In the 2026 investment landscape, Family Offices (FOs) have become the "preferred" leads for Series A rounds in Exchanges and TradeTech. Unlike traditional VCs who may be pressured by 10-year fund lifecycles, FOs provide "Patient Capital" and possess the "Industrial DNA" (owning ports, ships, and banks) required to scale complex market infrastructure.
Here are the top family offices and proprietary investment vehicles currently leading Series A rounds in these sectors.

1. Market Infrastructure & Exchange Specialists
These offices focus on the "Plumbing"—matching engines, clearinghouses, and the legal frameworks of new financial markets.
· Point72 Ventures (Steve Cohen – USA)
· Focus: A leader in Market Structure. They lead Series A rounds for exchanges that disrupt traditional 9-to-5 trading or offer AI-driven liquidity.
· Thesis: Modernizing how institutional assets are matched and cleared.
· Thiel Capital (Peter Thiel – USA)
· Focus: Known for backing disruptive, non-traditional exchanges (e.g., Bullish).
· Thesis: They favor "Antifragile" platforms that bypass legacy banking infrastructure using high-speed settlement.
· YZi Labs (Proprietary wealth of CZ – UAE/Singapore)
· Focus: One of the world’s largest pools of capital for Next-Gen Exchanges.
· Thesis: Specifically targeting Real-World Asset (RWA) Exchanges (tokenizing commodities, gold, and trade debt) in the UAE and Bermuda.
· Winklevoss Capital (Winklevoss Family – USA)
· Focus: Institutional-grade digital asset and carbon credit exchanges.
· Thesis: Investing in the "regulated future" of trading in jurisdictions like Bermuda and Singapore.

2. The Merchant Dynasties (TradeTech Leaders)
These families made their wealth in the physical movement of goods. They invest in TradeTech to solve the liquidity and documentation friction they face in their own businesses.
· CE-Ventures (Crescent Enterprises – Jafar Family, UAE)
· Focus: The most influential investor in TradeTech for the Global South.
· Thesis: Backing digital freight forwarding, automated customs tech, and B2B trade platforms in India and Africa.
· Mouro Capital (Proprietary arm of the Botín Family – UK/Spain)
· Focus: The global "Gold Standard" for Trade Finance investing.
· Thesis: Specializing in Series A factoring platforms, inventory financing, and multi-currency settlement rails.
· JIMCO (Jameel Investment Management – Saudi Arabia)
· Focus: Modernizing the trade "Fintech" layer for the MENA region.
· Thesis: Backing startups that provide digital credit and supply chain finance in Saudi Arabia, Egypt, and Turkey.
· Kanoo Ventures (Kanoo Family – Bahrain/UAE)
· Focus: Leveraging a 130-year shipping pedigree.
· Thesis: Investing in maritime TradeTech, port automation, and digital Bill of Lading (MLETR) solutions.

3. Supply Chain & Logistics Specialists
These offices focus on the "Efficiency" of trade—making sure goods move without friction across borders.
· Horizons Ventures (Li Ka-shing Family – Hong Kong)
· Focus: Extremely strategic; they own Hutchison Ports.
· Thesis: Investing in AI-driven procurement, blockchain-based trade settlement, and any technology that increases port throughput.
· Creadev (Mulliez Family – France)
· Focus: Long-term, "Evergreen" capital for supply chain resilience.
· Thesis: Focusing on B2B marketplaces that include "embedded finance" for merchants in Africa and Southeast Asia.
· Willett Advisors (Bloomberg Wealth – USA)
· Focus: Data and Supply Chain Visibility.
· Thesis: Investing in platforms that provide real-time visibility and AI prediction for global trade disruptions.

Why these Investors are targeted for Series A (2026 Context)
1. Regulatory Patience: These FOs understand that getting an Authorised Market Institution (AMI) license in the UAE or a DABA license in Bermuda can take 12 months. They don't pull the plug because you aren't generating revenue in the first year.
2. The "Lighthouse" Customer: If Horizons Ventures (Ports) or Maersk Growth (Shipping CVC, often co-invests with these families) invests, they often become your first customer, providing the transaction volume needed for a Series B.
3. Netting & Settlement Edge: Families like the Jafars (UAE) or the Kuoks (Singapore) have the legal and banking relationships to help a startup implement Regional Netting models (bypassing the US Dollar).

Strategic "Pitch" Advice for Series A
· For Exchanges: Highlight your Clearing & Settlement Moat. These investors care less about your "trading app" and more about how the trades are guaranteed and legally settled.
· For TradeTech: Highlight MLETR Compliance. Prove that your digital documents are legally recognized in common-law courts (UK, UAE, Singapore).
· For LMIC Focus: Show US Dollar Independence. Demonstrate how your platform helps traders settle in local currencies or stablecoins, bypassing the "Correspondent Banking" trap.
Would you like a "Target List" of specific Chief Investment Officers (CIOs) within these offices for a particular region (e.g., GCC vs. SE Asia)?
