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Nathan Chan is the founder of FoundrMag.com. The digital magazine started as a side 
hustle in 2013, and has since transformed into a multi-million dollar media company.  
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The challenges I hear Side Hustle Nation struggling with most often are time, ideas, and 
money. This episode aimed to address one possible solution to the “money” problem. 

Nathan is fresh off a successful Kickstarter project in which he raised $200k for his first 
volume of Foundr books. Despite the campaign’s success and all the things that went 
right, there were a few “missed opportunities” and things he’d do differently next time. 

Why Nathan Decided to Use Crowdfunding 

Crowdfunding isn’t always the first avenue people think of when they need to raise 
funds, but Nathan says there are a number of reasons why he chose to do so. Namely, 
“Branding, validation, and tapping into a new audience.” 

Branding – A Kickstarter platform is a great way to market and publicize your brand. 
The top Kickstarter campaigns get thousands of visitors daily, and having people 
pledging builds trust around your brand. 

Validation – The product Nathan wanted to fund was physical books. This is something 
new to his brand (they only produced digital products previously) so crowdfunding was a 
great way to validate the product. 

The amount of interest, feedback, and revenue you receive from people interested in 
your product will help you gauge if your product is in demand. 

Tapping into a new audience – Foundr ended up raising $36k from Kickstarter 
organically, from people brand new to their brand that discovered the campaign 
through the site on their own.  

This is already translating into new revenue streams for Nathan’s other products. He 
told me about a new customer for his membership program who said he only heard 
about Foundr through Kickstarter. 

Do You Need a Huge Built-In Audience for a Successful Campaign? 

Most of the campaigns I have seen do well are from people who already have huge 
built-in audiences to tap into when raising funds. Nathan says that although he used his 
audience to build up hype for his campaign, you can start from scratch too. 

Nathan said he knows people who have no platform online, yet use Kickstarter as an 
“infomercial” for their physical products and raise more money than he does. One friend 
in particular recently raised $381k with no prior audience.  

He also added that Kickstarter has an audience of two million people who back more 
than one product, which is a large pool of people to potentially tap into. 

On his campaign Nathan said that one-third of his backers started new accounts to 
pledge, but the other two-thirds already had Kickstarter accounts and had backed 

https://www.indiegogo.com/projects/foundr-v1-0-lessons-from-proven-entrepreneurs-book-entrepreneurship#/


other campaigns before. There is a large community of backers looking to support cool 
products. 

So having an audience to start with will certainly help, but with the right marketing, 
product, and strategy, you can do just as well or better with no audience or a small 
audience. 

Having some knowledge on how to crowdfund also helps. About a year and a half ago 
Nathan released an issue called The Ultimate Guide to Crowdfunding. In this issue he 
interviewed some of the most successful crowdfunding campaigners, including the 
person behind Timbuktu Labs, responsible for the most successful ever crowdfunding 
campaign for a book, raising $1.2 million. 

Timbuktu Labs are currently running a campaign for another book called Goodnight 
Stories for Rebel Girls, this campaign already has more than $600k with an initial goal 
of just $40k. Nathan also interviewed the founder Indiegogo, so it’s fair to say he had 
some inside knowledge going into his campaign. 

Tips to Help Find People within Kickstarter to Back Your Project 

With such a large platform and so many new projects being added every day it can be 
hard to stand out from the crowd. Nathan said that the amount of effort they put into 
their landing page was one reason their campaign was so successful. 

Nathan hired the ex-head of designs at 99Designs to create a beautiful landing page 
that stood out from the crowd. He used faces of some well-known entrepreneurs that 
have been featured on the front cover of his magazine, and put a lot of time and effort 
into making a “flashy” video. 

All of this helped to not only impress people landing on their page, but build trust that 
this is a successful business and the backers will be getting exactly what they are 
pledging for.  

Because of this effort, when they reached out to contacts at Kickstarter to share their 
campaign and its early results, they were able to get featured on the site on the front 
page in “Projects that Kickstarter Love.”  

Using Facebook Ads to Drive Traffic and Generate Funds 

Even if you’re familiar with Facebook ads or have worked with a company before for 
your ad campaigns, Nathan recommends using a company that specializes in 
crowdfunding Facebook ads as it’s a “different kettle of fish” when targeting people to 
back a crowdfunding project. 

Nathan was referred to a company called Jellop, and although he only used them for 
the last 5 days of his campaign they generated an extra $40k in funding and he was 
very impressed with their services. He spent around $12-13k on the ads to generate the 
$40k, so it’s a 3x return on his spend, and his only regret is that he didn’t know about 

https://foundrmag.com/products/the-ultimate-guide-to-crowdfunding/
http://www.timbuktu.me/
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them earlier to use them throughout his whole campaign so they would have had more 
time to optimize the performance. 

How to Set an Obtainable Kickstarter Goal  

Setting a funding goal can be tricky. You want to set it high enough to cover all your 
costs, but if you are just a penny short you do not receive any of the funding. And since 
there are also some costs involved with running a campaign, failing to meet your goal 
can prove very costly. 

Nathan hired a crowdfunding consultant who advised, “Make the campaign goal as low 
as it can be to bring the project to life.” Nathan took into account all the costs involved in 
producing the book and $50k was the lowest amount of money required to bring the 
project to life. 

There is also some psychology involved. “People only want to back a project that’s 
getting momentum,” Nathan said. If they see a project has exceeded its goal and is still 
receiving more funding, people see the social proof and are more inclined to pledge 
some money. 

Costs Involved with Running a Crowdfunding Campaign 

Nathan didn’t receive the whole $200k from his campaign as there are some costs 
involved. Kickstarter take 5% as a commission fee, Stripe charge between 3-5% for 
payment processing, and there are often some failed payments when it comes time to 
charge all the backers. Credit and debit cards are only charged when the campaign 
reaches its end. 

Nathan’s campaign ran for 30 days, so when it came time to charge everyone, some 
people’s cards were denied.  

Setting Prices and Incentives for Backers 

When you run a crowdfunding campaign you need to set incentives to attract backers. 
These are basically gifts you give the backers, and you can set up different tier gifts 
relating to how much someone pledges. 

Nathan acknowledges one mistake he made when setting up his pricing. The 
international shipping cost is high on books as they weigh quite a lot. He said the $40 
for a book and $40 for international shipping turned some people away, and if he could 
set the price again he would have set the book at $60 and the shipping at $20 

The tier that attracted the most backers was an offer for a lifetime subscription to the 
magazine bundled in with the book for $70. On the high-end there were marketing 
workshops and sponsorships for backers, and a 100 book bundle for $3k. 

https://www.kickstarter.com/
https://stripe.com/


I think this tiered-pricing opportunity is one of the coolest things about crowdfunding, 
since it really lets you tap into the 80/20 principal and give your biggest fans and 
supporters an easy way to do more business with you.  

Nathan’s #1 Tip for Side Hustle Nation: 

“Have 6 months of runway. Build a product with recurring revenue.” 

More Info: 

 https://foundrmag.com 
 http://foundrmag.com/book 
 http://www.sidehustlenation.com/nathan 

 
Until next time! 

-Nick 

 

https://foundrmag.com/
http://foundrmag.com/book
http://www.sidehustlenation.com/nathan

