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I. Introduction
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In 2013, the Business School of the University 
of Montevideo (IEEM) together with IDB 
Lab launched an initiative with the aim of 
contributing to the development of dynamic 
and innovative activity in the region, while also 
favouring a cultural change that supports the 
risks taken by entrepreneurs and investors to 
create a critical mass of dynamic companies in 
Latin America and the Caribbean through the 
acceleration of the activity of angel investor 
networks. This regional initiative was called, 
and is known as, Xcala. 

Angel investors have a 
key role in supporting 
the development of the 
entrepreneurial economy, 

as they are the largest external source of fi-
nancing for starting up a new venture after 
family and friends; their investments fill the 
size, stage and sector gaps left by venture 
capital funds, and in many regions they are 
virtually the only source of capital available. 
Business angels are typically responsible for 
providing seed funding to young, rapidly 
growing companies, and angel investment 
networks facilitate multiple rounds of fund-

ing, taking startups to the next level of devel-
opment. As experienced professional’s angels 
also bring valuable non-financial help to the 
companies in which they invest.

However, the lack of 
visibility of angel investors 
and their investment 
activity is a significant 
barrier to obtaining 
information on this activity.  

For this reason, within the Xcala action 
framework, information and knowledge has 
been generated that has been disseminated 
through the Angel Activity Monitor.  This has 
made it possible to systematically monitor the 
amount and type of investments made since 
2014, which has become a significant contri-
bution to the longitudinal monitoring of the 
activity of angel investment networks.

This study aims to provide 
information about the 
performance of the 
ventures that received 

angel investment in 
Latin America and the 
Caribbean.

There are relatively few studies of the impact 
of angel investment on business ventures, and 
none which focused on Latin America and the 
Caribbean. Given the volume of contacts and 
links generated after 7 years of working to-
gether with the angel investment networks of 
the region and the associated entrepreneurial 
ecosystem, Xcala and IDB Lab have taken ad-
vantage of this unique opportunity to analyze 
the information on the results of angel invest-
ments and measure the real impact of the ac-
tivity of the networks in the region.

Introduction
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II. Definitions



Angel Investment in Latin America and the Caribbean

6

Business 
Angel:
An individual who makes his own investment 
decisions and who contributes with his own 
money, sometimes dedicating time, to un-
listed companies promoted by outsiders. Al-
though they invest at any stage of develop-
ment, the business angel plays a fundamental 
role in the creation of innovative companies 
by supporting entrepreneurs in the initial 
phases of the life cycle of their companies 
(seed and start-up).

Business 
Angels 
networks:
Organizations that bring together private in-
vestors (usually business owners, business ex-
ecutives or successful entrepreneurs) who are 
interested in contributing financial resources 
to new business projects. These investors typ-
ically have many goals: a) Obtaining a profit; 
b) Enjoying the spirit link to the development 
of new companies; c) Promoting entrepre-
neurs through mentoring and coaching; d) 
Giving back to society much of what they’ve 
received in the past as business owners, exec-
utives or entrepreneurs.

Definitions
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III. Objective of the analysis
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The objective of this analysis is to fill this signif-
icant gap in our knowledge regarding the per-
formance of ventures that received angel in-
vestment in Latin America and the Caribbean.

To this end, we have analyzed information on 
the impact that angel investment had on the 
ventures that received capital from angel in-
vestors in Latin America and the Caribbean 
between 2014 and 2020. Using specific in-
formation on the characteristics of the ven-
tures and investments, and the performance 
results of the ventures, we aimed to analyze 
the results and impact of investments having 
a longitudinal perspective,  instead of looking 
at the returns on the fund portfolio used in 
previous venture capital studies.

For these purposes, respondents were asked 
about financial and non-financial support ob-
tained prior to angel investment, data refer-
ring to closed investment rounds, information 
on exits, indicators at the time of investment 
and currently, as well as information regard-
ing the impact of COVID-19 on their activities.

As a result of these questions, two types of 
analysis were carried out: 

• A descriptive analysis of the aggregate re-
sults of the survey of ventures that received 
investment from angel networks between 
2014-2020: the results of the survey were an-
alyzed, and conclusions were drawn. 

• A qualitative comparative analysis (QCA) 
seeking to find relationships between the 
component factors of the investment and the 
performance of the outcomes a posteriori. 

Objective of the analysis
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IV. Methodology for collecting 
information.
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The survey form was de-
signed based on the liter-
ature review, where infor-
mation was collected to 
categorize the ventures, in 
addition to performance 
indicators of the ventures 
after receiving angel in-
vestment. Information that 
IDB Lab considered to be 
relevant for the purposes 
of designing future pro-
grams was also added.

The procedure for contacting the ventures 
was carried out from June 1-30, 2021. The ven-
tures that received investments from angel in-
vestor networks in Latin America and the Ca-
ribbean were invited to participate. 

Contact was made through network manag-
ers linked to Xcala who, in turn, contacted 
the entrepreneurs who received investment 
through their networks during the aforemen-
tioned period. The contact was reinforced 

through social networks. To encourage par-
ticipation, a course at Babson College worth 
USD 250 was offered to survey participants.

The final screening result-
ed in 84 responses from 
invested ventures between 
2014-2020 which were 
used for the descriptive 
analysis and 74 for the pro-
posed QCA analysis. 

For the purposes of the first analysis, we 
wanted to include the greatest number of re-
sponses that would contribute to the analysis, 
but when faced with an incomplete question 
in the survey, 10 of the responses were dis-
carded for the purposes of the second analy-
sis. The sample is made up of responses from 
ventures located in Argentina, Bolivia, Brazil, 
Chile, Colombia, Costa Rica, Ecuador, El Salva-
dor, Spain, the United States, Guatemala, Ja-
maica, Mexico, Panama, Peru, the Dominican 
Republic and Uruguay. The largest number of 
ventures are located in Mexico (17), Colombia 
(16), and Brazil (8).

Collected Information:
The only information available for the analysis 
are investments made through the angel net-
works. This source of data has the benefit of 
accessibility through the Xcala program and 
may be used as a trusted source. However, 
there are also several important limitations. 
In particular, market coverage is incomplete: 
only a fraction of business angels are network 
members. Although this data source cannot 
measure the total volume of investment activ-
ity it is valuable for highlighting trends. 

Despite the problem of be-
ing the tip of the iceberg, 
network data provides 
unique and valuable insight.

The areas analyzed in the report were the 
following:
 
Investment stages and amounts: the Xcala 
angel activity monitor provides us with infor-
mation on investment average ticket, which 
historically is around USD 120,000 per invest-
ment. This report will allow us to analyze ad-
ditional rounds of investment that may have 
been left out of those carried out exclusively 
through the Xcala networks.

Methodology for collecting information.
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Industry: There are previous reports that stud-
ied the performance of angel investments in 
technology-based companies and whether or 
not these are associated with superior perfor-
mance (but these are in Europe and the Unit-
ed States). This is due to the ability of these 
companies to create new markets with signifi-
cant growth potential. This report will make it 
possible to assess what is happening in Latin 
America and the Caribbean.

Investment Rounds: Traditionally, while infor-
mal investors invest across the full range of 
business development stages, they are the 
main source of funds when the size of the deal 
is less than USD 1 million and provide more 
rounds of seed capital than venture capital 
funds. This study will analyze the number and 
profile of investment rounds of the ventures, 
seeking to understand the behaviour of inves-
tors over time.
 
Investor’s role in the venture: The capital pro-
vided by angel investors is known as “smart 
capital.” Business angels are usually “hands-
on” investors who contribute with their expe-
rience, knowledge and contacts for the bene-
fit of the companies they invest in. Given that 
the majority of angels have an entrepreneur-
ial background, we can expect that their par-
ticipation will also benefit the companies in 

which angels invest although research to date 
has failed to identify a positive relationship 
between participation and business success. 
To understand this behaviour in the region, 
questions will be included to help identify not 
only the quantitative contribution of inves-
tors, but also their qualitative contribution, 
such as know-how and contacts.
 
Return on investment: Although some re-
ports have identified the expectations of 
business angels, in terms of their exit horizon, 
exit method, rate of return and proportion of 
‘winners’ and ‘losers’ there is little information 
on the real returns obtained by informal in-
vestors. This study will seek to provide more 
information in this regard, especially in the 
Latin American and Caribbean region.
 
Exits: In most cases, a commercial sale to an-
other company will be the only exit strategy 
available for angel investors. The questions 
included in the questionnaire will allow us to 
understand the main characteristics of the ex-
its of the region.

Methodology for collecting information.
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V. Descriptive analysis of 
the results of the survey 
of ventures that received 
investment from angel 
networks between 2014-2020.  
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a. Sample data.

Regarding the character-
istics of the sample, it rep-
resents USD 47,756,906 
dollars invested in different 
investment rounds by 40 
networks that support the 
entrepreneurial ecosystem. 

28% of investors in investment rounds com-
prise individual angels, followed by 22% from 
families and friends, 17% from VC Funds, 9% 
from accelerators, 9% from Corporate VC, 8% 
from syndicate investors and the remaining 
8% corresponds to other profiles.

The highest disbursement of the investors 
of the ventures in the sample was found be-
tween the years 2020 and 2021. 

92% of the ventures currently have plans to 
grow. In addition, 73% of those surveyed con-
sider their venture to have a social impact.  

“The ecosystem is growing. There are 
many unicorns and a lot of people 
who want to invest. Today I tell busi-
nesses to beautify themselves and go 
looking for capital, which is there to 
be found.”
Emprepreneur, Mexico.

Descriptive analysis of the results of the survey of 
ventures that received investment from angel networks 
between 2014-2020.  

Investor profile

28%

Angel         Family and Friends

VC Fund        Accelerator         Corporate VC

 Other       Syndicate Investment

22%

17%

9%

9%

8%

8%
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b. Type of support.

Regarding the type of non-reimbursable sup-
port received by the surveyed ventures, 47% 
received exclusively financial support, 45% 
received both financial and non-financial 
support, and the remaining 8% received only 
non-financial support.

Regarding non-monetary 
support received, 38
ventures received a total of 
67 instances of support.

36% of the ventures received mentoring as 
support, and 33% training. Third, 13% of the 
ventures received accelerations, 9% received 
incubations and 8% other types of support.

The origin of the support can be divided as 
follows: 84% of the respondents received 
non-reimbursable support (both financial 
and non-financial) from a public entity, 8% 
from a non-governmental entity and only 8% 
received direct support from an internation-
al body. However, this type of support varies 
from country to country. 

If we observe the evolution of the support re-
ceived, we can see that 19% of the ventures 
received mentoring as the first support and 
that number falls to 7% when it is the sec-
ond support received. When we look at the 
training received, while 15% of the enterprises 
receive training as a first support, 9% receive 
training as a second support. 

Descriptive analysis of the results of the survey of 
ventures that received investment from angel networks 
between 2014-2020.  

c. Investments.

The main destinations of the total investments 
in the first investment round were: start-up 
(32%), capital for early growth (16%) and vali-
dation (13%). In the second investment round, 
the destination for early growth represents 11% 
of the total investment. 
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Each of the stages refers to the following 
definition:

Start-up: Stage of the venture in which 
starts the design of the architecture of the 
business with the goal of creating a sustain-
able business model that generates income 
in the future. 

Validation: Validation stage, if the real demand 
for the product or service proves to be suffi-
cient to sustain a company and the business 
model is adequate to make a business out of it.
 
Early growth: Growth of the initial business 
model through market expansion
 
Sustainable growth: Generation of operation-
al efficiencies (standardization of processes, 
economies of scale, etc.) and / or growth 
through new business units or capture of new 
international markets.

The capital raising rounds show progressive 
increases in the tickets raised between rounds 
when we analyze the individual ventures. The 
average increase in the ticket, expressed as a 
multiplier of the previous round has been: a) 
From the first to second round: x4; b) From 
the second to the third round: x1.5 ; and  c) 
From the third to fourth round: x2.4

Descriptive analysis of the results of the survey of 
ventures that received investment from angel networks 
between 2014-2020.  

“Raising capital was necessary in or-
der to be able to continue with our 
operations. We had a project that 
was 5 times bigger than the amount 
of credit that a bank was able to pro-
vide.”
Founder, Peru

Regarding the main instruments used for clos-
ing the rounds of the sample: common shares 
predominate (43%), followed by preferred 
stock (21%), convertible notes (15%), SAFE 

(14%) and finally others at 7% (including al-
ternatives to SAFE such as KISS and ABACO).

“It’s important to understand very 
well what a good investor means to 
you. Because it is not only a question 
of money. And that implies segment-
ing and understanding that the invest-
ment from the investor or fund goes 
along with your company.”
CEO and Founder, Ecuador
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d. Evolution. 

78% of entrepreneurs made 
a loss at the close of the first 
investment round. Howev-
er, when analyzing ventures 
with current losses, that 
number falls to 57%.

“The path to success is resilience. I’ve 
had a lot of people against me, but 
I’m not going to give it up. We must 
move forward.”
CEO and Founder, Ecuador

The number of partners with share participa-
tion more than doubled (x2.2) between the 
beginning of the activities of the venture and 
its current situation. Likewise, we can see a 
significant increase in job creation, with an 
average of x4.3 since the beginning of the ac-
tivities of the ventures.

“I love the project, I really like it, I have 
seen it grow and made it my own. I 
make sure the team that accompanies 
me sees it the same way. If no one 
gets onboard, the boat disappears.” 
CEO and Entrepreneur, México

Finally, 83% of the ventures declare that they 
need financing, with 64% actively seeking fi-
nancing and 69% believing that they are go-
ing to find it. 

Descriptive analysis of the results of the survey of 
ventures that received investment from angel networks 
between 2014-2020.  
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e. Exits.

Only 5 of the surveyed ventures had an exit. 
Although the situation of the enterprises was 
highly variable at the time of exit, 80% of 
them had losses when the exit occurred.

Descriptive analysis of the results of the survey of 
ventures that received investment from angel networks 
between 2014-2020.  
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f. Role of the Investor.

Out of the ventures surveyed, in the first 
round 55.13% of the ventures considered the 
contribution of the investor or leader of the 
investment to be very useful; 36% somewhat 
useful and 9% not very useful. 

“The entrepreneurs have a strong 
passion, but they lack the expertise. 
I think investment networks have to 
think not only in receiving new ideas 
but also be involved in helping entre-
preneurs to take their business to the 
next level”
Director of Operations, Mexico.

g. The following investment rounds.

On average, the ventures raised USD 309,000 
in the first round of investment. The average 
in the second investment round increased to 
USD 530,000. In the third round, the aver-
age amount raised was USD  550,000. Then 
in the fourth round the average amount was 
USD 680,000 and in the fifth round it was 
USD 212,000. However, it should be taken into 
account that only three ventures complet-
ed a fourth investment round, and only one 

completed a fifth. Therefore, for the purpose 
of this analysis, it must be considered that 
the averages may be distorted given the low 
number of the sample of the last two invest-
ment rounds.

The ventures reported that they had received 
122 rounds of investment in total: 78 complet-
ed one round, 29 had two rounds, and only 15 
had 3 or more rounds. 

Descriptive analysis of the results of the survey of 
ventures that received investment from angel networks 
between 2014-2020.  

55%

     Very useful       Useful           Little useful

36%

9%

78

29

11
3 1

Number of ventures per investment round

Round 1 Round 2 Round 3 Round 4 Round 5
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The ventures that have managed to raise at 
least a second round of investment mainly 
correspond to ICTs and high-tech ventures 
sectors. 

h. The impact of COVID-19.

The COVID-19 pandemic had an impact on 
these ventures. Comparing the state of activity 
with its pre-pandemic state, more than half of 
those surveyed (61%) say that the company is 
operating above its pre-covid levels. 26% con-
sider it to be operating below its pre-covid lev-
els and 11% consider that it is operating in the 
same way as just before the pandemic. Only 
3% of the enterprises ceased their activities 
due to the pandemic.

49% of the ventures perceive that their devel-
opment plans were negatively affected by the 
pandemic (Regardless of the positive results 
shown in the previous paragraph. This means 
that their level of activity is higher than be-
fore the pandemic, but their original plans had 
greater growth expectations that they actually 
achieved).

Descriptive analysis of the results of the survey of 
ventures that received investment from angel networks 
between 2014-2020.  

     Agroindustrial         Consuming goods

     Circular economy          High Tech           

     Others       Services        TIC

15%

23%

8%
7%

2%

17%

28%

/

The development plans of the ventures w

Ne gatively 49%

Nota ffected 12%

Positively 37%

3%
Startd atea ctivitiesp ostC OVID 19

The company currently operates below or above pre-covid levels

61% 26% 11% 3%

Above Below Equal The company is no longer operating

The venture is in a better, worse or similar condition, regarding some
key aspects compared to pre-pandemic?

Fundingn eedsG rowth
opportunities

Number of
employees

Unexpected exit of
investors/partners

37%

77%

41%

12%

29%

10%

27%

71%

34%

14%

32%

16%

Better Equal Worse
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On the contrary, 37% of the 
enterprises consider that 
they were positively affect-
ed by the pandemic.

12% consider that they were not affected by 
the pandemic and 3% of those surveyed began 
their activities after the pandemic began. 

“In March 2020, before the pan-
demic, we had almost closed a deal 
of around 150,000, almost 200,000 
dollars, with an off-line fund that we 
learned about through networking 
possibilities. With the pandemic, all 
negotiations were closed. In June of 
last year we had to make the decision 
to suspend everything until after the 
pandemic.”
Founder, Colombia

77% of those surveyed 
believe there were better 
growth opportunities com-
pared to pre-pandemic 
levels. 

In general terms, there is a positive view with 
respect to pre-pandemic levels in relation to 
financing needs (37%), the number of employ-
ees (41%) and growth opportunities (77%). On 
the other hand, 71% of the ventures maintain 
that there were the same number of unex-
pected departures from partners or investors. 
This percentage far exceeds those who con-
sider that unexpected departures were better 
than before the pandemic (12%) and those 
who believe that unexpected departures were 
worse than the pre-COVID 19 stage (16%).

“I honestly believe that this issue of 
the pandemic shook the world, and 
also the typical business model. Ev-
erything we had learned before the 
pandemic was affected. It is necessary 
to restart with updated and modern 
bases, and from there to undertake a 
venture. I believe that today there has 
to be a lot of financial education and 
a lot of education towards entrepre-
neurs to know how to solve unexpect-
ed problems or challenges that arise.”
Director of Operations, Mexico

Descriptive analysis of the results of the survey of 
ventures that received investment from angel networks 
between 2014-2020.  
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i. Networks.

Based on the connections between ventures 
and networks, we can see that entrepreneurs 
tend to connect with more than one network 
in order to receive investments.

“I think that creating these synergies, 
these groups, just as XCALA does, 
where different investment funds 
from various countries are integrat-
ed, has helped a lot. This allows ev-
erything to look like a region. I think 
that the only way that Latin Ameri-
ca has to compete with the United 
States and with other geographies is 
by thinking of the region not as Co-
lombia and Mexico, but Latin America 
as an ecosystem that is promoting en-
trepreneurship.”   
CEO and Co-Founder, Colombia

Descriptive analysis of the results of the survey of 
ventures that received investment from angel networks 
between 2014-2020.  
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j. The recommendations of entre-
preneurs.

“When making a decision it is import-
ant not to hesitate, because some-
times take too long to makes a deci-
sion and the capital disappears.” 
CEO and Entrepreneur, Mexico

“I think the first thing is to relate to 
people, that is, before opening an in-
vestment round you have to generate 
an important network of contacts so 
that you already have the possibility 
of being known, that they have seen 
you, that you make the introductions 
and that it is not simply like you go out 
there to look for investment. The sec-
ond thing is to prepare all the informa-
tion. The third thing is to define times 
and objectives, right? What is it I hope 
to achieve and in what timescale? It is 
a matter of great resilience, of knowing 
that you are going to impact investors 
like this and 98% are going to say no. 
Prepare yourself psychologically, men-
tally, and emotionally for that. Don’t 
take anything personally.” 
CEO and Co-founder, Colombia

“The first thing is to make sure that 
what you are doing is working well. 
Don’t attempt to grow ahead of time. 
And, second, don’t get into things that 
you won’t be able to do. And third, 
choose your partners very well. Final-
ly, make sure everything is in writing 
and signed.”
Founder, Chile

“Don’t just focus on the amounts, 
but on the investors themselves. We 
shouldn’t attempt to raise money as if 
the investor is doing us a favor. I think 
we should go and raise money as we 
are giving the investor the opportu-
nity to be part of our business. You 
have to sell well in that sense, and you 
also have to establish the conditions 
clearly. And finally, it is necessary to 
communicate well with the investor 
so that unnecessary friction is not 
generated.”
CEO and Founder, Ecuador

“My recommendations for a venture 
that wants to raise capital are:
(i) before creating a brand make sure 
you register it, invest in a good law-
yer, (ii) don’t be so creative about the 
route you have to take to achieve suc-

cess, or (iii) show solidarity with your 
team. Your team is THE support. So, 
don’t believe yourself to be Super-
man and think that you will be able 
to do everything alone. This is formed 
with a team, if you want to get there 
fast, do it alone, but if you want to go 
far, go with a team, and choose the 
people who are going to help you get 
there well.”
Founder, Peru

“So, first, choose something that ful-
fills you as a person and that is more 
than just a financial benefit for every-
one who sits at the table. Then have 
a team of people capable of reach-
ing that goal. I believe that teamwork 
is essential. After that, knowing the 
direction of the operation. I think it 
would also be a very important piece 
of advice and the last one, to be very 
focused on learning. Entrepreneurs 
here must know a little about every-
thing, the basics of everything and 
everything to do with it.”
Director of Operations, Mexico

Descriptive analysis of the results of the survey of 
ventures that received investment from angel networks 
between 2014-2020.  
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VI. Qualitative Comparative 
Analysis (QCA): relationships 
that can explain the 
performance of the ventures 
invested in by angels.
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In order to seek for possible explanations 
(both positive and negative) of the perfor-
mance of the ventures, questions were asked 
to guide the study:

R1. What impact did angel invest-
ment have on the performance of 
the ventures that raised capital in 
the Xcala networks in Latin Amer-
ica and the Caribbean, between 
2014-2020?

R2. What factors or combinations 
of factors are associated with high 
levels of performance in each of 
the results?

6.1 
Metodolgy
To answer the questions, the study relied on 
a Qualitative Comparative Analysis (QCA) 
which is a robust methodology used in com-
parative research of small / medium N, and 
employs a set of analytical techniques tools 

that Ragin (2008ab) has developed. This meth-
odology reflects the fact that different sets of 
conditions can exist to achieve the same result. 
Furthermore, the configuration theory under-
lying QCA considers the fact that the same 
set of causal factors can lead to different out-
comes, depending on how these factors are 
arranged. The QCA therefore assumes that (a) 
performance results are rarely caused by a sin-
gle factor, (b) factors rarely operate in isola-
tion from each other, and (c) multiple solutions 
generally lead to the same result.

In the present report, each invested venture 
was analyzed as a set composed of different 
dimensions or conditions according to the 
factors identified in the previously identified 
literature. Therefore, the cases were consid-
ered as configurations or combinations of 
characteristics that result in a certain result.

For the purposes of this study, the proposed 
theoretical configuration model for certain re-
sults is as follows:

Qualitative Comparative Analysis (QCA): relationships 
that can explain the performance of the ventures invested 
in by angels.



Angel Investment in Latin America and the Caribbean

25

As mentioned above, the expectation was 
not to show causality, but rather to seek to 
demonstrate areas of uniform association be-
tween the characteristics of the venture and 
the investment agreement, and the perfor-
mance of the venture in the following years. 
The fsQCA software program (Ragin & Davey, 
2014) provided the tool for data analysis in 
this study.

To interpret the results of the QCA it is nec-
essary to clarify the difference between the 
analysis of necessary and sufficient condi-
tions. A condition is necessary for a specific 
result if that condition is always met when the 
result occurs. On the contrary, if a condition is 
sufficient, the result always occurs when that 
condition is met, although the results can oc-
cur under different conditions.

In order to consider a condition as necessary, 
the threshold considered was> 0.9 and its cov-
erage> 0.5. Identifying a necessary condition 
is quite rare empirically, and indeed these rela-
tionships are rarely found empirically (see au-
thors A. George and Bennett, 2005; Schneider 
and Wagemann, 2007).

For the analysis of sufficient conditions, a con-
sistency cut-off point of ≥ 0.8 was used, which is 
higher than the minimum suggestion of ≥ 0.75.

6.2 Results 
of the 
analysis 
After the study, the following results were 
found:

I. The presence of an investor’s active role in a 
venture is a necessary condition for the occur-
rence of the following performance indicators:

• Presence of an increase in benefits (con-
sistency: 0.924264, coverage: 0.502057) be-
tween the first round of investment and  the 
moment of the survey.
• Presence of utility of the role of the investor 
(consistency: 0.936190, coverage: 0.748895)
• Presence of fulfilling the investment ob-
jective (consistency: 0.912894, coverage: 
0.851135)

II. That is to say that all the cases whose ben-
efits increased between the first investment 
round and the moment of the survey, share 

the presence of an active role of the investor 
in the venture.

III. Similarly, all the cases in which the entre-
preneurs considered the role of the investor 
to be useful share the presence of an active 
role of the investor in the venture.

IV. Likewise, all the cases in which the entre-
preneurs consider that the investment helped 
to meet the objective sought share the pres-
ence of an active role of the investor in the 
venture.

Qualitative Comparative Analysis (QCA): relationships 
that can explain the performance of the ventures invested 
in by angels.
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When we analyze the components of an active 
role of the investor in the venture separately 
as independent variables (participation in the 
board of directors; management advice; con-
tact networking; supervisor in the financial 
performance of the company; assistance in 
crisis management and short-term problems) 
and its relationship with the dependent vari-
ables, the results were as follows: 

All the cases in which the entrepreneurs con-
sidered the role of the investor to be use-
ful share the presence of active investors in 
all the mentioned roles (that is, they are all 
necessary conditions for the fulfilment of the 
condition): 

• Participation in board of directors (consisten-
cy 0.961905; coverage 0.731884) 

• Management advice; (consistency 0.961905; 
coverage 0.731884)

• Contact networking; (consistency 0.971429; 
coverage 0.728571)

• Supervisor in the financial performance of 
the company; (consistency 0.895238; cover-
age 0.734375)

• Assistance in crisis managemnt and short-

term problems (consistency 0.961905; cover-
age 0.731884)

The same occurs in cases where the entrepre-
neurs consider that the investment was useful 
to meet the objective sought: all cases share 
the presence of active investors in all the roles 
mentioned with the following results (that is, 
they are all necessary conditions for fulfilment 
of the condition):

•  Participation in board of directions (consis-
tency 0.940350; coverage 0.83391)

• Management advice; (consistency 0.934957; 
coverage 0.829130)

• Contact networking; (consistency 0.956529; 
coverage 0.836143)

•  Supervisor in the financial performance of 
the company; (consistency 0.880699; cover-
age 0.842031)

• Assistance in crisis management and short-
term problems (consistency 0.934793; cover-
age 0.828986)

That is, the participation of the active role of 
the investor as a necessary condition for the 
fulfilment of the objectives does not lie in just 

Qualitative Comparative Analysis (QCA): relationships 
that can explain the performance of the ventures invested 
in by angels.

one of the roles of the investor but in sever-
al of the roles (participation in the board, ad-
vice, providing contacts, supervising financial 
performance, crisis assistance and helping re-
solved problems).

As we mentioned before, it is quite rare empir-
ically to find a condition necessary, so finding 
a variable that meets this condition for three 
results is an interesting finding.

Finally, no other results were found with sig-
nificant coverage that would validate the re-
sults to determine conditions as sufficient. 
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Vll. Limitations of the study
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This methodology is open to three possible 
sources of bias. 

•  Firstly, even though many thousands of ac-
tive and potential angel investors and ventures 
are registered with the Xcala angel investment 
networks currently operating in Latin Ameri-
ca and the Caribbean, these may not be typ-
ical of the general population. To counteract 
the bias inherent in sampling through a single 
type of network (Mason and Harrison, 1997), 
the sample has been drawn from several dif-
ferent types of networks (large and small, 
local, regional, private and public) in various 
parts of the region. 

•  Secondly, there may be a problem with re-
sponse bias. However, this cannot be proven 
because no information is available on the 
characteristics of the non-respondents. An al-
ternative method of testing for non-response 
bias is to compare early and late respondents 
(Freear et al., 1994). For the purposes of this 
study, we can see that the responses were rel-
atively uniform over time. Likewise, by having 
a scholarship to a course at Babson College as 
a reward for a response to the study, the bias 
of not wanting to respond due to the possi-
bility of showing negative results is mitigated.

•  Thirdly, there are unavoidable questions 
about the reliability of self-reported data. The 
main concern is the ability of respondents to 
accurately recall the financial details of their 
investments. Another possibility is that re-
spondents exaggerate their successes and 
downplay their failures, although there is no a 
priori reason to believe that this will happen.

Limitations of the study
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VIII. Summary of Results and 
Conclusions
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From the study carried out we can reach the 
following conclusions:

Non-reimbursable support:

• Most of the ventures invested in by angels 
in the sample received non-reimbursable sup-
port, particularly financial (47%) as well as 
support that combines financial and non-fi-
nancial support (45%)
• The majority of non-reimbursable support 
(84%) was provided by public entities.
• Mentoring and training was more commonly 
present as a first support and their participa-
tion in subsequent support stages decreased. 

Investment uses:

• The main uses of first-round investments 
were for the very early stages of the ventures: 
Start-up (32%) followed by early growth (16%) 
and validation (13%).

Financial state of the ven-
tures upon receiving the 1st 
round:

• 78% of the ventures had losses at the close 
of the first investment round. 

Amounts and instruments 
for raising capital:

• On average, USD 309,000 was raised in the 
first investment round. 
• The average in the second investment 
round increased to USD 530,000. 
• In the third round, the average amount 
raised was USD 550,000. 
• In the fourth round the average amount 
raised was USD 680,000 and 
• In the fifth round it was USD 212,000. 

It should be taken into account that only 
3 ventures completed a fourth investment 
round, and only one completed a fifth (which 
distorts the regional average for the fourth 
and fifth round due to the small number of 
the sample).

• During the first round 34% of the investment 
raised was through common shares and 12% 
through preferred shares.

Investment rounds:

Of the surveyed ventures there were 122 in-
vestment rounds in total. 
• 78 ventures closed one investment round, 
• 29 managed to close two investment rounds, 
• 11 ventures closed three investment rounds, 
• 3 of them closed four investment rounds, 
and 
• 1 closed a fifth. 
• ICT (29%) and High Tech (21%) were the sec-
tors among the ventures which had the high-
est number of second and subsequent invest-
ment rounds. 

Summary of Results and Conclusions
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Impact of COVID

COVID seemed to be less of a problem, and 
more of an opportunity for entrepreneurs: 

• More than half of those surveyed (61%) stat-
ed that the company operates above its pre-
covid levels, and 11% consider that it operates 
in the same way as in the moments before the 
pandemic. Only 3% of the ventures ceased 
their activities due to the pandemic.

• 49% of the ventures perceive that their de-
velopment plans were negatively affected by 
the pandemic. On the contrary, 37% of the 
ventures consider that they were positively 
affected by the pandemic. 12% consider that 
they were not affected by the pandemic and 
3% of those surveyed began their activities af-
ter the pandemic began. 

•  77% of those surveyed believe there were 
better growth opportunities compared to 
pre-pandemic levels. In general terms, the 
view was positive with respect to pre-pan-
demic levels in relation to financing needs 
(37%), the number of employees (41%) and 
growth opportunities (77%). On the other 
hand, 71% of the ventures maintain that there 
were the same number of unexpected depar-

tures of partners or investors. This percent-
age far exceeds those who consider that un-
expected departures were better than before 
the pandemic (12%) and those who believe 
that unplanned departures were worse than 
the pre-COVID 19 stage (16%).

Link to the angel
investment networks: 

• Entrepreneurs often connect to more than one 
network in order to receive investments. 

Role of the investors: 

• The role of investors was important for the 
entrepreneurs: in the first round, 55.13% of 
the ventures considered that the contribu-
tion of the investor or leader of the invest-
ment round to the venture was very useful; 
36% somewhat useful and only 9% not very 
useful.

• Similarly, in all the cases where profits in-
creased between the first investment round 
and the moment of the survey, the investor 
has an active role in the venture.

• Likewise, all the cases in which the entrepre-
neurs considered the role of the investor to be 

useful share the presence of active investors 
in the venture.

• Also, all the cases in which the entrepre-
neurs considered that the investment was 
useful to meet the objective sought, share the 
presence of active investors in the venture.

•  The participation of the active role of the in-
vestor as a necessary condition for the fulfill-
ment of the objectives does not lie in just one 
of the roles of the investor, but in several of its 
roles: participation in the board of directors, 
management advice; contact networking; su-
pervisor in the financial performance of the 
company; assistance in crises and short-term 
problems

Current financing needs

• Financial continues to be a necessity for en-
trepreneurs that received investment: 83% of 
the ventures declared that they need some 
sort of financing, 64% are actively seeking fi-
nancing and 69% believe that they will find it. 

Summary of Results and Conclusions
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