
EarthSense 
// Case Study

Air Quality Monitoring, 
Measuring & Modelling
Enabling the world to visualise and solve 
its air quality issues street by street



The Sprint workshop was an 
important part in helping shape 
the business plan and growth 
strategy, and helped provide a 
clear sense of purpose for the 
business. EarthSense has the 
aim, and the right mix of 
commercial and scientific 
personnel to be regarded as a 
leader in air quality 
information, and at the leading 
edge of the small form air 
quality sensor market. Our 
growth has started and as we 
work the business plan, larger 
opportunities have emerged 
from the reputation and 
credibility the team have 
created.
Tom Hall, 
Managing Director at EarthSense

For more information about 
EarthSense. please contact:

info@catapult.org.uk
01235 567999

IMPACT

In about 6 months, EarthSense has 
expanded its team at an enormous rate of 
400%, growing it from 3 to 12 full time 
employees. 

In April, the company has released its 
MappAir – the first ever high resolution 
nationwide map of air pollution, nationwide. 
The service includes PM2.5 as well as 
nitrogen dioxide levels for the whole of the 
UK at 100 metre resolution.

In July, EarthSense has continued to look at 
the future requirement of the market and as 
such from our learning form the ACCRA 
project are building the foundations of the 
near real time model which supports the 
forecasting function. 

EarthSense has also been making headway 
with commercial sales of the unit which are 
being tested to be implemented into Smart 
cities 

Client base is growing in the UK and is also 
increasing Globally footprint adding value to 
local and export markets. 
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RATIONALE FOR INTERVENTION

At the time we have engaged with EarthSense the company was at a critical 
stage of development with a healthy active product development pipeline as well 
as multiple expressions of interest from potential customers in different markets. 
The company was selected on the basis of the good traction demonstrated and 
the importance of a focused support to ensure that its growth trajectory was 
channelled towards the most profitable market targets.   
   
A business design sprint was undertaken to clarify the market landscape and 
identify the most suitable market opportunities available to fuel EarthSense’s 
future growth. 

During the sprint session we have focused on:

•     Market readiness assessment in the UK and abroad
•     Analysis of the key market trends and drivers 
•     Commercialisation strategy to different customers 
      (public/private entities) 

OUTCOME

The sprint output provided EarthSense with a slide deck that provided a clearer 
view of the market value attached to each customer group that the company 
was interested in exploring or has received interest from. This included a 
benchmarking analysis of existing and potential competitors and the analysis 
and recommendations of potential business and service models that can be 
adopted to address different customer groups and geographical markets. The 
sprint output has also suggested alternative ways to present the value 
proposition provided by the range of products EarthSense is offering and a 
detailed strategic evaluation of the commercialisation strategy that could be 
adopted for Business-to-Consumers (B2C), Business-to-Business (B2B) and 
Business-to-Government (B2G) sales. The Catapult also provided direct 
introductions to potential funding providers and potential partners.

ABOUT THE COMPANY

EarthSense vision is: enabling the world to understand and solve it’s air quality issues. Their mantra is: Trusted 
Air Quality Insight. 

EarthSense mission is to supply the most detailed air quality information, showing real time exposure, with 
actionable future forecasting to optimise decision making, assess historic exposure and future risk mitigation and 
makes a real difference to people’s lives.


