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Survey background

Deloitte’s 2020 Startup Benchmarking Survey aims to 
provide a deep understanding of the talent, technology, 
and transactions of startups, particularly as they weigh 
watershed horizons such as IPOs and mergers and 
acquisitions. It is designed to help startups gauge where 
they stand relative to other pre-IPO companies. Data 
collection took place online from July 14 to July 31, 2020.

The survey engaged senior executives representing 236 
privately held companies headquartered in the United 
States with at least some venture capital funding. Major 
sectors represented in the survey include:  

 • Consumer and industrial products

 • Energy and resources

 • Financial services

 • Life sciences and health care

 • Technology, media, and telecommunications

For more about the survey, see the “Additional details 
about the survey” section.
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The trajectory of the US economy depends a great deal upon the actions and investments into 
America’s startups, often called emerging growth companies (EGCs). Innovation, entrepreneurship, 
and rapid growth are their hallmarks. At the same time, EGCs must still operate in a broader 
business environment where competition, regulatory activity, and changing consumer preferences 
are a constant presence. Add to that the vagaries of the business cycle and secular shocks such as 
the COVID-19 pandemic, and startup leaders have had their work cut out for them. 

While it’s too early to know how the pandemic will affect the startup economy in the long term, this 
survey reveals important insights about the plans and expectations of startups as they approach 
milestone events in their company life cycle. Among the key findings: 

Executive summary

The level of capital funding is correlated with annual revenue,  
exit strategy, and exit timeline
Startups with low capital funding tend to have low revenue, and vice versa  
(a notable exception being life sciences companies, which can attract high 
funding levels before they start earning revenue). Until they top $100 million in 
funding, companies are most likely to pursue acquisition by another company 
and are more likely to be at least three years away from an exit. Once companies 
raise more than $100 million in funding, they are significantly more likely to 
pursue an IPO or merger and to have an exit timeline of two years or less. This 
is illustrative of a cycle commonly seen among startups: Once they have proven 
themselves to the market, they are more likely to raise larger rounds of funding, 
which can better position them for a traditional IPO.

Industry segments are generally consistent with the overall trend
Startups in two sectors—consumer and industrial products (41%) and life 
sciences and health care (36%)—are more likely to pursue merger opportunities. 
Meanwhile, respondents in financial services (46%) and technology, media, and 
telecommunications (37%) are more likely to pursue acquisition by another 
company, with an IPO the second-most-common exit strategy in these two 
industries.
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Transactional activity shifts with strategy and timing
Startups entered into a variety of nonstandard, nonrecurring transactions in 
2019. The most common for companies with an IPO strategy was a round of 
financing (53%). However, companies within a year of IPO were more likely to 
have engaged in an acquisition or stock repurchase. Among companies aiming 
for a merger, the majority (56%) had a stock option modification. And 48% of 
companies with an acquisition strategy engaged in a debt modification.

For many, exit timelines are unchanged
Despite the COVID-19 pandemic, 40% of all respondents say their exit timeline is 
unchanged, and 8% say the timeline has been accelerated. Those timelines shift 
to 35% unchanged and 12% accelerated among companies with an IPO strategy.

Remote work is both popular and challenging
Half of all companies plan to continue offering employees the ability to 
work from home when pandemic restrictions are eased. Among IPO-bound 
companies, the proportion is even higher: 62%. But among companies within 
two years of exit, the same proportion also say working remotely is a challenge 
in closing their books.

Smaller companies are on top of their controllership game 
Companies with $25 million or less in funding are more likely to close their books 
faster and to use automatic reconciliation tools only. Smaller companies are also 
at least as likely as companies with more funding to capitalize the technology 
cost related to development of their software-as-a-service (SaaS) platform.

Startups perform 409A stock valuations with surprising frequency 
To avoid IRS penalties, private companies that issue common stock are expected 
to obtain a third-party 409A valuation every 12 months or after a material event. 
However, a significant number of companies participating in the survey obtain 
409A valuations at least semiannually. They include 56% of companies with $101 
million or more in funding, 64% of companies with an IPO exit strategy, and 54% 
of those who are one to two years from an IPO. 
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Most of the startups in our survey have identified an exit strategy. Roughly a quarter of 
respondents say they plan to pursue an IPO, with a similar proportion saying their company 
is aiming for a merger. Nearly a third say their goal is to be acquired by another company. 

Exit strategy and the 
effects of COVID-19

24%

32%
26%

16%

2%

Pre–COVID-19, more than half (53%) of startups believed they were within two years of an 
exit, with 44% anticipating an exit in a one-to-two-year time frame. Only 10% say they didn’t 
know what the exit timeline was. Although more than half (52%) say COVID-19 delayed their 
exit timeline, 8% say they actually moved up their exit date in response to the pandemic. 

What specifically prompted companies to put off their exit? Most (70%) cite flat or declining 
sales as at least one of the reasons. A significant share (43%) say they had to close or partially 
close their company. Another common reason is an expectation that the market will not yield 
the targeted IPO price (32%).

IPO

Acquisition

Merger

No plans to exit

Don’t know

Less than 1 year

1–2 years from an IPO

3–5 years from an IPO

Don’t know

Figure 1. What type of exit strategy do you think your company is most 
likely to pursue?

Figure 2. Before the COVID-19 pandemic developed, approximately how far out was 
your company from an exit strategy horizon?

9%

44%37%

10%
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Figure 3. What prompted the changes to your exit strategy timeline? Please select 
up to two choices.

Sales declined significantly 38%

34%

32%

32%

25%

16%

9%

5%

We had to partially 
close our company

The market will not yield the 
targeted IPO price 

Sales stayed flat

Demand for our 
products/services is not 

expected to return

Sales rose significantly

Our company had to close

Other
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Use of technology  
among startups

At first glance, survey results seem to confirm widely held assumptions about the financial systems 
that startups use. For instance, QuickBooks is the most common accounting and finance solution. 
However, cross-referencing by exit strategy, exit timeline, and revenue reveals a number of 
unexpected findings.

NetSuite is about three time more common than Oracle (21% versus 7%) among startups with  
$25 million or less in revenue and startups pursuing an IPO (28% versus 12%). NetSuite is also 
common among EGCs less than a year from exit (36%). That said, nearly a third of this near-to-exit 
group (32%) is still using QuickBooks. 

Oracle is more common than NetSuite (45% versus 36%) among companies with revenue of  
$26 million or more. It’s also significantly more common among companies with no plans to exit 
(29% versus 7%). 

Accounting and finance IT system 
Overall, nearly a quarter of respondents use QuickBooks. The next-most-
common accounting and financial system is Oracle, closely followed by NetSuite.  

QuickBooks 24%

18%

16%

14%

12%

8%

7%

Oracle

NetSuite

SAP

Intacct

Microsoft Dynamics GP

WorkDay

Figure 4. Technology: What accounting/financial IT system does your company use?
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A plurality (41%) of startups with $25 million or less in revenue do not use a monthly close 
automation tool, but nearly 90% of larger companies do. 

FloQast is used more often than BlackLine (49$ to 32%, respectively) among companies with 
an IPO strategy. The market is about evenly split between the two among companies with an 
acquisition strategy (31% and 29% respectively), but companies seeking a merger are about twice 
as likely to favor BlackLine over FloQast (61% versus 29%, respectively). 

Figure 5. Technology: What monthly financial close technology automation 
tool does your company use to assist with intercompany transactions and 
reconciliations related to close processes?

Monthly close IT system 
BlackLine and FloQast are the most used in the startup market for monthly close 
automation. Only 5% identify a different tool from these two. 

BlackLine 42%

30%

17%

6%

5%

FloQast

Don’t use any

Don’t know

Other (please specify)
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Figure 6. Technology: What revenue IT system does your company use?

Figure 7. Technology: What equity management IT system does your company use?

Salesforce 71%

17%

9%

2%

1%

Zuora

None

Don’t know

Other (please specify)

However, Zuora is gaining ground in a couple of areas. One is among startups with an IPO exit 
strategy (28% versus Salesforce’s 49%). Zuora is also making inroads among startups less than a 
year from exit (36% versus 55%). 

Breaking it down by exit strategy, Carta is more dominant among IPO-bound startups (65% to 
Solium’s 28%) and those seeking acquisition (53% to 24%). But among startups seeking a merger, 
Solium is used more frequently (48% to Carta’s 44%). Solium is also more commonly used by EGCs 
less than a year from exit (55% versus 36% for Carta).   

Equity management IT system 
About half (51%) of startups use Carta for their equity management system. 
Solium has much of the rest of the market (29%).

Carta (eShares) 51%

29%

11%

9%

Solium

Don’t know

Other (please specify)

Revenue IT system
Among startups, Salesforce is the dominant market player for revenue IT 
systems. It has more than four times the market share of the next-largest 
competitor, Zuora.
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Capital funding is fairly distributed among the companies represented in the survey. From 
inception to the most recent fiscal year, a quarter of companies raised between $1 million and 
$25 million. Another quarter raised $26 million to $50 million, while 30% raised $101 million to 
$1 billion. Nineteen percent raised more than $1 billion.

As a basis for participating in the survey, all companies sourced at least some of their funding from 
venture capital. About half (51%) raised funds from private equity funding as well, while a third 
obtained additional funds via debt.

Exit strategy
Similarly, the more capital funding a startup has, the more likely it is to consider 
an IPO or merger versus having no exit strategy or being acquired by another 
company. Among companies with less than $25 million in capital funding, only 
12% are pursuing an IPO. Most are pursuing acquisition by another company 
(43%) or are leaving their options open (30%). 

Broadly, until the company has raised more than $100 million, the exit strategy is 
more likely to be a merger than an IPO. At revenue of $101 million or more, 42% 
of companies are pursuing an IPO, while 40% are thinking about merging with 
another company. 

Timeline to exit
Before the COVID-19 pandemic developed, more funding meant a shorter exit 
timeline for companies with an IPO exit strategy. Of the companies with more 
than $101 million in funding, 75% expected to go public in two or fewer years 
versus 35% of companies with less than $26 million in funding. While funding 
rounds and dollar amounts have historically influenced exit timelines, the 
COVID-19 environment has also become a catalyst for change, with an increased 
ratio of life sciences companies going public in 2020.

409A stock valuation
The majority of companies that conduct 409A valuations at least semiannually 
(56%) are companies with $101 million or more in funding. Still, 21% of 
all companies in the study obtain quarterly 409A valuations, indicating a 
determination to be ready for a potential acquisition, an issuance of equity, or an 
IPO.

Startups by capital funding
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Digital controller organizations
In each capital funding segment, 90% or more say they use some kind of digital 
controller tool or information. Also, only 12% to 15% say they have an SaaS 
infrastructure, but no system and organization controls (SOC) type I or type II 
report over the SaaS platform. This further signals the importance the company 
and customers place on control validation over its sales systems.

Startups with $25 million or less in funding are more likely (52%) to only use 
automatic reconciliation tools. For their part, companies with $51–100 million in 
funding are more likely (26%) to have both SaaS and an SOC report.

Finally, all companies, regardless of funding level, are likely to capitalize the 
technology cost related to development of their SaaS platform. The segment 
with the lowest share (64%) is companies with $101 million or more in funding, 
and the segment with the highest share (86%) is companies with $51–100 million 
in funding.

Time to close the books
Another surprise: Companies with less funding are the fastest to close their 
books. The majority (57%) of companies with $25 million or less in funding close 
their books in three to four weeks. On the other hand, the majority (56%) of 
companies with $101 million or more in funding take five weeks or longer to 
close their books.
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Figure 8. Capital funding: To what extent are cyber risk fraud and financial 
statement fraud a concern for your company?

$101M+

Significantly concerned about financial statement fraud 

35%
33%

23%
31%

14%
9%

5%
8%

$51–100M

$26–50M

$1–25M

Significantly concerned about cyber risk fraud 

Fraud assessments
Companies with higher levels of capital funding are more concerned about 
cyber risk fraud and financial statement fraud—not unexpectedly, since both 
risks and reporting complexity tend to increase as the organization grows. 
Among companies with $50 million or less in funding, the share of respondents 
concerned about cyber risk and financial statement fraud is in the single digits. 
Among startups with $101 million or more in funding, concern about either kind 
of fraud rises to 33% to 35%. 
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Incentive $1–25M $26–50M $51–100M $101M+

(1) Reprice employees’ 
outstanding options  

5% 0% 3% 7%

(2)   Issue stock options 
or equity awards 

10% 12% 9% 16%

(3) Continue working from 
home post–COVID-19  

17% 12% 23% 16%

(4) Other 2% 0% 0% 0%

(5)  No new incentives; 
reducing all salaries 

7% 5% 3% 0%

(6) None 27% 31% 14% 9%

(1), (2), and (3) 0% 9% 7% 7%

(1) and (2) 7% 10% 11% 16%

(1) and (3) 10% 14% 10% 16%

(2) and (3) 17% 7% 19% 14%

(3) and (4)  0% 0% 1% 0%

Table 1. Capital funding: What are your company’s current plans to incentivize employees?

Employee incentives post–COVID-19
Smaller startups offer few incentives, with companies at lower levels of capital 
funding less likely to offer employee incentives in the post–COVID-19 pandemic 
environment. This could indicate that cash concerns are outweighing talent 
attraction and retention goals, at least for the time being. However, remote 
working appears here to stay: Half of all companies plan to continue offering 
employees the ability to continue working from home. Across funding segments, 
they range from 42% of companies with $26–50 million in funding to 60% of 
companies with $51–100 million in funding.
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Figure 9. Capital funding: How has the COVID-19 pandemic affected your planned 
exit strategy?

$101M+

$51–100M

$26–50M

$1–25M

42%

19%

7%

12% 12%

21%

23%

35%

28%

33% 4%

46% 13%

10% 40%

40%

2%

7% 2%

Delayed 2+ years Delayed 1–2 years Delayed <1 year

Unchanged Accelerated Don’t know

7%

Impact of COVID-19 on exit strategy
Surprisingly, COVID-19’s impact on exit strategy is not a major concern among 
respondents (as of the time of survey participation). Companies with $101 
million or more in funding are more likely to see a delay in their exit plans, with 
42% expecting the delay to be a year or two. Companies with $51–100 million 
in funding are the least likely to have a delay at all, with 46% leaving their exit 
timeline unchanged and 13% planning to accelerate it. 
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Among respondents, the most common exit strategy is to be acquired by another company 
(32%), followed by a merger with another company (26%) or an IPO (24%). A plurality of 
respondents (40%) say that strategy is unchanged, even after the COVID-19 pandemic 
developed. While both mergers and acquisitions may be completed for similar reasons, such 
as to gain market share or expand reach, they are sometimes differentiated by the public’s 
perception of one versus the other. It’s critical for companies to assess which approach 
better aligns with their strategy and goals in addition to how their brand may be affected.

Startups by exit strategy

Company revenue
The startups that are most interested in being acquired (43%) are those with 
annual revenue of $25 million or less. As organizations reach $26–100 million 
in revenue, they start to consider mergers as an exit strategy (32%). Companies 
with $101 million or more in revenue are the most likely to pursue a merger with 
another company (38%) and are also twice as likely to pursue an IPO (40%). 

Type of funding
Companies without an exit strategy are the most likely (50%) to use all three 
forms of capital funding: venture capital, private equity, and debt. Companies 
with an IPO exit strategy are the most likely (48%) to be strictly portfolio 
companies, with venture capital and private equity funding. And among startups 
planning to be acquired by another company, half use private equity only.

Figure 10. Exit strategy: How has your company raised its capital funding?

IPO

VC + debt

2
48

36
14

12

13

13

19

19
11

25
50

50

31%

32

18
37

5%

Acquisition

Merger

No plan

VC + PE VC + PE + debtVC
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Capital raised
Companies with $101 million or more in funding tend to set their sights on an 
IPO (35%) or merger (31%) exit. Only 8% of companies seeking acquisition have 
that much funding, while 35% have funding of $25 million or less.

Timeline to exit
Before the COVID-19 pandemic developed, companies aiming for an IPO were 
significantly more likely to have been looking to exit in the next year (26%). But 
the most common exit timeline, regardless of strategy, was one to two years. For 
companies with an acquisition or merger strategy, the next-most-common exit 
timeline was three to five years. 

409A stock valuation
Among companies moving toward an IPO, 64% have a 409A valuation conducted 
at least semiannually. Startups looking to be acquired by another company 
are more likely to obtain a 409A valuation once a year, while most companies 
without an exit plan have 409A valuations conducted less frequently than once a 
year (26%) or not at all (41%).  

Time to close the books
The time to close books is fairly evenly distributed across all exit strategy 
segments, with the most common time frame being three to four weeks. Among 
startups with an exit strategy, relatively few (7% to 9%) take longer than eight 
weeks to close the books. In general, companies with an IPO strategy are no 
faster to close than companies with other exit strategies, which may seem 
counterintuitive given the expectation for pre-IPO companies to accelerate the 
close process. 

Type of transactions in 2019
Most respondents (89%) say their company entered into at least one type of 
nonstandard, nonrecurring transaction in 2019. A round of finance was the 
most popular transaction (53%) for companies with an IPO strategy, while debt 
modification was most popular (48%) for those with an acquisition strategy. 
Among companies with a merger strategy, 56% entered into a stock option 
modification during 2019. 
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Fraud assessments and sales and use tax readiness
Startups with a merger strategy are more likely (80%) to perform a formal 
fraud risk assessment—an interesting finding, since such assessments are 
recommended but not required for companies that stay private. Respondents 
from merger-bound companies are also more likely (39%) to say that cyber risk 
and financial statement fraud are a concern for their management or board  
of directors.

More than three-quarters of companies in each exit strategy group perform 
a Nexus study. However, startups seeking acquisition are the least likely to 
perform a fraud risk assessment (27%) or report that that cyber risk and 
financial statement fraud are a top-level concern (25%). 

Figure 11. Exit strategy: Does your company perform any formal fraud risk 
assessment? To what extent are cyber risk fraud and financial statement fraud a 
concern? Has your company performed a Nexus study?

IPO

Performed Nexus study

81%
33%

54%

12

80%

88%
5%

58%

76%
5025%

27%

39%
93%

5%

Acquisition

Merger

No plan

Concerned about cyber risk and financial statement fraud 
Performs formal fraud risk assessment
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Table 2. Exit strategy: What are your company’s current plans to incentivize  
its employees?

Incentive IPO Acquisition Merger No plan

(1) Reprice employees’ 
outstanding options   

0% 7% 5% 0%

(2) Issue stock options or 
equity awards  

14% 8% 13% 10%

(3) Continue working from 
home post–COVID-19  

16% 20% 18% 12%

(4) Other   0% 1% 0% 0%

(5) No new incentives; 
reducing all salaries  

2% 5% 3% 7%

(6) None 12% 19% 11% 48%

(1), (2), and (3) 11% 4% 5% 7%

(1) and (2) 11% 13% 13% 2%

(1) and (3) 16% 15% 15% 0%

(2) and (3) 19% 7% 18% 14%

(3) and (4) 0% 1% 0% 0%

Employee incentives post–COVID-19 
Among companies with no exit strategy, nearly half (48%) offer no employee 
incentives in the post–COVID-19 environment. This is significantly higher than 
companies seeking an acquisition (19%), IPO (12%), or merger (11%). 

Meanwhile, companies heading for an IPO are the most likely (62%) to continue 
letting employees work from home. Companies with a merger strategy are the 
next most likely (56%), followed by those with an acquisition strategy (47%) and 
those with no exit strategy (33%). 
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Figure 12. Exit strategy: How has the COVID-19 pandemic affected your planned  
exit strategy?

Impact of COVID-19 on exit strategy
Among companies with an exit strategy, the proportion whose strategy is 
unaffected by COVID-19 is fairly consistent. Thirty-five percent of companies 
with an IPO strategy say their exit timeline is unchanged, and 12% say they have 
accelerated the timeline. Companies with a merger strategy are the most likely 
(65%) to have a delay, which appears consistent with the fact that decision-
makers might be most affected by the pandemic and government shutdowns.

No plan

Merger

Acquisition

IPO

7% 7%

3%

7%

7%

74%

47%

31%

26% 25%

5%

5%15% 31%

21% 33%

35%

8%

12%

Delayed 2+ years Delayed 1–2 years Delayed <1 year

Unchanged Accelerated Don’t know

2%

Startup benchmarking survey  | Powering through turbulent times 



21

Startups by exit timeline

Before the COVID-19 pandemic developed, 44% of companies were estimating being 
roughly one to two years from an IPO. Another 37% were three to five years away 
from an IPO, while 9% were less than a year away. Sixty percent say the pandemic 
has changed this timeline in some way.

Company revenue
Lower-revenue organizations tended to be further away from exit pre–COVID-19. 
The majority (55%) of startups with less than $25 million in revenue had an 
exit timeline of three to five years. On the other hand, 58% of companies with 
revenue of $101 million or more were just a year or two from exit, with another 
18% less than a year away. 

Exit strategy
Organizations pursuing an IPO are significantly more likely to have a short 
exit horizon, with 26% saying they were less than a year away from exit pre–
COVID-19. This compares with just 4% of those pursuing acquisition and 7% of 
merger-bound companies. Nearly all companies with no exit strategy (93%) are 
three or more years from a potential exit.

Type of funding
Companies three to five years from exit are significantly more likely to use a 
combination of venture capital and debt (21%) versus companies one to two 
years out (7%) or less than one year out (5%). Meanwhile, respondents who 
don’t know their company’s exit strategy timeline are more likely to be from 
a company that raises capital using all three avenues: venture capital, private 
equity, and debt. 

409A stock valuation
Companies with an exit timeline have a third-party 409A valuation conducted 
fairly frequently. Of those within a year of an IPO, only 45% obtain 409A 
valuations at least semiannually. Of those that are one to two years from an 
IPO, 54% obtain 409A valuations at least semiannually. This indicates that 
among companies with an IPO that appear to be planned further in advance, 
management appears slightly more conscious of the importance of frequent 
409As. Without an exit timeline, the frequency of 409A valuations drops to once 
a year or lower. 
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Challenges in closing the books
Ninety-two percent of survey respondents say they face at least one or more 
challenges in closing their annual books faster. Some challenges intensify as an 
exit draws near. For instance, among companies within a year of exit, 50% report 
challenges with manual processes and resource constraints. In addition, 55% of 
this group report friction from restrictions in available systems.

Startups that are one to two years from exit report those same challenges. But 
62% also say working remotely is a challenge—the biggest concern of this group, 
likely exacerbated by the pandemic-related shutdowns that took place just as 
many companies were closing their books for the year.

Type of transactions in 2019
In 2019, 41% of companies within a year of an IPO engaged in an acquisition or 
stock repurchase. Among companies one to two years from an IPO, half engaged 
in stock option modifications. And among the companies reporting no exit 
timeline, 52% amended a debt agreement.

Fraud assessments and sales and use tax readiness
Among startups within two years of an IPO, slightly more than three-quarters 
perform a formal fraud risk assessment. For companies that are three to five 
years from an IPO, the number drops to half. The closer a company is to an IPO, 
the more likely it is to perform a Nexus study that documents the states where 
they have business activities (rising from 33% to 73%) and to express concern 
about cyber risk and financial statement fraud (rising from 19% to 50%). 
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Figure 13. Exit timeline: Does your company perform any formal fraud risk 
assessment? To what extent are cyber risk fraud and financial statement fraud a 
concern? Has your company performed a Nexus study?

Less than 1 year

Performed Nexus study

73%
50%

77%

12

50%

88%
4%

58%

53%
5034%

33%

76%

19%

17%

13%

18

5%

1–2 years from an IPO

3–5 years from an IPO

Don’t know

Concerned about cyber risk and financial statement fraud 
Performs formal fraud risk assessment
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Employee incentives post–COVID-19
Nearly two-thirds (65%) of respondents who report no plan to exit also say their 
company has no plans to incentivize employees. This is significantly higher than 
companies seeking a merger (21%), acquisition (13%), or IPO (9%). 

Companies with no exit strategy are also the least likely (17%) to continue 
allowing employees to work from home. Companies with an IPO exit strategy 
are the most likely (63%), followed by those seeking acquisition (59%) and a 
merger (46%).  

Table 3. Exit strategy: What are your company’s current plans to incentivize  
its employees?

Incentive IPO Acquisition Merger Don’t know

(1) Reprice employees’ 
outstanding options  

0% 3% 6% 0%

(2) Issue stock options or 
equity awards  

9% 9% 14% 13%

(3) Continue working from 
home post–COVID-19 

18% 17% 17% 17%

(4) Other   0% 0% 1% 0%

(5) No new incentives; 
reducing all salaries 

0% 4% 6% 4%

(6) None 9% 13% 21% 65%

(1), (2), and (3) 9% 8% 6% 0%

(1) and (2) 18% 14% 8% 0%

(1) and (3) 18% 19% 6% 0%

(2) and (3) 18% 15% 16% 0%

(3) and (4) 0% 0% 1% 0%
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Figure 14. Exit timeline: How has the COVID-19 pandemic affected your  
planned exit strategy?

Don’t know

3–5 years 
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14% 44%

23% 28% 4%

23%

Delayed 2+ years Delayed 1–2 years Delayed <1 year

Unchanged Accelerated Don’t know

1%

Impact of COVID-19 on exit strategy
Among companies with an exit timeline, those that were one to two years from 
exit are the most likely (40%) to find their timelines delayed another year or two. 
Companies three to five years from exit are the most likely (44%) to leave their 
timeline unchanged, while companies that were less than a year from exit are 
the most likely (24%) to have accelerated their timeline due to COVID-19.  
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Additional details about 
the survey

The survey engaged more than 200 respondents representing privately held companies 
headquartered in the United States with at least some venture capital funding. The majority 
of these companies (78%) have 500 or fewer employees, including those temporarily 
furloughed as a result of COVID-19. More than half of the respondents expect two years or 
fewer from an exit, and 44% expect an exit in one to two years from the time of the survey. 
Major sectors represented in the survey include:

• Consumer and industrial products
• Energy and resources
• Financial services
• Life sciences and health care
• Technology, media, and telecommunications

Nearly all respondents are at the director level or above, with slightly less than half (48%) serving 
as either the CFO or CEO of their organization. Nearly half (49%) of the organizations in the survey 
had revenue of $51 million or more in 2019. For most (82%), company performance was within  
5% of forecast. 

Figure 15. In which sector does your company operate?
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31% Consumer and industrial 
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Technology, media, and 
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Figure 16. What was your company’s 2019 revenue?

Figure 17. What is the capital funding your company has raised since inception 
(including the most recent fiscal year)?

Between $51M and $100M 24%

22%

21%

19%

11%

3%

Between $101M and $500M

Between $10M and $25M

Between $26M and $50M

Less than $10M

More than $500M

All companies have raised at least $1 million in capital funding since inception, with about 20% 
raising more than $100 million. All have received venture capital funding. About half (51%) have 
received private equity funding as well, and one-third have raised funds by issuing debt.

Between $51M and $100M 30%

25%

25%

19%

2%

Between $26M and $50M

Between $1M and $25M

Between $101M and $1B

More than $1B
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