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Does Crowdfunding serve as an appropriate tool to fund New European Bauhaus (“NEB”) grass root projects? The 
report guides us through to understand the pros and cons that the market currently provides and searches for a valid 
structured solution to be used as an efficient and an effective tool for small projects and to set up the basis for further 
development across the EU. 

We tried to search for market data to evaluate market evolution of the four crowdfunding types or formats: equity, 
credit, reward and donation. We have decided to center our approach in the two later ones: reward and donation 
based crowdfunding since the equity and credit formats are more complex from a regulatory perspective.  We shall 
enter to see how to accommodate the equity and credit formats at a later stage. 

We have encountered some problems gathering market data as there is no central repository. All we could find were 
private reports that required paying a fee and which, at any rate, are difficult to compare since they do not follow the 
same gathering methodology.  Nevertheless, we did proceed with a market data approximation which we deem 
appropriate for argumentation and discussion in our report.  

The Crowdfunding market has exploded over the last 10 years.  The European crowdfunding market lags the US 
market in its development largely due to fragmentation and the country specifics: level of the financial development 
of each country, legal asymmetries, languages and different penetration of the online tools.  Nevertheless, it has 
proven to grow, despite all these problems, due to the benefits it provides to small non-bankable projects. 

The market is still ongoing through constant changes. From the regulatory and legal perspective, transnational 
crowdfunding faces difficulties due to country specific considerations. Regulators, policy makers and the different 
market players are trying to act to minimise them.  For instance, we have a new regulatory directive developed by 
the EU geared towards the equity and credit crowdfunding formats to facilitate cross-border financing or funding.  

Many investors still consider that crowdfunding does not provide for a sufficient level of trust or confidence.  This lack 
of confidence is even greater when the platform is located outside the investors country of operation.  This factor 
entails “no or lesser” amounts invested through this mechanism. Platform developers and platform leaders are trying 
to put in measures to counterpart this resistance.   

Crowdfunding has great benefits: is easy and user friendly and provides the possibility to launch a campaign in less 
than 30 minutes.  But, posts some difficulties to reach investors outside the projects´ inner circle commonly known as 
friends, fools and family (“FF&F”).  Crowdfunding Platforms have been providing advisory and assistance as a way to 
help projects to reach out besides the projects´ FF&F and to obtain a better success rate.  However, this implies high 
campaign costs becoming a true deterrent for small or grass roots projects.   Average amount raised is still under 
€10,000 while it is difficult to create a campaign for less than €3.000.  This factor makes it not very appealing or 
efficient as a funding tool.  However, the mechanism serves other very important purposes such as understanding the 
impact and reach to its community.  Monetary backing by the community members proves the projects´ importance 
and helps to setup priorities to community leaders. 

Bearing all these in mind, we need to find a way to develop the Crowdfunding tool even further as it is a mechanism 
that it could become not only a good tool to contrast community interest but also as an efficient and effective tool to 
raise awareness amongst different types of investors.  We shall focus in how to increase investors awareness, appetite 
and interests while preserving trust and mitigating the reputational risk if we are to operate under a EU seal or 
branding.  

We need to evaluate the current architecture and processes to determine the appropriate format that we should 
envision to achieve our goal.  We first need to establish/understand some of the positive elements that we have: 

- The NEB has developed a large community by creating the NEB official Partners (500+ partners at the present 
time, located both in the EU and outside the EU). A community that operates in over 39 countries that provide a 
transversal approach (over 30 general activities) with a scale varying from local to transnational and a reach to a 
vast number of projects that share NEB principles and values (1,000+ projects applied for the last NEB prize 
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awards).  This community provides an extremely high project origination capacity and a great help in the projects´ 
scoring process.  Official partners could become a great allied acting as a project presenter and provide a first filter 
or score of the project they have introduced. 

- We can have an EU Branding that can help mitigate investors´ mistrust.  There is a prevailing interest in developing 
a public-private funding tool at a pan-European level able to reach small projects and there is the need of a 
platform that provides trust to the potential investors.  The EU seal would also provide reach to a high potential of 
pools of investors such as: Foundations and Associations, Public owned Agencies, Philanthropists,  Governments, 
City Councils and General Public amongst others, in all the different countries where official partners operate. 

- We have an easy to operate tool in place that is tested, inexpensive and easy to launch (White Label Platforms).  

The above positives imply a tremendous power to reach small projects and initiatives across Europe. It also implies to 
have a great reach to potential investors.  So what we need to create is a tool that while being user-friendly can 
channel grassroots projects and investors´ interests.  

On the other hand, we also need to understand some of the negatives: 

- First and foremost, we have to deal with the reputational risk.  The platform will be accessed by a potential very 
large pool of projects seeking funding through an EU branded mechanism.  The platform should be AML 
protected and have some type of filtering mechanisms in place to avoid misuse. The platform also needs to make 
sure it provides an accountable and auditable methodology to filter initiatives and projects so that they fall under 
the EU directives and the NEB values. 

- Another issue is that due to the ongoing market changes, we need a versatile and flexible mechanism with a “learn 
as you go” approach.  We have to account for different languages when developing the tool. We also have to take 
in consideration the issuance of tax certificates.  Since the NEB is highly transversal, we have projects that issue tax 
certificates and others that cannot issue them. Similarly, we will have transnational or cross-border projects. 

- We might have to develop specific funding structures to accommodate different legal aspects in some of the 
countries, and finally, we would need to enter or facilitate a list of third party advisory services to help design the 
campaigns and to resolve legal and fiscal issues to the project promotors.   

To resolve the above mentioned issues we recommend the development of a HUB or center which would: (i) define 
the scoring, (ii) be the customer desk for projects and promotors (iii) validate and run AML due diligence to project 
promotors, (iv) be the investor desk not recommending but facilitating the investor to search for their desired 
investment, (v) operate administration and data management and (vi) structure/tailor solutions to for finding the best 
promotor-investor fit.  The Hub will allow to focus the crowdfunding platform and will help mitigate risk by filtering 
projects and investors.  It will also provide with know how and help to projects and help develop the tool to reach 
more investors thus increasing the expected average amount raised by campaign. (See annex - Process Project Flow) 

As a starter, it would be advisable to start with a pilot for just one country and further launch it throughout the NEB´s 
operational geographies.  The easiest, faster, most affordable and most reliable way to develop such a tool for 
crowdfunding would be by using a White Label Platform.  White Label Platforms provide a proof tested mechanism, 
they are ready available (less than 3 months to build) at a very attractive cost (around €30.000). 

Similarly, we recommend to develop the hub parallel to the crowdfunding tool.  This hub can also be used to 
develop other non-formal markets.  Our report was written in accordance with the findings of the philanthropy report 
by Ron Donahue.  We both encountered similar problems and reached similar solutions as the philanthropic market is 
also quite underdeveloped in the EU when compared to the US market and there is a lack of reliable information 
about it.  We both thought that to create a HUB would help to develop and structure solutions in these two non-
formal markets (Crowdfunding and Philanthropy). 

 

Page  of 3 4



Crowdfunding 
a digital solution for … us!

by Juan Urquiola 
independent Advisor  

June 29th, 2022

 

 

Page  of 4 4

Report on Crowdfunding for the  
New European Bauhaus 
Is crowdfunding a digital solution for … us?

by Juan Urquiola 
Independent Advisor 

October 15th, 

REPORT



Crowdfunding 
a digital solution for … us!

by Juan Urquiola 
independent Advisor  

June 29th, 2022

This report pretends to comprehend the current status of the Crowdfunding market and 
whether it serves as an appropriate tool to fund New European Bauhaus (“NEB”) grass-root 
projects. The intention is to understand the pros and cons of the market.  For that purpose, 
besides the readings, we had conversations, meetings and even went through the 
experience of launching a campaign. We want to search for an efficient and effective 
funding solution for small projects and to set up the basis to further develop this market. 

We tried to search for market data to evaluate market evolution of the four types of 
crowdfunding: equity, credit, reward and donation. We have encountered some problems 
gathering market data as there is no central repository. All we could find were private 
reports that required paying a fee and which, at any rate, are difficult to compare since they 
do not follow the same gathering methodology. Nevertheless, we did proceed with a 
market data approximation which we deem appropriate for argumentation and discussion 
in our report. 

We have decided to center our approach in the reward and donation based crowdfunding 
formats since the equity and credit formats are more complex from a regulatory 
perspective.  We shall discuss the equity and credit formats at a later stage. 

 

The Crowdfunding market has exploded over the last 10 years.  The European 
crowdfunding market lags the US market largely due to fragmentation and to country 
specifics: level of the financial development of each country, legal asymmetries, languages 
and different penetration of the online tools.  Nevertheless, the EU crowdfunding market 
experienced double digit growth despite all these problems. 

The readings, conversations and meetings held during this semester revealed that the 
market is still ongoing through constant changes. From the regulatory and legal 
perspective, there are still problems or difficulties due country specific regulations and 
legislation.  These are currently being addressed by different market players, regulators and 
policy makers who are trying to set up new rules and directives to minimise them.  As an 
example, we have a new regulatory Eu directive geared towards facilitating the equity and 
credit crowdfunding cross-border financing or funding. (Regulation (EU) 2020/1503: https://
eur-lex.europa.eu/legal-content/EN/TXT/?uri=CELEX%3A32020R1503)  

Still today and even after having experimented a phenomenal market growth,  there are 
many investors that consider that the crowdfunding tool does not provide for a sufficient 
level of trust or confidence.  This becomes more evident in the reward and donation 
formats than in the credit and equity formats because the later are far more 
professionalised as they offer project filtering and provide monitoring publishing project's 
KPIs and other relevant information to the investors. This lack of confidence is even greater 
when the platform is located outside the investors country of operation resulting in “no or 
lesser” amounts invested through this mechanism. Platform developers and platform 
leaders are trying to put in measures such as guarantees to neutralise investors´ resistance 
and to avoid fraud on the project side as it has happened in few occasions in the past. 

Another factor to consider to encourage small projects to use crowdfunding is the cost 
required to run a proper campaign when compared to the amount raised.  The “tool” has 
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great benefits: is easy and user friendly, it provides the possibility to launch a campaign in 
less than 30 minutes, but posts some difficulties to reach investors outside the projects´ 
inner circle commonly known as friends, fools and family (“FF&F”).  Crowdfunding Platforms 
have been providing advisory and assistance as a way to help projects obtain a better 
success rate and reach out investors beyond the promoter's FF&F.  In doing so, it also 
allows platform advisors to generate greater fees.  However, high campaign costs became a 
true deterrent for small or grass-roots projects.   Average amount raised by campaign is still 
under €10,000 while it is difficult to create a campaign for less than €3.000.  This factor 
makes it not very appealing or efficient as a funding tool.  Project promotors have to face 
the uncertainty of having to advance the cash for the campaign without really knowing if 
they are going to be able to reach their goal.   

Bearing all this in mind, in order to increase the amount raised to cost ratio, since it is quite 
difficult to reduce the costs for launching a campaign, we should focus on how can we 
increase attractiveness for investors in order to increase the average amount raised by 
campaign.  First, we would need to increase investors confidence.  An EU seal of approval 
or an EU branding will boost the level of confidence in the tool and increase investor's 
attention.  Secondly, we Another could incorporate filtering and monitoring tools, such as a 
scoring system and KPIs, to allow investors feel closer to the projects and understand better 
their progress. 

But the crowdfunding mechanism is more than a funding tool, it serves other very important 
objectives such as understanding the project's impact and reach.  It can provide very useful 
information relating product acceptance or help anticipate the potential impact in a 
community since community monetary backing proves the anticipated projects´ impact and 
importance to its members. 

In summary, we need to find a way to increase crowdfunding acceptance by small projects 
and increase investor's appetite as it is a mechanism that it could become not only a good 
tool to contrast community interest but also as an efficient and effective tool to raise funds 
and awareness in particular fields of action.  We shall focus in how to increase investors 
awareness, appetite and interests while preserving trust and mitigating the reputational risk 
if we intend to operate under an EU seal or branding. 

 

1. Information gathering 

The main problem that we encountered when we started this report is that could not find 
formal, official or testable information as there is no central repository for crowdfunding 
data.  There are many privately developed research reports that produce their data by 
gathering the information from the most important crowdfunding platforms and then by 
adding the blocks of data to obtain a good approach of market development.  These 
reports entail a fee payment to access such compilation or studies. However the 
methodology is not uniform or homogeneous across reports and might not be reliable. 
Nevertheless, we could use the information as an approach to depict the situation of 
market penetration and growth.  We decided to take some of the data from some of the 
free reports understanding this drawback. 

From our perspective, there is a lack of reliability, transparency in the data.  
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2. Market fragmentation 

The market is fragmented as the development of crowdfunding has been done mostly by 
local platforms adapting themselves to local market characteristics and country specifics.  
There is a large number of platforms in each country and only a few operate in different 
countries, but even these, although they use the same architecture, they operate 
independently adapting their use to the local necessities.  Due to the low cost of entry 
there are many players entering into the market. There are also many platforms exiting the 
market every year since as you need a minimum amount of projects and transactions to be 
able to maintain the platform profitable. 

Most platforms are country specific or even area of influence specific.  Leading platforms 
have recently started to operate transnationally in the reward and donation based formats. 
Thanks to the recently directive issued by the EU there has been a first approach to a cross-
border operation in a credit based crowdfunding platform.  We expect that other large 
platforms will follow and start operate cross-border soon in the credit and equity formats.  
The most important problem to be solve when going cross-border for a reward and 
donation based platform are the fiscal implications and the issuance of tax certificates.  
There are solutions in the market to solve this type of issues but it is necessary to define 
ahead whether you prefer an centralised EU platform or a decentralised management 
approach.  This definition will ensure not only an appropriate legal structure but also how to 
better approach projects within the area of operation.  Language can be sometimes a high 
barrier for small or grass-root projects to access broader investor bases. 

The development of Sector/Activity specific platforms and White Label Vertical Platforms 
are a recent trend.  The Sector or Activity specific platforms have been developed with the 
intention of facilitating investors access to projects that fall under their respective interest or 
investment policy.  Multi-sector or universal platforms although they have a vast reach to 
general investors, they usually lack reach to specific investors since they list a large amount 
of projects and activities operating in variety of sectors. This large listing becomes 
cumbersome and time consuming for investors when trying to locate projects or initiatives 
that fall under their scope of investment.  Platforms are now trying to help investors in their 
search by specialising in a type of activity or sector, thus providing an easier filtering access 
to potential investors. 

White Label platforms are another trend for Foundations or Promoters that have already a 
selected and large pool of investors or a large investment portfolio under management. 
They provide their own seal and analytical knowhow and therefore can provide their pool of 
investors projects that have been filtered by the platform originator.  It also facilitates the 
filtering of the projects that fall under their respective scope of interest.  White Label 
Platforms share same architecture and offer different standardised modules to allow their 
clients to customise their platforms.  They also offer tailored solutions but always use the 
add-ins methodology.  Clients can either rent or buy a White Label Platform at a quite 
affordable cost.  Besides tailoring it, you can brand it or even choose different features to 
incorporate in the platform.  Platform developers can provide with a large amount of 
modules such as tax certificate issuance, payment system or the capacity accept or list 
various projects under the same platform. They can operate transnationally thus can be a 
very interesting alternative for reaching a particular investor community and provide 
reassurance by being specifically backed by an institution. 

Market is highly fragmented and information is expensive to obtain. 
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3. Market size 

It is estimated that the world market size for Crowdfunding in 2014 was is in the 
environment of 32.7 billion (thousand millions) (Universo Crowdfunding Report 2020). In 
2017, the same source, pointed a more than a tenfold increase to 370.9 billion. However 
this market growth presents some doubts as the main increase comes from just one country, 
China.  In the data presented for 2014, China was nearly inexistent, but in 2017 passed to 
be the market leader with over 310.6 billion or about 8 times the size of the US market size.  
The three top countries (China, US and the UK) represent 98% of the total market while the 
EU, as an aggregate, reaches a market share of about 1%.  Even though the data gathered 
presented some doubts, it still can be taken in consideration for a general overview of the 
market.  Data shows hefty increases in the total market size and a high growth in all four 
types of crowdfunding. The expected market growth for the next years to come is between 
15% and 20% CAGR depending on the source.  All four crowdfunding types have 
experienced growth, although credit has suffered a slight decrease due to Covid and the 
Ukraine war during this last year while donation and reward based have experienced growth 
due to the same reasons. 

Development and growth of the Crowdfunding market, not taking into consideration some 
exceptional moments or events, seems to be principally in accordance with risk adversity 
and the level of technological development in each country or area. GNP is a doubtful 
indicator as many of the most developed economies in Europe do not play a significant role 
in the present market. 

4. Market division by Type of Crowdfunding 

The presented data in different studies show the following approximate average split: 50% 
Lending based, 25% Equity based, 13% for Reward based and 12% for Donation based.  
That implies that the size of the market for Reward and Donation based crowdfunding adds 
to about one quarter of the size of the market.  Lending has recently developed and in the 
later years has grown and professionalized much more than the rest of the other types of 
crowdfunding. Similarly, crowdfunding for the real estate market is starting to become an 
important part of the lending based crowdfunding format.  Due to this increased relevance, 
some researches are start considering it a class of its own.  

High growth pattern in P2P lending practices has established the crowdfunding tool as a 
viable and valuable funding tool for lending to non-bankable or difficult-to-lend cashflow 
driven projects. There is a recent trend for Real Estate deals to use this type of lending 
based approach as there are innovative financing structures and funds such as participatory 
shares on property that are being offered through these lending based platforms and that 
are raising a great interest amongst small or individual real estate investors.  The Equity 
based format lags the lending base format although it has proven to be and adequate 
instrument used mainly as seed or early stage funding tool.   

In our report study we will concentrate our efforts in the Donation and Reward base  
formats due to make complexity and regulation that affects the other two formats.  This 
decision implies to focus on two formats that account for about 25% of the total market 
size.  These formats are also the ones principally used in the Creative, Cultural and Social 
environments, thus allows us to focus in three of the NEB´s main areas of interest.  The 
other important area is funding for green or sustainable small projects.  The lending format 

Page  of 4 18

The 
crowdfunding 
market 

(size, players 
and their 
motivation) 



Crowdfunding 
a digital solution for … us!

by Juan Urquiola 
independent Advisor  

June 29th, 2022

may be used for larger endeavours.  But to fund small special sustainable projects such as 
the transformation of a small public building (eg. school or library) into an energy efficient 
building, the use of the donation based format is more suitable than the lending one as you 
can also test the importance of that project to its community. 

5. Average amount raised by Campaign  

If not the most important drawback, the average amount raised by campaign is a major 
problem that has to be dealt under both Donation and Reward based formats.  Average 
amount raised by campaign in the crowdfunding market is slightly over 10,000 euros. The 
average for reward and donation based campaigns is even lower than €8.000 and even 
lower €5,000 if we consider only Creative, Cultural and Social Projects.  It is true that the 
amount is greatly dependent on the reach of the promotors (F,F&F).  We can see great 
differences if the promotor of a campaign is a celebrity or if the reward offered is a product 
that has a special interest for the community (such as a record or a ticket to a musical 
performance).  On top of the promotor, it is essential for the general public to understand 
the project or action and the impact that it will have on the community.  That is why it is 
crucial to spend time and resources in the design of a successful campaign.  It will be quite 
interesting to see how the crowdfunding tool has evolved in these two last years as a 
consequence of two major hits COVID and the Ukrainian war.  It is expected that these two 
factors will definitely have a greater impact in the Donation based sector.  We will probably 
obtain a significant change in the market share of the crowdfunding donation based format 
since there has been lower activity in the equity and lending formats consequent with lower 
market activity in general and the large number of donation campaigns put in place all over 
Europe as a consequence of the Ukrainian war.  

Promotors face upfront uncertainties when trying to launch a campaign.  They are unsure of 
the mobilisation that a campaign may generate and the general impact that it will have.  
This is factor can become a drawback for promotors since they have to invest time and 
money, scarce at the beginning of any project, to obtain a more than a probable 
inadequate amount of investment.  From solely a financing perspective, taking in 
consideration the costs associated with launching a successful campaign, the current 
crowdfunding market structure is not very attractive for reward or for donation funded 
alternatives.  However, many projects or initiatives are using crowdfunding as a part of their 
marketing strategy or simply to test customer acceptance of a particular product.  It is also 
a valuable tool for community leaders or organisations to know their community’s 
preferences since it provides with quantifiable information about the backing/interest that 
an initiative may have in a community.  One can use Crowdfunding to invite their 
community to participate in different projects or initiatives. The result of the crowdfunding 
campaigns launched for different projects will provide not only funding but also with an 
instrument to measure the importance of those initiatives for the community.   

In sum, Despite the average amount reached in each campaign is still low and costs 
associated with launching a campaign are high, the market is still growing mainly due to the 
other softer qualities of the tool such as customer or citizens involvement and effectiveness 
raising awareness. 

We can assess that Average campaign amounts raised is still small although it is 
growing as market participants are trying to solve some of the issues it presents. 
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6. Market Development 

Crowdfunding platforms have been developed by private players.  Crowdfunding as a 
funding tool has been mainly used and developed by players outside the traditional 
financing industry.  It followed the mechanism used by Participative Financing Platform 
developers where traditional funding or financing players have not been key developers.  It 
is based in P2P and B2B funding making more accessible funding to non-bankable projects.  
It can be very interesting for projects that could potentially be very fruitful but due to a lack 
of track record have problems accessing traditional finance.  Born on the back of P2P and 
B2B models, it became a very accessible tool to promotors to post projects and through 
internet platforms increase its ability to reach out to potential investors outside their inner 
or immediate influence.  It started by giving access, for example, to music artists who 
sought self-finance the launch of a record or a musical event.  It became a very useful tool 
to facilitate and divulge social projects or actions and obtain quick financial support and 
community backing. 

It is very important to understand how and by whom crowdfunding was mainly developed 
because it can gives us very important clues as were are to the weaknesses of this market.  
Crowdfunding was fundamentally developed by advisory services. This is because is a tool 
that help advisors to reach to potential clients.  Project Promotors are enticed to use this 
mechanism because it opens the investors´ horizon through internet.  Besides, it is highly 
user friendly so that it is extremely easy to launch a campaign and it is quite affordable, 
although not inexpensive, to put in place as you do not have to pay anything in advance.  
The fees come in a percentage rate as a transactional fee only on the amounts received 
(around 5%).  One can launch a campaign in less than 30 minutes, you just need to be 
incorporated in some format (you can even be an individual or self-employed person), a 
tax-id, write a short description of the project or initiative you want to fund, some pictures, 
a short video (can even be done with your smart phone), a short descriptive interview with 
the promoter or an explanation of the project done by the promotor and that’s it, you are 
on, the campaign is launched.  It took me less than 30 minutes, as I already had pictures of 
the project and a brief description, it is highly user-friendly and was very intuitive all along. 

The problem comes afterwards. The platform asks the promotor to send invites to its FF&F 
as this is one key element to entice other investors to fund it. Normally, your FF&Fs are 
exhausted with the project promotor and its “dream project” and most likely they have 
already given some funding to help the promotor start it.  So you now have to face the 
problem of how to reach to other investors outside your inner circle or community.   Is in 
this stage when one realises the need of some professional advisory services for developing 
the right campaign to be successful reaching your goal.  It is essential to develop a 
professional campaign to obtain a good result and for that, the promotor needs advisers to 
learn how to effectively write the description, how to make a high impact video, etc.  These 
elements are not inexpensive and forces you to enter into some extra costs before even 
knowing whether your project will be well received by investors in general.  Platform 
developers have created a need for advisory services. 

Since platforms have been basically developed by advisers with a technical approach to it, 
their center of attention is to produce a successful campaign, and by doing so, obtain some 
extra fees.  The focus is not in selling or searching for the right investors.  Platforms acts as 
a listing for projects which any investor can enter and rummage through the website to find 
te appropriate investment. This is a highly cumbersome process for the investors since the 
projects are not usually filtered or back tested and there is no indication of whether it might 
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fall under their area of interest, lacking, most of the times, of a guaranty that they might be 
even viable.  Most platforms are basically a bulletin board for projects. 

The main implication of the above is that crowdfunding has been developed not 
considering the investors profile and appetite, nor it has been geared towards facilitating or 
motivating their interest.  It does not follow the traditional approach of the 
disintermediation process done in the financial world where players are in constant 
movement to localise potential investors in order to feed them with the appropriate 
projects or investments. In the traditional financing world we find origination teams that 
seek projects and sales teams that seek investors and search to feed them with financing or 
funding alternatives.  In the traditional financing world the one that has the investor is the 
king.  To have reach to investor bases, is even more important than having access to 
projects, even further than that, the best intermediary is the one that better seeks for 
projects, has better abilities for analysing them, proper structuring capabilities to meet 
investors appetite and finally has a greater reach, therefore knowledge, of the different 
investor pools.  It very significant that in the traditional financing industry, success is not 
only measured by the ability to reach a project or a promotors´ funding objective, but more 
importantly, is measured by who can provide the desired funding at a better rate or cost.  In 
the Crowdfunding market the cost falls down of the formula and it seems that success is 
measured just by percentage of reaching the campaigns´ goal.  This provides us with an 
indication of why crowdfunding obtains only a small average campaign results (less than 
10,000 euros) even when reaching their goal. Moreover, the low average amount raised 
does not serve to cover for most of the projects needs, not to mention the costs associated 
with launching a proper campaign. 

Another factor signalled by investors is mistrust or lack of confidence in this type of market.  
Investors do not feel the projects are being professionally qualified and they find that there 
is a lack of a proper follow up of the projects.  In most instances, under donation and under 
reward formats,  there are no KPI´s, SDO´s or other indicators that would allow for a better 
monitoring of the project itself.  Since donation and reward has been basically developed 
to facilitate community’s involvement, the platform is focused in creating large participation 
of people with small amounts of money.  That implies many investors just participate with 
small amounts of €10 or €20 and therefore do not demand in-depth information or follow-
up of the project.  The investor probably gives that amount to obtain an emotional benefit 
more than to really produce a financing impact.  In turn they do not demand monitoring the 
progress of the project. 

Due to the lack of monitoring, in the past, the mechanism has been used sometimes 
fraudulently.  Platform Developers are aware of this problem and have acted accordingly by 
providing a general guaranty against fraud.  Developers are also providing tools to the 
promotor to communicate project progress or advances.  However, this later part is left to 
the promotors´ best reasonable understanding and effort. 

From a promoter's perspective, the architecture of the crowdfunding tool is very lean, 
simple and successful, but faces a small average raised amount per campaign and (ii) 
inability to provide investors with sufficient trust. 

From an investor ´s perspective, search of an appropriate investment is a cumbersome 
process as there are thousands of small opportunities with scarce information about them.  
Most donation and reward based platform provides for a low monitoring level of the listed 
projects.  These two factors are keeping away many professional investors and therefore 
having a negative impact on the total amounts raised through this mechanism. 
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• The crowdfunding tool is lean and user friendly.  It’s architecture and processes are well 
established and easy to follow.  However, Platforms are not investor based but rather 
project and advisory based.  Conversely, traditional disintermediation is based on the 
ability of its players to place the assets amongst investors trying to create an over demand 
seeking to minimise costs for the project promotor. 

• The crowdfunding market has been developed as alternative financing route for non-
bankable or traditionally funded projects.  It is construed around a fee mechanism based 
on the services provided and no so much on maximising the amounts raised or seeking to 
obtain a more favorable cost to amount raised ratio. 

• Platforms are evaluated on the number of projects covered and their success ratio on 
achieving their campaign goal not on their ability to surpass them or on the amount of 
investors´ interest raised. Investor information in not normally shared. 

• Campaign goals are set by Project promotors. There is not a backtesting tool or project 
revision process to see if the goal is under or overestimated.  As this market is opened to 
everybody and anyone who wants to promote a project, there are no filters in place to see 
if the promotor has expertise about the project or if the goals are deemed appropriate. 

• There are very low barriers of entry for newcomers.  There is a high number of newcomers 
and a high number platforms exiting the crowdfunding market each year. Total number 
remains more or less stable showing a small growth over the years. 

• The development of lending based format and the entrance of real estate deals have 
professionalised this market, but both the donation and reward based formats still lack 
professionalism as the amounts donated are still small.  Such condition has detracted 
many professional investors to enter into this market. 

• Investors lack trust on the crowdfunding projects.  There is “no or scarce” research done 
or provided behind each of the projects and, in the past, there has been some fraud 
related to the authenticity of the projects as there is a lack of monitoring of the 
investment opportunities.  

• On the other hand, the fact that is a very inclusive tool that allows community involvement 
and serves as a barometer for citizens interests, some public organisations have used the 
mechanism to asure investment aligned with citizens interest.   

• There is a highly successful strategy put in place, the Match-up Strategy.  Under this 
strategy, a promotor launches a campaign to raise funds and a third party matches up 
whatever amount has been raised by the campaign.  This mechanism has proven to very 
successful since investors feel reassured by the co-investment of a larger organisation, 
project promotors get double the amount that they would otherwise get and the 
matching-up organisation invests aligned and in accordance to its community’s interest.  

When we review crowdfunding as a tool some of the positives are: 

- Easy user-friendly tool. 
- Raises interest in non traditional investor bases. 
- Offers a great diversity of projects. 
- Provides diversification to investors from traditional asset classes. 
- Follows new trends in innovative sectors. 
- Entices appetite to participate in new forms of funding. 
- Raises an opportunity to reach Pioneering Projects. 
- Provides contrasted Community engagement. 
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- There is new regulation in place that will allow the market to grow. 
- Immediacy and lack of administrative burdens and bureaucracy. 
- Match-up campaigns have been very successful since they allow to obtain greater 

amounts of money as they provide a trusted co-investor. 

On the negative side we can find: 

- Low average amount raised by campaign. 
- Low trust by the investors derived from a lack of transparency. 
- Lack of indicators (KPIs or SDGs) to monitor investments. 
- Insufficient competences on the project owner side in fund raising. 
- Unclear upfront results of the mechanism for promoters. 
- F,F&Fs have already been tapped in. 
- It becomes an expensive tool to put in place if you consider the costs associated with 

building a successful campaign. 

If we review the crowdfunding market from a project perspective, we could classify them by 
their type: 
- Geographic reach 
- Generalists vs Sector specific 
- Sector specific specialisation: social , cultural, green energy, community engagement, 

health, nonprofit, etc. amongst others. 
- Category: Lending, Equity, Reward and Donation 

When it come to the services they provide we can highlight: 
- Simple and user friendly 
- Payment platform 
- Advisory (subject to additional fees) 
- Guaranty to investors against fraud 
- Connectivity to social media 
- Mobile accessible 
- Different types of fees scheme: percentage over amount raised, fixed fee per transaction 

 

We can see that crowdfunding platforms are well developed from a project/promotor 
perspective.  However, If we take a look at the tool from the investors´ perspective, we can 
find some flaws since we could not identify any information regarding investor types. There 
is a new trend towards sectorial platforms to facilitate project visibility to specialised 
investors.   

We consider that knowledge about investor types and their different motivations should be 
in the center of the fundraising activity.  A good analysis on the investor types or pools and 
investor motivations can help mobilise much larger amounts.  A correct well worded 
message can make the difference to mobilise a professional investor.  For instance, if we 
were to attract EU funding we should consider which department or specific budget needs 
to be addressed so that we build the appropriate message directing it to the appropriate 
department.  Another characteristic to take into account would be what are the project's 
impact and whether is replicable in other EU areas.  Therefore, the project pitch should 
include these aspects if you are pursuing EU funding.  If instead you are aiming at 
philanthropists or foundations you should measure the investment opportunity by its impact 
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and by the effect on the development of an particular area of interest.  If your were aiming a 
particular community the investment proposal should mainly focus in its immediacy and 
impact on their community. So in order to reach greater funds it is indispensable to evaluate 
the investors you pretend to aim and prepare a campaign with an aligned message. 

Not to be repetitive The crowdfunding tool can be very interesting to facilitate access to 
new funds for small projects.  There are some important drawbacks for the Donation and 
Reward based formats.  It can become an expensive tool when comparing its with the 
potential amount to be raised.  However, this problem can be managed if we structure the 
campaign properly to reach and ensemble both projects and investors´ interests. 

The traditional finance market is well structured and highly developed, but traditional 
markets overlook small projects as they prefer to finance large well developed projects that 
have an established track record.  Therefore, in many circumstances, there is no funding 
alternative for small scale projects only due to their size.  The traditional finance market is 
well organised and has all the needed processes in place. Therefore, we can take a look at 
it to gain some insight on how is organised and the processes it has in place to better 
organise this informal market. 

Banks and Investment Houses have their process divided in three main areas: origination, 
investment analysis and sales.  They also have a structuring team when they are a large 
market player.  The origination team is the project seeker, it looks for new projects that fall 
under the entity’s investment criteria.  Once he has achieved the project attention passes 
the deal to the investment analysis area where they perform due diligence and analyses the 
projects capabilities and presents it to the Investment Committee in a standardised format 
so that the decision making process is fast and easier.  Once the deal is approved, the asset 
either goes in the entity’s books or is passed to the sales team to placed it in the market.  
The sales department is in charge of speaking constantly to investors and to other market 
players as is the one that needs to know which asset is placeable and which one is not. 
Therefore there is a full process in place to mitigate all sorts of risks.  If the sales team is 
able to place the asset up-front you can avoid the analysis phase.   

It also highly convenient to see how other endeavours are organised to make investment 
decisions.  In particular, we should highlight and take into consideration how the EU has 
already organised itself under the InvestEU Programme.  InvestEU Programme supports 
sustainable investment, innovation and job creation in Europe.  It acts as single entry point 
for all the European projects and brings together the European Fund for Strategic 
Investment and other 13 other financial instruments.  It aims to trigger more the 372 billion 
euros in additional investment over the period 2021-27.  The Programme consists of an 
InvestEU Fund, an InvestEU Advisory Hub and an InvestEU Portal. 

Investment decisions for funding opportunities are made/approved by the Investment 
Committee for the InvestEU Fund.  The InvestEu Advisory Hub offers advisory services to 
large projects and the InvestEU Portal acts as a listing place for projects.  There is no 
recommendation made by the InvestEU programme. However, in order to be able to list a 
project you need to be registered and approved.  Investors have to register as well.  
Registration comes as a way to filter both projects and investors providing a kind of “seal of 
approval” although it does not imply investment recommendation of any project or to 
avoid any regulatory issues. 
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When we started to debate about possible solutions to manage the Crowdfunding tool 
drawbacks, we came to the conclusion that we needed to develop a twofold strategy. On 
one hand it became quite evident that we should develop a crowdfunding tool that could 
be easily identified with the NEB branding and aside the many different platforms that are 
available in each country.  We need a platform that is specially designed to filter both 
projects and investors and that provides a specific set of processes for these two 
environments.  We need that the platform can bear the branding and can provide a specific 
type of guaranty.  A platform that can be easily adapted to the different markets and pool 
of investors.  One that while being tailored made, it does not imply a large sum of 
investment from day one, giving us the time to learn what specific characteristics need to 
be developed and to better define our needs. However, we do not recommend to start 
from scratch to define and develop such platform as we do not, currently, know the 
characteristics of it, and most importantly we could be facing errors in the development of 
such features yielding frustration and a high cost of development.  Therefore, we envision 
that a platform that stands in the middle from a standard one and a totally tailored one 
from scratch is the most recommended.  A white label platform can be the right approach 
since it provides such personalisation and flexibility while maintaining a low development 
price and a fast delivery. 

On the other hand, we saw the need to define such platform and all its processes.  A team 
or department to design characteristics, process flows, valuation methodologies, 
adjustments to the different projects and investors, information to be delivered to investors 
and help for both project promotors and investors, etc.  Such need could be approached to 
following the traditional solutions found in the traditional finance market. We can see that 
the creation of a HUB could be the solution for this matter. The Hub could filter and analyse 
projects, actively follow/monitor and list NEB projects so they could be accessed by the 
different investors´ pools.  There is a need to post these projects to the investor community 
and to set up a mechanism to seek for the appropriate structure.  Similarly, the Hub could 
entice investors to see the platform to seek appropriate NEB investments.  It is important to 
understand that due to market regulation the Hub will not be able to sell or market any 
project in particular.  It would be only able to filter and post projects as NEB initiatives. It 
can rate or score them without implying a recommendation to buy or invest, and it would 
only be able to “market or sell” a specific initiative following a reverse enquire process by 
the investor. That implies the what you market is the tool and the processes it has 
embedded not the individual projects.  Conversely, The Hub can market the tool or 
mechanism and the processes, methodology and rules it follows to gain investors attention 
and acceptance. 

The Crowdfunding tool can be used following a match-up strategy structure increasing the 
average campaign amount raised.  Until now, match up strategies have been mostly done 
by one organisation or public entity.  It entails one investor that matches up the amount 
raised by the community fundraising campaign so that the campaign total would get 
multiplied by 2.  For instance, is a promotor is able to raise €5,000, the public entity 
matches it up with another €5,000 bringing the campaign total to €10,000. This mechanism 
has proven to be quite successful because it implies benefits for everyone involved.  From 
the promotors´ perspective it allows to obtain more funds. From the community’s 
perspective,  it is very reassuring to count on a higher level entity as co-investor.  While for 
the entity that does the matching-up while obtains a very valuable information on how 
important is the project for its community.  
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Our intention is to build different investors pools in such a way that we could put in place a 
multiple match-up strategy.  That implies putting in place a strategy that would not be only 
a multiple of 2x but instead increase this number by the different number of investor pools 
or buckets we have identified.  Investor pools have to be built based on their motivation 
and investment criteria.  For instance, while a local public entity might be only interest in 
the impact it may have in its geography, other investors might be interested in the 
replicability of the project in other areas or sectors.  With a correct division of the investor 
buckets, one can facilitate the access to the different pools allowing to increase 
effectiveness.  Moreover, by doing so, we could multiple the amount raised by a campaign 
by 3, 4 or more times depending on the amount of investment pools we are able to attract 
for each individual campaign.  That is why the Hub would become so important in 
identifying suitable investors pool and to develop the right structure and approach. 

So, although from the investors´ perspective the crowdfunding tool posses some 
challenges, it is a valid tool to reach small yet important projects all over Europe that share 
the NEB principles and values.  To reach effectiveness we would recommend to build the 
tool with some added features such as the Hub approach that would organise processes to 
bring together investor and promoters interests. 

 

We need to evaluate the current architecture and processes to determine the appropriate 
format that we should envision to achieve our goal. We first need to establish/understand 
some of the positive elements that we have: 

- The NEB has developed a large community by creating the NEB official Partners (500+ 
partners at the present time, located both in the EU and outside the EU). A community 
that operates in over 39 countries that provide a transversal approach (over 30 general 
activities) with a scale varying from local to transnational and a reach to a vast number of 
projects that share NEB principles and values (1,000+ projects applied for the last NEB 
prize awards).  This community provides an extremely high project origination capacity 
and a great help in the projects´ scoring process.  Official partners could become a great 
allied acting as project presenters and helping facilitating a first simple scoring of the 
project they have introduced. 

- We have an EU Branding that can help mitigate investors´ mistrust.  There is a prevailing 
interest in developing a public-private funding tool at a pan-European level and there is 
the need of a platform that provides trust to the potential investors. 

- The EU seal also provides the reach to a high potential of pools of investors such as: 
Foundations and Associations, Public owned Agencies, Philanthropists,  Governments, 
City Councils and General Public amongst others, in all the different countries where the 
official partners operate. 

The above positives imply a tremendous power to reach small projects and initiatives across 
Europe. It also implies to have a great reach to potential investors.  So what we have to 
create is a tool that while being user-friendly can channel Project and Investors´ interests.  

On the other hand, we also need to understand some of the negatives that we face: 

- First and foremost, we have to deal with the reputational risk derived from a funding 
mechanism accessed by various projects while we are tied to a EU branded tool.  The 
platform is exposed to a potential misuse by a project, so it becomes quite important 
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that the tool should have in place a series of filters to partially mitigate this potential risk. 
Even though the branding or even a direct ownership of the tool would not imply a 
recommendation to invest in a particular project or a project's viability, being associated 
or embedded in the EU needs to be not only compliant with ordinances and M&L 
practices, but also make sure that it provides an accountable and auditable methodology 
to filter initiatives and projects so that they fall under the EU directives and the NEB 
values. 

- Another issue that we have to face is market fragmentation and the lack of market 
reliable data.  This factor implies that we need to operate under an open and flexible 
mechanism to be able to adapt the tool to the ongoing market changes. 

- We have to account for different languages when developing the tool. We need to 
decide how many languages should the tool have.  We can count on our Official Partners 
to help translate the platform menus and labels in all the different languages that we 
might consider to use in the tool.  

- We have to look at the tax certificates issuance issue.  Since the NEB is highly transversal 
we might have projects that can issue tax certificates and others that cannot. We also 
need to account for transnational or cross-border projects too. There are different 
solutions to solve these issues. 

- We might have to develop specific funding structure to accommodate different legal 
issues in some of the countries. 

- We need to enter or facilitate a list of third party advisory services to help design the 
campaigns and to resolve legal and fiscal issues to the project promotors.   

By developing this type of tool, solving the problems that the crowdfunding tool currently 
posts, we would get a crowdfunding owned platform that could effectively provide funding 
to NEB projects.  

As a first step, it would be advisable to start with a pilot for just one country to understand 
all the processes that need to be set in place, to affront unanticipated problems and to go 
through the necessary time to adapt the tool to the current ongoing changes that are 
happening in the market.   At a later stage we would further launch the platform throughout 
the NEB´s operational geographies.  The easiest, faster, most affordable and most reliable 
way to develop such a tool would be by developing one derived from a White Label 
Platform.  White Label Platforms provide with a proof tested mechanism and they are ready 
available at a very attractive cost.  But as we have seen, the tool needs a central mechanism 
or Hub to help it achieve greater success.  This Hub is not specific for crowdfunding, but 
instead is needed, and therefore can be shared, to develop other sources of funding such 
as Philanthropy.  We started our Crowdfunding report at the same time as the Philanthropy 
report. Both reports intended to analyse this two innovative funding alternatives.  After just 
a couple of weeks we were both aligned agreeing the need of a central Hub or department 
that could structure a little bit the market.  Both markets are not formal and therefore we 
both agreed the need of an additional structure to organise the funding properly. 

Probably, amongst all the problems we have to face, building an efficient crowdfunding tool 
is the lesser of them.  There are already predefined architectures for crowdfunding 
platforms.  There are market players that provide for white label solutions. The White Label 
Platform model allows us to set up one in less than 3 months.  This platform can be bought 
or rented.  There are several examples of active White Label platforms in the market such as 
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the Triodos Bank crowdfunding platform or the Hispania Nostra crowdfunding platform. 

(https://crowdfunding.fundaciontriodos.es) 

(https://crowdfunding.hispanianostra.org) 

White Label platforms are widely extended throughout Europe.  White Labelled platforms´ 
architecture allows their promoters to operate throughout Europe from a single point, thus 
there is no need, from a technical perspective, to develop several platforms.  A White 
Labelled platform can be rented or bought.  Under the rental scheme one pays a flat 
monthly fee.  Under the buy up option one pays an upfront price and then you pay a yearly 
maintenance fee for the platform.  Although they come standardised in form, on can buy 
specific add-ins to customise the tool.  One has to pay for each add-ins, the cost of these 
specific developments is around €3.500.  We could also develop our own tool from scratch, 
but we do not consider it as a recommendable option, at least at this stage, as it can be 
time consuming, expensive and for most we would need to understand all the needed 
specifications in order to launch it.  As a comparison, to develop a platform from scratch 
can add up to more than €160.000 while to build a white label one is around €20.000 not 
including add-ins. 

 We have contacted a third party developer just to understand costs and to obtain a cost 
approximation.  Although we did not specified the needs that we have, they provided us 
with a proforma proposal to give us an idea of the approximate development costs of a 
White Label platform (see attached). 

The white label architecture is tested, it has tested payment capabilities in place and offers 
tested add-ins that have been developed for other platform promoters and can easily be 
adapted to our needs.  It provides analytics, a tested payment system (already negotiated) 
in place, issuance of tax certificates and many elements that can help us define and develop 
the appropriate tool.  To develop a tool from the scratch would imply the need to develop 
every aspect from scratch, including analytics, payment systems, etc.  That could proof to 
be cumbersome, since we do not know exactly what we want,  time-consuming and 
expensive to develop. Thus, we feel that it would be advisable to start with the white label 
platform approach at least as a first step. 

To summarise the main points in the proforma proposal for a White Label are as follows: 

- It includes 100% of the standard functionalities for crowdfunding platforms. 
- Specially designed to adapt it to the NEB´s identity. 
- It includes Hosting, database administration and  infrastructure. 
- Provides legal and fiscal advisory 
- Provides with continued updates and optimisations to account for payment systems 

changes. 
- Allows multiple users and account profiles with different accessibility to the tool. 
- It is accesible by PC or mobile device. 
- Customer Service for the user, the promoters and the prospective investor  

Regarding the main characteristics or services that they provide we can highlight: 

- Unlimited number of projects  
- Unlimited amount of funds collected by project. 
- Maintenance and technical service 
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- Individualised hosting 
- Provides an Information guide for users. 
- Capability for issuance and registration of fiscal tickets so that it allows for physical 

money contribution. 
- Social networks compatibility and possibility to upload videos and documents. 
- Other available options: 

- All or nothing capabilities: either your reach your campaign goal or no financing 
occurs. 

- Everything goes: Everything that has been collected can be used even if the campaign 
does not meet its minimum goal. 

- Possibility of accepting collaborations with other promoters or platforms 
- Possibility of allowing anyone to offer rewards or gifts to the project. It also offers the 

possibility to give money directly to non-for-profit entity’s bank account. 
- Option to have personalised channels. 

And many other general services to be defined and agreed between parties.  Although we 
have not entered into a negotiation of the specific terms, the third party provided us with a 
general approximation cost proposal for a rental option and for a buy up option. 

• Rental Cost: The rental price is around 2.940 euros/year plus a 2,5% fee for the 
campaign compromised amount. Yearly cost of 950 euros if you want to add the ability to 
have an unlimited number of sub-channels to raise specific projects types or campaigns.  

• Acquisition cost:  18.950 euros, a 2,5% fee for the amounts compromised by each 
campaign at launching and a yearly technical maintenance fee of 700 euros. 

In both instances any add-in added would imply a specific and negotiated price depending 
on the estimated hours projected to be needed to develop such capability or characteristic.  
As an indication it was given us that as a general rule of thumb each add-in could imply 
about 3.950 euros.  Again these terms have not been either negotiated or contrasted 
against other parties so prices should be utilised only as a reference. 

 

In our report we have found some drawbacks of the crowding markets. We have seen that 
although we can easily build a quite effective platform fast, reliably and user-friendly we 
need to tackle some of the problems that the market currently faces.  It is our 
understanding that in order to mitigate these,  we could contemplate developing a parallel 
structure to organise this informal market.  We have encountered similar situations and 
challenges in the development of a funding approach geared in the Philanthropic market.  
Both markets experience a low level of development which lacks uniformity and formality.  
The philanthropy market highly individualised and most of it has been unilaterally 
developed by the different philanthropic entities being highly tailored to each entity's 
needs and investment interest.  Informal markets demand the need for an organisational 
structure behind to try to sort out their problems such as lack of information and 
fragmentation.  Following this argumentation, we coincided in the need to establish a HUB 
or centralised structure that could give shape to the different funding alternatives.  We  
started delineating not only the need of such a HUB but also some of the capabilities that 
we should develop under such structure.  
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The Philanthropy report has been asked to search and explain such functionalities under the 
other no-traditional funding alternatives.  Our intention this report is to only highlight some 
of the functions and capabilities that this Hub should put in place to have a successful 
crowdfunding tool and will relate to the other report to enter in more full detail.  We can 
also refer ourselves to the Crowdfunding presentation that was presented as an initial 
approach to this matter (crowdfunding presentation 2, see annex). 

We believe that it is highly recommended to construct this HUB. A place that will help 
mitigate the problems that we currently face so that the funding tools will not be just 
efficient cost-wise but also effective in putting together investors and project promotors´ 
interests. 

We can differentiate 3 major roles or functions: (i) a Customer Service Desk for Projects 
(“CSDP”) to search and filter the appropriated projects that fall under the NEB´s principles 
and values and help them develop an appropriate funding campaign strategy, (ii) a Platform 
Administrative Service Desk (“PASD”) for the administration, selection of funding structure 
and matching strategy, and (iii) a Customer Relations Desk for Investors (“CRSD”) 
identifying the investor types or buckets to which it should be presented. 

If we were to identify some of the most important characteristics or functions for each area 
we would highlight the following aspects amongst others: 

Functions of the Customer Service Desk for Projects (“CSDP”): 

1. Develop a Scoring system (How “NEBable is a project?). The scoring should serve to 
prioritise projects among themselves and to set a minimum required score to be able to 
register in the system. 

2. Provide help and support in searching suitable advisable services to design the 
campaign and to set up the Project to be better understood by the community and 
better monitored by potential investors.  Keep an active listing of such counterparts in 
the different countries. 

3. Search for other platforms to increase campaigns reach according to the proposed 
project. 

4. Develop a Platform Strategy approach to the different Projects and Promotors to try to 
match interests (Promotor-Investor) 

Functions of the Platform Administrative Service Desk (“PASD”): 

1. Develop and perform Due Diligences according to the Validation Committee’s needs.  
Establish and follow a Due Diligence procedure for Project analysis and validation. 

2. Preparation a proposal for the “Investment Adequacy” or Projects Validation Committee  

3. Elaboration of the Annual Report Status of the Platform with statistics for market 
participants´ information.  Information should include: monitoring, data gathering, # of 
projects reviewed, success tracking by country and sector, etc. 

4. BackOffice and Relations with supervising authorities and external audit. 

Functions of the Customer Service Desk for the Investors (“CSDI”): 

1. Develop of a Investors´ database according to their interests. 

2. Development and marketing the Platform NOT the Projects or campaigns to the 
different potential investors: Public, Private or Community based. 

3. Development and adjustment of the different SDOs or KPI in accordance to the 
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different Investors´ buckets or profiles. 

4. Responsible for providing to the investors information (news and data) and monitor 
compliance (performed by PASD) by the projects. 

5. Active search to match structures/investors/projects and communicate finding internally 
to PASD and CSDP) 

By putting together such Hub we would encourage the use of the tool and while mitigating 
most of the drawbacks of the process.  In summary, the process flow will be as follows:   

See Attached document: Crowdfunding a digital solution for … us!  “Food for thought”) (part 2), slide #9 

Other issues that need to be determined are:  Naming of the Platform, Organisational 
Structure and foremost its Legal Structure.  As regards to its legal structure we need to 
define wether we want to build this unit within the already existing bodies of the EU or not 
and wether we want to maintain a Non-for-Profit entity so that we facilitate the issuance of 
tax certificates. 
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We propose to build a crowdfunding platform based on the available architectures offered 
by White Labelled Platform developers.  We advise to buy and not rent it because cost is 
quite low and accessible.  Development can be introduced in an “as you need” format.  
Even though these platforms usually keep data management for their own interest claiming 
a savings for the platform promoter, we can always decide to assume the cost and keep 
data management under our control. We believe this solution is the least expensive 
approach while it operates in an already tested ground.  The tool can be rapidly developed 
(about three months) and is extensible to all European geography.  We could develop the 
tool in 3 languages, as a pilot, and then we would seek to extend it throughout Europe and 
include several languages.  This fast track is not only achievable but also affordable and 
could get self-financed within the first year or two.  In order to finance its first 
developmental stage, we could search for partners in the private market.  An additional 
benefit for entering with other partners is to obtain valuable guidance and feedback.  
Partners will also become a valuable asset  Let us remember that crowdfunding platform 
fees are in total about 5% of the total funs raised and that they also bear a transactional 
cost of about ¢25 per transaction.  The fee income netted with platform costs will provide 
for sufficient funds to develop and maintain a separate structure to filter and analyse 
projects , to seek and define investor pools and cover the technical developments and 
maintenance costs.  The platform would generate sufficient fees to pay for the costs 
derived from creating a Hub to manage and maintain in good order the crowdfunding 
platform.  We also recommend the identification and segmentation of different investment 
buckets.  This segmentation will allow us to develop a multi match-up strategy incurring the 
2x multiple to over 5 or 6 times.  If we are able to establish this multi-match-up mechanism, 
the rewards and donation based formats will experience tremendous growth as we will be 
alleviating the greatest challenge of them all, the low average amount raised by campaign.  

In order for the tool to be not only efficient but also effective, we do recommend to harvest 
a Hub.  The Hub will be able to id the investment buckets and structure the right Match-up 
strategy approach.  The Hub will also give us the capacity to reach, filter and analyse the 
different projects that fall under the NEB ´s umbrella.  In the last NEB prize award open-call, 
over 3,000 projects presented their application within 3 months which implied a vast effort 
on done by the NEB department.  The NEB had to ask for outside help to filter and select 
finalists.  We do anticipate that an EU open-call for applying to a funding tool supported by 
the NEB or the Eu can rise a tremendous amount of interest, both on the project as on the 
investor side, so we need to establish an structure or mechanism to be able to manage this 
potential interest, to respond swiftly, make it function correctly and mitigate unwanted 
reputational risks. 
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