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The contents of this document are not provided for 
any person other than those specified below including, 
without limitation, any retail persons.

This document must not be copied, reproduced, 
published, distributed, disclosed or passed to any other 
person, directly or indirectly, in whole or in part, by any 
person, through any medium or in any form, at any time 
without the formal written authorisation of Evercore 
Partners International LLP (“Evercore”). By accepting 
this document, the recipient agrees to be bound by the 
obligations and limitations in this disclaimer.

This document has been prepared using materials 
and information that were made available to Everco-
re and other organisations that have authored articles 
herein from publicly available sources. In writing the 
content of this document, Evercore and the other orga-
nisations that have authored articles herein may have 
assumed and relied upon the accuracy and complete-
ness of any financial and other information and data 
they have used without independent verification of such 
information or data.

This document does not purport to be comprehen-
sive or exhaustive or contain all the information that a 
recipient may need in order to evaluate or act on any of 
the matters disclosed within it. This document speaks 
as of the date hereof and has not been independently 
verified and no representation or warranty, express or 
implied, is made as to the accuracy or completeness or 
sufficiency of such information and nothing contained 
herein is, or may be relied upon as, a representation, 
whether as to the past, the present or the future. Each 
of Evercore, its affiliates and their respective directors, 
officers, employees, agents, representatives, affiliates 
and/or advisers expressly disclaims any obligations or 
undertaking to update or verify any such information.

This document is necessarily based upon econo-
mic, market and other conditions as Evercore believes 
to be in effect on, and the information made available 
to Evercore as of, the date hereof. There are a number of 
risks, uncertainties and factors that could cause actual 
results and developments to differ materially from those 
expressed or implied by these statements and forecasts. 
Past performance cannot and should not be relied on 
as a guide to future performance. To the maximum ex-
tent permitted by law, and except in the case of fraud, 
Evercore, its affiliates and their respective directors, 
officers, employees and agents expressly disclaim any 
liability which may arise from this document and any 
information contained within it, or any other written or 
oral information provided in connection therewith, and 
any errors, misrepresentation or misstatement contai-
ned therein and/or omissions there from.

This document has been prepared for information 
purposes only and is not to be construed as an offer or 
invitation or solicitation or recommendation or provi-
sion of advice to sell or purchase any securities or con-
duct any other investment activity or transaction and is 
not a commitment by Evercore (or any of its affiliates 
or their respective officers, employees, representatives 
or agents or advisers) to provide or arrange any finan-
cing or other service for any transaction or to purchase 
or sell any security or other investment in connection 
therewith.

This document may not reflect information known 
to other professionals in other business areas of Everco-
re and its affiliates.

By accepting this document, the recipient acknow-
ledges and agrees that Evercore does not and will not act 
in a fiduciary capacity for the recipient. Evercore may 
only be regarded by any recipient as acting on its behalf 
as financial adviser or otherwise following the execu-
tion of an engagement letter between us on mutually 
satisfactory terms.

Evercore and its affiliates do not provide legal, ac-
counting or tax advice. Accordingly, any statements 
contained herein as to tax, legal or accounting matters 
are neither written nor intended by Evercore or its af-
filiates to be used and cannot be used by any taxpayer 
for the purpose of avoiding tax that may be imposed on 
such taxpayer. Each person should seek legal, accoun-
ting and tax advice based on his, her or its particular 
circumstances from independent advisors regarding the 
impact of the information or matters described herein.

This document should not be viewed as advice or 
recommendations with respect to any particular invest-
ment or investment strategy. This document contains 
articles written by Evercore employees and by third par-
ties. All third-party articles were written specifically for 
this issue, and any data or viewpoints contained in any 
third-party articles belong solely to their authors, may 
not reflect the viewpoints or authorship of Evercore or 
its affiliates, and in no way shall Evercore or its affilia-
tes be held liable or responsible for them. Any views or 
opinions expressed herein reflect the judgment at this 
date of the respective authors and are subject to change 
without notice.

Where Evercore or an affiliate is licensed in a juris-
diction, the recipient of this document shall consider 
such distribution to have come from only from the rele-
vant licensed Evercore entity (ies). Notwithstanding the 
foregoing, this document is not directed at, or intended 
for distribution to or use by, any person or entity who 
is a citizen or resident of or located in any jurisdiction 
(including the United Kingdom) where such distribu-
tion, publication, availability or use would be contrary 
to applicable law or regulation or which would subject 
Evercore and/or its subsidiaries or affiliates to any regis-
tration or licensing requirements in such jurisdiction.

The distribution of this document and its conten-
ts in jurisdictions other than the United Kingdom may 
be restricted by law and, accordingly, recipients of this 
document represent to Evercore that they are able to 
receive this document without contravention of any 
legal, registration or regulatory requirements in the 
jurisdiction in which they reside or conduct business, 
or any requirement for Evercore and/or its affiliates to 
undergo any registration or licensing requirements in 
such jurisdiction. Recipients of this document outside 
of the United Kingdom should inform themselves about 
and observe any applicable legal restrictions in their 
jurisdiction which may be relevant to the distribution, 
possession or use of this document and recognise that 
Evercore does not accept any responsibility for contra-
vention of any legal restrictions in such jurisdiction or 
which are otherwise applicable to such recipient.

To the extent this document or any statement con-
tained within it constitutes a financial promotion which 
is not exempt for the purposes of the Financial Services 
and Markets Act 2000 (Financial Promotions) Order 2005 
(the “Order”), this document is only being distributed 
and delivered to certain persons in the United Kingdom 
on the basis that such person falls within one of the 
exemptions contained in the Order. The contents of this 
document have accordingly not been approved by an 
authorised person for the purposes of Section 21 of the 
Financial Services and Markets Act 2000 (“FSMA”). Such 
approval of this document would be required by Section 
21 FSMA if the exemptions referred to below, or some 
other exemption, did not apply. This document and its 
contents are being distributed and delivered on a con-
fidential basis only to persons in the United Kingdom 
who are (or who are reasonably believed to be):

(i)  a person having professional experience in  
 matters relating to investments as defined in  
 Article 19 of the Order; or
(ii)  a high net worth company or trust or other  
 person of the kind to which Article 49(2) of the  
 Order applies; or
(iii)  any other person to whom it may otherwise be  
 law fully communicated in accordance with the  
 Order.

Any investment or investment activity to which this 
document or information relates is available only to 
such persons as are referred to in the paragraph above 
and will be engaged in only with such persons. Persons 
not falling within these categories should not rely or act 
upon this document or any information contained wi-
thin it. If you have received this document and you are 
not such a person you should immediately return it to 
Evercore. Otherwise you will be deemed to have warran-
ted that you are such a person, or are otherwise a person 
to whom such information may be lawfully distributed 
and delivered by Evercore.

Evercore, its affiliates and their respective directors, 
officers, employees, agents, representatives and/or advi-
sers shall not be responsible for any costs or expenses 
incurred by any recipient of this document in connec-
tion with the appraisal of it or its content and/or for any 
other costs and expenses incurred by such recipient.

Any matter, claim or dispute arising out of or in 
connection with this document or its contents, whe-
ther contractual or non-contractual, is to be governed 
by and determined in accordance with English law and 
the recipient, by accepting delivery of this document, 
agrees that the courts of England shall have exclusive 
jurisdiction to resolve any dispute, whether contractual 
or non-contractual, arising out of or in connection with 
it or its contents.

© Evercore. All rights reserved. This presentation 
is confidential and proprietary to Evercore. Evercore 
accepts no liability for the actions of third parties in 
relation to the redistribution of the material in this do-
cument.
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T
he private equity market has 
experienced a significant evo-
lution and growth in recent 
years. In early 2021 it came to 
an immediate halt. The reason 
behind this mirrored that which 

paused markets following the global finan-
cial crisis in 2008: a period of excessive in-
vestment activity prior to the crisis followed 
by one of great economic uncertainty. As a 
result, in both 2021 and after 2008, transac-
tion activity stalled and investors’ cash flow 
profiles fell into disarray. Additionally, allo-
cations were further limited by regulatory 
constraints. Altogether, these led to a subs-
tantial reduction in new commitments by 
institutional investors. 

Private equity fund managers are now 
seeking “new” pools of capital. Private wealth 
investors, namely high-net-worth (“HNW”) 
and ultra-high-net-worth individuals 
(“UHNW”), have become increasingly 
attractive.

Why is that? HNWs and UHNWs are 
typically defined as individuals with 
substantial wealth, often exceeding $1 
million in assets. In general, their cash flows 
mainly originate from entrepreneurial or 
labour income sources, and as such, they are 
less dependent on distributions from prior 
investments, affording them the “luxury” of 
allocating their capital more flexibly. They 
are in a better position to commit to new 
funds in this current market environment 
than other institutional investors. On paper, 
this makes them an interesting source of 
capital.

The growing prominence of private wealth 
investors

The private equity fundraising market 
has seen substantial growth in recent years, 
with total AUMs reaching record highs. 
This evolution has mainly been driven by 
the attractive returns. Historically, private 
equity has outperformed traditional asset 
classes like stocks and bonds. Moreover, with 
the sustained period of low interest rates, 
investors have ventured into asset classes 
with higher risk profiles in order to generate 
decent returns. 

Private investors have been largely left out 
of this trend, up until recently. In the Global 
Private Equity Report 2023, Bain & Company 
estimates that 50% of the total global AUM, 
representing $275-295 trillion, is owned by 
private wealth investors. Across alternative 
investment funds, this investor group only 
represents 16% of AUM. What’s more, these 
allocations mainly come from a relatively 
small number of UHNW investors and family 
offices. This is set to change. Bain projects 
strong growth in the private wealth investor 
base, which could see their allocations to 
alternatives more than triple from $4 trillion 
in 2022 to $13 trillion by 2032.1  

The increasing prominence of private 
wealth investors in the private equity 
fundraising market follows their growing 
appetite for the asset class. It is mainly driven 
by:

• Pursuit of higher returns: Private 
wealth investors’ appetite for returns 
surpasses what traditional investments 
offer, as they understand private 
equity’s potential to provide substantial 
profits over the long term, especially 
when managed by experienced fund 
managers;

• Risk tolerance: Given their higher levels 
of wealth, HNW and UHNW investors are 
often able to take on more risk in their 
investment portfolios, and recognise 
that private equity can be an attractive 
option for those willing to endure some 
volatility in exchange for the prospect of 
significant gains; and

• Growing need for diversification: HNW 
and UHNW investors recognise the 
importance of diversification to manage 
risk across their portfolios. Private 
equity investments are less correlated to 
traditional asset classes, thereby adding 
a layer of protection during market 
volatility.

The challenges faced by private wealth 
investors

While private wealth investors’ interest in 
private equity is significantly increasing, they 

face certain challenges and complexities 
which need to be addressed in order to 
unleash the full might of the private wealth 
capital pool:

• Regulatory complexity: The private 
equity industry is subject to a variety of 
regulations with various jurisdictional 
idiosyncrasies. Ensuring compliance 
with these regulations is often complex 
and requires expertise, with added costs;

• Illiquidity: Private equity investments 
are illiquid, and private wealth investors 
must be comfortable with longer 
investment periods and the inability to 
sell their stakes in a regulated market;

• Cashflow profiles: Private wealth 
investors are typically accustomed to 
more predictable cash flow patterns 
whereby they have to transfer money 
at one or more clearly defined dates 
and, likewise, receive their returns on a 
specified date. Contrarily, private equity 
drawdowns and distributions do not 
always follow a set schedule;

• High minimum commitments: Often, 
private equity funds call for minimum 
commitments of €5-10 million, and 
therefore require a significant portion of 
a private individual’s wealth;

• Due diligence: Selecting the right 
private equity fund manager is critical 
to reaching return targets. Considering 
that private equity investments are 
regularly blind pooled, there needs to 
be a high degree of conviction in the 
manager’s investment acumen. Proper 
and thorough due diligence prior to 
committing to a fund is crucial, but it is 
also intensive from a time and cost basis, 
and requires relevant experience; and

• Access to closed fund managers: The 
best performing fund managers can be 
very selective about who they accept 
commitments from. Private investors 
need an “in”, and in some cases, they 
need to convince a GP to be included in 
its investor base.

Private individuals: The new “go to” LPs for private 
equity fund managers?

BY THOMAS WEINMANN, CEO AND MANAGING PARTNER AT REIA CAPITAL
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The first three challenges can be overcome 
with education, but the last three require 
a different approach as well as innovative 
investment solutions.

Capturing private wealth through feeder 
funds and funds of funds

For many years, private banks have been a 
means through which to access private equity 
funds by providing their HNW and UHNW 
clients with feeder fund solutions, with 
tickets starting from c. €100,000. Given the 
ease of marketing, these feeder funds could 
often provide access to well-known large-cap 
private equity funds, with additional fees for 
the private bank’s efforts. 

In Europe, these investment models 
weren’t as widespread. In 2013, a new 
regulatory framework was introduced in 
Europe with the advent of the Alternative 
Investment Fund Manager Directive 
(“AIFMD”), which itself was recently 
supplemented by improved regulation on 
fund structures, such as European Long-
Term Investment Funds. These new rules and 
regulations have afforded greater protections 
and/or enabled smaller investors to access 
private equity investments within the context 
of a diversified investment approach.

Following this, new trends emerged in 
Europe such as digital investment platform 
models, feeder funds (as described above) 
and funds of funds structures targeting 
HNW and UHNW investors. Most recently, 
large private equity fund managers have 
started to open their core flagship funds to 
small retail investors via their own digital 
investment platforms. As a result, private 
wealth investors are enjoying a greater array 
of investment opportunities to choose from. 

Feeder funds normally start with relatively 
low minimum commitments of €100,000 to 
€200,000 and provide private wealth investors 
with access to specific private equity funds 
with a second fee layer. However, there are 
some important considerations to bear 
in mind. Firstly, the responsibility of due 
diligence typically lies with the investor, not 
the feeder funds. Often, several feeder funds 
provide access to the same private equity 
fund, which investors need to consider when 
trying to build up diversified investment 
portfolios. If an investor wants to invest in 
a specific fund and to perform their own 
due diligence, they should use relatively low 
investment tickets and the most cost-effective 
feeder fund approach. 

Because of these considerations, 
historically, funds of funds have been the 
investment solution for smaller institutional 
investors who lack the financial means and 
experience to build a diversified portfolio 
on their own. Whilst they have a second 
fee layer, funds of funds are mandated to 
find private equity funds generating alpha 

and have to perform due diligence on such 
managers. Moreover, they have to build and 
monitor private equity portfolios. 

In the last ten years, new funds of funds 
serving private wealth investors have 
entered the private equity market, enabling 
private individuals to invest with minimum 
commitments as low as €200,000. Managers 
of funds of funds also act as advisers to their 
underlying investors, providing them with 
guidance on cash flow requirements as well 
as addressing their regulatory questions. As 
such, these funds of funds can provide a one-
stop solution for smaller investors looking 
for a diversified private equity investment 
product with higher returns than feeder 
funds.

Given the increased interest in private 
equity investments, the feeder funds and 
funds of funds will likely play an important 
role in increasing private investors’ allocation 
to private equity in the coming years.

Private investors may become a stable 
source of funding for private equity fund 
managers

In summary, the market is responding 
to the increasing demand from private 
wealth investors for alternative assets, 
with lower minimum commitments, 
enhanced transparency and greater access 
to top-quality fund managers. With the 
growing regulatory complexities and the 
inherent risks associated with private 
equity investments, private wealth investors 
should be ever-so diligent and/or use trusted 
advisers before entering the private equity 
arena. Private wealth investors are poised to 
become an important pool of capital for fund 
managers, who, in tumultuous fundraising 
markets of the kind we are witnessing today, 
stand to benefit from this investor base with 
predictable cash flows, flexible deployment 
habits and inherent stability.

1. Bain & Company, Global Private Equity Report 2023
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