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Abstract 

Crowdfunding is a growing form of start-up funding and is estimated to turn over 5.1 

billion USD in the future (Teigland & Ingram, 2013). This may not be a big part of the global 

economy but still very important, because this capital helps start-up ventures to emerge and 

help them to evolve in a way they could not if it was not for crowdfunding. The findings of this 

paper deduces that nationality does not have an impact on the transactions decision of Swedish 

crowdfunders. Support for other hypothesis are also found, which could be helpful for future 

research about how crowdfunders transaction decisions is influenced. 

Keywords: Crowdfunding, Swedish crowdfunding, nationality, impact, transactions decision, 

physical distance, geographic distance, culture. 

  



 

 
 

1 
Introduction 

Crowdfunding is when a “crowd” (e.g. many people) lend money to a loan taker for 

something in return, the return can though vary. It is usually a product or something that thanks 

the lender for its support. 

The internet has given the population of the earth an opportunity to break the barriers 

that physical distance implies. The internet can connect people from various nationalities, 

geographic location, cultures and etcetera. The internet is therefore the pillar of how the 

crowdfunding community functions.  

The term and area of crowdfunding is relatively new and not much research has been 

conducted. In 2013 where there around 800 operating crowdfunding platforms and these did 

turn over around 2,6 billion USD worldwide in 2012. This paper will investigate if there are a 

correlation between the nationality of the parties in crowdfunding and the transaction decision 

of Swedish crowdfunders. The parameters that will be considered is nationality, crowdfunding 

platform usage, physical distance, cross-border transactions and how these parameters effect 

the transaction decision. 

 

Methodology 

 The purpose of this study is to investigate if Swedish crowdfunding users’ transaction 

decision is dependent on the nationality of the loaner.  

The research of this paper is based on empirical data. The empirical data is collected 

through a constructed survey, the survey consist of seven questions (six check questions and 

one open) and was totally anonymous. The population of this study has consisted of Swedish 

citizens’ that uses crowdfunding, the sample of 200 respondents been selected to act as a 

representative sample for the population. The survey was constructed in “Google forms” which 

is a tool for creating surveys. The answers from the respondents has after collection been 

analysed and compared to current literature (e.g. secondary sources). Secondary sources mean 
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that the information is not experienced in first-hand, someone else has already conducted the 

research and reached conclusions. The search for secondary sources consisted of searching for 

scientific articles, books, reports and other relevant publications to the subject. For searching 

has Scopus, Web of science, Halmstad university’s database (Summon) and Google been 

helpful to get viable information. The used keywords to get the information was crowdfunding, 

Swedish crowdfunding, geographic distance, culture. 

In order to increase the reliability of the data from the secondary sources has the sources 

been audited before usage in this paper and the surveys questions had specific functions to 

answer different areas of the paper. The sample has also been a tool the determine that the data 

from the survey is reliable. 

To make the sources viable is only peer-reviewed data used on the secondary sources 

which is a used and accepted method in the scientific community. Peer-reviewed means that 

the paper has been audited and accepted by another independent peer. 

 

Theoretical findings 

One of the characterisations of crowdfunding is the higher distance between the 

“crowd” (eg. the ones that make a donation for fund a project) and the project. The data that 

(Agrawal, Catalini, & Goldfarb, 2015) present shows that the mean distance is about 3000 

miles which computes too little over 4800 kilometres, this means that there is a high possibility 

for example a swede to fund a project in Abu Dhabi.  This phenome is not aligning with the 

prior research conducted in the area of venture capital, which is similar to crowdfunding in 

many ways. The research about venture capital notes that the mean distance from a funder and 

the project is about 70 miles which computes too little over 100 kilometres (Sorenson & Stuart, 

2001). Because crowdfunding platforms mostly do exist on the world wide web, entrepreneurs 

can present their projects, business plan and how they intend to invest their future potential 

funds to an internet-community.  
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This internet-based platform is a tool for going around and overcoming the 

barriers that similar market transactions in the real world and geographic distance would imply 

(Brynjolfsson, Hu, & Rahman, 2009). One theory that supports the implication of lower 

distance between the project and funder is the “family & friends” phenome. This mean that 

entrepreneurs often in the start-up stage seeks funding from relatives and friends. The theory 

is based on that the entrepreneur’s family and friends have known them a longer time, know 

how they operate and this will therefor lower the information asymmetries between funder and 

entrepreneur (Parker, 2009). Based on Parkers (2009) argue when family and friends decides 

to lend some of their capital in the project can this mediate an entrepreneurial commitment and 

trust in the founders to others. This may further lead to that other “external” funders may open 

their eyes for the venture and want to join. 

There is also a cultural impact on the funders. (Fisman, Paravisini, & Vig, 2012) 

concludes that people often prefer to fund people that are culturally similar, this is based on 

that they have more trust in these similar people. 

(Burtch, Ghose, & Wattal, Cultural Differences and Geography as Determinants 

of Online Pro-Social Lending (14-021), 2013) finds support for their hypothesis in their paper 

“Greater physical distance between a lender and borrower country will result in fewer lending 

transactions”. They find that the distance has a significant negative effect on the lending (e.g. 

crowdfunding). They say that funders are more likely to preform transactions between 

entrepreneurs that are in a closer range. But they also argue about if this effect is relevant, 

considering the extent of the crowdfunding platforms.  

 Given that crowdfunding is an internet based transaction does the lack of direct 

interaction tend the funders to consider other funders opinions and actions before they self 

decides to lend to a project. This direct interaction or so called social interaction is usually the 

way to measure or investigate a product or projects quality. Here is where the online 

crowdfunding platforms can assist the entrepreneurs to attract funders, and assist the funders 
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to get viable information about the offer. The funders can interact with other funders to evaluate 

the offers that they can fund on their platform, regardless of geographic distance or nationality 

(Dellarocas, 2003). 

 The advance in technology through the introduction of the internet have contributed to 

the growth in the global interpersonal trade-market, therefor facilitated the growth of the 

crowdfunding phenome, but this can also develop new obstacles. At the same time the 

technology can make the impact of geographical distance wane, can the technology aggravate 

the impact of cultural distance (Burtch, Ghose, & Wattal, An empirical examination of cultural 

biases in interpersonal economic exchange, 2012) 

 

Crowdfunding’s extent  

 In 2013 there where approximately 800 operating different crowdfunding platforms 

around the world. This financial method managed to raise 2.6 billion US dollars which 

computes to around 24 billion SEK in 2012. Massolution has predicted that the crowdfunding 

community will reach an amount of 5.1 billion US dollars which computes to 47 billion SEK 

(Teigland & Ingram, 2013). With this said are crowdfunding relatively small compared to the 

world’s economy, but it is growing in variety of sections where it is used and in the value of 

the transactions. This is because crowdfunding platforms makes it possible for entrepreneurs 

to meet potential funders and ask for loans’ regardless of the geographic distance, often by 

small amounts, with the possibility to not be hindered by the exchange regulations and 

simplifies the process of interaction between the funders and entrepreneurs (Freedman & Jin 

G, 2011). 

 

Differences between funders and loaners nationality 

(Burtch, Ghose, & Wattal, Cultural Differences and Geography as Determinants 

of Online Pro-Social Lending (14-021), 2013) investigated how the transactions on Kiva.org 
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between funders and loaners are conducted. They used the information from the most recent 

edition of World Value Survey to construct these “heat-maps”, se figure 1 and figure 2.  

 

Figure 1. 

Kiva Borrower Distribution (Burtch et al, 2013) 

 

Figure 2. 

Kiva Lender Distribution (Burtch et al, 2013)  
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Empirical data 

In the empirical section of this paper will the empirical data be shown. The data is 

collected through a survey, with a sample size off 200 respondents. 

When the respondents were asked if they used crowdfunding did 200 of 200 

respondents answered “Yes”, See figure 1.  

 

Figure 1. 

 

When the respondents were asked if they used a crowdfunding-platform to make their 

transactions 167 of 200 respondents answered “Yes”, and 33 of 200 respondents answer “No”. 

Se figure 2. 

 

Figure 2. 
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When the respondents were asked how much they usually invest in crowdfunding did 

98 respondents answered “0-2500SEK”, 32 respondents answered “2501-5000SEK”, 51 

respondents answered “5001-10000SEK”, 7 respondents answered “10001-15000SEK”, 10 

respondents answered “15001- 20000SEK” and 2 respondents answered 20000SEK <. See 

figure 3. 

 

Figure 3. 

 

When the respondents were asked from which country they where from 200 of 200 

respondents answered “Sweden”, se figure 4. 

 

Figure 4. 
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When the respondents were asked if they make cross-border transaction did 157 of 200 

respondents answered “Yes” and 43 respondents answered “No”. Se figure 5. 

 

Figure 5. 

 

When the respondents were asked which country they do cross-border transactions to 

did 74 respondents answer “USA”, 22 respondents answered “England”, 25 respondents 

answered “Denmark”, 10 respondents answered “Norway”, 15 respondents answered “China” 

and 11 respondents answered “Japan”. Se figure 6. 

 

Figure 6. 

 



 

 
 

9 
When the respondents were asked if the physical distance between the funder (e.g. the 

one that lends money) and the loaner (e.g. the one the receive the lended money) impacts the 

transaction decision did 64 respondents answered “Disagree strongly”, 91 respondents 

answered “Disagree”, 10 respondents answered “Neutral”, 23 respondents answered “Agree” 

and 12 respondents answered “Agree strongly”. Se figure 7. 

 

Figure 7. 

 

Analysis  

The respondents’ answers will be analysed in this section of the paper and then 

compared with current research, to see if there are any correlations. 

All of the 200 participating respondents had knowledge of what crowdfunding is and 

all used it. All of the respondents was Swedish Citizens’, and all of the respondents did not use 

a crowdfunding platform. 83,5% of the respondents used some kind of crowdfunding platform 

and 16,5% of the respondents did not use a crowdfunding platform. This can be related to the 

research conducted of (Freedman & Jin (2011); Brynjolfsson, Hu & Rahman (2009); Burtch, 

Ghose & Wattal (2012)) where they deduced that the internet has given lenders and loaners the 

possibility to overcome the barriers that psychical distance implicates and that crowdfunding 

platforms are making it possible to access more offers and possibilities to get funding’s then 
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by not using a platform. Freedman & Jin (2011) also says that loaners often lends out small 

amounts. This theory was tested by the survey in this paper and the results deduces that their 

theory was accurate. See the results in figure 3. 

Parker (2009) are talking about how start-ups usually are funded and how important the 

family and friends is, they make the investments in the venture because the low level of 

asymmetrical information. Given Parker (2009) hypothesis will lenders that feel a high level 

of asymmetrical information have less interest of funding a project. The research done by 

Dellarocas (2003) results is conclusions that crowdfunding platforms is helping the lenders to 

get viable information and therefore lowering the level of asymmetrical information, this will 

lead to that lenders have a higher interest in funding a project. 

(Agrawal, Catalini, & Goldfarb, 2015) deduces that the mean distance of crowdfunding 

transactions is about 4800 kilometres. This is saying that lenders will not only make transaction 

in their own country, they will often also make cross-border transactions. To test this theory, 

did we constructed two items in the survey which purpose was to investigate this. The results 

regarding if the respondents made cross-border transactions are presented in figure 5. 78,5% 

of the respondents answered that they make cross-border transactions. The result regarding if 

the physical distance has an impact on the transaction decision is presented in figure 7. The 

majority of the respondents thought that the distance between the funder and loaner did not 

affect the transaction decision. Those results are supporting what Agrawal, Catalini & Goldfarb 

(2015) are saying about the long physical distances. Burtch, Ghose & Wattal (2013) findings 

about their hypothesis “Greater physical distance between a lender and borrower country will 

result in fewer lending transactions” are speaking against the empirical data of this paper and 

the findings made by (Agrawal, Catalini, & Goldfarb, 2015). But Burtch, Ghose & Wattal 

(2013) are also discussing if their findings are relevant to situations like crowdfunding 

platform. 
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In the survey we constructed an item to investigate where the respondents made their 

cross-border transactions. The results are presented in figure 6. In the results where there 

support found to the theory’s that Fisman, Paravisini & Vig (2012) discussed, how cultural 

differences and how the culture similarity has an effect on the transaction decision. In this 

papers empirical data are there an overrepresentation of cross-border transaction to countries 

that have a western culture. This is can be because of the Swedish social and entrepreneurial-

culture is more western then eastern. This cultural-effect has a positive correlation to the 

internet-usage which makes it possible for more different culture to meet. This is aliening with 

Burtch, Ghose & Wattal (2012) theory’s which makes it important to have this in mind when 

talking about crowdfunding, since most crowdfunding is internet-based. 

 

Conclusion 

To find an answer to if Swedish crowdfunding users transaction decision is dependent 

on the nationality of the loaner, have a survey been constructed to get empirical facts about 

this area. 

By comparing the current literature on crowdfunding and the literature by Sorenson & 

Stuart (2001) on venture capital can a difference in character between venture capital and 

crowdfunding be found. Venture capital has a shorter physical distance range (e.g. around 100 

kilometres) and crowdfunding has a longer physical distance range (e.g. around 4800 

kilometres). The difference between venture capital and crowdfunding in physical distance 

range is a function of the crowdfunding platforms, the platforms help the parties to interact 

over greater physical distance with help of the internet. This makes the nationality of the parties 

less important on the transaction decision for one and another, this can be read out of the survey 

that has been conducted since the majority of the respondents preformed cross-border 

transactions and did not think the long physical distance has an impact. So to conclude this 

paper has the empirical data that has been collected not given any support to that Swedish 
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crowdfunding users transaction decisions is dependent on nationality. Therefore, is this 

hypothesis rejected. Due to the current lack of research in this area will this paper fill some of 

the scientific gaps and hopefully encourage more to investigate the subject.  

 

Suggestions for future studies 

By rejecting the hypothesis of this paper is room given to further research in the area. 

An area of interest would be to research the area of how important the culture of nationalities 

is to the crowdfunding users’ transactions decision. Support has been found for this in both this 

paper and the paper written by Fisman, Paravisini & Vig (2012), we can see an 

overrepresentation of western culture in our survey and Fisman et. Al. (2012) says similar 

culture do trust each other more which correlates with the findings of this paper. Future research 

should maybe be conducted in an eastern culture to see if similar results are found there, or 

even a global research would be best. This paper is only conduced on Swedish crowdfunding 

users and therefore will not give a fair evaluation of this area. 
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