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ABOUT THE COMPANY

In 2011, Sent Into Space was set up to make access to space accessible and affordable for all. Today Sent Into 
Space is a Near Space flight company, using lighter-than-air gas balloon flights to access the upper stratosphere. 
It is a self-funded, profitable business that employs 12 people (100% growth in 2017) and has performed over 250 
launches with a 100% recovery rate. They operate across a number of different industries, including scientific 
research, marketing and publicity, education, hobby kits and since September 2017, funeral care. 
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Head of Communications, Sent
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For more information about Sent Into Space.
please contact: 

info@catapult.org.uk
01235 567999

OUTCOMES:

IMPACT
- 

1.    User requirements
2.    Analysis of competing test techniques

3.    Market quantification
4.    Service proposition and positioning

-

-

-

RATIONALE FOR INTERVENTION

Although traditionally not a space company, Sent Into Space wanted to grow its business by expanding into the satellite technology testing 
market by offering quick and low cost access to (near) space conditions for relevant customers in the space industry. 

Through word of mouth and connections made at a conference, Sent Into Space were advised to consult the Satellite Applications 
Catapult’s Small Satellites team for support. This engagement led to the company connecting with the Business Strategy Team. After 
discussing Sent Into Space’s needs and ambitions in an introductory call, a diagnostic session was set up that included the right mix of 
technical, service design and business strategy skills to best support the company.

During the diagnostic session, four key areas were identified where Sent Into Space could benefit from support from the Satellite Applica-
tions Catapult: 

Established customer segments and their user require-
ments.
Analysed the existing and competing test techniques and 
looked at other competitors in this market to advice on Sent 
Into Space’s positioning strategy.

Thanks to the Satellite Applications Catapult’s assistance, Sent 
Into Space were able to analyse the market and create a list of 
potential customers to contact. They are also in ongoing 
discussions with a well-known platform provider about joining 
forces to provide a comprehensive test schedule for customers 
throughout TRL levels 3-9. 

During the Sprint, a number of development goals were set 

•

• 

Identified key differentiating factors for the company and how/where 
to position in the market.
Provided advice on grant funding opportunities, strategic partner-
ships, relevant conferences and additional data (sources) for further 
research.

•

• 

which would enhance the value of the service, including remote control 
mechanisms and intelligent gas venting to maintain altitude and 
prolong flight time. Research and development into these areas is now 
well underway.

Areas of follow-up support have been defined:
-    Introductions to satellite platform providers 
-    Support on preparing a project bid

Won first client to launch payloads into Near Space: a 
consortium of businesses led by the University of Central 
Lancashire (UCLan), researching aerospace applications for 
novel graphene-based compounds. Sent Into Space 
conducted a series of flights across several months, 
measuring the structural, conductive and insulative 
performance of various graphene-enhanced materials. UCLan 
secured a significant funding for further research as a result. 
Commercial growth: In 2018, the company has seen dramatic 

growth, launching an average of 3 flights a week since January.
Moved to larger offices and more than doubled in size, with their 
new facility boasting a dedicated manufacturing space for 
in-house component prototyping and production.
Taken on a number of paid and voluntary summer interns, 
creating opportunities for local students to gain industry experi-
ence
Launched ashes scattering service, Ascension, which is now 
offered by over 100 funeral homes across the UK.

The sprint sessions were really 
useful, giving us a broad over-
view and a detailed focus on 
the market we were looking to 
exploit and the route towards 
exploitation. We have a clear 
idea of what problems our 
service solves and for whom, 
as well as what we need to 
develop in order to meet our 
potential customers' needs. 
We can now move forward 
with confidence thanks to the 
sprint team.

- 


