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Ultra-wealthy investors in the TIGER 21 network have continued to ramp up their allocations to private 
equity to historically high levels. 
 

 
 

Average allocations to private equity rose to 23% in the first quarter of 2016, a historic high. That’s a 
significant climb from the 9% average allocation TIGER 21 members had to private equity in 2010. In 
fact, for the first time, private equity now represents a bigger slice of member portfolios than public 
equity. 
 
A lot of the money investors have put into private equity and other risk-equity asset classes has come 
from fixed income and cash, says Barbara Goodstein, CEO of TIGER 21. Fixed income has fallen to 10% in 
the first quarter from about 23% in 2009, Goodstein says. Cash holdings are also down from then, when 
they represented about 13% of investors’ portfolios. 
 
“People [are] wanting to make their money work harder for them,” Goodstein says. “In this very low 
interest rate environment, they have to be looking for opportunities that have significant upside.” 
 
But private allocations might not have much further to climb. 
 
“I think this is probably the top,” Goodstein says. “People will continue to want to keep holding some 
level of cash and some level of fixed income. This is probably where the allocations are going to stay.” 
 
The survey, which covers 400 ultra-high-net-worth TIGER 21 members who manage more than $40 
billion in collective assets, found that overall equity allocations, including private equity, public equity, 
real estate and hedge funds, have reached 78%, according to TIGER 21. That’s above a previous pre-
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crisis peak. Equity allocations had previously reached 77% in 2007, before falling to a low of 60% in 
2009. 
 
Not all equity asset classes have fared as well as private equity, however. Real estate allocations have 
fallen to represent 25% of the average TIGER 21 member portfolio, down from a high of 30% in 2015, 
Goodstein says. Hedge funds are holding their own, standing at 8% of the portfolio. 
 
A separate survey from iCapital Network last year showed that single family offices also expressed a 
penchant for private equity, as reported by FundFire Alts. 
 
More than 90% of single family offices in that survey said they allocate 10% or more of their portfolios 
into private equity funds or direct investments. While most of them, almost 71%, said they put between 
10% and 20% of their total portfolio into private equity, a segment of respondents allocated far more. 
More than 8% said they put more than half of client assets in private equity investments. 
 
To meet demand from registered investment advisors (RIAs) working with ultra-wealthy clients for 
access to private equity, Dynasty Financial Partners earlier this year launched an alternative investment 
platform in partnership with iCapital. 
 
“There’s no question we get more and more requests for private equity than we used to,” says Michael 
Moriarty, head of Dynasty Financial Partners’ investment platforms. 
 
While the platform includes research-covered lists of private equity funds, along with hedge funds, RIAs 
in the Dynasty network, have also been approaching the research team with requests to add certain 
managers and funds that they have sourced independently, Moriarty says. The firm is currently working 
on adding four different custom funds for teams, based on these types of requests. 
 
Many of Summit Trail Advisors’ ultra-high-net-worth clients are interested in tapping into private 
equity, including direct investments and private equity funds, says Seth Katz, partner and head of 
investments of Summit Trail, a $1.8 billion RIA. Client allocations to the asset class can vary widely, 
depending on each clients’ needs, typically ranging between 5% and 20% of the portfolio. Some clients 
allocate even more than that, he says. 
 
“We definitely see an appetite among ultra-high-net-worth [investors] to see direct deals,” Katz says. 
But Katz says his firm tends to recommend caution with direct deals, and stresses the benefits of 
diversification. 
 
“I think we’re going to continue to see more capital moving into the private markets,” Katz says. What 
used to be the domain of institutions has moved more and more into the ultra-high-net-worth and high 
net-worth space, he adds. 
 
TIGER 21 members are using a combination of direct investments and private equity funds to access 
private equity, Goodstein says. Many members are investing in industries and companies they are 
familiar with from their business background, or adopting investments they have learned about from 
other members of the peer-to-peer investor education network, she says. 
 
“This is the area that they know best,” Goodstein says. “They’re going to the space that they’re 
comfortable. These are entrepreneurs and business owners." 
 
http://www.fundfire.com/c/1353663/154323  

http://cp.mcafee.com/d/FZsS96Qm74TArFKf6XCQXzxNEVvs73DPqtNMUQsLKf8ECQXzxNEVvs73xNJ6XX3abXPPVLltwxLbriCNYY_gleh7UFEYKrD8zYkQundzzhOUgKOevW_8IfCzBeX37nKnhd7byf9zzhOOOepuVqWdAklkkmel3PWApmU6CQPqrxK_6zAQsCzAQsCzByZXTdECM0rHs47ph_BYJyaryqbPe8I8Inp9hZTUN-8GHl1I_PJzelz_dBpJGOxk55rkTBPqa9EV79TdwIqid40KT10nB7Ph0qa0kbJMg5VhYQkCy1nUjBm7E6y0JlIQgiwq8blwp-ddDaI3h1m1Ew19ykV_4QgCT73plqDZFvR
http://cp.mcafee.com/d/avndxMwd6Qm74TArFKf6XCQXzxNEVvs73DPqtNMUQsLKf8ECQXzxNEVvs73xNJ6XX3abXPPVLltwxLbriCNYY_gleh7UFEYKrD8zYkQundzzhOUgKOevW_8IfCzBeX37nKnhd7byf9zzhOOOepuVqWdAklkkmel3PWApmU6CSjqrxK_6zAQsCzAQsCzByZXTdECM0rHs47ph_BYF-NIjODX6NfdgcX2TE4E-XYo_4llGwSvVOWSMb0Dibgg10Is75ErippE366ggbOxIbiQZE366gg5Jze7NEraPrlB2EaaSFLbCQkjhOejKr1oQAq81tK20LafCy0Qk0EnrwwbOzVEFd42LMDaIfgd41qHpEwB0QgmH0PYqrelo6y2I3h02j4FP-9ExdKe6_vg_
http://cp.mcafee.com/d/5fHCNAe4wUpdEIe9L8TjsudTdFT73zhO-Ue7fCQXzxNEVvsuhhdFT73zhO-Ue73zqdTS6knTDDPuGX13umSBdzVV-wGsyfNjhVsTeh7UFEYKr76zBMxtAs_R-hovd7atS6eLsKyqen4uj76zBBAsOZORQr8EGEEIsG7DR8OJMddI6QT3t-d79EVd79EVd7b5XTKrhdw0TmU8eOz_bVr4kNRS4Sshojpd7b9afK_6fN5lqEdD-tIpOIvVIHdJmkawEHqCYKrhhd78VeVI5zihEw5SU82YE-q83hg2xtK20LafCyAQga_2sGMZ0Qg5GJCy2k3h1qI3fNFIVlwq8aMd409ciDfUCy4SUUrfD98
http://www.fundfire.com/c/1353663/154323

