
 
 
Angel Summit 2013 Session Notes 

 
Session: Crowd Funding 
Date: Friday 1 November 
Time: 11.30-12.30pm 
Speaker/s: Jon Medved 
Facilitator/s Andy Hamilton 
 
Discussion on the threats and opportunities in an angel investment context and how 
does it work in a practical sense: 
 
 

• John Medved joined via Skype to discuss crowd funding and Ourcrowd.com. 
o Ourcrowd is a curated group of companies online.  1 in 1000 deals 

gets onto the site.  Site owners invest their own capital in the listed 
deals alongside other angels.  Take a seat on the board. Provides 
‘best of both worlds’ option – angel + VC.  

o $10k minimum investment. Accredited investors only. Done 9 deals 
over $1m. 2% management fee.  15% carry. 

o Investment criteria: great team, addressable market, simple value 
proposition, value, sponsorship and traction.  Later stage, not seed. 

o Legal entities are special purpose limited liability partnerships 
domiciled in British Virgin Islands 

o Planning a Sydney office.  View NZ as underfunded. See 
opportunities in NZ for crowd funding. 

 
 
Questions raised:  
 
Is Ourcrowd about supporting existing angels or creating more? 

• Value proposition is around internationalization.  Allows angels to invest 
outside their local ecosystem, into the ‘best of the best’.  Also allows 
companies to internationalise – the best way to do this is to bring on 
international investors. 

 
What’s your vision of the world in 3 years? 

• Crowdfunding is the third leg of the stool that makes it stable: VC + Angel + 
Crowd. 

• There will be a few global platforms after a big shake out of the many local 
platforms that will emerge or are emerging. 

 
 
Discussion points.  Note a wide variety of views about crowdfunding were expressed, 
from opposing to embracing.  This is a selection of the different comments: 
 

• Like any crowdsourcing platform, community is key.  Personal connection is 
what gets things done.  Unlikely deals will get done sight unseen.  The 
crowdfunding platform has to enable this. 

 
• Alongside social media, the crowd could play a useful due diligence.  Likely to 



 
bring better insights.  Also the integrity of buyers and sellers can be 
measured through reputation (think Trademe feedback). 
 

• Due diligence insights would work best for consumer facing businesses, not 
B2B. Also difficult to see how crowd sourcing DD would help truly disruptive 
businesses because by definition the crowd doesn’t see these coming.   
 

• Would also drive a ‘lowest common denominator’ mindset.  And an investor 
bible is ‘The Madness of Crowds’ where lemming like sentiment is to be 
avoided.  
 

• There is a risk that the crowd funding industry fails after say 10 years, and 
paints the whole early stage investment industry in a bad light.  Retail 
investors fail to understand what they are investing in, eg don’t get immediate 
returns or high liquidity.  They bring nothing to the table and know nothing. 
 

• Crowdfunding is a good way of getting bootstrap cash. Part of market 
validation for entrepreneurs seeking bigger dollars. 
 

• A short term opportunity to build something that a retail bank will buy? 
 

• Good for the founder friendly movement – geeks can remain anonymous and 
don’t have to engage with people. 
 

 
Key Tips for Angels: 
 

• The jury’s out, but crowd sourcing is coming in one form or another. 
• Need to sell the benefits of angel investing, its points of difference versus 

crowd funding 
o Risk management 
o Navigating the waters of early stage business development 
o Networks of expertise 

 
 


