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We have dis�lled our collec�ve experience of building companies 
into a series of pragma�c insights. Whilst we acknowledge that 

we con�nue to learn, we hope you find them useful.



To me, my first secret to success, has got to be purpose and I believe that to be a 
fundamental truth for everything I do, that you need to be clear, about what it is you’re 
se�ng out to achieve. 

What would you say is your secret to success?

I’d say that a company’s purpose is their single underlying objec�ve, that unifies all 
stakeholders. Forget products, forget profit – for a founder aiming for a long term, 
sustainable and successful business model, purpose comes first. 

How do you define purpose?

All too o�en, we see founders mistaking being busy for produc�vity, many a�emp�ng to 
tackle slow sales and growth by making themselves ‘busy’. While new hires, products, 
press interviews, for example, are all crucial ac�vi�es, they can only be produc�ve if 
there’s a clear purpose driving and uni�ng them. 

Is this often forgotten by founders?

In a highly compe��ve environment, which is the norm these days, you’ve got to be clear 
about what it is you’re offering and how it sets you apart from your compe�tors. 
Crea�ng sustainable USPs, ones that differen�ate you from compe��on, is not easy.

To have purpose, you need to be clear on two things: 

     1. Your target audience, their needs and expecta�ons
     2. The strength of your offering versus what’s already out there

It’s a marathon not a sprint, and that’s where that consistency of purpose comes back in. 

And how does this relate to competition? 



You’d be very lucky in life to do anything where success comes easily, to me you have to 
work very hard  to achieve success – and the biggest pi�all, is that it’s much harder than 
you think. A�er not achieving the success you  hoped for, you might decide to alter 
course, for example bring out new products, target a different customer base, but that 
can actually be fatal, because you start to spread yourself too thinly, lose focus and end 
up failing. In short, you have lost your purpose.

My belief is that you need to have the vision and the skill, to say look; we believe in our 
original objec�ves, we believe in why we embarked upon this course and when it’s not 
progressing maybe as much as you’d hoped, then you need to be able to step back and 
analyse why so as to make sensible changes. 

I see it as an art not a science and while you shouldn’t blindly s�ck to your goals, you’ve 
got to believe that you’re going in the right direc�on and have the confidence to s�ck to 
it. Stay the course and make the hard yards.

So, if we’ve invested in a company who has a product offering they believe to be be�er 
than what’s already out there, then they have to be confident enough to s�ck to those 
original goals. It takes a while to build momentum in your revenue streams, unless you’re 
lucky, but  if you maintain that constancy of purpose, a belief that you have the right 
products and strategy, then slow progress won’t be a concern. 

Taking a strategic decision rarely brings success overnight, it o�en takes years for the 
success to materialise. So, it’s important along the way to look for pointers, quan�ta�ve 
ways of measuring that success. How you do that varies from business to business, but 
there are many other measurements of business health than your tradi�onal revenue 
metrics; the number of clients and prospects rising, increasing press presence and 
posi�ve feedback, more hits on your website – that’s all posi�ve progress that shows 
you’re on the right track.  

Purpose is staying the course



What you tend to see more with founders is that it becomes stressful when targets are 
consistently not met  - so what happens is that people reassure themselves by becoming 
busy, building new products, or making more hires, thinking the solu�on is ‘more’ 
ac�vity, rather than refining what they already have and are doing. 

Do you ever see people do the opposite, where 
people may be reluctant to change anything?

Absolutely, we o�en help with hiring, from providing recommenda�ons through to the 
interview process, we are happy to help. Also, I think that’s another thing I’d emphasise, 
that you cannot micro-manage good people. If you bring in good quality individuals, my 
advice would be to let them do their job. 

When ETFS Capital works with founders, can that 
involve help with hiring?

I think that’s got to be people. Once you’ve got your constancy of purpose, and you’re 
determined to deliver that, then it’s the management of your team, that is so cri�cal. 
I fundamentally believe that the right team  can bring you great success. Being able to 
bring people into the team who are good at what they do and complementary to the 
people in that team is a difficult task, but vital to success. 

If you look at football teams, you spend a fortune bringing in what you think are the best 
players, but if they don’t gel as a team, then its hopeless. You can spend as much money 
as you like but will never be successful. 

If you get it right, if the team has a commitment to each other and the work that they’re 
doing then it’s going to be a good place to work. 

Beyond purpose, what would be your next critical 
area of focus? 



As founders you set out the purpose, so the vision and core objec�ves of what you want 
your team to achieve. There’s no harm in checking in on a regular basis, but let people 
get on with it. In my experience it ends up being a massive failing, ul�mately you risk 
losing good people because they’ll get frustrated.

ETFS Capital is a strategic investor working across the global investment ecosystem with 
a focus on ETFs. Today, our purpose is to iden�fy and empower the innova�on-led 
companies driving change, o�en technology-enabled, and help them become 
tomorrow’s leaders.

Created by ETF industry veterans and chaired by Graham Tuckwell, an ETF industry 
pioneer and founder of ETF Securi�es, we provide more than just growth capital. From 
strategic insights and advice, best prac�ce-led opera�onal guidance and tailored service 
solu�ons through to access to our collec�ve network, we enable our por�olio firms.
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