
1  What will happen to private equity fundraising 
levels over the next 12 months?
In 2017, the private equity (PE) industry has 
demonstrated its impressive staying power as an 
asset class. Despite a record level of dry powder1, 
which reached US$963bn in July, PE firms are having 
little trouble raising even more money to spend on 
acquisitions and other investments. As of Q2 2017, 
there were 1,908 funds seeking a total of US$635bn 
in capital commitments. For the sake of comparison, 
there were under 1,200 funds raising about 
US$400bn in the same period of 2013.2

As a result, it should come as little surprise that 
nearly two-thirds of our survey respondents (64%) 
believe that PE fundraising will increase over the next 
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Over the first three quarters of 2017, North America 
saw 885 PE buyouts valued at US$163bn. This 
compared to 997 deals worth US$115bn in Europe 
and 331 deals valued at US$100bn in APAC.

More than two-thirds of our survey respondents (68%) 
believe North America will retain its position as one of 
the top two regions for PE investment. However, 64% 
say they think Asia-Pacific will also be in the top two, 
while just 44% predict that Europe will be up there. 
Less than a quarter of participants (24%) said Latin 
America will be one of the regions with the greatest 
number of buyouts over the next year.

In North America, positive economic figures are 
bolstering confidence among investors. In September, 
the US Labor Department announced that the 
jobless rate had fallen to 4.2%, the lowest level since 
February 2001. Meanwhile, US equities reach record 
highs on a weekly basis.

In addition, Europe’s economy is rapidly recovering 
from its long malaise. Consumer confidence in the EU 
climbed from -3.3 in May to -1.3 in June 2017 – the 
highest level in roughly a decade.4 

12 months either significantly (16%) or somewhat 
(48%). One-fifth (20%) think capital raising will 
remain at the current level and 16% believe it will 
decrease somewhat.

One respondent, a managing director at a PE firm with 
over US$100bn in assets under management, said 
PE remained attractive due to its consistently strong 
returns. “Even with the major political shifts we’ve 
witnessed in recent times, PE  firms are performing 
extremely well,” he said. “The figures were higher than 
the predicted target for 2016 and the same is expected 
for 2017. Private equity has maintained its reputation 
for being dependable and attractive for investors.”

Indeed, PE funds outperformed public markets  
by a fair margin last year, according to an analysis 
by investment advisory firm Cambridge Associates. 
In the 12 months ending June 2016, US buyout 
funds attained an internal rate of return (IRR)  
of 6%, compared to 4% by the S&P 500 over the  
same period.3 

Nonetheless, not all our respondents believe  
the current breakneck pace of fundraising can be 
maintained over the coming year. “I believe the 
momentum picked up by the private equity class will 
subside,” said a managing director at a PE firm that 
makes more than 20 acquisitions per year. “The market 
will slow down and investors are seeing that now. Just 
because there are investment opportunities doesn’t 
make them the right opportunities.”

2  Which regions are likely to see the most private 
equity investment in the next 12 months? (Select 
top two) 
Broadly speaking, the regional balance of PE activity 
reflects that of all M&A dealmaking. North America 
tends to have the most buyout value, while Europe 
usually has the greatest number of deals. Asia-Pacific 
generally sits in third place for both value and volume 
of transactions.
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3. https://www.forbes.com/sites/baininsights/2017/03/14/private-equity-returns-still-outperform-public-markets/#74f134236553  
4. https://www.ft.com/content/06f861f7-9db0-3ac6-a887-ede24067c3c6?mhq5j=e5
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“Europe saw a wave of investments last year and 
it’s going to experience the same in the coming 
12 months,” said a managing director at a PE firm 
headquartered in San Francisco that focuses on 
growth equity. “Europe has two aspects that allows 
it to stand out: the consumer sector and its 
investment policies. Europe received a tremendous 
amount of incoming capital from foreign investors  
last year.”

In the Asia-Pacific region, the energy and 
infrastructure segments are showing promise, 
according to a respondent from a Chicago-based 
PE firm with more than 15 current investments. 
In one recent noteworthy deal in that area, US-
based Tennenbaum Capital Partners and Goldman 
Sachs BDC acquired Singapore-based solar energy 
developer Conergy Asia for an undisclosed sum 
in August 2017. Conergy builds and manages 
solar facilities in Australia, Japan, Myanmar, the 
Philippines, Thailand, and Germany.

3  Which sectors do you think private equity funds 
will be targeting in the next 12 months?
A majority of our respondents (52%) believe the 
technology, media and telecommunications (TMT) 
sector will be the one with the most PE activity over the 
coming 12 months. The next most-active industries for 
PE buyouts will be infrastructure (32%) and healthcare 
(28%), according to our respondents’ predictions.

If these expectations hold true, it will be a 
continuation of sector trends seen over the past three 
years globally. TMT, for instance, had the highest PE 
deal volume and value of any sector in 2015, 2016, 
and Q1-Q3 2017, according to Mergermarket data. 
In the first three quarters of this year, there were 500 
TMT buyouts valued at US$75.1bn.

In second place among sectors in 2016 and Q1-Q3 
2017 was energy, mining & utilities – which includes 
a significant number of infrastructure assets, such 
as midstream oil and gas companies and power 
grid operators. There were just 106 buyouts in the 
sector in Q1-Q3 2017, but their aggregate value 
came to US$57.4bn. Several megadeals contributed 

“Even with the major political shifts we've witnessed in recent 
times, PE firms are performing extremely well."

 Managing director at a PE firm with over US$100bn in assets under management
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to this outsized value total, including the US$17bn 
acquisition of power generator Calpine Corp in August 
by a consortium led by Energy Capital Partners and 
the Canada Pension Plan Investment Board.

A managing director at a mid-market PE firm in the 
US Midwest said he thinks businesses that combine 
technology and consumer goods will gain a lot of 
attention from buyers. “Technology is basically changing 
the dynamics of consumer behavior when it comes 
to choosing one brand over another,” he said. “The 
spending capacity and incentives for consumers have 
gone up, and those are the sectors where we expect to 
see a lot of investment in the coming 10 to 12 months.”

A prime example of this trend was the US$385m 
purchase of a stake in online food delivery service 
Roofoods by a group of PE and venture capital 
bidders, including Accel and DST Global. Roofoods, 
which operates under the name Deliveroo, uses 
a network of bike couriers to deliver food in 12 
European and Asian countries.

4  What do you believe is the biggest driver of private 
equity deal activity? (Select top one)
Our survey respondents are rather evenly split when  
it came to the top drivers of PE buyouts as of Q4 2017. 
Nearly one-quarter (24%) feel that sector-specific 
trends were having the greatest influence. A separate 
16% name four other drivers each: the general 
improving economic outlook; record levels of available 
capital; consistently strong investor returns; and the 
presence of corporations looking to make divestments.

When it comes to sector-specific trends, there are 
certainly a number of sectors that saw substantial 
growth in PE activity in 2016. The technology, media 
& telecommunications industries had 588 buyouts 
valued at US$99.8bn last year, which is 48 more deals 
and a 7% increase in value compared to 2015. The 
energy, mining & utilities sector experienced even 
more explosive growth, reaching 160 deals worth 

US$63.9bn in 2016 – an increase of 29 acquisitions 
and a 137% surge in value from the previous year.

The economy is also clearly rebounding impressively 
worldwide. The International Monetary Fund has 
projected global growth of 3.6% in 2017 and 3.7% 
in 2018. “Broad-based upward revisions in the euro 
area, Japan, emerging Asia, emerging Europe, and 
Russia more than offset downward revisions for the 
US and UK,” the IMF said in its October 2017 global 
economic outlook.5 

One of our survey respondents, a managing director 
at a growth equity PE firm focused on technology 
and healthcare, pointed out that PE  has also recently 
outperformed other alternative asset classes, such 
as hedge funds. “At present, PE funds are some of 
the best performing investments in terms of returns,” 
the managing director said. “The past few years have 
frankly been very bad for some other investment 
alternatives, but PE has performed well. This has 
helped funds to gather a strong capital base.”
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5. https://www.imf.org/en/Publications/WEO/Issues/2017/09/19/world-economic-outlook-october-2017 
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5  What do you expect to see in the way of private 
equity exit activity over the next 12 months? 
When asked about PE exit activity, a plurality of 
respondents were optimistic – 48% believe it will 
increase in the next 12 months. However, nearly 
a third (32%) disagree and feel exits will, in fact, 
decrease, indicating that there is far from a consensus 
on the subject among dealmakers.

PE exits hit an all-time peak in 2014, when there were 
2,258 sales valued at a total of US$533.9bn. At the time, 
many funds were selling assets they had acquired at 
deflated valuations following the 2008-9 financial crisis. 
After 2014, the combined value of PE exits declined in 
each of the following two years, although the number  
of exits rose to above 2,300 in both 2015 and 2016.

Secondary buyouts, deals between two PE firms, 
have also been on the rise. Their number reached an 
all-time high globally of 652 in 2016, with aggregate 
value of US$101bn.

One major PE exit from June 2017 serves as an 
example of several currents running through the 
sector in general: the US$5.3bn sale of Norwegian 
software company Visma by KKR and Cinven Partners 
to a consortium led by HgCapital.

First, HgCapital came together with three other PE firms 
to make the purchase – a consortium-based approach 
that is becoming increasingly commonplace as funds 
aim to do bigger deals. Second, the PE sellers found PE 
buyers, meaning a secondary buyout, instead of finding 
a strategic acquirer for the asset. And third, Cinven 
Partners actually retained a minority stake in Visma – 
another tactic increasingly employed by PE firms as they 
attempt to boost their ultimate return on an investment.

A partner at a PE firm with over 45 active investments 
predicted fewer exits over the coming year due to the 
latter trend of funds wanting to extend their ownership 
period. “Most of the major PE firms are using long-
term strategies to generate greater shareholder value 
and return on capital,” he said. “This will mean less 
exit activity over the next 12 months.”

6  What do you see as the greatest challenge 
for private equity fund managers over the next  
12 months?
Ongoing volatility and uncertainty in global 
markets represents the greatest challenge for PE 
fund managers, according to 40% of our survey 
respondents. Twenty-four percent say high valuations 
pose the biggest hurdle and 20% say competition for 
assets stands in the way of PE deals the most.

Perhaps the main reason for dealmakers’ concerns 
about global markets is the current state of global 
geopolitics. In the US, President Donald Trump has 
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failed to achieve any of his legislative objectives and 
has ramped up military tensions with North Korea. 
Across the Atlantic Ocean in Europe, the economy 
is finally on the upswing, but the specter of Brexit 
looms over the continent. In Asia, China has enacted 
restrictions on outbound investment. Together, these 
developments make it more difficult for PE buyers to 
accurately predict the outcome of a given acquisition.

The issue of valuation is becoming more serious as 
well. In 2016, the median EBITDA multiple paid by PE 
buyers in North America was 11.6x – which actually 
surpassed the median multiple in corporate deals of 
10.7x, according to Mergermarket data.

The high level of competition between acquirers has 
contributed to rising valuations, said a partner at 
a PE and VC firm that invests in the software and 
data industries. “Prime assets are chased by many 
potential competitors and funds,” he said. “It has 
raised valuations and has also had an impact on 
margins and fee structures.”

7  How will finding attractive investment 
opportunities change compared to 12 months ago? 
As competition heats up among PE firms, a majority 
of our respondents believe finding attractive 
investment opportunities will become more difficult 
(24%) or remain at the same level (32%) over the next 
12 months. At the same time, four in ten respondents 
think it will instead become easier to target new 
acquisitions in the coming year.

The advent of high-tech M&A targeting tools was the 
most controversial factor discussed by our respondents. 
Some feel that the tools create a deeper pool of 
potential targets; others argue that they make it more 
difficult to beat rivals to the punch for a specific asset.

“We bill something as attractive if we are getting ‘first 
mover’s advantage,’” said a managing director at a 
PE firm that buys mid-market software companies. 
“Now, because of things going digital, information 
has become easily dispensed and readily available. 
You don’t need analysts or valuation experts to dole 
out strategic information to you. You can access it in 
real time.”

Another respondent said the difficulty of finding 
new investments will remain the same, because the 
fundamentals of deal targeting have not shifted in 
any meaningful way. “It is not going to change – it is 
still all about identifying opportunities and evaluating 
risk,” said a managing director at an investment firm 
with over US$40bn in AUM. “Challenges will exist 
because of the inherent difficulties in finding suitable 
targets. PE buyers need to be very particular about 
the companies they acquire, and to do so will need  
to look into companies and their assets carefully.”

8  What types of deals do you expect to see more  
of in the next 12 months? (Select top two)
Co-investments are the overwhelming top choice for 
respondents when asked about the kind of PE deals 
they expect to see more of in the next 12 months. 
Some 52% cite this type of transaction, with joint 

“With high valuation as an obstacle for PE firms, co-investments 
can partially be a solution."

 Managing director at one of the top 10 alternative asset managers globally by AUM
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venture and asset acquisitions sharing second place 
(36% of respondents each).

As investors increasingly seek out lower fees and 
more transparency in their PE deals, co-investing 
alongside general partners has become a sought-
after option. In 2016, 42% of limited partners were 
participating in co-investments and 58% of PE firms 
offered the possibility, according to a Preqin survey. 

A managing director at one of the top 10 alternative 
asset managers globally by AUM said co-investing 
can help address the challenge of high valuations, 
since investors are willing to put up more funds for 
a deal when the terms are more favorable.

“With high valuation as an obstacle for PE firms, 
co-investments can partially be a solution,” he said. 
“Co-investments mean splitting the capital that is 
being invested, which also means splitting the risks 
and losses. The reason I call it a partial solution is 
because when a high valuation investment does  
well, the returns are higher too, and in this case the 
returns would be divided too.”
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6. https://www.institutionalinvestor.com/article/b1505pt3s1zz23/co-investments-in-private-equity-rise-along-with-risks

Methodology 

In Q3 2017, Mergermarket interviewed 25 North American private equity 
executives about their views on the PE industry over the coming 12 months.
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About Toppan Vintage

WHO WE ARE
________________________________________
Toppan Vintage is a leading international financial printing, 
communications and technology company dedicated to 
delivering a hassle-free experience with the highest quality 
accuracy, reliability and value for your organization’s financial 
printing and communications needs. Toppan Vintage is part 
of the Toppan Printing Group, the world’s largest printing 
group, headquartered in Tokyo with approximately US$13 
billion in annual sales.

WHAT WE DO AND WHY 
WE'RE DIFFERENT
________________________________________
Toppan Vintage provides software and services to handle 
mission-critical content that enables our clients to 
communicate more effectively and efficiently. We provide 
these services for capital markets transactions, financial 
reporting and regulatory compliance filings, investment 
companies and insurance providers.

The Toppan Vintage difference is simple – we are uniquely 
focused on the development and implementation of 
exceptional technology solutions, such as our Hive® suite  
of proprietary services, providing our clients with a 
competitive advantage when it comes to their financial 
communications needs. Despite our vast global reach, we’re 
proud to offer boutique-like services allowing our team  
of experts to work hand-in-hand with our clients.

www.toppanvintage.com
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