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2021 Recap: What Happened in the VC Space 
This Year 

By: Sergio Santisteban 
It’s soon to be Christmas and another 
year is coming to an end. While 2020 
took a big hit due to the coronavirus 
pandemic, this year, our industry 
broke many records. From new 
unicorns, higher valuations, and more 
exits, to higher participation in the 
secondaries market, 2021 will be a 
year for the books. Without further 
ado, let’s take a look at some of the 
highlights of the year.  
 
Regarding valuations within later-
stage startups, the median and 
average valuations hit $160M and 
$882M respectively, representing a 
sharp increase from previous years. 
Not only that, exit valuations grew at 
an all-time-high rate, with median 
acquisitions and public listings 
increases of 2.2X and 1.7X 
respectively, from their latest private 
market values.  
 
VC deal flows also rewrote the record 
books this year. Prior to this year, 
global funding had never reached 
$100B in a single quarter. However, 
this was changed when funding in 
2021 saw over $135B in the first 
quarter, $159B in the second, and 
$160B in the third. It will be 
interesting to see the final number for 
Q4. While this capital was allocated 
across all stages, it has been later-
stage funding leading the way.  
 
Due to this increase in funding and 
capital allocation, many new unicorns 
were added to the count. In Q3 alone, 
142 companies reached the $1B 
valuation, and overall, this year’s 
count is up significantly over all prior 
years. There are now over 1000 
unicorns around the world, with a 
collective value of $3.4T.  
 
On the other hand, many big 
companies decided it was time to  

 
 
 
 
 
 
 
 
make their public debut. Top IPOs 
from companies like Robinhood, 
Toast, and Ginko Bioworks dominated 
the space in the first 3 quarters.  
 
This quarter, the biggest star was 
Rivian, which exit added over $60B to 
the exit value count. And, not only 
that, if Nubank sets their IPO for this 
last month, we will have the second-
highest exit deal of the year, with an 
expected $40B valuation.  
 
Deploying vast funding requires 
additional capital. The big players in 
the VC space also raised new funds 
trying to keep up with the new trends 
and momentum certain industries are 
having. Tiger Global Management 
lunched their biggest fund yet, with its 
first closing reaching $8.8B of the 
$10B target. Meanwhile, Andreessen 
Horowitz is seeking to raise $6.5B 
across a couple of funds, one being 
crypto related, and the other one 
across seed-stage firms. SoftBank 
announced a $300M fund to invest 
across LATAM, as it seeks to broaden 
its portfolio in the region.  
 
As we have seen, this year has broken 
many records and it will be the 
standard for what is next. With many 
growth companies raising funds at an 
incredible pace and looking to remain 
private longer, the pre-IPO market will 
continue to grow. Nobody wants to 
miss out on the VC holy grail, and we 
will continue to see more players, 
higher valuations, more deal flow, and 
hopefully more record-breaking years.  
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Nexme: Purchase a Home With Those Focused on Your Best Interests 
 

 
Property, a vast encompassing word that 
means a person’s possessions. Yet in 
most cases when property is mentioned, 
we think of land, and houses. We think 
of our home, the place we feel the most 
relaxed from the ongoings of the world. 
The place where we enjoy with family 
and friends, or even spend some time 
alone. Many have heard the saying 
“Home is where the heart is”, especially 
if you have heard the song by the King of 
Rock and Roll, Elvis Presley. Even with 
such emotion attached to a place, it is a 
question why the process to buy or sell a 
house is rarely focused on the best 
interest of the consumers. More 
importantly, why do we as buyers or 
sellers not have the same kind of heart 
in the process that we do in making a 
house into a home? 
 
Let’s say it’s time to change this for 
good. That is essentially what Nexme is 
looking to do. Nexme is a an on demand 
real estate platform that delivers instant 
access to homes and full-service, 
professional real estate agents, all at the 
touch of a button.  
 
The startup founded after the having 
personally dealt with the struggle of 
finding that perfect place to call home. 
Having looked for a home under a short 
timeline, they realized the process was 
not designed to work with both timeline 
and best interests of the consumers. In 
fact, it was highly designed to be upon 
convenience of the real estate agent that 
was retained. Nexme knew there was a 
better way and thus sought out to create 
a platform that would be beneficial to 
both consumers and real estate agents.  
 

So how does Nexme work? It’s simple, 
you just open the Nexme app on your 
phone and look for a listing that fits your 
criteria. Once you see a house you can 
imagine calling your home, you can 

By: Sergio Santisteban 
 
request a tour, and 
Nexme will connect 
you with a nearby 
realtor for a tour at 
your convenience. 
When you arrive, you 
will meet the 
licensed and pre-
vetted agent at the 
door. At the end of 
the tour, if you like 
the house but are not 
comfortable with the 
realtor, they will be 
happy to assign a 
different realtor for 
you. Otherwise, you 
can decide to put in 
an offer, or continue 
your search. The best 
part is that you have 
no contract or 
commitments, 
allowing you to be 
completely focused 
on what is the best 
for your search for 
the ideal home. 
 

If you are ready to 
put in an offer, 
Nexme is there for 
the next steps as 
well. Answer a few 
questions and get  
connected to a mortgage lender that can 
get your pre-approved right away. Now 
you can truly start your journey to calling 
the chosen house your home. All you 
have to do is put in an offer and start the 
process, right through the app. Nexme 
commits to giving you cashback at 
closing. Ensuring you have gotten the 
best deal. 
 

Nexme last raised $500,000 in August 
2020 during their Seed Round. As of 
now, they operate in Washington and 
Massachusetts. They will soon be 

By: Ronak Parikh 
 
 
 
 
 
 
 

 
 
 
 
 
Their hard work has been recognized 
over the past years, being nominated 
twice for the YouTube Streamy 
Awards, one of the most prestigious 
awards in the streaming space and 
winning it in 2019.  
 
Donut’s revenue comes from different 
sources, such as ads, partnerships, 
memberships, and merchandise. This 
is why many investors backed the 
media firm, as they realize the 
amount of return it can possibly 
achieve. Donut has raised almost 
$1MM since inception over seed 
rounds, where investors such 
Prototype Capital and Luma Launch 
have participated. Their valuation is in 
the range of $1MM-$10MM as of 
their latest round.  
 
Donut Media is not just another 
YouTube channel. It is considered to  
 
expanding into California. If you are 
moving to any of these places and 
looking for a home, give Nexme a try, 
You have nothing to lose but a lot to 
gain.  
 
OGCP Comment: Nexme is an example 
of an ongoing trend. Disruption. The 
company is taking disruption in the 
real estate process to the next level. 
Turning the process back to being 
consumer focused. It reminds us that 
the best companies are those that 
keep the consumer in mind.  

Sector Articles 
Sector: Prop-Tech 
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Impossible Foods: Same Flavor, Less Footprint 
 
 

 
 
 

 
 
 

 
 
 
 

 
 
 

 
Ever wondered what the hype in vegan 
plant- based foods is all about? Why are 
some meat lovers suddenly moving to 
this alternative and why are plant-based 
options gaining traction? One company 
operating in this space is Impossible 
Foods. Since inception in 2011, 
Impossible has rapidly expanded into 
various geographical regions, with its 
no-meat burgers sold in the U.S., 
Canada, Hong Kong, and Singapore. 
Other popular products by this brand 
include their meatless sausages, chicken 
nuggets, and fake ground-pork products. 
 
With its vision to reach a "tipping point" 
whereby Impossible products would be 
at par with real meat, it comes as no 
surprise that the firm is directly 
competing with, and taking market share 
away from the traditional meat 
industry. With its long-standing 
objective of eliminating the animal 
farming industry and associated carbon 
footprint, as well as holistic 
environmental effects, Impossible faces 
competition from the likes of Beyond 
Meat, Perfect Day, Next Level Burger 
and Hungry Planet. Nonetheless, 
Impossible continues to improve its 
product in several aspects including 
taste, quality, health, and pricing. As per  

 
 

 
 
 

 
 
 

 
 
 
 

 
 
 

 
CEO Patrick Brown, the institution is 
looking to expand into other verticals 
such as dairy and products including 
chicken breasts and pork loins. 
 

The hype around the company's 
business model advances in recent 
weeks following its latest $500mm 
funding round, led by Mirae Global 
Asset Management and backed by 
Serena Williams, Katy Perry, and Jay-Z, 
valuing it at roughly ~$7 Billion. When 
Gordon Ramsay adds an Impossible dish 
to his restaurant, as do many top chefs, 
you believe in the product's impeccable 
quality. As of April, the company was 
said to eye its debut on the public 
markets via a SPAC in mid-2022 and at 
an estimated $10 Billion valuation. With 
$2 Billion raised since founding, the 
Impossible team plan to deploy recently 
raised capital to double down on supply 
chain efforts, expand product portfolio, 
enhance technological capabilities, and 
speed up international expansion. 
 
So how has this business creating mass 
market awareness through its products? 
The company has leveraged 
partnerships with the likes of Burger 
King (with their groundbreaking 
Impossible Whopper) and Starbucks  

By: Anushka Mathur 
 

 
 
 

 
 
 

 
 
 
 

 
 
 
 
 

(Impossible Breakfast Sandwich) instead 
of relying on earned media, influencers, 
and high-profile partnerships. 
 
Other notable strategic relationships 
include Walmart, Safeway, and Trader 
Joe's, all of which comprise Impossible 
Food's enormous presence in as many 
as 10,000 grocery stores across the U.S. 
This, in addition to its international 
footprint in Asia and Europe, is resulting 
in an inclination towards plant-based 
meat substitutes. 
 
OGCP comment: Impossible Foods 
have rightfully proved themselves to 
be known as the fastest growing 
plant-based meat company. The 
company has been an investor 
favorite in the pre-IPO space and has 
undergone massive expansion, 
bringing its products to 4 new 
markets, totaling presence in 7 
countries. The team at OGCP are 
optimistic about Impossible's future in 
both private as well as public markets 
and wish the entire team great 
success. 
 

Sector Articles 
Sector: Food Industry 
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Jeffrey Arsenault 
Principal and Founder 
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CONFIDENTIAL 

The information contained herein is confidential information regarding Old Greenwich Capital Partners (OGCP). By accepting this information, the recipient agrees that it will, and it will cause its directors, partners, officers, employees, 
attorney(s), agents and representatives, to use the information only to evaluate its potential interest in the investments and strategies described herein and for no other purpose and will not divulge any such information to any other party. Any 
reproduction of this information, in whole or in part, is prohibited. These contents are proprietary information of OGCP and may not be reproduced or disseminated in whole or part without the prior written consent of OGCP. 

The information contained herein has been prepared solely for informational purposes and is not an offer to buy or sell or a solicitation of an offer to buy or sell any security or to participate in any trading strategy. If any offer of securities is 
made, it will be pursuant to a definitive offering memorandum prepared by OGCP that contains material information not contained herein and which supersedes this information in its entirety. Any decision to invest in the strategy or fund 
managed by OGCP should be made after reviewing such definitive offering memorandum, conducting such investigations as the investor deems necessary and consulting the investor’s own investment, legal, accounting and tax advisors in order 
to make an independent determination of the suitability and consequences of an investment. An investment in OGCP involves significant risks, including loss of entire investment. 

All performance and risk targets contained herein are subject to revision by OGCP and are provided solely as a guide to current expectations. There can be no assurance that OGCP’s strategy will achieve any targets or that there will be any 
return on capital. Historic performance is not necessarily indicative of future performance, which could vary substantially. 

The information presented herein, including, but not limited to, OGCP’s organizational structure, investment experience/views, returns or performance, investment strategies, risk management, market opportunity, representative strategies, 
portfolio construction, capitalizations, expectations, targets, parameters, guidelines, and positions may involve OGCP’s views, estimates, assumptions, facts and information from other sources that are believed to be accurate and reliable and 
are as of the date this information is presented—any of which may change without notice. OGCP has no obligation (express or implied) to update any or all of the information contained herein or to advise you of any changes; nor does OGCP 
make any express or implied warranties or representations as to the completeness or accuracy or accept responsibility for errors. The information presented is for illustrative purposes only and does not constitute an exhaustive explanation of 
the investment process, investment strategies or risk management. No person (other than OGCP and its principals and employees) has been authorized to make any statement concerning OGCP and any such statements, if made, may not be 
relied upon. 


