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VENTURE
INVESTMENTS

AROUND THE WORLD

A startup is a temporary organization in search of a
scalable, repeatable, profitable business model.
Steve Blank

There are some who define a startup as an exponential organization, that seeks have an
impact that is at least ten times that of a traditional company.

growth
exponential

disruption
linear

time

But in order to sustain the search for a new business model, technological development and
exponential growth, startups need investment. The quest for investment sometimes
becomes as important as product development.

29%

of startups
fail because
they run out of cash
Fonte: CB Insights

More than having the wrong team, getting out-competed or having a
bad product, running out of cash is the 2nd main reason why
startups close their doors, behind only no market need”

WHERE CAN A STARTUP LOOK FOR INVESTMENT?

STARTUP
MATURITY
FAMILY & FRIENDS
More often than not, early investment comes from
family and friends of the founders.

ACCELERATORS
Companies that support the growth of early
startups with or without financial resources.

ANGEL INVESTORS
Individuals who invest their own capital in the initial
phase of a startup. It is also common the organization
of these individuals into groups of angels.

EQUITY CROWDFUNDING
Collective financing. On digital platforms, startups
can access a larger group of investors, with smaller
individual tickets.

VENTURE CAPITAL FUNDS
Funds that invest in startups usually with a
validated business model.

CORPORATE VENTURE
Large companies that invest in startups for
different reasons: from financial returns to
bringing innovation to their businesses.

PRIVATE EQUITY FUNDS
Funds that invest in consolidated companies with
indexes that prove their solidity.
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VALUES & TYPICAL TIMINGS

We analyzed 25 brazilian startups that raised at least US$ 10 million each.
The result shows an average time between fundraising and an average
ticket for each fundraising phase.

US$ 2.3 B

& 94 rounds

OF FUNDRAISING ANALYZED

Interval period since
last investment

SEED

SERIES A

SERIES B

SERIES C

SERIES D

-

Average
ticket

Average: US$ 2 M
Median: US$ 1.2 M

Average: 20 months

Average: US$ 11.1 M

Median: 17 months

Median: US$ 5.0 M

Average: 21 months

Average: US$ 20.9 M

Median: 19 months

Median: US$ 15.0 M

Average: 18 months

Average: US$ 69.3 M

Median: 16 months

Median: US$ 41.7 M

Average: 17 months

Average: US$ 79.5 M

Median: 18 months

Median: US$ 60,0 M

ENTREPRENEUR
VIEWPOINT

PREPARATION

When fundraising, entrepreneurs must be prepared to clearly show:

1. a business with great potential;
2. a capable team able to execute it

RESOURCE STRATEGY
It’s critical to have a well-defined strategy and know exactly what you will do
with the resources. Need to show where the startups will go with this funding.
This should be translated into a clear vision with key objectives and goals to be
achieved.

MARKET & COMPETITION
Understanding your market is to know the pains of your client and the
potential of your business. It is necessary to map the competition to
understand its advantages, disadvantages and the market share to be
acquired.

METRICS
What are the Unit Economics of your business? How does it grow? Knowing
the metrics of your business is essential for internal control and learnings. It
also shows your organization and preparation.

PLANNING
Plan ahead. The proces of fundraising depends of the startup’s stage. It could
take on average 4 to 9 months from initial contact, through negotiations,
contracts up until the money shows up in your account.

If your startup is successful, the money raised in the first
rounds will be the most expensive. Capturing more than
necessary means giving away part of your business.
Capturing less means running the risk of running out of
cash before meeting key objectives. So this balance must
be based on planning and goals.
Pietro Bonfiglioli, co-founder Fisher VB

PITCHDECK

Entrepreneurs make a case for their business idea with a pitch. Below is a pitchdeck
model recommended by Sequoia, one of the most successful VC funds in the world.

PURPOSE

PROBLEM

SOLUTION

TIMING

Defne the startup
in one sentence

Describe the customer
pain and current
solutions

Value
proposition

Why now?

COMPETITION

PRODUCT

Who are they and
your competitive
advantage

Show the product
and its developement

MARKET
SIZE
TAM, SAM, SOM

BUSINESS
MODEL
Monetization plan

TEAM

FINANCIAL

Why is this the
right team?

Financial indexes
and cap table

Uma boa ideia não vale nada sem as pessoas
certas para executar.

João Pedro Solano, Founder & MD Grão VC

1. Always be

2. Never BELIEVE

TRANSPARENT with
your investor.

you don’t have
competition.

3. Be HONEST with

4. Demonstrate

yourself about goals and
projections.

KNOWLEDGE of the
market, your customers
and your KPIs.

THE OPINION OF THOSE WHO HAVE BEEN THERE, DONE
THAT AND CONTINUE TO DO SO

We selected entrepreneurs with experience in fundraising processes and in
different stages of business maturity, and asked them 2 questions:

1. How to prepare for fundraising?
2. What not to do when fundraising ?

1. Have a well rounded deck that shows purpose, problem, solution,
market size, traction (if you already have customers) competitors, team,
unit economics and how the money will be invested.

Tito Gusmão
Founder & CEO

2. Don’t show amateurism, accept any investor just for the money nor
over dilute too much.

1. The most important thing to do when fundraising is to know if you
really need to raise money. Idealy, first understand what you can
achieve in a period of 12-18 months with and without fundraising. This
will help you understand how the cash influx will help you reach your
next milestone.

Daniel Calonge
Co-founder & CEO

2. Don’t focus only on valuation. Once you receive a fundraising, you
also gain new partners, so one of the most important things is to
understand if these new members can help you in your company, and if
they are aligned with the founder’s the long-term vision.

1. Convince investors with objectivity and candor and without
whimsical solutions. It can help to create a list with clear definitions of
which hypotheses you want to validate, how much $$$ you need to
spend to validate each one, and how many customers you will test and
reduce risk.

Bruno Reis
Founder & CEO

2. Do not create complex contracts with different commitments for
each investor in the same round. This creates problems that are difficult
to resolve in future rounds.

1. How to prepare for fundraising?
2. What not to do when fundraising ?

1. You need to ask yourself whether you really need to fundraise. There
are a lot of companies that believe erroneously that a startup's goal is
to raise money. The goal is to satisfy customers and solve a market
problem with consistency and scalability. It’s critical to reflect whether
capital influx will actually help you do more and better.

Lucas Mendes
Founder & CEO

2. Don’t think of fundraising as godsent. it’s importante to always have a
growth plan that doesn't necessarily involve it. Also, I don't advise going
around saying you are fundraising because time goes by and if the
process takes a little longer, people start to wonder what is going on.

1. To be successful, you need to understand the problems your business
solves and be confident that it really matters to your client. Demonstrating
knowledge and confidence in speech is essential to winning investors as they
want to gauge your ability to execute. The key is to prepare, to be ready to
answer all business inquiries, and to be transparent.

Pedro Conrade
Founder & CEO

2. Don’t be closed to criticism or suggestions, don’t only partially
understanding the problem you are trying to solve, and don’t ever tell
half-truths to get an investment. Credibility is created from the first
second of an investor meeting. Learn to listen: a business can only be
built with different knowledge and insights, and learning to listen to
feedback is essential to developing a successful business. Typically for
every yes you will hear many nos.

1. Create a complete business presentation with 10-15 slides,
accompanied by a financial model detailing the company's assumptions and
projections. Practice a 30 sec pitch and a 3 min pitch. Presentthem to
mentors and other entrepreneurs who who can privide your initial
feedback. Then make a list of the top investors in your segment and look
for ways to be introduced to them.

Frederico Rizzo
Founder & CEO

2. Don’t

leave the fundraising for the last minute and become desperate
for money. Don’t neglect to articulate your pitch clearly and objectively.
Don’t fail to identify the key risks to be mitigated with the current round of
investment. Don’t forget to validate terms with investors who understand
your market and your stage of development.

CASE

DEVELOPING THE MOST IMPORTANT ASPECT OF STARTUPS
Brazil is a developing country, with many problems to be solved and therefore many
opportunities to start a business. But for entrepreneurship to grow, there needs to be
commesurate investment in the ecosystem. In 2018, about $ 1.5 billion was invested in the
sector, but most of it- $ 1.2 billion - was raised by only 10 startups.
Another important factor is the workforce. Working at a startup has become increasingly
common, but 5 or 10 years ago, the ecosystem was not yet as developed and entrepreneurship
was considered a risk. Today, the most developed startups are over 1,000 employees and
provide a career as solid as that of the ‘traditional’ corporate world.

Moreover, the skills desired by startups are not exactly the same as those required by
traditional companies or taught in higher education. This is changing and we have seen several
initiatives emerging from universities to prepare students for this ecosystem.

The FGV Entrepreneurship
League seeks to insert itself
into the innovation and startup
ecosystem to bring students
into this world. Whether
through events or mentoring,
the League seeks to help young
entrepreneurs on this journey.

Startups still have a hard
time approaching universities
and accessing talent.
Nevertheless, students are
interested in working in these
companies. Our program seeks
to connect the entrepreneurial
ecosystem to Poli University, as a
high potential career option.

Caio Santini,
diretor da LEFGV

Martin Lima, idealizador do
Programa de Startup da Poli

In May 2019 the League organized the National
Meeting of Entrepreneurs (ENE) to draw
attention to university entrepreneurship. The
event was attended by 400 people, including
Patrick Sigrist (ifood founder) and Renato
Freitas (99 co-founder), both successful
entrepreneurs who are also angel investors
today. ENE featured panels with Maya Capital,
Plug & Play Canary, and GV Angels.

During the month of July, Amigos da Poli - USP
Polytechnic School Patrimonial Fund undertook a Startup Program, aiming to bring
students closer to the innovation ecosystem.
With the help of partners such as Endeavor,
ACE, MJV and Crescimentum, students were
provided with theoretical content on
programming, growth, business intelligence,
and others. Students then applied their
knowledge in a Hackaton. At the end of the
course, they had the opportunity to intern in
one of the sponsoring startups including:
Nubank, C6Bank, SumUp and Revelo.

INVESTIDOR
VIEWPOINT

HOW TO INVEST IN STARTUPS?

Direct connection
with entrepreneurs

Angel
groups

Crowdfunding
platforms

VC funds

IMPORTANT CRITERIA FOR EACH PHASE

Criteria
Founders
Market
Team
Investment
Scalability
Profitability
Exit

Initial

Seed

Venture

Investiment

Investiment

Investiment

There is nothing more important than the entrepreneurs,
regardless of industry, activity or phase of the startup. From
the standpoint of reliability and their willingness to do what has
to be done, the team is the most important.
Wlado Teixera, Presidente do Comitê de Seleção GV Angels

RETURN EXPECTATION BY STAGE

RISK

RETURN
30x

INVESTMENT STAGE

Family & Friends
Initial

20x

Seed

15x

Venture

10x

PE

5x

POSSIBLE EXIT STRATEGIES

STRATEGIC

BYBACK

Strategic sale to a company,
which may or may not be from
the same sector as the startup.

Share buyback structure by the
company itself or controlling
shareholders (less common).

SECONDARY

GOING PUBLIC

Equity sale to other investors,
individuals or funds entering
more advanced stages.

It can happen via initial stock
offering (IPO) or direct listing on
the stock exchange.

THE OPINION OF THOSE WHO HAVE BEEN THERE, DONE
THAT AND CONTINUE TO DO SO

We selected experienced investors and asked them 3 questions:

1. Where to start?
2. What to evaluate when investing in a startup?
3. What not to do when investing?

1. We always suggest starting by studying the subject, taking courses
(in person and online), talking

to more experienced people and, above all,
analyzing more than 10 cases before making the first investment. It's
very common for people from more traditional markets to be easily
charmed by startups at the beginning. The more opportunities
confronted, the better and clearer your own investment analysis will
become.

Gustavo Gierun
Managing Partner

2. Market size, clarity of solution, qualification, founder’s previous
experience and complementary skills, and traction - not necessarily
financial. It’s also important to evaluate the investor's ability to propel
the startup with its network, technical knowledge, and so forth.

3.. Do not co-invest with bigwigs without understanding if the startup
fits your investment theses and don’t expect a high return in the short
term. Patience is key and creating a diverse portfolio is mandatory

1. A quick way is to participate in lectures on the subject and network
with investors and groups that invest in startups.

2. The first step is to check the team's ability to bring the startup to

Ricardo Carvalho
Director & Investor

large markets with a business model that enables a relevant growth
rate. In addition, the business must have a technological or innovative
competitive advantage. Finally, see if the purpose and application of
the resources you are raising will contribute to the evolution of the
business.

3. Never invest without asserting the potential, capacity and suitability
of the TEAM.

1. How to start?
2. What to evaluate when investing in a startup?

3. What not do do when investing?

1. First thing is to keep in mind that it is a high risk investment, so it
should be conducted with a portion of your equity that does not impact
your financial health. The best way to get started is through your
network of relationships, joining angel networks or equity
crowdfunding platforms. Finally, questionwhy such an opportunity is
coming to you and why other savvy investors have missed it.

2. Since angel investing is an investment of an idea, you should keep 3

João Pedro Solano
Founder & MD

things in mind:
1) Execution is the key to success: a good idea is worth nothing without
the right people to execute it, invest in people, not the idea;
2) Money is a commodity and has no value by itself: so invest in
companies where you can have a positive impact; and
3) Confirm that the idea or solution is for a real, large and scalable
problem.

3. Never invest due to FOMO (fear of being left out), nor in something
you do not know and have no ability to evaluate its potential. Try not to
have such a large percentage of the business nor exorbitant valuations
that prevent the startup from future investments.

1. Join angel groups and study the subject (in-person and online
courses). When investing, start by co-investing with those who already
have more experience, preferably in a sector that fits your background.

Roberto Dagnoni
Angel Investor of over
30 startups

2. Most important are the founders and the Level 1 startup team.
Along with the potential of each team member, find out if there is
harmony amongst the founders as a group, if they have purpose
alignment and equal grit to sustain the project.

3. I don't like investment theses that bet everything on a few deals, I
prefer portfolio concept. Don’t invest on impulse, seek origination
outside São Paulo, do not invest alone, do proper due diligence, have a
good lawyer, study the competition, evaluate if there is indeed tech in
the project, in short there is a long list of do’s and don’t’s.

CASE

CALLING FOR INVESTORS’ ATTENTION
In the innovation market, investors know an idea by itself has no value. It is common to consider
that a capable team, existing technology and a relevant customer pain to be resolved are criteria
that will define the financial contribution to an initiative.
The same should apply to regulation: it is not enough for an obligation to be well thought out,
there needs to be oversight, cost of control should not be greater than the risk, and regulated
market to be relevant to the extent that individual freedoms are hindered.
In Brazil, even if there was a significant growth in venture capital directed at entrepreneurship,
the tools and platforms did not evolve proportionally and the investor journey follows the
outdated model of our stock exchanges: expensive, notarized, complex, bureaucratic. For this,
two new regulations could solve the pain of the small investor if they weren’t based on the
traditional market

Angel Investor Law

Equity Crowdfunding

In its attempt to bring more
legal certainty to the investor,
the angel investor regulation
ends up misrepresenting the
nature of startup investment
and treats it as a mere right to
receive part of the proceeds
from investing resources,
approaching a debt-to-bond
ratio limited by the standard.

The CVM acted well in listening to
market anxieties. However,
turnover has not been in line with
international expectations and
references. And this is because the
model runs counter to the premise
of attracting small investors by
forcing them to be stuck in a longterm asset, preventing secondary
market formation.

Now, if we have an investor with reduced equity, it is natural that he cannot be less liquid when
investing in companies. Investment options for this profile, even at higher risk, should maintain
the emergency reserve feature and thus be available for short-term redemption.
This mismatch can and should be corrected. It is up to entrepreneurs to propose solutions to to
these issues without neglecting the values and principles of the CVM - which seems more
attentive to strengthening the innovation process in our country (as in the LAB and the sandbox
proposal, for example).

Reinaldo Rabelo , Investor & Business
Development Executive Mercado Bitcoin

SO

WHAT?

Investing in startups is far from being a widespread practice in Brazil, but it is
becoming more common, as the ecosystem consolidates, startups become more
relevant and crowdfunding platforms increase.
In spite of this, we are still in an almost embryonic stage, with a small universe of
investors and entrepreneurs, where networking is one of the most important tools
to invest and capture.
As a small ecosystem, information travels fast. Therefore, entrepreneurs reckless
with the money invested in their business, and investors who do not contribute or
even disturb the startup ecosystem, will both have difficulties finding a second
opportunity to fundraise or invest.
In summary, the main advice from experts we interviewed is....

TO ENTREPRENEURS
Be prepared, demonstrate deep knowledge of
your market, customers and competitors.
Be direct and transparent with your investors,
independent of the moment.
Evaluate carefully if there is a real need for fundraising
and know exactly what you will do with the new resources
Compile al this clearly and neatly in a deck.

TO INVESTORS
Begin by co-investing with someone experienced,
whether with a group of angels, via funds or other
investors.
Don’t invest on impulse or in something you don’t
understand
Keep in mind that this is a high risk investment
Focus on evaluating the team and their capacity
to execute

Anyone can have a great idea, but not
everyone can execute them with greatness. We
selected 51 great ideas in execution. Ideas, that
inspiring leaders have turned into startups that
are transforming their market. Get to know each
of them better here

FINTECHS

LAWTECHS

IT TECH

PROPTECHS

HR TECHS

HEALTHTECHS

INTELIGÊNCIA

LOGÍSTICA

EDTECHS

SPORTECHS

Let us know if you would like to reach out to any of them.
Click here and sem us an email: 51boasideias@fishervb.com

SPONSORS

APOIADORES

COLABORAÇÃO

Pietro Bonfiglioli
pietro@fishervb.com

Roberta Figueiredo
roberta@fishervb.com

Disclaimer

The content presented in this material is not a recommendation, suggestion and / or
investment advice, it is the sole responsibility of the investor to make the decision.
Fisher Venture Builder disclaims any liability, direct or indirect, for any and all losses
arising from operations performed based on the information provided herein, notably
related to the investor's investment decision.
This report is for the sole purpose of providing information and does not constitute or
should be construed as an offer or solicitation to buy or sell any financial instrument or
to participate in any particular business strategy. All opinions contained herein were
prepared within the context and conjuncture at the time the report was issued and may
change without notice, and does not take into consideration the investment objectives,
financial condition or specific needs of a particular investor.
We believe the information contained in this material is reliable, but we do not
guarantee it is accurate or complete. Opinions and estimates were prepared based on
market observation and may be changed.

