
SEVENTEEN YEARS 
is a long time. When 
I handed in my notice 
at Investec bank last 
year and walked away 
from a successful City 
career, that’s how 

much of my life I’d invested in traditional 
deal-brokering, fund-management and 
early investment opportunities.

It was a great ride. It gave me a 
comfortable (if frantic) life and financial 
security that’s been hard to come by 
since the global economic slowdown. I 
spent my days scouring the market for 
premium investment opportunities for 
institutional clients and private client 
wealth managers, focusing on alternative 
assets and undervalued businesses. Work 
meant travelling all over the world and for 
a long time I had no complaints.

I also explored different ways to raise 
funds for good-quality projects and 
businesses – sustainable, profitable and 
realistic opportunities that meant clients 
turned a healthy profit. I was also taking 
a deeper interest in the growing presence 
of crowdfunding and peer-to-peer 
lending, which coincided with my niggling 
disillusion with the accepted aesthetic that 
traditional finance was always about the 
deal and seldom about the business. 

Banks were turning off funding for 
all but the safest bets, and the lack of 
finance available for smaller companies in 
particular was well covered in the media. 

In crowd and peer-to-peer funding I 
saw opportunity. Not only to exploit the 
nascent industry status with some astute 
deal-making, but also to invest time and 

energy in helping worthwhile businesses 
and causes grow. This isn’t to say I disliked 
my institutional job, and doesn’t make 
me feel like I should rubbish the City and 
traditional finance streams. 

I see a future that incorporates 
traditional finance sources, because 
crowdfunding, too, is not without its 
problems. There is a disconnect between 
the notion of ‘the crowd’ coming together 
to make things happen and the remote 
way crowdfunding platforms present 
projects and engage with funders. 

And so I took the plunge and flipped 
the coin on my career. At the start of 2014 
I founded CrowdShed, a crowdfunding 
platform and hub that looks to bridge the 
gap not only between the internet and the 
real-world people who bring ideas and 
ventures to life, but also the one between 
traditional and alternative finance. 

As with any new business, I faced a 
major hurdle – securing funding. My first 
thoughts were of course to crowdfund, 
but that seemed counterintuitive for seed 
funding a rival business. Instead, I turned 
to what I knew – traditional finance. 

The response surprised me. Many 
of my now ex-clients, and a previous 
employer, were keen to take a bite of 
the alternative finance pie. The more I 
researched, the more the City seemed 
interested. Another former colleague has 
set up a London-listed investment fund 
purely to invest money into crowdfunded 
loans. Resistance never emerged.

I got seed funding and launched the 
CrowdShed platform and central London 
working space in September this year. 
Already, alongside rewards and donations-
based projects for all manner of ventures 
and causes, we’re seeing huge interest 
from traditional finance institutions. 
Looking to crowdfunding as a viable way 
to invest in business, many are keen to 

raise their public profiles and restore some 
of the gleam to an industry tarnished by 
bad press and negative associations. 

We’re seeing corporates keen to 
support charities and get something 
back beyond a profit. A case in point is 
Saving Londoners’ Lives, a project to 
raise £10,000 to help educate children 
in life-saving techniques such as CPR 
and offering staff emergency and first aid 
training in return. Projects such as this are 
win-win, as companies can capitalise on 
the associative benefit of financing a great 
cause, and also de-risk their own staff 
at a cost largely the same as if they had 
approached a private firm. 

Crowdfunding is about transparency 
and financial democratisation – and 
through the internet everyone can be 
an investor in anything they believe in. 
People have the power to make new 
businesses successful and are validating 
markets. The City is wise enough to 
embrace this rather than dig its heels in.

Crowdfunding may be a young 
industry representative of a tiny portion of 
the financial sector, but its growth rate is 
outstripping all other forms of investment 
and its ambitions are exponential. It’s 
becoming a major and disruptive force in 
capital raising for new business, and if the 
City doesn’t adapt it will only compound 
its ‘closed door’ status. That’s where I see 
the opportunity for businesses such as 
CrowdShed to create a financial market 
that serves us all. H
For more on CrowdShed, see crowdshed.com
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