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ANALYSIS: CROWDFUNDING

Crowdfunding big dreams
Singaporeans try to make it big as crowdfunding capital booms.

In 2011, Yan Yun Chen and Sara 
Chong began self-producing their 
stop-motion hand-drawn animat-

ed short !lm called Moonchild. Work-
ing under the name Stick and Balloon, 
the artist duo spent their weekends 
and free time on the !lm. "ey also 
paid for most of the expenses out of 
pocket, so the !nancial burden quickly 
weighed on the fresh graduates. 

But the pair stumbled onto Kick-
starter, the now popular crowdfunding 
site, and overnight thousands of dol-
lars poured into their dream project. 
“We went with a target of $2000, and 
hit our goal within 24 hours. We never 
expected so many friends, family, and 
strangers generously chipping in to 
our project,” they says.

To attract backers – people who 
pledge money for a crowdfunded 
project – the artists set up a Please 
Feed "e Animators campaign, 
which included a video and a rewards 
system. "ey managed to raise over 
$6000 from 82 backers for the dura-
tion of the campaign, with the funds 
going into new computer equipment 

for visual e#ects.
Two years later, Brendan Goh had 

an even lo$ier dream: raise $100,000 
to make "e Buccaneer, a 3D printer 
designed for everyday consumer use. 
But unlike the lucky happenstance 
with Chen and Chong, the choice of 
crowdfunding via Kickstarter was a 
well-calculated move. “It is the lowest 
cost to market as a proof of customer 
adoption. "e hard part was preparing 
for the campaign, the long write-ups, 
laying everything out nicely and the 
marketing,” says Goh.

But the e#ort was well worth it. "e 
Buccaneer drew in a whopping $1.4 
million from 3,200 backers in just 
a month, or 13 times more than its 
original target, making it one of the 
most of successful Singapore-based 
crowdfunding campaigns to-date.

Singaporeans are increasingly 
exploring the crowdfunding path to 
make their pet projects, and turn their 
novel business ideas into reality. In re-
sponse, the local market is on the cusp 
of a boom, particularly for rewards-
based crowdfunding.

“"e crowdfunding market in 
Singapore is rapidly growing. On the 
two biggest American rewards-based 
crowdfunding sites Kickstarter and 
Indiegogo, there have been more 
than 100 combined crowdfunding 
campaigns from Singapore. Many 
have been successfully funded,” says 
Kendall Almerico, a crowdfunding 
expert and CEO of FundHub.Biz. 

Almerico cites a Singaporean !lm 
called "e Body that raised $29,050 
on Indiegogo and Singapore-based 
!rm Silverline raising $54,001 for its 
smartphone app. Singaporeans have 
expanded their choices beyond Kick-
starter and Indiegogo to other crowd-
funding platforms like Melbourne-
based Pozible and Crowdonomic.

Singapore has been the most active 
country from Asia using Pozible, said 
Rick Chen, Co-Founder and Director 
at Pozible. A total of 472 Singaporeans 
pledged towards crowdfunding cam-
paigns and 13 campaigns that have 
originated in Singapore have enjoyed a 
fair amount of success.

“Singapore is a well-trusted and 
competitive !nancial hub and has the 
real potential to become a regional, if 
not global, hub for crowdfunding. We 
see a growing trend of larger institu-
tions seeking to harness the power of 
crowdfunding to engage the startup 
community and advance their innova-
tion agenda” says Nicola Castelnuovo, 
the Co-founder and CCO of Crowdo-
nomic.

Pozible and Crowdonomic seem to 
attract larger numbers of campaigners 
by providing strong support and mak-
ing their platforms easy to use. Pozible 
has a dedicated sta# member running 
workshops to mentor campaigners. 
Meanwhile, Crowdonomic stream-
lined their campaign set-up process 
into four simple steps, and gives advice 
to campaigners on how to e#ectively 
market to backers.

Equity crowdfunding still nascent
But analysts agreed that the country 
has a long way to go in developing its 
crowdfunding market, especially for 
equity based crowdfunding. While 
popular in the Western countries like 
United Kingdom and United States, 
equity !nancing – where donors 
receive stock or ownership – is just 
starting to gain traction in Singapore. 
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But the potential for growth is massive, 
according to analysts. “Equity crowd-
funding can be an alternative funding 
source that complements channels that 
have been traditionally relied upon 
by local startups, such as government 
grants and loans from family and 
friends,” says Mohit Mehrotra, Execu-
tive Director at Deloitte Consulting.

Equity crowdfunding also puts 
entrepreneurs through a more strin-
gent process, and not all projects are 
accepted, due to the usually he$ier 
investments involved. “Our current 
acceptance rate globally is only 8%,” 
says Daniel Daboczky, CEO of Fund-
edByMe, an equity crowdfund which 
recently entered the Singapore market. 
He described a selective application 
and vetting process that starts with 
internal evaluations before proceeding 
to crowd-investor scrutiny composed 
of three rounds. 

Equity funding is also on the rise be-
cause it addresses a market neglected 
by venture capital. “In my opinion, 
venture capital !rms have already le$ 
a funding gap for the vast majority 
of earlier stage companies that will 
increasingly be !lled by crowd inves-
tors,”  says Dara Albright, Co-founder 
of CrowdNetic, a crowd !nance data 
solutions provider.

Challenges for crowdfunding
With its high growth potential, the 
Singapore crowdfunding market needs 
to be nurtured through a mix of more 
supportive regulations. “Investor-

friendly regulation is the number one 
priority that should be embraced by 
governments everywhere. "e ‘crowd’ 
can and will do a much better job of 
regulating itself. In other words, enable 
and then get out of the way,” says Mark 
Wallace, Co-founder of Seraph, a 
virtual angel investment group.

 “For governments that are 
interested in promoting SMEs and 
startups, they should create exemp-
tions in regulations that allow for 
public solicitation of investors via the 
Web and social media. Capacity build-
ing programs should also be enacted 
to help create skills in Singapore and 
Southeast Asia to fully utilize this 
important new form of !nance,” says 
Jason Best, Co-founder of Crowdfund 
Capital Advisors, a crowdfund invest-
ing advisory !rm.

"e Singapore Government should 
also focus on training entrepreneurs 
for the gruelling road ahead. “One 
of the issues that are emerging with 
crowdfunding for reward is that !rst 
time entrepreneurs are inexperienced. 
"ey underestimate the technical and 
commercial complexity of getting 
products to market. It is becoming 
very common for crowdfunding-for-
reward projects to be delayed due to 
manufacturing challenges,” says Hugh 
Mason, Co-Founder and CEO of 
JFDI.Asia.

In the end, Singaporeans who 
dream big may look to crowdfunding 
as a launching pad, but it is just one of 
the many roads to riches – and it will 

never be a magic bullet for success. 
“While crowdfunding does o#er ac-

cess to at least some funding for early 
stage entrepreneurs, many entrepre-
neurs believe that a lack of funding 
is what stands between them and 
entrepreneurial success. Sadly, they are 
mistaken. Raising funding for a new 
venture, di%cult as it is, is actually the 
easy part,” says John Mullins, Associate 
Professor of Management Practice in 
Entrepreneurship and Marketing at 
London Business School.

Entrepreneurial success
“"e hard part is developing a product 
that some set of target customers will 
want to buy, then getting that product 
in front of those customers and serv-
ing them well before and a$er the sale. 
Crowdfunding o#ers little assistance 
to these more di%cult – and far more 
important – aspects of getting a new 
venture o# the ground and ensuring 
its success.” Mullins says entrepreneurs 
should not be !xated on crowdfund-
ing. In fact, some businesses may work 
better by using customer funds at the 
beginning. “It’s a route that Michael 
Dell and Bill Gates took to start their 
iconic businesses, as have recent 
blockbusters like Airbnb in the US and 
TutorVista in India. More entrepre-
neurs should understand and follow 
customer-funded models,” he says.

Crowdfunding will also not replace 
venture capital and angel invest-
ing, both of which will continue to 
serve certain classes of entrepreneurs 
looking not just for funds, but also 
expert industry guidance. “Even if 
crowdfunding becomes an outstand-
ing success, it is unlikely to replace 
venture capitalists or angel investors. 
Whilst the crowd may provide a view 
on a product’s market potential, angel 
investors and venture capitalists are 
a critical source of advice on how to 
make a company successful.  "e lack 
of key management competencies can 
be an Achilles heel for many a budding 
entrepreneur,” says Andrew Tinney, 
Partner, Financial Services at KPMG 
in Singapore. Given this fact, Tinney 
proposes that tax breaks the Singapore 
government may be considering for 
innovation would be better channelled 
through more formal angel investing 
or venture capital schemes rather than 
put towards crowdfunding.
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