
Tips From The Pros
For decades, Venture Capitalists have honed 
their skills at identifying, investing in and profiting 
from early-stage companies.  In this report, four 
of these professionals reveal how individual 
investors should approach Equity Crowdfunding.
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“Oh, boy… this could go really, really badly.”

As much as I tried to shake that thought from my head, it kept creeping back in.

I was flipping through a magazine in an office reception area, waiting to meet one of 
the legends of the venture capital industry.  Although he’d been nothing but gracious 
about putting time aside for this interview, I was anxious.

You see, the topic of our conversation was Equity Crowdfunding, the exciting but 
somewhat controversial trend of providing funding to a company by selling small 
amounts of its equity to many investors.  

I’d heard that some venture capitalists – the professional investors who provide capital 
to the likes of Facebook, LinkedIn and Google when the companies are little more 
than an idea – were pretty riled up about the topic.

Historically, early-stage investing has been their territory; they’ve been the ones to 
spot the next big thing when it’s just an idea sketched out on the back of a napkin.

But the JOBS Act – a law signed by President Obama in 2012 that, among other 
things, aims to create new jobs and encourage everyday citizens to invest in small 
businesses – is changing the landscape.  What if a big crowd of everyday investors is 
just as good as professional venture capitalists at identifying promising companies?  
Will it put the venture capitalists (or “VCs,” as they’re often called) out of business?

I was shocked by what happened in the interview – and in every other interview we 
conducted.  But more on that in a moment…

SOME CONTEXT

When we first learned about equity crowdfunding, we immediately grasped its game-
changing potential.  Born from some of the biggest changes to securities law in eighty 
years, crowdfunding is going to change things for everyone – from job seekers, to 
early-stage companies, to investors of every stripe.

But we also recognized that, initially anyway, there would be an enormous amount of 
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hype – and if individual investors weren’t armed with good information before jumping 
in, they could lose their shirts.

So we founded Crowdability to help investors understand, and profit from, this new 
asset class.  We even committed to spending 50% of our time and resources creating 
high-quality education for investors.

And while the crowdfunding landscape is brand new, our 30+ years working in the 
startup space – founding, growing, selling and advising early-stage companies – puts 
us in a unique position to help you get started.

For this particular report, “Tips from the Pros,” we also wanted to bring in the 
perspective of fulltime professional investors – the VCs.  VCs provide the financial 
fuel that allows a small company to grow and, in many cases, to change the world. 
Companies like Google, Apple and Genentech all had the backing of VCs.

We wanted to find out how these professional investors would approach equity 
crowdfunding if they were Regular Joe’s:  

• What framework would they use to make investment decisions?  
• What types of startup companies, in particular, would they look for? 
• How much capital would they commit to crowdfunding opportunities as a 

percentage of their overall investment portfolio? 
• Would their approach be fundamentally different as a crowdfunding investor versus 

when they invest their firm’s money?

That’s where the inspiration for this report came from.

  
If you’re interested, please check out our educational materials in the 
Resources section of the Crowdability site and on our blog »

RESOURCES

http://www.crowdability.com/resources


What you’ll read below are investment strategies from VCs who were early investors in 
Apple, Twitter, and many others.  They’ve personally experienced what happens when 
an early-stage investment turns into a multi-billion dollar acquisition or IPO.
 
Our goal was to get inside the minds of these professionals who have long-term 
track records of successfully investing in early-stage companies – and then bring 
their thoughts and insights directly to you.  In brief, we hope this report will give you a 
roadmap for success in equity crowdfunding.   

What you’ll read below are the most important themes that we uncovered – the 
chestnuts of wisdom – from the hours upon hours of interviews we conducted.

You’ll read about:

• How to create an early-stage investment strategy like the pros
• How to methodically separate good investments from the bad
• How to quickly spot danger signs that could mean disaster for your wallet
• As well as one surprising response we received from every investor we spoke with!

But before we begin, let’s look at how venture investing works and why we hold these 
investors in such high esteem. This will give some insight into why we believe their 
tips are so valuable for everyday investors.

HOW THE VENTURE CAPITAL INDUSTRY WORKS

To set up a venture capital fund, the General Partners, or “GPs,” first raise capital from 
investors, known as Limited Partners or “LPs.”  The LPs are generally pension funds, 
endowments, family offices and wealthy individuals – the types of entities that have 
the wherewithal to write checks of $1 million, or even many hundreds of millions. 

Once the funds are raised, the GPs invest the capital on their LPs behalf.

Unlike mutual funds or hedge funds, which generally invest in public-market securities 
like stocks or bonds, venture funds invest their money into private companies – 
promising early-stage startups.  
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Each venture fund has a different set of criteria for investing.  Most will formulate and 
stick to a unique “hypothesis” about what the world will look like in the future, and 
then they’ll try to invest in companies that would profit from this new world.  

Some VCs invest in companies before a commercial product has been built; others 
invest only after a company is generating revenue.  Some invest in technology 
startups, while others fund, say, biotechnology or consumer-oriented companies.

The compensation of venture capitalists is based largely on the success of their 
investments.  Success is created in two ways: the companies they fund either go 
public in an IPO, or they get acquired by a bigger company. 

When a VC fund is successful, it gives 80% of its profits to its LPs, and keeps 20% 
for itself.  This 20% is known as the “carry.”  If a fund isn’t successful, the only 
compensation it receives is an annual management fee – usually 2% of the fund’s 
assets.  In industry jargon, this form of compensation is called “2-and-20.”

This compensation structure is important.  Unlike a stockbroker who gets paid no 
matter how well or how terribly they perform, venture capitalists only earn the big 
bucks if they perform well!

Now, let’s get started with our tips & takeaways from our interviews...

TIP #1: PREPARE YOUR BATTLE PLAN

As the VCs repeated time and time again, investing in early-stage companies isn’t 
something you can dabble in and expect to have success.

Unlike publicly-traded stocks, where you can aim for a quick, small gain and still 
protect your downside, investing in private companies is an “all or nothing” situation.  
Early-stage companies are unproven entities trying to change the world with a new 
invention or a new piece of technology.  When they work, their products capture the 
hearts, minds and wallets of consumers.  When they don’t work, the company can 
completely flop!  

The VCs were very adamant about this: if your “strategy” for early-stage investing is to 



5

casually pick a few startups and expect you’ll score the next Facebook, you might as 
well head to Vegas and put it all on black.  

That’s just gambling.

  Many of the VCs we interviewed brought up the topic of “liquidity.”

In the stock market, most shares trade hands often, if not constantly – 
that means there’s a liquid market for the shares.

For most private shares, on the other hand, there’s no market at all.  
When you put money into a private company, you can’t just sell your 
stock if you need money for groceries or to pay the mortgage!  

Although high-quality “secondary” markets like SecondMarket and 
SharesPost are emerging to allow the buying and selling of private-
company stock, there’s no guarantee that they’ll make a market for the 
shares you own.  

The VCs urged us to be very direct with you about this: with equity 
crowdfunding, you need to think of your money as being locked up 
indefinitely.  You can’t convert your shares to cash with a snap of 
your fingers.  You need to have the wherewithal to commit to these 
investments and companies for the long haul.  

If the companies are successful (and keep in mind it could take years 
and years to get there), your financial return could be tremendous.  But 
if the companies aren’t successful, your investment could go to zero.  

So keep the topic of liquidity in mind when you’re building your 
strategy!

LIQUIDITY
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As Jerry Colonna of Flatiron Partners fame puts it, “You’ve got to think through the 
whole thing.  Otherwise you’re just throwing darts at the wall.”

As Jerry sagely advises, investors should be thinking about equity crowdfunding as 
a new asset class in their portfolio, as opposed to lumping it into the same bucket as 
“stocks.”

Let’s say that an investor has a hypothetical million-dollar portfolio consisting of three 
asset classes.  Real Estate: 30% (equity in their home), Stocks: 40% (their brokerage 
account and retirement accounts holding individual stocks or mutual funds) and 
Bonds: 30% (treasuries, municipal bonds, etc.).

Now let’s say that this investor becomes interested in investing in equity crowdfunding 
deals.  This would be a new asset class in their portfolio – one that has an even higher 
risk/return profile than stocks.

What percentage of their assets should they allocate?

Mark Wachen, a successful entrepreneur, investor, and the Managing Partner of a 
technology incubator called DreamIt Ventures, suggests allocating no more than 5% 
of your investable assets into equity crowdfunding – “unless you really know what 
you’re doing.”

Given his belief that early-stage investing is new territory for most people, he seems to 
be suggesting that no one but professional investors should allocate more than 5%.

Mark Peter Davis, from Interplay Ventures, a successful entrepreneur, angel investor 
and Venture Capitalist, had this say:

“I think investors could leverage these platforms to be opportunistic – jumping into 
selective deals – or they could actually build a portfolio.  I suspect the most focused 
players in the space will do the latter over time.”

To clarify, what he’s saying is that many folks will come across a “hot” deal or two 
and write a check.  But other people – the ones who are more interested in taking a 
focused, professional approach to this market – will take the time to build a diversified 
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portfolio of many startup investments.

The data are stunningly clear that the latter strategy – building a diversified portfolio – 
is the way to go.  Statistically speaking, it’s unlikely that you’ll earn the returns you’re 
seeking by investing in one or two crowdfunding opportunities and then calling it a 
day; you need to diversify by investing in many opportunities.

To make the point even more clear, let’s take a look at a hypothetical portfolio as an 
example:

With the hypothetical $1 million portfolio we mentioned above, an investor would 
allocate no more than 5%, or $50,000, toward early-stage private companies.  
Remember, that $50,000 should be money the investor won’t need to pay for 
groceries or the mortgage.

  
All the VCs we interviewed agreed that diversification is key.  But how 
many investments does it take to be “diversified”?

Well, successful venture capitalist Fred Wilson from Union Square 
Ventures has said that VCs should target 1 to 2 investments per partner, 
per year.  Given that the average investing period for a fund is 5 years, 
each partner will make 5 to 10 investments.  For a firm with 4 or 5 
partners (like Union Square Ventures) that’s 25 to 50 investments over a 
5-year fund.

So is 25 to 50 investments a good target?  As it turns out, that might be 
a good start.

This study, indicates that, with 50 early-stage investments, an investor 
would have a 96.9% chance of at least doubling their money.  (And with 
500 investments, an investor would have a 96.2% chance of tripling 
their money.)

DIVERSIFICATION

http://laprade.org/will-the-numbers-behind-volume-investment-change-your-thoughts-on-crowd-funding/
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Investing that money over 5 years would put $10,000 to work each year, perhaps by 
allocating $1,000 for each of ten different deals.  

Over 5 years, that would create a portfolio of 50 different startups.  

If historical performance is indicative of your future returns, then in that 5-year 
timeframe you could theoretically turn $50,000 into $100,000.  Depending on how the 
other asset classes in your portfolio performed, this return could either be the “cherry 
on top” or a nice hedge should your other investments underperform.

Now that is a battle plan!

TIP #2:  CREATE A FILTER

“A valuable service is one that filters out the $#!% deals.”  

We’ll leave out the investor’s name who dropped that little gem on us, but his point 
is clear: once you have your portfolio strategy locked in, you need an efficient way to 
separate the good deals from the “$#!%” deals.

We say “efficient” because there’s going to be A LOT of crowdfunding deals.  The 
industry is still in its earliest phases, and already, Crowdability aggregates about 20 
to 30 new deals per week across a dozen platforms.  When the space matures, that 
number is set to rise dramatically. 

You’ll need to be able to quickly identify good ideas from those that aren’t worth your 
time or money.

Mark Wachen provided an interesting statistic based on his accelerator program, 
DreamIt Ventures:  more than 1,000 companies applied to last summer’s program, and 
only 15 were accepted.

That’s a 1.5% acceptance rate – meaning that they invest in just 1.5% of the 
opportunities they see.

To comb through 1,000 companies – and not spend several years doing it – DreamIt 
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needs a stringent and efficient filtering process.

All VCs and early stage investors need a good process – and so do you.

Here are some of the filters and criteria used by the pros:

1.  What’s the problem?

Talking about his initial filters, Jerry Colonna says he does “two things when reading a 
business plan.”  

The first is to ask, “What’s the problem in the market that these people are trying to 
solve?”  

This first question allows him to quickly plow through hundreds of business plans.  If 
he doesn’t believe the business is addressing a real problem, he stops reading.

2.  Who’s trying to solve the problem?

The next thing Jerry says he does is to flip to the back of the business plan and read 

  
Rather than “solving a problem,” some of the most successful 
companies in the world meet a deep psychological or emotional need. 

Beyond basics like food and shelter, most of us need human 
connection, entertainment, and the gratification of being part of 
something bigger than ourselves.  This is why everything from online 
dating services to TV, film and music are such big businesses.  

And it also explains why seemingly trivial services like Facebook or 
Twitter have managed to change the world.  These services allow us to 
connect with one another in ways that have never been possible before.  
They don’t technically solve a problem, but they certainly meet a deep 
human need.

PRO TIP: NEED VS. PROBLEM
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the biographies of the team.  He wants to see the background of the founders and 
management team – what they’d done before and what “special sauce” they possess 
that will give them a strong chance of succeeding.  

According to Jerry, there may be a problem in the market – and there may be a 
solution to it – but without the right management team, it’s unlikely that a good idea 
will even make it to market.

In fact, many professionals say they invest in the team more than the team’s idea.  
Companies often need to change direction before finding the right formula for 
success.  You want to invest in a team that’s flexible and can accept that their initial 
vision needs some tweaking.

We heard a similar point of view time and again.  Mark Wachen said that he looks for 
past history of success as an entrepreneur.  Someone who has  gone through the 
process of starting a business and growing revenue from scratch knows what they’re 
getting into.

As Mark noted, whether they previously “built a great business selling T-shirts at 
concerts, or they had a laundry service at college, they did something where they 
built a real business – even if it was small.  But it was something they conceived and 
executed.” says Wachen.  “Looking for those kinds of experiences in the past is really 
important.”

  
You should be able to find detailed bios of the company’s team on 
professional networking sites like LinkedIn.com.  You’ll also be able 
to see if you and the team have connections in common.  Picking up 
the phone (or sending an e-mail) to check references is always a smart 
move.

PRO TIP: SOCIAL MEDIA
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3.  “If you like the store, you’ll love the stock”

As legend has it, Peter Lynch, the famed Fidelity Magellan Fund manager, would send 
his teenage daughter to the mall with some spending money.  After seeing which 
stores she bought from, he’d analyze the stocks of those companies.  

We heard a similar refrain from our private-company investors.

Mark Peter Davis, for example, said, “I always recommend that people focus on 
businesses that they can understand.  If they can’t envision being in the shoes of the 
customer, it’s hard to pick winners and understand what makes a product attractive.”

Colonna felt the same way, saying that even if you wouldn’t use the product, ask 
yourself, “Could you envision someone else using it?”  Jerry, like Lynch, uses his 
children as inspiration for some of his investment ideas. 

For example, it was only after observing how his children interacted with the AOL 
Instant Messaging service that Jerry decided to invest in Twitter.  Seems like a smart 
move in hindsight, given Twitter’s successful $25 billion IPO.

4.  Don’t Forget the Numbers

Like Warren Buffett said regarding public equities, “When a management with a 
reputation for brilliance tackles a business with a reputation for bad economics, it is 
the reputation of the business that remains intact.”

Like publicly-traded stocks, you want to find companies that have strong economic 
characteristics.  This helps to mitigate risk and increase returns if the company is 
acquired.
 
The “top 3” characteristics to look for are companies with:
 
Attractive Operating Costs
 
Companies with “high” operating costs have to spend substantial capital in order to 
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generate profits.  For example, maybe they need large warehouses to produce their 
goods, maybe they need a large staff to support their organization, or maybe they 
need to purchase a lot of inventory.
 
All else being equal, you should avoid businesses like these.
 
Reason being, companies with high fixed costs, like factories, find it difficult to 
cut expenses during downturns.  Think about what happened to many U.S. car 
companies over the last two decades.
 
Companies with a high cost of inventory generally have lower margins because they 
can only increase their prices so much.  A good example would be Amazon.com – 
they do billions in sales but have razor-thin margins.
 
Low User-Acquisition Costs
 
Every business has to market and advertise in order to get new customers.
 
However, some businesses don’t have to pay money in order to advertise their 
company and products.
 
A good example of this type of business is Facebook. Facebook used what’s known 
as “viral marketing” in order to acquire customers.  Every time a new user signed 
up, they were prompted to invite other friends to join the service.  Like a cold or a flu 
spreads from one person to the next, Facebook’s marketing message spread rapidly 
throughout the world without their spending a dime.
 
Predictable Revenue
 
While it’s challenging to pinpoint the exact revenue model that a startup will ultimately 
rely on, you certainly want to try.
 
Ed Goodman from Milestone Venture Partners is an advocate for investing in 
businesses able to rely on predictable revenue models.  “For us,” said Ed, “we 
like recurring revenue” when looking for new deals.  Examples of businesses with 
recurring revenue include subscription businesses like Netflix or your local cable 
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operator.
 
It’s easier to predict how these businesses will grow year-over-year – and this can 
translate into a higher valuation if and when the business is acquired.

5.  Consistency Above All

Perhaps you’ll decide to use some of the filters above to screen out the good 
companies from the bad; perhaps you’ll create your own set of filters.

But whichever ones you decide to apply to your screening process, make sure you 
stick to them consistently!

Ted Williams, one of baseball’s all-time best hitters, said that he would mentally break 
the strike zone into different “cells” or boxes, and would only swing at pitches that 
fell into the ones he liked.  Using this strategy, Williams was able to bat over .400 in a 
single season. 

If you could bat .400 with early-stage investing, you’d beat some of the most 
successful venture investors in the game.  As Mark Peter Davis pointed out, “Even the 
best investors in early-stage VC bat about .300.”  

At first blush, 30% may not sound so great.  But when your winners can return 10x or 
more, losing 70% of the time can still make you very wealthy!

TIP #3 – POTENTIAL PITFALLS

So you got rid of the “$#!%” deals and you have a list of deals you like.  The 
companies produce products you enjoy, have managers that you respect, have a solid 
business model, etc.

Time to write a check and make an investment, right? 

Not quite!

There are certain considerations that are specific to investing in private companies.  If 
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you’re not careful, you may end up investing in the most successful company you ever 
lost money on.

As Ed Goodman put it, “there are certain deals you see that will be good businesses – 
but won’t be good investments.”

Here are some of the pitfalls you should watch out for:

Pitfall #1:  Valuation

Like Warren Buffett said, “Whether we’re talking about socks or stocks, I like buying 
quality merchandise when it is marked down.”

When investing in public market companies, it’s the market that determines the price 
of a stock.  But with private companies, it’s usually the entrepreneur who initially sets 
the stock price.

When raising capital, the entrepreneur first decides how much money is needed to 
reach the next level of their business.  Maybe the next level is profitability, or maybe 
it’s a significant milestone that happens before profits — like reaching 1 million unique 
visitors per month.

Then they decide how much of the business they’re willing to sell in exchange for that 
money.  The more equity they’re willing to give away, the lower the implied valuation.  

Let’s look at a simplified example:

If Company X is raising $500,000 and is willing to sell 10% of their equity, they’re 
effectively setting the valuation at $5 million.  If they were willing to give away 50% of 
their equity, the valuation would effectively drop to $1 million.

Let’s say several years go by and Company X gets acquired for $70 million.  If the 
investors had invested at the $5 million valuation, thus owning 10%, they’d earn $7 
million.  If they’d invested at the $1 million valuation, they’d earn $35 million!

Keep this example in mind as you look at potential investments.  Why?  Because you 
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might find a great company, but if its valuation is too high relative to its potential exit 
price, you won’t maximize your returns.  

Remember, the VCs suggest that you take a portfolio approach and build a basket of 
high-risk investments.  Since the vast majority of the companies will fail, you need to 
make up for those losses by owning as much of the winners as you can.

All things being equal, you should invest your money into companies with lower 
valuations.  They might be just as good as “expensive” companies, and ultimately 
you’ll own a bigger stake in them if and when they get acquired.

Pitfall #2:  Dilution

Many early-stage businesses lose money for quite some time.  

They’ll raise a first round of capital, build out a product, and do some testing to see if 
people like it and are willing to pay for it.

But as they grow the business and expand their marketing efforts, they’ll often need 
to raise a second round of financing.  Depending on how fast they’re growing and how 
much success they’re having, they might raise a third round, and a fourth.

  
How are you supposed to know if a company’s valuation is too high?  

This is a too grand of a topic to address in this short report, so we will 
plan to write more about it in our weekly essays.

But for now, we’ll say this:

Most early-stage companies are valued in the $2 million to $5 million 
range.  If the companies you’re looking at are in this range, that’s 
“normal.” 

TOO HIGH?  TOO LOW?  HOW DO I KNOW?
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Each time a company raises money, you, as an existing investor, experience what’s 
known as “dilution.”  Essentially, the number of shares you own stays constant, but as 
the business issues new shares to new investors, the percentage of your ownership 
gets smaller and smaller.

Some professional investors keep money in the bank so they can invest in each 
subsequent fundraising round, thus keeping their percentage of equity constant.  
Other investors put money only in a company’s “first round” and accept that dilution 
will reduce their stake over time.

Based on the VCs we interviewed, and other research we found (see 
“DIVERSIFICATION”), it seems that your best bet is to be a “first round” investor and 
accept dilution as it happens.  Your stake will be reduced, but hopefully the company 
will use the new capital well and increase the overall value of the business.

Pitfall #3:  Read the Fine Print

There’s another potential pitfall that the VCs thought you should be aware of.  

The crowdfunding platforms where you’ll identify your investment opportunities 
vary greatly.  Some, for example, do extensive due diligence on the companies they 
feature; others do very little.  

Their business models and Terms of Use vary as well.  Some take a commission when 
they successfully raise money, others take a flat monthly fee regardless of success.  
Some have restrictions on when you can sell your shares, others have rules about how 
capital is distributed.

The bottom line?  Make sure you read the fine print!

The details on one such platform, for example, caught our attention.  If you invested in 
one of their startups and the company was acquired for a profit, the platform had the 
right to keep the profits in its own account for as long as it reasonably saw fit.

In other words, despite your homerun investment, this platform could hold onto your 
money until they decided they should cut you a check!
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So don’t cut corners when doing your research.  The devil is in the details.

WHAT SURPRISED US THE MOST

So bringing it all back to the beginning of our research for this report…

Still anxious, I sat down for the first interview.  I took a big gulp of water and paused 
for a second…

“So,” I asked, bracing myself for a scathing response, “what do you think about the 
JOBS Act and equity crowdfunding?”

“I think it’s great!”

I couldn’t believe my ears!  Was it sarcasm?  Not at all.

In fact, every VC we spoke with had similar sentiments.

Sure, they see risks for investors, and think it will take a little time to sort out the kinks.  
But they believe the JOBS Act and equity crowdfunding are positive developments for 
the economy, the job market, entrepreneurs, investors… and for the venture capital 
industry!

You see, big VCs don’t make money by investing small amounts of capital.  If they 
operate a $100 million fund, that would be a lot of $500 or $1,000 checks!  They make 
money by writing big checks.

The money that we invest as a crowd provides enough capital for an unproven startup 
to launch its business.  If the startup survives – if it proves itself – and then needs 
millions of dollars for growth capital, a VC can step in and write a big check.

By having an ecosystem of investors where the crowd can provide capital for a 
company’s earliest stages, and VCs can provide capital for its later stages, everybody 
wins!



18

WRAPPING IT ALL UP…

We at Crowdability are entrepreneurs.  Over the course of our careers, each of us has 
started, nurtured, and sold companies.  Our combined experience and our passion 
for the world of startups gives us a unique perspective on the emerging equity 
crowdfunding market.

Which begs the question: If we’re such experts, why did we interview VCs for this 
report?

To put it in perspective: if our goal was to help you become value investing experts, 
we would have sought out the advice of Warren Buffett.

But when it comes to investing in startups, the best sources of wisdom are the people 
who’ve earned millions and millions of dollars thanks to their ability to identify the 
winners.

We hope you’ve enjoyed their wisdom!
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Investor Biographies

 Jerry Colonna 
Jerry Colonna is a successful venture capitalist, angel investor 
and life coach. Jerry founded Flatiron Partners, one of the 
most successful early-stage venture funds of the Internet 
era.  After Flatiron, Jerry was a partner at JP Morgan Partners 
(the private equity arm of JP Morgan Chase).  For almost two 
decades, Jerry has been involved in successful early-stage 
deals including Lycos (IPO), Geocities (acquired by Yahoo!), 
comScore (NASDAQ: SCOR), and Twitter (NYSE: TWTR).  
Currently, Jerry is a life coach in New York City, specializing 
on working with Founders, CEOs and senior executives of 
technology companies.

Mark Wachen 
Mark Wachen is a successful entrepreneur (his internet 
startup, Optimost, was acquired for more than $50 million) 
and an early-stage investor (he’s invested in such winners 
as ChaiLabs, which was acquired by Facebook, as well as 
SeatGeek, OrderGroove, and many others).

He’s currently the Managing Director for one of the world’s 
leading technology accelerators, DreamIt Ventures’ NewYork 
program.
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Mark Peter Davis 
Mark is an entrepreneur and investor.  He’s been involved in 
technology startups for over a decade, most recently having 
served as the CEO of Kohort, a venture-funded company 
based in New York.  Prior to Kohort Mark led numerous 
early-stage investments while at DFJ Gotham Ventures.  He’s 
currently a Venture Partner at HighPeaks Ventures and the 
Founder of startup incubator, Interplay Ventures.  Notable 
investments include drop.io (acquired by Facebook) and 
SinglePlatform (acquired by Constant Contact).

Edwin Goodman
Mr. Goodman, co-founder of Milestone Venture Partners, has 
been a venture capitalist for nearly 40 years. The investments 
he and his team have made include Apple (in their last private 
financing round in 1977), Allied Waste (NYSE: AW), Komag 
(Nasdaq:KOMG), Petsmart, Inc (Nasdaq: PETM), and Staples 
(Nasdaq: SPLS).
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Disclaimer: This document is made available for general information purposes only. 
 
This report does not constitute a specific investment recommendation or advice upon which you 
should rely based upon, or irrespective of, your personal circumstances. Use of this document is not 
a substitute for obtaining proper investment advice from an authorized investment professional.
 
Actual results may differ significantly from the results described.
 
Potential retail investors are urged to consult their own authorized investment professional before 
entering into any investment agreement. Past performance of securities is not necessarily a guide to 
future performance and the value of securities may fall as well as rise. In particular, investments in the 
technology sector can involve a high degree of risk and investors may not get back the full amount 
invested.
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ABOUT CROWDABILITY

Crowdability provides individual investors with education, information and 
insight into opportunities in the crowdfunding market.  

Our free website and email newsletter aggregate and organize deals from an 
ever-expanding universe of crowdfunding platforms.  We aim to save people 
time and simplify the process of discovering and evaluating crowdfunding 
opportunities.

BENEFITS OF JOINING CROWDABILITY

• Never worry about missing an opportunity - we track them all for you

• Gain access to education and resources that remove the confusion and 
anxiety about early-stage investing

• Hear from professional venture and angel investors to help you better 
understand the mechanics of early-stage investing and how to identify the 
best opportunities

Crowdability’s goal is to become your primary resource for navigating the 
equity crowdfunding landscape.

Visit www.crowdability.com to join for free today.

Contact Us: 
Crowdability, LLC
229 West 28th Street
12th Floor
New York, NY 10001
www.crowdability.com 
info@crowdability.com
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