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Important disclaimer

’ BrokerCheck

MARKETING DISCLOSURE:  Rede is engaged by its clients to market their funds. Rede is not an advisory client or fund investor of its client funds, although its partners and employees may themselves invest in client funds via a pooled vehicle established for such purpose. For providing its 

services, Rede is entitled to cash compensation generally based on the amount of capital commitments to the client fund, with such compensation generally paid by the client rather than the client fund.  A client fund may however bear certain out-of-pocket expenses related to Rede’s 

engagement.  As a result, Rede has a significant economic incentive to solicit investors to commit capital to their clients’ funds, resulting in a material conflict of interest on its part. 

ADDRESSEE ONLY:  This document (Document) is issued by Rede Partners (Rede Group) and provided to you on a strictly confidential basis. This Document is proprietary to Rede and is intended for your confidential use only (and is not to be reproduced, distributed or used for any other 

purposes). By accepting delivery of this Document, you agree not to reproduce, distribute, give access to or use information contained within this Document or otherwise disclose any of its contents to any third party without the prior written consent of Rede, except to your professional 

advisers who are bound by substantially equivalent duties of confidentiality.  Any unauthorised disclosure will constitute a violation of this agreement. You agree to use your best efforts to protect the secrecy of and avoid disclosure of this Document and any of its contents in order to prevent it 

from falling into the public domain or the possession of any third parties. You further acknowledge that the contents of this Document may contain trade secrets, the disclosure of which is likely to cause substantial and irreparable competitive harm to Rede. 

CAPACITY:  This Document is not, and must not be treated as a financial promotion, investment advice, investment recommendations, or investment research. Recipients of this Document must not take (or refrain from taking) any investment decision on the basis of the information set out in 

this Document. Before making any investment decision, you should seek independent investment, legal, tax, accounting or other professional advice as appropriate. In making an investment decision, recipients must rely on their own examination of an investment and the terms of any offering 

and make an independent determination of whether the interests meet their investment objectives and risk tolerance level. Rede neither provides investment advice to, nor receives or transmits orders from, recipients of this Document, nor does it carry on any other activities with or for such 

recipients that constitutes MiFID or equivalent third country business for the purposes of the Rules of the Financial Conduct Authority in the UK (FCA Rules) in relation to an investment in any fund or other security referred to herein. Rede accepts no duty of care to any person in relation to 

investments and accepts no liability for your reliance on any of the information in this Document. 

NO OFFER:  This Document is being distributed for information purposes only. No information set out, or referred to, in this Document shall form the basis of any contract. The information contained herein should not be relied upon by any recipient for any purpose. Any offer or invitation, if 

made, would be made only by way of a confidential engagement letter (or other formal contract) and only in jurisdictions in which such an offer or invitation would be lawful. This Document may contain statements that are not purely historical in nature but are forward-looking statements. 

These forward-looking statements are based upon certain assumptions. Actual events may differ materially from those assumptions. All forward-looking statements included are based on information available on the date hereof.  Rede does not assume any duty to update any forward-looking 

statement at any time. Accordingly, there can be no assurance that estimated returns or projections can be realised, that forward-looking statements will prove to be accurate or that actual returns or results will not be materially lower than those presented. Therefore, no reliance should be 

placed on such forward-looking statements by any person. Any Internal Rate of Return (IRR) figures presented on a gross basis do not take account of fund level expenses, priority profit share, carried interest and taxes borne by investors, which in aggregate may be substantial. Past 

performance set out herein cannot be relied on as a guide to future performance.

OTHER RESTRICTIONS:  This Document is issued by Rede only to and/or is directed only at persons who are permitted to receive it under the rules and regulations applicable where such persons are located. In the UK and the EEA, this includes persons who are professional clients or 

eligible counterparties. Accordingly, this Document may not be used in any jurisdiction except under circumstances that will result in compliance with any applicable laws and regulations. Recipients of this Document should inform themselves about and observe any such restrictions. Any 

failure to comply with these restrictions may constitute a violation of applicable securities law. 

ACCURACY:  The information in this Document has not been audited or verified by any third party and is subject to change at any time, without notice. It is not intended to amount to advice on which you should rely. Neither Rede, its affiliates nor any of their respective directors, officers, 

employees, partners, shareholders or agents (each, a Rede Party) accept any responsibility for, nor make any representation or warranty, express or implied, as to the truth, accuracy or completeness of the information contained in this Document. Certain information contained herein is 

based on or obtained or derived from data published or prepared by third parties (Third Party Information). While such sources are believed to be reliable, no Rede Party assumes any responsibility for the accuracy of any Third-Party Information. No Rede Party shall have any liability or 

responsibility arising from any use of or reliance placed on the content of this Document to any recipient of this presentation or any other person. Unless otherwise specified herein, this Document speaks as of the date set forth on the cover. The delivery of this Document shall not, under any 

circumstances, create any implication that the information contained herein is correct as of any time after that date. 

INDEMNIFICATION:  You agree to indemnify and keep Rede fully indemnified against any and all losses, damages, costs, claims, liabilities, charges, demands, expenses and reasonable legal fees paid, suffered, incurred or made against Rede, directly or indirectly arising as a result of the 

unauthorised use or disclosure of any of the information contained within this Document.

REDE GROUP:  Rede Partners LLP is a limited liability partnership registered in England and Wales with registered office at 110 Park Street, London W1K 6NX (Registered No. OC361093). Rede Partners LLP is authorised and regulated by the Financial Conduct Authority in the U.K.  

Rede Partners (Netherlands) B.V., a besloten vennootschap met beperkte aansprakelijkheid, having its statutory seat at The Collection Chapter No.5, Keizersgracht 163, 1016 AL Amsterdam, the Netherlands. Rede Partners (Netherlands) B.V. is licensed by the Dutch Authority for the Financial 

Markets and authorised by various regulators in respect of the provision of cross-border services.  

Rede Partners (Americas) LLC is a limited liability company registered in Delaware with registered office at Suite 408, 1270 Avenue of the Americas, New York 10020.  Rede Partners (Americas) LLC is a registered broker-dealer with the U.S. Securities and Exchange Commission and various U.S. 

state securities administrators and is a member in good standing of FINRA and the Securities Investor Protection Corporation. Please refer to FINRA’s BrokerCheck. 

Rede Partners (Asia) Limited is a private limited company operating from Level 26, Unit 2305, Prosperity Tower, 39 Queen’s Road Central, Hong Kong.  Rede Partners (Asia) Limited is licensed by the Hong Kong Securities and Futures Commission to carry on Type 1 (Dealing in Securities) regulated 

activities under the Securities and Futures Ordinance.

https://brokercheck.finra.org/
https://brokercheck.finra.org/firm/summary/299631


3 STRICTLY PRIVATE AND CONFIDENTIAL

Rede surveyed 68 of the most active emerging manager investors

Survey 

Creation

Defined emerging GP criteria: 
Fund I-III, <$1bn fund size

Determined investment timeframe for LPs: 
Over the next 12 months

Compiled question list of the “top 10 most 
asked questions” from emerging GPs

Developed target list of 75 LPs considered 
to be the most active investors in emerging 
GPs

Administered survey (July 22 – August 19) 
through both targeted outreach and during 
live conversations with target LPs

Determined key takeaways by quantifying 
and analyzing 68 responses 

Generated a comprehensive outlook on 
fundraising considerations and LP 
expectations for emerging managers over the 
next 12 months

Targeted 

Distribution

Analysis 

of Results
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Demand for emerging GPs is robust…

of respondents INCREASE

of respondents MAINTAIN

of respondents DECREASE

of investors are either maintaining or increasing deployment to emerging GPs100%

Expect to at least maintain. Increase depending on 
fresh capital raised.

We expect to have fresh capital with a blank slate 
portfolio to which to deploy capital. 

47%

53%

0%
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… with survey participants most focused on identifying talent in the United States

Canada

“Have taken meetings here, but 

don’t like currency conversion”

15%

United States

“.. but really focus is on US.”

100%

UK

43%

Europe (ex-UK)

“Just added a UK LMM group so not 

adding anything new in EU.”

50%

APAC

“We are deprioritizing Asia more 

generally and are unlikely to focus on 

any emerging managers in the region 

(India may be the exception).” 

7%
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While most are focused on identifying the best overall talent, industrials, healthcare 
and software buyout GPs are most in demand…

To which strategies do you plan

to increase allocations?

To which sectors do you plan

to increase allocations?

27%

30%

33%

80%

83%

86%

Impact

Financial

Services

Consumer

Software

Healthcare

Industrials 90%

72%

66%

50%

22%

Buyout

Value Biased

Buy and build

Growth equity

Turnaround
“within Growth, more 

growth buyout”

No sustainability, everything else will 

maintain/increase. HC may be a decrease. 

Biotech/pharma services increased in the last 12 

months

ANY - best managers

Don't need tech, but in general love sector 

specialists and open to all.

Will continue to add across all metrics, strategies 

and sectors - portfolio is so new. Turnaround 

distressed may not add, but everywhere else for 

sure.

No targets or buckets for sectors; open 

minded.

We are not dogmatic on sector - open to anything so 

long as we get high quality co-invest (where we can 

max out the MOIC)

No particular focus - invest opportunistically across 

all..
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… and no obvious consensus on strategies or sectors to avoid - though all want to 
avoid perceived ‘lack of differentiation’

18% 16% 13% 11% 11% 10% 6% 6% 5% 3%

Growth Equity 

& VC

Oil & Gas, 

Energy, Real Assets 
(incl. RE & Infra)

Credit Sustainability / 

Impact

Healthcare

(physician roll-ups & 

services)

Consumer Tech & 

Software

Multi-Strat 

& Services

Distressed / 

Turnaround

‘Balance Sheet’ 

Financials

“Not looking for 

growth equity 

managers, and on the 

margin, do not need 

more business services 

exposure, but we would 

add exceptional 

managers in these 

categories, the bar is 

just much higher..”

“We will shy away from 

brand new teams with 

little connectivity, 

traditional healthcare 

roll ups (feels crowded), 

and buyout strategies 

with high emphasis on 

leverage given current 

interest rate environment”

“We’re most skeptical of 

buy-and-build strategies 

without any other value 

creation angle.”

“…don’t want broad 

sector focused buyout 

funds with no clear 

distinction”

“Dislike GPs who have 

given away economics 

and stay clear of  large 

FTFs ($750m+)”

“…unlikely to allocate to a new software specialist, 

given we continue to have a meaningful overallocation to 

the sector.” 

“Value-tech is an area 

we don’t like 

philosophically”

In the next 12 months are there any emerging GP strategies that you will avoid?
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Most LPs surveyed prioritized their assessment of an emerging GP’s track record 
and/or seed assets, strategy and the team structure and pedigree

What would be your top three considerations when investing in an emerging GP?1 

74%

68%

51%

41%

31%

24%

15%

15%

9%

3%

Attributable TR

Strategy

Team & Pedigree

Fund size

Team Construction

Co-invest

Seeded Portfolio

LP quality

GP Commit

Diversity

1. As a % of total 68 LPs surveyed.

Minimum round-trip exits (from current firm, 

prior firm or as a fundless sponsor) required 

by LPs when investing in an emerging GP

4%

28%

44%

24%

No exits 1 -2 exits 3-5 exits 5+ exits

… We’d prefer as many as possible, of 

course, but we’ve underwritten folks 

with zero.

Not strict; we would count a 

company that is on rails to an exit…
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66% of surveyed LPs are underwriting their emerging GPs to at least a 2.5x net return

What returns are you underwriting your emerging GPs to?

1%

32%

53%

13%

1.5x - 2.0x net 2.0x - 2.5x net 2.5x - 3.0x net 3.0x+ net

… We need to see a realistic expectation of a 2.5x net, but also how a fund could deliver a 3x net without heroic assumptions.

Higher risk potentially, hence higher reward needed…
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Key takeaways for emerging managers in the year ahead

Appetite will 

continue to 

proliferate into 2025

 100% of LPs surveyed are 

either increasing or 

maintaining their exposure 

to emerging GPs 

(sub-$1bn, Fund I-III)

US: the most 

attractive hunting 

ground

 All LPs surveyed are 

looking to the US for 

emerging GPs, while 

selectively adding in 

Europe and Canada 

 For most LPs surveyed 

APAC emerging 

managers are a lower 

priority

Winning emerging 

GPs will need 

strong 

fundamentals

 Attributable track record, 

pedigree, and team are the 

most relevant 

considerations for LPs 

when assessing emerging 

GPs

Clear differentiation 

is critical in a 

competitive market

 Industrials, healthcare, 

and software are the top 

sectors that surveyed LPs 

are interested in, with a 

preference for buyout from 

a strategy perspective

 In nearly all cases LPs are 

looking for a definable 

edge and exposure that is 

complementary to their 

current line up

LPs are investing in 

emerging GPs for 

alpha

 LPs prefer to see multiple 

strong proof points (exits) 

before investing in 

emerging GPs

 66% of LPs are 

underwriting their new 

emerging manager 

commitments to at least a 

2.5x net return



rede-partners.com

rede /rēd/
Chiefly British dialect, old English

-verb (used with object)

1. to counsel; advise

2. to explain; interpret

-noun

3. counsel; advice

4. a plan

5. a story
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