
Tips for small cultural organisations considering collaborating with technology partners

Case Study: Cryptic and Ludometrics

Background

In 2010 Cryptic identified a need to better communicate with their current audiences by embracing mobile 

technology.  

By undertaking audience profiling with Culture Sparks and a technology audit with Call-2-Action, in 2008/09 

through AmbITion Scotland, Cryptic created an e-business strategy in which it was suggested that an App for 

iPhone might be a solution suited to the audience demographic of Cryptic, in addition to implementing other e-

business developments that would enable the company to build better digital data profiles of and relationships 

via digital channels with customers. Cryptic’s digital objectives were to:

• interact with audiences in an exciting new way;

• make it easier for audiences to access information;

• provide and deepen the ‘Cryptic Experience’ for audiences;

• reward customer loyalty;

• communicate uniquely with early adopters;

• fulfill their mission statement to be at the forefront of arts marketing and to be  leaders in their field 

using technology in the arts; and

• inspire arts industry practitioners to embrace digital mobile marketing.

Having built their own confidence around communicating what their digital needs were, Cryptic reviewed their 

own team and realised that they did not have the digital capacity or capability in house to implement their e-

business strategy. In order to develop this area, they were going to have to source skills and competencies from 

outside. 

 

 Page 1  

http://www.cryptic.org.uk
http://www.cryptic.org.uk
http://www.culturesparks.co.uk
http://www.culturesparks.co.uk
http://www.getambition.com/
http://www.getambition.com/


How did a partnership with a digital company develop?

Cryptic’s Artistic Director, Cathie Boyd was introduced to David Thomson Founder of Ludometrics in 2010, by 

Cryptic’s then Chair. During this first meeting it became evident that Ludometrics would be the perfect technology 

partner for this project because:

• both companies shared a similar ethos for developing the innovative use of technology; and

• this would be an excellent opportunity for Ludometrics, to creatively experiment with technology, giving 

David the freedom to explore new ways of working.

Ludometrics would:

• gain experience in, and demonstrate to the wider market, the company’s ability to design and launch 

an iPhone App within the creative industries; and

• participate in the local community. One of Ludometrics’ core values is “Be Responsible”. With this project 

Ludometrics could give something back to the wider community by contributing skills and expertise to a 

local arts charity.

Together, Cryptic and 

Ludometrics built and launched 

the iPhone App. The 

partnership and project was so 

successful that, in 2011 Cryptic 

and Ludometrics were 

awarded the Arts and 

Business Scotland Award for 

Sponsorship by a Small 

Business, both companies 

greatly benefited from the 

profile and networking 

opportunities that this award 

provided.

Other benefits of working in partnership with Cryptic for Ludometrics:

• Reputational. As a young company which was set up in 2010, a partnership with Cryptic provided the 

perfect opportunity to increase profile and introduce the company’s work to new markets with the hope of 
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securing new clients. The partnership directly led to the company 

securing work with The Comedy Unit;

• Working exemplars. The Cryptic partnership project provided the company with demonstrable evidence 

of its ability to create iPhone Apps and this has directly led to an increased client base; and

• Enhanced profile. The company has been invited to speak at several events UK wide such as Digital 2011 

in Glasgow and for the DTI in London: which demonstrates the company’s expertise in the creation of 

digital applications that successfully adapt “offline” content to new platforms. This reputation has without 

doubt been strengthened by the partnership with Cryptic.

Benefits to Cryptic of working in partnership with Ludometrics:

• A launched iPhone app. The partnership with Ludometrics was central to the successful launch of 

Cryptic’s iPhone app. Not only did Ludometrics create the software for the app but they were also 

creatively involved in its development and content. 

• A continued reputation of being at the forefront of new technology use in the arts. Without this 

partnership with Ludometrics, the company would not have been able to deliver a product which has 

strengthened audience relationships and kept the company at the forefront of using new technologies.
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An ongoing, current partnership

The relationship with Ludometrics did not end when the product development did. Following the successful launch 

of the iPhone app in 2010, Cryptic has continued to work with Ludometrics to explore the potential of future 

technological development.  When Cryptic became involved in the FST’s Digital Action Research Group in 2011, the 

main objective was to develop the app further into Android and other mobile platforms. Because of the strong 

relationship Cryptic had built with Ludometrics over the previous year it felt natural to bring David Thomson on 

board as a technical advisor and partner.

Further Developments

In 2011, following research carried out by Ludometrics, and consultation with Rudman Consulting (facilitators of the 

Digital Action Research Group), it became apparent that further app development may not be the right direction 

for the partnership. This was due to many factors: app technology had moved on; a plateau had been reached in 

the Cryptic app downloads; and cost of developing the app onto new mobile platforms was prohibitive.  In order 

to find ‘the best development path’, Cryptic held a brainstorming session with David Thomson, led by Rudman 

Consulting.  

The brainstorming session guided the group through the construction of a Business Model Canvas. (Osterwalder 

& Pigneur, Business Model Generation, 2010.) Through describing Cryptic’s business via the methodology the 

canvas encourages, it became clear that Cryptic had developed good digital assets (there is exploitable IP in the 

methodologies and products developed); strong relationships with key delivery partners (Ludometrics); had 

succeeded in building digital resources; and had new understanding of how to produce digital content and 

through it build audiences digitally. Cryptic’s objectives for audience engagement had not changed, but 

technological developments had diversified Cryptic’s offer and the methods in which Cryptic relates to audiences. 

Technology developments since 2009 also expanded the options (channels to market) of how customer segments 

could be reached. 

Through the brainstorm, the group developed a new idea:  Cryptic’s Digital Stage - a web space that is artist 

generated and Cryptic curated. Cryptic and Ludometrics are currently working on developing this idea further, 

thanks to Ludometrics’ ongoing sharing of their technological knowledge and creativity.

The aim of this project is to:

• develop and launch a regularly changing artist generated website, built in html5, so that it is multi-

platform;

• engage, stimulate and grow Cryptic’s audiences through new interactive content;

• give audiences an opportunity to experience art in a new way;
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• facilitate cross over skills of both web developers and artists 

through collaborative working; and

  

• ultimately explore a new business model for online communication.

Top tips for partnership working

• A shared ethos - although both businesses might want to achieve different objectives for their own 

business it is important that the companies share a similar ethos and vision.

• A clearly defined relationship and expectations – Make sure the relationship/responsibilities and 

expectations of each partner are outlined from the start, for a successful partnership there needs to 

be mutual satisfaction, so be explicit with each other about what are individual objectives.

• A joint approach to artistic and creative content – it is important to remain open to new ideas: a 

technology partner will definitely bring something to the table which you hadn’t thought of. Joint 

ownership of the idea is also important, to achieve ‘buy in’ from the technology partner – so they feel 

they aren’t just providing a service. This can be achieved through a contract outlining how the IP and 

any revenue is shared.

• Be open and honest about each other’s ideas – for Cryptic, it was important that we trusted David’s 

honesty.  If we have an uninspiring, impossible or prohibitively expensive idea we want David to tell 

us, so we can move on and think of something better!

• Communication and a sense of involvement - As a small company David appreciates the 

opportunity to become involved with a slightly larger organisation, and because he feels part of the 

organisation, we feel we can ask his advice about other technology issues (not just about the app). 

David regularly attends Cryptic performances and events, increasing his creative network. On a 

lighter note, remember to make the partnership fun! The technology partner should feel like part of 

your team, whether that means inviting them to your social functions or buying them the odd cake.

• Give the technology partner freedom - Often technology companies are provided with ‘briefs’ from 

a cultural organisation, where they have to follow exactly what the client requires. This is appropriate 

in instances where the desired outcome is clearly already defined. When the outcome is not as clear, 

or undefined, then the technology partner needs the space and freedom to have creative input.  

Working with Cryptic in this environment gave Ludometrics more scope for creative output, 

challenging David and thus making the project more rewarding.

• Review and Evaluate – either formally or informally, it is always important to take stock of how your 

partnership is developing.  This allows for new ideas to come to the fore and also –provides an 
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opportunity to vent any niggles. Successful projects set dates for 

achieving results and review these on a regular basis.

• Be realistic about your time scales/limits – Cryptic’s partnership with Ludometrics is ongoing, but it 

is imperative to be honest if either partner feels like the partnership is coming to a natural close.  

There is nothing worse than being in a partnership arrangement that has outlived its usefulness. 

And from the technology partner’s point of view…

• Listen - Pay attention to what the company is trying to achieve. They may have a particular idea in 

their head, but you may know a better way to achieve the same end result via a different route.

• Options - Arts companies are used to running projects on a budget; don't be afraid to offer options 

to help them figure out what they can achieve.

• Learn - You will learn a lot from working with an arts company. Stay open minded and you will find 

new ideas to apply to your own business.

• Teach - It's up to you to present the best technology approach and explain why that's the best. You 

will be questioned. Far more so than you might expect.

Sara Harrison, Cryptic

David Thomson, Ludometrics

Hannah Rudman, Rudman Consulting 

July 2012. 

The Federation Scottish Theatre’s Digital Action Research Project is supported by The National Lottery via Creative 

Scotland.
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