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— How can somebody become a successful venture 
capital investor?

— Oh, that's easy! They only need 10 years and $10 
million that they're not afraid to lose.

       
      Overheard at a venture summit. 

Notice: All recommendations in this document are based on the personal experi-
ence of Mindrock Capital founders and may differ from the official position of other 
venture capital funds, companies and industry experts. Investors should make 
decisions at their own risk.
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about Silicon Valley?
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Figures

The United States would not have become a superpower and a global center 
for innovation if San Francisco had not developed its unique culture of entre-
preneurial freedom. To understand how that happened, let us look at some 
numbers.

What is so special about Silicon Valley?

Venture economy attracts entrepreneurs, investors and corporations with its 
amazing ability to quickly change the lives of billions of people, and by doing 
so, generate large fortunes. Mobile phones, cheap travelling, new medicine, 
distance learning, and free porn are all born from the endless experiments 
funded with venture capitalists’ money.

Who and why would ever want to spend millions of dollars on a robot-babysit-
ter for your pets or on an artificial intelligence-writer of millennial memes? 
And who brings those absurd ideas to life? First and foremost, it's the geeks 
who live in the world’s venture economy hub, Silicon Valley.

Investment 
0.1-0.2% of U.S. GDP

Growth rates ~ 50% higher 
than total private sector

Employment growth ~8x higher than 
average private company

Revenue=21% 
U.S. GDP

Employ 11% private 
sector workforce

In 2019, there was $988 billion of venture capital under management in the 
world — that’s almost 15% of the 6.5 trillion1,2 private equity market, but the real 
impact of this money on the global economy is disproportionately larger.

Venture capital-backed companies 
drive economic growth
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$1.5 trillion was invested in venture capital deals worldwide between 2010 and 
2019, and this number has been increasing every year4.

On average, 40% of all global venture capital deals are done in the USA and 
Canada5. In the United States alone, total venture capital investments in 2019 
amounted to $136.5 billion6 - more than half of them are in California7.

42% of US companies that have gone public after 1974 were backed by venture 
capital.  These companies account for 85% of all research and development 
spending by companies that went public, and 63% of total market cap8.

This concentration of capital in Silicon Valley is not the reason (as officials 
often try to present it) but rather the consequence of the success of several 
thousands people who, in a mere 50 years, built a new world economy around 
the tiny village of Palo Alto.

Since 1970, the average annual share of venture capital investments in the 
United States has been less than 0.2% of GDP. The companies created with 
these investments generate 21% of the annual GDP. Every dollar invested in the 
venture economy during this period brings $6.27 annually3.

Generally, companies built on venture capital are more efficient, grow faster, 
and provide better employment opportunities.

What is so special about Silicon Valley?
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People

Oscar Wilde

It's an odd thing, but anyone who 
disappears, is said to be seen in 
San Francisco. It must be a de-
lightful city and possess all the 
attractions of the next world.

“
San Francisco has always been a city for the different- minded. Explorers in-
fected with the gold rush, gays persecuted after World War II, carefree hippies 
all went to San Francisco. It's the only city, where the crazy vagabonds and the 
richest/smartest people of the world coexist in perfect equilibrium. Where all 
new drugs are circulated, and all the possible sexual variations are practiced 
even in public like, for example, during the famous Folsom Street Fair (the author 
lacks certain open-mindedness to understand and accept all that was happening 
there but the city dwellers have been open-minded enough ever since 1984). San 
Francisco welcomes all people and all ideas.

Today scientists, entrepreneurs, and investors from all around the globe come to 
the Valley in search of like-minded people, new insights, interesting tasks, high 
revenues, and business- and creativity-friendly environments.

Venture capital companies bring the best talents from all over the world to the 
Valley so that they could work on innovation challenges. They offer them com-
fortable working conditions and good salaries. This treasured human capital is 
so important, it is included into the company valuation! 

What is so special about Silicon Valley?
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Entrepreneurs focus on keeping a high profile in front of investors. Only in the 
Valley,  startups are able to bloom, not in a gradual organic way, but in leaps 
and bounds. While it takes a traditional business 20 to 50 years to become a 
billion- dollar corporation, for a successful startup this process takes 5-8 years, 
and sometimes even 2-3 years.

Investors are drawn to the Valley for its direct access to the best specialists and 
co-investors' capital. Here, it's the easiest to test the potential of ideas through 
a network of local experts and to double-check if these ideas have already been 
buried in the "startup graveyard" — meaning, they've already failed many many 
times before. In the Valley, it's also easy to sell a startup to big tech corporations, 
who are on the constant lookout for such technologies. 

International corporations from all over the world invest in Silicon Valley R&D 
centers and support innovation programs and accelerators to stay closer to the 
epicenter of new ideas and innovations that can later be integrated into their 
business. In turn, corporations are an invaluable information resource for start-
ups, allowing them to focus on solving real-world problems. The partnership of 
corporations and venture capital drives technology development.

Despite the high level of automation in modern business, there is no database 
that stores all the knowledge about the business structures, ideas, and contacts 
of people. This information is stored in the heads of those living and working in 
the Valley. Results of their decisions and inventions become available to a wide 
range of experts and consumers only after several months (or even years).

Corporations are willing to pay 
up to $5M for an experienced 
specialist in AI/ML with a PhD 
diploma, an american visa, 
and a good CV when buying a 
startup with a team.

What is so special about Silicon Valley?
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Work principles

Billions (TV Series, S3, E4)

The city [San Francisco] is not 
gauged by its length and width, 
but by the broadness of its vision 
and the height of its dreams.

I don’t know. You might be able 
to sell that shit out by the Bay, 
but [here]…

Herb Caen, columnist for San Francisco Chronicle

“
Silicon Valley is the only place on Earth that created the ideal environment for 
a flourishing venture economy. 

Firstly, this process is facilitated by the history and culture of complete toler-
ance. As we have already mentioned, the bravest, craziest, strangest and the 
most brilliant people have been rushing here since day one. These are the 
people who were not able to find their place within a traditional society and, 
instead, sought their own “Promise Land” ― from gold diggers during the gold 
rush to today’s entrepreneurs. 

Secondly, this culture has prepared breeding grounds for the basic principles 
of venture capital entrepreneurship. To be able to reconstruct such a culture 
in any other place on Earth, we have to raise several generations of people 
free from prejudice and limitations. No government grants or tax exemptions 
would ever yield such a result.

What is so special about Silicon Valley?
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The Valley principles still do not fit the majority of the world’s business com-
munities: 

Intellectual property, ideas and specialists cost more than the company’s 
material assets. Money can only buy a raw product. Entrepreneurial talent 
and engineering thought are the true competitive advantages.

An entrepreneur should not be responsible for the raised funds. His respon-
sibility is limited by his business plan. 

It does not matter how many times you fail. It’s only the final result that 
matters. Every mistake is a statistically significant attempt that brings you 
closer to success. A high level of tolerance to mistakes and risks allows 
the industry to support a large number of extraordinary and innovative 
ideas. Only in this free-thinking environment could truly innovative com-
panies be born. Apple, Facebook, and Google's ideas also initially looked 
quite crazy. By the way, the average age of a successful startup founder is 
45 years old9. 

Investors are not afraid to lose their money or make a “silly” investment. It is 
impossible to earn money from venture investments if you try to save on it. You 
can earn money only if you invest in a successful startup. As the risks are high 
(best case scenario, only 1 in every 10 investments in early-stage startups is 
going to be a success), deals that bring less than 10x ROI turn out to be unprof-
itable. The final result is determined not by the most unsuccessful project in the 
portfolio, but by the most successful one that covers all losses and makes the 
profit. The most successful investments are always the least obvious.

WINNERS CAN’T BE 
JUDGED

the main principle 
of Silicon Valley

What is so special about Silicon Valley?
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Bureaucracy is meaningless and hinders innovation. Such companies as 
Airbnb and Uber just along with the majority of innovative projects initially 
violated the laws and market regulations. Airbnb is still banned in San 
Francisco where it was founded, and yet, has this stopped anyone from 
booking a stay on their trips? The company successfully operates around 
the globe and its valuation has reached $100B. Venture investors, unlike 
the traditional private equity funds, eagerly invest in technologies that may 
be controversial, go against public morality or even be prohibited by state 
law. Porn, pirate services, dark web and crypto currencies are among these 
blooming industries, all relying on venture investments. 

Rule of non-multiplication of risks. The rule says it is better to launch new 
products in the most developed and competitive market (such as the US) 
after already testing these products in the developing markets. Otherwise, 
if a new product is launched in a new market and fails, it is hard to tell what 
was the problem: the product or the market. Thus, if a startup is successful 
in the US, it is certain to be successful anywhere in the world. Meanwhile, a 
startup that has succeeded in a local community will not necessarily follow 
the same pattern on the grander stages. 

Large corporations cannot nurture innovations. A large corporation has 
a lot to lose: any unsuccessful innovation can have serious effects on 
corporate finances, reputation and even on legal implications. A startup has 
nothing to lose: three red bulls and a failed merchandise hoodie. Worst case 
scenario, its founders will start searching for a new idea. Entrepreneurs are 
more willing to take the risk of testing new ideas. So corporations innovate 
by buying the best startups. In Silicon Valley, M&A deals worth $1.5B are 
closed every week. 

“Double selection” principle: the best startups go to Silicon Valley to get 
access to funds, talents and corporations (direct selection). At the same 
time, if a startup is not present in the Valley and does not seek to get there, 
it looks suspicious and not trustworthy to investors (reverse selection). 

What is so special about Silicon Valley?
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Features of the Silicon 
Valley venture capital 
market

… a handful of men who started a 
revolution in finance and technol-
ogy because they saw opportunity 
where others only saw risk.

“

Something Ventured (documentary)
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A venture model of investment differs from the traditional approaches that 
have been developed for decades in private equity investments. Let’s take a 
look at some basic rules of the Silicon Valley’s venture market. 

Feature of the Silicon Valley venture capital market

Freedom from regulation

Unlike other private equity and exchange markets, the venture capital market is 
not regulated. It only has a few basic rules regarding market players’ accredita-
tion, certification, information disclosure, auditing, etc. For example in VC, there 
is no such thing as "insider trading," and this opens up huge investment, as well 
as fraud, opportunities.

99% of Silicon Valley startups are not even Californian companies. They are reg-
istered in the state of Delaware, because it offers special conditions for investors 
and founders.

Most Silicon Valley VC funds are administered in offshore jurisdictions like the 
Cayman Islands or Puerto Rico, where government regulation, fiscal control and 
financial reporting requirements are kept to a minimum.

Free regulation and open principles of the US economy (“everything which is not 
forbidden is allowed”) give rise to opportunities to draw up complicated legal 
schemes between different jurisdictions to reduce tax burden and bureaucracy. 

As a result, investors from Europe, China, the Middle East, and other regions are 
happy to invest in venture capital deals. They can carry out all actions electroni-
cally with minimal overhead costs and avoid paying American taxes. At the same 
time, it is the American justice and law enforcement agencies that effectively 
protect the rights and interests of investors.

This limitless capital from around the globe fuels the development of the VC 
economy in Silicon Valley, while other financial sectors (like banking) are chok-
ing on complex and confusing regulatory requirements, thus lagging far behind 
those in Europe and Asia.
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Valuation of companies based on future 
potential 

There are a few basic methods of business valuation, developed and used in the 
traditional economics, the most popular being: DCF (discounted cash flow), NPV 
(net present value), and comparison with other similar companies (multiples). 
They are all also used in venture business but with certain limitations.

Venture capital companies are evaluated by their future potential, not by their 
current asset value. Indeed, if a business grows by 20% per month, then in a year, 
it will grow 7-fold, and in two years, already 55-fold. Thus, it is more profitable for 
investors to invest in a company that shows such growth, even if they have to 
pay 5-10 times more than the value of current assets.

Another important valuation factors are expected sale price and exit horizont. In 
investor jargon, this is called an "exit". There are three ways of selling a startup:

1.

2.

3.

Sale of team (acqui-hiring). In this case, the company is evaluated by 
the number of highly qualified engineers and entrepreneurs ready to join 
the buyer’s company. For instance, a team of 10 engineers with a PhD 
diploma in AI may cost $10-50M.

Sale of product / technology. Then, the company is evaluated according 
to the profit the product or technology may bring to the buyer. For exam-
ple, if you have developed a unique feature for Facebook that may be 
used by 100 million existing users, and each of them will bring an extra 
$10 of income, the potential cost of this feature is $1 billion. So, Face-
book will be happy to buy such a company with all the product and team 
rights for $100-300 million. 

Sale of business (incl. customer database, new markets, cash flows, 
etc).   This model is clear to investment bankers, as it is based on the 
standard DCF and NPV models. When business growth rates fall below 
50% per year, it’s better to use traditional valuation models, as the valua-
tion would be more precise.

Obviously, the VC model creates a lot of room for manipulation, high expecta-
tions and, as a result, disappointment. A novice investor will almost certainly 
run into pitfalls when trying to independently evaluate a project. To be success-
ful in this market, investors need to understand how to operate in an environ-
ment with high levels of information noise and uncertainty.

Feature of the Silicon Valley venture capital market
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Private club for investors 

She aligned herself with 
very powerful older men who 
seemed to succumb to a certain 
charm. And those powerful 
men could influence people in 
the government, influence the 
Department of Defense.

“

The Inventor: Out for Blood in Silicon Valley (HBO documentary)

According to LinkedIn, a business contacts network where almost all investors 
are registered, in 2019, there were 41,000 specialists in the position of a  "man-
aging partner" of a venture capital fund, of which 19,000 worked in the USA, and 
2,300 were in the Valley.

On average in the world, a managing partner of a venture capital fund invested 
$7.2M in 2019, in Silicon Valley this figure reached $29.7M.

At least half of these 2,300 people do not have free capital or work in small 
venture capital companies with limited capital, so they can be excluded from the 
market leaders. Thus, the circle of people making decisions and setting stan-
dards in the industry includes no more than 1,500 people.

Each of these people invests at least $50M and holds responsibility for a share 
of $5B of US GDP per year!

It is crucial to understand the demographic profile of these investors:

58% of them are Caucasian males over 40 years old;
only 18% of them are females;
most of the non-Caucasian investors come from India and China 
(they historically have had very strong technological communities in 
Silicon Valley);
40% of all investors have graduated from Stanford or Harvard10.

Feature of the Silicon Valley venture capital market

To understand the way venture economy works in Silicon Valley, we need to 
have a close look at the people managing it.
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Insider trading

Unfortunately, in this climate, 
[...] you either bro down or 
you go down.

“

The venture capital market in Silicon Valley generates an average revenue of 
more than 20% per year11, which is significantly higher than other instruments 
offer. The most successful funds show a yield of 30% per annum. Such 
profitability becomes possible primarily due to the opacity of the market and a 
limited access to information.

It is not enough to have a lot of money to gain access to first-level deals and 
other investors’ expertise. Investors must prove that they can also be useful 
to a private investor club with quality transactions, special expertise (including 

Silicon Valley (TV Series, S4, E5)

profound technical knowledge in a particular area) or information.

Most aftermarket transactions fall into the category of insider trading where 
investors buy or sell shares based on information obtained from company 
employees or its investors — this information is not available to other market 
participants. Personal connections and relationships based on trust between the 
participants become the main prerequisites of success.

Round A, 
$10M valuation

Round B, 
$100M valuation

10x growth 
per week

Round C, 
$1B valuation

Feature of the Silicon Valley venture capital market
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How does insider information work in the venture capital market? Let us consid-
er a simple example. An investor knows that Company X, which made a $100M 
round a year ago, is going to make a $1B round in two weeks because it has 
grown 10x in a year. For the market, the value of a private company is usually 
determined by its last round of investment valuation. There are no other tips 
for outside investors. Having insider information about the upcoming round, an 
investor can buy shares of the company right before a new round from another 
investor who does not possess such information. After the new round takes 
place and a new price becomes publicly available, the investor sells the shares 
and takes profit.

In public markets, you can go to jail for insider games of this kind. In venture 
capital business, this is a legal practice. Leaders reap benefits. The rest of the 
market participants rely on what they can get from the endless stream of infor-
mation noise.

As discussed above, the venture capital market leaders are a limited and largely 
homogeneous group of people. Behind closed doors in face-to-face meetings 
they determine the direction where the venture capital economy, which accounts 
for 21% of US GDP, is heading.

Large venture capital funds form 
a market

If you cannot understand something, 
this does not mean that this is errone-
ous. It only means that you have not 
used all your resources.

“

 Billions (TV Series)

Feature of the Silicon Valley venture capital market
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These people are managers of large venture capital funds, they enjoy almost un-
limited access to capital and projects. The future of many technologies, business 
models, approaches and companies depend on decisions of these people. Sup-
port from a large and eminent fund automatically attracts smaller funds, makes 
investment decisions for their clients easier, and makes the best specialists want 
to join the startup’s team. Analytics agencies and departments of large corpora-
tions also keep an eye on every move of big venture capital funds hoping to pick 
up on the market’s new trends.

This distribution is unfair and it influences which businesses and technologies 
are going to receive investments.

It is crucial to understand that these people invest in technologies, business 
models and products they find comprehensible and applicable to their needs and 
challenges, not those potentially in high demand. This means that the venture 
capital market does not reflect the interests of the whole world but rather the 
needs of a small group of mainly white males in their forties. It is not a universal 
market which operates by the principle “where there’s demand, there’s supply”.

This explains, for example, the commitment of big venture capital investors to 
corporate automation and complex technological developments and, as the audi-
ence of investors gets older, to anything that has to do with health, life extension, 

CHOICE OF COMPREHENSIBLE TECHNOLOGIES

and digital immortality.

Consumer products, services for women, products that target emerging markets 
are represented in the Valley less than on average in the world.

A bright example is that of TikTok, a social network for Generation Z. The devel-
oper, a Beijing-based company ByteDance, was founded in 2012 and is now the 
most valuable private company in the world with a capitalization of $100B. It has 
attracted more than $4.5B in venture capital investments, while Silicon Valley 
investors noticed it and began to invest in it only 6 years later when the company 
was already worth billions of dollars.

If the TikTok founders had arrived in Silicon Valley at an early stage and suggest-
ed the investors spending their money on a mobile app where teenagers can 
make and share funny videos, hardly any of the eminent investors would have 
been ready to support the project.

The other extreme example is the story of Theranos. The startup promised to 
enable an accurate diagnosing of all diseases based on tests of a single drop of 
blood. It raised more than $700M from large eminent investors, and its valuation 
at its peak exceeded $10B. In 2018, as a result of an investigation that revealed 
the non-viability of the underlying technology, Theranos collapsed with a big 
scandal.

In the case of Theranos, the investors believed that the company was going to 
change the world of public health service. But startups with less ambitious goals 
also have a chance to attract good investments only because they are a part 

Feature of the Silicon Valley venture capital market
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of a certain culture, for instance, wellness and healthy food. A bright example 
of failure is Juicero company that produced and sold juicers $699 and special 
packages of vegetables and fruits for $5-7. The startup attracted $120M from 
the Valley venture investors, including Google’s parent company Alphabet, and 
was evaluated at $240M. Then, three years later, it fell apart when it turned out 
that the packages were easily squeezed by hands. 

Using their influence, large venture capital funds form a demand for certain 
trends and actually appoint the industry leaders.

For instance, one of such funds has decided to focus on distant learning 
assuming that generation Z that has been raised online is going to prefer a 
diploma from a top university received online to a diploma from a second-rate 
college or university, especially if it is going to be cheaper.

The fund selects 100 best startups out of 20,000 offering online education. 
All 100 selected candidates have equal chances. Their founders have similar 
experience and the startups offer similar products and show the same growth 
rate. How can anyone guarantee a victory in this race to one startup?

The simplest way to mold a leader is to shovel money into the picked 
startup. Even if the company is not the most effective and creative among 

APPOINTING INDUSTRY LEADERS

the competitors, it will surely have more resources and, consequently, all 
the growth problems are going to feel less painful. In the end, it is not so 
important how much of the investor’s money the startup spent if it finally 
grew 10x or more.

A large fund can provide better financing for its portfolio startup both from 
its own funds and from syndicating other investors. Smaller funds happily co-
invest with large ones.

Significant investments in a startup (which are often called “mega rounds”) 
also constrain competitors from entering the market. Who wants to 
compete with a company with unlimited funding? Top one startup out of a 
hundred peer candidates that has received investments from large funds is 
automatically perceived as a future winner.

By selecting winners and defending them from competitors with big 
investments, large funds actually become market makers, leading smaller 
funds and determining market development trends.

Sometimes this system fails and this may result in a war of marketing 
budgets, as it happened, for instance, with Uber and Lyft. One company 
attracted investments and spent them on gaining the market share, and the 
other had to do the same.

For smaller investors who cannot manipulate the market, going against the 
market doesn’t make any sense. It is easier to invest in a leader picked by 
larger funds. The probability that this leader will grow 10x over the next two 

Feature of the Silicon Valley venture capital market
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years exceeds 50%. The probability of bankruptcy is 1:250, which is tiny 
compared to the risks of early stage investments.

The main problem here is that when companies are supported by large funds, 
they do not want to let new investors in and often even hinder their attempts 
through shares buyback from employees and restrictions on the free sale of 
shares in the secondary market.

In the early 2010s, many private equity funds came to the VC market when they 
realized that VC-backed companies were growing significantly faster and deliv-
ered higher average ROI than traditional businesses.  

They buy shares of private companies that promise good ROI on IPO. Moreover, 
if a year before the IPO companies grow by 30-100%, the funds win twice.

Developed secondary market

Grow fast, lose money, 
go public, get rich. That's 
the model.

“

Dan Lyons, “Disrupted: My Misadventure in the Start-Up Bubble”

Feature of the Silicon Valley venture capital market
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Since private equity funds usually do not have technological expertise to evalu-
ate solutions, they base their investment decisions on the market signals and the 
actions of large venture capital funds.

Because of this, startups with a valuation above $1B and plans to go public with-
in the next couple of years get on the radar of a large number of investors willing 
to invest in them.

For example, the stock price of Beyond Meat, which went public in 2019, grew 
8x in three months of sales. The company's valuation increased from $1.5B to 
$13B. The stock price of the popular service Zoom on the first day of trading 
grew by 72%.

For venture capitalists, selling shares to private equity funds is a good opportuni-
ty. The closer the IPO is, the higher the demand for shares. Due to the demand in 
recent years, the secondary market emerged and developed.

An IPO can be a very attractive event for an investor because it guarantees 
liquidity. But if the company's shares were bought before the IPO, then they are 
prohibited from selling for 6 months. After the lock-up period, investors offer their 

WHY DOESN'T IT ALWAYS MAKE SENSE FOR PRIVATE INVESTORS AND 
SMALL FUNDS, UNLIKE LARGE FUNDS, TO WAIT FOR AN IPO?

shares to the market at once, and the prices fall. One has to wait another 3 to 9 
months for the opportunity to sell shares at a fair price.

It may make sense to consider investing a step earlier and use the hype around 
the IPO for a profitable sale.

Here is an example. Let's say at the time of investment a company was valued 
at $100M. In two years, it grew to $1B, that is, by 1000%. In preparation for the 
IPO, its valuation already includes a premium for the fact that the company will 
soon go public. The price of shares from the moment the company announces 
the intent to go public until the exit will grow by an average of 30-50%. For large 
funds, it is already a great return, since their assets of other classes grow by 
5-10% per year. But for private venture capitalists and small VC funds, given
the levels of risk, this is not enough. It is more profitable for them to invest in a
company with a 10x return in 2 years, then sell shares, get profits and reinvest
in shares of younger companies, than keep money in an asset, which will
subsequently grow by 30% only.

Feature of the Silicon Valley venture capital market
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Note to foreign 
investors
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The table below compares various ways of investing in tech companies.

Structured products 
of investment banks

Purchase of a stake in 
a venture capital fund

Participation in a venture 
syndicate

Investing directly in startups 
on your own

Banks offer clients notes or other investment 
products

The traditional mechanism for participation 
in the venture business is through the purchase 
of an LP Interest in a VC fund
In this case, investors participate in all deals 
of the fund

Access to deals through a syndicate 
Investors decide for themselves in which deals 
they want to participate

Investor receives thousands of offers from 
startups and can independently choose deals 
for investments

Easy to buy
Good saleability
Bank verification and guarantees

Diversification
Professional managers
Regulation and formalized reporting
Access to the best deals

Independent investment decisions
Training and experience
Flexible regulation of investment 
volumes

Full control over money and results
Independence
Invaluable experience

High commissions
Lack of transparency
Attached to one bank

Lack of transparency
No opportunity to learn
No chance to participate in investment 
decision making
Serious investment commitments
High costs

It takes time to evaluate projects
Investor is responsible for diversifica-
tion of portfolio
Little reporting

The likelihood of making money is like 
winning in a lottery
Best deals are not accessible

INVESTMENT OFFER DESCRIPTION PROS CONS

Note to foreign investors
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Investing through 
syndicates
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Venture capital is the only market that generates huge legal value growth.
On one hand the market is open to anyone who wants to invest. On the other 
hand the market is closed and unfair: a private investor from outside without 
the right connections will never even know about the best deals.

Until recently, the venture capital industry was mainly centered around large 
funds. In this model, investor money accumulated in large funds that could 
manipulate the market and thus provide high returns.

It is important to note that funds are as closed for their investors as they are for 
the outer world. Being a limited partner (LP) of the fund one does not get full 
information on the fund’s operations and strategy, neither participates in making 
investment decisions or learn from mistakes. All the knowledge remains only 
with the fund managers. An investor is deprived of the opportunity to refuse a 
deal or increase his share in a company he is interested in.

However in the past few years, the venture capital market has been changing 
dramatically, primarily due to the emergence of investor syndicates. At 
Mindrock Capital, we believe that the future of the venture capital business 
belongs to open syndicates.

A syndicate is a group of investors who partnered for participating in a single 
investment deal. The syndicate has a manager who finds and offers deals to 
the syndicate members, takes over operational management and is respon-
sible for finding the most favorable moment to exit the investment with the 
maximum return for all participants. The syndicate is legally formalized as a 
separate joint venture for each transaction. Syndicate members can choose 
deals they want to participate in, skip those that do not suit them, and also 
offer their own deals.

This model is a reasonable compromise between VC funds, which have access 
to the best deals and legal preferences, and the freedom to invest in preferred 
deals. Moreover, investing through syndicates is available even to investors 
with small checks.

Investing through syndicates
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Basic questions

An investor should never forget that venture investments are ranked high risk, which 
means that no matter how profitable the deal may seem at the early stage there is 
always a chance to partially or completely lose your investment capital.

To determine acceptable risks and build an investment strategy, we recommend the 
investor to answer the following questions:

Usually investors prefer to invest not more than 10-20% of their free capital. This 
is enough to increase the total capital in case of success but not too much to 
lose in case of failure.

Diversification allows you to increase the likelihood of getting into a deal that will 
maximize your return and cover losses on unsuccessful deals. To mitigate risks, 
it is a good practice to hold an investment portfolio of at least 5-10 companies.

To avoid the negative consequences of emotional subjectivity, it is better to cal-
culate the average deal size based on the formula: average check = total capital / 
desired number of deals. Often syndicates have a minimum requirement for the 
investment (usually about $50,000).

HOW MUCH OF YOUR CAPITAL ARE YOU WILLING TO 
INVEST IN VC DEALS?

HOW MANY DEALS SHOULD YOU INVEST IN 
TO DIVERSIFY YOUR PORTFOLIO? 

HOW MUCH IS IT REASONABLE TO INVEST IN EACH COMPANY?

Investor guide: What you need to know to start investing through syndicates
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Accreditation

According to the legislation of most countries including the United States only ac-
credited (qualified) investors can participate in venture deals.

An accredited investor is an investor who can invest in unregistered securities (they 
become registered, for example, after an IPO: then anyone can buy shares through 
a brokerage account). Investors become accredited when they meet a number of 

Accreditation is issued by the managing company in the process of going through the Know Your Customer (KYC) procedure, for which you will need to verify the source 
of funds.

1. 3.2.
or or

Income of at least $200,000 
per year for the last 2 years 
(or $300,000 for a family)

The person is a managing partner, director or 
other executive officer of a company that issues 
unregistered securities.

The total capital of at least 
$1,000,000 personally or for 
a family

requirements for income, total wealth, status in their country and professional expe-
rience.

For example, at Mindrock Capital we rely on the requirements of the US Securities 
and Exchange Commission (SEC), formulated as Rule 501 Regulation D. In order for 
a person to become an accredited investor in the United States, they must meet any 
one of the following conditions:

Investor guide: What you need to know to start investing through syndicates
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Choosing a syndicate manager

The main advantage of a syndicate, compared to a fund, is that the investor has 
more freedom of action and can decide which deals to participate in.

The main disadvantage is lack of diversification. The investor assumes responsibil-
ity for risks including not only market risks but also the risk of fraud, possible lack 
of expertise and connections in the industry, excessive emotionality when making 
decisions, etc.

In other words, participation in a syndicate assumes a more active position of the 
investor in the decision-making process.

Some of the risks can be overcome by choosing the right syndicate manager.
Here are the parameters to look for when choosing a manager:

1.

3.

4.

2.

Sufficient diversification of managed syndicates and a good flow of 
quality deals for creating a diversified portfolio. 

The costs of participating in the syndicate are reasonable and justified 
compared to the costs of a venture fund. For a venture fund, expenses 
within 10-20% of the investor's capital are considered normal. For a syndi-
cate, expenses should not exceed 5%.

The manager suggests a clear and realistic exit strategy. One of the im-
portant advantages of a syndicate, in contrast to a fund, is the possibility 
of exiting the investment as soon as favorable circumstances are created 
for this. The manager must be able to determine the most favorable mo-
ment for exiting as early as at the moment of investment. 

The manager and other members of the syndicate share the investor’s 
values, have expertise, deep knowledge and broad connections in the 
industry.

Investor guide: What you need to know to start investing through syndicates
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Investing through syndicates 

The choice of an investment company and a manager is a subjective and com-
plex decision. It largely depends on how much an investor trusts the manager 
and syndicate members as well as their own intuition.

Once this choice is made, the next steps are clear and standard. The investor 
will need to:

1.

3.

4.

5.

2.

6.

7.

Read the memorandum and make a decision on participation 
in the deal.

Sign documents for the purchase of a share in a special purpose 
vehicle (SPV) in order to legally secure the obligations. 

For those participating for the first time — provide KYC data. The data 
is provided once and is stored by the management company. 

Pay for the share in SPV.

Pre-confirm the sum of participation.

Obtain confirmation of the transfer of funds and certificates of owner-
ship of shares in the SPV.

After the sale of the asset — receive funds from the sale minus the 
manager's bonus for success.

$
$

Investor guide: What you need to know to start investing through syndicates
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The Mindrock Capital 
investment strategy 

The signal-based strategy allowed 
Mindrock Capital to get an average ROI 
of 63% between 2017-2019.



32

Contents

Strategy overview

We invest in growth-stage rounds of future technology leaders. We don’t take 
the risk of early-stage investments.

Unlike most traditional funds, we do not make investment decisions based 
solely on fundamental analysis. Our decisions rely on the signals that we 
receive from our trusted sources: co-investors, company employees, market 
experts, etc.

We screen startups according to our general criteria, select the companies with 
the highest growth potential and find ways to buy a share.

These deals are the hardest to get, as a lot of investors target this stage and 
the founders have the luxury of picking investors they want to see on their cap 
table. Their investors often don’t let new investors in to avoid competition. 
The market learns about hot deals and investment rounds long after they have 
happened. 

Our long-term mutually beneficial cooperation with co-investors and founders 
of portfolio companies allows us to have access to confidential private rounds, 
as well as the opportunity to buy shares outside of investment rounds.

Clear investment signals. We must have the signals that confirm the 
company's rapid growth, the uniqueness of its product and team, and the 
interest of other investors.

Comprehensible liquidity. With each our investment, we must clearly see 
how, when and to whom we plan to sell our share.

Uniqueness of the deal (scarcity). We believe that it's better to invest in 
the companies that are not in need of money. These companies already 
have the necessary funds to support their growth, and do not need to 
count on investors for that. We do not consider incoming requests from 
entrepreneurs, we do not accept business plans for analysis. We go on 
our own and find the deals that are interesting to us.

Our strategy is based on four primary parameters:

Sound market expectations. The venture market is a market of expec-
tations. These expectations can be based on real economic analysis 
and valuations confirmed by analysts and experts. But expectations can 
also be wrong, unreasonably high or low, or even artificially inflated. We 
employ our own analysts and market experts to double-check the market 
forecasts, company evaluations, and the soundness of the founders.

The Mindrock Capital investment strategy 
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Mindrock Capital innovation: 
Signal-based strategy

Hundreds of thousands of startups are being launched globally every year, and 
their number will only continue to grow as the threshold to enter the market 
keeps decreasing. Today anyone can start a tech business at basically no 
expense, running on their passion alone.

In 2019 over 32,000 startups raised funding rounds12. At the same time, only 
about 1,500 companies get to go public annually13.

The dream of any venture investor is to be able to pinpoint the companies 
that can make it to an IPO (it is much more difficult to predict acquisitions, so 
it’s not possible to build an economic model here). If you focus only on the 
fundamentals of businesses and the information provided by the founders, 
the chances of success are 1:100 at best. This means that each company in 
the portfolio must have a realistic chance of growing at least 100x in order to 
just return the funds invested in the portfolio. At the same time, it is most likely 
that a company capable of such growth, will not even get into the investor’s 
pipeline, since it will prefer to raise money from a large VC fund.

First filter: target list

WHY FUNDAMENTAL ANALYSIS DOESN'T WORK

SEARCH FOR INVESTMENT TARGETS BASED ON THE MARKET SIGNALS

Now let's add more factors to the equation: the confidential nature of the deals and 
the interference of large funds with the natural selection process.

Let’s say, an investor invested $1M in a startup with a unique technology. A 
competitor company, albeit one with a much weaker technology, received $100M 
from a large venture capital fund along with the access to major corporations as 
clients and partners. The chances of the startup chosen by the investor to be able to 
win in the competition is almost zero. 

In order to avoid the risks of uncertainty in the early stages, you need to invest 
in the companies that are not limited by the size of the potential market and 
have a finished product. We have identified the following basic criteria:

1.

2.

The company is engaged in solving a major humanity-scale problem 
with a market volume of at least $10B.

The company has a finished unique technological product that can 
quickly scale without infrastructure constraints.

The Mindrock Capital investment strategy 
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3.

4.

The company has raised at least one round of funding from large reputa-
ble venture capital funds.

The company is located in the USA or has proven success in three 
independent international markets that do not belong to the same 
region. This is important for liquidity and verifies the company’s ability 
to compete.

the company and its founders appear in the mass and social media, 
and are on everyone’s lips — from investors to journalists.

Second filter: signals

The ideal time to buy shares in a startup in the secondary market is just 
before the next round of funding, when a share can be priced according to the 
company assessment made during the previous round and revalued during 
the following one. Thus, the information about upcoming rounds in the com-
panies from our target list is the simplest example of a signal.

Another valuable signal is that related to current and upcoming significant 
events in the life of the company: mergers and acquisitions, important key 
hires and layoffs, large contracts and partnerships, disputes among share-
holders or investors.

Even open sources can provide valuable data. We analyzed 3,000 startups 
between 1998 and 2018 and have found some common features that could 

What signals work best?

help identify the ones with the biggest potential to succeed either in good or 
bad economic times. They:

raised investments from one of the funds of a closed club;
showed a steady annual increase in the company's evaluation from    

   round to round;
had a starting evaluation of $100M before the “leap”. Before that,        
the company could have been searching for its niche for many years        

   without significant growth. After reaching $1B, growth usually slows     
 down;

An investment strategy could potentially be built on these signals alone. 
The only problem is that these signals do not provide insight into the 
economic performance of the business and include all cases of over-
blown expectations. And the faster the market develops as a whole, the 
greater the share of such unreasonably bloated startups in the overall 
ecosystem.

Operating at a loss does not make a startup less attractive for investment. 
This is something that can often appear puzzling to investors from other 
industries.

When are signals not working?

The Mindrock Capital investment strategy 
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year, shows a stable loss, as all profits are reinvested in growing production, 
increasing efficiency and the developing new sales channels. At the same time, 
the company has a sevenfold safety factor per unit of production. If necessary, 
for example, before an IPO, the company will reduce the level of investments, 
optimize costs and demonstrate any profitability index as required by the 
market.

EXAMPLE 2. Uber spends 40% of its operating expenses on subsidizing 
sales. Sometimes in certain regions, the amount of these subsidies exceeds 
the entire income of the company in those regions. This is explained to 
investors as a temporary measure to capture the market, but disabling 
subsidies automatically crashes sales and leaves the market share opens 
for smaller competitors to capture. Consumers feel no loyalty towards one 
taxi service or another and switch over to another service in a heartbeat 
if it offers a small discount. By using subsidies to grab market shares, the 
company has driven itself into a corner: keeping the business afloat requires 
constant investment. Moreover, the faster the company grows, the more 
money it loses.

Analyzing financial statements can offer little help in understanding the 
economic potential of a startup. In an environment of rapid growth and 
dynamic investment, the data in the income statement or balance sheet will 
provide absolutely no insight.

All startups are originally unprofitable, because they lay all their resources 
towards one main goal – securing their market share. As soon as possible. 
At any cost.

Startups don't pay dividends and don't really care about cutting costs. 
Indeed, every dollar that is not invested in growth or intellectual property is 
misuse of funds from the investor’s perspective, or an indicator of a lack of 
ideas for growth with the founders. An attempt to pay dividends can lead to 
a scandal at the board of directors and even the dismissal of the founder.

It makes sense for an investor to focus not on reports, but on the 
economics of a single product or a single sale. They can be calculated 
on the basis of some core knowledge about the company's activities: the 
prices of its products, the average cost of attracting a client, the types of 
expenses and their amounts.

Let's look at two examples:

EXAMPLE 1. Diamond Foundry is a company engaged in the cultivation of 
diamonds. The cost of production of one carat of a cut gem-quality diamond 
using the company's technology is less than $100 with a wholesale price of 
$700. The company's financial statement, with sales of tens of millions per 

Based on the signals, we analyze information from our network of 
insiders, which includes partners, co-investors, professional scouts, 
companies’ former employees, entrepreneurs, etc. These people 
specialize in different markets and know their players, understand key 
trends, communicate with their partners, and also recommend us as an 

How we work with signals

The Mindrock Capital investment strategy 
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whose strategy is based on fundamental analysis.

A good example of that is Udemy, an online education platform we 
recently invested in. Udemy's main investor, Insight Partners, is a 
unicorn factory in paid online services that provides its startups with 
powerful support and means for growth. The fund deliberately prohibits 
the companies from announcing any information about themselves in 
order to reduce competition and increase their return on investment. 
Most investors cannot invest in a company if they have no access to 
inside information about it, because access to financials is a primary 
requirement for them to consider a project.

We, on the other hand, focus on signals: Insight Partners and the 
company’s large partners were investing in Udemy themselves, and were 
interested also buying shares in the secondary market. Just this alone 
already meant that something was happening in the company that could 
be of potential interest. Then we went and analyzed the other signals: 
growth in website traffic and mobile app downloads, subscriber growth, 
analysis of the economics per single paid course, etc. On the basis of all 
the signals we made the decision of investing in the company.

investor for the most attractive of deals.

To maintain operational efficiency, we have completely excluded three 
sources of information from the search for investment opportunities: 
the media, incoming offers, recommendations from brokers and agents 
working on a commission-basis. These channels create a huge flow 
of information, which is tampered by the intermediaries’ subjective 
assessments and vested interests.

It often so happens that no knowledge of the market would suffice to 
understand why one company took off and the other failed. But such 
anomalies are an integral part of the venture capital investment process. 
If you want to invest in the next Airbnb, Facebook or SpaceX, you need to 
be ready to get the next Theranos or Magic Leap in your portfolio (both 
companies are billion-dollar startups that turned out to be scams).

Our practice and historical data analytics show that if we combine 
the external signals described above with a basic analysis of the per-
production-unit economics of the companies, then the probability that 
each company in the portfolio will grow 5 times or more in two years will 
be over 60%. The probability of bankruptcy for companies displaying such 
signals is only 0.5% (almost 200 times lower than with traditional early 
stage investments).

Our strategy allows us, among other things, to invest in companies that 
do not disclose financial performance, thereby cutting off investors 

The Mindrock Capital investment strategy 
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Access to an investors private club
Now that we’ve roughly defined the scope of companies that meet our criteria, 
here comes the big question: how do we gain access to them? The deals that 
could bring investors billions of dollars are often surrounded with nearly impass-
able barriers – no one wants to share something like that with others.

The main asset of a venture capital fund in the Valley is its network of contacts: 
scouts, venture partners, co-investors, founders of portfolio companies. They are 
the ones to open doors and help you look for a seat at the negotiating table.

There are many ways one can source deals. Let’s consider a couple of the most 
typical examples:

By helping founders with business development. The easiest and most direct 
way to find common ground with the founders of any company is to provide 
significant assistance in their business development, for example, to enter a 
new market, gain an important partner, or get access to a big client.

Through early investors. Imagine an investor is lucky enough to invest $10,000 
in a successful early stage startup with an estimate of $1 million. Over the 
course of the following 5 years, the startup grows 100 times and raises a new 
round, but does not want to expand its pool of investors and offers the current 
investors the right to increase their share. The investor has the right to invest 
$1 million, but he doesn’t have that much money, and he loses the opportunity. 

Of the 2,300 VCs operating in the Valley, 95% 
are in the circle of contacts of the Mindrock 
Capital team.

At this moment, we approach the investor and offer a partnership: we invest 
the necessary funds in a joint investment venture, and the investor provides 
access to the deal. Then we share the future success premium.

Through employees. Very often, employees of successful startups, being 
multimillionaires on paper, have no free funds to buy a house or to cover 
other significant expenses. Banks rarely give loans against shares of private 
companies. With the consent of the company, we can buy back some of the 
employees' shares, often even at a discount to the current market price.

Our contacts allow us to find such opportunities and get access to almost any 
company.

The Mindrock Capital investment strategy 



38

Contents

Investment horizon and exit strategy

On average, it takes a startup 10 years to reach the point in its development 
where investors can make a profit. Large investment funds have a planning 
horizon of at least 7-10 years to make use of a significant portion of this cycle.

We have limited our investment horizon to 3 years. This time is usually enough 
for the company's valuation to realize the growth potential we are betting on 
and for the sales opportunities for the shares to open up.

We start planning the exit and looking for potential buyers immediately after 
the investment. To further shorten the cycle for the venture investments, we 
invest at the “tipping point” — right before the next round of investments and 
check if the company is in demand among other investors and corporations.

Selling shares (stocks) of companies is a true art. The syndicate manager is 
not only responsible for finding a timely opportunity for a sale, but also to lead 
the company in the right direction that would result in such a sale.

Key sale options:

1.

2.

Through an IPO or M&A. This is the most obvious exit strategy, but it is 
tied to the strategy of the company as a whole, an individual investor has 
very little opportunity to influence events.

Selling shares in the secondary market, usually to a larger investor. This 
strategy is in priority for us, since large private equity funds show a high 
demand for shares of late-stage companies.

For example, we invest $10M in a company with a valuation of $100M. 
Two years later, the company raises another round of investments, and 
the value of the company is now estimated at $1B so our share grows to 
$100M. With the permission of the company’s founders, we can bring in 
a new investor and sell him our share with a 20% discount from the price 
of the last round – for $80 million. For us, this means an 8x ROI. For the 
new investor it is a great price. 

Another option is to sell a small part of our stake to cover the cost of our 
initial investment ($10M), and hold the rest until the next round or final 
exit.

Selling shares in the secondary market can become a serious problem 
for the company and ruin the relationship with the founders if, for exam-

The Mindrock Capital investment strategy 
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In the case when the investment is effected through a syndicate, the funds 
from the sale of the shares go to an SPV account and are distributed among 
the syndicate members according to the “waterfall” principle:

3.

First, investors get 100% of the funds they have transferred to the SPV.

Then, the remaining funds are distributed between the investors and the 
manager in a predetermined proportion (usually 80/20).Sale of shares to the management of the company via a buyback, often 

with financial leverage. This scenario is only considered as the last 
option, usually when there is a disagreement between the management 
and investors or a corporate conflict. In this case, the company uses 
its own funds or a bank loan to buy out the investor's share. The profits 
of such sales are usually significantly lower than that at an IPO or as a 
secondary sale, because the founders do not want to pay a premium on 
their own company’s shares and do not have free funds.

ple, the company is trying to raise funding at the maximum valuation. In 
this case, the investor who sells the shares of the company at a discount 
becomes a competitor to his own portfolio company. But if the secondary 
shares are sold after the company has successfully attracted another 
investment round, there is no problem.

The Mindrock Capital investment strategy 
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Manager’s compensation

The compensation for the manager of a venture capital fund or investment 
syndicate (such as Mindrock Capital) consists of:

Sometimes funds charge an annual management fee of 0.5-2%, but then it 
may become tempting for the manager to keep the investment and collect 
management fees for as long as possible. We charge no fee for managing 
syndicates.

The following example considers the investor contributions, returns and 
manager’s compensations (in USD):

Setup fee (2-5%) that covers all SPV expenses.

Success fee (20%) – the manager's share of the investor's profit from 
the sale of the shares. It is levied only on the sale of the assets and only 
if the investor receives a profit, with due account given to the investor’s 
contribution to capital and the organization fee.

Investor's contribution to the authorized capital of the SPV

Cost of acquired asset

Asset value on sale

Investor’s actual payoff 

Management fee

Investor’s funds actually contributed

Manager’s success fee

Investor’s share in acquired asset

Investor profit

Investor’s share value on sale

Investor’s actual profit

100.000

1.000.000

3.000.000

300.000 — 39.000 = 261.000

5% or 5.000

105.000

195.000 x 20% = 39.000

10%

300.000 — 105.000 = 195.000

300.000

261.000 — 105.000 = 156.000 (2,44x)

The Mindrock Capital investment strategy 
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HOW THE SYNDICATE WORKS

A venture capital syndicate is a group of investors who jointly invest in 
companies. Together they form a financial pool and make their investments 
on the basis of a single set of legal documents. The operating activities of the 
syndicate are handled by the manager who receives fees for managing the 
syndicate and for the success of the transactions.

SPV REGISTRATION

The SPVs are registered in Delaware because Delaware law is best suited for 
venture business. The state has a developed practice in the area of venture 
capital investments: standard terminology, template documents and case 
law apply here. All of this makes enforcement easier and cheaper there than 
anywhere else in the US or the world. 99% of all US startups are registered 
in Delaware, and venture capital firms also prefer to register companies and 
transactions in this state.

INCOME TAX

The State of Delaware offers foreign investors zero capital gain tax, which cre-
ates a unique environment for investing in the American economy.

SAFETY FOR INVESTORS

DEAL STRUCTURE

A special legal entity is created for each transaction. In the US such legal 
entities are called special purpose vehicles (SPVs). 100% of an SPV’s 
authorized capital consists of the acquired shares of the investee. The SPV 
act as a "wholesale" buyer of the company's shares. The investor buys a share 
in the SPV proportionally to how much of the final asset they own in the SPV’s 
authorized capital.

THE POWERS OF THE MANAGER

The syndicate manager is authorized to sell shares and distribute income to 
the SPV shareholders when the investment is complete. The manager cannot 
use the SPV for any other purpose, cannot sell, pledge shares, dilute capital, 
etc. without the consent of the participating investors.

The rights of a syndicate manager are restricted by the law and corpo-
rate regulations. 
Investors pick the deals.
Transparent deal structure for all investors. 
We use standard legal templates and common terminology. 
Delaware is the leading venture jurisdiction with strong protection and 
zero capital gain tax for foreign investors. 
We work only with reliable counterparties; all investors pass KYC/AML. 

Legal and technical questions
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Please contact us for additional information:

Pavel Cherkashin 
managing partner

Grigorii Trubkin 
managing partner

Ulvi Rashid 
investment director

Email: pavel@mindrock.capital 
Phone (WhatsApp, Telegram): +1.773.997.0621
Time zone: San-Francisco

Email: grigorii@mindrock.capital  
Phone (WhatsApp, Telegram): +7.920.247.5533
Time zone: Moscow

Email: ulvi@mindrock.capital 
Phone (WhatsApp, Telegram): +1.412.636.2580
Time zone: San-Francisco

Contacts

mailto:pavel%40mindrock.capital?subject=
mailto:grigorii%40mindrock.capital?subject=
mailto:ulvi%40mindrock.capital?subject=
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Silicon Valley, HBO Series
Billions, Showtime Series
The Inventor: Bloodlust in Silicon Valley, HBO Documentary
"Secrets of Sand Hill Road: Venture Capital and How to Get It" by Scott Kupor
"Brotopia: Breaking Up the Boys' Club of Silicon Valley" by Emily Chang

"A new decade for private markets" https://www.mckinsey.com/~/media/
mckinsey/industries/private%20equity%20and%20principal%20investors/
our%20insights/mckinseys%20private%20markets%20annual%20review/mck-
insey-global-private-markets-review-2020-v4.ashx

"Venture Impact" http://www.mkooi.com/graphics/VenImpact2011.pdf

"The Economic Impact of Venture Capital" https://www.gsb.stanford.edu/
faculty-research/working-papers/economic-impact-venture-capital-evi-
dence-public-companies

 "Private markets come of age" https://www.mckinsey.com/~/media/McK-
insey/Industries/Private%20Equity%20and%20Principal%20Investors/
Our%20Insights/Private%20markets%20come%20of%20age/Private-mar-
kets-come-of-age-McKinsey-Global-Private-Markets-Review-2019-vF.ashx

Richard Kerby "Where did you go to school" https://blog.usejournal.com/
where-did-you-go-to-school-bde54d846188

https://economictimes.indiatimes.com/markets/stocks/news/private-mar-
ket-aum-grew-by-10-to-6-5-trillion-in-2019-report/articleshow/74303676.
cms?from=mdr

https://news.crunchbase.com/news/the-q4-eoy-2019-global-vc-report-a-
strong-end-to-a-good-but-not-fantastic-year/

https://news.crunchbase.com/news/the-q4-eoy-2019-global-vc-report-a-
strong-end-to-a-good-but-not-fantastic-year/

https://pitchbook.com/media/press-releases/us-venture-capital-invest-
ment-surpasses-130-billion-in-2019-for-second-consecutive-year

https://www.brookings.edu/research/as-the-venture-capital-game-gets-big-
ger-the-midwest-keeps-missing-out/

https://hbr.org/2018/07/research-the-average-age-of-a-successful-startup-
founder-is-45

https://news.crunchbase.com/news/the-q4-eoy-2019-global-vc-report-a-
strong-end-to-a-good-but-not-fantastic-year/

https://www.ey.com/en_lb/growth/ipo-trends-2020-q1

References:

1

2

3

4

5

6

7

8

9

12

13

10

11

Extra materials

http://www.mkooi.com/graphics/VenImpact2011.pdf
https://www.gsb.stanford.edu/faculty-research/working-papers/economic-impact-venture-capital-evidence-public-companies
https://www.gsb.stanford.edu/faculty-research/working-papers/economic-impact-venture-capital-evidence-public-companies
https://www.gsb.stanford.edu/faculty-research/working-papers/economic-impact-venture-capital-evidence-public-companies
https://www.mckinsey.com/~/media/McKinsey/Industries/Private%20Equity%20and%20Principal%20Investors/Our%20Insights/Private%20markets%20come%20of%20age/Private-markets-come-of-age-McKinsey-Global-Private-Markets-Review-2019-vF.ashx
https://www.mckinsey.com/~/media/McKinsey/Industries/Private%20Equity%20and%20Principal%20Investors/Our%20Insights/Private%20markets%20come%20of%20age/Private-markets-come-of-age-McKinsey-Global-Private-Markets-Review-2019-vF.ashx
https://www.mckinsey.com/~/media/McKinsey/Industries/Private%20Equity%20and%20Principal%20Investors/Our%20Insights/Private%20markets%20come%20of%20age/Private-markets-come-of-age-McKinsey-Global-Private-Markets-Review-2019-vF.ashx
https://www.mckinsey.com/~/media/McKinsey/Industries/Private%20Equity%20and%20Principal%20Investors/Our%20Insights/Private%20markets%20come%20of%20age/Private-markets-come-of-age-McKinsey-Global-Private-Markets-Review-2019-vF.ashx
https://blog.usejournal.com/where-did-you-go-to-school-bde54d846188
https://blog.usejournal.com/where-did-you-go-to-school-bde54d846188
https://economictimes.indiatimes.com/markets/stocks/news/private-market-aum-grew-by-10-to-6-5-trillion-in-2019-report/articleshow/74303676.cms?from=mdr
https://economictimes.indiatimes.com/markets/stocks/news/private-market-aum-grew-by-10-to-6-5-trillion-in-2019-report/articleshow/74303676.cms?from=mdr
https://economictimes.indiatimes.com/markets/stocks/news/private-market-aum-grew-by-10-to-6-5-trillion-in-2019-report/articleshow/74303676.cms?from=mdr
https://news.crunchbase.com/news/the-q4-eoy-2019-global-vc-report-a-strong-end-to-a-good-but-not-fantastic-year/
https://news.crunchbase.com/news/the-q4-eoy-2019-global-vc-report-a-strong-end-to-a-good-but-not-fantastic-year/
https://pitchbook.com/media/press-releases/us-venture-capital-investment-surpasses-130-billion-in-2019-for-second-consecutive-year
https://pitchbook.com/media/press-releases/us-venture-capital-investment-surpasses-130-billion-in-2019-for-second-consecutive-year
https://www.brookings.edu/research/as-the-venture-capital-game-gets-bigger-the-midwest-keeps-missing-out/
https://www.brookings.edu/research/as-the-venture-capital-game-gets-bigger-the-midwest-keeps-missing-out/
https://hbr.org/2018/07/research-the-average-age-of-a-successful-startup-founder-is-45
https://hbr.org/2018/07/research-the-average-age-of-a-successful-startup-founder-is-45


47

Contents


