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Investments
We invested USD 32 billion
in attractive transformative
companies and assets.

Investment environment
2021 was a record year for the private markets industry
and was a particularly successful year across all metrics for
Partners Group. We experienced strong underlying portfolio
performance and took advantage of the robust market
momentum to transact on our thematic pipeline. This allowed
us to invest a record USD 32 billion into companies and
assets that we believe are well-positioned for future growth,
while exercising high selectivity and discipline on pricing.
In this competitive environment, we remain true to our
belief that "thematic investing is key to unlocking value": we
seek opportunities to build resilience instead of buying it
by focusing on assets with value creation potential in subsectors with above-average, consistent growth rates. We are
very selective and source thematically in order to identify
these sub-sectors. We then leverage our entrepreneurial
governance approach to create market-leaders through
business transformation and platform development, leading
to long-term value creation for our clients.

Portfolio performance
In 2021, our private markets portfolio continued to perform
well. Our portfolio performance was based on our thematic
sourcing, rigorous asset selection process and hands-on value
creation approach. The portfolio net performance overview
for the twelve-month and ten-year period ending on 31
December 2021 is provided in the following table.

Direct portfolio performance track record 1), 2)
1-year

10-year

Private equity

26.0%

19.9%

Private debt

9.3%

6.4%

Private infrastructure

9.7%

13.5%

Private real estate

13.8%

9.4%

1) Currencies were converted to USD based on 31 December 2021 FX rates.
2) Model net returns assume Partners Group‘s standard management and performance fees
and do not include the impact of factors such as taxes incurred by investors, organizational
expenses, search fees, ongoing operating costs or expenses incurred by the program, etc.
The performance presented reflects model performance an investor may have obtained and
does not represent performance that any investor actually attained. Return figures denote
annualized pooled internal rates of returns (IRR) of direct investments in the respective
asset classes. Private real estate includes all investments underlying Partners Group‘s Real
Estate Opportunity (REO) strategies, representing private real estate direct investments and
(direct) secondary investments.

Private equity
Partners Group's direct private equity portfolio achieved
a strong net performance of 26.0% during 2021. Record
investment activities were supported by strong underlying
operational performance, increasing the adjusted EBITDA of
our direct lead portfolio by 25%1. The changing investment
environment has created challenges but also opportunities.
Contrary to what the market originally expected, valuations
for quality companies have not experienced a correction
but were rather at new record highs. Our private equity
investment strategy remains very disciplined: we invest in
themes that offer clear resilience and companies where
we are in a position to create fundamental value at the
asset level. Our current investment focus themes include
robotic process engineering within our technology vertical,
1 Based on last twelve month ended as of 30 June 2021 adjusted EBITDA, NAV weighted
year on year % change.
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alternative protein production in goods & products, missioncritical utility maintenance in services, and small-molecule
contract development and manufacturing organizations in
our health & life vertical.

Private debt
Following a swift normalization, private debt ended 2021
with a net performance of 9.3%. Our private debt strategy
continues to be guided by our thematic approach, negotiation
of tight credit documentation and favorable economics, and
our ownership mentality. We do not foresee a fundamental
alteration in our investment approach but continue to
move up the capital structure in our direct lending with
a greater focus on senior secured debt, such as first lien
and unitranche. We remain focused on investments where
the level of return is commensurate with the level of risk.
This conservative investment philosophy is implemented
with an in-depth due diligence process in order to focus on
resilient sectors, such as technology, services, software, and
healthcare, which have lower relative exposure to economic
variances and commodity price-related industries, in a broadly
diversified portfolio. We would generally expect our debt
strategies to experience less volatility as a result of the focus
on high quality, non-cyclical businesses.

Private infrastructure
Partners Group's direct private infrastructure portfolio
achieved a net performance of 9.7% during 2021. The
acceleration of certain structural changes brought forward
a window of opportunity to deploy capital into the next
generation of infrastructure. One example of these changes
is a trend towards sustainability, which shapes our investment
approach and underpins our thematic focus. The current
market is priced to perfection and the risk of inflation
continues to be a pertinent factor; our preferred approach
revolves around platform strategies in high conviction
themes. This conviction produced strong results in 2021 as
our portfolio benefitted from our investments in industrial
carbon capture, wastewater treatment, and "green" data
centers.

Private real estate
In 2021, our private real estate opportunity strategies
achieved a net portfolio performance of 13.8% during
the year. There remains a strong appetite for quality
assets in good locations, by a variety of yield seeking
investors. Our 2021 performance results were underpinned
by a focus on our preferred themes of residential-for-rent,
high-quality logistics, and specialized high-quality offices
in the medical space.
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Investments in 2021
During 2021, we invested a total of USD 31.7 billion (2020:
USD 10.3 billion) on behalf of our clients across all private
markets asset classes. We had a strong year for new
investments, which is partially a result of some catch-up
effects from the prior year period that was affected by the
pandemic.

Partners Group’s private markets investments 1)
(in USD bn)

31.7

21.7

H2

17.0
11.7
H2

13.6

H2
H2

H1

H1

2016

2017

8.6

H2

10.3
H2

H1

H1

2018

2019

H1

H1

2020

2021

1) Figures include add-on investments but exclude investments executed for short-term loans,
cash management purposes, and syndication partner investments. As of 31 December 2021
private markets investments 2016–2021 also include assets raised in the liquid loans
business (“BSL”) during the period, which includes collateralized loan obligations and net
inflows into dedicated liquid loan investment vehicles.

The firm invested USD 20.8 billion, on behalf of our clients,
(66% of total investment volume) into direct assets, of which
USD 17.6 billion was committed as equity with a focus on
value creation through entrepreneurial governance and USD
3.2 billion was committed to corporate direct lending.
To complement our direct investments, we invested USD
10.8 billion, on behalf of our clients, (34% of total investment
volume) into portfolio assets. These portfolio assets include
USD 5.2 billion of secondary investments into globally
diversified private markets portfolios, USD 2.6 billion of
select primary commitments to other complementary
private markets strategies, and USD 3.0 billion into broadly
syndicated loans.
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Private markets investments by region and asset class1)
(in USD bn)
Portfolio
assets
34%

Sec.
16%

Prim.
8%
BSL
10%

Asia-Pacific/
Rest of World
9%

USD
32 billion

Debt
10%

North
America
50%

Equity
56%

USD
32 billion

Direct
assets
66%

leverage DiversiTech's leading product category positions
to gain wallet share with customers in other categories by
accelerating new product development, expanding through
M&A, and bolstering internal manufacturing capabilities.

Private debt
Europe
41%

1) Figures include add-on investments but exclude syndication partner investments. Direct
equity investments include all direct private equity, direct infrastructure, and direct real
estate investments (including direct secondary transactions where Partners Group has a
controlling interest). Private debt investments include direct lending investments ("direct
debt") as well as assets raised in the liquid loans business ("BSL") during the period, which
includes collateralized loan obligations and net inflows into dedicated liquid loan investment
vehicles.

The US was the most active region for our investment
business during 2021, accounting for 50% of all investment
commitments vs. 41% in Europe and 9% in Asia-Pacific / Rest
of World.

Select private markets investments in 20212
Private equity
In 2021, we invested USD 16.0 billion in private equity,
prioritizing investment opportunities that offer a combination
of both resilience and growth. In order to source assets with
these components we performed due diligence on hundreds
of investment themes, which are underpinned by long-term
secular trends. We currently zoom in on more than 50 of
them, which are subsequently grouped into our four verticals:
Health & Life, Techonology, Goods & Products, and Services.
One investment theme that we have focused on for a while is
asset and utility maintenance. We concentrate on those asset
and utility maintenance businesses looking after missioncritical equipment. One example that fits squarely into this
theme is our investment in DiversiTech, a leading heating,
ventilation, and air conditioning (HVAC) parts manufacturer
and supplier in November 2021.
DiversiTech is headquartered in Atlanta, Georgia and provides
HVAC services and parts to over 6,000 clients throughout
the US, Canada, and the UK. The company offers over 200
product categories leading to supply chain cost advantages
for its clients.
DiversiTech is an attractive investment given its entrenched
leadership position in the systematically complex US
residential HVAC value chain and its growth track record
of outgrowing the broader HVAC market for over 15 years.
Alongside the management team, Partners Group will

We invested USD 6.3 billion in direct lending and broadly
syndicated loans in 2021. In the current market, we remain
focused on providing new or incremental financing to
category leaders in non-cyclical, defensive, sponsor-backed
businesses. Capital preservation is key in private debt
investing and we therefore follow our proven strategy and
focus on investing across our current investment themes. For
example, advancing the sustainability agenda by rewarding
positive environmental, social and governance (ESG) behavior,
which in turn improves the overall risk-return profile of a
credit. A recent debt investment example with an ESG-linked
margin ratchet is the unitranche financing that we provided to
Kusters Beheer.
Headquartered in Oss, the Netherlands, Kusters Beheer
produces fine mechanical components and modules primarily
for use in high-tech industries. In line with our process, we
defined a set of relevant, meaningful, and challenging KPIs
that are appropriate for the issuer, aspirational yet reasonably
attainable, and can be independently measured. ESG
considerations that are material to Kusters Beheer include
energy consumption, waste management, occupational health
& safety, and business ethics & governance.
Another theme that we are focused on is providing tailormade solutions, to complex transactions. In order to generate
attractive risk-return profiles, we create bespoke finance
solutions which equity investors are willing to pay a premium
for. A recent example of this is the senior financing that
we provided to support the acquisition of Ligentia. We
were able to provide pricing and structural flexibility in the
documentation to allow for attractive senior pricing and
mechanisms for future acquisitions. Our proactive approach
allowed us to be the sole lender in the financing.
For all of our investments we stayed in line with our threeprong strategy, by using our thematic approach to find
companies in sectors with above-average resilience, investing
in debt tranches where we are able to negotiate tight credit
documentation and favorable economics, and adopting an
ownership mentality.

2 A ll Partners Group investments and divestments mentioned herein were made on behalf
of the firm’s clients, not on behalf of Partners Group Holding AG or any of its affiliates.
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Colorado Boulder. The current life science space in the region
is fully leased and there is only one new development under
construction, demonstrating the strength of tenancy and the
current undersupply of specialty, high-quality office spaces
in the area.

Ligentia

Private real estate
We invested USD 3.9 billion in private real estate in 2021.
The real estate market has experienced a profound shift over
the last two years with capital increasingly flowing towards
residential and industrial sectors. As people spend less time
in the office and more time at home, demand for larger,
amenity-rich residential units is increasing.
To meet increasing demand for rental units, a key growth
theme we have been looking at is the build-to-rent sector in
under-supplied European markets. One such market is Spain,
where the growing preference for renting rather than owning
properties is expected to underpin strong demand for rental
units in years to come. To access this theme, we recently
launched a new EUR 400 million real estate platform called
Nuva Living to invest in build-to-rent and private-rentedsector assets located in Spain. Nuva Living already holds a
portfolio of approximately 200 homes and is targeting 1,500
units in prime locations within the next five years. This is
an opportunity to assemble a portfolio of residential assets
that are strategically located, high-quality, and affordable
for middle-income earners. Multifamily rent is expected to
continue along a strong growth trajectory as rising house
prices make buying less affordable and increase demand for
rental units.
Another theme we have been following is the demand for
high-quality offices in central locations. Beyond traditional
office space, we see thematic investing opportunities in the
life sciences sector. On a macro level, a record of USD 70
billion went into life sciences-related companies in the US
in 2020, a 93% increase from 2018. To capitalize on these
tailwinds, we invested in a life science real estate portfolio
in Boulder, Colorado at the end of 2021. This investment will
involve the redevelopment of a seven-building life science
business park. Boulder is one of the key small life science
markets in the US and offers relative affordability whilst
having access to a deep talent pool from the University of
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Life science office space

Private infrastructure
In 2021, we invested USD 5.4 billion in private infrastructure.
Our thematic investing approach in private infrastructure
focuses on above-average growth segments that benefit
from transformative trends. Within these growth segments,
amongst others, we seek out industrial carbon capture and
storage assets, data centers, ready-to-use modular facilities,
and wired & wireless infrastructure assets. During the
pandemic, the essentiality of digital infrastructure became
more evident as we all needed to connect virtually for day-today activities. High-speed wireless connections also opened
up new business opportunities such as wireless broadband
provision. To tap this fast-growing market, we invested in
EOLO, a leader in the Italian fixed wireless access market with
an 80% population coverage from a proprietary network.
This investment is underpinned by a transformational value
creation plan that will include densification of the company's
unique fixed wireless access network, further expansion into
underserved rural areas, and development of the company's
wholesale customer base.
Another recent investment made under our decarbonization
& sustainability theme was our acquisition of Dimension
Renewable Energy. Dimension is a US community solar
and battery storage platform with more than 800MWs of
community solar projects under development across nine
states in the US. The company embodies our vision of making
renewable electricity directly accessible to more households
and businesses to accelerate the energy transition by
developing community-based projects.
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additional software designers, engineers, and data experts.
We completed four strategic add-on acquisitions globally,
thereby expanding GlobalLogic's services footprint and
engineering capabilities and supporting revenue growth.
Additionally, we have enhanced the Company's focus on
ESG initiatives, helping the company to establish a dedicated
ESG function and mid-term strategy. Our investment in
GlobalLogic generated an average gross multiple in excess of
5.0x for Partners Group's clients and co-investors. Further to
this, a number of non-C-level employees across GlobalLogic
benefitted from this sale, as Partners Group allocated equity
to them to further incentivize successful value creation.

Dimension Renewable Energy

Realizations in 2021
Our portfolio performance has been strong during 2021 as
we continued to see solid value creation generated by our
transformational investing approach. Supported by robust
demand for quality assets, a catch-up in exit activities from
2020, and the bringing forward of a portion of the 2022
exit pipeline, we agreed the sales of a number of mature
private markets assets, leading to a total of USD 29.1 billion in
underlying portfolio realizations (2020: USD 11.8 billion).

Exceptionally high underlying portfolio realizations
➋
in 2021
29.1
(in USD bn)
➊ Catching-up in exit activities
➋ Exiting sizeable assets above initial
underwriting expectations
➌ Bringing forward a portion of the exit pipeline
11.8

13.4
H2

H2

11.0

11.8

H2

H2

H1

H1

2017

2018

2019

2020

➌
8.6

➊

H1

H1
H1

H2

2021

In 2021, we also completed the sale of Cerba HealthCare,
a leading European player in medical diagnosis, for an
enterprise value of over EUR 4.5 billion. During our
ownership, we led Cerba's successful consolidation strategy
within France. We also penetrated new international markets,
including Italy and Africa, and launched a strategic initiative to
expand Cerba into an adjacent category of veterinary testing
services, where we had already achieved a leadership position
in France by the time of our agreed sale. Last but not least,
we steered the successful repositioning and expansion of
Cerba's research business for biotech and pharma companies.
During this past year, we expanded Cerba's core processing
capacity dramatically to keep up with demand for COVID-19
testing. Cerba now stands as a uniquely placed company
in the European medical diagnostics market, supplying
diagnostic tools and providing critical expertise to patients,
physicians, hospitals, and the pharmaceutical industry.
Our investment in Cerba has generated an average gross
multiple of more than 2.5x for Partners Group's clients and
co-investors.

2022

One high-profile exit that we closed in 2021 on behalf of
our clients was the sale of a leading US digital engineering
services company GlobalLogic for an enterprise value of
USD 9.5 billion. We applied our entrepreneurial governance
approach to drive several transformational value creation
initiatives and accelerate the company's growth trajectory.
Initiatives included launching dedicated sales strategies
to address niche customer segments, such as facilitating
strategic introductions and building strategic relationships
with over 20 private equity firms, many of which are software
and technology focused. Furthermore, we have transformed
account planning, expanded key accounts, and increased the
client base by almost 20%. During our ownership, we also
increased GlobalLogic's employee base by more than 7,000

Cerba Healthcare
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Other 2021 realizations include the sale of a large-scale USbased portfolio of industrial real estate with a combined
leasable area of 8.6 million square feet.
The investment has generated an average gross multiple
of more than 2.0x for our clients. We built this portfolio of
quality assets across attractive industrial markets, gaining
exposure to key transformative trends such as the rise of
e-commerce and relatively outsized expansion of regional
growth cities. We are proud to see the transformational
results our team has driven.

US industrial portfolio

We also recently sold Straive, an e-learning and big data
platform. We transformed Straive into a technology-driven
business with strong positions in the research content,
edtech, and data solutions markets. We took Straive's
strengths in process automation and content operations and
applied them to broader end markets with higher growth,
playing into the themes of e-learning and big data. Straive's
organic growth was supplemented by three strategic bolt-on
acquisitions. We successfully exited this investment in 2021.
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Clients
USD 25 billion gross client
demand in 2021; AuM
increased by 17% to
USD 127 billion.

Fundraising environment
We expect the secular growth trajectory of the private
markets industry in general, and for Partners Group in
particular, to continue and fundraising to remain diversified
across regions, asset classes as well as product and client
types.
In the 5-year period ending in 2021, private markets AuM
grew at 14% p.a.3 Over the same period, Partners Group's
AuM grew by 17% p.a. With USD 1'355 billion4 raised in
2021, the private markets industry had a record fundraising
year across all asset classes. The strong fundraising year was
supported by high levels of deployment and solid investment
performance.

In 2021, Partners Group also experienced a solid year of
fundraising based on sustained client demand, receiving USD
25 billion in new commitments. The demand for programs
and mandates brought our total AuM to USD 127 billion as of
31 December 2021 (31 December 2020: USD 109 billion), an
increase of 17%.
The breakdown of total AuM across asset classes as of 31
December 2021 is as follows: USD 63 billion private equity
(49% of total AuM), USD 27 billion private debt (22%), USD
18 billion private real estate (14%), and USD 19 billion private
infrastructure (15%).

AuM by asset class
Private infrastructure
15%

Total assets under management¹⁾
(in USD bn)

127
109

Private
real estate
14%

USD
127 billion

Private equity
49%

94

Private debt
22%

2021

2020

2019

2018

2017

57

2016

50

2015

45

2014

43

2013

37

2012

31

2011

24

28

2010

22

2009

18

2007

2006

11

2008

74

83

1) Assets under management exclude discontinued public alternative investment activities
and divested affiliated companies held up to 2013.

AuM growth in 2021 was further supported by continued
strong performance across Partners Group's private markets
portfolios, which led to a positive contribution of USD 5.8
billion from a select number of investment programs, which
link AuM to NAV-development; this is referred to as "other"
in the chart below. Partners Group reports fee-paying AuM
and most of the firm's evergreen programs base fees on NAV.
The portfolio performance during the period impacts the
NAV of these products and this translates to a corresponding
change in firm-level AuM. Furthermore, tail-down effects

3 Source: Preqin, Alternatives in 2022.
4 Source: Private Equity International, January 2022, Fundraising Report 2021.
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from mature private markets investment programs amounted
to USD 6.3 billion and redemptions from evergreen programs
to USD 2.0 billion. Foreign exchange effects negatively
impacted underlying AuM growth by USD 4.2 billion, in
particular due to the weakening of EUR against USD. Overall,
this resulted in net AuM growth of USD 18.3 billion during
the period.

Total assets under management development
(in USD bn, except where stated otherwise)
+25.0

109.1

-8.3

Tail-downs: -6.3
Redemptions: -2.0

+1.6
Other: +5.8

127.4

= EUR 112.0 bn
= CHF 116.0 bn

fund targeting global real estate opportunities and we expect
the program to be a relevant contributor to fundraising in
2022.
Client demand for private infrastructure represented 17%
(USD 4.2 billion) of all new commitments and was the fastest
growing asset class in 2021 (+ 23%). Private infrastructure
closed its successor direct offering in February 2022. We
have seen a strong demand with a relevant contribution to
fundraising over the second half of 2021.

Net AuM growth by asset class1)
(in USD bn)
127.4

109.1

FX: -4.2

17
16
25

2020

New money/
commitments

Tail-downs &
redemptions1)

FX &
other

2021

1) Tail-downs & redemptions: tail-downs consist of maturing investment programs (typically
closed-ended structures); redemptions stem from evergreen programs. Gating provisions
are a standard feature for those evergreens which allow for redemptions; net redemptions
are typically limited up to 25% p.a. of the prevailing NAV (stricter gating rules can be
enforced for select share classes). Gating provisions are a standard feature for those
evergreens which allow for redemptions; net redemptions are typically limited up to 25%
p.a. of the prevailing NAV (stricter gating rules can be enforced for select share classes).

Client demand across all asset classes
Private equity was the largest contributor to assets raised
in 2021, representing 50% (USD 12.4 billion) of all new
commitments. Client demand was seen across the entire suite
of our traditional and bespoke client solutions offerings. On
the traditional offerings side, fundraising was supported by
demand for the firm's fourth buyout program, which closed
in the second half of 2021. On the bespoke client solutions
side, along with the strong growth of mandates and other
open-ended funds, our flagship US evergreen fund was a key
contributor to fundraising, recording one of its highest ever
inflows during the period.
Private debt saw solid inflows, which represented 24% (USD
6.1 billion) of all new commitments. Demand was spread
over several different programs and mandates, including
our collateralized loan obligations (CLO) focused on broadly
syndicated loans (43% of assets raised), as well as our direct
lending activities, which contributed the other 57% of new
commitments. Today, our entire CLO business represents 6%
of our AuM.
New commitments in private real estate represented 9%
(USD 2.2 billion) of overall new client demand, stemming from
a diversified range of investment programs and mandates.
Private real estate is in the midst of marketing its new flagship
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18

Private real estate

19

Private infrastructure

27

Private debt

63

Private equity

+5%
+23%
+11%

+22%
52

2020

2021

1) Due to rounding, some totals may not correspond with the sum of the separate figures.

Client demand by region and by type
We have a broadly diversified and international client base
spanning a range of client types.

AuM by region
Asia
7%
Middle East
3%
South America
2%
North America
19%

Australia
7%

Switzerland
16%

USD
127 billion

United Kingdom &
Ireland
19%

Germany & Austria
17%

France & Benelux
4%
Southern Europe
3%
Scandinavia
3%

In terms of types of clients, the majority of our AuM stems
from institutional clients such as corporate, public, and
other pension funds, as well as sovereign wealth funds and
insurance companies. These institutional investors often
invest via bespoke solutions or traditional long-term closedended private markets programs.
Over the last three years, we have also seen strong interest
from distribution partners, which typically accounts
for between 15-25% of client demand. They represent
private individuals and smaller institutional investors, who
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increasingly recognize the benefits of private markets and aim
to mirror the allocations of institutional investors in their own
investment portfolios. Usually, they seek to access private
markets through open-ended programs with limited liquidity
features (evergreen programs).

AuM by type
Distribution partners/
private individuals
20%

Asset managers,
family offices,
banks & others
21%

Public pension
funds & SWFs
23%

USD
127 billion

Managing around 300 diverse private markets portfolios in
different stages of their lifecycle and across all private market
asset classes is our strength and a key differentiator for our
firm. These encompass traditional private markets vehicles
such as comingled, closed-ended limited partnerships;
mandates for large institutions, which allow us to steer
investment exposure across multiple private markets asset
classes in line with clients' longer-term investment horizons;
and evergreen programs.
In 2021, 38% (USD 9.5 billion) of overall inflows were raised
via traditional private markets programs, typically limited
partnerships with a pre-defined contractual life and often an
initial term of 10-12 years for closed-ended equity offerings
and 5-7 years for closed-ended debt offerings.
Our mandate business focuses on building up private
market's exposure for large institutional clients, typically to
achieve long-term target allocations. Capital is committed
via long-term partnerships, which are often not limited to a
specific contractual life and will continue for a perpetual term,
unless new commitments are discontinued. Some 36% (USD
8.9 billion) of our new client commitments stemmed from
relationships with clients through mandates.

Following these inflows in 2021, our total AuM by product
structure as of 31 December 2021 stands as follows:

AuM by program structure

Traditional
client programs
34%

USD
127 billion

s

Client demand by product structure

Gating provisions are a standard feature of these evergreen
programs in order to protect remaining investors and
performance. Typically limited at up to 25% p.a. of the
prevailing net asset value, depending on the investment
strategy and content of the program, in severe cases of
market distress stricter gating provisions can be applied.

date
Man %)
(37

Insurance
companies
10%

Corporate &
other pension funds
26%

As of 31 December 2021, we manage 29% of our AuM (USD
36.7 billion) in evergreen programs.

Bespoke
client solutions
66%

Evergreen
programs (29%)

As of 31 December 2021, our two largest investment
programs, which are both globally diversified, accounted for
15% of our AuM. The largest and second largest programs
combine private equity and private debt investments and
cater to private investors in the US and Europe, respectively.
We remain highly diversified with approximately 300
programs and mandates as shown in the below graph.

AuM split by private market programs and mandates

USD
EUR
127
billion
80 billion

(around
300 programs
& mandates)

The remaining 26% (USD 6.5 billion) of new commitments
stemmed from our evergreen programs. Evergreen programs
were the fastest growing category and grew 30% in 2021.
This was driven by strong performance combined with robust
inflows. We are a global leader in evergreen programs for
investments in private markets. These open-ended evergreen
vehicles cater mostly to high-net-worth individuals and have
no contractual end but are subject to potential redemptions.
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Client outlook
We expect 2022 will be a solid fundraising year. Based
on robust client demand for programs and mandates, and
facilitated by our robust investment capacity, we issue
guidance of USD 22 to 26 billion expected gross client
demand for the full-year 2022.
Our full-year estimates for tail-down effects from more
mature investment programs and potential redemptions from
evergreen programs amount to between USD 10 to 12 billion.
Growing numbers of clients appreciate the flexibility of choice
presented by our range of non-traditional private markets
offerings. We consider that our ability to provide tailored
access to private markets, and to create and actively manage
bespoke programs that match the different targets of our
clients, remains unparalleled in the industry. As such, we
believe that these structures will continue to drive demand
for Partners Group in the years to come. Additional building
blocks to our future growth are expected to stem from
defined contribution ("DC") pension plans as well as from
various global initiatives to democratize access to private
markets for a broader set of investors.

global equity issuances over the last five years. Over the
same period, IPOs have been increasingly concentrated in
technology and are more recently attracting speculative
investment. The industry will also face challenges as it
evolves – increased competition, growing regulatory scrutiny,
and increasingly specialized market participants. The firms
that will deliver sustained outperformance, at scale, for
their clients in this environment, are well-resourced active
managers that focus on thematic sourcing, value creation
capabilities, and an entrepreneurial governance approach.
To ensure we continue to achieve sustainable and profitable
growth in a market that is more mature and faster paced,
we have defined six strategic focus areas that will guide our
growth in the coming years and are designed to strengthen
our leading position in private markets further.

Our six strategic focus areas
Investments

Clients

Based on our strong investment performance track record,
as well as client service excellence, we believe that we are
well positioned to continue to be a partner of choice for
global investors.

AuM, client demand, and other effects
(in USD bn)
2021)

. (2018–

15% p.a

74

15.7
5.6
-1.2

FX &
other2)

2018

16.5
83

16.0
94

7.1

8.1
+7.1

+1.4

FX &
other2)

2019

2020

FX &
other2)

25.0

109
8.3
+1.6

FX &
other2)

2021

2022 guidance

22 to 26

Client demand

10 to 12

Tail-downs &
redemptions1)

127

+/=

FX & other2)
(no guidance)

Total AuM

2022

1) Tail-downs & redemptions: tail-downs consist of maturing investment programs
(typically closed-ended structures); redemptions stem from evergreen programs.
2) Other consists of performance and investment program changes from select programs.
For illustrative purposes only. Due to rounding, some totals may not correspond with
the sum of the separate figures.

Mid-term outlook
We believe the private markets industry will grow to USD 30
trillion assets under management over the next decade, while
undergoing a fundamental shift – public markets and private
markets are swapping roles. Private markets are, in our view,
becoming the new 'traditional' asset class, offering investors
access to the new real economy. In fact, private markets
capital formation has already been outpacing traditional
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People

Transformational investing
Scale investment activity
Diﬀerentiate with bespoke solutions
Grow client base in the US

Develop next generation leadership
Organize for scale

Investments
Transformational investing is our approach to active
business building, and our answer to the large set of
opportunities and challenges in the years ahead. In order to
maintain a growing pipeline of target companies and assets
with strong value creation hypotheses in high-conviction
thematic growth sectors, we will further invest in research to
increase the number of themes we cover at any given point
in time, concurrently grow our network of operating directors
that are experts in these fields, and more directly map the
goals of senior investment leaders to thematic objectives.
As an owner of market leading companies and assets, we
work alongside management teams with the mindset of a
founder, not a financial investor. Therefore, the design of
the board and the cooperation with their executive teams
is of the upmost importance. Building on the success of the
rollout of PG Alpha, our proprietary board and strategy
management system, we are expanding the scope to more
of our control assets to help ensure that our portfolio firms
are engaging with our framework throughout the lifespan
of our ownership.

ANNUAL REPORT 2021

2021 at a glance – Client outlook

As a recognized, established leader in sustainability, we
build better and more sustainable assets and companies. In
particular, we focus on driving effective governance at the
board and executive team level in our portfolio companies.
We believe this lever will be the most impactful
to establishing ESG targets in assets we own.

Lastly, the defined contribution ("DC") pensions market in the
US – a key driver of future growth for the private markets
industry – is expected to slowly open to the asset class. We
will take advantage of our experience in establishing solutions
with similar liquidity characteristics to develop a leading
position in this nascent market.

In addition to our direct investing activities, we will grow
our portfolio of non-control assets and loans more strongly.
The market for non-control assets has significantly evolved
in the last years and we intend to capture the numerous
opportunities that present themselves in this segment
by scaling our investment activities and focusing on
extension assets.

People

Clients
As the demand for private markets grows across a variety
of investor types, we observe two clear trends that play to
our strength as a preferred bespoke solutions provider:
first, large institutional investors in private markets are
becoming more sophisticated and require tailored solutions
to address a variety of specific needs. We will therefore more
prominently communicate our unique portfolio management
capabilities, which enable us to tailor investment content to
the specific objectives and parameters of each client's risk/
return profile and pre-defined investment level. Furthermore,
we will support our established client base in transitioning
from traditional limited partnership structures to industryleading mandates to give them access to the benefits offered
by tailored solutions. Second, there is an influx of smaller
investors and private individuals seeking to access the asset
class for the first time, for whom traditional solutions are not
always appropriate. For those clients, we will expand
our differentiated bespoke evergreen solutions, which
provide access to the same private markets investments
as large institutional investors while offering a certain
amount of liquidity.

As we implement our system to develop the next generation
of leadership, we are continually assessing and developing
our global management team to create a highly talented
and diverse bench of potential next-generation leaders. To
underscore these objectives, we aim for a top quartile annual
employee engagement score of >75%, a low annual attrition
rate of <12.5%, and at least 25 female leaders in Senior
Management by 2025.
We will also continue to organize for scale through
technology and process improvements. We aim to increase
efficiency across our platform through additional investment
in our digitization efforts that will allow us to manage
increasing AuM with the same degree of operational
excellence across our services platform.

At the same time, we will also focus on growing our client
base, particularly in the United States. We are actively
working to increase our brand recognition, especially among
consultants, to transfer the success we have had in creating
tailored portfolios for our European clients to the US and
win new clients with our bespoke solutions. While the US
typically accounts for around half of our private markets
investing every year, it currently only makes up around 20%
of our annual client demand. We will invest in growing the
incremental share of fundraising stemming from the US with
an ambition to be above 30% by 2025.
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Financials
Higher management fees and
significant performance fees
supported by record exit activity;
EBIT margin stable at 63%.

Management fees grew by 25%, ahead of average assets
under management in CHF growth of 17% as the firm
benefited from higher late management fees5 received
following the final close of several traditional closed-ended
programs. Record portfolio realizations amounting to USD
29 billion translated into exceptionally high performance
fee growth. Over the period performance fees represented
46% of total revenues, slightly above our 2021 guidance of
40-45%. The substantial increase was also driven in part by
a "catch-up" in exit activities that had been postponed from
5 Late management fees typically arise when clients join a commingled closed-ended investment program at a later stage of the fundraising period and are required to pay retrospectively for previously delivered management services to this respective program. Any
such payments relating to prior accounting years are called late management fees.

2020 following the outbreak of the COVID-19 pandemic,
and select realizations originally planned for 2022 that were
brought forward because the firm had already met its value
creation targets. Following the exceptional 2021, we guide
performance fees to account for 20-30% of total revenues
over the mid- to long-term.
As a result of a strong year, total revenues rose 86%. Total
costs grew in line with revenues and EBIT increased by 89%.
Profit increased in line with EBIT by 82% year-on-year. The
Board proposes a dividend increase of 20% to CHF 33.00
per share based on continued AuM growth and a confident
growth outlook across all business lines.

Key financials
AuM as of the end of the period (in USD bn)
AuM as of the end of the period (in CHF bn)

2021

2020

Growth

127.4

109.1

+17%

116.0

96.4

+20%
+17%

Average AuM as of 31 December (in CHF bn)

109.3

93.8

Revenue margin1),2)

2.41%

1.51%

2'629

1'412

+86%

1'432

1'146

+25%

54%

81%

1)

Revenues (in CHF m)2)
Management fees (in CHF m)
In proportion of total revenues

3)

3)

Performance fees (in CHF m)
In proportion of total revenues
EBIT (in CHF m)
EBIT margin
Management Fee EBIT (in CHF m)
Profit (in CHF m)

4)

1'197

266

46%

19%

1'650

875

62.8%

62.0%

+349%
+89%

895

711

+26%

1'464

805

+82%

1) Based on average AuM, calculated on a daily basis.
2) Revenues from management services, net, including other operating income.
3) Management fees and other revenues, net, and other operating income.
4) Management fee EBIT is defined in the "Key definitions and alternative performance metrics" section of the Annual Report 2021.

Partners Group | 21

ANNUAL REPORT 2021

2021 at a glance – Financials

Strong increase in management fees due to AuM
growth and higher late management fees
Average AuM in CHF grew by 17% in 2021. Over the same
period, management fees increased by 25%, amounting to
CHF 1'432 million in 2021 (2020: CHF 1'146 million). The
disproportional increase in management fees is mainly due
to late management fees received following the final close of
a number of traditional programs such as the latest Private
Equity Direct IV flagship fund. As a result, other revenues and
other operating income increased 115% amounting to CHF
132 million in 2021 (2020: CHF 61 million).
Management fees deviated from the mid- to long-term target
range of 70-80%, making up 54% of total revenues (2020:
81%), due to the substantial increase in performance fees.
Management fees are expected to make up the majority of
total revenues in a calendar year in the medium- to long-term,
with the remainder of revenues stemming from performance
fees, assuming a favorable market environment for exits.
Below are some characteristics of the management fees
generated by our different offerings:
•

•

•

Closed-ended programs: management fees are recurring
as they are based on long-term client contracts, often
with an initial term of 10-12 years for closed-ended
equity offerings and 5-7 years for closed-ended debt
offerings. Such closed-ended offerings represented 34%
of our total AuM as of the end of 2021.
Mandates: management fees stem from capital that is
committed via long-term partnerships, which are often
not limited to a specific contractual life and will continue
for a perpetual term, unless new commitments are
discontinued. Mandates represented 37% of our AuM as
of the end of 2021.
Evergreen programs: management fees stem from
investment programs with limited liquidity that have no
contractual end and cater predominantly to high-networth individuals and smaller institutional investors; they
represented 29% of AuM as of the end of 20216.

6 Gating provisions are a standard feature of these evergreen programs in order to protect
remaining investors as well as performance; net redemptions in these investment programs
are typically limited to 20-25% p.a. of the prevailing net asset value, depending on the
investment strategy and content of the program. When deemed in the best interest of
the investment program, stricter gating rules can be enforced for select share classes for a
period of up to two years.
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Revenues
(in CHF m)
+86%
1'610

-12%

473

(29%)
94

+1%

1'412
266

2'629

Revenues1)

1'197

Performance fees

132

other revenues and
other operating income

(46%)

+25%

(19%)
61

1'138

1'146

1'432

(71%)

(81%)

(54%)

2019

2020

2021

Management fees2)

1) Revenues from management services, net, and other operating income.
Due to rounding numbers might not add up.
2) Management fees and other revenues, net, and other operating income.
Due to rounding numbers might not add up.

Management fee margin underpinned by long-term
stability and pricing discipline
The majority of our revenues are recurring and based
on long-term contracts with our clients, providing highly
visible cash flows. Our management fee margin has been
stable since 2012 and ranged between 1.22% and 1.33%. It
benefited from long-term price stability in client contracts
and consistent pricing discipline. In 2021, the management
fee margin increased, driven by higher late management
fees, amounting to 1.31% (2020: 1.22%). Performance fees
brought the total revenue margin to 2.41% (2020: 1.51%)
during the same period.

Revenue margin development1)

1.74%
1.39%

1.33%

1.26%

1.23%

2012

2013

1.89%
1.71%

2.41%

1.82%
1.51%

1.39%

1.38%

1.31%

1.24%

1.22%

2014

2015

2016

 Management fees2)

1.33%

2017

1.29%

1.29%

1.22%

1.31%

2018

2019

2020

2021

 Performance fees

1) Calculated as revenues divided by average assets under management, calculated
on a daily basis.
2) Management fees and other revenues, net, and other operating income.
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Performance fees driven by 2020 "catch-up" and
strong market momentum throughout 2021
Our private markets portfolio generated attractive returns
during 2021, supported by strong underlying operational
performance. For instance, the firm's transformational
investment strategy translated into positive (unrealized)
valuation adjustments of Partners Group's own investments
on the balance sheet alongside its clients of 16% across all
asset classes. This performance in combination with very
favorable exit markets throughout 2021 allowed us to
generate USD 29 billion in underlying portfolio realizations
that translated into an exceptional increase in performance
fees.
Contributing to the significant year-on-year increase were
a catch-up in exit activities that had been postponed from
2020 and sizeable liquidity events at a number of larger
assets that the firm had worked to transform over many
years. We were also able to bring forward a portion of the
exit pipeline originally planned for 2022 because the firm had
already met its value creation targets. Overall, performance
fees increased to CHF 1'197 million (46% of revenues) from
CHF 266 million (19% of revenues), slightly ahead of the 2021
full-year guidance of 40-45%.
Our performance fees are well diversified across programs
and assets. More than 70 investment programs and mandates
with portfolios diversified across many vintage years
contributed to performance fees in 2021.

Performance fee contribution by investment programs
& mandates
Rest (>50)
20%

Top 1
17%

CHF
1’197
million

Top 11–20
15%

Top 2–5
28%
Top 6–10
20%

Performance fees were also driven by dozens of underlying
direct assets and hundreds of portfolio assets. The
investment program that contributed the most – a mature
private equity evergreen program – represented 17% of the
total performance fees. The asset that contributed the most
represented 23% of the total performance fees.

Performance fee contribution by single assets
Top 1
23%
Dozens of
direct assets
and hundreds of
portfolio assets
53%

CHF
1’197
million

Top 2
9%
Top 3
7%

Top 5
3%

Top 4
5%

In private markets, performance fees are designed to
remunerate investment managers for the long-term value
creation they generate for their clients. We follow a prudent
approach in recognizing performance fees: in closed-ended
investment programs, performance fees are typically charged
only once investments are realized and a pre-defined return
hurdle has been exceeded. To ensure a very low probability of
reversing realized performance fees, we stress-test unrealized
investments by applying significant discounts to NAV to
assess whether the hurdle rate will still be reached despite
these hypothetical mark-downs. These stress-tests are driven
by a number of factors including macroeconomic as well as
bottom-up asset and portfolio-level data. In line with revenue
recognition standards, this approach makes it highly unlikely
that we would have to reverse recognized performance fees
and therefore significantly reduces the risk of claw backs.
The performance fee recognition methodology is explained in
detail in the appendix on pages 28 and 29.

Investment track record confirms positive mid-to
long-term performance fee outlook
Over the mid- to long-term, we continue to expect our
performance fee potential to grow in line with AuM. As
the value creation period lasts several years, performance
fees often only start to be earned six to nine years after an
investment program commences its investment activities,
and only if its underlying investments are successful. For the
full-year 2022, of total revenues in the mid- to long-term,
assuming market conditions and the exit environment remain
supportive.
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Performance fee development1)

million). Depreciation & amortization remained stable at CHF
40 million (2020: CHF 38 million).

127
109

1'197

94
…translates
into future
performance
fee potential

83
74
Past AuM...
37

43

45

50

57

294
43

39

34

372

324

266

64

2012 2013 2014 2015 2016 2017 2018 2019 2020
 AuM (in USD bn)

2021
Revenues

473

6-9 years

EBIT growth in line with revenue growth
(in CHF m)

2021

 Performance fees (in CHF m)

2020

2’629

+86%

1’412

Total operating costs, of
which

-978

+82%

-537

Personnel expenses

-861

+100%

-430

1)

Personnel expenses (regular)

-420

+28%

-329

Personnel expenses
(performance-fee-related)

-441

+335%

-101

Cost growth in line with revenue growth

Other operating expenses

-78

+14%

-68

Our employees are our most important asset and the key
to our success. We aim to attract and retain highly talented
and diverse professionals by offering them a great place
to work and the opportunity to grow, both professionally
and personally. In order to build out major business,
corporate, and organizational initiatives to support continued
sustainable growth, we have historically grown the number of
professionals in line with our AuM. In financials terms, regular
personnel expenses follow management fees. Following an
intensified hiring in 2019 which allowed us to sufficiently
staff our platform with top talent, our recruiting activities
temporarily slowed down in 2020/2021 due to the pandemic
and resulted in 1'573 FTEs as of 31 December 2021 (31
December 2020: 1'519 FTEs), an increase of 4% year-on-year.
The average number of FTEs amounted to 1'516 FTEs (2020:
1'504 average FTEs) and increased by 1% year-on-year.

Depreciation & amortization

-40

+3%

-38

+89%

875

1) Assuming that the market is favorable to exits, Partners Group expects to continue to
generate significant performance fees from the underlying client portfolios due to the
visibility that it has on the life cycles of its programs.

Overall, revenues increased by 86% year-on-year and total
operating costs increased by 82% year-on-year, directly driven
by higher personnel expenses. Personnel expenses represent
the vast majority of total operating costs and grew by 100%
in 2021. In particular, performance-fee related expenses
grew proportionally to the increase of performance fees to
CHF 441 million (2020: CHF 101 million), up 335% year-onyear; there is a direct relationship between performance fees
earned and compensation paid. Non-performance fee-related
personnel expenses increased by 28% to CHF 420 million
(2020: CHF 329 million) and included higher bonus payments
in line with management fee-growth as well as one-off social
security costs on the firm's equity incentive plans as a result
of the strong increase in our share price.
Other operating expenses, increased by 14% during the
period and amounted to CHF 78 million (2020: CHF 68
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EBIT

1’650

EBIT margin

62.8%

Average FTEs

1’516

+1%

1’504

1’573

+4%

1’519

Year-end FTEs

62.0%

1) Revenues include management fees and other revenues, net, performance fees,net, and
other operating income. Regular personnel expenses exclude performance fee related
personnel expenses. Performance-fee related personnel expenses are defined in the
"Key definitions and alternative performance metrics" section of the Annual Report
2021 (p. 30).

EBIT margin stands at 62.8%
In 2021, EBIT increased by 89% in line with revenues,
amounting to CHF 1'650 million (2020: CHF 875 million)
and the EBIT margin increased slightly by 0.8%-point to
62.8% (2020: 62.0%). While we forge ahead with investing
for future growth, we will continue to steer the firm based
on our targeted 40% cost-income ratio on newly generated
management fees (assuming stable foreign exchange rates).
We also allocate up to 40% of revenues stemming from
performance fees to our teams through our long-term
incentive programs and/or bonus payments. The remainder
will be allocated to the firm and its shareholders.

EBIT margin development1)
60% 59% 59% 58% 61%

65% 65% 63%
62% 63%

~60%
target for newly
generated management
fees and all
performance fees

2012 2013 2014 2015 2016 2017 2018 2019 2020 2021
1) For 2012–2014, non-cash items related to the capital-protected product Pearl Holding
Limited were excluded from depreciation & amortization.

ANNUAL REPORT 2021

2021 at a glance – Financials

Diversified FX exposure

•

Fluctuations in EUR or USD against CHF affect our revenues
and costs and, therefore, also our total EBIT margin. This is
a result of the difference between the currency mix of our
revenues and costs. Most prominently affected by such
movements are management fees and our operating costs
(excluding performance-fee related expenses). Performance
fee revenues and performance fee-related expenses are
largely EBIT margin-neutral as both, revenues, and costs, are
equally affected by such currency movements.

Currency exposure in 2021
Others
6%

GBP
9%

EUR
44%
AuM ≈
Management
fees1)

Others EUR
4%
5%

SGD
10%
GBP
14%

USD
41%

USD
24%

Costs2)

CHF –44 million (2020: CHF +1 million): the negative
contribution was driven by negative foreign exchange
effects, hedging and other costs. These negative effects
are mainly a result of the accounting treatment of
intercompany positions currencies different than CHF
(mainly USD). We hedge our exposure in currencies other
than CHF for our treasury management and short-term
financing services.

Corporate taxes amounted to CHF 263 million (2020: CHF
124 million). The tax rate increased to 15.2% (2020: 13.3%).
The increase in the tax rate was due to withholding taxes on
US dividend distributions to Partner Group Holding AG and
changes to the country mix in 2021.
In summary, the firm's profit increased by 82% year-on-year
to CHF 1'464 million (2020: CHF 805 million).

Profit development
(in CHF m)

CHF
43%

2021

1) Includes management fees and other revenues, net, and other operating income.
2) Includes regular personnel expenses (excluding performance fee-related expenses),
other operating expenses as well as depreciation and amortization.

EBIT
Total financial result, of which

In 2021, currency movements decreased the total EBIT
margin by less than 0.2%-points, mainly driven by the USD
depreciation against the CHF.

Average FX rates development

Foreign exchange, hedging & others
Taxes
Tax rate

FX rates (average)

2021

2020

Delta

1 EUR CHF

1.081

1.070

+1.0%

1 USD CHF

0.914

0.939

–2.6%

1 GBP CHF

1.257

1.204

+4.4%

1 SGD CHF

0.680

0.680

–0.0%

Strong performance in underlying portfolio drove
financial result
The financial result amounted to CHF 76 million (2020: CHF
53 million):
•

Portfolio performance

CHF +120 million (2020: CHF +52 million): we invested
into our own investment programs alongside our clients
(see detailed description of balance sheet investments
below). During the period, our transformational investing
strategy facilitated substantial value creation in these
investment programs and resulted in an average return
across all stages and asset classes of 16% (2020: 7%).
For further information see note 5.1. to the consolidated
financial statements.

Profit

1‘650

2020
+89%

875

76

53

+120

+52

-44

+1

-263

-124

15.2%

13.3%

1‘464

+82%

805

Proposed dividend of CHF 33.00 per share (+20%)
Based on the strong development of the business in all asset
classes and regions, the operating result, and their confidence
in the sustainability of this growth, Partners Group's Board of
Directors will propose an increased dividend of CHF 33.00
per share (2020: CHF 27.50 per share) to its shareholders at
the Annual General Meeting on 25 May 2022. This proposal
represents a dividend increase of 20% and a payout ratio
of 60% (2020: 91%), again aligning the firm's progressive
dividend strategy to its AuM growth.
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Dividend payments

USD 127 billion
33.00¹⁾

Total AuM (in USD bn)
Dividend/share (in CHF)

25.50
19.00
15.00

USD 37 billion
6.25

7.25

27.50

22.00

8.50

10.50

2012 2013 2014 2015 2016 2017 2018 2019 2020 2021
1) The Board of Directors proposes at the Annual General Meeting of shareholders
to be held on 25 May 2022 that a dividend of CHF 33.00 per share shall be paid
for the financial year 2021.

Available liquidity of CHF 2.5 billion
Our balance sheet remains strong. After a dividend payment
of CHF 725 million in May 2021, we have an available
liquidity of CHF 2.5 billion (31 December 2020: CHF 2.0
billion) and hold a current net cash position of about CHF 1.6
billion as of 31 December 2021 (31 December 2020: CHF 1.1
billion). With this we have sufficient cash & cash equivalents
available to meet expected operational expenses and to
service short-term financial obligations. We furthermore
ensure that we meet our targeted available liquidity level that
would also enable us to well sustain the firm's operations
in a financial crisis scenario and/or a depressed economic
environment.
The firm maintains three unsecured credit facilities with Swiss
and international banks amounting to a total of CHF 865
million as of 31 December 2021 (31 December 2020: CHF
865 million). These credit facilities can be used for general
corporate purposes and/or to provide fixed advances, with
a primary focus on working capital financing. The facilities
are subject to maximum debt covenants which were met
throughout the current and prior year. As of 31 December
2021, no credit facility was drawn (31 December 2020: no
credit facility drawn).

Available liquidity of CHF 2.5 billion on balance sheet
(in CHF m)
Assets
Cash & cash equivalents
Short-term loans

Liabilities

911
1‘489

Long-term debt
Total net cash

799
1'601

Undrawn credit facilities

865

Total available liquidity

2'466
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Partners Group has two fixed-rate senior unsecured CHFdenominated corporate bonds outstanding:
•

CHF 300 million, coupon 0.15%, maturity on 7 June
2024 (ISIN CH0361532895), issued in June 2017

•

CHF 500 million, coupon 0.40%, maturity on 21 June
2027 (ISIN CH0419041287), issued in June 2019

As of 31 December 2021, our long-term outstanding debt
amounted to CHF 799 million (31 December 2020: CHF 799
million).
The proceeds of the bonds that we issued in the past further
strengthen the sustainability of our operations in a financial
crisis scenario and enable us to optimize the management
of our liquidity, in particular for short-term financing needs
arising from our treasury management services offered to our
clients. These services allow for efficient use of capital within
our investment programs by bridging capital drawdowns and
distributions where beneficial for clients (e.g. netting cashflows to reduce the number of drawdowns and distributions).
As of 31 December 2021, 441 short-term loans (31 December
2020: 271) were outstanding with an average loan amount
of CHF 3.4 million (31 December 2020: CHF 2.5 million).
The duration of these loans typically amount to 1-3 months.
The loans are secured against unfunded commitments and
are, in addition, subject to strict loan-to-value (LTV) rules. In
addition, each loan is assigned with a risk specific capacity,
which is measured against an overall risk capacity budget.

Continued balance-sheet light approach
As of 31 December 2021, the investments we hold on our
own balance sheet alongside clients amount to a total of
CHF 0.8 billion (31 December 2020: CHF 0.7 billion).
The firm's balance sheet investments consist of its
financial investments/GP commitments, seed investments,
and investments in associates. Financial investments/
GP commitments (i.e. our obligation to fund investments
alongside clients) typically represent about 1% of assets
invested in a closed-ended limited partnership structure and
have an aggregate net asset value of CHF 715 million as of
31 December 2021 (31 December 2020: CHF 616 million).
Investments in associates amounted to CHF 18 million as of
31 December 2021 (31 December 2020: CHF 25 million),
which mainly represent a stake in Pearl Holding Limited, a
mature investment program which continues to wind down
via ongoing distributions.
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Partners Group also provides seed financing to certain early
stage investment programs managed by the firm. The scope
of these investments is limited due to the firm's strict balance
sheet risk management framework. The underlying assets of
these investment programs are typically private market assets
valued at the net asset value and amounted to (net) CHF 37
million as of 31 December 2021 (31 December 2020:
CHF 51 million).

Investments alongside clients from balance sheet4)
(in CHF m)
Financial investments / GP commitment1)

18

Seed investments

37

Total investments alongside clients

Performance fees: after the strong exit environment
we experienced in 2021, we expect exits to normalize
along the same trajectory as prior years. 2021 was an
outlier year and we foresee a return to our mid-term
guidance of performance fees consisting of 20-30% of
total revenues in the mid- to long-term, assuming market
conditions and the exit environment remain supportive.
We continue to expect our performance fee potential to
grow roughly in line with AuM.

•

Target EBIT margin: we continue to apply a disciplined
approach to cost management and invest in initiatives
that support our growth. We therefore steer the
operating margin towards our target EBIT margin of
~60% for newly generated management fees (assuming
stable foreign exchange rates) as well as for performance
fees.

•

Tax rate: our overall corporate tax rate derives from
various tax rates across many jurisdictions worldwide
where we have active business operations. Considering
international tax developments, we expect the group tax
rate to be between 14-17%.

•

Balance sheet: our balance sheet remains strong. With
CHF 2.9 billion in shareholder equity and CHF 2.5 billion
available liquidity, we feel well-equipped to realize
the potential of private markets in different economic
environments.

715

Investments in associates2)
3)

•

770

1) NAV excluding CHF 455 million (2020: CHF 290 million) of commitments that were not
yet called but may be called over time, typically between one to five years following the
subscription of the commitment.
2) Investments in associates described in detail in note 6 of the 2021 Annual Report.
3) S eed investments presented in the annual report as assets and liabilities held for sale.
4) As of 31 December 2021.

In addition to investing into investment programs alongside
clients from our balance sheet, we further align the interests
of clients with those of the firm's employees by offering all
employees preferential terms to invest alongside our private
markets programs via a global employee commitment plan. In
line with standard industry practice, such investments charge
zero management fees and zero performance fees.
In total, commitments by the firm's Board of Directors and
employees amounted to approximately CHF 2.1 billion as of
31 December 2021 (31 December 2020: CHF 2.0 billion), of
which CHF 1.6 billion (2020: CHF 1.6 billion) is committed to
closed-ended programs and CHF 0.5 billion (2020: CHF 0.4
billion) to evergreen programs.

Financial outlook
•

Management fees: we expect gross client demand of
USD 22 to 26 billion in 2022, together with around
USD 10 to 12 billion in tail-down effects from the
more mature closed-ended investment programs and
redemptions from evergreen programs. Fundraising is
expected to be balanced across all program types, from
customized mandates and the firm's extensive range of
evergreen fund solutions to its traditional closed-ended
programs. We expect this demand to translate into
additional management fees and therefore guide that the
management fees in CHF develop broadly in line with the
average AuM in CHF.
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Performance fee recognition
In private markets, performance fees are designed to remunerate
investment managers for the long-term value creation for
their clients. They are a profit-sharing incentive for investment
managers when their investment programs outperform a preagreed return hurdle, typically defined over the lifetime of such
programs. In closed-ended investment programs, performance
fees are typically only charged once investments are realized and
a pre-defined return hurdle has been exceeded. As the value
creation period lasts several years, performance fees often only
start to be earned six to nine years after an investment program
commences its investment activities, and only if these are
successful. The illustrative example below shows the performance
fee model of a typical limited partnership program. It shows
how distributions in private markets portfolios bring forward
the maturity profile of an investment program and increase the
likelihood that the required return hurdle will be reached.

Illustrative example of a closed-ended private
markets program over its lifetime
This illustrative example assumes an initial client
commitment of 100 into a closed-ended investment
program. It is agreed that the investment manager shall
receive 20% of profits over time and that the return
hurdle shall translate to distributions to the client of 140.
After a few years, the investment manager generates
realizations in the portfolio and starts making
distributions to the client. After 6-9 years, the cumulative
distributions (blue triangle) received by the client exceed
140, i.e. the hurdle rate. In a first step, the investment
manager is entitled to receive subsequent distributions
above the return hurdle as performance fees, until the
investment manager “catches-up” on past performance in
excess of the client investment (“catch-up” on 140-100 =
40, and 40 x 20% performance fees = 8).
In a second step, the investment manager and the client
will share any additional distributions that stem from the
sale of the remaining portfolio over time, according to
the predefined performance-sharing mechanism. In our
example the client receives 80% of distributions and the
investment manager receives 20%. The example assumes
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.
Total performance fees received by the manager are 20
(20% of 40 + 20% of 60 = 8 + 12) and clients receive
80% of profits (80% x (200 – 100)).
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The timing and amount of performance fee payments
depends on several factors, including the pace of
deployment, performance of investments and pace of
realizations (cash distributions). Partners Group recognizes
performance fees of investment programs with a clawback mechanism based on a three-step approach:
•

Step 1: the total proceeds from realized underlying
investments are determined and the corresponding
costs of such realized as well as of fully written-off
investments are deducted (“Net Proceeds”).

•

Step 2: the NAV of unrealized underlying investments
is determined. The respective NAV will be written
down to the extent that the probability of a
future claw-back risk becomes minimal1. Then the
corresponding costs of such unrealized investments
are deducted, resulting in a “Write-Down NAV". This
Write-Down NAV is added to the Net Proceeds.

•

Step 3: performance fees are calculated for (1) and (2)
by multiplying (1) and (2) by the applicable performance
fee rate subject to exceedance of the hurdle rate.
Where the hurdle rate is not exceeded, there will be
no performance fees. The lower of such calculated
performance fees is recognized.

The illustrative example below explains the approach for
performance fee recognition as described above.

Performance fee model in a closed-ended
Performancefee
feemodel
modelinina aclosed-ended
closed-ended
Performance
investment program
investmentprogram
program
investment

Capital returns to clients
Capital
returnsto
to
clients
Total
current value
200
Capital returns
clients
(in
USD)value
Totalcurrent
current
200
Total
value
200
140
140
100
100

(inUSD)
USD)
(in
hurdle rate
(8% IRRhurdle
on invested
hurdle
rate capital)
rate
(8%IRR
IRRon
oninvested
invested
capital)
(8%
capital)
initial client commitment
(incommitment
USD)
initialclient
client
commitment
initial
(in
(inUSD)
USD)

NAV
NAV
60
NAV
60 60

12
12

12of 60 = 12)
(20%
(20%
(20%
of 60of=60
12)= 12)
catch-up
8 (20%
of 40)
catch-up
catch-up
8 8
(20%
of 40)
(20%
of 40)

Distributions
Performance fees
Distributions
Distributions
140
fees
Performance
fees
140
(20% above
100)
Locked-in performance (based
on exits) Performance
140
above
100)100)
Locked-in
performance
(based
on exits)
(20%
above
Locked-in
performance
(based
on exits) (20%
6-9 years
6-96-9
years
years
Performance fee recognition (realized)
8
Performance fee
Performance
feerecognition
recognition(realized)
(realized)
8 8

00
0

years
6-96-9
years
6-9 years

20 20

20
(20%
of 100)
(20%
of 100)
(20% of 100)

Note:
performancefees
feesofofperformance
performance
fee
generating
investment
programs
Note: performance
fee
generating
investment
programs
and and
Note:
performance
fees of
performance
fee
generating
and
mandates
typicallyrange
range
between
5-20%
over
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of 4-8%
on invested
mandates
typically
between
5-20%
over
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of investment
4-8%
IRRIRR
onprograms
invested
mandates
typicallyon
range
between
5-20%
over a hurdle
ofperformance
4-8% IRRison
capital,
depending
on
theprogram
program
and
instruments.
Past
isinvested
not
indicative
capital, depending
the
and
instruments.
Past
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not
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capital,
depending
on
the program
and instruments.
Past performance is not indicative
future
results.
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of
future
results.For
For
illustrative
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of future results. For illustrative purposes only.
1 As of 31 December 2021, the applied discount was 50% (31 December 2020: 50%),
except for selected programs where the discount is determined on the basis of a systematic approach and may be up to 100%.
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Illustrative example of performance fee
recognition in a closed-ended program
This simplified example assumes that, with initial client
commitments of 450, a fund made only two acquisitions:
investment Y for 100 and investment Z for 350.
Furthermore, it is assumed that the value of investment Y
increases to 200 and the value of investment Z increases
to 800 for Scenarios 1 and 2, and to 500 for Scenario 3.
The performance fee recognition under these three
scenarios would be as follows:

•

Step 1: as investment Y was realized for 200, we
would be entitled to a performance fee as hurdle rate
at asset level was met. 200 – 100 = 100 (value gain);
100 (value gain) x 20% = 20 performance fees.

•

Step 2: stress-test on remaining NAV: 800 (unrealized
investment Y) x 50% = 400; 400 (stress-tested NAV) +
200 (realized investment Y) – 450 (cost of investment
Y and Z) = 150 (value gain); 150 (value gain) x 20% =
30 performance fees (assuming the hurdle rate is met).

•

Step 3: as performance fees can only be recognized
on the lower of realized investments (step 1:
performance fee = 20) vis-à-vis the combination of
realized and stress-tested unrealized investments (step
2: performance fee = 30), we would recognize 20
performance fees.

Scenario 1: No realizations (hurdle rate met)
Investment Y increases to 		

200

Investment Z increases to 		

800

Remaining NAV			1’000
•

•

•

Step 1: as there were no realized investments,
we would not be entitled to a performance fee.
Performance fees = 0.
Step 2: NAV stress-test: 1’000 x 50% = 500; 500
(stress-tested NAV) – 450 (cost of investments Y and
Z) = 50 (value gain); 50 (value gain) x 20% = 10 in
performance fees.
Step 3: as performance fees can only be recognized on
the lower of realized investments (step 1: performance
fee = 0) vis-à-vis the combination of realized and
stress-tested unrealized investments (step 2:
performance fee = 10), we would not recognize any
performance fees.

Scenario 3: Investment Y realized (hurdle rate not met)
Investment Y realized for		

200

Investment Z increases to		

500

Remaining NAV			500
•

Step 1: as investment Y was realized for 200, we
would be entitled to a performance fee as hurdle rate
at asset level was met. 200 – 100 = 100 (value gain);
100 (value gain) x 20% = 20 performance fees.

•

Step 2: stress-test on remaining NAV: 500 (unrealized
investment Y) x 50% = 250; 250 (stress-tested NAV) +
200 (realized investment Y) – 450 (cost of investment
Y and Z) = 0 (value gain); as the stress-test brings the
overall return hurdle of the program below the preagreed threshold in this example, no performance fees
can be recognized.

•

Step 3: as the hurdle rate has not been met, we will
not recognize any performance fees, despite there
being realized investments.

Scenario 2: Investment Y realized (hurdle rate met)
Investment Y realized for 		

200

Investment Z increases to 		

800

Remaining NAV			800
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Key definitions

Partners Group uses the following APMs:

Assets under management (AuM): Partners Group publishes
information on Assets under Management (“AuM”), assets
raised, tail-downs and other related information (combined
“AuM Information”) on a semi-annual basis.

Dividend payout ratio is defined as the (proposed) dividend
per share divided by diluted earnings per share.

AuM Information provides market participants with
transparency on the status and development of Partners
Group's recurring revenue basis for asset management,
investment management, and advisory services ("AuM
Services").
When calculating AuM Information, Partners Group strives
to mirror the recurring fee basis, including reserved amounts
for commitments for the various programs and mandates;
amounts can therefore be based on reasonable estimates
and judgment where necessary, in particular where AuM
Information reflects anticipated investment activities for the
next semester. Where Partners Group renders AuM Services
in a joint effort with similarly split responsibilities with third
parties, AuM and assets raised are counted at 50%. No AuM
and assets raised are counted where Partners Group is only
providing administrative, transactional, or consultant services.

Alternative performance metrics (APM)
Partners Group uses various financial and alternative
performance metrics (APM) to measure its financial
performance as part of its financial reporting. The APMs
used by Partners Group supplement the measures that are
documented and published in accordance with International
Financial Reporting Standards (IFRS). An APM is defined
as a financial measure of historical or future financial
performance, financial position or cash flows not already
defined or specified in the applicable financial reporting
framework.
APMs are predominantly operational management metrics
and undergo regular performance reviews in both internal
and external reporting. The resulting findings are taken into
account as part of a strategy review process. We must point
out that the comparability of APMs within the industry can
be limited due to different calculation methods.
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Earnings before interest and tax (EBIT) stands for the sum
of revenues from management services, net, including other
operating income and expenses before net finance result and
before income taxes. This metric is used by Partners Group
as the financial target in its internal presentations (business
plans) and in its external presentations (to analysts and
investors). EBIT is considered as a useful unit of measurement
for evaluating the operating performance of the group.
EBIT margin is calculated as earnings before interest and
tax (EBIT) divided by revenues from management services,
net, including other operating income. It is one of the key
operational management metrics as it provides an indication
of the profitability of the business.
In millions of Swiss francs

2021

2020

EBIT

1’650

875

Revenues from management
services, net, including other
operating income

2’629

1’412

62.8%

62.0%

EBIT margin

Earnings before interest, tax, depreciation, and
amortization (EBITDA) stands for the sum of revenues from
management services, net, including other operating income
and expenses before net financial result, before taxes, and
before depreciation and amortization.
Equity ratio is calculated as equity attributable to owners of
the firm, divided by total liabilities and equity.
Management Fee EBIT is calculated as EBIT (see EBIT
definition above) less recognized performance fee revenues
adding back Performance Fee Related Expenses (see
Performance Fee Related Expenses definition below).
Adjustments to the Management Fee EBIT calculation may
occur should accounting or other extraordinary adjustments
with an effect on the financials make the comparison
between the start and end years inconsistent.
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Performance fee-related expenses include expenses for
the firm's dedicated performance fee-related compensation
program (the Management Carry Program), performance feerelated bonus expenses, related social security expenses and
social security expenses for the Management Performance
Plan.
In millions of Swiss francs

2021

2020

EBIT

1’650

875

(1'197)

(266)

Performance fee related expenses

441

101

Management Fee EBIT

895

711

Performance fee revenues

Net cash position is calculated as cash and cash equivalents,
including short-term loans to products, minus credit facilities
drawn and long-term debt.
In millions of Swiss francs

2021

2020

Cash and cash equivalents

911

1’228

Short-term loans

1’489

673

Long-term debt

(799)

(799)

Net cash position

1’601

1’102

Revenue margin is calculated as revenues from management
services, net, including other operating income, divided by
average AuM (in CHF bn) calculated on a daily basis.
In millions of Swiss francs

2021

2020

Revenues from management
services, net, including other
operating income

2’629

1’412

Average AuM (in CHF bn)
calculated on a daily basis

109.3

93.8

2.41%

1.51%

Revenue margin (annualized)

Return on average shareholders’ equity (RoE) is calculated as
profit for the period, divided by average equity attributable to
owners of the firm.
In millions of Swiss francs

2021

2020

Profit for the period

1’464

805

Average equity attributable to
owners of the firm

2’587

2’281

57%

35%

Return on equity
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