
Knowby is a cloud-based subscription platform where
businesses can create a step by step instruction video
built the same way you would post on social media,
with a mix of text, still and looped video. Knowby is
currently being used across a diverse range of
industries, both for staff and customer support.
Knowbies can be easily shared by QR codes and are
built to be accessed on your phone.

Coming into the Bootcamp program, Knowby already
had subscribers, but they were struggling to develop
sales exposure and needed help to scale. 

‘We were floundering; we had picked up customers,
but we did not know where to head. We thought it
would become obvious to us, but it was not
happening.’'
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Grant Rogers is a dairy farmer from Tasmania. Like many farmers, he has wasted countless hours repeating
the same instructions over and over to his employees and struggled to get customers to use his products
correctly. He needed a ‘simpler way’ to create ‘how to’ manuals, and out of frustration, Knowby was
launched. 

“Our biggest takeaway from the Bootcamp
program is that Knowby needs to pivot from a

B2B business model to a more scalable
consumer-facing B2C model and I realise to do

this will require skills and capital.”
 
 



Grant had the vision for Knowby to be a commonplace tool in

Australasia across several sectors, starting by focusing on the

Ag sector. He knew he had to overcome barriers such as

business models, social media, and funding to achieve this. He

conducted several customer discovery interviews at the start

of the Bootcamp program and worked on his lean canvas and

defining his customer segments. 

“We established that direct selling is difficult, our product is

not scalable enough to warrant a sales-led business model,

and we quickly realised we needed to be selling in a

consumer-direct market. I personally have learnt that I don’t

have all the answers, I don’t have all the skills and I think

being able to admit that has allowed me to come to a much

clearer understanding of the path forward”

During the Bootcamp program, Knowby confirmed they had a

solid product-market fit and were integral to their current

customer’s operations but sales were not their strong point

and this was holding back the growth of subscribers. Since the

start of Bootcamp Knowby grew its monthly users from under

1000 to over 2000 and gained 10 more B2B clients.

“Our biggest takeaway from the Bootcamp program is that

Knowby needs to pivot from a B2B business model to a more

scalable consumer-facing B2C model and I realise to do this

will require skills and capital.”
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‘We were floundering; we had picked up
customers, but we did not know where to

head. We thought it would become obvious
to us, but it was not happening.’'

 
 

I personally have learnt that I don’t have all the answers, I don’t have all the skills

and I think being able to admit that has allowed me to come to a much clearer

understanding of the path forward.
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Knowby is planning to develop a free community

version focused on the agriculture industry and

explore the effect of this through New Zealand field

days. 

They will also be expanding their AirBnB trial that has

been very successful across 45 rentals in the AirBnB

portfolio.

In the next 6-12 months Knowby will have a clearer

idea of the specific capabilities they will need to

integrate into their team and are looking to raise

finance to support it's business growth strategy.

Following this they will optimise the Knowby

platform and invest in marketing activities. 

 

What's Next?

About Farmers2Founders
Farmers2Founders is a private national organisation that exists to help

producers to fast-track the development, implementation and

commercialisation of agtech and innovative value-adding solutions that

deliver benefit at both the individual business level and broader industry.

Key Bootcamp Results

Increased monthly users from
1000 > 2000

Acquired an additional 10
B2B customers

Identified a clear business
model for different user
groups


