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Putting your project in front of the crowd 
can be exciting and daunting at the same 
time. It takes a lot of effort to create a 
compelling campaign but we believe it’s 
worth taking the time to do this properly. 

Here you’ll find tips and advice on how to get  
started on CrowdShed and what to think  
about before unveiling your project to the world.

 
  EvEry CrowdShEd  
  projECt Should havE 

A clear and concise pitch that describes  
what your project is and who you are 

A video that brings your project to  
life and grabs the viewer’s attention 

A compelling cause or rewards for 
people who help fund your project 

A personality! A constant line of 
communication with your funders that 
keeps them excited about your project

Where  
To begin?
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You’re not alone! We’re here to help and 
we want your project to be a success as 
much as you do. So rest assured we’ll 
do our best to guide you through, from 
concept to launch, and provide advice, 
support and guidance wherever possible.
 

 hErE’S what wE 
Can do for you:

 Provide objective feedback  
on your campaign pitch – if we think you  
can make it sharper and more engaging,  
we’ll tell you and explain why. 

Review your project before launch   
we review every project on CrowdShed 
before it goes live to make sure it has the 
best possible chance of success.  

If we think it can be improved,  
we’ll give you free advice and guidance. 

Give you a place to connect  
with key influencers. The Shed in 
London is available for meetings, 
events and networking.
 
 Keep you updated  
on project progress   
We’ll send you email updates each  
time you get a new funder and prompt  
you if we think the project has gone  
quiet and needs a boost.
 
Provide an online account  
to manage your profile and projects.  
Log in to My Shed at any time and update 
your profile or view and edit your projects.
 
 Inspire and educate you  
with ShedTalks, clinics and workshops.  
If you want to find out more about how  
we can help with your project, or to 
join our workshops and ShedTalks, just 
say hello at the end of this chapter. 

 a heLping 
hand
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It’s important that you know exactly 
why you’re using CrowdShed and 
what it is you want people to fund. 
 
Your idea is your differentiator so take time 
to explain your campaign so people quickly 
and clearly get why they should invest 
their money and passion in it, and in you.
 
Define your project clearly and concisely. 
If people don’t understand what you want 
them to fund, or what return they’ll get for 
their investment, you’ll lose their interest.

 

put yourSElf in thE ShoES 
of a fundEr and aSk 
yourSElf SomE quEStionS:

Who are you and how can I trust you?
 
 How did you come up with the 
idea – what’s your story?
 
Is your idea unique and if not, 
what makes you different?
 
Why is this project important to you?
 
Why should I back this project?
 
 If the crowdfund is successful, what’s next?
 
If I want to know more, how 
can I contact you?
 
Do you have a website for 
me to learn more?
 
Are you active on social media 
so we can connect?

deFine
your  
sTory
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Do you need other people to  
help you bring your idea to life?

If so, now’s the time to decide what 
support you need and who can provide 
it. Don’t wait until your project has been 
successfully funded to put the team 
together – by then it could be too late 
and you’ll struggle to find the right people 
whilst your funders wait expectantly. 

 
 
 
 
 
 
 

SomE morE quEStionS 
to aSk yourSElf:

Who’s managing my project 
on CrowdShed?

Who’s responsible for 
communicating with my funders?

Who’s handling my marketing 
and social media?

Who’s in charge of finances and making 
sure I spend the money as advertised?

 If I’m providing rewards, who’s 
organising this and making sure 
they’re delivered to the right people?

If I’m raising money to make 
products, who’s in control of the 
manufacturing and supply chain?

If I need to recruit, where’s the best 
place to find the right candidates?

You may decide to phase your team 
building, looking at who you need right 
now to make your project fly and who 
else you’ll need in the future if you 
plan to scale what you’re doing.

For example, if you’re raising money to 
manufacture a new product, who do 
you need in place to make this happen? 
If you intend to grow the business 
to sell more volume, what additional 
resource will you need to enable this?

 
 
ToP TIP
Think about your short, medium and long-
term resource requirements. Put a plan in 
place now to recruit the right people and 
know when you need each role filled.

 
 

buiLd  
your 
dream
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How much do you need to raise to 
deliver what you’re promising?

Knowing how much funding you need to  
turn your idea into a reality isn’t always  
an easy decision to make. But if your  
crowdfund project doesn’t reach its 
target, you won’t receive anything and 
all the money will be returned to your 
funders. So it’s worth taking the time 
and doing the research to get it right.

thE anSwEr? bE rEaliStiC

–  If you ask for too much, you risk putting 
people off and making them think your 
project isn’t well thought through. 

–  If you ask for too little, you may not 
have enough to put your project into 
action and see it through to success. 

 
For example, if you’re offering a t-shirt 
as a reward and you’ve underestimated 
the production costs, you may not be 
able to send everyone the t-shirt they’re 
expecting, or you’ll have less money than 
you anticipated to bring your idea to life 
because you spent it all on rewards.

So think carefully about the details and costs 
involved in realising your project. Break this 
down into individual elements and put a 
cost next to each – this gives you visibility of 
your cost exposure and helps you plan more 
effectively. And don’t forget to share this on 
your project page - telling funders where their 
money will go only encourages better funding!

seT your
TargeT
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kEy quEStionS  
to aSk yourSElf:

How much money do I need to 
achieve my project targets?
 
Have I broken down as accurately 
as possible the individual costs 
and overheads of my project, from 
inception to final delivery?
 
Have I budgeted for staff costs?

Have I budgeted for the cost 
of any rewards I’m offering to 
funders, including delivery costs 
(domestic and international)?

 Have I included any contingency 
for unexpected but all too 
often hidden costs?

Have I included the crowdfunding costs? 
If your project is successful, CrowdShed 
and its payment provider charge a fee. 

CrowdShEd fEES
Our payment processor Stripe charges 2.4% of 
the total fund amount plus 20p per transaction. 
Please note this is nothing to do with CrowdShed 
– you’ll need to set up a secure Stripe account 
as part of the project creation process.
 
 CrowdShed charges a 4.5% fee on 
the total amount you raise for your 
crowdfund, and we only take payment if 
your project reaches its funding target.

 
 
You can find our more about our fees and 
other terms in our terms & conditions or 
just say hello at the end of this chapter.

ToP TIP
Remember, you can always overfund!
On CrowdShed, if your project campaign 
reaches its target before it closes, you can 
increase your target to raise more money. 
This is common practice in crowdfunding, 
and is worth considering and being ready 
for should your campaign really fly. 

http://crowdshed.com/crowdshed-terms-conditions/
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When you go out for dinner, you’re  
unlikely to wander into a restaurant  
if there’s no one else in it. oddly, the 
same attitude applies to crowdfunding.

Industry-wide crowdfunding statistics 
show that if you launch with 30% of 
your funding in place, your chances 
of success are more than 90%. 

This first 30% more often than not comes 
from your existing network of family, 
friends and colleagues and is a crucial 
factor in gaining significant momentum 
for your crowdfund. And remember, in 
crowdfunding momentum is everything.

If potential funders who know nothing 
about you or your project come across 

your campaign, and very few people have 
backed it, they’re significantly less likely 
to themselves. If your friends and family 
haven’t funded you and shown their faith, 
why should a complete stranger? 

People like to feel a part of something 
as well as feel they’re investing wisely 
and safely. The more time you can spend 
gathering support and funds from your 
own community prior to unveiling your 
crowdfund to the wider world, the more likley 
you are to create something successful.
 

The 30%
ruLe
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Your video is the most important way 
to create a personal connection with 
the crowd and convince them your 
project is worth funding. In a video 
you can let your personality shine 
through and give potential funders a 
deeper insight into your campaign. 

Statistics from many of the big crowdfunding 
platforms show that a video increases 
your chance of hitting your funding targets 
by at least 50%. Worth doing then!

A good video also offers the chance to 
entertain and engage with your audience, 
and show them why you’re worth their time 
and money. It’s the quickest, easiest and 
most memorable way to make an impact.

It’s important to remember your video doesn’t 
need to be a finely polished Hollywood 
masterpiece – some of the best we’ve seen 
have been little more than a few friends, 
a phone and a little bit of creativity. 

 
SomE SimplE  
rulES to StiCk to:

 
Keep it short and sharp  
between two and three minutes 
should be enough to tell your story.
 
Be in it! Potential funders want 
to know who they’re funding (and 
often enough will be funding you 
as much as your project). 
 
Already started your project  
or built a prototype? Show it off!  
People love to see something tangible 
to make them dip into their pockets.
 
offering amazing rewards or doing  
it for an amazing cause? Tempt 

potential funders and make it  
too good to ignore. 

Don’t forget the ask. If you 
don’t ask for funding and for your 
viewers to spread the word, you’re 
missing a great chance to create 
ambassadors as well as funders.
 
Enjoy making it! The more you enjoy 
it, the more it’ll show on screen.

 
and SomE tEChniCal  
tipS to bEar in mind 

–  Whether you’re shooting on your phone or 
a high definition bells and whistles video 
camera, use a tripod for your static shots. 
There’s nothing more off-putting than 
a shaky hand making a wobbly shot.

 
–  Invest in a clip-on microphone so that 

your message and voice rings true and 
clear. If the viewer can’t hear you clearly 
you’ve lost them before you’ve started.

shooT  
a Video
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–  Think about your lighting. If you’re 
shooting indoors, make it well lit and if 
you’re shooting in different locations and 
different times, think about how the light 
changes and how it looks on screen.

 
–  Write a script to ensure you get your key 

messages in there. You may think ad-libbing 
it is a good idea, but watch back what 
you shoot and you’ll soon realise it isn’t.

Still unsure about how to best create your 
pitch video? No problem! We offer free 
workshops from a trained professional on 
what to say, how to shoot and how to edit. 

If you don’t have the time or inclination  
to shoot your own video but do have a bit  
of budget, we can recommend trusted  
video production teams who can shoot it  
for you at a discounted rate if you’re 
crowdfunding on CrowdShed.  

Just say hello at the end of this 
chapter to find out more.
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Your project pitch is your big opportunity 
to tell potential funders about you and 
what you’re doing – so don’t waste it!

It’s important to grab and hold people’s 
attention straight away, so keep your  
story concise and compelling. Try to  
let your passion shine through but 
always keep the reader in mind. 

CorE thingS you  
nEEd to CovEr: 

 Who you are. 

What your crowdfund is for. 

Why people should fund you. 

What the likelihood of success is. 

A budget breakdown –  
how you plan to spend your money. 

 How people can support your project 
in other ways, like social media or by 
emailing their friends and family.

 
 

Give funders pertinent information and 
inspire them with the possibilities of what 
your project can achieve, but don’t go 
overboard – they still need to believe 
you can achieve what you’re claiming 
and they’re not wasting their money. 

Here are some simple tools to help structure 
your story and make it easy to read… 

– Use the section headings to break up 
long text and make it easy to scan read.
 
–  Add a hero video, pictures of your, 

your product or service so funders 
can see what they’re investing in.

 
–  Got a designer friend? Whip up some 

infographics or illustrations to add 
colour and visual appeal to your story.

Chances are there’ll be some repetition 
between your pitch and your video, 
but that doesn’t matter! It’s best to 
make all the information available as 
clearly as possible, and if it’s compelling 
then repeating it is no bad thing!

ToP TIP
Be honest! People are more likely to fund 
you now and in the future if they’re fully 
aware of the potential risks as well as the
possibilities of your venture.

WriTe a
projecT
piTch
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Rewards are a key part of crowdfunding, 
even if you’re raising money for 
charity and have no tangible perks 
to deliver other than a thanks or a 
mention on Twitter and Facebook. 
 
The most successful projects are funded mostly 
by lots of small donations, so make sure you 
have a small reward level, say £10. The average 
crowdfunding donation is around £25, so make 
sure you have a reward for this amount too. 
Rewards should be…

–  Appealing
–  Simple
–  Achievable
–  Wide-ranging 

From offering no more than a thanks on your 
Twitter all the way to personally delivering the 
first working model of your newly crowdfunded 
invention, rewards can and should be varied, 
exclusive and relevant to your project.

Think about what would appeal to you enough 
to make you fund your project. Whether it’s 
a physical reward or an experience, you 
also have to make sure that you can deliver 
what you promise so take into account 
how much it’ll cost (don’t forget postage!), 
how long it’ll take, and how many of each 
reward level you’ll need to hit your target.

grEat rEward idEaS 

What you’re making
If you’re funding to build a new bike 
range, make the bike one of your rewards. 
The same applies with anything from 
a pair of socks to a new album.

 Exclusives
People love an exclusive! Create limited 

edition or personalised versions of 
your product to increase its appeal 
– plus you can ask for more in return!

Experiences
An invitation to a launch event or dinner 
with the cast/author/musician feels 
like a money can’t buy reward.

Get involved
Shooting a film or writing a book? You’ll 
always need extras or new character names, 
so make them part of your rewards.

Thanks
Everybody loves to be thanked – so thank 
them! Whether it’s an email, on Facebook,  
on a certificate, or written in the sky in smoke.

ToP TIP
Make sure you spread your rewards 
across price ranges to appeal to as many 
people as possible. Including an exclusive 
high value reward or two is well worth 
it just in case a particularly benevolent 
funder stumbles across your project!

creaTe
your
reWards
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say heLLo

Time to start your project

Whether you’re looking for help 
launching and funding a project, or 
just want to know more about this 
crowdfunding thing and how we can 
help, we’d love to hear from you.

Drop us a line to sayhello@crowdshed.com  
and we’ll get back to you within a working day.

Want a face-to-face chat?

If you’d like to tell us about your project 
and see how we can help, the door to The 
Shed is always open! We live amazingly 
close to Tottenham Court Road Station and 
right behind Oxford Street, which means 
we’re really central and easy to get to. 

Drop us a line to theshed@crowdshed.com 
to book an appointment with one of 
our crowdfunding experts to get the 
ball rolling. And if you’re not in London 
it’s not a problem – we can happily 
talk it over by phone or on Skype!

The Shed, 18 Hanway Street, London, W1T 1UF


