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Encore, encore
Asad Jamal doesn’t have the name recognition of Tim Draper, but he ought to. It was his idea to start DFJ ePlanet
Ventures, which has been stunningly successful. Can he do it again when he raises a new fund on his own?

preneurs in Europe and Asia, I
found that the process was so
slow that by the time I had raised
the money to fund a startup
someone else had the deal. I con-
cluded that, especially for the
Internet and new technology, one
had to be in Silicon Valley. The
same was true for venture capital
and funding startups. I decided to
raise a fund for European and
Asian startups in the same way
that Silicon Valley startups were
being funded.

QWhen did you come to the
U.S? 

A1999. I came to the Bay
area to Palo Alto. I got off
the plane with the idea in

the back of my mind of creating
a fund that would replicate what
was going on here for Europe and
Asia. 

QSo whose doors did you
knock on? 

AWell, I don’t like to name
names, but I downloaded a
list from the Internet, the

top 20 VC firms in those days,
and started calling them to set
up meetings to see where I could
get. I went through the first 18,
who said, ‘Look, there is so much
activity going on in the U.S., there
is so much going on in the Bay
Area, that we’re not really interest-
ed in doing anything overseas.’
By that time, I was thinking that
this was not going to happen. As
I went through my list, which
was in random order by the way,
I came to DFJ, No. 19 on my list of
20 firms. I made the call to DFJ and
they took a meeting.

By Jerry Borrell
Senior Editor

When Asad Jamal arrived in
Silicon Valley seven years ago,
most of the venture capitalists he
met didn’t want to hear about his
idea of creating a global venture
fund that would invest in emerg-
ing markets like China. He had
compiled a list of 20 top firms,
and the first 18 that met with
him said they already had their
hands full. It was 1999, the
height of the Internet bubble.
No one wanted to hear about
China. Well, almost no one. The
one firm that got excited about
Jamal’s pitch was Draper Fisher
Jurvetson, which has earned a
reputation for being a maverick.
Jamal and DFJ joined forces and
created DFJ ePlanet Ventures,
which in all likelihood will go
down as the most successful ven-
ture fund launched in 1999, an
otherwise terrible vintage year
for VCs. Baidu, Focus Media,
KongZhong, Skype. All were
backed by DFJ ePlanet. Jamal and
the DFJ team had the last laugh.
But as successful as the DFJ and
ePlanet partnership has been,
the two firms have decided to go
their separate ways once their
inaugural fund is fully invested
sometime this year. VCJ sat down
with Jamal in ePlanet’s office in
Silicon Valley to find out what he
plans to do for an encore.

QWhat brought you to the
U.S? 

AThis was where the new
generation of entrepre-
neurs was re-creating the

world in terms of technology.
As I was raising funds for entre-
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The inaugural
ePlanet fund “is
amongst the top
five [funds of 1999].
Not the top 5
percent. It’s in the
top five funds in
terms of
performance.”
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QWhere did you meet?

AActually, in these offices,
because DFJ used to be
here on the second floor of

this building [in Redwood City,
Calif.]. My first meeting was with
Steve Jurvetson. The next day I
came in and met with Tim [Drap-
er], who was very positive. He is
a visionary kind of big picture
person who was immediately
able to see the value of the inter-
national thing. It was as simple as
that, Tim agreed in that second
meeting to [partner with us]. My
firm was called ePlanet. And in
fact, DFJ already had a model of
sponsoring other firms, having
done this in the U.S. already with
several other affiliate firms. So
they were familiar with the
model and said, ‘We’ll partner
with you to form DFJ ePlanet
Ventures, which will cover the
world outside of America to focus
on Europe and Asia.’ So we signed
an agreement, put together the
team and raised money.

QHow big was that first
fund? 

A It was $650 million, which
was a record for a first-
time fund. Typically you

have $50 million or $100 million
first-time funds.

QWhat vintage? 

A It was 1999, the toughest
[vintage] year for what
even until now, I believe,

is the largest pool raised to cover
the whole world. We wanted to
invest in the U.S. as well to stay
current with technology, but
since DFJ tended to invest in early
stage technology in the U.S., our
agreement with DFJ was that we
would do expansion and late
stage investments here, avoid-
ing early stage so as not to over-
lap with them. Overseas, we

would do all stages from early to
late. 

QReview the metrics of the
fund for us as it stands
today. 

AOver the last five years we
have invested in 66 com-
panies all over the world.

We have committed and or
reserved $560 million from the
fund. So we’re getting close to
completing the fund. 

QWhen will the fund be fully
committed? 

A I’d say the next two quar-
ters of 2006. In terms of
geography, if you look at

the value of the portfolio today,
it’s probably 55% Asia, 35%
Europe and 10% in the U.S. In
terms of the actual dollars invest-
ed it’s different. 

QWill the fund return the
investors’ capital? 

A Let me say this: This
fund, touch wood, out
of all VC funds world-

wide of the ’99 vintage—in a
universe of say, 1,000 funds—is
amongst the top five. Not the
top 5 percent. It’s in the top
five funds in terms of perform-
ance. We have already been
able to get a number of really
spectacular deals out of this
fund: Baidu [Nasdaq: BIDU],
Skype [bought by eBay],
KongZhong [Nasdaq: KONG],
Focus Media [Nasdaq: FMCN],
Cyanea [bought by IBM], Safe-
View [bought by L3 Communi-
cations]. Those were some of
our stellar deals. There are at
least 14 more deals, that we
anticipate over the next two or
three years from which we will
exit. We have a nice pipeline of
deals for exits. But even on the
deals from which we have
already exited, they’ve put the
fund’s performance in the
range of the very best funds. 

QYou’ll pay back all of your
capital? 

AFar more than that. 

QSo if you’re above water,
you’re ahead of the game
for that vintage.

ALet’s put it this way: The
LPs are very happy with
the performance. The

feedback is very encouraging that
we can raise a new fund of sub-
stantial size. About 90% of our
LPs are major institutions from
the U.S., Europe and Asia-Pacific
in about equal proportion.

QYou will raise another
fund? 

AYes. 

QWas DFJ an LP in the first
fund? 

ANot as a firm. Individually,
yes. 

QWhere are you going to
invest going forward? 

AWe’ll stay in China, where
we started in 2000 with
our investment in Baidu in

the fall of 2000. Although when
we started in China, there
weren’t so many firms investing
in China. Valuations were lower.
You could get into deals without
five terms sheets being present-
ed. 

QBaidu, as I recall, was one
of the top performing Nas-
daq IPOs in 2005.

ABaidu was the best per-
forming foreign issuer on
its first day in Nasdaq’s

history. For all issuers, including
all U.S. issuers, it’s still amongst
the best performers. 

“Over the last five
years we have
invested in 66
companies all over
the world. We have
committed and or
reserved $560
million from the
fund. So we’re
getting close to
completing the
fund.”
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QWho did that deal? 

ADFJ ePlanet Ventures did
that deal. 

QDFJ didn’t invest? 

ANo. We did. 

QSo why did Fan Zhang
leave? He was part of one
of the best investment

deals on the planet. [Zhang left
ePlanet last year to be a founding
managing partner of Sequoia Cap-
ital China.] 

AEplanet has homegrown a
number of great people,
like Fan, who we took in at

an associate level. And over three
or four years they grew. 

QFan wasn’t part of the DFJ
farm team? 

ANo. He was an intern with
me. He came out of Stan-
ford as an intern for me. He

is a good guy. Learned fast. I sent
him out of here [the U.S.] to Asia,
Singapore then to Beijing. I gave
him a bunch of promotions from
associate to vice president to direc-
tor. [Zhang’s departure] is one of
the prices that we have paid for our
successes. We have become a mag-
net for recruiters. In China, the
situation has become so competi-
tive that any guy with three
months of venture experience can
become a partner somewhere. 

QIf you were to raise anoth-
er fund, would you raise
that fund as part of DFJ? 

AWhen we raise the next
fund, whenever we do that,
it will be ePlanet Ventures

II, without DFJ. The reason for that
is, as we’ve developed our global
franchise and broke the paradigm

for investing globally, our part-
ners at DFJ—who remain friends
with us and with whom we work
very closely together—have
changed their model to work glob-
ally as well.  DFJ is now on Fund
VIII. For Funds I to VII, they were
primarily domestic U.S. investors
in early stage companies. Tim
Draper—a visionary guy, a great
friend, the guy who saw that ePlan-
et had potential—is taking DFJ in
the direction of becoming a glob-
al firm.

QWill you syndicate deals
with DFJ? 

AYes, similar to what so
many firms do in the U.S.
Most deals are syndicat-

ed, as companies need signifi-
cant capital to get to break-even.
We’ll invite DFJ into our deals
and introduce them to our com-
panies as great investors and part-
ners. We meet DFJ each week. 

QWill you continue to invest
in the U.S.?

AWe have partners who are
strong at mining opportu-
nities from government

labs and universities. One of those
companies, SafeView, which we
just sold to L3 Communications
for $100 million, was a personal
security technology. It makes non-
invasive, non-X-ray machines that
allow you to do full body scans for
airports and public security. 

QHow much was invested
by all parties in SafeView?

A$22 million. 

QYou just did a 5x deal on a
portfolio that is already
above water? 

A That technology came
from Battelle. We
licensed the technology

and created a company around
it. Our partners in the U.S. are
good at that. So when we talk
about what we’ll do in the U.S.,
we’ll be looking at universities
and government labs for licens-
es of technology. We’ll also do
life sciences in the U.S. 

QWhat does your invest-
ment profile look like in
terms of sectors? 

ATech is 80% and life sci-
ences is 20 percent. We
primarily like devices in

med tech, as opposed to biotech
or pharma, because those areas
[biotech and pharma] have a long
gestation for exits, whereas
devices are electronic spaces that
we are familiar with. 

QHow many exits have you
had from the first fund,
including write-downs? 

A Including write-downs, 20. 

QTwo-thirds of the fund is
still to be realized? 

AThat’s why we feel—with
the ones that we’ve exited so
far—we’re already in a good

position to return several multiples
of capital invested. And the rest of
the portfolio is yet to be realized. 

QDoes it drive you crazy
that Tim Draper is being
named as the great inno-

vator of Skype, KongZhong,
Focus Media and Baidu? 

AWe work well with DFJ and
want our partners to share
in the positive coverage.   

QSo with 48 portfolio com-
panies left, what will the
first fund return? 

AMultiples. We think any-
one would be happy with
the IRR that we may be

able to realize.

The departure of
Fan Zhang “is one
of the prices that
we have paid for our
successes. We have
become a magnet
for recruiters. In
China, the situation
has become so
competitive that
any guy with three
months of venture
experience can
become a partner
somewhere.”
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