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About this study

The trajectory of startup valuation is a complex interplay of internal operational
excellence, strategic market positioning, and external macroeconomic forces. This study
provides a comprehensive empirical analysis of how startup valuations evolve across
various funding stages, from pre-seed ideation to public market entry or strategic
acquisition.

It meticulously maps typical funding rounds, investor archetypes, and deal mechanics,
while identifying and operationalizing the primary value drivers at each stage. Through
a combination of quantitative analytical principles and in-depth qualitative case studies
focused on the dynamic UAE market, this report quantifies the relationship between key
metrics and valuation shifts, compares diverse valuation methodologies, and elucidates
the critical levers of value creation.

The findings underscore that while early-stage valuations hinge on team quality and
market potential, later stages are increasingly driven by demonstrable traction, robust
unit economics, and scalable growth. The unique dynamics of the UAE's venture
ecosystem, characterized by a burgeoning investor base and a competitive landscape for
quality deal flow, further emphasize the imperative for founders to prioritize sustainable
growth, strong governance, and a clear path to profitability to command premium
valuations and secure strategic capital.
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Navigating the Dynamics of Startup
Valuation

Purpose and Strategic Importance of the Study

This study aims to provide a comprehensive, empirical understanding of how startup
valuations evolve across different funding stages. It focuses on the critical interplay
between primary value drivers, operational milestones, and broader market dynamics. A
deep understanding of these mechanisms is crucial for making informed strategic
investment decisions, optimizing portfolio management, and identifying opportunities
for significant value creation.

The global startup economy is a formidable economic engine, having generated USD 2.8
trillion in economic value in 2017-2018 alone, representing a substantial 20% increase
from the preceding two-year period. This highlights the profound economic impact and
job creation capabilities of startups, underscoring the imperative for accurate and
nuanced valuation methodologies. Startups are not merely economic contributors; they
are also primary catalysts for technological innovation. Source: Research Gate

Traditional corporate valuation methods often prove inadequate for early-stage
companies. This inadequacy stems from the inherent lack of extensive historical
financial data, the high degree of uncertainty surrounding future performance, and the
nascent stage of product-market fit. Consequently, the industry and academic literature
have developed innovative alternative approaches that emphasize future forecasts,
probabilistic scenarios, and the critical role of non-financial information in assessing a
startup's true worth. These newer methods seek to reduce the inherent uncertainty in
early-stage valuations, making them more reliable for investors

The UAE Startup Ecosystem: A Hub for Innovation and Investment

The United Arab Emirates has firmly established itself as a pivotal incubator for
technology companies within the Middle East and North Africa (MENA) region. Dubai, in
particular, is actively pursuing its ambition to become a leading global startup capital,
fostering an environment conducive to innovation and entrepreneurial growth. This
strategic focus has positioned the UAE as a significant player in the global startup
landscape.

The region has recently experienced a significant surge in funding activity, with the UAE
securing a notable USD 359 million across 22 startups in a recent period. This
demonstrates a robust and sustained investor appetite for high-growth opportunities
within the Emirates. The increase in funding was primarily driven by "megadeals,"
indicating a strong focus on later-stage, high-growth opportunities. Source: Arab News
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The UAE's ecosystem is characterized by a sophisticated blend of mature venture capital
infrastructure, capable of supporting later-stage investments, alongside a burgeoning
depth in early-stage funding rounds, indicating a healthy pipeline of emerging ventures.
This dual capacity allows the ecosystem to nurture companies from their foundational
stages through to significant growth and potential exit.

A critical observation in the MENA region's venture landscape is the evolving dynamic
between investor supply and startup demand. For the first time, active investors now
outnumber newly founded startups. This phenomenon is largely attributed to investor-
friendly policies across the GCC, which have attracted a surge of micro-VCs, family
offices, and sovereign-backed funds.

Concurrently, startup formation has slowed in 2024, creating a widening gap where
capital is abundant but qualified deal flow is increasingly scarce. This imbalance is
further evidenced by the persistent "Series A bottleneck," where only 15% of ventures that
raised Seed rounds successfully progress to Series A in MENA,; a staggering 56% fail to
raise Series A or shut down entirely. Source: Lucidity Insights

This unique market dynamic carries several critical implications for C-suite executives.
On one hand, the abundance of capital relative to high-quality deal flow could lead to
inflated valuations for truly exceptional startups, as investors compete fiercely for
limited opportunities. This competitive environment can empower founders with strong
metrics and compelling narratives to negotiate more favorable terms.

On the other hand, it intensifies the pressure on founders to demonstrate not only strong
traction but also impeccable governance and a compelling investor fit to stand out in a
crowded investor market. The Series A bottleneck suggests that while initial capital may
be accessible, many startups struggle to hit the rigorous milestones required for
subsequent growth rounds. This represents a significant market inefficiency that C-suite
leaders, whether as potential investors or as strategic partners, must acknowledge.

The MENA region's venture landscape is evolving towards an investor's market, where
the abundance of capital is met with a scarcity of high-quality, Series A-ready startups.
This necessitates a more stringent focus on operational excellence, governance, and
demonstrable traction for startups seeking follow-on funding, and a more selective, data-
driven approach for investors.
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The Startup Funding Journey: Stages,
Investors, and Deal Mechanics

Mapping Funding Rounds: Pre-Seed to IPO/M&A

The journey of a startup's funding is typically segmented into distinct rounds, each
characterized by specific objectives, investor types, and valuation criteria. Understanding
these stages is fundamental to comprehending how a company's value evolves.

Pre-Seed Funding

This represents the earliest stage of startup financing, often preceding formal
institutional investment. Round sizes typically range from USD 100,000 to USD 2 million,
though amounts can vary significantly based on the specific business needs.

The primary objective of pre-seed capital is to develop a Minimum Viable Product (MVP)
or prototype, conduct initial market research, and validate the core idea. Valuation at this
stage is largely qualitative, based on the strength of the founding team, the perceived
market opportunity, and initial validation of the concept. Investors at this stage are
primarily betting on the founders' ability to execute. Source: Crunchbase

Seed Funding

Considered the first official stage of early-stage funding for startups, seed rounds
typically range from USD 2 million to USD 5 million. Capital is deployed to further
develop the product or service, build out the initial team, and establish a foundational
market presence.

Key milestones for securing seed funding include launching an MVP, acquiring initial
customers, and demonstrating early month-over-month growth. Post-money valuations
for seed-stage companies typically fall between USD 8 million and USD 32 million.
Source: F1

Series A Funding

This is the inaugural institutional funding stage. At this point, startups are expected to
move beyond mere idea validation and into scaling their business. Typical round sizes
range from USD 6 million to USD 30 million.

Funds procured in Series A are generally allocated towards initial product development,
market launch, and the initial phases of scaling the business. At this juncture, startups
are expected to demonstrate clear product-market fit, meaning the product effectively
meets market needs and there is demonstrable demand.
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In Q3 2024, the median pre-money valuation for Series A rounds was approximately USD
45 million. Companies at this stage are often valued (pre-money) at up to USD 50 million.
Source: Gilion

Series B Funding

Capital from Series B rounds is typically utilized for significant expansion initiatives,
such as hiring new team members, opening new offices, or penetrating new markets.
The objective is to scale the business rapidly.

The graphic in indicates a typical funding amount of USD 10 million for Series B. To
secure this funding, startups must demonstrate proven traction with their current
products and the capability to scale them further in a cost-efficient way.

In Q3 2024, the median pre-money Series B valuation for primary rounds reached USD
102.8 million, showing a recovery from previous dips. Companies undergoing a Series B
round are well-established, with median valuations of USD 35 million in 2022 and an
average of USD 51 million. Source: Zeni

Series C and Beyond (Late Stage)

These rounds are focused on fueling further aggressive growth, scaling established
operations, and often facilitating international or global expansion. Series C rounds and
subsequent stages (D, E, etc.) are usually USD 10 million or more, with Series C
specifically indicating a typical funding amount of USD 20 million.

Companies at this advanced stage are expected to have firmly established customer
bases, diversified revenue streams, and a consistent history of growth, often with a clear
trajectory towards an IPO or a significant M&A event.

Private equity rounds, typically led by private equity firms or hedge funds, represent late-
stage investments and are generally upwards of USD 50 million, reflecting a less risky
investment due to the company's established nature. Source: Investopedia

IPO/M&A

These represent the ultimate liquidity events for investors. An Initial Public Offering
(IPO) involves listing the company on a public stock exchange, while a Merger &
Acquisition (M&A) involves the sale of the company to another entity.

Valuations at these exit stages are typically the highest, driven by sustained growth,
established market leadership, and the realization of strategic synergies. Many
companies utilize Series C funding to boost valuations in anticipation of an IPO.
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Key Investor Types and Their Strategic Roles

Different investor types participate across the funding spectrum, each bringing distinct
capital sizes, risk appetites, and strategic value.

Friends and Family

These individuals typically constitute the earliest source of capital for a startup,
investing at the pre-seed or seed stage. Investment amounts are generally small, around
USD 10,000 to USD 50,000. Their investment decisions are often based on personal
relationships with the founding team, and they typically do not provide significant
strategic industry knowledge or active business oversight. Source: SEC

Angel Investors

High-net-worth individuals who invest their personal capital directly into emerging
businesses. They are active in early funding rounds, including seed and Series A,
providing checks ranging from a few thousand dollars up to USD 500,000 or more.
Beyond capital, angels often bring invaluable industry experience, mentorship, and a
more flexible, personal investment approach compared to institutional investors. In 2022,
angel investors collectively injected over USD 22 billion into early-stage companies.
Source: Stripe

Venture Capital Funds

These are professional investment firms that pool capital from limited partners (e.q.,
institutional investors, high-net-worth individuals) to invest in rapidly growing
companies, typically in exchange for equity. VCs usually engage with companies beyond
the initial startup phase, from Series A rounds onwards. Their decision-making process
i1s highly structured and rigorous, involving extensive due diligence, market analysis,
and a thorough assessment of the business model and growth potential. VCs seek
companies that have demonstrated viability and possess strong growth trajectories.

Growth-Stage Investment Firms

These firms specialize in providing Series B funding and subsequent growth rounds.
They are particularly interested in companies that have already proven their business
model and are poised for rapid, large-scale expansion.

Private Equity Firms/Hedge Funds

These entities typically lead late-stage funding rounds, often referred to as private equity
rounds. Investments at this stage are considered less risky due to the company's more
established nature, with round sizes frequently exceeding USD 50 million. Source:
Crunchbase
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The availability of debt funding (e.g., growth loans) in Series A and Series B
stages is a strategic consideration for founders. Once a startup has
demonstrated sufficient traction and data to support a debt case, this option
becomes viable. The strategic integration of non-dilutive debt financing into
the capital structure, once the company has proven traction and predictable
cash flows, can be a powerful tool for managing equity dilution and
maximizing founder and early investor returns.

Unlike equity investments, debt does not require giving up ownership
stakes, which is a significant strategic lever for founders aiming to retain a
larger percentage of their company. Typical equity dilution per round can
range from 15% to 25% , so leveraging debt can fuel expansion without
sacrificing future control or a larger share of potential upside. Source: Gilion

Pre-Money vs. Post-Money Valuation and Dilution

Understanding the core concepts of pre-money and post-money valuation is crucial for
founders and investors alike, as these terms dictate equity distribution and future
ownership.

Pre-Money Valuation

This represents the estimated value of a startup before any new investment capital is
injected into the company. It serves as the foundational figure for setting the price per
share for the new investment round and directly influences the percentage of equity
founders will need to relinquish to secure the desired funding. A higher pre-money
valuation is advantageous for existing shareholders, as it implies giving away a smaller
equity stake for the same amount of investment.

Post-Money Valuation

This is the total value of the company after a new investment has been made. It is
calculated by simply adding the new investment amount to the pre-money valuation. For
example, if a startup has a pre-money valuation of USD 8 million and raises USD 2
million, the post-money valuation would be USD 10 million. The post-money valuation is
critical for determining the precise percentage of ownership that new investors will
receive in the company.

Dilution

A natural consequence of successive funding rounds, dilution refers to the reduction in
the ownership percentage of existing shareholders as new shares are issued to new
investors. While some level of dilution is inherent and necessary for growth, a higher
pre-money valuation can help founders minimize this dilution. For instance, at Series B,
the dilutive impact on founders is often lower, with investors sometimes seeking a
slightly lower ownership percentage of 10% to 20%.
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Negotiation Impact

Pre-money valuation plays a pivotal role during the initial investment
discussions and negotiations, as it establishes the starting point for the
company's worth. Post-money valuation, conversely, becomes relevant after
investment terms are agreed upon, providing a clear picture of the
company's updated value and the resulting ownership percentages. For
founders, achieving a higher pre-money valuation is a key negotiation tactic
to minimize dilution and maintain leverage; for investors, understanding
the post-money valuation ensures clarity on their precise equity stake.

Convertible Instruments

In the earliest stages of funding (pre-seed and seed), convertible notes and
Simple Agreements for Future Equity (SAFESs) are frequently used. These are
not direct equity investments but rather short-term loans or agreements that
convert into equity at a later, usually priced, funding round. They often
include a "valuation cap,” which sets a maximum valuation at which the
investor's money will convert. This cap significantly impacts the effective
pre-money and post-money valuations upon conversion. Source: Etonvs

The common use of convertible notes and SAFEs, which often incorporate
"valuation caps,” establishes a maximum valuation at which an investor's
initial capital will convert into equity in a future priced round. This
mechanism is designed to protect early investors from excessive dilution if
the startup's value skyrockets before their investment converts.

For founders, agreeing to a valuation cap means that if their company
performs exceptionally well and achieves a much higher valuation than the
cap before the next funding round, they might end up giving away a larger
percentage of equity than they would have without the cap.

This creates a delicate negotiation point: founders must weigh the
immediate need for capital against the potential for greater future dilution.
Conversely, for investors, the cap limits their downside risk on valuation
while ensuring a more favorable conversion price if the company succeeds.

This intricate interplay between risk mitigation for investors and potential
dilution for founders is a cornerstone of early-stage funding negotiations. C-
suite executives and founders must deeply understand the long-term
implications of valuation caps in convertible instruments.
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While they facilitate early funding by de-risking for investors, they can significantly
impact future equity distribution. Strategic negotiation and careful modeling of various
growth scenarios are essential to optimize terms and protect founder equity.

Typical Funding Rounds: Investors, Sizes, and Valuations

. Typical Typical . . :
E;Jan(ielng Funding Valuation fru;lsary Investor ]"1)"13151(1:(&)1111
g Range (USD) Range (USD) yP
Friends & Family, | MVP/Prototype, | N/A
Pre-seed | 100K — 2M 1M - 8M Angel Investors, Idea Validation, | (Convertible
Micro VCs Early Users Notes/SAFEs)
Product-Market
Seed .
Accelerators Fit, Early
Seed 2M - 5M 8M - 32M ! Customers, 15-25%
Angel Investors,
Seed VCs Month-over-
Month Growth
Series A/Growth Scaling
. VCs, Corporate Operations, o
Series A | 6M - 30M 20M - 50M S 15-25%
VCs, Existing Revenue
Investors Growth
Growth-Stage f/ﬁﬂiﬁlon’
SeriesB | 10M 100M+ Investment : 10-20%
Firms, VCs Leadersllq%p,
! Profitability
. VCs, Growth- Global Growth, '
. Higher . Market Varies, lower
Series C 10M - 20M . Stage Firms, )
Valuation . ; Dominance, IPO | than B
Private Equity .
Preparation
} . Sustain
Later : P}'lvate Equity Growth,
Highest Firms, Hedge .. .
Stages 50M+ . Optimize Varies
Valuation Funds, Corporate . .
(D+) Operations, Exit
VCs :
Preparation
Public Market Liquidity Event,
IPO/ i Realized Investors, Strategic Full Exit
M&A Exit value Acquirers Synergy
(Corporations) Realization

This table serves as a critical quick-reference guide for C-suite executives, providing a
consolidated view of the entire startup funding landscape. It allows for immediate
comprehension of the typical financial scale, investor profiles, and strategic objectives
associated with each stage of a startup's growth. By mapping these elements, the table
directly addresses the research objective of comprehensively outlining funding rounds,
investor types, and funding sizes, enabling strategic planning for both fundraising and
investment.
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Value Drivers Across Startup Stages

The factors that influence a startup's valuation evolve significantly as the company
progresses through its life cycle. Early stages are characterized by qualitative
assessments of potential, while later stages demand demonstrable financial and
operational performance.

Early-Stage (Pre-Seed & Seed): Betting on Potential

In the nascent pre-seed and seed stages, startup valuations are inherently less reliant on
concrete financial metrics. Instead, they are predominantly driven by qualitative factors
and the perceived future potential of the venture, often in the absence of significant
revenue. Investors at this stage are fundamentally "betting on you, not just your idea“

Key Drivers

Founding Team: The caliber of the founding team is arguably the most critical driver. A
strong team, characterized by relevant industry experience, technical acumen, a proven
track record (e.g., prior successful exits), and deep domain knowledge, significantly
enhances a startup's valuation. Investors prioritize the team's ability to effectively
execute the proposed business plan. Academic studies confirm that human capital
attributes, such as relevant industry experience and previous founding experience,
positively affect startup valuation.

Market Size and Growth Opportunity (Total Addressable Market - TAM): A compelling
product or service, even in its rudimentary form, gains substantial appeal if it targets a
vast and rapidly expanding Total Addressable Market (TAM). This signals significant
potential upside and scalability to investors. Venture capitalists often operate on a
"swing-for-the-fences" model, prioritizing ventures with the potential for outsized
returns derived from large market opportunities.

Product Stage/Minimum Viable Product (MVP): While a fully commercialized product is
not expected, tangible progress in product development is crucial. Having an MVP, a
functional prototype, or even detailed wireframes reduces perceived risk and positively
influences valuation. Demonstrating tangible progress and early validation of the
product concept is key.

Early Traction/Customer Validation: Although revenue generation is not typically a
prerequisite at these early stages, any form of early traction is highly valued. This
includes indicators such as user waitlists, signed letters of intent, pilot customers, or
strong social media engagement. These signs empirically prove market interest and
demand for the offering, thereby improving valuation. Demonstrable customer demand
and engagement are explicit metrics for pre-seed and seed traction.
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Vision and Pitch Quality: A clearly articulated, inspiring vision for the company's future,
coupled with a solid and believable growth plan, can be as impactful as a highly polished
product. The ability to convey confidence, strategic foresight, and a compelling narrative
through a concise and strong pitch deck is essential for captivating investors.

Growth-Stage (Series A, B, C): Proving Scalability

As startups transition from early validation to growth stages (Series A, B, C), the basis for
valuation fundamentally shifts. The emphasis moves from pure potential to
demonstrable performance, scalability, and the efficiency of the business model.
Investors are no longer just looking for great ideas but for companies with a strong
strategy for turning that idea into a successful, money-making business.

Key Drivers

Product-Market Fit (PMF) and Customer Validation: By Series A, achieving clear product-
market fit is paramount. This means the product effectively meets market needs and
there is a demonstrable demand for it. Subsequent rounds require strong customer
retention and a compelling consumer base. Investors scrutinize customer metrics like
Lifetime Value (LTV) and Customer Acquisition Cost (CAC) to assess the efficiency and
sustainability of customer acquisition. A ratio of LTV/CAC greater than 3 is often
preferred, signaling a high ROI on customer acquisition spending.

Revenue Growth and Scalability: Consistent and high revenue growth rates become a
dominant valuation driver. Startups are expected to show significant month-over-month
growth. For technology companies, tripling revenue for the first three years followed by
doubling can command a premium valuation. The ability to scale operations cost-
efficiently is also critical.

Unit Economics and Profitability Pathway: As companies mature, the focus intensifies
on unit economics, including gross margins, operating expenses, and the cost of goods
sold. High gross margins (preferably >70%, with 80-90% being ideal for tech companies)
are highly valued, indicating efficient cost management and scalability. Investors seek a
clear path to profitability, even if current operations are not yet profitable. The "Rule of
40" (revenue growth rate + profit margin >= 40%) becomes a useful benchmark for
assessing the balance between growth and profitability.

Operational Maturity and Financial Systems: By Series B, investors expect well-
established business operations, clear financials, and robust financial systems. This
includes effective bookkeeping, GAAP accounting, and detailed financial documents
such as income statements, balance sheets, cash flow statements, and comprehensive
cap tables. This level of maturity demonstrates the company's capability to manage
larger-scale operations and investments effectively.

Competitive Positioning and Network Effects/IP: A startup's unique value proposition
and its differentiation in the market become increasingly important. The presence of
network effects, where the value of the product or service increases with the number of
users, can significantly enhance valuation by creating strong barriers to entry.
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Proprietary technology and intellectual property (IP) also act as a significant "moat,"
protecting the business from competition and commanding higher valuations.

Late-Stage (Series D+, IPO/M&A): Market Leadership and Exit Potential

In late-stage funding rounds and at the point of exit (IPO or M&A), valuations are
primarily driven by established market leadership, strong financial performance, and
clear exit potential. Companies at this stage are typically well-established, with
significant user bases and proven business models.

Key Drivers

Sustained Growth and Profitability: Continued high revenue growth, coupled with
improving profit margins, are critical. The "Rule of 40" (revenue growth rate + profit
margin >= 40%) remains a key indicator, especially for public market readiness.
Companies demonstrating consistent upward revenue trajectory and strong gross
margins (>70%) are highly attractive. Source: Omnicard

Market Leadership and Competitive Moat: Being a top player in a large market, with a
significant market share and strong competitive advantages, commands premium
valuations. This includes robust network effects, proprietary technology, and a diverse
customer base that reduces "customer concentration risk".

Attractive and Diverse Customer Base: A large, diverse, and loyal customer base is highly
valued. Companies with high LTV/CAC ratios signal high ROI on customer acquisition,
which is appealing to investors and potential acquirers. Larger customers, capable of
spending significantly more, are particularly desirable.

Synergies and Strategic Relationships with Buyers: For M&A scenarios, the potential for
strategic synergies with an acquirer is a major valuation driver. If a seller's business fills
an important gap, enhances product offerings, expands customer reach, or adds team
competencies for a buyer, a premium valuation is likely. Pre-existing commercial
relationships and partnerships with potential buyers can also facilitate more attractive
offers.

Public Market Sentiment and Liquidity Prospects: The overall health of the public
markets significantly influences late-stage valuations and IPO prospects. A thriving IPO
market with larger valuations increases the opportunity for lucrative exits, providing
assurance to early-stage investors. Market sectors in favor due to tailwinds, regulations,
or trends also attract more capital and investor interest.

Team Capabilities and Culture Fit (for M&A): While important throughout, at late stages,
the ability of the team to scale quickly within a larger organization and their cultural fit
become crucial for buyers. Investors and buyers assess the team's track record, skill sets,
and complementary nature.
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Value Creation Levers: UAE Case Studies

1. Tabby: Fintech Innovation and IPO Trajectory

Tabby, founded in 2019 in Dubai, UAE, is a financial platform developer focused on "Buy
Now, Pay Later" (BNPL) solutions. Its platform allows users to pay for online and offline
purchases in deferred payments or installments.

Funding Journey and Valuation Evolution:

Tabby has raised a total of $1.7 billion in funding over multiple rounds, showcasing
significant investor confidence in its BNPL model.

Early Stages (Seed, Debt):

While specific valuations for early seed rounds are not detailed in the snippets, Tabby
secured an initial USD 850K in a seed round in May 2020, followed by an
accelerator/incubator round in January 2021. By June 2021, it raised USD 50 million in
debt financing, bringing its total raised to USD 82 million.

This early funding was likely driven by the burgeoning BNPL market opportunity, the
quality of the founding team, and early user adoption. In 2021 alone, Tabby raised USD 50
million in equity and USD 50 million in debt, bringing its total funding to over USD 130
million and its valuation up to USD 300 million. Source: Forbes

Series B (March 2022)

Tabby raised USD 104 million in an Early Stage VC (Series B) round, with total capital
raised to date reaching USD 186 million. This significant Series B funding indicated
strong product-market fit, growing transaction volumes, and a clear path to scaling its
BNPL services across the region. Source: Pitchbook

Later Stages (Series C, D, E & Debt)

Tabby continued to raise substantial capital through various later stage VC rounds
(Series C in January 2023, Series D in December 2023, Series E in February 2025) and
additional debt financing (May 2023, August 2022).

The continuous influx of capital, culminating in USD 1.7 billion in total funding, reflects
its rapid growth, expanding user base, and increasing market share in the competitive
fintech landscape. The consistent ability to secure both equity and debt financing
suggests a robust business model with predictable revenue streams and efficient unit
economics.
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Value Creation Levers

= Market Opportunity: Tapping into the high demand for flexible payment solutions in
the e-commerce sector.

= Scalable Technology Platform: Developing a robust and user-friendly BNPL platform
that can handle high transaction volumes.

» Strong Financial Performance: Demonstrating consistent growth in transaction
volumes, user base, and potentially improving unit economics.

» Diversified Funding Strategy: Effectively leveraging both equity and debt financing to
fuel growth while managing dilution.

IPO Trajectory

Tabby is currently in IPO Registration status, with an IPO announced for February 10,
2025. This signifies its maturity and readiness to transition to the public markets,
offering a potential liquidity event for its numerous investors. The progression to an IPO
reflects sustained growth, market leadership, and a compelling financial profile
attractive to public market investors.

2. Kitopi: Cloud Kitchen Unicorn and Rapid Expansion

Kitopi, founded in Dubai in 2018, is a cloud kitchen platform that provides a network of
food delivery businesses. It operates across the UAE, Saudi Arabia, Kuwait, and Bahrain,
serving over 200 brands.

Funding Journey and Valuation Evolution
Kitopi has raised a total of USD 802 million over four funding rounds.
Seed Round (October 2018)

Kitopi raised USD 27.2 million, with Crescent Enterprises and BECO Capital as lead
investors. This early funding was likely based on the innovative cloud kitchen model,
the founding team's vision for disrupting the food delivery landscape, and the large
market opportunity for ghost kitchens.

Series B (February 2020)

The company secured USD 60 million, attracting investors such as Knollwood
Investment Advisory, Lumia Capital, and Global Ventures. This round would have been
driven by early operational traction, the ability to rapidly onboard and serve multiple
brands, and the demonstrated efficiency of its cloud kitchen model.
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Series C (July 2021)

Kitopi raised a massive USD 415 million, achieving a post-money valuation of USD 1
billion and becoming a unicorn. SoftBank Vision Fund was the lead investor, with
participation from DisruptAD and Chimera.

This significant valuation leap was a direct result of Kitopi's rapid scaling, its proven
ability to manage a large network of cloud kitchens, and the accelerating demand for
food delivery services during the pandemic. The investment from SoftBank, a major
global player, underscored the perceived immense growth potential.

Series C (May 2022)

Kitopi raised an additional USD 300 million in another Series C round, further increasing
its valuation to USD 1.55 billion. SoftBank Vision Fund continued to lead, joined by
existing investors. This subsequent funding round and increased valuation
demonstrated continued confidence in Kitopi's operational expansion, its ability to refine
its product offerings, and its trajectory towards market leadership in the cloud kitchen
space.

Value Creation Levers

Innovative Business Model: The cloud kitchen model allowed for rapid scaling and
efficient operations without the overhead of traditional restaurants.

Operational Efficiency: The ability to serve a large number of brands from centralized
kitchens, optimizing for delivery, was key.

Market Timing: Capitalizing on the surge in food delivery demand, particularly during
the pandemic, accelerated its growth.

Strategic Partnerships: Collaborations with major food brands and strong investor
backing fueled expansion.

17



Q
Conclusion

The study concludes that startup valuation is an evolving process that shifts with each
funding stage, moving from qualitative judgments of potential in the early phases to
quantitative performance metrics in later rounds.

In the initial stages, investor focus is on founders’ capabilities, market size, an MVP, and
early traction, while later stages prioritize revenue growth, unit economics, margins, and
profitability.

Managing dilution and capital structure strategically is also emphasized, where founders
should balance equity financing with non dilutive options such as debt once traction is
proven. In the UAE market, the abundance of capital relative to new startups has
intensified competition, leaving founders under pressure to excel operationally and
prepare rigorously for growth-stage funding. The persistent “Series A bottleneck” makes
achieving scale and meeting investor expectations particularly critical.

The research also highlights that valuation methodologies must adapt to the company’s
maturity: qualitative frameworks like the Berkus or Scorecard approach are useful early
on, while quantitative methods such as comparables and DCF become more reliable as
financial track records emerge. Ultimately, the path to sustaining high valuations lies in
disciplined execution, strong governance, and smart financial structuring.

For executives and investors, mastering the interplay of these drivers across funding
stages is essential to making well-informed decisions and generating superior returns in
the fast-growing UAE startup ecosystem.
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About Us

Disclaimer

This material has been prepared by NPV, a financial advisory firm, solely for academic
and informational purposes. Its objective is to provide general insights on startup and
valuation drivers. It is intended for knowledge sharing and discussion only and should
not be construed as a professional, financial, legal, or investment recommendation.

This publication does not constitute investment advice or a financial recommendation
and is not intended to serve as the basis for any financial or investment decision.
Readers are strongly advised to seek appropriate professional guidance tailored to their
specific circumstances before acting on any of the information contained herein.

The data and information presented have been compiled from publicly available sources
believed to be reliable; however, no independent verification has been undertaken. NPV
makes no representation or warranty, express or implied, as to the accuracy,
completeness, or reliability of the information. All information is provided "as is" without
any warranty of any kind.

By reading or using this material, the reader acknowledges that NPV shall not be held

liable for any loss, damage, or consequence arising from any use or reliance upon the
information presented.
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