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More advisors are considering illiquid investments like private 

equity funds for the enhanced return potential, but a number of 

perceived obstacles still stop many advisors from taking action.

iCapital Network recently surveyed nearly 450 registered 

investment advisors about their views on and experience with 

private equity. One of the most interesting findings to emerge from 

the research points to a disconnect between advisors and their 

clients when it comes to private equity: Approximately two-thirds 

of RIAs believe their affluent clients are interested in private equity 

(Figure 1), but just one-quarter of advisors have proactively 

broached the topic with clients (Figure 2) and only one-in-five 

advisors currently include the asset class in their wealth 

management offering (Figure 3). 

structure and characteristics of private equity and those that relate 

to the advisors’ own knowledge and familiarity with private equity. 

Learning how to best navigate these obstacles may provide an 

opportunity for advisors to expand their capabilities in ways that 

align more closely with client preferences and inclinations.

HISTORICAL LANDSCAPE

First, some context. Until recently, private equity firms have 

primarily targeted institutional investors. The most established 

managers have long-standing relationships with pension funds, 

insurance companies, foundations, endowments and investment 

consultants and many times allocations from the highest-demand 

managers are virtually reserved before their next fund is even open 

for investment. If advisors and their clients are somehow able to get 

access, in many cases the investment minimums start at $5 million 

(but can be as high as $20 million) making it challenging for all but 

the wealthiest individuals to get diversified exposure to the asset class.At 

the same time, private funds are not required to publicly disclose 

their performance and there are no mandatory standards for 

reporting. So, prospective investors and their advisors may have 

difficulty knowing when an opportunity is available for investment 

and then assessing that opportunity against other similar 

opportunities and their specific investment goals.

Many of the nine issues cited by advisors are a reflection of the 

historical landscape. However, the advent of new technologies and 

greater access to high quality information about investing 

opportunities are providing workable solutions to many of the 

long-time obstacles and helping to make private equity accessible 

to a broader universe of investors.

LOWERING THE BARRIERS TO ENTRY

In recent years, several online alternative investment platforms 

have emerged to address the historical issues associated with the 

asset class and provide an interface between fund managers and a 

new frontier of individual investor capital.

The platforms aggregate smaller purchases into a single vehicle 

that can meet the minimums at each fund, helping to democratize 

the asset class with entry points as low as $100,000. The collective 
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This state of affairs may indicate a degree of unmet demand 

among wealthy investors for these types of investment opportunities.

In the same study, RIAs identified nine issues that they say hamper 

the use of private equity funds in their advisory practice (Figure 4). 

The issues fall into two broad areas – those that relate to the 
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‘purchasing power’ is used to negotiate with managers to secure 

allocations into desirable offerings.

Many platforms add new investments continuously, allowing 

individual investors and their advisors to review new opportunities 

online, conduct analysis and due diligence on materials supplied by 

the managers as well as objective third-parties, complete all stages 

of documentation and track their investments – a digital experience 

designed for the way people consume information and execute 

transactions now.

Lastly, many of these platforms are also integrated with the 

industry’s major custodians helping to simplify transactions in and 

reporting on private investments for advisory professionals and 

organizations with established operational processes 

INCREASED NEED FOR ADVISOR EDUCATION

Despite being around for decades, alternative investments (and, 

more specifically, private equity investments) are still not 

considered mainstream. As such, many advisors have much to 

learn before they can confidently raise the topic with their qualified 

clients. In particular, advisors should understand how these types 

of investments work, the primary ways in which they differ from 

publicly-traded investments, where they fit in a portfolio, how they 

should be evaluated relative to their peer universe and other asset 

classes, and other critical risks and elements so they can 

appropriately set client expectations.

A significant number of educational materials — including academic 

studies, whitepapers, short reports, videos and webcasts, 

presentations and training modules — are available from reputable 

investment and specialty organizations, many of which are free 

and may offer continuing education credits for professional 

designations.

Many of the online alternative investment platforms are also able to 

offer institutional-quality research and exclusive video feeds of 

fund managers explaining their strategies, track records, deal 

sourcing, competitive landscape and case studies. Such materials 

can help advisors climb the learning curve on private investments 

and increase their familiarity and facility with these offerings.

If a client cannot tolerate illiquidity or is not in a position at a 

particular time to lock up some portion of their capital in these 

strategies, private equity is not going to be appropriate for them. 

However, client demand notwithstanding, advisors should also be 

aware that private equity may offer numerous benefits to a high-

net-worth portfolio, including the potential for greater diversification 

and outperformance, which can help minimize the effects of 

sustained market volatility and low interest rates.

FIGURE 4
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These materials are for informational purposes only and are not intended as, 

and may not be relied on in any manner as legal, tax or investment advice, a 

recommendation, or as an offer to sell, a solicitation of an offer to purchase or 

a recommendation of any interest in any fund or security described herein. Any 

such offer or solicitation shall be made only pursuant to the final confidential 

offering documents which will contain information about each fund’s investment 

objectives and terms and conditions of an investment and may also describe 

certain risks and tax information related to an investment therein.   This material 

does not take into account the particular investment objectives, restrictions or 

financial, legal or tax situation of any specific investor. 

Past performance is not indicative of future results. All of the products described 

are private placements that are sold only to qualified clients through transactions 

that are exempt from registration under the Securities Act of 1933 pursuant to 

Rule 506(b) of Regulation D promulgated thereunder (“Private Placements”). 

An investment in any product issued pursuant to a Private Placement, such 

as the funds described, entails a high degree of risk and no assurance can 

be given that any alternative investment fund’s investment objectives will be 

achieved or that investors will receive a return of their capital. Further, such 

investments are not subject to the same levels of regulatory scrutiny as publicly 

listed investments, and as a result, investors may have access to significantly less 

information than they can access with respect to publicly listed investments. 

Prospective investors should also note that investments in the products 

described may involve long lock-ups and do not provide investors with liquidity. 

The information contained herein is subject to change and is also incomplete. 

This industry information and its importance is an opinion only and should 

not be relied upon as the only important information available. Information 

contained herein has been obtained from sources believed to be reliable, but not 

guaranteed. No part of this material may be reproduced in any form, or referred 

to in any other publication, without express written permission. 

Securities may be offered through iCapital Securities, LLC, a registered broker 

dealer, member of FINRA and SIPC and subsidiary of Institutional Capital 

Network, Inc. These registrations and memberships in no way imply that the 

SEC, FINRA or SIPC have endorsed the entities, products or services discussed 

herein. 

Additional information is available upon request.
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