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Sydney rush: overseas capital is looking for a way into the country
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Talk to anyone active in the Australian pri-
vate equity scene and it’s clear there are 
some solid grounds for optimism. Fundrais-
ing is expected to top A$4 billion ($2.98 
billion; €2.57 billion) this year, the economy 
continues on its record-breaking run of 27 
straight years of economic growth, and, 
despite some worries about high valuations, 
dealflow remains strong. 

So what is driving the market? Here are 
seven key trends set to impact Australia’s 
private equity landscape over the next 12 
months, according to leading market par-
ticipants.

1SPIN-OUTS ARE SHAKING UP  

THE MARKET

“Truly impressive,” is how one 
Nordic-based LP describes 
Ben Gray (pictured), whose 
plans to raise A$2 billion 
with his debut Australia 
and New Zealand fund were 
initially met with disbelief by 
some investors. The fact Gray, 
a former managing partner with TPG, 
raced to a A$2.6 billion final close, was 
testament to the vibrancy of the Austral-
ian market.

Gray’s BGH Capital is just one of 
a number of spin-outs to have raised 
debut vehicles in recent months. Former 
Pacific Equity Partners managing direc-
tors Anthony Kerwick and Rob Koczkar 
secured A$600 million for their new firm 
Adamantem Capital, while Archer Capital 
alumni Andrew Gray and Rishabh Mehro-
tra have set up Potentia Capital to target 
Australia’s thriving tech scene.

Oz on the move: 
7 key trends
A new crop of ‘hungry GPs’ is increasing the spotlight on 
the Australian private equity market, writes Graeme Kerr

FUNDRAISING

“These are very exciting funds raised by 
hungry GPs wanting to prove themselves,” 
says Eugene Snyman, regional head for 
Australia and New Zealand at Cambridge 
Associates.

2ALL EYES ARE ON FEES  

AND EXPENSES

A big potential source of investment for 
private equity funds is the A$2.5 trillion 
in savings held by Australia’s compulsory 
defined contribution system. One deter-
rence is a new regulation, known as RG 97,  
to enhance superannuation fund fee and 
cost transparency. Introduced last October 
by the Australian Securities and Investment 

Commission, Martin Scott, head of Aus-
tralia at Partners Group, describes 

it as “a monumental mistake”.
“Essentially, what they 

have done with RG 97 is to 
force all the trustee boards of 
the superannuation funds to 

try and get their fees down to 
compete,” he says. “What’s happen-

ing is a race to the bottom and the fees will 
also be replicated with (lower) returns as 
many of the funds index their investments 
to avoid costs.”

The Australian Private Equity and Ven-
ture Capital Association has lobbied hard: 
“The discussion around fees and costs must 
go alongside the discussion about returns 
and the long-term advantages of invest-
ing in an active investment strategy,” says 
Yasser El-Ansary, AVCAL chief executive. 
El-Ansary is hopeful an independent review 
will tame RG 97. “It’s still a work in pro-
gress,” he says. ››
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3RETURNS ARE HOLDING UP WELL

Snyman describes Australia as “a well-
honed market place” with returns compa-
rable to global private equity and “very 
attractive” in the context of local public 
markets in Australia. 

“If you look at PE over a 10- or 15-year 
period, returns are comparable with those 
that you would see in Europe or the US 
with a 500 basis point improvement on 
the public markets, which rises to 1,000 
basis points for the top two quartile man-
agers.”

Why the outperformance? Snyman says 
private equity gives you far more exposure 
to the consumer sector, certain industrial 
sectors and healthcare: “There have been 
strong trends in all these areas.”

4OVERSEAS INVESTORS ARE A 

STRONG SOURCE OF EXITS

The Riverside Company, which is cur-
rently investing its $235 million Asia-
Pacific Fund II, has made three exits in 
the last six months – all to overseas buyers: 
occupational rehabilitation specialist Work 
Health Group to US-based ExamWorks 
in April; animal health company Simcro 
to Swiss-based Datamars in March; and 
online compliance training provider 
Learning Seat to California-based Cal-
lidus Software in December. “We are 
increasingly seeing Australia becoming a 
very attractive market for offshore buyers, 
particularly companies seeking scale,” says 
Melbourne-based Simon Feiglin, a manag-
ing partner.

“And that overseas interest is from 
all over the world – European, Asian and 
North American interests. And it’s from 
all over Asia – China, Japan, Philippines 
and Thailand. We think that’s going to 
increase.”

“There’s a lot of capital chasing few deals 
and for that reason valuations are pricey 
locally, but also globally, so sometimes we 
prefer to invest in the debt instead of the 
equity,” he says.

7INNOVATION INCENTIVES

Government policy has shifted in the 
last two years to encourage innovation 
– and it appears to be paying dividends. 
“We had a lot of catching up to do,” says 
El-Ansary. A game-changer, he says, was 
the launch two years ago of the National 
Innovation and Science Agenda. There were 
incentives to encourage pension funds to 
invest in start-ups, changes to immigration 
laws, and a dedicated fund to stimulate VCs 
to commercialise medical research.

Venture capital fundraising doubled to 
A$1.32 billion in FY 2017, says AVCAL.

“It’s a very exciting trend in Australia and 
gained quite a lot of traction from firms such 
as driverless car start-up Zoox and quality 
inspection app Safety Culture, which is in its 
third round of fundraising and has a $440 
million valuation,” says Snyman. n

AUSTRALIA

5THE RISE OF CREDIT FUNDS

Another big trend, Feiglin says, is the 
entry of the credit firms. Over the last 
two years, as many as 15 credit funds have 
entered the Australian market, including the 
likes of Barings, ICG and Goldman Sachs 
“with a significant appetite to deploy capital 
and lend money”, he says. “We’ve seen new 
debt packages which exist elsewhere in the 
world: unitranche facilities, term B loans – 
which have been common technology in the 
US and Europe and are just starting to come 
to Australia. They will probably lead to high 
valuations because there is higher liquidity.”

6VALUATIONS ARE A ‘CHALLENGE’

The increased availability of credit 
is just one factor pushing up valuations, 
which AVCAL’s El-Ansary concedes can 
be a “challenge” especially in the booming 
health sector. 

The predominance of Australian-only 
PE funds and the increased tendency of 
superannuation funds to ‘step out’ and do 
their own deals is also raising deal prices, 
says Scott of Partners Group.

HOLDING STEADY

Australia-based private equity fundraising

Source: Private Equity International

2010 2011 2012 2013 2014 2015 2016 2017

$bn No
C

ap
ita

l r
ai

se
d

N
um

b
er

 o
f f

un
d

s 
cl

o
se

d

Capital raised Number of funds closed



55july/august 2018 private equity international

Going local
Sam Sicilia, chief 
investment officer of 
Hostplus, talks to  
Carmela Mendoza  
about its venture capital 
portfolio and supporting 
local innovation

VC TRENDS

AUSTRALIA

Why are superfunds increasing their 

investments in Australian VC man-

agers?

Superannuation funds collectively own 
about 25 percent of the Australian public 
equities market. We are increasingly becom-
ing the market, which is why we need to 
invest in other ways to avoid bidding up 
asset prices.

Hostplus has always been prepared to be 
different and invest in alternative sectors. 
This has resulted in us gaining exposure to 
attractive investments, which we otherwise 
could not have gained through traditional 
asset classes.

Investing in Australian innovations, such 
as Aravax (a peanut allergy vaccine), Car-
diac Dimensions (a heart failure device) 
and Canva (a graphic design website) has 
given us exposure to exciting new busi-
nesses, rather than passively waiting for 
them to disrupt other more established 
companies. These alternative investments 
also play an integral diversification role in 
our balanced portfolio.

Has anything changed domestically 

that has supported this?

Australian VC has matured enormously over 
the last few years and many of the previous 
impediments, such as the tyranny of dis-
tance and the cost of getting a start-up off 

the ground have reduced sig-
nificantly. We have domestic 
VC funds which are outper-
forming their Silicon Valley 
counterparts. Australian entre-
preneurs are also thinking differ-
ently, considering the global potential of 
their start-up from day one.

This is coupled with the fact that ven-
ture-backed companies are staying private 
longer, and young companies are growing 
faster because technology is enabling rapid 
scalability. Venture-backed companies are 
therefore bigger and older by the time 
they are open to public market investors, 
meaning there are greater opportunities 
for long-term investment and strong net 
returns in this asset class. 

What’s attractive about Australian VC?

The Australian VC market is typically 
less competitive and offers friendlier inves-
tor terms. As a long-term limited partner, 
Hostplus looks to develop strong track 
records with our Australian VC partners.

By partnering with and bringing in the 
expertise of Australian fund managers, such 
as Brandon Capital, Square Peg Capital and 
MH Carnegie over the long term, we can 
better understand the likely future trajecto-
ries of Australian listed markets, especially 
the industries within those markets. 

As a national industry superannuation 
fund, we also maintain a conscious bias 
towards investing in our home country. 
We are passionate about supporting local 
innovation, attracting and retaining top 
talent in Australia. This includes showcas-
ing Australia as a world leader in health and 
medical research.

How much of Hostplus’s VC portfolio 

is in Australia vs US or other markets?

Hostplus is one of Australia’s 
largest institutional investors 
in venture capital, with more 
than A$700 million ($516 mil-

lion; €445 million) committed to 
the start-up ecosystem, supporting 

innovation in biomed, fintech, clean energy, 
autonomous cars and cybersecurity.

Over 20 percent of Hostplus’s  VC allo-
cation is invested in Australia, around 40 
percent in the United States, as well as 
smaller allocations in China, the United 
Kingdom and France, among others.

Any concerns investing in VC?

VC returns can be significant as 
the risks involved are higher than other, 
more traditional asset classes – such as 
infrastructure or property. It is therefore 
imperative that higher valuations are jus-
tified with increased levels of growth, 
downside protection and quality invest-
ments.

We use two strategies to mitigate the 
risks associated with investing in venture 
capital. Firstly, we reduce the size of our VC 
investments relative to the typical private 
equity investments we make. Secondly, we 
use diversification to spread our investment 
risk across different managers, sectors, 
company lifecycles and, most importantly, 
sources of potential dealflow.

What are the expected returns for 

your VC investments?

Whilst it isn’t possible to model expected 
returns for all VC investments, as a rule of 
thumb, VC fund managers target a return 
of around 20 percent or more. However, 
this varies between investments and is 
determined by several different factors. 
For us, we always aim high, otherwise it’s 
not worth it. n
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The best of both worlds
Australia’s private equity 
market combines both 
access to Asian growth 
markets and the stability 
of a US-style regulatory 
system, says David Brown 
of Sydney-based buyout 
firm Pacific Equity Partners

KEYNOTE INTERVIEW: ACTISKEYNOTE INTERVIEW: PACIFIC EQUITY PARTNERS

MID-MARKET DEALS

Pacific Equity Partners is all too aware of 
the ebbs and flows of the Australian private 
equity market. Having raised more than 
A$8 billion ($6.09 billion; €5.7 billion) 
across five funds in more than 20 years, 
the Sydney-based buyout firm is the larg-
est in Australia with deal activity at 1.7x 
the next largest company over the last 
five years. 

From the boom that followed the finan-
cial crisis – Australia was considered some-
thing of a safe haven in the aftermath of 
the crash – PEP has led the development 
of the market by extending its product line 
with the PEP Secure Assets Fund. We talked 
to David Brown, managing director at the 
firm, about the state of play in the mid-
market and why investors are attracted by 
the prospect of above average returns in a 
low-risk environment.

How has the private equity market 

developed in Australia since you 

joined Pacific Equity Partners?

There’s a bit of misconception around 
the extent of change in the market struc-
ture and funds under management and 
what’s really happening in the Australian  
mid-market. If you take it back to when 
I joined the firm in 2004 – there were 
four players in the domestic mid-market: 
Pacific Equity Partners, CHAMP, Archer 
Capital and Ironbridge Capital. The total 
funds under management between us then 
was about A$4 billion, which grew to A$6.5 
billion by 2012 and remains at around that 
number today, but with a different set of 
players. 

Some funds are taking a pause while 
others have scaled down to sub-billion-
dollar funds and dropped to the lower 
mid-market.

How did the mid-market players 

differ?

Each of the players in the mid-market has 
had a different investment strategy and 
been focussed on different deal opportu-
nities which means minimal, if any, overlap 
on deals. 

We’ve seen a lot of new business cards 
with new logos, but not a lot of change to 
the FUM or the number of deal teams in 
the domestic mid-market. For us at PEP, we 
have a heavy focus on operational improve-
ment and we tend to invest in businesses 
that need operational change and capital 
for growth.

What about global firms tapping into 

the Australian market?

From a market structure perspective, the 
brands we have seen down here have not 
changed that much. The focus of the global 
players has tended to be elsewhere on large 
businesses or businesses with natural and 
demonstrated growth momentum. While 
there has been stability in this segment with 
respect to the number of players, there has 
been quite a bit of change in the leadership 
and teams of those players.

What is the EV/EBITDA multiple for 

acquisitions in the mid-market?

In the mid-market, we’ve been paying 
about 8x EBITDA for businesses consist-
ently over the period, which is in line with 
the market. 

It comes back to what we are doing – 
buying businesses that are invariably going 
sideways or experiencing low growth, then 
focusing on step-changing performance. 
Historically these businesses have had 4 
percent growth prior to acquisition, while 
PEP aims to double profits over a five-year 

A$3.5bn
Assets under management

A$750m
Target size for PEP Secure 
Assets Fund

A$8bn

A$2.8bn

Capital raised across five 
funds since 1998

Amount raised since 
September 2015
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KEYNOTE INTERVIEW: PACIFIC EQUITY PARTNERS

period. These types of businesses are often 
priced fairly for the opportunity because 
there is a lot of work to do. We often share 
the upside with the owners, in a joint ven-
ture type of structure.

How important are Australia and New 

Zealand in an investor’s portfolio?

For offshore LPs, the attraction of Australia 
and New Zealand is that we form part of 
the Asian region and have great access and 
exposure to the growth across Asia. Within 
our current portfolio, ACG Education has 
a big portion of Asia-based business, as 
does iNova Pharmaceuticals; for Manuka 
Health, Asia is a core export market; and 
even Patties Foods these days is starting to 
sell products in Asia across different parts 
of that business.

What you are getting with ANZ is 
exposure to the growth trends of Asia but 
also baseline stability. If you are a pension 
fund in Texas assessing the importance of 
ANZ in your portfolio, you are getting a 
regulatory system similar to the US. You 
are getting consistent high returns, in 
combination with a low-risk regulatory 
and market framework, coupled with the 
growth options that Asia brings. 

You also have the ability to do control 
transactions. The Chinese and South-East 
Asia markets have certainly grown but it’s 
still hard to get majority control transac-
tions done and harder to get liquidity at the 
end. We’re getting a different dealflow from 
China and the rest of the region. 

Looking at our prior and current portfo-
lio, I think what we’ve been doing – buying 
an underperforming market leader and cre-
ating a business with a much larger scale 
and more stable platform – is also highly 
relevant for Asia trade buyers.

What attracted you to Pinnacle?

Pinnacle was the first acquisition in Fund V and it had a number of the charac-
teristics of a core PEP deal – a carve-out from a corporate owner, strongly positioned 
in an attractive market and significant performance and operational upside. 

Six of our last 10 deals have been corporate carve-outs and it is a real focus for us. 
One of the benefits of that experience is knowing how to transition these businesses 
seamlessly. 

On acquisition, there was an immediate investment in the operations of the busi-
ness and transitioning to a newer manufacturing plant. This is similar to what we have 
done in a number of circumstances with the consumer foods and other businesses we 
have bought. In addition, there was significant focus and investment into new product 
development, senior management and sales and marketing.

Why did you combine Pinnacle and Allied Mills?

Allied Mills was also a carve-out from a corporate joint venture structure. The 
investment thesis behind the transaction was to combine the operating footprint of 
Allied and Pinnacle to create the leading milling and prepared bakery products business 
in Australia. Again, significant investment has gone into the factories, quality, safety 
and new product development.

The combined businesses have traded well – both revenue and earnings are progress-
ing well and the operational synergies have been realised ahead of plan. In addition, a 
sale and leaseback of the property portfolio was completed in March, realising over 
A$350 million in proceeds. n

PEP acquired Pinnacle Bakery in 2015 and Allied Mills in 2017, 
forming Allied Pinnacle

Picking winners

››

Plenty of dough: Allied Pinnacle’s sale and leaseback in 2017 raked in over A$350m in proceeds
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SPONSORED BY 
PACIFIC EQUITY PARTNERS

In October last year, PEP extended its 

core private equity strategy to include 

infrastructure through its Secure Assets Fund, 

which has a A$750 million target and a A$1 

billion hard-cap. What was the reason behind 

setting up the fund?

There has been a regular flow of deal 
opportunities for a fund like this which 
we have seen over the years. 

These weren’t core infrastructure, 
but businesses with protected cashflows, 
either long-term contracts or strategic 
assets, where there were significant iden-
tifiable operational upsides. This provided 
the opportunity to earn returns that were 
substantially above traditional infrastruc-
ture levels. 

As a result, we have a new fund initia-
tive, the PEP Secure Assets Fund, which 
targets businesses with solid low risk base 
line returns, identified operational upsides 
and large co-investment opportunities. This 
is proving attractive to investors.

How do local businesses view private 

equity? 

Support for private equity in ANZ has always 
been more positive than in many other 
geographies. This partly reflects the proac-
tive position taken by AVCAL, the industry 
body. Our track record over the last 20 years 
shows we have done 30 standalone deals and 
over 100 bolt-on acquisitions in that time. 
For every platform deal we do, there are on 
average three or more bolt-ons. That’s what 
we’ve focused on – we buy leading businesses 
in industries that are performing below their 
full potential, invest heavily in them, change 
the strategy of the business, add management 
resources, invest heavily in sales, marketing 
and new product development as well as new 
geographies. The vast majority of value add 
has come from re-establishing growth. n

Brown: a lot of new business cards but the number of deal teams is the same

You are getting 
consistent 
high returns 

in combination with 
a low-risk regulatory 
and market framework, 
coupled with the growth 
opportunities that  
Asia brings
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Gray’s grand plans
Ben Gray, the ex-head of Asia at TPG and co-founder  
of BGH Capital, is expected to shake up Australia’s 
private equity scene. By Carmela Mendoza

FIRST-TIME FUND

When news emerged last year that Ben 
Gray was targeting A$2 billion ($1.9 bil-
lion; €1.6 billion) for his debut Australia and 
New Zealand-focused fund, market watch-
ers responded with surprise and scepticism. 
Some investors said it was “aggressive” and 
that the figure was too large to deploy in 
the two markets alone.

But Gray, who co-founded BGH Capital 
with ex-partner at TPG Simon Harle and 
former head of Macquarie Capital Robin 
Bishop in October, did not have difficulty 
raising capital. The firm held a more than 
A$2.3 billion first close just four months 
after launching the fund and held its final 
close above the A$2.5 billion hard-cap in 
early May.

Gray is one of Australia’s most successful 
private equity executives. Before setting up 
BGH he spent close to 13 years at TPG. 
His most recent role was managing partner, 
where he served as the joint head of Asia, 
head of Australia and New Zealand, and as 
a member of the firm’s global management 
committee. He was previously a director at 

Right direction: the fund raced to its A$2.5 billion hard-cap

AUSTRALIA

funds, sovereign wealth funds, insurers and 
endowments, among others.

Gray’s BGH represents a significant 
change in Australia’s private equity indus-
try, according to one Sydney-based fund 
of funds manager. While deployment will 
be his main challenge, the demise of firms 
such as Archer Capital, CHAMP and Iron-
bridge Capital, and the decision by Pacific 
Equity Partners to extend its strategy to 
infrastructure, are making a gap in the 
market, the manager points out.

“BGH will be under a lot of pressure to 
get the money out, but they are not in any 
hurry. And they have a good solid pipeline 
of proprietary ideas that they are working 
on,” the manager notes.

While Gray and his team at BGH may 
be hitting a rough patch with an attempt to 
reacquire Healthscope (investors are hoping 
for a higher bid than BGH’s A$4.1 billion 
offer and Brookfield Asset Management’s 
A$4.35 billion bid), PEI understands the 
firm is not solely focused on big auctions. It 
will target a range of transactions across the 
whole market – from small growth deals to 
mid-market and large buyouts with enter-
prise values of up to A$6 billion.

In Australia, where local and foreign 
buyout firms are fierce competitors, 
market participants expect Gray and his 
team at BGH to make a big impact, emu-
lating the best of what he has seen in US 
and European private equity and applying 
it locally.

“I think that will be the secret sauce 
over the next couple of years, it will be all 
about value creation, proprietary deals, and 
coming up with bolt-ons before actually 
acquiring the main asset,” the fund of funds 
manager said. “In a high valuation environ-
ment, you do not want to be caught when 
the music stops.” n

Credit Suisse’s investment banking division 
in the US and Australia.

Gray’s greatest strength, according to 
market participants Private Equity Inter-
national spoke to, is his understanding of 
Australian businesses. 

Under Gray’s leadership TPG struck 
a number of high-profile deals including 
the A$3 billion buyout of private hospital 
operator Healthscope in 2010, A$880 mil-
lion purchase of poultry producer Ingham 
in 2013 and commercial property services 
company DTZ for about A$1.2 billion in 
2014. All the deals are said to have gener-
ated strong returns for TPG – Ingham’s float 
in 2016 fetched A$950 million for the firm, 
while Healthscope’s A$3.6 billion listing in 
2016 reportedly earned TPG’s investors 
almost A$2 billion.

One Hong Kong-based placement agent 
tells PEI that Gray has a “solid track record, 
a good following and a good degree of con-
fidence among limited partners”, which is 
why BGH’s debut fund received strong 
backing from North American pension 
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Crossover appeal
Institutions are increasingly 
keen on investments 
spanning agriculture, real 
estate and infrastructure, 
writes Matthieu Favas

AGRI

It had been a long time coming. Melbourne-
based Qualitas, originally a real estate spe-
cialist, wanted to make its first investment 
in food and agriculture, but opportunities 
were few and far between. Late last year 
the asset finally emerged: a A$400 million 
($302 million; €252 million) portfolio of 10 
flour-milling and bakery operations owned 
by Allied Pinnacle was up for sale.

Qualitas decided to buy the asset and 
built a fund around it. “It’s a fund where the 
underlying cashflows come from an agricul-
tural product which makes up about 20 per-
cent of Australians’ diet,” Mark Fischer, co-
founder and managing director at the firm, 
told sister publication Agri Investor. If the 
facilities ever stop functioning, he says, the 
country would probably face food shortages.

But Australia’s need for flour was not the 
only reason the firm was keen to set up the 
Qualitas Food Infrastructure Fund, of which 
the flour-milling portfolio is the only asset.

“Over the coming period, we feel, there’s 
going to be an increase in crossover-style 
investments. The traditional real estate, 
infrastructure sectors and – at least in Aus-
tralia – agricultural sectors are all starting 
to converge,” Fischer says. Core real estate 
has become quite expensive, infra is fraught 
with regulatory and political risk, and agri-
culture is a “developing institutional sector. 
This transaction sits in the middle of those 
three investing types.”

The QFIF is targeting a total size of 
A$204 million. It has already reached a first 
close, “heavily subscribed” to by existing 

stable cashflows. Fischer says the portfo-
lio will make cash-on-cash returns, after 
tax, of 7.3 percent. The fund has a return 
target of more than 10 percent post-fees, 
part of which Fischer expects to come 
from value-add opportunities the firm has 
already spotted.

He sees little chance investors will be 
confused by the portfolio’s hybrid nature. 
“We have a very strong following among 
sophisticated institutional investors, whose 
primary focus is on the stability of underlying 
cashflows. And this asset has a very dominant 
market share for what is a core food staple 
in our country.”

Yet the opportunity has not attracted all 
investor types to the same extent. Fischer 
says LPs used their real estate or infrastruc-
ture allocation; no one invested out of an 
agriculture bucket. The big ag investors 
Qualitas spoke to, indeed, had an objection.

“They thought the income profile was 
too sheltered from commodity-price risk. 
We felt it was a positive feature of the fund 
but those who invest in ag, understandably, 
want exposure to commodity-price risk,” 
Fischer says. n

Growing appetite: agriculture is a ‘developing institutional sector’

AUSTRALIA

investors and covered the “vast majority” of 
the targeted amount, according to Fischer. 
LPs currently comprise domestic investors, 
Asian insurers and European pension funds.

Qualitas has started talking to potential 
investors it hopes will help it to seal a final 
close in Q3 or Q4. Their commitments 
should allow the firm to free up some of 
the balance sheet capital it has pledged to 
close the Allied Pinnacle deal.

The fund’s LPs share a long-term out-
look, says Fischer. “The consensus was that 
seven years was a good starting point. But 
there’s appetite for potentially remaining for 
an extended period.” He explains investors 
may decide to hold on to the portfolio when 
the vehicle reaches its term.

That’s the key selling point of QFIF’s 
hybrid strategy: it allows investors to be 
opportunistic about when they want to exit, 
says Fischer. If valuations warrant it at a given 
point in time, they can decide to cash out and 
pocket a profit, he reckons; if not, then they 
can just continue collecting the cashflows and 
“make a very nice level of baseline return”.

The properties have 15- or 30-year 
leases held by Allied Pinnacle, guaranteeing 
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Bubbling under
DATA ROOM

Source: Cambridge Associates

Years with no figures have an insufficient number of funds in the vintage year sample to produce a 
meaningful return

Source: AVCAL
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DOWN FROM THE PEAK

LARGER BUT FEWER DEALS

GROWTH OPPORTUNITIES

STRATEGIC EXITS

Returns and multiples have slipped from  
the highs seen for 2010-vintages

IRRs and multiples by fund vintage
Strategies of Australia-focused funds since 2010
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