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In 2017, we expanded our platform to 1'036 employees (2016: 

930) across 19 offices with the aim of systematically sourcing 

and ultimately investing in an even larger opportunity set. 

We continued to pursue our highly disciplined and prudent 

approach to source and execute the most attractive investment 

opportunities in an uncertain market environment. With a focus 

on corporate, real estate and infrastructure assets where active 

value creation remains the key driver of returns, we invested a 

total of USD 13.3 billion (2016: USD 11.7 billion) on behalf of 

our clients during the period:

• Of this amount, a total of USD 8.3 billion (62% of all 

investments) was deployed in direct transactions across all 

asset classes: USD 4.1 billion in 30 individual assets across 

private equity, private real estate and private infrastructure 

and USD 4.2 billion in 47 private debt investments. 

• Our secondaries investment teams invested a total of USD 

2.2 billion (17% of all investments) in globally diversified 

private markets portfolios. 

• To complement our direct and secondary investments, we 

committed USD 2.8 billion (21% of all investments) to select 

private markets managers.

2017 was characterized by a highly competitive market 

environment with high levels of dry powder fueling competition 

for investments and supporting high asset valuations, while 

also pushing down expected returns. In 2017, we overweighted 

credits and shifted our overall investment mix towards higher 

volume but lower return credit markets.

Investment activities continued to remain geographically 

diversified in 2017, with 51% of capital invested in Europe, 36% 

in North America and 13% in Asia-Pacific and emerging markets, 

reflecting our global reach and scope. 

Highly selective screening and disciplined investment 
approach to create sustainable value 

Our relative value investment approach endeavors to ensure 

that only the most attractive assets on a global basis are 

selected for investment. Moreover, for all investments we also 

follow a stringent ESG assessment according to our Responsible 

Investment Policy and Methodology.

In 2017, we screened 3'843 direct transactions across asset 

classes and invested in only 77 of them, resulting in a decline 

rate of 98%. Our secondary investment specialists screened 

USD 137 billion in private markets assets and invested in less 

than 2% of these. To complement our portfolio, we committed 

USD 2.8 billion to select private markets investment managers. 

We are invested in more than 700 private market funds and sit 

on over 250 advisory boards, which makes us a respected and 

appreciated global investor and business contributor to many 

private market managers. 

Private markets investments during 2017
(based on volumes) 

Europe
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Primaries
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Directs
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Note: figures exclude investments executed for short-term loans, cash management purposes
and syndication partner investments.

Investments 

USD 13 billion invested on 
behalf of our clients in a highly 
disciplined manner to create 
sustainable value.
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Private market investments in 2017

Private equity

In spite of the near-record pricing, our strategies to realize 

relative value potential in the private equity space remain 

unchanged and we continue to focus on companies with three 

defining characteristics. First, we acquire platform companies 

with a strong management team and infrastructure, and then 

purchase add-on companies to further grow the platform. 

Second, we actively screen sub-segments of the market and 

focus on identifying category winners that are leaders in the 

sub-segment in terms of market share or growth potential. 

Third, we search for niche leaders with value creation potential 

and strong defensive characteristics. 

The transformative trends we are most focused on in the 

current market environment in North America are the 

specialization and digitalization of services offered by 

companies in the business services, technology, media and 

telecommunications (TMT), and consumer sectors as well as the 

Industry 4.0 trend. In Europe, one significant transformative 

trend we focus on is cost optimization across both the public 

and private sector, from corporates through healthcare 

providers to governments. Last but not least, we continue to see 

a compelling transformative trend in the emergence of a large 

middle class in emerging markets. We anticipate that this new 

middle class will initially direct its discretionary income towards 

personal health, education, and select consumer goods, largely 

mirroring the consumer spending patterns witnessed across 

developed markets.

Deal flow 2017

Private equity

*USD 4.1 billion invested in 30 assets, USD 4.2 billion invested in 47 credits.
Note: figures exclude investments executed for short-term loans, cash management
purposes and syndication partner investments. The number of credits does not include
liquid loans in the syndicated debt market.

Private debt

Private real estate

Private infrastructure

Total

Executed

Directs Secondaries Primaries

1'482 USD 88 billion 193

n/an/a424

1'084 USD 39 billion 204

77USD 10 billion853

USD 8.3 billion
30 assets & 47 credits*

USD 2.8 billion
34 commitments

USD 2.2 billion
26 transactions

3'843 USD 137 billion 474

In November 2017, we acquired United States 

Infrastructure Corporation (USIC), a leading provider 

of underground utility locating services in the US. The 

company employs more than 7'500 technicians and 

performs over 70 million utility locating services annually 

ahead of excavation or maintenance works. USIC 

currently serves around 1'000 customers in all major 

utility segments, including cable, telecommunications, 

electricity, gas, water and sewage. USIC is an example of 

a specialized market leader which has leveraged its digital 

mapping of the underground landscape of many high 

volume locate areas to make it the lowest cost and most 

reliable locate service in many geographic sub-markets. 

Moreover, the company uses telematics fleet tracking 

software to optimize its employee and fleet utilization. 

USIC is a great example of a company that has paired 

deep sector knowledge with digital solutions to become 

a category leader ten times the size of its next largest 

competitor. Our value creation strategy will focus on 

increasing organic growth by expanding USIC's service 

offering in adjacent markets, supporting its M&A strategy 

and improving key operational metrics. 

Select 2017 investment examples are shown below:

United States Infrastructure Corporation
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Private real estate

The real estate market continues to exhibit high levels of dry 

powder and the search for yield continues to drive up prices. 

Supported by the positive spreads between cap rates and 

long-term government bond yields, institutional investors 

have been incrementally raising their target allocations to real 

estate. In this competitive market environment, we continue 

to prefer properties and locations benefiting from social and 

demographic trends. In the office space, we focus on value-

added properties in major tier 1 cities and economically 

vibrant tier 2 cities across all regions, with a view to creating 

the core assets that many investors are seeking. For logistics, 

we favor centralized and ‘last mile’ distribution properties that 

support demand from e-commerce. In the residential sector, 

we pursue opportunities in markets with strong population 

and employment growth where we seek to develop affordable 

Class A apartments and upgrade Class B apartments, catering 

to the need for affordable alternatives to traditional Class A 

apartments.

Our overarching strategy is to focus on special situations:  

we seek to unlock hidden potential and generate attractive 

risk-adjusted returns in today’s competitive market 

environment with bespoke solutions. In addition, we believe 

that implementing specific value creation initiatives such as 

capex projects and rental growth initiatives is key to success.

Select 2017 investment examples are shown below. 

In August 2017, we agreed to develop over 1'700 

residential apartments in the Greater Stockholm area 

in a joint venture with SSM, a leading Stockholm-based 

residential developer. The total value of the completed 

properties is expected to be in excess of EUR 700 

million. The project comprises three separate residential 

developments, all located within a 15-minute train ride 

from central Stockholm. The developments seek to 

provide small, but fully functional residential units at a 

modest price where the need for affordable housing is 

significant. Tellus Towers will be the largest of the three 

projects and will include two high-rise residential towers, 

a hotel, retail space and a preschool over a total floor 

area of 57'000 square meters. At 78 stories, the taller 

of the two towers is expected to be among the highest 

residential buildings in Northern Europe. 

In October 2017, we acquired Civica, a leading UK-based 

provider of business-critical software and technology-

based outsourcing services to both public sector 

organizations and commercial organizations in highly 

regulated sectors. The company has a highly diversified 

customer base, including local and central governments, 

healthcare providers, housing associations, schools, and 

police and fire services, serving 2'000 major customers in 

ten countries. Civica’s software offering is highly scalable 

as many public sector clients throughout the world face 

the same challenges in digitalizing their operations, which 

in turn requires minimal customization of Civica’s current 

offering. We believe that increasingly, public sector 

entities will look to such software offerings in their quest 

to improve services while keeping costs under control. 

Our value creation strategy will be to work closely with 

management to help accelerate international growth and 

support the acquisition of complementary and accretive 

services as well as increase customer penetration with 

digital and outsourcing services and product innovation.

Visualization of Tellus Towers
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A 2017 investment example is shown below.

Private infrastructure

The record volume of capital available for private infrastructure 

is fueling competition for investments and bringing asset 

valuations to new highs, while also pushing down returns. In 

terms of deal origination, we continue to focus on building 

core assets or expanding infrastructure platforms. Our 

investment activity concentrates on the renewable energy, 

communications, and energy infrastructure sectors, all of which 

benefit from positive transformative trends. In the renewable 

energy sector, we focus on offshore wind, which we believe 

offers the most attractive opportunities based on a number 

of factors, including available investment sizes and expected 

returns. In wind energy alone, we have committed to invest in 

onshore and offshore projects totaling over 1.8GW in Europe, 

Asia and Australia since 2011. This highlights our continuous 

dedication and focus on responsible and sustainable investment. 

A 2017 investment example is shown on the next page.

In June 2017, we structured and arranged a second 

lien investment, which allowed for the refinancing and 

separation of VFS Global from Kuoni Group, a service 

provider to the global travel industry. VFS Global 

manages administrative and non-judgmental tasks related 

to visa, passport, identity and citizen services on behalf 

of its government clients. The company has a strong 

track record as it operates close to 2'500 application 

centers in 130 countries and has processed over 160 

million applications since its inception in 2001. It is a 

clear market leader with around 48% market share 

globally. The industry also has high barriers to entry due 

to the government tender process for these services 

and the high number of centrally awarded multi-country 

contracts. VFS benefits from positive drivers such as 

the growth in global travel volumes, the increased focus 

on border security and the growth of visa applications 

outsourcing. Our subordinated financing solved VFS 

Global’s specific needs throughout a complex separation 

and also supported the company’s acquisition of a 

complementary business in the emerging markets.

In December 2017, we completed the acquisition of 

73 Miller Street, an office building in North Sydney, 

Australia, for a total transaction value of around  

AUD 205 million. The transaction involves a clear 

repositioning and active asset management strategy and 

is supported by strong, local growth trends. On the one 

hand, rents in Sydney's central business district have risen 

considerably, driving some tenants to search for more 

affordable office locations in other commercial districts 

including North Sydney. On the other hand, there have 

been substantial infrastructure upgrades in the North 

Sydney area, which have increased its connectivity. 

Following the acquisition, we will execute a value-added 

business plan involving the creation of an extra 13% 

of additional retail space and the refurbishment of the 

property to bring it to Grade-A standard.

Private debt

Private debt markets remain robust, both in terms of investment 

activity and fundraising levels. Demand for direct and 

subordinated loans remains strong on the back of significant 

amounts invested by private equity funds and a growing 

number of private equity transactions that require refinancing. 

Overall, given their bespoke nature, private direct loans 

continue to offer an additional premium over liquid loans and 

generally better downside protection compared to the liquid 

loans and high yield markets through tighter documentation, 

including maintenance covenants that protect buy-and-hold 

credit investors until repayment. 

Subordinated debt financing solutions continue to be 

employed in the market, with second lien remaining a prevalent 

component. Return potential remains attractive in this space, 

where spreads offer more than a 400bps return difference 

compared to new issue first lien liquid loan spreads.

In the current market environment, we remain disciplined in 

our credit selection process and, within our key investment 

strategies (see page 30), continue to focus on companies with 

three defining characteristics: recession resilience, stable 

recurring cash flows, and high cash conversion levels. In 

particular, add-on acquisitions in fragmented sub-sectors, such 

as business software services and clinical trial outsourcing, can 

provide complementary services across regional platforms, 

vertical specialists, or fold-ins to platforms.
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Through our investment in Merkur Offshore, an 

offshore wind farm in Germany, and through our 

participation in several other European offshore wind 

processes, we have developed deep expertise in the 

sector, which we are currently using in our investment 

in Borssele III/IV, a 730MW construction-ready 

offshore wind farm in the Netherlands, which we 

signed in December 2017. With the Dutch government 

committed to achieving 16% of its energy production 

from sustainable sources by 2023 as part of a National 

Renewable Energy Action Plan, we believe the project 

is both timely and critical in helping the country achieve 

that aim. Once it is fully operational, Borssele is expected 

to generate about 3TWh per annum, enough electricity 

to power approximately 800'000 households. Borssele 

is a strong fit with our investment strategy due to its 

attractive relative value proposition and the opportunity 

to enter the project at an early stage, but without taking 

development risk. We will add value by shaping the 

debt process and final engineering, procurement, and 

construction negotiations.

Merkur Offshore

USD 12 billion in gross portfolio distributions in 2017

In 2017, we were able to realize a significant number of private 

markets assets on behalf of our clients, leading to a total of USD 

11.8 billion in gross portfolio distributions. Some distributions 

to evergreen programs were re-invested for the benefit of the 

program’s investment exposure. Other distributions enabled a 

number of mature closed-ended investment programs to pay 

out performance fees. 

In 2018, we continue to take advantage of the benign 

environment to capture attractive returns through well-timed 

exits. Select examples, initiated towards the end of 2017 and 

completed in January 2018, are given opposite.

We acquired VAT Group AG, the leading global developer, 

manufacturer and supplier of high-end vacuum valves, in 

February 2014, together with our investment partner Capvis. 

With our support, VAT was able to grow its revenues by a CAGR 

of 11% between 2013 and 2015, eventually listing on the SIX 

Swiss Exchange in April 2016 (ticker: VACN) with an offer price 

of CHF 45. We completed the third placement of our shares 

in the third quarter of 2017 and sold our remaining stake in 

January 2018. The sale completed our exit from the company, 

which has generated a gross return of 6.0x on the original 

investment and a gross IRR of 74%.

In January 2018, we agreed to sell our investment in Trimco 

International Holdings Limited, a Hong Kong-headquartered 

global provider of labels and brand identification solutions to 

the apparel sector. The company was acquired for USD 520 

million, generating a 3.4x return on the original investment. 

We acquired Trimco in May 2012 on behalf of our clients and 

subsequently worked closely with the senior management 

team to oversee a period of expansion in which the company 

quadrupled its business and grew from an Asia-centric 

manufacturing specialist into a global leader in its field. Our 

global footprint and expansive network enabled Trimco to fast-

forward its international expansion strategy through targeted 

add-on acquisitions as well as organic growth. 

In January 2018, we sold our investment in the Victorian 

Comprehensive Cancer Centre (VCCC), a cancer research, 

treatment and education centre in Melbourne, Australia. As 

Australia’s first dedicated, state-of-the-art cancer research 

and treatment facility, the VCCC was envisaged to save lives 

through the integration of research, education and patient care. 

The completed centre has 13 levels, 160 inpatient beds, 110 

day beds and eight operating theatres, and can host up to 1'200 

researchers. The VCCC was completed on time and on budget 

at a total cost of AUD 1 billion and operations began seamlessly 

in June 2016. With the facility now fully operational, and having 

received strong interest from potential buyers, we decided to 

divest our stake in this groundbreaking centre ahead of the 

original investment plan. 

In January 2018, we sold our stake in Japan Solar, a platform 

of Japanese solar power assets, generating a blended gross 

return of 3.2x on the original investment for Partners Group's 

programs. At the time of the sale, Japan Solar consisted of 

27 secured projects totaling more than 610MW of capacity, 

of which over 200MW was operational and contracted into 

long-term power purchase agreements with Japanese electric 

utility companies. It is estimated that once Japan Solar's secured 

projects become operational, they will generate enough energy 

to power around 133'000 households.
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Since Partners Group's IPO in 2006, we have seen a sustained 

growth in assets under management (AuM). Clients from all 

over the world have entrusted us with their capital in order to 

increase their exposure to private markets in different economic 

environments. 

In 2017, we continued to see strong client demand across asset 

classes and regions, mainly driven by ongoing transformative 

trends in the asset management industry. 

The most important structural driver remains the growth 

in institutional AuM combined with rising allocations to 

private markets. This has led to a CAGR of over 10% for the 

private markets industry over the last decade.1 Partners 

Group has benefited from this trend and has been able to 

outpace the market. This is in particular due to the fact that 

investors increasingly turn to managers with a truly global and 

institutional set-up. These managers are required to: 

• cover multiple asset classes;

• create value at asset-level and throughout cycles; and 

• onboard sizable commitments and manage them through 

comprehensive ancillary portfolio services.

In 2017, we further consolidated Partners Group’s position 

among the global leaders in private markets investment 

management with our institutionalized operational set-up and 

the ability to provide global solutions across private markets 

asset classes and capital structures. 

AuM grew to EUR 62 billion; up 14% year on year

We received EUR 13.3 billion in new commitments from our 

global client base across all private markets asset classes in 

2017, moderately exceeding the communicated expected 

bandwidth of EUR 10-12 billion for the full year. 

Total AuM stood at EUR 61.9 billion as of 31 December 2017 

(2016: EUR 54.2 billion), an increase of 14% year on year.

The breakdown of total AuM as of 31 December 2017 is as 

follows: EUR 32 billion private equity, EUR 11 billion private 

debt, EUR 11 billion private real estate, and EUR 8 billion private 

infrastructure.

Total AuM
(in EUR bn) 

2005 2006 2007 2008 2009 2010 2011 2012 2013 2017201620152014

5.5
8.6

12.6
15.5 16.6

20.7
24.1

27.8
31.6

61.9

54.2

46.0

37.6

CAGR (15-17): 1
6%

Note: assets under management exclude discontinued public alternative investment activities and
divested affiliated companies.

AuM by asset class

Private equity
51%

Private
real estate

17%

Private debt
18%

Note: as of 31 December 2017.

Private infrastructure
14%

EUR
62 billion

Clients

EUR 13 billion gross client 
demand in 2017; AuM stands at 
EUR 62 billion.

1 Partners Group's calculation based on data provided by Preqin (December 2006-June 
2017).
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Total AuM
(in EUR bn) 

Redemptions: -0.9

Guidance
provided:

-3 to -4

No guidance
provided

-1.5-4.1

2016 New money/
commitments

Tail-downs &
redemptions

Other factors* 2017

+13.3

EUR 54.2

EUR 61.9

=CHF 72.5

=USD 74.4

*Other factors consist of currency effects, performance, investment program changes
and other effects.

Guidance
provided:

+10 to +12

FX -2.9

Other +1.4Tail downs: -3.2

Next to gross client demand of EUR 13.3 billion in 2017, there 

were EUR -3.2 billion (2016: EUR -2.0 billion) in tail-down 

effects from mature private markets investment programs and 

EUR -0.9 billion (2016: EUR -0.6 billion) in redemptions from 

liquid and semi-liquid vehicles, amounting to a total of EUR -4.1 

billion for the full year (guidance provided: EUR -3 to -4 billion). 

Given that 36% of Partners Group's AuM is USD-denominated, 

the weakening of the US Dollar against the Euro by 12% in 

2017 negatively affected the firm's total AuM in Euros. In 2017, 

foreign exchange effects amounted to EUR -2.9 billion. 

Performance-related and other effects from certain investment 

vehicles contributed EUR +1.4 billion in 2017. As a result, AuM 

increased by EUR 7.8 billion for the full year.

Client demand across all asset classes

Private equity was the largest contributor to assets raised in 

2017, representing 36% of all new commitments. The demand 

was split across a wide range of products and mandates with 

the flagship private equity direct program and the global private 

equity integrated programs being the main contributors. The 

year on year growth rate of private equity AuM amounted to 6% 

(the FX-adjusted growth rate amounted to 9%). 

Private debt has seen a strong increase in demand, 

representing 26% of total new commitments. The demand was 

spread over several different programs and mandates, including, 

among others, the private markets credit strategy focusing on 

corporate senior debt and the multi-asset class strategy. We 

are also in the process of raising several new syndicated CLOs, 

allowing our clients to gain broader access to liquid senior debt 

market. The year on year growth of private debt AuM amounted 

to 30%. 

Private real estate demand represented 22% of all new 

commitments. In H2 2017, one of our main flagship real estate 

programs was launched and started to contribute substantially 

to fundraising. Our private real estate business continues to 

profit from real asset demand globally and grew 21% year on 

year.

Private infrastructure represented 16% of overall client new 

commitments. Demand was spread over a number of different 

investment programs, with the largest contributors being 

the flagship global direct and global integrated investment 

programs. In 2017, private infrastructure AuM grew by 24%. 

Client demand spread across Europe, North America, 
Asia-Pacific and emerging markets

We have an international client base of over 1'000 institutional 

investors around the world. In 2017, client demand was again 

well-diversified across regions: notably strong countries in 

continental Europe were Switzerland, Germany and France 

& Benelux which together contributed around 40% of total 

inflows. Over 30% of AuM growth came from the UK and US. 

However, given the size of the US pension market, our market 

share is comparably smaller than in other regions. As such, there 

is significant potential ahead of us which we aim to realize in 

the years to come. The remainder was contributed by all other 

regions across the globe, with Asia and Australia also making a 

notably strong contribution. 

To put our results into context, 2017 was also a successful year 

for the private markets industry more broadly. We benefited 

from a continued cycle of expansion in private markets and 

remained disciplined in capping our funds. Our dry powder 

was kept at reasonable levels, while still providing our clients 

with the capacity and flexibility to invest when attractive 

opportunities arise. 

AuM
(in EUR bn) 

2016

+6%

+30%

+24%

+21%

30

9

9

7

32

11

11

8

2017

61.9

54.2 Private infrastructure

Private real estate

Private debt

Private equity
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The chart below shows our AuM by region as of 31 December 

2017.

Client demand from pension funds still the major 
contributor

We continued to grow all of our private markets asset classes 

with different types of investors and entered into new 

collaborations with some of the largest and most sophisticated 

institutional investors globally. In 2017, corporate, public and 

other pension funds continued to be the key contributors 

to AuM growth, representing about half of the total client 

demand during 2017. These investors typically seek to further 

enhance the risk/return profile of their portfolios by reducing 

traditional public markets exposure. Insurance companies 

accounted for around 10% of overall assets raised in 2017 and 

became increasingly active in private markets investments, 

displaying particular appetite for our yield-generating private 

debt offerings. Sovereign wealth funds and endowments 

accounted for approximately 5% of total assets raised in 2017 

and generally engage with us seeking highly tailored private 

markets solutions to complement their existing portfolios. We 

saw increasing demand from distribution partners/private 

individuals, which represented 15% of client demand in 2017. 

These types of investors recognize the benefits of private 

markets and aim to mirror the allocations of institutional 

investors in their private portfolios. Usually, they seek to access 

private markets through liquid and semi-liquid structures, 

which are still unusual in an industry dominated by illiquid, 

long-duration funds. Approximately 20% was split among family 

offices, banks and other investors.

Partners Group has been a notable pioneer in the structuring 

of innovative liquid and semi-liquid programs for investors and 

as of the end of 2017 managed around 20% of its total AuM in 

such vehicles. 

AuM by region

Germany&
Austria

18%

UK
22%

North America
14%

South America
2%

Asia/
Middle East

9%

France&Benelux
6%

Southern Europe
3%Scandinavia

4%

Switzerland
17%

Australia
5%

EUR
62 billion

AuM by type
Distribution partners/

private individuals
14%

Public pension
funds
23%

Corporate and
other pension funds

32%

Insurance
companies

11%

SWFs and other
endowments

5%

Family offices,
banks and others

15%
EUR

62 billion

The chart below shows our total AuM by investor type as of 31 

December 2017.
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Client demand in 2017 was characterized by the successful 

closing of a number of flagship programs across all private 

markets asset classes. We have started 2018 with a sustained 

pipeline of demand from clients across the globe and expect the 

supportive fundraising environment to lead to similar results as 

last year.

For the full-year 2018, we project gross client demand of EUR 

11-14 billion, together with EUR -4.5 to -5.5 billion in tail-down 

effects from our more mature investment programs, including 

potential redemptions from liquid and semi-liquid programs. 

This increase in demand is anticipated as a result of the 

continued build-out of our investment platform, which enables 

us to offer our clients the investment capacity they look for, 

as well as strong interest from existing clients and prospects 

to invest in private markets with Partners Group based on our 

global reach, investment track record and service excellence.

In 2018, fundraising is again expected to be spread across a 

variety of programs and mandates, across all asset classes. As 

in 2017, we expect private debt to be a significant contributor, 

as we will continue to scale our platform. While no flagship 

funds are foreseen for 2018, we have a substantial number of 

established offerings open for investors, such as our semi-liquid 

structures. 

Client outlook 

2018 gross client demand 
expected to lead to similar 
results as last year; new 
guidance EUR 11-14 billion.

=

AuM, client demand and other effects
(in EUR bn, estimates)

*Tail-downs & redemptions: tail-downs consist of maturing investment programs (typically
closed-ended structures); redemptions stem from liquid and semi-liquid programs (<20% of AuM). 
**Others: consist of performance from select programs and other effects.
Note: negative effects (2014-2017) consist of both tail-downs & redemptions as well as FX & others.

2015 201820172016

(0.0)

8.4

-2.4
Tail-downs &
redemptions*

+2.4
FX & others**

-2.6
Tail-downs &
redemptions*

+1.6
FX & others**

-4.1
Tail-downs &
redemptions*

+1.5
FX & others**

(-1.0)

9.2

(-5.5)

13.3

(-4.5 to -5.5)

37.6

46.0
54.2

61.9

11-14 Client demand

Full-year 2018 expectations

Tail-downs &
redemptions*

FX & others**+/-

Total AuM
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2016 2017 Growth

AuM as of the end of the year (in EUR bn) 54.2 61.9 +14%

AuM as of the end of the year (in CHF bn) 58.1 72.5 +25%

Revenue margin1,2 1.74% 1.89%

   Attributable to management fee margin1,3 70% 70%

   Attributable to performance fee margin1 30% 30%

Revenues (in CHF m)2 973 1'245 +28%

   Management fees (in CHF m)3 679 873 +29%

   Performance fees (in CHF m) 294 372 +26%

EBITDA margin 62% 66%

EBITDA (in CHF m) 601 825 +37%

IFRS profit (in CHF m) 558 752 +35%

1 Based on average AuM (in CHF) calculated on a daily basis. 2 Revenues from management services, net, including other operating income and share of results of associates. 3 Management fees 

include recurring management fees and other revenues, net, other operating income and share of results of associates.

Key financials

Financials

Net profit reached a record 
of CHF 752 million in 2017; 
dividend of CHF 19.00 per 
share proposed.

Record bottom line in 2017 

Client demand (EUR 13 billion raised), investment activities 

(USD 13 billion invested) and underlying portfolio realizations 

(USD 12 billion) in 2017 enabled us to generate strong financial 

results across the board. Revenues increased for the first time 

to over CHF 1 billion, attributable to an increase in revenues 

from management fees, high non-recurring income and 

continued solid performance fee development.

Revenues increased by 28% year on year to CHF 1'245 million 

and EBITDA by 37% year on year to CHF 825 million, resulting 

in a record bottom line of CHF 752 million, an increase of 35% 

over the same period.

The public market valued Partners Group at CHF 18 billion in 

market capitalization as of the end of 2017, making it one of 

the most valuable listed private markets investment manager 

globally.
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Management fees are contractually recurring

2006-2015 2016/2017 long-term

Note: assuming that the market remains favorable to exits, Partnes Group expects to continue
to generate significant performance fees from its underlying client portfolios due to the
visibility that it has on the lifecycles of its programs; management fees include recurring
management fees and other revenues, net, other operating income and share of results of
associates.

70%around
90%

around
70-80%

Performance fee
catch-up: 30%

around
10%

around
20-30%

Performance fees
“quasi-recurring”

Management fees
“contractually
recurring”

Performance fees continued to remain at a solid level and 

amounted to CHF 372 million (2016: CHF 294 million).

Management fees will continue to be the main source 
of revenues

Management fees will continue to dominate our firm's revenues 

in the years to come. Given the anticipated growth in the firm’s 

AuM, management fees are expected to make up around 70-

80% of total revenues and will be recurring based on long-term 

client contracts, with a typical term of 10-12 years for equity 

and 5-7 years for debt offerings. 

We currently manage over 250 diverse investment programs 

and mandates at different stages of their lifecycle. Our 

established approach of launching investment programs and 

mandates to enable clients to capitalize on specific private 

markets investment opportunities at different points in 

the market cycle means that there will typically be several 

investment vehicles maturing at each stage of the cycle. Most 

of these vehicles entitle the firm to a performance fee, typically 

subject to pre-agreed return hurdles. 

Due to this diversification, we anticipate that performance fees 

will be earned regularly from a wide range of vehicles going 

Revenues 
(in CHF m)

Revenues

2016 2017

873
(70%)

372
(30%)

294
(30%)

 Management fees

 Performance fees  

Note: revenues include management fees and performance fees. Management fees include
recurring management fees and other revenues, net, other operating income and share of
results of associates.

1'245

679
(70%)

294973

+29%

+28%

57

105

late manage-
ment fees &

other income

Revenue growth outpaces AuM growth due to higher 
late management fees and other income

In 2017, revenues rose to CHF 1'245 million (2016: CHF 973 

million) and increased by 28%. Management fees increased by 

29%, amounting to CHF 873 million (2016: CHF 679 million), 

growing faster than average AuM in CHF, which increased 

by 18%. This disproportionate growth was mainly due to the 

successful closings of flagship programs during the period, 

which resulted in higher late management fees and other 

income.2 The latter nearly doubled compared to the previous 

year, amounting to CHF 105 million (2016: CHF 57 million). 

2017 highlights  

AuM development drives management fees

Management fees increased by 29%. This disproportionate 

management fee growth versus the average AuM growth 

in CHF was mainly due to the successful closings of flagship 

programs during the period, which resulted in high late 

management fees and other income.

Performance fees remained solid

We increased our focus on portfolio exits in order to 

benefit from the attractive selling conditions and to 

capture outsized returns. Performance fee development 

therefore continued to be solid, with total performance 

fees amounting to CHF 372 million in 2017 (2016: 

CHF 294 million), representing 30% of total revenues 

(2016: 30%). This is the upper end of our communicated 

bandwidth of around 20-30% of total revenues in the 

longer term. 

EBITDA margin (temporarily) expanded

The EBITDA margin temporarily increased to 66% 

(2016: 62%) and was mainly due to the strong increase in 

revenues deriving from management fees which outpaced 

the firm's hiring activities during the period. Based on 

our future growth potential we continue to significantly 

build out our investment platform and expect our EBITDA 

margin to revert to our target of ~60% in the mid term.

2 Late management fees and other income amounted to CHF 105 million in 2017 (2016: 
CHF 57 million), an increase of +85%. Late management fees occur in limited partnership 
structures, which typically have a contractual life of 10-12 years. At the very beginning of this 
contractual life, these structures go through a fundraising period of 12-24 months. All clients 
who commit to open investment programs during this period owe management fees for the 
entire lifetime of the fund, irrespective of when the commitment was made. This is based on 
the fact that the firm has already commenced investment management services for these pro-
grams from the day of their initiation. Clients who join an investment program at a later stage 
of the fundraising period are required to pay retrospectively for these previously delivered 
management services. Any management fee payments relating to prior accounting years are 
called late management fees. A period in which older programs complete fundraising is more 
likely to lead to higher late management fees in the same period.
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forward, making them a "quasi-recurring" source of income, 

assuming market conditions remain broadly supportive. 

In 2017, a large number of investment programs and mandates 

from a wide range of vintages paid out performance fees. For 

the years to come, we expect to continue to generate significant 

performance fees from underlying client portfolios. The 

expected bandwidth for performance fees as a proportion of 

total revenues remains at around 20-30%, assuming that the 

market remains favorable to exits. 

Stable revenue margin on management fees; higher 
margins due to higher level of performance fees

The dominant part of our revenue base is still recurring and 

based on long-term contracts with our clients, providing highly 

visible cash flows. The increase in management fee margin 

was driven by higher late management fees and other income, 

amounting to 1.33% (2016: 1.22%). Performance fees lifted the 

total revenue margin to 1.89% (2016: 1.74%) during the same 

period. 

Performance fee development

2005 2006 2007 2008 2009 2010

16 13
43 39 16

2013 2016 202020152014 2017

5.5
8.6

12.6
15.5 16.6

20.7
24.1

27.8
31.6

46.0

37.6

2011 2012

Assets under management

(in EUR bn)

Performance fees

(in CHF m)

6-9 years

34
64

54.2

61.9

294

372

Note: assuming that the market remains favorable to exits, Partners Group expects to continue
to generate significant performance fees from its underlying client portfolios.

Stable management fee margin

20092007 2008 2011 2013 2014 2015 2016 2017201220102006

1.26%
1.36%

1.25% 1.23%
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1.89%
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Note: management fees include recurring management fees and other revenues, net, other operating
income and share of results of associates; based on average AuM (in CHF) calculated on a daily basis.
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Performance fee mechanism 

In private markets, performance fees are designed to 

remunerate investment managers for their long-term 

value creation results. They are a profit-sharing incentive 

for managers that outperform an agreed hurdle over the 

lifetime of an investment program. Performance fees are 

typically only charged once investments are realized and a 

pre-defined return hurdle has been exceeded. Because the 

value creation period lasts for several years, performance 

fees typically only start to be earned six to nine years 

after an investment program commences its investment 

activities, and only if these are successful.

The chart below shows the performance fee recognition 

model of a typical limited partnership program. It shows 

how distribution activities in client portfolios bring forward 

the maturity profile of an investment program and increase 

the likelihood that the required return hurdle is reached. 

This illustrative example assumes an initial client 

commitment of 100. After a couple of years the portfolio 

generates distributions to the client based on ongoing 

exit activities. After 6-9 years, there should be so many 

distributions (cumulated) to the client that the hurdle 

rate is reached (140). At this point in time, the investment 

manager catches up on past performance in excess of the 

initial client commitment (“catch-up” on 140-100 = 40 x 

20% performance fees = 8).

Performance fee recognition model

200
Capital returns to clients

140

100

6-9 years

Performance fee recognition (realized)

0

Note: performance fees of performance fee generating investment programs and mandates
typically range between 10-20% over a hurdle of 6-8% IRR on invested capital, depending on the
program and instruments. For illustrative purposes only. 

If NAV were
sold at 60

20

12

8

8

Performance fees
(20% above 100)

Total current value
(in USD)

hurdle rate
(8% IRR on invested capital)

If NAV were sold over
time at 60 (20% of 60 = 12)

catch-up
(20% of 40)

initial client commitment
(in USD)

Locked-in performance (based on exits)

Distributions
140

NAV
60

6-9 years
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EBITDA margin development and outlook

2013 2014 2015 2017 Newly generated mgmt.
fees and perf. fees on 
existing and new AuM

2012 20162011

61% 61% 60%
66%

59% ~60%62%

1.21 1.23

0.93

1.23

0.89

New AuM,
performance fees

1.21

0.92

1.11

0.98

62%

1.09

0.99

1.07

0.96

EUR/
CHF

USD/
CHF 0.94

Mid-term

Note: foreign exchange rates in daily averages in respective years.

Currency exposure in 2017

AuM
Management

fees
Costs*≈ ≠

Other
~15%

USD
~20%

CHF
~45%

GBP
~15%

EUR
~5%

Other
4%GBP

7%

Other
4%GBP

7%

USD
36%

EUR
53%

USD
36%

EUR
53%

*Includes personnel expenses and other operating expenses.
Note: all figures are based on estimates and the currency denomination of underlying programs;
revenues include revenues from management services, net, other operating income and share of
results of associates.

EBITDA margin temporarily up; ~60% target EBITDA 
margin confirmed 

In 2017, EBITDA increased by 37% year on year, amounting to 

CHF 825 million (2016: CHF 601 million). The EBITDA margin 

increased to 66% (2016: 62%), temporarily above the firm's 

long-term target EBITDA margin of ~60% for newly generated 

management fees (assuming stable foreign exchange rates), as 

well as for performance fees on existing and new AuM. 

The temporary margin expansion was mainly due to the strong 

increase in revenues deriving from management fees, which 

outpaced the firm's hiring activities during the period. While 

revenues increased by 28% in 2017, total personnel expenses – 

the main driver of our expenses – increased by 13%, in line with 

the growth in the total number of professionals. 

Revenues grew more than costs 
(in CHF m)

2016 2017

Revenues 973 +28% 1'245

Total costs, of which -372 +13% -420

   Personnel expenses -318 +13% -359

   Operating expenses -55 +10% -60

EBITDA 601 +37% 825

   EBITDA margin 62% +4%-points 66%

Note: revenues include management fees and performance fees. Management fees include 
recurring management fees and other revenues, net, other operating income and share of 
results of associates. 
 

We are further committed to sustainably investing in the build-

out of our investment platform and hiring professionals in order 

to systematically increase our capacity to generate and pursue 

attractive investment opportunities in line with the growing 

allocations of our clients. 

The allocation of revenues stemming from performance fees 

to our professionals through our long-term compensation 

programs was in line with our target EBITDA margin. We 

allocated ~40% of performance fees to the team, ~60% 

remained with the firm and its shareholders. 

Continued diversification of AuM, revenues and cost 
base anticipated 

Despite growing our business internationally and consequently 

diversifying our sources of income, our revenues still primarily 

derive from EUR- and USD-denominated investment programs 

and mandates. Fluctuations in these currencies against the 

CHF can affect the absolute amount of revenues and costs. In 

2017, the modest strengthening of the EUR against the CHF 

positively affected revenues. 

Our team has grown at a higher rate outside Switzerland in 

recent years based on our continuously increasing investment 

opportunities around the world. This slowly diversifies our 

cost base further and reduces our cost base in CHF in relative 

terms over time. As a result, the foreign exchange impact on the 

EBITDA margin deriving from a CHF-denominated cost base 

contrasted with EUR/USD-denominated revenues is expected 

to be reduced even further.

Performance fee mechanism (continued)

The investment manager will share any additional 

distributions stemming from the sale of the remaining 

portfolio over time, according to a pre-defined 

performance-sharing mechanism with clients (80% to 

clients; 20% to the investment manager). It is assumed 

that the remaining NAV equals 60 and this entitles the 

investment manager to an additional performance fee of 

12 (60 x 20%) should the portfolio be sold at the indicated 

value of 60. 

In summary, due to the investment manager's long-term 

value creation, the initial client commitment of 100 has 

grown in value to 200, which entitles the investment 

manager to a performance fee of 20 (200 –100 = 100 

value gain x 20% performance fees).
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Value creation in client portfolios drives financial 
result

We typically invest into our own investment programs alongside 

our clients (around 1% of the program's size). The positive 

performance of these investments was the main contributor 

to the financial result of CHF 36 million in 2017 (2016: CHF 

38 million). In summary, the firm's IFRS profit increased by 

35% year on year to stand at CHF 752 million (2016: CHF 558 

million).

Net liquidity of CHF 1.3 billion; successful bond 
issuance of CHF 300 million in 2017

Partners Group’s balance sheet remains strong. After a dividend 

payment of CHF 397 million in May 2017, we hold a current net 

liquidity position of CHF 1.3 billion as of 31 December 2017. 

The net liquidity position comprises cash & cash equivalents and 

short-term working capital facilities for investment programs 

provided by the firm, net of borrowings.

In 2017, we successfully issued Partners Group's first corporate 

bond, raising CHF 300 million through a fixed-rate senior 

unsecured CHF-denominated issue. The bond was issued with a 

seven-year term and a coupon of 0.15% and matures on 7 June 

2024. The bond enables us to optimize the management of our 

liquidity for, in particular, short-term financing needs arising 

from the provision of treasury management services for clients. 

These services allow for efficient use of capital within a number 

of our investment programs by bridging capital drawdowns and 

distributions where beneficial for clients.

Proposed dividend increase of 27% to CHF 19.00 per 
share 

Based on the solid development of the business in all asset 

classes and regions, the operating result and confidence in the 

sustainability of the firm’s growth, Partners Group’s Board of 

Directors proposes a dividend of CHF 19.00 per share (2017: 

CHF 15.00 per share) to its shareholders at the Annual General 

Meeting on 9 May 2018. This represents a dividend increase of 

27%.

The total proposed dividend distribution of CHF 507 million 

corresponds to a 67% payout ratio of the IFRS profit and 

represents a dividend yield of 2.8% based on the share price of 

CHF 668 as of 31 December 2017.

Financial outlook 

We are moving confidently into 2018 and see solid demand for 

our new programs and mandates from clients across the globe. 

• We expect management fees to continue to grow 

alongside AuM. While we are about to launch several 

new initiatives in 2018 (no flagship offerings), we expect 

lower late management fees and other income than in the 

previous year. 

• We expect performance fees to remain within the 

expected bandwidth of around 20-30% as a proportion of 

total revenues, assuming that the market remains favorable 

to exits. 

• We expect personnel expenses to increase broadly 

in line with AuM and management fees as we continue 

to sustainably invest in the build-out of our investment 

platform and hiring of dedicated professionals. 

Performance-related compensation will continue to 

depend on performance fee development.

• We expect our current EBITDA margin to slowly revert to 

our ~60% target margin in the mid term due to our efforts 

to build out our investment platform.

• Our balance sheet remains solid. With CHF 2.0 billion 

in shareholders' equity and CHF 1.3 billion net liquidity, 

we feel well-equipped to realize the potential of private 

markets in different economic environments.

IFRS profit development
(in CHF m) 

2016 2017

752

558
+35%

Dividend payments since IPO

*As per proposal to be submitted to the 2018 Annual General Meeting of shareholders to be held on
9 May 2018.
Note: assets under management exclude discontinued public alternative investment activities and
divested affiliated companies.
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