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Over the next 5 years venture capital markets are going to
get bigger, faster and more expensive. This will come on the
heels of a record setting decade that saw an exponential
surge in both dollars invested and rates of return.
Significantly, Silicon Valley’s share of venture capital this
year is also expected to drop below 20% for the first time
ever and New York is stepping in to pick up share. In this
diffuse and high-stakes environment, finding unicorns with
high-octane CEOs and meaningful ROI potential is the name
of the game.

High growth companies that are both transformational and
scalable are as desirable as they are hard to find and often
come at a premium at later investment stages. Over the last
decade the B2B category has come to epitomize value for
investors hunting the next billion-dollar startup, particularly
B2B SaaS platforms. B2B startups offers a higher return
at a lower risk, particularly when compared with their B2C
counterparts.

Fittingly, investment in B2B SaaS has exploded these past
few years and, in many ways, tech has been its greatest
enabler.

Introduction
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Global VC cash flows

YoY Growth
+163%

-$80

-$60

-$40

-$20

$0

$20

$40

$60

$80

$100

2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019

Contribut ions ($B) Distrib utions ($B) Net ca sh  flow

Not surprisingly there are now more SaaS accelerators and
SaaS investors funding B2B startups than ever before. Not
all investors, however, make great partners for B2B
startups.

That’s where Revel comes in.

The verticalization of SaaS across all operating
functions within the enterprise is rapidly appro-
aching a tipping point. The average enterprise
spends $6 million per year on enterprise
platforms trying to keep up with the FAANG
cohort and Be More Like Bezos. Enterprises are
licensing technologies just to compete. Or,
they’re simply buying up startups.

https://techcrunch.com/2021/02/03/venture-capital-is-going-to-get-even-bigger-faster-and-more-expensive-this-year/
https://pitchbook.com/news/articles/vcs-decade-in-data-how-the-2010s-reshaped-a-market
https://www.cnbc.com/2021/01/14/silicon-valleys-share-of-venture-capital-may-drop-below-20percent-in-2021.html
https://www.cnbc.com/2021/03/20/new-york-poised-for-a-banner-ipo-year-led-by-oscar-compass-uipath.html?__source=iosappshare%7Ccom.apple.UIKit.activity.Message
https://chris-68746.medium.com/venture-investing-lucky-dogs-dirty-air-and-the-road-to-victory-lane-5c7807e43ad1
https://joeapprendi.medium.com/unicorns-walking-dead-and-the-dishonorables-40dd1a5ebd58
https://www.finextra.com/the-long-read/132/the-trends-in-venture-capital-that-will-shape-the-2021-investment-landscape
https://www.investopedia.com/terms/f/faang-stocks.asp
https://www.slideshare.net/RevelPartners/be-like-bezos-enterprises-must-invest-in-marketing-technology-or-risk-extinction-77619291
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At the end of 2010, after 10+ years of founders and CEOs each,
the four Revel GPs stepped back from their roles as operators and
set out to create a venture firm For Founders, By Founders.

Revel Fund I was focused exclusively on B2B platforms and
marketplaces. The fund went on to become one of the highest
performing seed funds in US within the 2003 to 2015 vintages*. In
2018 Revel Fund II closed. It is also showing similar early returns
with multiple exits and markups to date.

The General Partners at Revel experienced their initial success -
both as founders and investors - in MarTech, the first enterprise
category to truly embrace the potential of data and automation.
The penetration of SaaS platforms into all operating functions
within the enterprise across verticals bears all the hallmarks of
what the marketing and advertising ecosystem underwent 10-15
years earlier.

At Revel Partners we’ve seen firsthand what data and automation
can do to a vertical and know how to take advantage of the
opportunities these technologies offer. Additionally, our proven
track record of picking winners coupled with our massive, global
network of entrepreneurs and investors means we have both the
access and acumen to identify and invest in the next generation of
B2B software visionaries.

About Revel Partners 
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A few of the insights you’ll gain from the following pages include:

Why B2B companies are high value and low risk, offer better returns; and perform better
in recessions compared to B2C Companies

An analysis of how Revel looks at the B2B Tech landscape, including sectors and trends
we are particularly bullish on

An overview of the Revel team and investment history

Read on to learn more about our investment track record and discover how we
consistently identify potential unicorns to invest in, then help guide and scale those
businesses to successful long-term outcomes.



Why B2B vs. B2C? 
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B2B companies IPO more frequently, at 
higher multiples, and with better margins.

Every $1 of new revenue creates $24 
in Enterprise Value

Of the last 71 VC backed IPOs going 
back to 2017 66% have been B2B

Average B2B EV/Revenue Multiple is 
24.6x compared to 10.9x for B2C

Average B2B Gross Margin is 71% 
compared to 52% for B2Cs.

Warren Buffet once advised investors to, “never invest in a
company you can’t understand”. His point was that
investors need to learn how to identify and value
businesses within their “circle of competence” and stay
away from the rest. Essentially, stay in your lane when it
comes to investing. At Revel, the GPs focus on investing
in B2B because it’s what they know. They began their
careers in MarTech and understand B2B software
platforms and marketplaces because they helped pioneer
selling software into enterprises with MarTech over a
decade earlier.

The MarTech revolution demonstrated the importance of
supply and demand and the outsized impact
technological components could have in transforming
traditional enterprises by enabling them to more
efficiently compete with the tech-first Amazon’s of the
world. Data and AI enabled the digitization of advertising
and streamlined how advertising was bought and sold.
Now, we're seeing these same transformations across
verticals where SaaS platforms are helping build new
workflows, new markets and increase connectivity
between clients and enterprises.

This rapid adoption of B2B SaaS platforms is particularly
relevant in light of how well B2B performs when
compared to B2C companies. The case for B2B
investments is hard to ignore given not only investment
upside but portfolio risk, as well.

SO, WHY IS THIS? 

B2B Simply Performs Better

https://www.linkedin.com/pulse/warren-buffett-bobby-fischer-golden-rule-investing-chris-young/


The motivations for B2B clients are entirely different than that which motivates the B2C customer. B2C motivators tend to focus
on price, ease of use and uniqueness. They tend to react to ephemeral consumer trends which are hard to identify and even
harder to predict.

B2B business drivers are less fleeting and more concrete, driven by actionable/predictable business needs and by stakeholders in
businesses that, in general, have much more money to spend than the average B2C consumer. Finally, founders almost always
come from the vertical they are building for and, as a result, are uniquely positioned to understand client motivations and needs
as well as market pain points and opportunities.

While it may not seem like it from the outside, even companies that are famously consumer focused have B2B products that
account for large percentages of their revenue. Take Amazon, for example. While their eCommerce business might be the face of
the brand, that segment of their business accounts for far less profit than their B2B products. Amazon’s AWS product accounted
for 71% of overall operating profits despite only being responsible for 13% of their total revenue. It is estimated that Amazon’s
B2B ad business hauled in over $17 billion in sales in 2020!

Much like Amazon, Google is known for creating consumer products like Maps, YouTube, and Gmail. But their cloud products
which are marketed towards enterprises represent a significant source of revenue. Their cloud business was on track to have a
$10 billion run rate after the first quarter of 2020!

B2BB2C B2B S&P NASDAQ

B2B has also proven to perform better
during recessions and times of crises.
Given their sticky products and recurring
revenues, B2B is marginally affected in
hard times. Many investors treat this
segment of companies as safe havens.
Given the past 18 months this is
particularly relevant.

VC-Backed IPO Companies 2017-2020 (in $M)

Total Enterprise Value CreatedTotal Capital Raised
B2BB2C

15.5x
6.1x

$36,961 $447,541

$573,960

$72,868

Recession Proof

All of these factors have led to
significantly higher return on invested
capital, returning 15.5x vs 6.1x for B2C.
Yet, even with the venture market
catching up, B2B technology investment
still trails B2C and remains a less
competitive segment.

Still Early

Even Big Tech Is B2B Driven

B2B Decision Makers Have Different Motivations Than B2C

B2B businesses generally maintain lower churn than their B2C counterparts
as enterprise software is “high touch” involving many points of contact
between the client and the platform. The result may be a longer sales cycle
for B2B but a higher customer lifetime value (CLV), as well. B2B SaaS
platforms also have a natural advantage once they’ve crossed the hurdle of
being installed. The products naturally become more ingrained (and more
essential) to enterprise functions as change management hurdles are
overcome and opportunities for upsell increase. Retention is the key for B2B
whereas B2C businesses often have to find new clients at a higher clip just to
maintain high growth.

Additionally, while the target market for most B2C companies is larger, that
doesn’t necessarily mean that there is more money to be made there. In fact,
it’s estimated that the B2Bmarket is valued at $780 billion versus $350 billion
for the B2Cmarket.

$350 Bn

$780 Bn

B2BB2C

B2B Businesses Have More Stable, Recurring Revenue
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Total addressable e-commerce 
market

https://www.geekwire.com/2019/amazon-web-services-growth-slows-missing-analyst-expectations/
https://www.businessinsider.com/inside-amazons-growing-ad-business-everything-we-know-2019-5
https://www.businessinsider.com/inside-amazons-growing-ad-business-everything-we-know-2019-5
https://danlok.com/b2b-vs-b2c-which-business-model-is-better/


Emerging Technology Is Creating 
Unprecedented Opportunities
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B2B companies' outsized success rate to date has largely
been driven by advanced technologies. Enterprises are
adopting technology at an historic pace. Entire verticals are
transforming and becoming more efficient. Yet, it’s the way
in which these verticals are transforming that is so
important and so familiar.
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YoY Growth
+163%

The hallmark of technological
innovation in B2B has been
the application of Big Data and
AI to create new automated
workflows, analytics and new
marketplaces across verticals.

Revel has seen first-hand the transformative power of data-
driven SaaS platforms and understand what those same
ingredients canmean regardless of the vertical.

In analyzing emerging technologies, we focus on
automation and the connectivity between enterprises and
end-customers. The MarTech revolution a decade earlier
demonstrated the importance of supply and demand and
the impact technology can have in transforming the
traditional enterprise by enabling them to more efficiently
compete with the tech-first Amazon’s of the world.

Data and AI enabled the digitization of advertising and
streamlined how advertising was bought and sold. Now,
we're seeing these same transformations across verticals
where SaaS platforms are helping build new workflows,
newmarkets and increase connectivity between clients and
enterprises.

Helped usher in the 
Martech revolution and 

changed the way brands 
buy and manage media 

forever
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Almost all businesses are made up of a complex network
of stakeholders and decision processes that all need to
maintain perfect cohesion and cadence to achieve
success. Most are only growing more complex and the
need to streamline existing processes and/or develop
new ones is vital for sustained growth.

Automated Workflows

Yet the potential for creating the infrastructure required to
facilitate remote and global teams is perhaps even
greater.

Thanks to products like Siri from Apple and Echo from
Amazon, voice technology is increasingly becoming a daily
part of our lives. But voice recognition technology isn’t just
for turning on the lights or requesting a weather report.

Advancements in voice technology have made using our
voices to interact with software products easier, and
therefore more prevalent in our day-to-day interactions
with tech products. According to Google, 20% of mobile
queries are voice searches and voice search has grown
35X since 2008!

As tech companies like Twitter and Facebook gear up for
longer-term remote work solutions, future-of-work has
cemented itself as one of the most exciting opportunities
in venture capital. Perhaps that’s because the future of
work doesn’t just entail gearing up home offices. It also
involves gig workers, freelancers, hiring tools, tools for
workplace organizing and automation and the framework
around which all of these things can exist.

Voice technology is creating entire ecosystems. Thanks to
Alexa and Google Assistant platforms, developers have
created tens of thousands of voice applications that look
to eventually rival the mobile app economy created by
Apple. The burgeoning field of smart automobiles, for
example, is just one untapped market where Voice will be
transformative.

A perfect example of the 
continued verticalization of 
SaaS within the enterprise  

through connected 
accounting

COVID has also changed
everything or (more
accurately) sped
everything up. Nowhere is
this more apparent than
with Future of Work
platforms.

of mobile queries are 
voice searches

35x

voice search has 
grown since 2008

20%

Companies are now engaged
in fully re-imagining how we
work. Products that solve
meaningful problems in the
areas of productivity,
brainstorming, communication
tools, workflows are some of
the more obvious areas of
opportunity.

A complete conversational 
intelligence API Platform 

that can be natively 
integrated into any

platform or business

https://searchengineland.com/google-reveals-20-percent-queries-voice-queries-249917
https://www.kleinerperkins.com/perspectives/2016-internet-trends-report/
https://techcrunch.com/2020/05/12/twitter-says-staff-can-continue-working-from-home-permanently/
https://techcrunch.com/2020/05/21/facebook-hubs-remote-work/
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Analytics

Best-in-class enterprises across verticals have rushed to
embrace data analytics for a reason. In today’s digital
marketplace, the nature of the game has changed.
To succeed, business decisions must now be made
based on an enhanced understanding of customers’
preferences and behaviour in both online and offline
environments. Data and analytics programs represent the
foundation to help enterprises better understand their
customers and drive innovation to maintain a competitive
advantage.

Transforming digital retail 
with a modular try-before-

you-buy (TBYB) solution for 
ecommerce retailers

eCommerce platforms have
also been transformed in
the age of COVID and there
is little reason to think we’ll
ever return to anything
resembling the previous
“normal” when it comes to
how we buy and consume
goods.

Enabling brands to optimize ad spend on eCommerce sites
like Amazon will only become more important as the
pandemic stretches onwards and our new buying habits
becomemore ingrained.

In addition, platforms powering the backend of the
eCommerce experience  - from Try-At-Home technologies
to Consumer Insurance  - are also primed for future
success. Lastly, the rising tide of eCommerce is also
impacting ancillary sectors like Fintech where companies
have rushed in to support areas of need (such as securing
credit checks, fraud prevention, cross border payments,
etc.) within the growing eCommerce trend.

FinTech

E-Commerce

PropTech

Smart Cities

Future of Work

Vertical SaaS

Revel Invests Early Across

Emerging Sectors

Data and analytics programs represent the
foundation to help enterprises better understand
their customers and drive innovation to maintain
a competitive advantage.Technologies that help navigate the big selling platforms

like Walmart, Amazon, and Instacart are in the best
position to succeed.
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Marketplaces

Building the Bloomberg 
of private credit

Creating a Robinhood for 
farmland investments

We are now entering an era of marketplaces run by AI.
Data is used for training models and making corrections
and delivering a tailored experience to each customer.
From healthcare to financial services, there are a variety of
products that have been brought to every enterprise
thanks to data and automation.

Today, these marketplaces are being augmented with AI
that give unprecedented leverage to organizations that
employ it while democratizing previous walled-garden
marketplaces in the process.

They are transforming investment risk to return profiles
through the securitization of assets with best-in-class
data. They're allowing LPs (and anyone else) the ability to
invest in alternative asset classes (such as farmland or
private debt) that drive high rates of return without having
to plunk down correspondingly exorbitant monies to
participate.

By democratizing investment, financializing “everything”
and demystifying process through data and transparency,
the investment ecosystem has been fundamentally
transformed.

For example, fintech platforms
are creating new, highly
lucrative investment markets
in a low yield world and driving
exponential ROI in the
process.

By democratizing investment, financializing “everything”
and demystifying process through data and transparency,
the investment ecosystem has been fundamentally
transformed.

Fintech is also helping to disintermediate the financial
management market. They are effectively obviating the
“experts” in these markets through higher or equal-to yields
and lower fees while also effectively eliminating institutional
opacity through data, speed and scale.

They are making markets
more efficient, driving better
corporate/personal use of
balance sheets and forcing
traditional banks to adjust,
partner or acquire.

In all of these industries and more the verticalization of SaaS
across all operating functions in the enterprise is only
accelerating. There is an ever-growing need here for
businesses of all shapes and sizes just to maintain
competitiveness. The emergence of data as the fuel for AI is
driving enterprises to unify and structure their existing and
newly adopted systems to create real-time data transparency
across all facets of the organization.

B2B platforms that improve underlying infrastructure and
legacy systems (particularly in those industries that have yet
to be transformed by the advanced application of data and
automation) will continue to offer unique opportunities for
venture capitalists.
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Revel’s Investment Track Record
In all of these sectors, the key to success lies in the
identification of accelerating technological shifts across
verticals for early investment in those select companies
that are most likely to be transformative in their
respective markets.

These select companies all have several common traits.
They have top talent for CEOs, a huge and often
untapped total addressable market and plenty of moats
(competitive differentiators) usually in the form of data
or scale.

That Revel has been able to identify these types of
companies so successfully to date has a lot to do with
the fact we’ve done it before. These current tech driven
transformations disrupting every field of business
demonstrate all the same trends, characteristics and
opportunities seen when big data and new marketing
technologies were first upending the advertising space*.

We Have Done It 
Before
We are experienced founders and
CEOs who have successfully built and
exited B2B businesses multiple times.
We know the tangible and intangible
qualities that make great
entrepreneurs, and we use it to inform
our investment decisionmaking.

Our Investment Track 
Record
We have proven our success with
Revel Fund I delivering 8 out of 12
successful exits and currently ranked
as the highest performing Seed fund
in the US within the 2003 to 2015
vintages. Revel II has had multiple
significant markups as well.

Proprietary Deal 
Flow
We utilize our proprietary network of
entrepreneurs, VCs, incubators and
ecosystem players from our
experience building and investing in
businesses for 80+ years to discover
and assess potential investments
long before they come tomarket.

Comparable IRR over the last 10 years

16% 14% 17%

66%

Private
Equity

SP500 VC IRR Revel IRR

Source: Cambridge Associates, US PE/VC Benchmark Commentary: 
Calendar Year 2020
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Thomas Falk 
GENERAL PARTNER

The Partners

Thomas is a General Partner and co-founder at Revel Partners He is based in New York
and Berlin. In 1998, Thomas founded one of the first internet companies in Germany,
Falk eSolutions. He sold Falk eSolutions in 2006 to DoubleClick, where he served as
President EMEA.Thomas currently sits on the boards of Percent, Bliq, Exactag, and
Deutsche Teilkauf. He previously served as a board member for The Trade Desk (IPO),
Amaysim (IPO), Limelight Networks, EyeWonder, Zoomin.tv, Adconion, StrikeAd, and
Smartclip to name a few.

Joe Apprendi
GENERAL PARTNER

Joe is a General Partner and co-founder at Revel. He is a recognized thought leader
with more than two decades’ experience as a founder, CEO and investor in SaaS
technology companies. He currently serves on the Board of Directors of Placements.io,
Curacity, Narrative, Symbl.ai, Blackcart and Lawmatics.

Business Insider recognized Joe as one of its 2014 Silicon Alley List of Technology
leaders. A past winner of Ernst & Young’s Entrepreneur of the Year® for Metro NY, Joe
has served on the Board of Directors and Executive Committee of the Internet
Advertising Bureau (IAB).

Chris Young
GENERAL PARTNER

Chris is a General Partner at Revel. He is a serial entrepreneur and 18-year veteran of
the digital video advertising space. Chris serves on the board of directors of Hudson
MX, Konduit and Zype, and is a board observer at Kite and MarketMuse.

Previously, Chris co-founded Digital Broadcasting Group (DBG) and the online video
advertising company Klipmart which he sold to Alloy Digital and Doublecklick,
respectively. He also is the board chairman for StartOut, a nonprofit organization
dedicated to fostering LGBTQ+ entrepreneurs.

John Vincent 
OPERATING PARTNER
John is an Operating Partner and co-founder at Revel. A serial entrepreneur as well as
a recognized digital media thought leader, having served as the head of the Interactive
Advertising Bureau’s (IAB) board committee to implement global Rich Media
Guidelines in 2011. Currently serving on the board of directors of Zype and Mediabrix.
He formerly sat on the board of directors of Smartclip prior to its sale to Adconion in
2011.

Prior to joining Revel, he was CEO and Co-Founder of EyeWonder, one of the original
pioneers in video and rich media advertising that launched in 1999. His vision helped
drive EyeWonder’s success and eventual sale to Limelight Networks (NASD: LLNW).

Revel’s partners have 20+ years of experience working together. Each partner has founded and sold at least 2 companies all of
which have had successful IPOs andmergers or were acquired outright.

Revel’s Investment team also reads like a who’s who of the investment world, each with impressive entrepreneurial and venture
capital experience.

https://placements.io/
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Since Revel 1 launched in 2011 our mission has
been to champion the next generation of B2B
software visionaries. To do that we offer
unparalleled guidance on hiring, scaling, go-to-
market, marketing and advertising strategy to help
drive founders to long term successful outcomes.

All of our portfolio companies have been able to
capitalize on our successful entrepreneurial

heritage, our global network and our business
acumen to help grow their businesses to
unparalleled differentiation and scale.

We know how successful technology companies
are built and our goal with Revel III is to partner
with great entrepreneurs who are as determined,
visionary, and passionate as we are about
creating the next industry-leading companies.

The Partners
Kim Perell
VENTURE PARTNER

Kim is an award-winning entrepreneur, bestselling author, and Tech CEO who has
made headlines for her transformative story from a startup entrepreneur to leading
tech CEO and prominent angel investor. Kim sold her last company to Singapore
Telecommunications for $235 million. A great believer in paying it forward, Kim is
an investor in over 100 companies. Kim has been named one of AdAge’s Marketing
Technology Trailblazers, an Ernst & Young Entrepreneur of the Year, and
Entrepreneur of the Year by the National Association of Female Executives.

Thomas Servatius
VENTURE PARTNER

Thomas is a Venture Partner at Revel and is supporting the team with product and
technology assessments. Thomas is a mar-tech veteran who has built up and led
digital product and technology organizations in both start-up and corporate
environments. Today he is Co-CEO of smartclip, a German based adtech company,
where he is responsible for technology and platform development. Smartclip – a
former Revel Partners venture – has been acquired by RTL (RRTL) in 2016 and is
now leading the digitization of TV advertising for Europe’s biggest broadcasting
group. Thomas has also been appointed as a member of Bertelmann’s Data and
Tech Advisory Board which is coordinating the digital transformation of Europe’s
biggest media, service and education group.

Jeff Lunsford
VENTURE PARTNER

Jeff is a Venture Partner at Revel. Jeff is currently CEO of customer data
orchestration company, Tealium. Jeff previously served as President, CEO and
Chairman at Limelight Networks, which he took public in 2007 as part of a $240M
IPO. From 2003-2006, Jeff was the CEO of WebSideStory, a SaaS-based web
analytics pioneer that went public in 2004 and is now part of Adobe Systems. Prior
to that, Jeff was the CEO of TogetherSoft, a software development tools company
that was sold to Borland Software. A former naval aviator, Jeff received a B.S. in
Information and Computer Sciences from the Georgia Institute of Technology.


