Ziferblat Café – Transcript 
Owner: We like to describe it as home. Everything in Ziferblat is free, except for the time that you spend.
Customer: You can help yourself to snacks along the way. You really concentrate on how much work you can fit in.
[bookmark: _GoBack]Presenter: Ziferblat is a café and social space with an unusual business model. You check in and out at a hotel-style desk, stay as long as you want, use the wi-fi, and eat and drink as much as you like. Your bill is calculated at six pence a minute, including VAT. The largest branch of this international retail chain is here in Manchester, in northern England.
Owner: “Ziferblat” is a Russian word — it means “clock face”; it’s the same in German. Our pricing mechanism is completely unique. We charge six pence a minute. Start your stopwatch on your phone if you like and work out to the penny what your bill is going to be.
Interviewer: You must get some people who try to abuse the system. “I’ve only got 20p in my pocket, I can dash in, wolf down coffee and cake, and leave.” Does that happen?
Owner: It happens, and it’s absolutely fine. I’m not even sure I’d call it abuse. What we offer is no minimum — no minimum charge. If somebody feels they want to come in and eat as much as humanly possible, that’s absolutely fine.
Interviewer: Do you feel under time pressure because each minute counts?
Customer: I don’t personally worry too much about that, although I think it’s mounted up a bit this morning. You do think about it after a couple of hours here, but I think it’s really good because you focus on how much work you can fit in. It’s such a nice, creative atmosphere, and the wi-fi is really good. For uploading things, that’s perfect.
Owner: I think our smallest spend was three minutes — eighteen pence. Somebody just wanted to go to the loo. Our longest stay was eleven hours — a guy on his laptop writing a book. We ask that people respect the space, but this has been a really positive experience in human nature.
Presenter: The business makes a profit. This branch serves twelve thousand customers each month.
Interviewer: You’ve got one of these in London, but more branches in Manchester and Liverpool, and you’re expanding further. Why are you able to grow more easily in the north?
Owner: One principal reason: rent. We could do it in London if we were charging twenty or twenty-five pence a minute, but that adds up pretty fast. Fifteen pounds an hour starts to sound expensive.

