
The Hamilton Lane survey of 390 global private wealth professionals was conducted October 23-Nov 4th, 2025 (Wakefield Research). This year’s survey group differs from prior years, reflecting a change in administration and 
methodology. See details. All quotes are from survey respondents and may not be representative of the experience of others. There is no guarantee of future performance or success.

Private markets in focus: Wealth professionals worldwide recognize
the growing value of private markets — and they’re taking action.
See key insights from 390 wealth professionals across the globe.



Key Insights from Wealth Professionals

86%
Plan to increase private 
market allocations.

55%
Say interest among 
millennials grew the most.

81%
Find that education 
boosts client interest.
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“Offering private market access has improved my reputation as a forward-
thinking advisor. It demonstrates to clients that I am proactive in seeking 
creative investing alternatives." 



Quotes are from survey respondents and may not be representative of the experience of others. There is no guarantee of future performance or success.

Do you plan to increases private market allocations in 2026?
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Wealth Professionals Plan to Boost Allocations

“Private market 
investments have 
increased steadiness 
during market 
volatility.”

86% Yes



The #1 Reason for Private Market Growth

Why do you plan to increase allocations to private markets in 2026?

Portfolio optimization tops other motivators

Quotes are from survey respondents and may not be representative of the experience of others. There is no guarantee of future performance or success.

“By investing in 
private markets, we 
create diverse, high-
quality portfolios 
tailored to our clients' 
long-term goals.”

59% Portfolio optimization

48% Competitive positioning

46% Client demand

45% Availability of suitable products

41% Market volatility
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Chart shows average of responses. 
Quotes are from survey respondents and may not be representative of the experience of others. There is no guarantee of future performance or success.

Average allocation within the private markets portion of client portfolios
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Most wealth professionals allocate across a broad mix of strategies

“By expanding into 
private credit and 
infrastructure we have 
been able to offer 
clients more 
diversification.”

Private Equity
19%

Private Real Estate
18%

Venture Capital
16%

Private Credit
16%

Infrastructure
15%

Secondaries
13%

Other 3%



41%

Venture Capital Leads 2026 Strategies 

Which investment strategies do you plan to increase and decrease in 2026?

Venture and infrastructure are poised for growth this year 

Quotes are from survey respondents and may not be representative of the experience of others. There is no guarantee of future performance or success.
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“Venture capital funds 
[can] get clients into 
high-growth 
companies long before 
those firms go public."

Decrease Increase

47%

46%

44%

43%

36%

8%

31%

21%

32%

37%

Venture Capital & Growth

Private Infrastructure

Private Equity

Private Real Estate

Private Credit



“Clients value the potential for higher returns and access to innovative 
companies earlier in their growth cycle.”



Gen Z (under age 30 ) Millennials (ages 30-45) Gen X (ages 46-61) Baby Boomers and
Silent Generation (over

age 61)

Millennials Show Strongest Interest 

Which generation has shown the greatest increase in interest in private markets?*

Demand increased the most among investors ages 30–45

*Note: One percent of respondents saw no difference among generations 
Quotes are from survey respondents and may not be representative of the experience of others. There is no guarantee of future performance or success.

“Private markets [have 
the potential to] offer 
higher returns 
potential and 
diversification, while 
helping our business 
grow by deepening 
client relationships.”

55%
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Entry Points: Private Equity and Venture 

Which private market strategies are most popular among new, 
highly-engaged investors? 

New inquiries tend to start with private equity and venture. 

56% Private Equity

51% Venture Capital & Growth

49% Real Estate

44% Infrastructure

38% Private Credit

“Private markets 
positioned me as a 
more sophisticated 
advisor.”
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Performance & Diversification Are Top Motivators for Clients
Access to more exclusive investments came in at #3

28%
Performance

25%
Access to investments 
not available to the 
general public

19%
Sector exposure

28%
Diversification
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Clients Express Confidence in Private Markets

How do your clients view the risk/reward of private markets 
compared to public markets?

83% view private market risk as equal to or below public market levels.

Quotes are from survey respondents and may not be representative of the experience of others. There is no guarantee of future performance or success.

“It’s helped balance 
risk and reward.”
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“Private market opportunities created more meaningful client conversations.”



Moderately
increased

Significantly
increased

No
noticeable

change

Moderately
decreased

Significantly
decreased

Education Sparks Client Interest 
How has providing education on private markets impacted your clients' interest? 

“Offering private 
market investments 
has helped me stand 
out and expand 
through word-of-
mouth referrals.”

81%
Say education 
boosts client 
interest

23%

58%
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Top Knowledge Gap: Product Awareness 
What are the biggest knowledge gaps your clients have about private markets? 

15

“Expanding access to 
alternative 
investments has 
helped build stronger 
client relationships, 
brought in new 
investors and made 
the firm more 
competitive.”

61% Current products available such as evergreen funds

56% Liquidity constraints

44% Trends in specific sectors, such as private equity or infrastructure

43% Underlying deals

1% Other

Quotes are from survey respondents and may not be representative of the experience of others. There is no guarantee of future performance or success.



Private Market Education Goes Omnichannel 

How do you educate clients on private markets? 

Wealth professionals blend digital, in-person learning. 
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“Clients appreciate 
the access and 
education we provide 
regarding these 
unique assets.”

26%
Digital resources including videos and 
articles

19%
One-on-one sessions

17%
Third-party materials 
(e.g., from fund providers)

16%
In-person events or 
workshops

22%
Webinars or group seminars



Thank you
Visit our website: Private Wealth Solutions
Reach us at: privatewealthsolutions@hamiltonlane.com

https://www.hamiltonlane.com/en-us/strategies/evergreen
mailto:privatewealthsolutions@hamiltonlane.com


Contact Information

Headquarters
Seven Tower Bridge
110 Washington Street
Suite 1300
Conshohocken, PA 19428
USA
+1 610 934 2222

Denver
10333 East Dry Creek Road
Suite 310
Englewood, CO 80112
USA
+1 866 361 1720

Dubai
Hamilton Lane (UK) Limited
DIFC Branch
GV-00-03-01-BC-18-0, Level 1
Gate Village Building 3
Dubai International Finance Centre
Dubai, United Arab Emirates
+971 54 555 0053

Frankfurt
Guiollettstraße 48
60325 Frankfurt am Main
Germany
+49 69 153 259 293

Hong Kong
Room 1001-2, 10th Floor
St. George’s Building 
2 Ice House Street
Central Hong Kong, China
+852 3987 7191

London
4th Floor
10 Bressenden Place
London SW1E 5DH
United Kingdom
+44 20 8152 4163

Mexico City
Av. Paseo de la Reforma 333
Espacio de oficina 417
Cuauhtémoc, 06500
Ciudad de México, CDMX
Mexico
+52 55 6828 7930

Miami
999 Brickell Avenue
Suite 720
Miami, FL 33131
USA
+1 954 745 2780

Milan
Via Filippo Turati 30
20121 Milano
Italy
+39 02 3056 7133

New York
610 Fifth Avenue, Suite 401
New York, NY 10020
USA
+1 212 752 7667

Philadelphia
One Logan Square, 
130 North 18th Street
Suite 2420
Philadelphia, PA 19103
USA
+1 610 617 2000

Portland
Kruse Woods II
5335 Meadows Road, Suite 280
Lake Oswego, OR 97035
USA
+1 503 624 9910

San Francisco
One Embarcadero Center
Suite 2520
San Francisco, CA 94111
USA
+1 415 365 1056

Scranton
54 Glenmaura National Blvd
3rd Floor, Suite 302
Moosic, PA 18507
USA
+1 570 247 3739

Seoul
12F, Gangnam Finance Center
152 Teheran-ro, Gangnam-gu 
Seoul 06236
Republic of Korea
+82 2 6191 3200

Shanghai
Shanghai International Commerce Centre
One ICC, Room 2110
No. 999 Middle Huaihai Road
Xuhui District, Shanghai, 200031
China
+86 021 8012 3630

Singapore
12 Marina View
Asia Square Tower 2
Suite 26-04
Singapore, 018961 
+65 6990 7850

Stockholm
Östermalmstorg 1, Floor 4
114 42 Stockholm
Sweden
+46 8 535 231 40

Sydney
Suite 2, Level 36, Governor Phillip Tower
1 Farrer Place
Sydney NSW 2000
Australia
+61 2 9293 7950 

Tel Aviv
6 Hahoshlim Street
Building C, 7th Floor
Herzliya Pituach, 4672201
P.O. Box 12279
Israel
+972 73 271 6610

Tokyo
13F, Marunouchi Bldg.
2-4-1, Marunouchi
Chiyoda-ku
Tokyo 100-6313
Japan
+81 3 5860 3940

Toronto
40 King Street W
Suite 3603
Toronto, M5H 3Y2
Canada
+1 437 600 3006

Zürich
Hamilton Lane (Switzerland) AG
Genferstrasse 6
8002 Zürich
Switzerland
+41 (0) 43 883 0352
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Survey methodology
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This year’s survey group differs from prior years, reflecting changes in both administration and methodology. The 
2026 outlook survey was conducted by Wakefield Research (www.wakefieldresearch.com), and Hamilton Lane’s 
affiliation was not disclosed to respondents. 

The survey included 390 global private wealth professionals across four regions: Americas, Asia, Europe, and the 
Middle East. Qualifying financial professionals included RIAs, broker-dealers, family offices, and wirehouses. A 
minimum AUM of $150 million was required in all markets, except in the UK where the minimum was $40 million. 

The survey was fielded between October 23 and November 4, 2025, via email invitation and completed online. 

Respondents received incentives for survey participation, consistent with best practices in opinion research. 
Incentives were provided for completing the survey, not for specific quotes or responses



Disclosures
The information contained in this presentation may include forward-looking statements regarding returns, 
performance, opinions, the fund presented or its portfolio companies, or other events contained herein. Forward-
looking statements include a number of risks, uncertainties and other factors beyond our control, or the control of the 
fund or the portfolio companies, which may result in material differences in actual results, performance or other 
expectations. The opinions, estimates and analyses reflect our current judgment, which may change in the future.

This presentation is not an offer to sell, or a solicitation of any offer to buy, any security or to enter into any agreement 
with Hamilton Lane or any of its affiliates. Any such offering will be made only at your request. We do not intend that 
any public offering will be made by us at any time with respect to any potential transaction discussed in this 
presentation. Any offering or potential transaction will be made pursuant to separate documentation negotiated 
between us, which will supersede entirely the information contained herein.

The information herein is not intended to provide, and should not be relied upon for, accounting, legal or tax advice, or 
investment recommendations. You should consult your accounting, legal, tax or other advisors about the matters 
discussed herein.

.

20


	Slide Number 1
	Key Insights from Wealth Professionals
	Slide Number 3
	Wealth Professionals Plan to Boost Allocations
	The #1 Reason for Private Market Growth
	Most wealth professionals allocate across a broad mix of strategies
	Venture Capital Leads 2026 Strategies 
	Slide Number 8
	Millennials Show Strongest Interest 
	Entry Points: Private Equity and Venture 
	Performance & Diversification Are Top Motivators for Clients
	Clients Express Confidence in Private Markets
	Slide Number 13
	Education Sparks Client Interest 
	Top Knowledge Gap: Product Awareness 
	Private Market Education Goes Omnichannel 
	Thank you
	Slide Number 18
	Survey methodology
	Disclosures

