// Case Study

Open Cosmos

Your universal satellite
solutions partner.
We make space accessible to help
solve the world’s biggest challenges.

ABOUT THE COMPANY
Driven by the vision of making space accessible to help solve the world's biggest challenges, Open
Cosmos provides simple and affordable space missions. Open Cosmos was founded in July 2015 and
started manufacturing Science, Technology, Engineering and Mathematics (STEM) educational kits to
inspire the next generation of engineers and sciences into building space technologies. Just six
months in, Open Cosmos delivered its first satellite - now orbiting Earth.
Open Cosmos’ vision is to democratise space technology, enabling simple and affordable space missions, not only through affordable
satellites but a comprehensive end-to-end service so non-space companies, entrepreneurs, researchers, students and developing
countries can take advantage of this game changing technology. Open Cosmos delivers effective satellite-based solutions for global
challenges, allowing space technologies to be used as a tool in areas such as agriculture, telecommunications, mining, science,
education, and smart cities.
RATIONALE FOR INTERVENTION
The Catapult selected Open Cosmos to support them with a business and design sprint as the company is rapidly scaling in its Harwell
Campus headquarter and it is involved in a number of projects including in-orbit demonstrations and constellations of remote sensing and
telecommunication payloads. As the company was about to start its scale-up phase, Open Cosmos was keen to explore ways to reach
customers further down the value chain than what currently their offer does. The Catapult formulated a sprint proposal to leverage on the
Open Cosmos’s strong understanding of the drivers for their typical customers and help the company assess other customer groups and
commercial strategies.
SPRINT FOCUS
•
•
•
•

Analyse satellite applications and needs in different market verticals
Identify high-level user needs for payload and mission requirements
Define ‘Needs-to-Requirements’ user journey for selected customer groups
Define Roadmap to new service development and commerc

OUTCOMES
Slide-deck outlining:
• List of summarised needs for standardised satellite applications.
• ‘Needs-to-Requirements’ user journey map
• Basic user journey wireframes
• Recommendations and suggestions for product development roadmap
The outcome of the sprint helped Open Cosmos to start assessing how their current
offering can be further developed to address the needs of customer groups not
currently targeted by the company. The sprint work has highlighted some potential
product development opportunities that Open Cosmos can pursue moving forward.
FOLLOW ON ENGAGEMENT
•
•

Explore opportunities to develop product features to target new customer groups
Explore further partnership opportunity between Open Cosmos and the Catapult

IMPACT
• Raised $7m (£4.93m) in Series A equity
round. (Apr 2018)
• Open Cosmos and Satellite Applications
Catapult announce expanding In-Orbit
Demonstration Programme with new 6U
CubeSat mission opportunity. (Jun 2018)
• Open Cosmos has been named in 2018
Disrupt 100 as one of the top 100 ventures,
number 3 on the list, with the potential to
disrupt markets globally. (Jun 2018)
• Open Cosmos won the Thames Valley
Tech Award 2018, named the top rising
star in the category of Emerging Tech
Companies, as they prepare to scale up
their business with their one-stop-shop to
get into space. (Jun 2018)
• Open
Cosmos
partners
with
Singapore-based Addvalue Innovation, to
offer customers communications through
Addvalue’s Inter-Satellite Data Relay
System (IDRS). (Aug 2018)

The sprint activity with the
SAC was a great opportunity
to get external eyes onto some
of the ideas we had had for new
tools to approach the market. We
have now consolidated them with
the Catapult and we are now
considering collaboration
opportunities to further
develop them.
Aleix Megias, Director,
Head of Missions at
Open Cosmos

For more information about Open
Cosmos please contact:

info@catapult.org.uk
01235 567999

