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So Ed runs the business side of things
while Beth, who formerly ran an art
consultancy, as well as David Bawie's
Bowicart website. which ploneered
the online viewing of artworks, ou-
rates Rolochy's shows and looks after
their ten artists — including the in-
stallation artist Graham Hudson,
who has a commission at Camden
Ars Centre this month. and Erica
Eyres, several of whase video works
and drawings were recently acquired
by the powerful Rubell Fa
Collection in Miamd, The gallery it-
self B pmamed after the famous
Velisques painting known as the
Rokeby Venus
“We don't really have a house
style.” Beth says, “1 think that's kind
of dangeroes, but its got to
cuality. Tt has to be somebody who is
aware of recent aesthetic and conce;
tual concemns; aware of thefr imm
ate st historical lnesge. All our art-
Ists use their mateials with skill and
expertise. But really | think it's more
of & conceptus] thirg ™
“When we'ne looking at artists or
goireg 1o degres shows we want to see
progression of work,” adds Ed “We
don't have to see exactly where it's go-
. ing but that it’s going to be exciting
As a gallery vou have the opportuni-
ty to do something exciting with
g these peapie in the long term. which
s very rare.”
werw.rokotrygallery.com
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TOP FIVE
GALLERIES

Rachel Campbell-lohraton

MELLON'S LEGACY

A calabention of the
collector’s contenary with
rmore than 150 works on

Pollard,
Faty Godwin and Martin Parr.
Gadery, Waterside,
Ely [ ;
babylen 01353 616993,
until Feb 3, free

4 GENTLE ART

The first of & two- Wl
survey of the

collection :.' etchings,
drypoints and INhographs by
James Mchiell Whist

| Arts, Piccadity,
| WL fwww.royaéacadery.org
B4RA4E4), until [ RACHEL HOWARD
Jan 27, £7, concs Darkly abstract works
featiring interprotations of
2 THE suitige. Haunch of
ITALY IN THE Haunch of Verison Yard, W1
ROYAL v com
Dramatic canvases 020-T455 5050, from Fri,
rEwings are brought unt¥ Feb 23 free
together in this splencid
show. The Gueen's Gallery, 0» .
Paiace, SWL
“3 THE HAMPTON
=d COURT ICE RINK.

af af things rautical returs.
for Its S4th yeae, inchiding

Victarls Dock, £16
(AW IONGONDOAEN0W. 00M
AT OBO024E previewing

Fri, then from Jan 12-20

Enjoy 8 seascnal skate in the
#arg00us grounds of the
Nisaoric royal patace
Hamgston Court Paiace, East
Mossey (uwn RO
by MmO DNCOun,
D&70 0B01TTE), unth Jan 13
4 siesrmia w0

© DREAMIMG:
‘GUIDED TOURS.
A chance for visitors to
eapiore the exhitition with
gadance from piperts
i sclarce and the ans.

The Welcome Collection.
Euston Road, NW1

wwwweicomecolection.ong
020-7611 2222), Sat
(2-30pm)

January § - 11, 2008 tmesoniine.co.uk,/ theknowledga 29
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CHEERS! The capital’s j '
best beer gardens* i&

‘M

Five years and countlng -Isn’t it t' ime you got mto the Games'o‘

e
WIN! Sony Handycams worth £800 each+ Fr ee gun:le to
great days out inLondon + Briliant weekend break offer inside
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Entrepreneurs

IVMiind your own business!

Gota great money-making
idea? Tired of taking
orders?You'reinluck.
JessicaEveleighfinds
herselfin good company
with the people behind five
successful young London
firms andreveals howyou
candoittoo... Photography
Scott Wishart

Brill

When nursery tmcher drummerdnd

vinyl col lector Jeremy Brill (46) was
looking for a new career direction, he
opened a record shop in Clerkenwell. But
when CD sales were hit hard by therise
of the iTunes Music Store and other
digital download sources, he reinvented
his business with a new name, new look
and new coffee bar to createa friendly,
local music shop.,

What was the inspiration for

your business?

lused tosell records at fairs to support
my vinyl habit; after a while [ thought 1
should go full-time with it.

When was it launched?
Clerkenwell Music opened eight vears
agoand was then relaunched as Brill in
late 2006.

Youhavetolove

what you do. Sta rt
froma passmn -

people will know |f
you're pretendmg

What funding did you have?

I'was left £20,000 by my grandparents.
Where did you go for advice?

The most helpful experience was
working in different record stores. When
developing the coffee-shop idea, again, |
looked at how other places did itand
talked to as many peopleas [ could.
What were the first few

months like?

Clerkenwell Music was a hit within the
first hour and stayed that way for three
vears. Brill has taken off more gradually
as word of mouth has spread.

What have been the highlights?
Always the people | meet in the shop.
Main challenges?

When CD sales started to plummet and
we had torethink everything and sort it
out—or giveup.

Can you recommend any

helpful resources?

Allmusic.com and the forums on
Coffeegeek.com.

What are your top tips?

You have tolove what you do. Start from
a passion —people will instantly know if
you're pretending.

142 Time Out London July 25312007

eremy Brill

What s your business philosophy?

Treat people ina friendly, decent way
and always make them feel welcome.
Brill, 27 Exmouth Market, ECI (020
78339757) Angel tube or Farringdon
tubesrail. Open Mon-Fri 7.30am-6pm,
Sat Sam-6pm.

Rokeby

When Beth Ltndl d(;runcu Te {hnthS?)
gotmarried, they wanted toopena
contemporary art gallery together in the
West End, but they were concerned
about the viability of a hushand-wife
partnership. They needn't have worried
—clearly defined business roles
combined with a fierce determination on
both parts has led to success for Rokeby

and its artists. Their previous experience

clearly helped: Ed had been a press agent
intheart world and rana bar on
Portobello Road, while Beth had worked
asanart consultant and curator,

What was the inspiration for

your business?

Ed: The gallery was a natural
progression of Beth's business and we

LATEACTS STALEY DAL BRA (4. ARTE FERY)
RETTHN SICTI0Y KLY CRIFIITH FEATRY)

AR BOVOL B DRIV « b1 INETINGDE, M|
ANRATEVE CEASAN WITHA APTHLAL 001S)

D)

now represent many of the emerging
artists that she previously curated
such as Michael Samuels, Sam Dargan
and Graham Hudson.

Ed and Beth Greenacre

" When was it launched?

April 2005,

What funding did you have?
Wehad £30,000 from our

previous businesses.

Where did you go for advice?

Ed: Other married couples we knew who
had their own businesses, my father who
wasa curator and then became a private
dealer when heretired, Beth's father who
is self-employed and Beth’s accountant,
What were the first few

months like?

The premises werea dump when we
moved inand the first five months were
spent doing hard labour to get the gallery
ready intime. We worked 14 hours a day,
seven daysa week, which took its
physical and emotional toll.

What have been the highlights?
Selling the first big installation, which
was by Raul Ortega; placing the work of
ourartists in major collections and
witnessing their success; and getting
three vears ahead of our business plan
within the first year of opening.

Main challenges?

When we had a horrible sewage problem
in the building. We now know a lot about
plumbing.

Can you recommend any

helpful resources?

‘Business: The Ultimate Resource’
published by A&C Black at £40.

What are your top tips?

Goand work ina gallery firstand visit as
many other galleries as you can—look at
the way they project themselves.

What is your business philosophy?
You need determination, hard work and
belief in what you're doing.

Rokelby, 37 Store St, WCI (020

7168 994 2/www.rokebygallery.com)
CGoodge Stor Tottenham Court Rd tube.
Open Tue-Fri 1 1am-6pm, Sat

L Lam-dpm, or by appointment.

So Organic

’Lflerthm rmfu“ Ln'(‘hingthe
organic beauty industry, Samantha
Burlton (31), formerly an account
manager in corporate
telecommunications, launched online
organic beauty store So Organic from
her second bedroom. With sales growing
by 18 per cent each month, the business
has now expanded toa warehouse and
office, and has just opened its first shop
in Greenwich.

What was the inspiration for
your business?

I'was having difficulty finding the
organicalternatives I wanted ina
convenient and stylishshopping
environment and [ was sure others

felt the same way.

When was it launched?

February 2005.

What funding did you have?
Personal savings of £20,000 and some
help from my family.

Where did you go for advice?
Friends, family and the Greenwich
Enterprise Board (020 8305 2666/

www.geb.co.uk).




Samantha Burlton

What were the first few

months like?

It wasa very, very steep learning curve. |
had to learn how to doeverything; from
keeping accountsand fillingin VAT
returns to search engine optimisation
andadvertising online.

What have been the highlights?
Winning the London region of the
02/€razia Business Woman of the Year
Award 2006, reaching the finals of the
industry award for Best Delivery/
Internet Company within our first year,
the launch of our own label and the
opening of our first store.

Main challenges?

Because love what I dosomuch it can be
very difficult toswitch off.

Can you recommend any

helpful resources?

City Business Library (0207332 1812/
www.cityoflondon.gov.uk).

What are your top tips?

Talk to people and ask everyvone vou
know for help and advice—it'samazing
just how many doors will open.

What is your business philosophy?
If something’s worth doing, it’s worth
doing well.

So Organic, Eagle House, 7 Turnpin
Lane, SE10 (0800 169257/
www.soorganic.com) Cutly Sark DLR or
Greenmwich DLR/rail. Open Mon-Sat
10am-6pm, Sun 11-5pm.

Streetcar

It took Andrew Valentine and Brett
Akker (both 32)a year-and-a-half and
hundreds of ideas to decide on a business
venture they thought would work.
Launched with just eight cars in London
their car-share club, Streetcar, now has
500 carsand is expanding to other cities
across the UK. Before launching
Streetcar, Valentine worked in shipping
in South Africa and then returned to the
UK todoan MBA; Akker wasanaccount
manager at Mars, They met as students
at Durham University.

What was the inspiration for

your business?

Weread anarticleina USmagazine
about asimilar car-club scheme, liked it
and set about finding out what kind of
reception the idea would get in the UK.
When was it launched?

April 2004,

What funding did you have?
Personal savings of £100,000 as well as
secured banking and asset finance.

Where did you go for advice?
Established car clubs in the USand
Europe and our bank manager.

What were the first few

months like?

Absolutely frantic—we were faced with
anoffice full of ringing phonesand not
enough people toanswer them! We
quickly had torecruit and have gone from
Just two people when we started to a team
of 50. We now have more than 15,000
membersand are signing up thousands
more Londonersevery month.

What have been the highlights?
The day that we secured investment
from venture capital firm Smedvig was
areal high point as it meant we could
really accelerate our growth plans.
Getting positive feedback from
customers isalways satisfying too—
especially when they tell us they've
givenup their car in favour of our
scheme. Each car we put on to the streets
hopefully takes about 20 privately
owned cars off the streets, so when we
reached 500 cars, it meant we could have
potentially taken 10,000 cars off the
streets of London in just three years,
Main challenges?

Despite our cars being more
environmentally friendly, users still have
topay the full congestion charge (it's
added to your bill automatically if you go
into the congestion charge zone). We'll
continue to fight for preferential terms for
Streetcars in the congestion charge zone
and when the new congestion charge

Isoldmy first shoes
atSpmonthefirst
day, then there was

-
no time to breathe
forthree months
ratesare finally linked to the
environmental standing of each vehicle,
we want recognition that our pay-as-you-
goscheme takes cars off theroad and
consequently reduces emissions.
Can you recommend any
helpful resources?
Startups.co.uk.
What are your top tips?
When putting together a proposal,
quality and professionalismare
essential, In London, you are up against
somuch competition that youcan't
afford tocut corners.

Andrew Valentine and Brett Akker

Enmmny Scarterfield

What is your business philosophy?

Enjoy it and build up a strong team so
that vou can confidently switch off your
Blackberry and mobile knowing that
your business will run without you!
Streetear (0845 644 84 75/ wuwnw.
streetear. co.uk). Membership £49.50
per year then from £4.95 per hour to
£195 per week.

Emmy’s Shoes

Operating out of two small rooms above

an Islington lingerie shop, Emmy
Scarterfield, 32, designs handmade
wedding shoes, Starting with just five
pairs, Emmy's Shoes now offers 60
different stylesand employs 16 staff.
Before launching her business,
Scarterfield studied a BA inshoe design
at Cordwainers then worked in Milan for
five years for Giorgio Armaniand
Bottega Veneto. After that she freelanced
for Reiss, Jessica Ogden, House of Jazz
and othersin the UK, setting up their shoe
design and production.

What was the inspiration for

your business?

My friends were starting to get married.
After the third time I'd been asked to help
choose the bride’s shoes —and been
disappointed by the compromises they'd
had tomake—Ithought I could doit
better myself.

When was it launched?

May 2004.

What funding did you have?
Personal savings of £24,000.

Where did you go for advice?
Initially, [ went to BusinessLink
Islington toask for advice and thentoa
friend of my dad’s, who was so
impressed with my business plan that
instead of sending me to the bank he
decided toinvest.

What were the first few

months like?

[ sold my first pair of shoes at Spmon the
opening day, then there was no time to
breathe for three months asall my orders
were for August weddings.

What have been the highlights?
Designing shoes for Elizabeth Hurley,
being named Best Accessories Designer
by Condé Nast and doubling the firm's
amount of orders in the past year.

Main challenges?

Working long hoursand struggling so
much when the business had expanded
that I was nolonger able to cope alone,
But now [ see thisasa positive sign of
growthand am prepared for it.

Can you recommend any

helpful resources?

BusinessLink (0845600 9006/
www.businesslink.gov.uk).

What are your top tips?

Dolots of research and writea

business plan.

What is your business philosophy?
Stick to what you're good at.

Emmy’s Shoes, 65 Cross St (above
Tallulah lingerie shop), N1 (020 7704

001 2/www.emmyshoes.co.uk) Angel tube
or Highbury & Islington tube/rail.

Open by appointment.
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