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As Head of Growth at Ulule.com, Thomas
Sychterz is responsible, he says, “for
making sure that we grow as fast and as
much as we should. In other words,” he
adds, “quickly and a lot.”
That’s one of the reasons why the
crowdfunding platform will open an office
in Toronto in the early months of 2019.
“We’re bullish on Toronto,” says Sychterz.
“It’s the financial centre of Canada. It’s
the place where decisions get made, and
we want to be part of the conversation.”
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Founded in Paris in 2010, Ulule.com has
become one of the top crowdfunding
platforms in the world. Its unique focus on
entrepreneur success and partnerships
with financial institutions enabled over
25,000 businesses and projects to
come to life. With offices in Paris, Rome,
Barcelona, Antwerp and Montreal, it
attracted more than 2 million community
members in Europe before expanding
into North America.
“We started in Quebec, because we were
seeing a lot of projects come out of the
province organically,” says Sychterz, who
joined the private company in 2017. “Now
with 50% of all Quebec crowdfunding
projects emerging on Ulule, we’re hiring
community captains in Toronto to get
things going with a satellite office.”
Unlike most crowdfunding platforms,

Ulule.com does more than facilitate
funding transactions. The company
also provides coaching and support to
budding entrepreneurs to teach them
the rudiments of raising money and preselling items through crowdfunding.
“We take a 5% success fee, like everybody
else,” says Sychterz, “but we also coach
people who may not be accustomed to
launching a new product or business and
show them how to get their first sales off
the ground.”
With this approach, Ulule.com tries to
locate its offices as close as possible
to its customers, whether they’re
entrepreneurs raising money for new
ventures, established businesses that
want to test the market for a new product
or individuals in other sectors who need
funding for a specific project. Ulule’s
business model is based on the powerful
relationship it builds with its community:
word of mouth is high and the banking
partners and brands are willing to pay to
tap into the filtered, nascent-but-proven
pool of entrepreneurs and creatives.
“Our aim is to empower makers and
entrepreneurs at scale,” says Ulule.
com founder Alexandre Boucherot.
“Our business is not driven by financial
objectives but by commitment. We do
entrepreneurship for entrepreneurs.”

“People in Toronto want to make good
things happen, and so do we.”
Sychterz, who raised financing himself
through crowdfunding after graduating
in engineering from Princeton, calls
Ulule.com’s approach “a pay it forward”
system. “90% of the projects funded on
Ulule have a social or entrepreneurial
impact,” he says. “People aren’t just
selling things and collecting funds.”
Among the thousands of projects
funded so far on Ulule.com is a 100%
biodegradable laundry detergent, a
healthy and sustainable solution for
brushing your teeth, and a co-working
space and coffee shop in Namur,
Belgium.
The founders of a bike workshop in
Saint Sauveur, Que., in the Laurentians,
raised $11,500 on Ulule.com, exceeding
their target by 50%, while the Musée
d’Orsay in Paris raised more than
$235,000 to finance the restoration
of Gustave Courbet’s masterpiece,
L’Atelier du peintre, exceeding its
target by more than 500%.
With a success rate of almost 70%
Ulule.com attracted interest from
the banking community almost as
soon as it began operating. “They
noticed projects getting funded on our
platform, and they approached us to
find out more about what we do.”
In Europe, Ulule.com has formed a
fruitful 5-year relationship with BNP

Paribas, while its Montreal office has
been working with National Bank of
Canada across Quebec for the past
3 years. For the banks, Ulule.com
provides a glimpse of tomorrow’s
growth businesses.
“They’re Ulule clients today,” says
Sychterz. “They raise their first
$10,000 with us, then they can become
commercial partners of the bank.
“Banks also find it interesting to tune
in to what we’re doing,” he adds.
Several zero-waste grocery stores, for
example, which recycle their entire
output of waste materials, raised
funding on Ulule.com, about three
years before the concept became
widely popular.
“The trends happen on Ulule before
they happen in the mainstream. I like
to see us as the farm team for banks.
Entrepreneurs prove themselves on
Ulule, and then banks can work with
not only a more seasoned entrepreneur,
but a business that has generated
money.,” Sychterz says.
“We also provide a fall back for the
banks,” he continues. “They may not
be able to help an entrepreneur with
raising the initial funding for an idea,
but they can refer the individual to
Ulule.com and invite the entrepreneur
to come back when the business needs
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further financing. It’s a win-win-win.”
Earlier this year, Sychterz contacted
Toronto Finance International and
made overtures to several banks
about working nationally with the
company. He is currently still open to
opportunities but aims to close a deal
within early 2019.
In 2019, Ulule.com has scheduled
several recurring themed pitch nights
(pitch.ulule.com), where entrepreneurs
promote projects focused on a
particular topic like food, fashion or
impact entrepreneurship. As part of
the event, an experienced community
captain will lead a workshop to
teach entrepreneurs about making a
successful pitch.
Over 1000 Canadian entrepreneurs are
projected to be launching businesses
and ideas on Ulule this coming year.
“In every experience I’ve had in Toronto,
I’ve been amazed by dynamic people
who are open to doing business,”
Sychterz says. “People in Toronto want
to make good things happen, and so do
we.”

