
Dear Spotlight Subscriber,

Here’s some good news!

I’ll be speaking at The Capital Roundtable’s MasterClass on PE Secondaries being held at the University Club in New York 
City on Thursday, March 18, and features 20 experts.

If you’re in the City that day, I’d enjoy seeing you.  We’ve negotiated a special rate for friends of Preqin. To get the special 
rate, contact Samantha Feldman at Capital Roundtable on 212-832-7333, or email her at sfeldman@capitalroundtable.
com.  Please be sure to use my name.

The full title of this year’s conference is –  “PE Secondaries In This Frozen Market -- What Preparations GPs & LPs Should Be 
Making Now That a Thaw Seems Imminent.”

Chairman of this full-day MasterClass is Jonathan Gutstein, partner at Coller Capital in New York City. Coller is a leading 
global investor in private equity secondaries, with approximately $8 billion under management, including one of the 
world’s largest secondaries funds, Coller International Partners V, with commitments of $4.8 billion. Along with Jonathan, 
you’ll hear fi rst-hand from 20 expert panelists who represent all areas of the secondaries marketplace. 

For more details -- click here -- http://www.capitalroundtable.com/masterclass/mc_2010-03-18.html

I hope to see you on the 18th for what promises to be a great day. 

Best regards,

Mark O’Hare
Managing Director
  
Preqin
www.preqin.com

www.preqin.com 
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Sovereign Wealth Funds in Private Equity 

This month’s Feature Article examines sovereign wealth funds 
investing in private equity, featuring information from The 2010 
Preqin Sovereign Wealth Fund Review.

Feature Spotlight page 5

Private Equity Performance as of Q3 2009

This month’s Performance Spotlight looks at how private equity 
fund performance has recovered since Q2 2009. 

Performance Spotlight page 8

In addition to fundraising stats on recent buyout and venture 
fundraising, this month’s Fundraising Spotlight looks at private 
equity fund managers’ attitudes towards family offi  ces.

Fundraising Spotlight page 13
All the latest news on private equity investors including:

• Hermes Investimenti 

• Employees’ Retirement System of the State of Hawaii  

Investor News page 24

The Biggest Investors Just Got Bigger

This month’s Fund Manager Spotlight looks at the growing trend 
in secondary buyout deals.

Fund Manager Spotlight page 11

We look at statistics from Preqin’s industry-leading product, 
Secondaries Market Monitor, and uncover the latest secondaries 
news. 

Secondaries Spotlight page 17

This month’s Conferences Spotlight includes details of upcoming 
events in the private equity world. 

Conferences Spotlight page 22

This month’s Investor Spotlight examines family offi  ces as 
investors in private equity.

Investor Spotlight page 19

OUT NOW
 

The 2010 Preqin 
Sovereign Wealth Fund Review

More information available at: 
www.preqin.com/swf

The 2010 Preqin 
Sovereign Wealth Fund Review

 © 2010 Preqin Ltd. / www.preqin.com

What would you like to see in Private Equity 
Spotlight? Email us at: spotlight@preqin.com.

Join our group on 
 Search for Preqin

Follow Preqin on Twitter:
www.twitter.com/preqin

An exclusive feature looking at the growth of Big Issue Invest 
and the recent launch of its Social Enterprise Investment Fund, 
which aims to invest in sustainable social enterprises.

Spotlight On - BII page 21
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This month’s edition of Spotlight investigates 
the recent fortunes of two groups of key 
investors, and how they are changing the 
dynamic of the private equity industry. Our 
analysis focuses on two of the more reclusive 
institutional investor types occupying different 
ends of the size spectrum: sovereign wealth 
funds and family offi ces. One year on from 
the trough of the bear market, we look at how 
these investors have recovered, and where 
they stand in 2010.

Research undertaken for our newly released 
2010 Preqin Sovereign Wealth Fund Review 
indicates that the total assets of sovereign 
wealth funds has now grown to reach a new 
high of $3.51tn – up 9% from 2009 fi gures 
(Fig.A). While some governments have 
been forced to make withdrawals from their 
state investment vehicles to cover shortfalls 
incurred during the downturn, others have 
experienced a strong year, and have seen 
total assets rise signifi cantly.

The past year has also seen a rise in the 
number of sovereign wealth funds accessing 
the private equity asset class, with 55% of 
funds now actively investing.Their importance 
to the industry cannot be overstated, and 
gaining a good understanding of how they 
operate should be of paramount importance 
to a number of different groups within the 
industry. Sovereign wealth funds are not 

simply another group of institutional investors; 
they are operating in innovative ways that 
differ signifi cantly from other investor groups 
such as pension funds and insurance 
companies.

As Sovereign Wealth Funds can be extremely 
sizeable, for many it can be challenging to 
gain adequate exposure through investing 
in funds alone. As a result 11% of SWFs 
are investing directly in private equity deals 
themselves, and of the 44% investing in 
funds, many are acting as cornerstone or 
sole LPs. Some have gone even further and 
are investing directly into private equity fi rms. 
Their infl uence in the global private equity 
industry therefore stretches beyond that of 
other investor types, and it is likely that we will 
see more interaction between the big players 
in the industry and SWFs going forwards.
For more exclusive data on Sovereign Wealth 
Funds, please see page 5, and for more 
information on the new report, please visit: 
www.preqin.com/swf

The signs of growth and recovery that have 
been seen in the SWF community following 
the global economic downturn have also been 
seen by the second group we are focusing 
our attentions on, family offi ces.

A report released yesterday by the Spectrem 
Group shows a growth of 17% in households 

with investible assets of more than $5mn 
over the past year, with the total number of 
such families now standing at 980,000 – over 
double the 480,000 seen as recently as 
2002. This is still some way from the height of 
1.16mn seen in 2007, but would suggest that 
activity within the private equity market from 
family offi ces is set to increase in 2010.

Family offi ces have become increasingly 
important to the private equity industry over 
recent years as the number of wealthy 
families and the assets that they control has 
grown. Whereas sovereign wealth funds 
represent an important consideration for those 
operating at the larger end of the market, 
although family offi ces do still represent a 
relatively important source of capital for the 
mega fund managers, they are perhaps most 
important to the smaller fund managers.

This is evidenced in our recent survey of fund 
managers, in which fund managers with funds 
of $100mn or smaller indicated that 37% 
of their investor base was accounted for by 
family offi ces. This compares with 4% for fund 
managers with vehicles in excess of $200mn.

We also polled family offi ces themselves 
appearing on our Investor Intelligence 
database to get their views on the private 
equity market in 2010. It is clear that they 
will be back in the market, and are open to 
forming new GP relationships, with 69% 
polled willing to consider investing with a fund 
manager for the fi rst time. The full results of 
this survey can be found starting on page 19.

For more information on Preqin’s family offi ce 
and other institutional investor profi les, please 
do visit our Investor Intelligence information 
page at 
www.preqin.com/ii

We hope that you fi nd this month’s edition of 
Spotlight to be informative, and as ever we 
welcome any comments that you might have.

Editor’s Foreword

Editor’s Foreword

Tim Friedman
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Growth in Aggregate Sovereign Wealth Fund Assets under Management: 2007-2010
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2010 Preqin Global Alternatives Reports Order Form - Please complete and return via fax, email or post

© 2010 Preqin Ltd. / www.preqin.com 
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I would like to purchase:
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Please select currency for payment:
Shipping Costs: $40 / £10 / €25 for single publication  
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2010 Preqin Global 
Alternatives Reports

The 2010 Preqin Global Alternatives Reports are the most comprehensive reviews of the 
alternatives investment industry ever undertaken, and are a must have for anyone seeking 
to understand the latest developments in the private equity, real estate and infrastructure 
markets.

Intended for use as both a vital source of information about current market conditions, and 
also as information-packed reference guides, this year’s editions include:

• Interviews and articles from the most important people in the industry today;

• Detailed analysis on every aspect of the industry with a review of 2009, and predictions 
for the coming year;

• Comprehensive source of stats - including fundraising, performance, deals, GPs, 
secondaries, fund terms, investors, placement agents, advisors, law fi rms;

• Numerous reference guides for different aspects of the industry - Who is the biggest? 
Where are the centres of activity? How much has been raised? Where is the capital 
going? Who is investing? What are the biggest deals? What is the outlook for the 
industry?

 
• Plus much more...

Payment Options:

Credit Card Visa AmexMastercard

Cheque enclosed (please make cheque payable to ‘Preqin’)

Please invoice me

Card Number:

Expiration Date: 

Name on Card:

Security Code*:

Visa / Mastercard: the last 3 digits 
printed on the back of the card.

American Express: the 4 digit code 
is printed on the front of the card.

*Security Code:

Name 1 Copy 
2 Copies 

(10% saving) 
5 Copies 

(25% saving) 
10 Copies 

(35% saving) 
Data Pack 

(Please Tick) *
Private Equity $175/£95/€115 $315/£170/€205 $655/£355/€430 $1,135/£620/€750
Real Estate $175/£95/€115 $315/£170/€205 $655/£355/€430 $1,135/£620/€750
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If you would like to order a bulk purchase including more than 10 copies of one title, please contact us for special rates.

* Data Pack Costs: $300/£180/€185 for single publication  

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - 

Preqin - Scotia House, 33 Finsbury Square, London, EC2A 1BB
w: www.preqin.com / e: info@preqin.com / t: +44 (0)20 7065 5100 / f: +44 (0)87 0330 5892 or +1 440 445 9595



5 ◄

© 2010 Preqin Ltd. / www.preqin.com 

March 2010

Sovereign wealth funds represent some of 
the largest investors in private equity in the 
world. As long-term investors with signifi cant 
amounts of capital at their disposal, most 
SWFs, unlike some other investors in the 
asset class, are not restricted by the illiquid 
nature of private equity and the pressure of 
drawdowns. 

Proportion of Sovereign Wealth Funds 
Investing in Private Equity
Fig. 1 shows that 55% of SWFs are 
known to invest in private equity. Of those 
investing in the asset class, one-fi fth make 
direct investments in private companies, 
but do not invest in private equity funds. 
Bahrain Mumtalakat Holding Company is 
an example of a SWF that makes direct 
investments in private companies but 
does not commit to private equity funds. 
Bahrain’s SWF has been considering 
setting an allocation to private equity fund 
investments, and is expecting to make a 
decision by Q2 2010. Direct allocations 
can be well-suited to SWFs that wish to 
commit signifi cant amounts of capital, which 
may not be able to be accommodated by 
commingled funds, to private companies. 
For this reason we are also seeing an 
increase in the number of large majority 
cornerstone commitments to funds by 
SWFs, as well as funds of one and 
separate accounts being established for 
SWFs. The larger SWFs are more likely 
to have allocations to private equity: over 
two-thirds of SWFs with $10 billion or more 
in assets under management invest in 

private equity, while the fi gure drops to 22% 
for those with less than $10 billion in total 
assets.

The proportion of SWFs investing in private 
equity has increased since 2009, when 
49% of all SWFs were known to invest 
in the asset class. Further to the 55% of 
SWFs actively investing in private equity at 
present, Fig. 6.1 shows that an additional 
5% are considering setting a maiden 
allocation to the asset class. One example 
is Emirates Investment Authority (EIA), 
which was established in late 2007. EIA is 
a relatively new SWF, the fi rst for all seven 
states of the United Arab Emirates, and 
while it does not invest in private equity at 
present, it anticipates making an allocation 
to the asset class in the future. 

Conversely, a number of SWFs have used 
the economic instability in their favour, 
such as Korea Investment Corporation 
(KIC), which plans to double its exposure 
to private equity in 2010 with a particular 
focus on distressed private equity and 
secondaries funds. SWFs such as KIC are 
in a position to take advantage of market 
conditions as they have not faced any 
signifi cant liquidity issues and do not have 
immediate liabilities to meet.

Fund Strategy Preferences of 
Sovereign Wealth Funds Investing in 
Private Equity
Fig. 2 shows that 92% of SWFs investing 
in private equity have a preference for 

buyout funds. This is understandable 
given the large assets under management 
of many SWFs and the fact that buyout 
funds tend to be larger and receive larger 
commitments than other types of private 
equity fund. Korea Investment Corporation, 
for example, typically commits $100 million 
to each private equity fund. In recent 
years, a number of the largest known fund 
commitments have been made by SWFs to 
buyout funds, including SAFE Investment 
Company’s $2.5 billion commitment to US 
buyout fund TPG Partners VI and China 
Investment Corporation’s $3.2 billion 
commitments o CIC-JC Flowers Financial 
Assets.

Nearly two-thirds of SWFs investing in 
private equity funds are known to seek 
investments in venture funds. Ireland’s 
National Pensions Reserve Fund (NPRF) 
aims to have 15% of its private equity 
portfolio invested in venture. NPRF also 
allocates 20-25% of its private equity 
portfolio to investments in special situations 
funds, including distressed debt and 
turnaround vehicles, and is among the 32% 
of SWFs that invest in distressed private 
equity opportunities. This is up from 21% of 
SWFs looking to invest in special situations 
funds in 2009. 

Secondaries funds have also become 
more widely targeted by SWFs, with 32% 
currently showing a preference for this type 
of fund compared to 17% in 2009. Korea 
Investment Corporation, which has a 10% 

Feature Article:
Sovereign Wealth Funds in PE

Feature Article

Fig. 1:

Source: Preqin
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target allocation to private equity and plans 
to double its exposure to alternatives in 
2010, awarded a $100 million secondary 
market mandate to Partners Group in 
Q3 2009. More recently, in February 
2010, China Investment Corporation 
allocated $1.5 billion to secondary market 
investments via three $500 million 
mandates to be managed by Lexington 
Partners, Goldman Sachs and Pantheon 
Ventures. Only 12% of SWFs look to 
invest in funds of funds, while 20% have a 
preference for mezzanine vehicles.

Location Preferences of Sovereign 
Wealth Funds Investing in Private 
Equity
Private equity funds focusing on North 
America are targeted by 72% of SWFs that 
invest in the asset class, as shown in Fig. 
3. 68% are known to seek opportunities 
in Europe, and the same percentage are 
interested in Asian funds. Only 32% of 
SWFs seek private equity funds in MENA, 
despite the region housing the largest 
number of SWFs that invest in the asset 
class. This is perhaps because there are 
fewer funds raised in the MENA region 
compared to the US, Europe and Asia. 

The majority of SWFs look to have a 
globally diverse portfolio of private equity 
investments and invest across a number 
of regions, an example of which is the 
$247.5 billion Government of Singapore 
Investment Corporation (GIC), which has a 
private equity portfolio comprising interests 
in funds from across Asia, Europe and 
North America. GIC also makes direct 
investments within Asia, with a regional 
focus on opportunities in China, Japan, 
India, South Korea, Australia and Southeast 
Asia. 

Until recently National Social Security 

Fund - China 
(NSSF) was 
limited to investing 
only in domestic 
private equity 
opportunities, 
but received 
approval to invest 
in overseas private 
equity opportunities 
in 2009. 
Conversely, some 
SWFs choose 
to only invest 
domestically, often 
with the aim of 
boosting the local 
economy; Palestine 
Investment 
Fund (PIF) is 
an example of a 
SWF that is only 

looking to invest in domestic private equity 
opportunities in 2010, although it has 
previously looked to invest internationally.

Conclusions
Sovereign wealth funds were fairly active in 
the private equity market throughout 2009. 
The number of SWFs investing in private 
equity appears to be increasing, and of 
those that already invest in the asset class, 
a number are diversifying and broadening 
their private equity portfolios to become 
more global investors. Many SWFs have 

taken advantage of opportunities that have 
arisen during the fi nancial downturn, and 
it is expected that distressed private equity 
and secondaries funds will be particular 
areas of focus for SWFs in 2010. In addition 
to these strategy areas, SWFs are also 
likely to play a large part in the continued 
growth of newer markets, such as China, 
both through direct investments and through 
funds, given the increasing number of CNY-
denominated funds being established.

Bringing Together Europe’s Private Equity 
Secondaries Professionals To Network, 
Benchmark And Debate

Thursday 27th May 2010,
Jumeirah Carlton Tower, London

“The quality of speakers and participants makes 
it one of the most productive events”

Richard Green, Chairman, August Private Equity

“A ‘who’s who’ of the secondaries industry!”
Mark Burch, Managing Partner, Arcis

Featuring an essential interactive 
workshop on Friday 28th May 2010:
Overcoming pricing differences between 
buyers and sellers to close secondary deals

Visit the online Download Centre to access FREE, 
exclusive research content and thought leadership

Hosted by Gunter Waldner,
Principal, AlpInvest Partners

Patrick Knechtli,
Investment Director,
SL Capital Partners

Peter Mayrl,
Investment Director,
Allianz

Pablo Caló,
Managing Director,
PineBridge Investments

Charles Soulignac,
Managing Partner,
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Andrew Hawkins, 
Managing Partner, 
Vision Capital LLP

Ian Lobley, 
Head of Venture Portfolio, 
3i

Eric Pathé, 
Investment Director, 
Greenpark Capital

John Carter,
CEO,
Hollyport Capital

LPs GPs and Secondary 
Specialists

Our world-renowned speaker 
faculty includes:

Programme
highlights for 2010:

Reducing the bid-ask spread 
to ensure renewed activity: 
closing the gap through greater 
visibility of fund performance 
and decreasing discounts

Identifying where the 
secondary deal fl ow is 
coming from: identifying the 
next sellers and key motives 
for selling to uncover deal fl ow 
opportunity

Creating a new skill set 
to drive an increase in 
secondaries: developing a 
more deal-driven secondaries 
expert to take advantage of 
available interests

Preparing a response to the 
proposed AIFM Directive: 
assessing how the EU Alternative 
Investment Fund Managers 
Directive will restrict secondary 
activity and devising a response

Discounts

Available 

www.secondarieseurope.com 

Sponsors include: Organised by:

T. +44 (0) 20 7368 9465       F. +44 (0) 20 7368 9401       W. www.secondarieseurope.com       E. secondaries@wbr.co.uk
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Emma Dineen &
Sam Meakin
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The 2010 Preqin Sovereign Wealth Fund 

Review.

For more information about this 
publication, or to order a copy, please visit:
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Performance Spotlight:
Private Equity Performance 
as of Q3 2009

This month we examine new 
performance data for the industry 
enabling us to calculate returns as of 
Q3 2009.

The most recent data available, 
for September 2009, shows that 
fund valuations for all private equity 
increased for the second quarter in 
a row, following quarter-on-quarter 
declines in 2008. Fig. 1 illustrates the 
average quarter-on-quarter change in 
the net asset value of private equity 
funds of various strategies. Between 
Q2 and Q3 2009, private equity funds 
measured an average increase in NAV 
of 4.1%.

Distressed private equity funds are 
showing the largest quarter-on-quarter 
increases in NAV. These funds posted 
signifi cant declines in Q4 2008, with 
the second-largest decrease in NAV 
between Q3 and Q4 2008 of all types 
of private equity fund. Buyout funds 
show a 5.9% increase in value over Q3 
2009, and the NAV of mezzanine funds 
went up by 5.7% in the period. Venture-
focused funds show an  increase of 
2.1% for Q3 2009. 

Owing to the reporting schedules of the 
underlying portfolio funds in funds of 
funds and secondary funds of funds, 
these strategies typically lag a quarter 
and so the fund valuations are usually 
representative of the previous quarter. 
As such, the change in NAV for these 
funds is not as marked as it is for the 
other types. 

An alternative method of tracking 
private equity fund performance is to 
analyze the fund IRRs. Private equity 
IRRs should usually follow a J-curve 
trajectory, with returns being negative 
in the early years of a fund’s life, 
increasing over time as investments 
are exited before stabilizing in the fi nal 
years of the fund’s life. The fi nancial 

Performance Spotlight

Source: Preqin

Fig. 1:
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crisis has distorted these J-curves so that 
some could now be better described as 
W-curves.

Fig. 2 shows private equity J-curves by 
plotting the median net IRRs of recent 
vintages for each quarter end. The graph 
demonstrates that, across all recent 
vintages, private equity IRRs decreased 
from September 2008, reaching their 
lowest point in Q1 2009. Vintages 2005 
and 2006, which started producing 
positive returns earlier than predicted by 
the traditional J-curve, saw their median 
returns dipping back into negative territory 
in Q3 2008. Funds of these vintages will 
have been actively investing when asset 
prices were at their highest and their 
investments have been severely affected 
since. These funds are still in the early 
stages of their life span but many will 
fi nd it diffi cult to fully recover and offer 
attractive returns to their investors.

Private equity returns are improving, 
but they are still much lower than they 
were prior to the economic crisis. It is 
impossible to predict how much value 
fund managers will be able to add to their 
portfolio companies, but funds of vintages 
2005 to 2007 will clearly face the biggest 
challanges.

Bronwyn Williams & 
Etienne Paresys

Performance Spotlight

Preqin currently holds transparent net-to-LP 
performance data for over 4,900 private 
equity funds of all types and geographic 
focus. In terms of aggregate value, this 
represents around 65% of all capital ever 
raised.

For more information on Performance 
Analyst please visit: 

www.preqin.com/pa
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To celebrate the 2,500th anniversary of 
Pheidippides’ run from Marathon to Athens, 
250 members of the private equity and 
infrastructure communities are coming together 
to participate in the original marathon, aiming 
to raise €2,500,000 for children’s charities 
including UNICEF, Impetus Trust and the Private 
Equity Foundation. Join them at the starting line 
on 31 October 2010.  
Ewan McGregor says “what challenge to private 
equity and infrastructure professionals in 2010 
could be more fulfilling?” To see his video 
message and register your interest visit the 
website at www.marathonofmarathons.org or 
call +44 (0) 20 7439 7191. 

Mark O’Hare will be there  
carrying the flag for Preqin
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of the EVCA and the VCA  Thierry au Meridiam Infrastructure 

 Javier Echarri EVCA  Todd Fisher Kohlberg Kravis Roberts  Peter 
Kulloi  Richard aing Commonwealth evelopment Corporation 
(C C Group)  Javier oi aga Mercapital  wight Poler ain Capital  
Jonathan Russell 3i  Nikos tathopoulos C Partners  Oliver tocken 
chairman of the MCC  Maarten Vervoort AlpInvest  Urs ietlisbach 
Partners Group  avid ilton the International Finance Corporation and 

orld ank Pension Fund 

As well as Ewan McGregor the event 
is supported by Eddie I ard as a 
patron.  Eddie ran 43 marathons 
in 51 days in 2009 and is a real 
inspiration.

NEVER RUN A MARATHON?

All are welcome and all will be able 
to particpate regardless of ability or 
experience.

Former Olympic athlete and European 
champion ruce Tulloh will be helping 
non runners to prepare. e also have 
an allocation of 50 places in the official 
walking marathon for non-runners. 

ITINERAR  FOR ATHEN  

e will be staying at two of the best 
hotels in Athens, the Grande retagne 
Hotel and the NJV Athens Hotel. There 
will be drinks on arrival on Friday 29 
October and a lunch on aturday with 
the marathon registration and a short 
talk on the history of the marathon 
and Pheidippides. The marathon takes 
place on unday 31 October and in the 
evening there will be a Gala inner to 
celebrate the achievement of everyone  
taking part.  

ending their support from the private equity and 
infrastructure communities as patrons are:
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2010 has seen an 
infl ux of notable 
secondary buyout 
deals, with aggregate 
deal value for this 
type of transaction 
already matching 
the aggregate deal 
value for secondary 
buyouts for the 
whole of 2009.

In recent weeks there 
has been a fl urry of notable secondary 
buyouts, with this type of transaction 
proving a popular exit route amongst 
fund managers this year. There have 
been 15 secondary buyouts so far in 
2010, with an aggregate deal value of 
$5.9 billion, a fi gure that matches the 
aggregate deal value of secondary 
buyouts during the whole of last year, 
when 43 secondary buyouts took place, 
valued at $5.9 billion in total.  Notable 
secondary buyouts that have taken 
place during 2010 to date include 
KKR’s £955mn acquisition of Pets at 
Home from Bridgepoint Capital, Triton’s 
€850mn buyout of Ambea from 3i and 
GIC Group, and BC Partners’ purchase 

of a majority stake in Spotless Group 
from AXA Private Equity for €600mn.  
The recent activity in the secondary 
buyout market is largely centred around 
European-based companies, with all but 
two of the secondary buyouts in 2010 
occurring in Europe.

The prominence of secondary buyouts 
in 2010 may be explained by the recent 
diffi culty that PE fi rms have experienced 
in fl oating portfolio companies on stock 
exchanges, with continuing market 
diffi culties forcing the cancellation of 
several notable IPOs this year, including 
UK-based retailers New Look and 
Matalan, and US-based Travelport.  

IPOs are traditionally a major exit route 
for buyout fund managers. However, just 
13% of exists during 2010 to date have 
been through IPOs.

With market conditions currently creating 
a tough environment for IPOs, and 
private equity fund managers needing 
to both garner a return on their current 
portfolio and invest their dry powder 
(which remains at all-time high levels), 
2010 looks set to see a continued 
prominence of secondary buyouts in the 
global buyout landscape.

Fund Manager Spotlight:
Secondary Buyouts

Fund Manager Spotlight 

Manuel Carvalho
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Notable Secondary Buyouts 2010 YTD

Firm Name Date Deal 
Size Buyer Seller Location

Pets at Home Jan-10 £955mn Kohlberg Kravis Roberts Bridgepoint Capital UK

Ambea Feb-10 €850mn Triton 3i, GIC Group Sweden

Spotless Group Feb-10 €600mn BC Partners AXA Private Equity France

British Car Auctions Jan-10 £400mn Clayton Dubilier & Rice Montagu Private Equity UK

Deb Group Mar-10 £325mn Charterhouse Capital Partners Barclays Private Equity UK

Fig. 1:

Source: Preqin
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In the challenging economic times that we 
fi nd ourselves in, having an experienced 
mentor to help navigate and steady the 
ship can make all the difference. In his 
introduction to The Masters of Private 
Equity and Venture Capital, co-author 
Robert Finkel makes a compelling case for 
choosing your mentor carefully:

“In all aspects of life, including our 
careers, we are best off if we seek 
advice from the best brain trust we 
can fi nd. The selection of a mentor is 
one of the most important decisions 
a person can make. It literally can be 
the fi rst step in directing our destiny. 
Our parents infl uence us profoundly, 
but not by our choice. Our mentors, 
on the other hand, we choose. Their 
ideas, their habits, their ethics, their 
success, their failures – we embrace 
the best of these winning qualities 
because we want to emulate the 
people who embody them.”

As a child, Finkel benefi ted from a ‘virtual’ 
mentor in the shape of Georges Doriot, 
fabled Harvard Business School Graduate 
and regarded as the father of venture 
capital and private equity investing. 
Finkel’s own father, Stanley, had been 
a student of Doriot in the MBA class of 
1939, and would frequently entertain the 
family with bon mots from Doriot’s classes 
when the conversation at dinner turned to 
business, as it frequently did in the Finkel 
household. 

Doriot’s wisdom clearly had its effect, 
and after starting out as an apparel 
entrepreneur in his early life, the younger 
Finkel found himself managing a 
mezzanine investment company in the 
industrial heartland in Chicago. The rest of 
us may not have had the privilege of being 
able to absorb entrepreneurial wisdom 
from such an early age, but Finkel’s 
book provides a viable alternative: the 
combined wisdom of 10 of the industry’s 
greatest practitioners. They represent the 
fi nest names in the venture and private 
equity world: Clayton Dubilier & Rice, 
Hellman & Friedman, Thoma Bravo, 
JPMorgan Chase, Madison Dearborn, 
Draper Richards, NEA, ARCH Venture 
Partners, Asset Management Company, 
and Delta Private Equity Partners.

The core of this excellent book consists 
of a chapter from each of these leaders, 
giving the reader the benefi t of their 
distilled knowledge and experience. 
They are presented in an easy-going 
‘fi reside chat’ style by Finkel’s co-author, 
David Greisling of the Chicago Tribune 
– much as a real-life mentor might do. 
Taken together, these industry veterans 
manage over $15 billion of venture assets 
and nearly $70 billion of private equity 
assets, and have a staggering 346 years 
of investing experience between them. 
Each one delivers thought-provoking 
insights that can help you to ponder and 
plan your own strategy for success. I 
especially liked Joseph Rice’s words of 

wisdom as he related the successes (and 
mistakes) made along CD&R’s growth 
path. In his case the central theme is 
the combination of fi nancial skills with 
operating excellence, and how to foster 
this within a private equity fi rm – surely the 
central message for investors today. Being 
an entrepreneur myself, his last word, 
“Nothing in the world can take the place 
of persistence,” is very powerful. Each 
of the other ‘mentors’ will also give you 
insights and pause for thought about your 
own strategy – you may not fi nd all the 
answers in here, but you’ll certainly fi nd all 
the right questions.

Unlike a real-life mentor, you can’t bat 
ideas back and forth with Finkel’s experts. 
However, it is much easier to take all 
of them with you for that plane ride or 
weekend away. I thoroughly recommend 
this book.

A Mentor in Turbulent Times
The Masters of Private Equity and 
Venture Capital 
Robert A Finkel and David Greisling, McGraw Hill

The Masters of Private Equity and Venture Capital - Robert A. Finkel and David Greisling
http://www.amazon.co.uk/gp/product/0071624600/ref=s9_simh_gw_p14_i1?pf_rd_m=A3P5ROKL5A1OLE&pf_rd_
s=center-1&pf_rd_r=08GNTK4BBDEADREKKTBM&pf_rd_t=101&pf_rd_p=467198433&pf_rd_i=468294

Feature

Mark O’Hare
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Fig. 2:

Source: Preqin

Fund Managers’ Views on the Changing Signifi cance of Family 
Offi ces in Regards to Private Equity Fundraising

Preqin recently conducted a survey of 
a number of small private equity fi rms 
in order to ascertain fund managers’ 
perceptions of family offi ces and high-
net-worth individuals. Respondents 
included managers of venture, buyout, 
mezzanine, distressed and fund of 
funds. 

Fund managers were asked how, in 
light of the global economic crisis, the 
importance of family offi ces as investors 
had changed. 62% of respondents 
stated that they have seen no change 
in the importance of family offi ces, while 
19% believe that the signifi cance of 
family offi ces has increased. 

Family offi ces are viewed by 80% of 
the fund managers surveyed as being 
crucial or important to fundraising 
activities. Fig. 1 shows that only 10% 
view family offi ces as unimportant, 
with the majority of these respondents 
stating that they raise funds unsuitable 
for family offi ces.

Fund managers believe family offi ces 
differ from institutional investors in 
several ways. 62% of respondents 
stated that they alter their pitch 
when approaching family offi ces 
with investment opportunities. These 
managers believe that family offi ces 
require more detailed information than 
institutional investors. Furthermore, 
their aversion to risk and their typically 
small size means they tend to invest 

Fundraising Spotlight:
Private Equity Fund Managers’ 
Perception of Family Offices

Fundraising Spotlight

Fig. 1:

Fund Managers’ Views on the Importance of Family Offi ces in 
Regards to Private Equity Fundraising

Source: Preqin
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smaller amounts in funds.

Many of the fund managers surveyed 
believe that there is a dearth of 
information available on family offi ces. 
Most highlighted the need for personal 
contacts and the use of networking as 
a means of approaching family offi ces, 
with 78% of those surveyed stated 
one of these as their primary method 
of sourcing investments from family 
offi ces. 10% of the fund managers 
surveyed rely upon other methods, 
including using consultancies, 
referrals, approaching them directly, 
or by utilizing banks’ private wealth 
management divisions to provide an 
avenue for contacts.

61% of the fund managers surveyed 
believe that the information available 
on family offi ces in the private equity 
industry is insuffi cient. When asked to 
suggest ways in which the relationship 
between fund managers and family 
offi ces could be improved, many fund 
managers suggested that there should 
be greater transparency on the part of 
fund managers and some suggested 
that more could be done to market their 
funds to family offi ces.

Family offi ces represent 37% of the LPs 
in funds of up to $100mn in size.For 
funds of between $100mn and $200mn, 
28% of LPs are family offi ces or high-
net-worth individuals. In the largest 
funds (greater than $200mn) this fi gure 
drops signifi cantly, with family offi ces 
making up only 4% of investors. 

The long-term nature of the private 
equity asset class suits the investment 
criteria of most family offi ces. For this 
reason, an increasing number of fund 
managers are recognizing the benefi ts 
of establishing relationships with family 
offi ces. However, when approaching 
these investors, fund managers must 
be aware of the ways in which they 

vary from other, larger investors such 
as pension funds and insurance 
companies. Traditionally, family offi ces 
invest in smaller funds, as they have 
smaller amounts of capital to allocate 
and many require a closer relationship 
with a fund manager than institutional 
investors. It is for these reasons that 
it is important that fund managers 
recognize both the fundamental and 
individual characteristics of family 
offi ces when approaching them with 
fund opportunities. 

Fig. 3:

Source: Preqin

Fund Managers’ Primary Method of Approaching Family Offi ces 
with Private Equity Fund Opportunities

Lola Aboderin

Fig. 4:

37%

28%

4%

0%

5%

10%

15%

20%

25%

30%

35%

40%

Less than $100mn $101-200mn $200mn or More 
Source: Preqin

Average Proportion of Family Offi ces as a Percentage of All 
LPs in Private Equity Funds by Fund Size

 P
ro

po
rti

on
 o

f F
am

ily
 O

ffi 
ce

s

Size of Fund ($mn)

Preqin’s industry-leading product, Investor 
Intelligence, currently has detailed profi les 
of 456 family offi  ces and foundations that 
actively invest in private equity. 

For more information on Investor 
Intelligence, please visit:

www.preqin.com/II
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Fundraising Spotlight:
Buyout Fundraising

Adam Counihan

Final Close Barometer
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Number of  Funds Aggregate Capital ($bn)

Funds on the Road US Europe RoW Total

Number of Funds 126 49 56 231

Aggregate Target 
Size ($bn) 91 21 34 146

Average Size ($mn) 724 433 604 587

Buyout Funds on the Road

Fund Manager Size (mn) Fund Focus
Blackstone Capital Partners VI Blackstone Group 15,000 USD US

Madison Dearborn Capital Partners VI Madison Dearborn Partners 7,500 USD US

Morgan Stanley Capital Partners V Morgan Stanley Private Equity 6,000 USD US

Abraaj Buyout Fund IV Abraaj Capital 4,000 USD United Arab 
Emirates

Carlyle Asia Partners III Carlyle Group 3,000 USD US

Metalmark Capital Partners II Metalmark Capital 3,000 USD US

GP Capital GP Capital 20,000 CNY China

African Agricultural Land Fund II Emergent Asset Management 2,000 EUR UK

Lion Capital Fund III Lion Capital 2,000 EUR UK

Trident Fund V Stone Point Capital 2,250 USD US

Buyout Funds on the Road

Clayton Dubilier & Rice VIII
Manager: Clayton Dubilier & Rice
Target Size (mn): 5,000 USD
Hard Cap (mn): 9,000 USD
Closings (mn): First Close: 2,000 USD 
(Mar-08), Second Close: 4,000
USD (Jun-08), Third Close: 4,300 USD 
(May-09), Final Close: 5,000 USD (Dec-
09)
Geographic Focus: North America, 
Europe
Industry Focus: Any, Business Services
Law Firm: Debevoise & Plimpton
Sample Investors: Amherst College 
Endowment, Conversus Asset 
Management, Los Angeles Fire and Police 
Pension System, Los Angeles Fire and 
Police Pension System, Maryland State 
Retirement and Pension System

Triton Fund III
Manager: Triton 
Target Size (mn): 1,900 EUR 
Closings (mn): First Close: 318 EUR 
(Nov-09), Final Close: 2,250 USD (Feb-
10)
Geographic Focus: Austria, Denmark, 
Germany, Iceland, Norway, Sweden, 
Switzerland
Industry Focus: Industrial, Computer 
Services, Business Services
Placement Agents: Lazard Private Fund 
Advisory Group
Law Firm: SJ Berwin
Sample Investors: China Investment 
Corporation, CPP Investment Board, 
Indiana Public Employees’ Retirement 
Fund, Maryland State Retirement and 
Pension System, Washington State 
Investment Board

Onex Partners III
Manager: Onex Corporation
Target Size (mn): 4,000 USD
Closings (mn): First Close: 2,400 USD 
(Apr-2008), Second Close: 3,000
USD (Dec-2008), Third Close: 3,600 USD 
(Jun-09), Final Close: 4,300 USD (Dec-09)
Geographic Focus: North America
Industry Focus: Healthcare, Industrial, 
Manufacturing, Aerospace
Law Firm: Debevoise & Plimpton
Sample Investors: Alaska Retirement 
Management Board, California State 
Teachers’ Retirement System (CalSTRS), 
CPP Investment Board, Los Angeles 
County Employees’ Retirement 
Association 

Recently Closed Buyout Funds

Source: Preqin

Source: Preqin

Source: Preqin
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Fundraising Spotlight:
Venture Fundraising

Final Close Barometer

27

12

6

0

5

10

15

20

25

30

Jan-08 Jan-09 Jan-10

Number of  Funds Aggregate Capital ($bn)

Funds on the Road US Europe RoW Total

Number of Funds 194 113 144 451

Aggregate Target 
Size ($bn) 37 17 28 82

Average Size ($mn) 189 152 193 178

Venture Funds on the Road

Fund Manager Type Size (mn) GP Location
Invention Investment Fund II Intellectual Ventures Early Stage: Seed 2,500 USD US

Oak Investment Partners XIII Oak Investment Partners Venture 1,500 USD US

SAIF Partners IV SAIF Partners Expansion 1,500 USD China

Shanghai Financial Development Investment 
Fund

Jinpu Industrial Investment Fund 
Management

Venture 8,000 CNY China

ECP Africa Fund III Emerging Capital Partners Expansion 1,000 USD US

Hospitality Development Fund Abu Dhabi Investment House Expansion 1,000 USD United Arab Emirates

Millennium Private Equity Media & 
Telecommunication

Millennium Private Equity Venture 1,000 USD United Arab Emirates

Sequoia Capital 2010 Sequoia Capital Early Stage 1,000 USD US

Robeco TEDA Sustainable Private Equity Fund SAM Private Equity Venture 6,000 CNY Switzerland

Gimv-XL fund Gimv Expansion 600 EUR Belgium

Venture Funds on the Road

Pan-African Investment Partners II
Manager: Kingdom Zephyr
Target Size (mn): 500 USD
Closings (mn): First Close: 326 USD 
(Jun-08), Second Close: 416 USD (Jun-
09), Final Close: 492 USD (Feb-10)
Geographic Focus: Africa
Industry Focus: Telecoms, Consumer 
Products, Financial Services, Energy, 
Insurance, Property
Sample Investors: African Development 
Bank, Development Bank of Southern 
Africa, Development Finance Institution 
(FMO), European Investment Bank, 
International Finance Corporation (IFC), 
Kingdom Holding Company, Temasek 
Holdings

New Enterprise Associates XIII 
Manager: New Enterprise Associates
Target Size (mn): 2,500 USD
Closings: First Close: 1,500 USD (Dec-
08), Second Close: 2,150 USD (Apr-09), 
Final Close: 2,480 USD (Jan-10)
Geographic Focus: North America
Industry Focus: Technology, 
Pharmaceuticals, Healthcare, 
Communications, IT, Biotechnology, 
Electronics, Hardware, Energy, 
Biomedical, Clean Technology, Renewable 
Energy
Sample Investors: California Public 
Employees’ Retirement System 
(CalPERS), California State Teachers’ 
Retirement System (CalSTRS), Teacher 
Retirement System of Texas, Alaska 
Permanent Fund Corporation, Illinois 
Municipal Retirement Fund

Caduceus Private Investments IV
Manager:  OrbiMed Advisors
Target Size (mn): 500 USD
Closings (mn): Final Close: 550 USD 
(Feb-10)
Geographic Focus: Europe, US
Industry Focus: Pharmaceuticals, 
Healthcare, Biotechnology, Medical 
Devices, Medical Technologies
Law Firm: Proskauer Rose
Sample Investors: Franklin Park, Texas 
County & District Retirement System

Recently Closed Venture Funds

Adam Counihan

Source: Preqin

Source: Preqin

Source: Preqin
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Secondaries Spotlight

Preqin’s Secondary Market Monitor (SMM) comprises a comprehensive database of secondary market players. Included are both 
traditional and non-traditional buyers of private equity fund interests, potential sellers of fund interests, and secondary market 
intermediaries.

According to Preqin’s unique pricing model, a $10,000,000 commitment to the median 2006 buyout fund - which would have 

called $6,370,000 and has a reported net asset value (NAV) of $5,096,000 - would today fetch $3,165,600 on the secondary 

market, or approximately 62% of its NAV.

China Investment Corporation (CIC) is looking to increase 
its investments in secondaries over 2010.
The sovereign wealth fund has allocated USD 1.5 billion 
to investments in three USD 500 million secondary market 
mandates to be managed by Lexington Partners, Goldman 
Sachs Private Equity Group and Pantheon Ventures. CIC is 
looking to gain exposure to second-hand buyout and venture 
fund interests. CIC was reportedly aided by investment 
consultants StepStone Group, Credit Suisse and Parish Capital 
in the manager selection process.

AGF Private Equity has begun raising its fi rst dedicated 
secondary fund.
The EUR 2.3 billion fund of funds manager has started raising 
capital for Ariane Secondary Fund. The vehicle has a European 
focus and is looking to raise EUR 120 million in commitments 
from investors. AGF Private Equity also has the capacity to 

purchase secondary stakes in European buyout, venture and 
mezzanine funds through its primary fund of funds vehicles.

Secondaries News

Secondaries Spotlight
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Type Preferences for Secondary Market Purchases

Source: Preqin

The proportion of family offi ces and foundations with fund 
geographic focus preferences for secondary market purchases is 
refl ected in Fig. 2. North American-focused funds are favoured by 
family offi ces and foundations. However, there is also a signifi cant 
interest for funds investing in Europe and Asia and Rest of World, 
showing that family offi ces and foundations are looking to take part 
in secondary market transactions on a global scale. 

Fig. 1:

Proportion of Family Offi ces/Foundations with Fund Type 
Preferences for Secondary Market Purchases

Fig. 1 highlights the proportion of family offi ces and foundations with 
fund type preferences for secondary market purchases. The majority 
of family offi ces and foundations adopt an opportunistic approach 
when purchasing PE fund interests on the secondary market. Buyout 
and real estate are fairly popular fund choices among family offi ces 
and foundations, followed by venture capital funds.
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Secondary Market Monitor (SMM) is a service available 
free of charge to accredited LPs. The service enables LPs to 
obtain indicative pricing indications on all or part of their 

private equity and private equity real estate portfolios. For 
more information, please visit www.preqin.com/smm.



   

Calling all secondary buyers
Looking for exclusive investment opportunities? 

+44 (0)20 7065 5100
+1 212 808 3008

info@preqin.com
www.preqin.com

London:
New York:

Email: 
Web: 

If you are a buyer of secondary market interests, Preqin’s Secondary Market Monitor gives you the vital 
intelligence you need to execute your strategy successfully. A premium subscription to this service allows 
you to view and submit bids for fund interests that limited partners are actively seeking to sell on the 
secondary market, unique investment opportunities supplied directly by LP sellers to Preqin and which 
include major brand name US buyout and venture funds raised over the past few years.

Preqin’s
Secondary Market Monitor

Activity on the Secondary Market Monitor in the Past Month:

Number of Sellers :             4

                                       Number of Funds :               61

                                       Total NAV :                             $407mn

The Preqin Secondary Market Monitor helps buyers stay
informed and get access to the best and most timely 

dealfl ow in the secondary market.

For more information about Secondary Market Monitor, 
please visit:

www.preqin.com/SMM
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Investor Spotlight:
Family Offices as Private Equity 
Investors

Family offi ces are typically viewed as 
being somewhat of an enigma. They 
are, by nature, a reclusive and private 
set of investors, which can result in fund 
managers failing to understand or fully 
appreciate their specifi c investment needs. 
Family offi ces represent a key – at times 
underappreciated – source of capital for 
private equity fund managers, however. 
As is indicated by our GP survey in this 
month’s Spotlight, this is particularly true 
for fi rms managing funds at the smaller 
end of the scale, for which establishing and 
maintaining relationships with family offi ces 
can be crucial.

Preqin recently contacted over 30 family 
offi ces, multi-family offi ces and wealth 
managers on our Investor Intelligence 
database in order to gain a better 
understanding of family offi ces as investors 
in private equity. We specifi cally looked 
to shed light on the private equity plans 
of family offi ces over the next year, their 
needs as an investor type, and their 
perceptions and requirements of fund 
managers at the start of what many 
anticipate will be a diffi cult 12 months of 
fundraising.

Short-Term Private Equity Plans
With many private equity fund managers 
expecting the diffi cult fundraising climate 
to continue throughout 2010, the search 
for new sources of capital is likely to 
intensify. Family offi ces have, for many 
years, represented an important investor 
group, particularly for managers of smaller 
private equity funds. Amid the decline of 
‘mega funds’, however, larger private equity 
managers have found it necessary to look 
beyond long-established relationships in a 
bid to fi nd investors with capital to commit.

Are family offi ces seeking new general 
partners though? Fig. 1 suggests that, in 
the short term at least, family offi ces are 
generally open to forming new relationships 
with fund managers. Approximately 69% 

told us that, in the 
next 12 months, 
they would consider 
investing with 
managers they 
had not previously 
committed capital to.

This compares 
favourably to the 
plans of private 
equity investors in 
general, particularly 
when only those 
looking to invest in 
the next year are 
taken into account. 
A recent Preqin 
survey of all LP 
types found that, of 
those investing in the next 12 months, 41% 
would be looking to invest exclusively with 
managers they have previously invested 
with. Of those responding to the family 
offi ces survey, however, this fi gure was less 
than 5%, providing a strong indication that 
family offi ces are more open to establishing 
new relationships with private equity fi rms 
than other investors in the asset class.

Needs of Family Offi ces as Private 
Equity Investors
The nature of family offi ces suggests that 
their needs and motivations as private 
equity investors differ from those of 
other investors in the asset class. The 
core purpose of many family offi ces – 
private wealth protection and security for 
descendants – means that such entities 
are inherently reclusive, which presents 
challenges for private equity fi rms that they 
do not necessarily face with other, more 
open, investors.

For fund managers looking to secure 
commitments from family offi ces, an 
understanding of the investor group is vital. 
More specifi cally, it is important that GPs 
recognize and cater for the needs of family 

offi ces as private equity investors. We 
asked respondents to the survey to explain 
what they believe the unique needs of 
family offi ces as private equity investors to 
be, and to highlight the differences between 
family offi ces and other investors in the 
asset class.

More than one-quarter (27%) of 
respondents referred to the need for family 
offi ces to have a close relationship and 
good communication with fund managers. 
One family offi ce located in Saudi Arabia 
explained that improved communication 
between GPs and LPs is more of a key 
issue for family offi ces than other investors 
because “the assets are more personal and 
more information is needed to see if the 
investments have lived up to expectations.” 
Other participants spoke of family offi ces 
requiring “a more personalized service” 
than most investors, while one respondent, 
based on the East Coast of the US, said 
that family offi ces need more “hand-
holding.”

A greater degree of fl exibility was also 
highlighted by a number of respondents 
as something that differentiates family 
offi ces from other private equity investors. 

Investor Spotlight

Fig. 1:

Proportion of Family Offi ces That Will Consider Forming New 
Relationships with GPs in the Next 12 Months

Source: Preqin
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The independence of the investor group 
is something that is seen by many as 
a particular advantage of establishing 
relationships with family offi ces. One 
German family offi ce pointed out that they 
avoid considerable external barriers as they 
face “no constraints by regulators”, while 
a Geneva-based offi ce was one of several 
participants to allude to the lack of internal 
parameters and targets: “Family offi ces can 
enter new investments faster as they do not 
need the approval of a board of trustees.”

Several survey participants, including a 
Singapore-based multi-family offi ce, stated 
a belief that family offi ces have a longer-
term perspective than some investor types, 
which “aligns well with private equity.” Most 
family offi ces do not require current income, 
rather their aim is for capital preservation, 
so, as one respondent said, the long-term 
mindset means that private equity is a more 
important asset class for family offi ces than 
other investor groups.

It should be noted that almost one-fi fth 
(19%) of respondents did not perceive 
family offi ces to have unique needs, while 
the same proportion expressed a belief 
that family offi ces do not differ from other 
private equity investors. An Austrian family 
offi ce, for example, doubted that there 
was much difference across private equity 
investors, commenting that “we’re all 
investing in the same asset class and we’re 
all looking to outperform public markets.” 
This serves to emphasize that, as with 
other investor types, there is a degree of 
divergence in family offi ces’ perspectives, 
something which fund managers would be 
imprudent to ignore.

GP Qualities Sought by Family Offi ces
We asked survey participants what it is 
that they look for in private equity fund 
managers. As Fig. 2 shows, the majority of 
respondents indicated a greater interest in 
the history of private equity fi rms than the 
actual strategies employed by those fi rms 
or their location. Approximately 82% told us 
that they look for managers to have a good 
record in the private equity market, while 
69% said that they value the experience 
fi rms have in the asset class.

As well as indicating that family offi ces 
might not be receptive to fi rst-time and 
emerging managers, this also underlines 
the need for family offi ces to have access 
to information about the history and past 
performance of management teams. An 

Illinois-based family offi ce explained that 
it seeks GPs that are transparent and can 
communicate effectively.
 
Of the 54% of respondents stated a quality 
that falls into the ‘other’ category in Fig. 2, 
one-third referred to the need for GPs to 
have more than just fi nancial skills. A multi-
family offi ce located in the New England 
region of the US explained that it typically 
targets small to mid-size private equity fund 
investments because “you are able to see 
the transformational value that you can’t 
necessarily see with larger investments.” 
Several other family offi ces echoed this 
sentiment and commented that the ability to 
add value is an important trait that they look 
for in GPs. A family offi ce located in Munich 
told us that it believed a lot of private equity 
houses “are too fi nance-oriented” and for 
GPs to secure commitments they should 
have “operational know-how”, while a 
New York-based group said that it avoided 
fi rms that rely too heavily on “fi nancially 
engineered transactions to generate 
returns.”

Looking Forwards
With uncertainty surrounding investor 
appetite in the short term, the managers 
of private equity funds of all sizes are 
likely to need to broaden their scope and 
establish new relationships in order to 
secure commitments. Family offi ces, as 
an investor group with long-term outlooks 
and, in many cases, capital to invest, may 
consequently see increased competition for 

their capital amongst private equity fi rms. 
This suggests that GPs will need to work 
hard to understand the various motivations 
and plans of individual family offi ces in 
order to secure commitments.

Investor Spotlight

Preqin’s industry-leading product, 
Investor Intelligence, currently has 
detailed profi les of 456 family offi  ces 
and foundations that actively invest in 
private equity. 

This includes 377 North America-based 
family offi  ces and foundations, 68 
Europe-based and 11 Asia and Rest of 
World-based. 

For more information on Investor 
Intelligence, please visit:

www.preqin.com/II
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Spotlight On:
Big Issue Invest 
Big Issue Invest, an offshoot of the 
Big Issue Magazine, is raising a 
private equity fund to invest in social 
enterprises. Profi t with a conscience?

There was a time, not too long ago, when 
social entrepreneurs were frowned on, and 
condemned even, by people who argued 
against their rather woolly sphere of social 
investment, but the last 18 months have 
changed minds. 

The fi nancial crisis and economic recession 
have led many to ask whether investors will 
seize the opportunity to think differently. 

We certainly have, but then thinking 
differently is something that comes 
naturally to us.

As a subsidiary of The Big Issue 
magazine, we have shown how a 
business, as opposed to a charity, can be 
part of the solution to the social crisis of 
homelessness. 

Big Issue Invest was established to fi nance 
the growth of more social enterprises in the 
UK – surplus-generating businesses that 
put social impact at the heart of what they 
achieve.

In the last fi ve years Big Issue Invest has 
made over 30 investments (over £6.5 
million) into high quality social businesses 
– the search for which is relatively easy 
because Big Issue Invest’s position in the 
social enterprise marketplace means that 
our Fund’s investment team has excellent 
access to investment opportunities and 
has built a strong pipeline of potential 
investments. 

Typical investments include innovative 
businesses that create jobs for the long-
term unemployed, deliver much needed 
health services in deprived neighbourhoods 
and develop renewable energy in a way 
that makes the most of environmental and 
local economic impacts. 

The best-known investment is undoubtedly 

the Fifteen Foundation, created 
by the celebrity chef Jamie 
Oliver, to train disadvantaged 
young people for careers in the 
hospitality industry. 

Others include Turning Point, a 
social care organisation that has developed 
a new social enterprise, Connected Care, 
which involves community members in 
the design and delivery of health, housing, 
education and social services.  And 
Hackney Community Transport, a London-
based bus company which creates job 
opportunities for the long-term unemployed. 

Of these investments, not one has required 
a write-down. One of the reasons is 
because we understand the people we’ve 
invested in and we understand how to run 
a business. 

The “social enterprise” sector is large and 
growing fast.  According to Government 
fi gures there are 55,000 social enterprises 
in the UK, generating turnover in excess 
of £27 billion per annum and contributing 
more than £8 billion to annual GDP. 

This widening group includes local 
enterprises providing, for example, jobs 
and health care services to disadvantaged 
groups and national enterprises, such as 
The Big Issue itself.  Last year over 2,500 
Big Issue vendors earned £8m by buying 
the magazine for 85p and selling it on to 
the public for £1.70 - each vendor has their 
own business.
 
To grow, these businesses need access 
to long-term fi nance; appropriate fi nance 
that embeds social values in its fi nancial 
structuring. 

Big Issue Invest has recently launched a 
Social Enterprise Investment Fund to help 
provide this type of ‘social investment’.  
The Fund will invest in sustainable social 
enterprises that plough most of their 
profi ts back into future growth. It will 
provide longer-term, patient capital not 
available elsewhere and will aim to achieve 

reasonable fi nancial returns for investors 
while creating measurable social impact.  
There is no doubt that charities and 
philanthropy are important to tackling social 
problems. We believe though, that these 
new models of business have an ability 
to create more sustainable solutions to 
dismantling poverty that tackle root causes 
of social problems.  Rather than a minus 
100% IRR, there is the potential to recycle 
capital with ongoing fi nancial and social 
returns. 

We are aiming to raise £10 million and 
on launch have already raised £2 million.  
Our target investors for the Fund are 
corporates, foundations and qualifying 
individuals who are looking for a meaningful 
way to invest their money and are willing 
to take on a risk/return profi le that goes 
beyond traditional investment models.  The 
Fund can accept both direct investment as 
a Limited Partner and donations through 
our Charitable LP. 

It will help establish social enterprise 
investing as a new asset class that includes 
social value creation as a distinguishing 
feature.

What the Fund offers is an opportunity for 
people to invest their money and expertise 
in a pioneering fund that has huge potential 
to scale up businesses that deliver social 
impact and transformation.  

If you are interested in fi nding out more, get 
in touch with Nigel Kershaw at 
nigel@bigissueinvest.com  or Ron Sheldon 
at ronsheldon@btinternet.com. 

Spotlight On



22 ◄

© 2010 Preqin Ltd. / www.preqin.com 

March 2010

Conferences Spotlight: 
Forthcoming Events

Conferences Spotlight

Date: 23-25 March 2010
Location: Raffl es Hotel, Singapore 
Organiser: Terrapinn Pte Ltd
  
Private Banking Asia 2010 is Asia’s most established wealth 
management conference that focus on building new businesses 
and capitalizing on innovations in Asia’s Pacifi c’s wealth 
markets. Industry experts gather to brainstorm strategies 
for building a successful business, creating new products 
and improving client experience in the ‘new’ private banking 
environment.

Information: 
www.terrapinn.com/2010/pbasg

Private Banking Asia 2010

Date: 24-25 March 2010
Location: Warwick New York Hotel
Organiser: IQPC
  
The Foundations & Endowments Investment Summit is the 
perfect platform for institutional investors to hear from their 
peers, leading policymakers and top investment executives. 
Attendees will share ideas through tailored interactive 
roundtables, benchmark their portfolios through case studies, 
and network with fellow investment professionals.

Information: 
www.foundationsandendowments
summit.com/redForms.aspx?id= 268242&pdf_
form=1&utm_campaign=Preqin&utm_
medium=web&utm_source=web&utm_
content=image&utm_term=pdf&MAC=IUS_PREQ

 

A

Foundations & Endowments 

Date: 20 April 2010
Location: Istanbul, Turkey 
Organiser: EastEuro Link
  
SEE Private Equity 2010 conference will teach you how 
to fi nd the most profi table investment opportunities in the 
South-East European region. You will see presentations 
on everything you need to know about the impact of the 
macroeconomic performance on investments, and you will 
get many opportunities to interact at our networking breaks, 
ask questions in our panel discussions and build upon your 
business networks.

Information: 
www.easteurolink.co.uk/see-private-equity/  

SEE Private Equity 2010

Date: 10-12 May 2010
Location:  Le Montreux Palace, Montreux, Switzerland
Organiser:  Marcus Evans
  
In this renewed era of pension management; optimal risk 
modelling, diversifi cation strategies and portfolio construction 
will undoubtedly be on the forefront of the pensions director’s 
agenda. The prestigious European Pensions & Investments 
Summit continues to unite the world’s most sophisticated 
institutional investors with the most astute service providers, 
securing successful partnerships of paramount importance to 
sustainable performance.

Information: 
www.epi-summit.com/PreqinEL 

 

European Pensions & 
Investments Summit
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Conferences Spotlight: 
Forthcoming Events

CONFERENCE/EVENT DATES LOCATION ORGANISER
Go4Europe Conference 15 March 2010 Tel Aviv Cukierman & Co
Asset Allocation Summit Asia 2010 15 - 17 March 2010 Hong Kong Terrapinn
Investment Forum for Endowments, Foundations and Pension 
Funds

18 March 2010 Los Angeles Argyle Executive Forum

PE Secondaries in this Frozen Market 18 March 2010 New York Capital Roundtable
6th AustralAsian Cleantech Forum 22 - 26 March 2010 Melbourne Terrapinn
Asset Allocation Summit Africa 2010 23 - 26 March 2010 Cape Town Terrapinn
Private Banking Asia 2010 23 - 25 March 2010 Singapore Terrapinn
CIS Private Equity and Venture Capital 23 - 24 March 2010 Moscow C5
Foundations & Endowments 24 - 25 March 2010 New York IQPC
Distressed Investing and Financial Restructuring Australia 31 March - 1 April 2010 Sydney Euromoney Seminars
World Private Equity Congress 2010 8 - 9 April 2010 Hong Kong Standard Board
Private Equity Southeast Asia Summit 2010 14 - 15 April 2010 Singapore IQPC
Buyouts West 2010 15 April 2010 San Francisco Buyouts Conferences
SEE Private Equity 2010 20 April 2010 Istanbul EastEuro Link
Private Equity Exit Strategies 21 - 22 April 2010 London IIR
Investing in Private Equity Funds 21 April 2010 New York Argyle Executive Forum
The Private Equity International Forum: Asia 21 - 22 April 2010 Hong Kong PEI Media
European Mid-Market PE Conference 06 May 2010 London BIE Events
European Pensions and Investments Summit 10 - 12 May 2010 Montreux Marcus Evans
PE Fundraising from Institutional Investors in 2010 13 May 2010 New York Capital Roundtable
9th Annual MedTech Investing Conference 19 - 20 May 2010 Minneapolis International Business Forum
PE Investor Relations - Best Practices for Keeping LPs Happy 20 May 2010 New York Capital Roundtable
6th World Islamic Funds & Capital Markets Conference 25 - 26 May 2010 Bahrain Mega Events
Capital Creation Secondaries 2010 27 May 2010 London WBR
SuperReturn US 2010 2 - 4 June 2010 Boston ICBI
Investment Consultants Summit 6 - 8 June 2010 Montreux Marcus Evans

Conferences Spotlight

Date: 27 May 2010
Location: Jumeirah Carlton Tower, London 
Organiser: WBR

Driving Secondaries Deal Volume Through The Economic Upturn
Uncovering the next wave of secondaries deal volume in 
2010.  Pricing differences, conservative investment policies and 
continuing market uncertainty all resulted in a slowing private 
equity secondaries market in 2009. Capital Creation Secondaries 
2010 will bring together the world’s leading industry fi gures to 
highlight the key drivers behind the impending surge in deal 
volume, revealing the issues that will be at the forefront of 
increased activity.

Information: 
www.secondarieseurope.com

London Business School Private Equity 
Conference

Date: 18 March 2010
Location: New York City, NY 
Organiser: The Capital Roundtable

Designed to Meet the Needs of GPs, LPs, & Managers of Buyout, 
Growth Equity, & Mezzanine Funds, As Well as Offi cers & Directors 
of Their Portfolio Companies, Independent Sponsors, and  
Investment Bankers, Lenders, Industry Executives, Lawyers, & 
Other Advisors Who Work With Them. 

Information: 
www.capitalroundtable.com/masterclass/mc_2010-03-
18.html

PE Secondaries in This Frozen Market - 
What Preparations GPs & LPs Should Be 

Making Now That A Thaw Seems Imminent



24 ◄

© 2010 Preqin Ltd. / www.preqin.com 

March 2010

Hermes Investimenti is seeking to gain 
exposure to the energy sector.
The Italian family offi ce is looking for 
private equity fi rms to partner with to 
invest in the energy industry. It has a 
particular preference for opportunities 
in the renewable energy sector and will 
consider committing to primary funds 
as well as direct investment and co-
investment opportunities in conjunction 
with private equity managers. Hermes 
Investimenti’s private equity activity has 
previously provided exposure to Italian 
industry, but the fi rm anticipates focusing 
solely on energy for the foreseeable 
future.

Employees’ Retirement System of 
the State of Hawaii is considering 
launching a fund of funds program.
The Hawaiian public pension fund controls 
assets of just over USD 8.8 billion and 
has a target allocation to private equity 
of 7%. In late January the pension fund 
put forward a proposal to launch a fund 
of funds initiative in order to channel 
capital to venture managers that agree 
to maintain a presence in Hawaii, and to 
invest in companies that operate in the 
state. In particular, it would look to back 
investors targeting companies in the 
technology and performing arts sectors, 
with an aim to encourage economic 
development. Employees’ Retirement 
System of the State of Hawaii maintains 
its focus on Hawaii-based private equity; 
in late 2008 it set aside a USD 25 million 
allocation for investment in in-state funds 
or companies that promote the economic 
development of Hawaii. The pension fund 
is advised on its private equity investments 
by Abbot Capital Management, and if 
it goes ahead with the fund of funds 
program it will target investments from 
insurance companies, banks and 
corporate and individual investors.

Ohio Public Employees’ Retirement 
System (OPERS) will look to commit 
to approximately 10–15 private equity 
funds in the next 12 months.
The Ohio-based public pension fund has a 
7.4% target to private equity and a current 
allocation to the asset class of 4.4%. It 
will look to make 10-15 new commitments 

to private equity vehicles in the next 12 
months in order to help close the gap 
between its allocation and its target. 
OPERS will have a typical commitment 
size of between USD 75 million and USD 
300 million to these funds, dependent on 
fund type and fund size. OPERS will look 
to continue its strategy of investing in a 
range of fund types, which may include 
secondaries and distressed funds, as well 
as a wide geographic focus, including 
US-, Europe- and Asia-focused vehicles. 
As of year-end 2009, OPERS had a total 
investment portfolio of USD 68.3 billion.

International Finance Corporation (IFC) 
is looking to commit to between 20 and 
25 new private equity vehicles in the 
next 12 months.
These commitments will be within IFC’s 
strategy of investing in emerging markets 
with a global diversifi cation. The bank 
anticipates committing approximately 
USD 400 million in total capital to these 
vehicles, with a typical commitment size 
of approximately USD 20 million per 
vehicle. 70% of these investments will 
be with fi rst-time fund managers across 
varying fund types, with possibly three 
or four of the funds being specialized 
cleantech vehicles. IFC currently has 4% 
of its capital invested in private equity, with 
another 7.5% committed to the asset class 
but not yet drawn by managers. IFC is an 
experienced investor in private equity, and 
its historic commitments to the asset class 
have been diversifi ed across a range of 
fund types, geographies and industries.

New Mexico State Investment Council 
(SIC) faces a possible revamp.
As a result of recommendations made by 
Ennis, Knupp & Associates to the New 
Mexico Legislative Council Service, SIC 
is expected to revamp its investment 
policies, oversight and transparency 
following a vote by the senate. One 
major change is the lessening of the 
governor’s infl uence over the board that 
oversees SIC. The review by Ennis, 
Knupp & Associates was commissioned 
by the New Mexico Department of the 
State Treasurer following the nationwide 
fall out over the pay-to-play kick-back 
scheme involving the New York State 

Common Retirement Fund last year. 
The recommendations made to the 
New Mexico Legislative Council Service 
also cover the New Mexico Educational 
Retirement Board and the New Mexico 
Public Retirement Association. Currently, 
the governor serves as the chairman of 
the investment council and can infl uence 
the board through his power to appoint 
members. The number of appointees the 
governor can make will now be limited 
and the council shall now appoint the state 
investment offi cer instead of the governor. 
These changes will be made once both 
the House and the Senate approve the bill 
and it is signed by the governor. 

Investor Spotlight:
LP News

Hanna Ohlsson

LP News

 Each month Spotlight provides 
a selection of the recent news on 

institutional investors in private equity. 
More news and updates are available 

online for Investor Intelligence and 
Secondary Market Monitor subscribers.

In the last month, Preqin analysts
have added 29 new investors

and updated 553 existing investor
profi les.

For more information, or to register for a 
demo, please visit:

www.preqin.com/II


