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High-profile figures from the European buyout industry have said that firms seeking to raise first-time 

funds must differentiate themselves to be successful in the “brutal” fundraising climate. 

At a roundtable hosted by European private equity search specialist Altus Partners, John Sinik of 

Metric Capital Partners said: “Fundraising is a brutal process; you have to be patient and, importantly, 

you have to fundamentally believe in the product you are pitching. This isn’t like the boom times of 

2005 to 2007 when young inexperienced traders and bankers could raise billions without a track 

record and without a differentiated strategy”  

 

Sinik, a former TowerBrook Capital Partners partner, said that in order to be successful, firms raising 

first-time funds should differentiate themselves. He said: “I don’t think the world necessarily needs 

another private equity firm. There are, however, material gaps in the market we are addressing and the 

supply-demand dynamics are strongly in our favour.”  

 

Alex Rogers, a managing director at HarbourVest Partners, said firms must also be sure they can 

deliver with a new strategy. He said: “For us to raise a £100m debt fund, which is small for us, it was 

probably a year of effort with four full-time people. We only pulled the trigger to raise the fund after 

we had satisfied ourselves that we wouldn’t fall into the trap of believing that just because it was a 

good story, that we were good at it. We spent time and energy researching the market and speaking 

with market participants to make sure that once we put our name to a product, we could deliver.”  

http://www.penews.com/today/index/content/4069184364


 

Speakers at the roundtable agreed that having a fundraising strategy was key to raising new funds. 

Rogers said: “The single most important thing if you’re starting a new fund is to have a strategy on 

which investors you initially approach.”  

 

Sinik, who launched private debt fund Metric with a team of industry veterans in May, said: “It’s easy 

to say let’s go out there and talk to everyone, but we have found a focused approach tailored to 

limited partners that have worked with us in a previous capacity to be much more appropriate.”  

 

Jeremy Lytle, investor relations director at ECI Partners, said that new firms must also know their 

market. He said: “A number of people have spun out of bigger firms, looking to raise 100 or 200 

million, who then are operating in a different area than they have been before, small buyouts. What 

they find is it’s a completely different market. There are huge amounts of boutique intermediaries and 

they just struggle for dealflow.”  

 

Altus Partners is a leading financial markets search firm. We provide talented professionals on both 

an interim and permanent basis to prestigious financial institutions globally. This includes experts in 

Corporate Finance Advisory; Private Equity and Alternative Investments; Asset Management; Capital 

Markets; Strategy and Consulting; Risk; and Change Management. 

Our practiced experts all have many years of experience and hold a deep knowledge of the related 

business community. This ensures our understanding of industry nuances. All of our consultants are 

equity partners within the business, thereby enabling clients and candidates to forge a long-term 

relationship safe in the knowledge that we are fully committed to their business. 

 

Altus:  Ed Chamberlain 

  T. 0203 137 3250 

  E. ed.chamberlain@altuspartners.co.uk  

 

For more information, go to www.altuspartners.co.uk   
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