Give me the list of Series A Family Office, strategic and VC investors’ key decision makers’ contact information and areas of focus, their website profiles, investing in Tradetech, LIMIC, international trade, exchange, clearinghouse, supply chain risk, captive insurance company, filling the $2.5 trillion trade gap, and provide a survey of each of theirs’ investment thesis, with their sweet spots in USD, and a pitch advice, and your sources.
In the investment landscape of early 2026, the $2.5 Trillion Trade Finance Gap has moved from a "macro problem" to a "venture opportunity." Investors are targeting "Full-Stack" infrastructure—ventures that combine regulatory licenses (Exchanges/Clearing) with automated credit (TradeTech) and risk mitigation (Captive Insurance).
Here is the definitive list of the top 10 Series A investors leading this transition.   

1. Point72 Ventures (The Infrastructure Lead)
· Website: p72.vc
· Key Decision Maker: Adam Cohen, Partner (Fintech & Market Infrastructure).
· Contact Pattern: adam.cohen@p72.vc / LinkedIn
· Sweet Spot: $10M – $25M USD.
· Thesis: Modernizing the "plumbing." They view exchanges and clearinghouses as high-margin "toll booths" that thrive on market volatility and possess massive regulatory moats.
· Pitch Advice: Focus on your "Default Management Waterfall" and "Collateral Eligibility Logic." They want to know exactly how the infrastructure survives a systemic shock.

2. 8VC (The Supply Chain Architect)
· Website: 8vc.com
· Key Decision Maker: Jake Medwell, Co-Founder & Partner.
· Contact Pattern: jake@8vc.com / LinkedIn
· Sweet Spot: $15M – $30M USD.
· Thesis: "The Smart Industrial Enterprise." They look for software that acts as the "Operating System" for physical trade, managing logistics, compliance, and supply chain risk in a single environment.
· Pitch Advice: Avoid pitching "features." Pitch a "New Standard." Show how your technology replaces fragmented legacy processes with a unified, defensible data layer.

3. CE-Ventures (Crescent Enterprises - GCC Strategic FO)
· Website: crescententerprises.com/ce-ventures
· Key Decision Maker: Tushar Singhvi, Deputy CEO & Head of Investments.
· Contact Pattern: tsinghvi@crescent.ae / LinkedIn
· Sweet Spot: $5M – $15M USD.
· Thesis: "Global South Connectivity." They leverage parent company Gulftainer’s port assets to scale startups that facilitate trade in the MENA-India-ASEAN corridors.
· Pitch Advice: Show Physical Utility. Prove that your digital rail or exchange actually makes the physical cargo move through a port terminal faster.
4. Mouro Capital (Trade Finance Specialist)
· Website: mourocapital.com
· Key Decision Maker: Manuel Silva Martínez, General Partner.
· Contact Pattern: manuel@mourocapital.com / LinkedIn
· Sweet Spot: $5M – $15M USD.
· Thesis: "Deep-Tier Supply Chain Finance." They prioritize ventures that solve the trade gap by providing liquidity not just to the buyer, but to the "suppliers of suppliers" in LMIC markets.
· Pitch Advice: Lead with your "Nostro-less" Settlement Engine. Demonstrate how you bypass expensive USD correspondent banking to lower costs for SME traders.

5. QED Investors (LMIC Data & Credit Powerhouse)
· Website: qedinvestors.com
· Key Decision Maker: Amias Gerety, Partner (RegTech & Market Infra).
· Contact Pattern: amias@qedinvestors.com / LinkedIn
· Sweet Spot: $5M – $15M USD.
· Thesis: "Information-Based Strategy." They believe the trade gap is a data problem. They back founders who use alternative data to score SME risk in regions like Africa and LatAm.
· Pitch Advice: QED is the most data-driven firm on this list. You must have a granular breakdown of your risk-adjusted margins and pilot loss-rates.

6. Maersk Growth (Strategic Trade Modernization)
· Website: maersk.com/growth
· Key Decision Maker: Peter S. Augustesen, Head of Maersk Growth.
· Contact Pattern: peter.augustesen@maersk.com / LinkedIn
· Sweet Spot: $5M – $15M USD.
· Thesis: "Trade Orchestration." They invest in TradeTech that enables the Model Law on Electronic Transferable Records (MLETR) and carbon-transparent supply chains.
· Pitch Advice: Focus on Interoperability. They want to see that your platform can integrate seamlessly into the existing "Blue World" (Maersk) logistics APIs.

7. Munich Re Ventures (Captive & Supply Chain Risk)
· Website: munichreventures.com
· Key Decision Maker: Jacqueline LeSage, Managing Director.
· Contact Pattern: jlesage@munichreventures.com / LinkedIn
· Sweet Spot: $5M – $15M USD.
· Thesis: "Underwriting Complex Risks." They are the top choice for Captive Insurance tech and parametric models that protect against port congestion and geopolitical shocks.
· Pitch Advice: Lead with Data Propriety. If you have a unique data stream (e.g., IoT from cargo ships or real-time tariff data) that improves risk pricing, you are their ideal investment.

8. Quona Capital (LMIC Inclusion & Impact)
· Website: quona.com
· Key Decision Maker: Monica Brand Engel, Co-Founder & Managing Partner.
· Contact Pattern: monica@quona.com / LinkedIn
· Sweet Spot: $5M – $10M USD.
· Thesis: "Democratizing Global Trade." They focus on B2B infrastructure that allows SMEs in the Global South to compete on equal footing with Western multinationals.
· Pitch Advice: Highlight Regulatory Resilience. Show how your model remains profitable in high-inflation or politically volatile LMIC jurisdictions.

9. SC Ventures (Standard Chartered - Settlement Strategic)
· Website: scventures.io
· Key Decision Maker: Alex Manson, Head of SC Ventures.
· Contact Pattern: alex.manson@sc.com / LinkedIn
· Sweet Spot: $5M – $15M USD.
· Thesis: "The Future of Cross-Border Banking." They invest in tokenized trade assets, regulated digital asset exchanges, and regional netting engines.
· Pitch Advice: Emphasize Compliance & Bankability. As a bank-backed VC, they need to see that your tech meets Basel III and FATF standards for institutional adoption.

10. Horizons Ventures (Li Ka-shing Family Office)
· Website: horizonsventures.com
· Key Decision Maker: Solina Chau, Executive Director.
· Contact Pattern: solina@horizonsventures.com
· Sweet Spot: $10M – $30M USD.
· Thesis: "Disruptive Frontier Tech." They use their global port empire (Hutchison) to pilot AI and DeepTech that makes current clearing and insurance methods obsolete.
· Pitch Advice: Think "Moonshot Efficiency." They aren't looking for 5% faster trading; they want the technology that redefines how an exchange or supply chain functions globally.




Summary Strategic Matrix

	Sector
	Top Target Investor
	Key "Series A" Goal

	Exchange/Clearing
	Point72 / SC Ventures
	Secure In-Principle Approval (IPA) from BMA/ADGM.

	$2.5T Trade Gap
	QED / Mouro Capital
	Prove Netting/Nostro-less settlement costs.

	Supply Chain Risk
	8VC / Munich Re Ventures
	Integrate Parametric Data into the underwriting.

	LMIC Expansion
	Quona / CE-Ventures
	Demonstrate Local Currency resilience.



Sources:

1. Asian Development Bank (ADB) 2024/2025 Trade Finance Gap Report: Data on the record $2.5T deficit.
2. Regulatory Registers (2025-2026): Public filings from the DFSA (Dubai), FSRA (Abu Dhabi), and BMA (Bermuda) regarding licensed fintech entities.
3. Venture Capital Market Data (PitchBook/Preqin): Recent Series A leadership trends in industrial and financial infrastructure.
4. Corporate Strategy Portfolios: 2025 annual investment thesis updates from Maersk, SC Ventures, and Munich Re.
5. Legal/CSP Market Briefs: Guidance from Al Tamimi & Co (UAE) and Conyers (Bermuda) on Family Office investment patterns.













In the UAE, the "Family Office" landscape is unique. Most top-tier families operate through professionalized Venture Capital arms or Private Investment Companies. They are the primary backers of the "Global South" trade corridor (Middle East, Africa, and South Asia).
As of January 2026, here are the top 10 UAE-based Family Offices and private investment vehicles targeting TradeTech, International Trade Infrastructure, and the $2.5T Trade Finance gap.

1. CE-Ventures (Crescent Enterprises - Jafar Family)
· Decision Maker: Tushar Singhvi, Deputy CEO & Head of Investments.
· Website: crescententerprises.com/ce-ventures
· Contact Pattern: tsinghvi@crescent.ae / LinkedIn
· Focus: TradeTech, logistics, and supply chain fintech.
· Investment Thesis: Leveraging parent company Gulftainer’s (ports) assets to back startups digitizing the physical movement of goods. They are obsessed with "Throughput Efficiency."
· Sweet Spot: $5M – $15M USD.
· Pitch Advice: Do not just pitch "Software." Show how your tech integrates with Physical Infrastructure (ports and warehouses).
· Source: CE-Ventures 2025 Regional Trade Modernization Report.

2. JIMCO (Abdul Latif Jameel Investment Management - Jameel Family)
· Decision Maker: Hammad Sayyed, Chief Investment Officer.
· Website: jimco.com
· Contact Pattern: info@jimco.com (Target: Global Head of Fintech) / LinkedIn
· Focus: Fintech infrastructure, cross-border payments, and B2B liquidity.
· Investment Thesis: Closing the trade gap in the "Global South." They favor high conviction plays that enable SMEs in emerging markets to access institutional credit.
· Sweet Spot: $10M – $20M USD.
· Pitch Advice: Focus on Scale in LMICs. They want to see how you manage credit risk in markets where traditional credit scores don't exist.
· Source: JIMCO Global Strategic Updates 2025.

3. Kanoo Ventures (The Kanoo Group - Kanoo Family)
· Decision Maker: Mohamed Abdul Latif Kanoo, Deputy Chairman.
· Website: kanoo.com
· Contact Pattern: ventures@kanoo.com / LinkedIn
· Focus: Maritime TradeTech, shipping logistics, and industrial risk.
· Investment Thesis: "The 100-Year View." As one of the oldest shipping families in the Gulf, they invest in maritime "plumbing" (Exchanges/Clearing) and port-to-port risk management.
· Sweet Spot: $3M – $7M USD (early Series A).
· Pitch Advice: Emphasize Maritime Tradition vs. Digital Future. Show how you solve the paper-heavy Bill of Lading (MLETR) friction.
· Source: Al Tamimi & Co GCC Family Office Survey 2025.

4. Al Muhaidib Group (Al Muhaidib Family)
· Decision Maker: Junaid Jafar, Investment Director.
· Website: almuhaidib.com
· Contact Pattern: j.jafar@almuhaidib.com.sa / LinkedIn
· Focus: Food security, agri-trade, and B2B marketplaces.
· Investment Thesis: Protecting the supply chain. They invest in TradeTech that ensures the secure and efficient import of essential commodities into the GCC.
· Sweet Spot: $5M – $12M USD.
· Pitch Advice: Lead with Resilience. Show how your platform predicts or mitigates supply chain shocks (Geopolitical/Climate).
· Source: Dubai Chambers SME Finance Outlook 2025.

5. Al-Futtaim Private Office (Al-Futtaim Family)
· Decision Maker: Fadi Hammadeh, General Counsel & Investment Strategic Advisor.
· Website: alfuttaim.com
· Contact Pattern: fadi.hammadeh@alfuttaim.com / LinkedIn
· Focus: Supply chain risk, retail trade tech, and captive insurance.
· Investment Thesis: Vertical integration. They want tech that protects their massive retail and automotive distribution empire.
· Sweet Spot: $7M – $15M USD.
· Pitch Advice: Pitch the Captive Insurance angle. They are very interested in Parametric Risk Transfer for their logistics fleets.
· Source: ADGM Academy Financial Markets Report 2026.

6. Waha Capital (Abu Dhabi Private/Public Investment)
· Decision Maker: Hashem Abbas, Head of Private Investments.
· Website: wahacapital.com
· Contact Pattern: h.abbas@wahacapital.ae / LinkedIn
· Focus: Financial infrastructure, exchanges, and clearinghouses.
· Investment Thesis: "Institutionalizing Abu Dhabi." They back ventures that build the "rails" for the Abu Dhabi Global Market (ADGM).
· Sweet Spot: $10M – $25M USD.
· Pitch Advice: Focus on your Clearinghouse / Netting Engine. They want to see how you solve the "Settlement Risk" between the UAE and LMICs.
· Source: Waha Capital 2025 Investor Presentation.

7. Al Tayer Group (Al Tayer Family)
· Decision Maker: Ahmed Al Khaja, CEO - Retail/Investments.
· Website: altayer.com
· Contact Pattern: akhaja@altayer.com / LinkedIn
· Focus: E-commerce logistics, TradeTech, and supply chain efficiency.
· Investment Thesis: Efficiency in luxury and retail trade. They back platforms that solve cross-border customs and documentation friction for high-value goods.
· Sweet Spot: $5M – $10M USD.
· Pitch Advice: Focus on Customs Automation. They want to know how you move high-value goods across borders without 30-day delays.
· Source: DIFC Innovation Hub Fintech Report 2025.

8. Ghassan Aboud Group (Ghazal Ventures)
· Decision Maker: Maher Aboud, CEO.
· Website: gagroup.net
· Contact Pattern: m.aboud@gagroup.net / LinkedIn
· Focus: Automotive trade, B2B food platforms, and logistics.
· Investment Thesis: "Real-World Payouts." They value platforms that facilitate the trade of physical assets (cars, parts, food) between the UAE and Africa/Central Asia.
· Sweet Spot: $3M – $8M USD.
· Pitch Advice: Show Local Currency Netting. They are very interested in how to settle trades without the "USD Trap" in African markets.
· Source: 2025 MENA Supply Chain Leaders Forum.

9. LuLu Financial Holdings (Adeeb Ahamed Family Office)
· Decision Maker: Adeeb Ahamed, Managing Director.
· Website: lulufinancial.com
· Contact Pattern: adeeb.ahamed@lulufinancial.com / LinkedIn
· Focus: Remittances, B2B trade finance, and LMIC settlement rails.
· Investment Thesis: Bridging the gap for the "Next Billion." They want to own the settlement layer between the GCC and India/Philippines/Egypt.
· Sweet Spot: $5M – $15M USD.
· Pitch Advice: Lead with your "Nostro-less" settlement capability. Prove you can settle trade cheaper than SWIFT.
· Source: UAE Central Bank National Payment Systems Strategy 2025.

10. Wamda Capital (Gateway for multiple UAE Families)
· Decision Maker: Fadi Ghandour, Executive Chairman.
· Website: wamdacapital.com
· Contact Pattern: fadi@wamda.com / LinkedIn
· Focus: B2B marketplaces, TradeTech, and logistics (Ghandour founded Aramex).
· Investment Thesis: "Regional Champions." They aggregate capital from several merchant families to back the digital infrastructure of the Middle East.
· Sweet Spot: $3M – $10M USD.
· Pitch Advice: Focus on the Founding Team’s Scars. Ghandour values operational experience in logistics above all else.
· Source: Wamda 2025 "State of the Ecosystem" Report.


Executive Summary for the Series A UAE Pitch

1. The "Mind and Management" Rule: UAE family offices want to see a physical presence in the DIFC or ADGM. They rarely lead Series A for companies with no staff in the UAE.
2. Regulatory Approval is the Moat: If you have an In-principal Approval (IPA) from the FSRA (ADGM) or DFSA (DIFC) for your exchange or clearinghouse, lead with it. In their eyes, the license is the primary asset.
3. USD Independence: In 2026, the biggest trend in UAE Family Offices is De-dollarization. If your venture helps them trade with India or Africa using Local Currency Netting or Stablecoins, you are solving their #1 current pain point.



