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Some Basics 

1. Crowdfunding Definition—the activity or process of raising small amounts of money from a large 

number of people to fund a project or business, usually via the internet. 

2. There are 1,250 Crowdfunding platforms out there in over 200 countries. 

3. There are 4 types of Crowdfunding 

a. Debt—E.g. Lending Club, Upstart 

b. Rewards— E.g. Kickstarter, Indiegogo 

c. Equity— E.g. Crowdfunder, Fundable 

d. Donation— E.g. Crowdrise, GoFundMe 

4. Crowdfunding is suitable for both new business projects and existing businesses. 

5. Why Crowdfunding is good for small businesses. 

a. Funding 

b. Pre-sales 

c. Generate customers 

d. Proof of concept 

e. Market Validation 

f. Leverage for grants, loans, and investors 

Key Numbers 

1. More than 60% (as high as 85% depending on platform) of reward-type Crowdfunding 

campaigns fail, regardless of platform. 

2. Only 2% of small businesses are funded by Crowdfunding campaign because people don’t 

understand how Crowdfunding works. –Study conducted by Manta.com. 

3. Only 95 of the 215,943 campaigns launched on Kickstarter raised more than $1M. 

4. You can raise millions of dollars from Crowdfunding, even tens of millions. (The speaker 

showed a campaign with $23 million in funding.) 

5. Funding Goal Reality Check— Most successful projects raise $10,000 or less. 

6. The Crowdfunding economy has more than tripled in the last 3 years. Experts estimate that 

the amount will reach $12-billion in 2014. 

7. $25 sweet spot—most people are willing to give $25 for a Crowdfunding campaign. 

8. Teams of 4 or more raise 70% more funds, simply because there are more people you can 

reach out to. 

9. Campaign with a day-to-day marketing plan has a 180% better chance to be successful. 

http://www.primeimpulse.com/


10. Crowdfunding Psychology—campaigns raising 25% of goal in first week are 5x more likely to 

hit target 

11. 30% of goal must be reached before strangers will contribute. From Kathleen’s observation, 

there’s no way around this. So, you should ask friends and families to fund your campaign 

for the first 30%.  

Before Campaign 

1. The Crowdfunding Myth: post a campaign and people will contribute. The reality is that a 

successful campaign requires significant work and time investment prior to launch, 

throughout the campaign, and after the campaign closes. In other words, it’s a full time job. 

2. Don’t reinvent the wheel. Instead, learn from others. Study successful campaigns. Follow 10 

Crowdfunding campaigns and see what they do to promote it.  

3. A campaign with video is much more successful. 

4. Rule of thumb for funding target—Calculate money you can raise from friends and families X 

4 = funding amount for your campaign. 

Promoting Campaign 

1. Email outreach is the most effective way to promote your campaign. According to the Direct 

Marketing Association, email marketing will be the most effective marketing channel with 

an ROI projection of $35.02 by 2016, beating search engines (ROI of $23.62) and social 

media (ROI of $13.43). Get some training in email marketing if you haven’t done it before. 

2. Social media marketing is in fact the least effective marketing tool with less than a 1% 

response rate. Kathleen’s friend, a photographer with almost 1 million followers on her 

Twitter account, launched and promoted a campaign on social media. She did not raise a 

single dollar.  

3. In-person marketing is VERY effective. Reaching out and building relationships are a key to 

successful Crowdfunding campaigns. Be patient though. You should start finding an 

audience— it’s more about finding people to support your campaign, not convincing them—

at least 3 months before you launch the Crowdfunding campaign. Kathleen suggests a time 

period of 3 to 12 months to find your audience.   

4. Use human psychology. It’s hard for people to say “No.” So get verbal commitment, and 

then follow up with an email right before you launch your campaign. 

5. Building relationships with influencers and bloggers is one of the critical building blocks of 

successful Crowdfunding campaign. 

  



A Few More Points 

1. For small businesses, even a failed Crowdfunding campaign is a success because you have 

achieved at least one or more of the following:  

• proof of concept 

• market validation 

• marketing 

• pre-sale 

For instance, you launched a crowdfunding campaign and your funding goal was $30,000. It 

turned out you raised only $20,000 from 180 people. That’s 180 people that supported your 

campaign and 180 contact info you collected. Also, a failed campaign is still good leverage to 

finance your project from lenders, investors and grantors because you have tangible results and 

data to show. 

2. You just failed the Crowdfunding campaign? Congratulations, you are one step closer to a 

successful one. Because now you know more and learned what worked and what didn’t. 

3. Crowdfunding is a full-time job. So if you want to get into it, consider:  

a. Do you have time? 

b. Do you have resources?  

c. Are you willing to leverage your network?  

d. Will a crowd funding campaign add value to your business? 

 


