. Many companies we 
featured decided to operate in stealth mode for a long time ahead of making 
their product available on the market.



We see companies that are way less capital intensive and are instead focused on 
serving a particular audience's needs.



It clearly shows that the relationship between investors and founders has 
changed. Recent startup founders tend to favour a more cautious approach to 
grow more sustainably in the long term over early and fast capital growth.



If there's a lot of variety in terms of industries and business models, blockchain-
focused startups are making a big entrance into our list. More interestingly, 
several of them are offering their clients tokens to federate them behind their 
product.



Through this report, I hope you will discover brilliant companies, the stories 
behind them and learn from their success to inspire your own.

Table of content 



4.

*These statistics are either based on crunchbase data or data given by 
the company

**These statistics are taken from the company’s LinkedIn page

Key Metrics

Hiring?Estimated revenue **Funding roundsEmployees**HQDate DescriptionCompany

Dance

OPPORTUNI

Prediko

2020

2021

2020 22

76

5

1 ($1M)


1 ($500K)


4 ($41.6M)
 -



-


-

Yes

Yes

Yes

Dance is an e-bike subscription service with an all-
inclusive support package.

An end-to-end solution that helps SMEs source, bid 
and win public sector contracts.

Inventory planning for e-commerce brands.

Berlin

Tradologics 2020 8 2 ($2.6M)
 YesTrading cloud platform to go from idea to 

live-trading – bypassing all infrastructure headaches. Delaware (USA)

Stockton-on-tees

London

Levity 2020 20 1 ($1.7M)
 $1M to $10M YesLevity enables non-technical people to build AI-
powered workflow automations without code. Berlin

Flambu 2020 4 -
 $10 to $50M
 -Social marketplace that people can buy and 
sell items securely and efficiently. Tel Aviv

Shopscribe

Dynava 2021

2021

101

8

-


-


$10 to $50M

$1M to $10M


-

Yes

Provides businesses with a bespoke customer 
service team.

Memberships catered for local shops 
powered by technology.

Helsinki

London

HOPR 2020 11 2 ($1M)
 $1M to $10M

 YesHOPR protocol provides full control over privacy, data 
and metadata for individuals, companies and institutions. Zurich

Accel Club 2020 40 2 ($169.8M)
 - YesAccel Club is a platform that is buying, operating, 
and launching e-commerce businesses.

Amsterdam

https://hopin.com/
https://www.opportuni.co.uk/
https://prediko.io/
https://www.linkedin.com/company/opportunitender/jobs/
https://dance.co/jobs
https://prediko.io/jobs
https://tradologics.com/
https://tradologics.com/careers#block-29https://tradologics.com/careers#block-29
https://levity.ai/
https://levity.ai/jobs#open-positions
https://www.flambu.com/
https://www.shopscribe.com/
https://www.dynava.com/
https://www.linkedin.com/company/shopscribe/jobs/
https://hoprnet.org/
https://hoprnet.org/about-us#jobs
https://www.accelclub.pro/
https://accelclub.notion.site


In Berlin, the co-founders behind SoundCloud Eric Quidenus-Wahlforss and 
Alexander Ljung, alongside Christian Springub, former co-founder of Jimdo, 
founded DANCE, in 2020.



DANCE is a frictionless e-bike subscription service with no upfront costs and 
all-inclusive services. Users pay a monthly fee with a cancel-anytime policy 
for a high-quality electric bike with an all-inclusive support package such 
as theft support, free repairs. A mobile app supports customers' journey 
with a dashboard to monitor speed, directions and access support.



The particularity which is making Dance stand out so early on in the 
electronic bike sector is the attractive price. Their membership costs 79€ 
when the average price of buying an e-bike is around 2.3K€. At the same 
time, such an expensive but high-quality e-bike needs maintenance. It has a 
higher probability of being stolen.



A fully assembled bike is delivered right to customers' doorsteps within 24 
hours of placing an order. And suppose the bike is allegedly stolen, locked 
correctly in a public place for repair, and gets stolen. In that case, Dance's 
members are not responsible.



The Berlin-based startup's mission is to create more livable cities centred 
around communities of people, not traffic. For now, they are only serving 
areas in Berlin. 



The founders' goal is to build and grow a community of connected e-bike 
riders, hence a soft product launch with an invite-only program in Berlin in 
July 2020.



Dance's angel investor profiles continue to expand. Investors include Bjarke 
Ingels (Founder and CEO BIG Architects), Ilkka Paananen (Founder & CEO 
Supercell), Jeannette zu Fürstenberg (La Famiglia), Kevin P. Ryan (Founder 
and CEO, AlleyCorp), Neil Parikh (Founder and chief strategy officer Casper) 
and leaders in arts, media, sustainability and technology.



The startup's announced a 16.5€ million funding round in September 2021 
which will enable them to continue scaling, including doubling operations and 
engineering teams. Dance will also launch in additional markets in Europe 
through 2022, alongside building thousands of e-bikes more.



The high-profile investments were covered in a range of established media 
outlets such as Tech Crunch, Fast Company, Sifted. This has most probably 
delivered the young startup incredible coverage and momentum around their 
sustainable solution.

In 2019, more than 3 million electric bikes were sold, according to 
CONEBI's market report. This number amounts to a 23% increase 
compared to 2018.



Across Europe, there has already been a positive response to e-bike as 
they've become more and more used. In Germany alone, in 2020,

2 million electric bikes were sold.

About the company

Finalising your product and its UPS with a soft 
launch is the best way to minimise risks and costs

Being focused on your core users is the best way to 
offer real solutions to real problems 

Excelling at supply chain control is a must to 
improve sales conversion rates, customer 
satisfaction, and retention 

Key takeaways
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Founded in February 2021, Accel Club is an Amsterdam-based acquirer of 
FBA businesses and third-party sellers within the Amazon marketplace. The 
company's mission is to buy and operate profitable and fast-growing 
independent sellers.



To illustrate the potential this business has within this specific e-commerce 
industry, up until Q3 of 2021, 56% of paid units sold by Amazon were sold by 
third-party sellers on its digital marketplace.



Data from the previous years could explain the startup's requirements to be an 
eligible business for them to acquire. The team at Accel Club is looking for 
brands with 70% of sales executed Amazon FBA in the U.S. market.



The success of this particular company relies on their highly selective criteria, 
such as targeting companies with a $1M in revenue in the last 12 months. 
These criteria allow them to ensure that they can implement their expertise in 
data analytics, supply chain, growth marketing, and finance.



Therefore, the company avoids anything like long-term/in-depth R&D 
projects for a quicker ROI. It all comes down to boosting product sales for the 
global expansion of the purchased brand.



The team behind Accel Club was designed to bring experts within the e-
commerce space operationally who have a proven track record from 
companies such as Uber, Alibaba, McKinsey, Google and much more.



Founders Max Firsov and Nick Tuzenko lead this team. Firsov, ex-founder and 
CEO of Yandex.Eats has more than 15 years of e-commerce experience. 


In addition to presenting an attractive team that understands third-party 
sellers, Accel Club also provides a more transparent payout. Instead of 
applying the EBITDA model (Earnings Before Interest, Taxes, Depreciation, 
and Amortization), the payout is directly linked to revenue.



The Amsterdam-based startup closed a $170M funding round of equity and 
venture debt, enabling Accel Club to continue its expansion.

According to Statista, in Q3 2021, Amazon recorded an 18% increase on 
a year-on-year basis generated by third-party sellers. Net sales reached 
a total amount of 24 billion U.S. dollars, and it includes commissions, 
fulfillment and shipping fees, and other services related to third-party 
sellers.

About the company

Teams can make or break companies. Make sure to 
spend enough on your recruitment strategy and hire 
the right specialists 

Don’t be afraid to raise a lot of capital early on if 
you are confident that you can rapidly generate a 
positive return on investment

Leverage high-performing ecosystems to find high-
revenue opportunities for your startup. There are 
1000s of successful brands on Amazon, and Accel 
does not need to build them from the ground up

Key takeaways

"We've built successful e-commerce businesses, which ended up 
becoming market leaders. This experience gave us insights into 
the way e-commerce merchants operate and the difficulties they 
face. This allows us to efficiently structure our transactions, and to 
swiftly unlock value post-integration."


- Nick Tuzenko, Co-Founder and M.D. at Accel Club

Tuzenko was a Managing Director at Busfor, a transport company acquired 
by BlaBlaCar in 2019.

6.



Founded in 2020 in Delaware, Tradologics is the first cloud platform to

help professional traders, quant developers, investment advisors and small-
medium fund managers to develop, test, run, and scale their programmatic 
trading strategies in the cloud. They don't need to worry about any headaches 
such as broker connectivity, data management, or infrastructure.



The Tradologics' team are solving many of the difficulties traders have to deal 
with regularly, such as not being able to automate their strategies, dealing 
with a fragmented market and having to chase data.

During this event, the startup brought 12 highly recognised figures of this 
industry as well as an exclusive live walkthrough of the platform.



Since then, the team at Tradologics have been gradually onboarding more 
and more users who have been waiting for months to join. It’s the first platform 
to offer experienced traders a streamlined workflow enabling them to focus on 
the main thing, generating alpha. So it's no surprise that before even publicly 
launching, the startup already has an excited user base.



On top of this new solution, the subscription to this platform is quite flexible, 
making it even more attractive. Users can choose the 'pay-as-you-go' plan or 
choose amongst one of the three different plans, each designed for a different 
buyer persona of the platform (Runner, Trader, Rainmaker).



Tradologics announced a seed investment of $2.3 million. The platform will be 
launched publicly in 2022 with new features already.

With this platform, all aspects of trading have been brought together into one 
ecosystem where users can research, test and trade in any market. They can 
also automate data delivery, putting an end to the chasing data tasks. 



With 15,000 traders currently on a waitlist, the platform is available by 
invitation-only. This waitlist has also grown exponentially with an online event 
organised by Tradologics called the Algotrading Summit in the summer of 
2021.

"You have to have the skills of a good trader, a researcher, a 
developer, a network administrator, and a programmer. Very 
few people are capable of mastering all these skills and more at 
the same time."

- Ran Aroussi, Founder & CEO of Tradologics

Machine-led trading grew from about 15% in the early 2000s to over 
80% of the total U.S. market trading volume. An estimated 50M Currency 
traders (incl. Crypto) use custom solutions to trade algorithmically.



Algorithmic trading services market is estimated to reach $20 Billion by 
2023. The algo-trading market is also estimated to grow annually by 
11.2% over the next 5 years.

About the company

To enable product-led growth, you need to know 
your core audience perfectly. Tradologics' founder 
is a-10 years experienced algo-trader prior to 
creating the startup


Create events and content with well-known people in 
your industry to create a pipeline of clients. The 
Algotrading Summit had 4,000 registrations, most of 
whom were not part of the Tradologics’ waitlist

Startups can be successful if they tackle markets 
and communities that lack infrastructure. The 
trading community is very much into innovation. 
Rather than creating yet another broker, 
Tradologics focused on what is not working with 
broking platforms today

Key takeaways
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HOPR was founded by Sebastian Bürgel and Rick Krieger. Dr Bürgel was 
already a prominent figure in Switzerland in data privacy, having helped draft 
the Distributed Ledger Technology (DLT) Law.



Together, they decided to build a company that enables anonymous, private, 
and secure data relay using blockchain technology. The HOPR team is 
building an entire community of users, providing them with a financial 
incentive to enhance the privacy of any network. Participants are paid with 
tokens for every traffic, for every packet of data they relay.



The only known bit of information is their destination. There is a mechanism 
within the HOPR platform to make sure it's going where it's supposed to. But 
where it's coming from, and its content remain entirely private.



HOPR is just like Google, it's not a single server, but it's a connected network 
accessible to everybody. It's not a privacy solution for blockchain transactions 
but a general network-layer portal for users to exchange data privately. The 
HOPR community is highly active within the use of the platform.

With a token system, the HOPR team is introducing their own form of 
shareholding, creating an active and loyal community of users that currently 
consists of cryptocurrency investors. This is a product widely known within this 
community.



Developing their community is their most vital source of growth to both grow 
their active users base and create value.

The platform is currently still in development, intending to launch in 2022. 
The team is designing a platform that can be used as a foundation. Other 
applications and services can be built on top. This would be a key source of 
revenue for HOPR by getting a small share of the apps built on top of the 
HOPR platform. This is a very similar model to how the App Store functions.

Digital and data privacy is a rapidly growing topic. According to 
a Crunchbase research, up until Q3 of 2021, more than $14 billion has 
been invested in cybersecurity compared to the $7.8 billion by these 
companies in 2020.



Entrust uncovered how only 21% of smartphone users trust established 
brands to secure their personal information in 2021.

About the company

The fight for data protection has never been this 
intense between consumers and GAFAs

Tokenising your product doesn't equal guaranteed 
capital. HOPR saw its token fluctuate from 0.98 at 
the beginning of the year to 0.21 in December 2021


In the blockchain economy, consumers will push 
and use your product more if they can invest in your 
success through tokens 

Key takeaways

"We've created an association that gives the power of decision 
making over how funds should be allocated, how, if we want to 
give out grants for developing projects, and the community 
themselves get to decide how to allocate those funds."


- Jakob Leonard, Business Development Manager

"The idea is to develop a project with their help, their input and of 
course, their investments in believing in us. If they all dumped their 
tokens, then the liquidity would go down, the market share would 
go down, and the value would go down. So we depend on them to 
actively engage to develop a product."

- Jakob Leonard, Business Development Manager
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Levity is a Berlin-based startup founded in 2020 on a mission to enable non-
technical people to automate endlessly repeated tasks powered by Artificial 
Intelligence.



With the Levity platform, users can create AI-powered workflows such as 
processing unstructured data. Levity is an external platform that can be 
directly integrated within existing systems. It can be achieved through native 
integrations with other platforms such as Zapier, Slack, Google Sheets, or 
using an API integration to integrate with other tools.



You can automate simple processes such as categorising documents like 
PDFs, Word documents or images. With Levity's AI-powered technology, 
these workflows are continuously trained to improve their performance over 
time. Levity's current uses cases focus on the work of the following teams: 
Customer Service, Operations and Product, in small and medium-sized 
businesses.



The platform is horizontal, meaning that the Levity technology can be used for 
most processes that involve a human decision of some kind.



Creating a no-code platform targeting these businesses shows the Levity 
team's understanding of how they operate. SMBs don't necessarily have the 
financial means to hire technical people. When restricted in human resources, 
efficiency is key.

Additionally, by taking care of the AI aspects, Levity is also removing the need 
to hire a whole data science team to manage the performance of these 
workflows.



At the beginning of 2021, Levity raised $1.7M in pre-seed funding, led by 
Angular Ventures with investment from System.One, Discovery Ventures 
(founders of SumUp), Martin Henk (founder of Pipedrive) and various 
additional angel investors. The platform is available in close beta at the 
moment.

According to research by Gartner, Inc., 80% of technology products and 
services will not be built by technology professionals by 2024.



The rise of low-code development tools and AI is among the elements that 
made technology a lot more accessible. Rajesh Kandaswamy, research 
vice president at Gartner, stated how "Growth in digital data, low-code 
development tools and artificial intelligence (AI)-assisted development are 
among the many factors that enable the democratization of technology 
development beyond IT professionals."



The low-code platforms' market is projected to benefit from a 22.6% 
increase from 2020, resulting in a total of $13.8 billion in 2021.

About the company

Historically, many startups have been built for the 
enterprise or the startup markets. However, SMBs 
remain in significant need of tech support from 
startups


As much as everyone agrees on the need to automate 
repetitive tasks, there are still a lot of opportunities for 
startups to exploit in the SMB space


A lot of companies struggle with recruitment 
because of capital or attractiveness. Creating 
products that can be managed by non-specialists 
is attractive to these companies   

Key takeaways

"Levity was born from our own pain points. We knew the 
technology was out there to automate those repetitive tasks that 
take up so much time but couldn't find a single product that caters 
to the average person who can't code but whose life would benefit 
from AI."


- Gero Keil, co-founder and CEO of Levity
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Founded in 2020, OPPORTUNI's mission is to enable small and medium-
sized businesses to win more public sector contracts effectively. The startup 
has been working with Teesside University's business support programme, 
DigitalCity, and Tech Nation to go-to-market.



It is an end-to-end solution that enables SMEs to source, bid and apply to win  
contracts. The platform's 'smart bots' are powered by machine learning.



You can search for tender opportunities from around 3,600 portals on one 
platform. Users can easily access contracts from the UK government, the 
National Health Service and Local Council public contracts.



The search for these contracts is also set up as a filtering system based on 
their products or services and geographical location. In addition, tender 
opportunities are also filtered with 'Tender Match', dubbed the 'tinder-for-
tenders' and showcased based on rank and weighting scores to support users 
in participating in contracts with a high likelihood of winning.



The lack of human resources, skills, and time is common for such businesses. 
OPPORTUNI's offer doesn't solely rely on the platform itself but also on the 
available add-on services, which are optional such as the accessibility to bid 
writers. 

Additionally, users have access to the startup's Bid Writers Marketplaces with 
an important pool of writers who have different expertise in a range of sectors.



What makes the London-based startup and its solution attractive isn't the 
platform only but its pricing. The monthly pay package costs £150 and the 
pay annually £1.500.



When comparing the costs of using a platform such as OPPORTUNI to 
internalising thjs role, small and medium-sized businesses save more than 
£20K. According to the startup, to hire such a role would cost on average 
£30K.



The startup recorded that SMEs have won £700 million worth of public sector 
contracts in the UK with its platform. They've also announced, in November 
2021, the acquisition of Bidstats, the largest and most comprehensive source 
of contract award data in the UK. It has nine years' worth of archives in its 
database. OPPORTUNI are rapidly positioning itself as the go-to solution for 
tenders opportunities with such a power move.

The UK Government had announced its commitment to spend about £88 
billion through SMEs in 2021 alone.



The public sector records day-to-day spending of more than £400 million 
in 2021, representing a 3.3% average real revenue change.



Working with the public sector is frequently associated with long-term 
stability and profitable payment terms. It can only be beneficial for small 
and medium-sized businesses as it provides them with the security to 
continue expanding.

About the company

There are existing billion-dollar markets that could 
be much more efficient. Supporting a functioning 
economy with technology and innovation is 
interesting for all stakeholders

There’s demand from B2B buyers to use fewer 
platforms to make purchasing decisions (ie. think 
about G2 and Captera) 

Marketplaces in a B2B environment provide more 
stability in some KPIs such as churn, repeat orders 
and sales conversion rates

Key takeaways

opportuni
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Founded in 2021, London-based startup Prediko is an inventory optimisation 
platform for e-commerce brands. Thanks to a forecasting engine that 
business' owners can easily customise and update, they now receive 
predictions on upcoming sales.



Prediko is designed to help this new generation of digital-first e-commerce 
brands eliminate stockouts and excess inventory.



The startup's founders Youri Moskovic and Nicolas Sabatier previously worked 
together in a London-based AI consulting firm building predictive systems for 
large legacy retailers, clients with annual revenue of more than £1 billion a 
year.



Whilst working on such projects, the duo understood the lack of accessibility to 
such solutions, and to kick off their R&D phase, they've interviewed around 50 
brands:

They can leverage existing data and trends to plan different scenarios such as  
Black Friday, for example.



The team at Prediko have yet to launch the platform publicly, currently 
planned for 2022. They've closely onboarded and accompanied their power 
users throughout their development phase, and they have now gained market 
validation to continue with their growth.



The startup joined the Tech Stars program right after inception, and they had 
also closed a first funding round backed by the founder of Klarna, Checkout, 
the NUXE group, to name a few.



The Prediko team continues to prepare for the startup's next growth stage with 
their most recent hire, a Head of Sales. It's time to set up the team's initial 
outbound sales process. 

Thanks to user research, the team at Prediko understood the critical need to 
automate repeatable tasks to better plan ahead based on data-backed 
purchasing decisions. All these tasks take a substantial amount of time in the 
daily operations of running an e-commerce brand.



By using Prediko's platform, brands can stay independent without hiring a 
non-technical person to manage it all. 

In 2020, over two billion people purchased goods or services online. 
Indeed, the COVID-19 accelerated this growth with a 25% increase in 
global retail e-commerce, with  sales in e-retails exceeded 4.2 trillion U.S. 
dollars worldwide in 2020 (Statista).

About the company

"First, we talked with around 50 brands to understand why they have a 
hard time forecasting and how they are doing it and what's causing them 
some problems, before we actually started developing the product itself." 
- Youri Moskovic, Co-founder & CEO of Prediko

"We're at a stage where we've got a strong foundation from a technology 
perspective. We've got a good understanding of how to sell the product 
and to whom."

- Nicolas Sabatier, Co-founder & CTO of Prediko

Startups will now conquer the creator economy that 
is already booming. Prediko helps e-commerce 
owners who need their business intelligence to grow 
their shops

With your first customer conversations, you will 
rethink your product and how you can best help 
your customers. It’s part of the process 

To build a startup that relies on customer research 
early on, don’t be afraid to raise capital   

Key takeaways
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Tel Aviv-based startup Flambu was founded in 2020. It is a blockchain-driven 
community marketplace designed to enable people to share and borrow items 
locally.



The Flambu team is on a mission to reduce this overconsumption by providing 
a gamified platform to encourage people to share and borrow items they no 
longer use but own.



By creating a community-centric sharing marketplace leveraging blockchain 
technology, the startup creates a scenario where users' churn is minimal.

By creating a decentralised market, value is generated directly by users. With 
each transaction, users (lenders and renters), earn tokens as a reward with 
low transaction costs. There are two types of tokens Flames and Flambucks.



Flames create trust within the community as proof of stake in the platform. So 
the more a user owns these, the more stake they have. Since it's a deflationary 
token, its value will increase as the platform becomes more and more 
successful.

Flambucks are stable tokes used for low-cost and peer-to-peer transactions. 
With Flambu, people can create an additional source of income based on the 
revenue generated by the volume renting of their items.

By using the Flambu app, you're also joining an online community hosted on 
Telegram, the cloud-based mobile and desktop messaging app. The team is 
already building an invested group of early users, building loyalty.



A loyalty that will enable the startup to expand geographically as the team 
desires the app to grow through word of mouth. Anyone could become an 
ambassador and leverage's the Flambu app to bring their community 
together to share and borrow items.

Nowadays, overconsumption has become an integral part of society. 
Economic and social progress has enabled us to buy anything in just a few 
clicks.



According to the UN, if the global population increases to an estimate of 
9.6 billion by 2050, we would need the equivalent of almost three planets 
to sustain our current lifestyles.

About the company

"Blockchain has built-in trust inside. Creating platform-
specific tokens makes users kind of stakeholders. We 
believe that it will create a built-in trust within the platform."

- Maor Stamati, Co-founder & CEO at Flambu

"Since we also included crypto inside this concept, we are 
targeting non-crypto and crypto enthusiasts by giving them an 
opportunity to jump on the crypto train and earn crypto income 
from their items."

- Ceki Morhayim, Co-founder at Flambu

We will see more startups that reward their clients 
in the form of tokens as the crypto economy takes in 
a broader part of society in 2022


With tokens, Flambu is overcoming the classic bypass 
marketplace problem (ie. skipping the platform’s fee). 
Both sides of the marketplace have a financial 
incentive to transact through the platform  

You can make great use of blockchain technology 
without it being the core of your service

Key takeaways
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Founded in 2021, Dynava is the Scandinavian business provider of customer 
services teams. Companies can outsource these skills instead of hiring 
representatives internally, which is only beneficial for companies so they can 
further invest in growing other areas.



Dynava's teams are already trained and highly flexible regarding the 
different channels they can work with, such as telephone, live chat, social 
media platforms and emails.



Dynava targets companies within the following industries: energy & 
electricity, online retail and recycling and waste disposable. Their teams are 
already deeply knowledgeable in these fields.



The company was created following the merge of the customer service 
operations of the company Eniro in Finland and Sweden, which were 
subsidiaries of the Swedish company, Eniro AB. By combining its offering, 
Dynava is becoming the go-to customer service and customer care for the 
entire Nordic market.

This merge is a pivotal strategic move. Dynava counts more than 400 team 
customer service agents who can manage large requests 24/7 and work 
across various channels. The company operates under a recognised name 
within the Nordic market, Eniro AB, a key selling point. The group is a Swedish 
listed MarTech company operating in Sweden, Denmark, Finland and 
Norway.



By creating new and entire customer service processes for companies, 
Dynava is positioning itself as a vital business partner, developing a long-
term relationship. They are not only working with small and medium-sized 
businesses but established companies as well. In November 2021, Dynava 
signed an agreement with a taxi company, Taksi Helsinki Ltd, of a value 
between 2 and 2.5€ million per year with an initial three-year period with a 
possible two-year extension.

Depending on your product or service and your industry, the customer 
entire journey you create could be the differentiating element that makes 
a prospect choose your company.



It doesn't necessarily come down to the price or the product solely. 
According to a Salesforce research, 89% of consumers are more likely to 
make another purchase after a positive customer service experience.



Being a customer-centric business is valuable for both B2C and B2B 
customers. In the same Salesforce research, 63% of customers and 76% 
of businesses expect companies to know their unique needs and 
expectations.



In addition, according to Trustpilot, with personalised experiences, you 
could improve your online conversion rate by 8%.

About the company

Your startup can get big fast if you get started with 
a couple of enterprise clients 

Creating a startup is not just about better 
technology. If you can create a better service 
thanks to your usage of technology, you’ve got a 
great company in front of you 

When selling B2B, targeting a few industries can 
help you to quickly gain market share

Key takeaways

"The agreement, which is one of our largest ever, strengthens our 
growth and means that we will need to increase our workforce by 
about 50 people."


- VP of Eniro's business area Voice where Dynava is included.
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Founded in 2021, the London-based startup Shopscribe aims to support 
these independent shop owners who are part of those the hardest COVID-19 
pandemic has hit.



The key to supporting them is creating a bespoke subscription model that will 
allow these independent shops to secure recurring revenue and build loyalty 
amongst their customers.



By using Shopscribe, consumers aren't signing up for one loyalty program at 
one store. They are signing up to a growing catalogue of different shops, from 
coffee shops to restaurants and nail salons. On top of discounted meals and 
treatments, each shop also presents special perks and experiences.



Shopscribe's founders, Alexander Zhou and Lorenzo Sani, have leveraged 
their first-hand experience working in such establishments such as a plant 
shop and a thaï restaurant, fulfilling a range of different roles. One apparent 
element throughout their work experiences and while researching how most 
small retailers operate is the lack of technology.



The duo continued their research into developing subscriptions for these stores 
by following a more traditional method, door-to-door. It allowed them to 
understand how they could better support these owners further. When 
onboarding new establishments, they determine how they want to set up this 
program by choosing which products, for example.



No heavy marketing efforts have been deployed yet as they've focused 
entirely on a more traditional approach with the word of mouth effect in real 
life, on social media and with a newsletter.

No heavy marketing efforts have been deployed yet as they've focused 
entirely on a more traditional approach with the word of mouth effect in real 
life, on social media and with a newsletter.









Alex and Lorenzo have been working with interns to kickstart their growth 
growing and are currently hiring for their first full-time role, Sales Executive.








Backed by Y Combinator & Entrepreneur First and having completed two 
rounds of fundings, Shopscribe is growing rapidly and is a startup to keep an 
eye out for already.

There's an estimate of 1.3M local shops in Europe alone, from nail salons 
to bakeries, small coffee shops, and so much more.



According to a report by the European Commission, modern retailers are 
generating €715 billion per year. In 2020, it was estimated that small 
independent retailers in Europe generated up to $800 billion.

About the company

In smaller industries, different players don’t see 
themselves as competitors. They are willing to work 
together to meet common objectives which can be 
leveraged as a startup

Consumers are looking for environment friendly 
ways to make a better use of their money 

Using a revenue-share business model allows you 
to demonstrate are aligned with the ones of your 
clients   

Key takeaways

"This will be the first full-time sales role to help us establish our sales 
strategy to meet our goal of working with 800 shops." 


- Lorenzo Sani

"These are still early days to put anything bigger into place, such as a 
referral system." 


- Lorenzo Sani, Co-founder & CTO at Shopscribe
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Key takeaways

Create events and content with well-known people in your 
industry to create a pipeline of clients. The Algotrading 
Summit had 4,000 registrations, most of whom were not 
part of the Tradologics’ waitlist

Startups can be successful if they tackle markets and 
communities that lack infrastructure. The trading 
community is very much into innovation. Rather than 
creating yet another broker, Tradologics focused on what 
is not working with broking platforms today.


The fight for data protection has never been this intense 
between consumers and GAFAs. 

Tokenising your product doesn't equal guaranteed capital. 
HOPR saw its token fluctuate from 0.98 at the beginning 
of the year to 0.21 in December 2021.


In the blockchain economy, consumers will push and use 
your product more if they can invest in your success 
through tokens.

Historically, many startups have been built for the 
enterprise or the startup markets. However, SMBs remain 
in significant need of tech support from startups.


Finalising your product and its USP with a soft launch is the 
best way to minimise risks and costs.

Focused on your core users is the best way to offer real 
solutions to real problems. 

Excelling at supply chain control is a must to improve sales 
conversion rates, customer satisfaction, and retention 

Teams can make or break companies. Make sure to invest 
enough in your recruitment strategy and hire the right 
specialists.


Don’t be afraid to raise a lot of capital early on if you are 
confident that you can rapidly generate a positive return 
on investment.

Leverage high-performing ecosystems to find high-
revenue opportunities for your startup. There are 1000s of 
successful brands on Amazon, and Accel does not need to 
build them from the ground up.


To enable product-led growth, you need to know your core 
audience perfectly. Tradologics' founder is a-10 years 
experienced algo-trader prior to creating the startup.


As much as everyone agrees on the need to automate 
repetitive tasks, there are still a lot of opportunities for 
startups to exploit in the SMB space.


A lot of companies struggle with recruitment because of 
capital or attractiveness. Creating products that non-
specialists can manage is an attractive asset.




Key takeaways

There are existing billion-dollar markets that could be 
much more efficient. Supporting a functioning economy 
with technology and innovation is interesting for all 
stakeholders.

There’s a demand from B2B buyers to use fewer platforms to 
make purchasing decisions (i.e. think about G2 and 
Captera). 

Marketplaces in a B2B environment provide more stability 
in some KPIs such as churn, repeat orders and sales 
conversion rates.

Startups will now conquer the creator economy that is 
already booming. Prediko helps e-commerce owners who 
need their business intelligence to grow their shops.

With your first customer conversations, you will rethink your 
product and how you can best help your customers. It’s 
part of the process. 

To build a startup that relies on customer research early 
on, don’t be afraid to raise capital.

We will see more startups that reward their clients in the 
form of tokens as the crypto economy takes in a broader 
part of society in 2022.


With tokens, Flambu is overcoming the classic bypass 
marketplace problem (i.e. skipping the platform’s fee). 
Both sides of the marketplace have a financial incentive to 
transact through the platform. 

You can make great use of blockchain technology without 
it being the core of your service.

Your startup can get big fast if you get started with a 
couple of enterprise clients.

Creating a startup is not just about better technology. 
You've got a great company in front of you if you can make 
a better service thanks to your technology usage.

When selling B2B, targeting a few industries can help you 
gain market share quickly.


In smaller industries, different players don't see themselves 
as competitors. They are willing to work together to meet 
shared objectives. Leverage them. 


Consumers are looking for environment-friendly ways to 
make better use of their money.


Using a revenue-share business model allows you to 
demonstrate how aligned you are with your clients. 




the on-demand growth 
team for startups

Follow us on linkedin

hello@launchmappers.com

www.launchmappers.com


