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We are pleased to present Hamilton Lane’'s 2019/2020 GP Dashboard.

Every year, the Dashboard captures the opinions and
expectations of general partners from around the
world, offering insight into where the GP community
believes the markets are headed. This year’'s survey

features responses from more than 130 of the most
well-known and top-performing general partners,
who share their views on the broader global markets
as well as their specific private markets portfolios.

Highlights from the 2019/2020 GP Dashboard

A recession is certainly on the radar,
but most GPs aren't too worried about
a downturn just yet.

PAGE 2

Outperformance is still expected —
a potential nod to the optimism this
group continues to show.

PAGE 3

With IPOs unlikely for most, what's
topping the list of exit options in the
coming year?

PAGE 6

A surprising percentage of GPs are spending
less than $500k annually on technology and
infrastructure. We have some thoughts on that...

PAGE 9

GP Dashboard

B GP Snapshot
£31% +50%

increase in GP increase in
respondent base reported AUM

9,900+ S2.5T

Portfolio Companies Reported AUM
Managed

61% 12%  10%

Buyout Growth Venture
9% 8%
Debt Real Assets
IT% 23% 6%

North America Europe ROW

Source: Hamilton Lane General Partner Survey (July 2019).



For our 2019/2020 Market
Overview, we selected a theme
inspired by Henry James' brilliant,
and rather heartbreaking, short
novel, The Beast in the Jungle.

It's atitle that evokes a sense of apprehension
and foreboding; indeed, that's what we were
going for, since it's a feeling we imagine
many can relate to at this point in the market
cycle. The risks — real or perceived — lurking
within the global marketplace are greater
today than they have been in years. Within
the private markets, the beasts are out
there and investors ought to be focusing on
ways to minimize
excessive risk within
their portfolios -
especially if they
believe we're on the
clock for arecession.

For our part, while
we still see plenty
of opportunities for
outperformance

in this asset class,
we've never found
ourselves in a more
uncertain investing environment — which is
really saying something since we've been
doing this for almost 30 years.

And so, with those pleasantries behind us,
let's dig in to our GP Dashboard to see how
our general partner group is feeling.

GP Dashboard

Recession Probability
W ()

You might be wondering why we decided to kick things off this year with the ever-popular (err, ever-
dreaded?) question of whether we should expect a global recession in the coming year. Well, in
short, it's because we're at a point in the cycle where any review of market indicators — GP inputs or
otherwise — ought to be considered within the context of a possible recession.

In fact, it's this notion of heightening recessionary fear that lies at the crux of our Market Overview
this year and indeed had a big hand in inspiring the theme. Couldn't we make the argument that
people are so preoccupied with worrying whether the approaching downturn is the “beast in the
jungle” waiting to strike, they may be missing opportunities right in front of them? (We think we can;
and, in fact, we do.) It's our belief, though, that the next recession, whenever it comes, may not be as
large and detrimental as was the Global Financial Crisis (GFC). Faced with that reality, we'd suggest
that rather than looking around incessantly for signs of doom and gloom, investors continue to
invest in a consistent, balanced way.

But, enough about us. Let's get back to what the general partners think. For their part, GPs seem
to be very much split between “low probability” (1%-20%) and “it's a possibility” (21%-50%). Either
way, an overwhelming number of GPs think it is more likely that there will not be a recession in the
next 12 months. It's important to note here that the geopolitical and macro-economic landscape
continues to evolve quickly and with a high degree of volatility, so it's possible this picture may look
different today than it did when we fielded this survey in July 2019.

What is the probability of a global recession in the next 12 months?

71%-90%

51%-70%

1%-20%

0%

Source: Hamilton Lane General Partner Survey (July 2019)
Percentages may not add up to 100 due to rounding. Please refer to endnotes on the last page.
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Net Returns
Cautiously Optimistic

So, if they don't believe a recession is imminent, that probably means GPs remain
fairly optimistic about private markets returns, right? Precisely. (Youre getting Much like they have the past few years, our GP group continues
pretty good at this.) to expect that the private markets will outperform the public

) ) markets by meaningful margins.
When it comes to expected private markets returns over the next three years,

our GP respondent base remains roughly as bullish overall as they were last year

with the vast majority expecting outperformance greater than 107 bps over global All Private Markets IRR vs. PME

listed equities and more than half (55%) expecting outperformance of over 300

bps. Interestingly, there was a slight pullback in the percentage of respondents .
anticipating 500+ bps outperformance; possibly an indication of either an 14.7% 151%

. . : . . L - 14.4%
increasingly uncertain macro environment or an industry that's simply gaining a better .

: . e : 13.6%
understanding of expectations within the private markets.

11.8%
Net returns for all private markets for the following three vintages will be...
43%
XN T 0% - v o
32%
20%
15%

5% ..
1% 2% N o

10.4%

10.1%

8.6%

Below Equal to Global listed Global listed Global listed
global listed global listed equities equities equities 2013 2014 2015 2016 2017
equities equities +100 bps to +300 bps to +500 bps
-100 bps +/-100 bps +300 bps +500 bps or more M Al Private Markets IRR B MSCI World PME
Source: Hamilton Lane General Partner Survey (July 2019) Source: Hamilton Lane Data, Bloomberg (October 2019)

Please refer to endnotes on the last page.



Revenue Growth
Meeting Expectations is a Good Thing

Let's turn foramomentto our group’s predictions around revenue growth
at their underlying portfolio companies. While a lesser percentage than
in last year's survey expect revenue to exceed expectations, the vast
majority of GPs nevertheless reported that growth was in line with
expectations. We would note that the “above expectations” category
has decreased marginally the last three years, perhaps an indication
that growth could be slowing overall.

Still, while we think the recession clock has in fact started ticking, our GP
friends aren't necessarily seeing that reflected in the topline performance
figures just yet, which is likely the first place we would see it. Then again,
remember that most of our GPs don't anticipate a recession happening
in the next 12 months, so maybe theyre on to something...

How do you describe revenue growth across your portfolio companies
over the past year?

Below
Expectations Above
4% Expectations

17%

/9%

In line with
expectations

Source: Hamilton Lane General Partner Survey (July 2019)
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Purchase Prices
Don’t Get Too Comfortable

And now for some less-than-stellar news: 96% of our GP respondents
expect purchase prices to remain flat or increase in the coming year.
This may be an acknowledgment of where we are in the cycle or an
indication of where we're headed.

At any rate, the consistently high purchase price multiples, coupled
with leverage multiples now at 2007 levels and marked deterioration
in coverage ratios at acquisition — particularly in North America —
would naturally trigger alarm bells.

Purchase prices over the next 12 months will...

2018 2019

6% 3% Increase by more than 0.5x
Increase by up to 0.5x
31%

2% — 3% = Decrease by more than 0.5x

Source: Hamilton Lane General Partner Survey (July 2019)
Please refer to endnotes on the last page.
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Q Most Attractive Geographies
With a Dash of Home Bias

With purchase prices high and coverage ratios worrisome, where are managers
seeing the most opportunities from an investing perspective? Again this year,
North America claims the top spot for most attractive geography, which it's had

' We took a peek at last year's responses to see how GPs fared
since 2017 when favor went to Europe.

in predicting the future. Turns out they were pretty spot on.

We advise interpreting this question with a “grain of salt” mentality, as 78% of GPs Despite a bit of home bias, North America did in fact ead

in the survey selected their home geography. Still, there continues to be less and tEhe pacl;hin 2A01.8 asdrggf;/ aétrle\c;ive ggﬁ?rﬁpfhé/,lgfollovgj b%/
less interest in ROW, which received 3% of the votes in this year's survey, down _ u;%ﬁg' enAsiaan -onlytime willtel| S go sor
from 8% in 2016 and 2017. n2ut=.

Which of the following private equity markets do you see providing the 2018 TWR by Geography
best risk/reward trade off over the next 12 months?

8.1%
with their own
geography

60%
57%
4.9%
29% 289,
1.3%
8% 8% 7% -
.. 3% North America  Europe Asia ROW

North America Europe Asia ROW Source: Hamilton Lane Data via Cobalt. Excludes Fund of Funds and
Secondary strategies (December 2019)

11.2%

/8%

of GPs responded

Source: Hamilton Lane General Partner Survey 2019, 2018 (August 2019)
Please refer to endnotes on the last page.
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Exits So, what are the advantages and
drawbacks of a GP-to-GP deal?

How ‘Bout Those GP-to-GPs

Let's shift to a conversation around how GPs are thinking about exits within their Pros: Cons:

portfolios and what that might indicate about today’s exit environment more broadly.

On the whole, the percentage of GPs expecting between 11-30% of their portfolio to
exit positions in the next year is similar to last year with just under three-quarters of
respondents in this bucket. The proportion of GPs expecting more exit activity — in
excess of 31% - shrank compared to the last two years. This may be a reflection of
where we are in the market cycle, with the last few years having seen a quite active exit
environment, due to a significant amount of the ‘08 crisis activity being sold.

Interestingly, despite a robust IPO market in the last year and much discussion around
PE-owned companies entering the public markets, only 8% of our respondent base
expects to exit an investment through an IPO. Instead, a sale to either a strategic or
other financial buyer is the more frequently-reported method, accounting for 79% of
responses. While IPO exits have been in the spotlight recently, it's understandable that
GP-to-GP deals take the cake because the majority of GP deals are simply too small for
the IPO market. And yet, in certain circles, they elicit skeptical reactions...

What % of your current portfolio is
actively pursuing an exit process with
expected closings in the next 12 months?

2019

17% 29% 6%

2018

39% 33% 11% 6%

0% - 10% 11%-20% 21%-30% 31%-40%  41%-50%

Source: Hamilton Lane General Partner Survey (July 2019)
Please refer to endnotes on the last page.

What is the most likely exit option for the
portfolio companies you expect to exit in
the next 12 months?

52%

27%
0,
10% 8% 0
3%
I

Sale to Sale to Unsure IPO Recap-
strategic another partial

buyer financial exit

buyer

Efficient diligence,
since both the
buyer and seller
understand the
process and
expectations on
each side.

Risk mitigation,

as the existing
sponsor is likely to
have dealt with any
undisclosed issues
that often arise in a
non-GP-to-GP deal.

Complementary
competencies of
the new GP that
can be applied to
the company at a
different point in its
life cycle.

Savvy participants
on both the buy-
and sell-side, which
makes for a better
transaction overall.

Additional fees like
transaction fees and
costs associated
with the purchase
and sale. There

are also likely to be
higher management
fees and longer
management deal
streams as the
company moves
from one GP to
another.

Potential for

more limited

value creation,

as some of the
easier operational
and financial
improvements were
made during the first
partnership.
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@ Projected AUM

Up and to the Right
Bringing it back to the fund managers themselves, What do you project your AUM will be in five years?
the not-so-surprising news is that no GP expects its \
AUM to shrink over the next five years (who would?). 41%

About one-third of respondents expect to grow
incrementally (up to 25% higher AUM), while on the
other end of the spectrum, almost one-third (27%)
expect more than 50% growth in AUM. While we
think this is a muted response from a rather bullish
group, we can attribute their cautiousness to the
possibility of a coming recession.

The important takeaway here, though, is the positive
direction in which the GPs themselves are headed.
They continue to develop business plans for real
growth, which is key, especially headed into a
potential downturn.

What may account for that continued growth? In
our Market Overview, we outlined several of the
reasons that growth in the private markets is likely
to continue: historical outperformance; downside
risk protection; familiarity with industry structures
and performance characteristics on the part of
investors; a low interest rate environment making
private strategies more attractive; and a growing
opportunity set relative to the public markets.

0%-25% 26%-50% 51%-75% 76%-100% >100%
higher than higher than higher than higher than higher than
today today today today today

Source: Hamilton Lane General Partner Survey (July 2019)
Please refer to endnotes on the last page.
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(o) Differentiators
(Depends on Who You Ask...)

Now that we've established that all of the GPs Other than track record / investment performance, what is your firm's
surveyed anticipate growing over the next five years most important differentiator relative to your peers?
(hey, a healthy self-esteem is a good thing), what do

they view as their biggest competitive advantages? Strength of Operating Partner Network 178 points

When we posed this question in last year's
survey, the resounding answer was firm culture.
“Strength of the operating partner network” and
“transparency and reporting” came in second and
third, respectively. This year, in order to dissect the
responses a bit more, we removed “firm culture” as
an option.

Other* 165 points

The interesting picture this now paints is the
disparity between expectations of GPs and LPs.
LPs have stated their need for GP transparency time
and time again, so you would expect that to be a
core business focus for GPs. They've also named
the need for friendly fund terms and ESG as other
key priorities. According to this survey, though, GPs
are more interested in the value creation of their
partnerships, while the LP requests lag behind. So,
what does that say for GP/LP relationships moving
forward? It's something to keep an eye on.

Transparency and Reporting 128 points

Availability of Co-Investment Opportunities 84 points

Risk Management Policies 65 points

Thought Leadership Publication of Research / Articles / Videos LRI

LP Friendly Fund Terms 43 points
Diversity & ESG Policies 40 points
Investment in Technology & Back Office 32 points

Offer Separate Accounts / Custom Investment Structures 26 points

*"Other” includes various responses such as “firm culture” and “deal-sourcing capabilities.”
Source: Hamilton Lane General Partner Survey (July 2019)
Please refer to endnotes on last page
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-
Technology & Infrastructure
LT Get Woke or Get Left Behind

Technology. Infrastructure. They seem like innocuous enough words,
especially in today’'s world of incessant connectivity. And, yet, we'd
argue that they will contribute to a growing bifurcation of winners and
losers in this asset class, especially once a downturn occurs. What's
bringing us to such a Darwinian conclusion?

As you've heard from us many a time before, we believe that investing
in technology and infrastructure is one of the wisest things private
markets investors can do. The need for higher-quality data, coupled
with the ability to analyze that data appropriately, is increasingly crucial
in order to not only remain competitive in this asset class, but also
to enable LPs to demonstrate that their managers are sufficiently and
strategically investing in their businesses.

Given that, we asked our GP respondent base to give us a sense for how
much they're investing in tech and infrastructure. More than one-third
(35%) spend more than STM a year in this area; a significant portion of
GPs in this category are those with more than S10B in AUM. However,
and more glaring in our minds, approximately half of the respondents
(47%) spend less than S500K annually. Really?! Come on, people.

Now, we'll acknowledge that some GPs may not have been considering
their back-office spending when answering this question, and we'd like
to think that doing so would have shifted the results more favorably.
Regardless, weTe interpreting the answers here to be generally
representative of the ways GPs think about investing in their businesses
as a whole — R&D, sales and marketing, the executive suite, etc. — and
that the lack of investment in technology and infrastructure is really
symptomatic of a broader issue. When we analyze the behavior this
way, it creates a much more stark and worrisome picture.

Note: All trademarks, service marks, trade names, trade dress, product names and logos appearing herein
are the property of their respective owners and are being used for identification purposes only. Use of these
names, marks, logos, and brands does not imply endorsement.
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We believe this means we'll continue to see the leading GPs — who have
putanemphasis on evolving their back office and investing meaningfully
in their technology infrastructure — creating a wider dispersion for
themselves either at the company, sector or even industry level. And,
we'e calling it: Many of the GPs rejecting this universal tech-focused
shift will likely be left behind.

Approximately how much does your firm spend on technology
infrastructure/data annually?

25%

$150K-$500K 31%

$0-$150K

Source: Hamilton Lane General Partner Survey (July 2019)
Please refer to endnotes on last page
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Macro Risks
They're Out There, People

Again this year, and perhaps not surprisingly, trade
wars topped the list of biggest risks for the global
macro economy in 2019-2020. Political polarization
took the number two spot, up from number three in
2018, and Sino-American relations ranked third, up
from fifth place last year. Taken together, GPs seem
to view increasingly nationalistic governmental
views, friction between the U.S. and China and
current and potential implications from a trade war
as the biggest risks in the coming year.

Worth considering: With such a fast-moving and
complex global macro environment, we wonder
how different these responses might look were we
to ask this same question today, as compared to
July 2019 when the survey was administered.

What are the biggest risks/concerns for the macro economy?

2019-2020 2018-2019

34% 34%

22%
15%
12%
1%
10%
7% 7%
5% 5%
4% 4%
3% 3%
2%

1%

[

Trade Political Sino- Rising Erosion Cyber- Instability ~ Brexit Military
Wars  Polarization American U.S.Inter-  of the security  of MENA Uncertanty  Conflict
Relations est Rates E.U. Between

Nuclear

Powers

Source: Hamilton Lane General Partner Survey (July 2019 & July 2018)
Percentages may not add up to 100 due to rounding. Please refer to endnotes on the last page.

5%

3%

4%
3% 3%

I I 2%I

Inflation

Energy  Constitu-
Prices tional Crisis
in the U.S.

10



GP Dashboard

B Conclusion

So there you have it: another edition of Hamilton Lane’s GP Dashboard. For all of the uncertainty
in the market and despite what beasts may be lurking, our GPs still seem to be fairly bullish on
the opportunities in our asset class. They're staying focused and demonstrating good discipline
as we all prepare to head into another new year in the private markets jungle.

Pooled Returns by Vintage Year
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Thank you for reading this sixth edition
mBuyout IRR 17 Buyout Tst & 2nd Quartile IRR - @ MSCI World PME of the Hamilton Lane GP Dashboard. We

will continue to conduct this survey and
analysis annually, and hope this year's

40% findings were of interest. As always, we
) ) welcome the opportunity to discuss any
Private Credit 30% reactions or questions you may have about

IRR vs. PME g9,

T
T
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the GP Dashboard or the private markets
more broadly.

Hamilton Lane is an alternative investment management
firm providing innovative private markets services to
sophisticated investors around the world. The firm has
been dedicated to private markets investing for 28 years
and currently has more than 390 employees operating
in offices around the world, as of 9/30/19. We're proud
to have been named a Best Place to Work by Pensions &
Source: Hamilton Lane, Bloomberg (October 2019) Investments for eight consecutive years.

M Private Credit IRR .~ Private Credit 1st & 2nd Quartile IRR @ Credit Suisse Leveraged Loan PME
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Endnotes

Please be aware that the information contained herein is based upon results of a survey conducted by Hamilton Lane Advisors, L.L.C. (the “Firm”) of a number of private markets participants. The results of the survey may not necessarily
represent the opinions of the Firm or its employees, officers or directors. Publication of this report does not indicate an endorsement by the Firm of the results included herein and should not be relied upon when making investment decisions.

Definitions

Index Definitions

Credit Suisse Leveraged Loan Index — The CS Leveraged Loan Index represents tradable, senior-secured, U.S. dollar-denominated non-investment-grade loans.

The MSCI World Index tracks large and mid-cap equity performance in developed market countries.

Strategy Definitions

All Private Markets — Hamilton Lane's definition of “All Private Markets” includes all private commingled funds excluding fund-of-funds, and secondary fund-of-funds.
Corporate Finance/Buyout — Any PE fund that generally takes a control position by buying a company.

Credit — This strategy focuses on providing debt capital.

PME (Public Market Equivalent) — Calculated by taking the fund cash flows and investing them in a relevant index. The fund cash flows are pooled such that capital calls are simulated as index share purchases and distributions as index
share sales. Contributions are scaled by a factor such that the ending portfolio balance is equal to the private equity net asset value (equal ending exposures for both portfolios). This seeks to prevent shorting of the public market equivalent
portfolio. Distributions are not scaled by this factor. The IRR is calculated based off of these adjusted cash flows.

12
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Disclosures

This presentation has been prepared solely for informational purposes and contains confidential and proprietary information, the disclosure of which could be harmful to Hamilton Lane. Accordingly, the recipients of this presentation are
requested to maintain the confidentiality of the information contained herein. This presentation may not be copied or distributed, in whole or in part, without the prior written consent of Hamilton Lane.

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.

All opinions, estimates and forecasts of future performance or other events contained herein are based on information available to Hamilton Lane as of the date of this presentation and are subject to change. Past performance of the
investments described herein is not indicative of future results. In addition, nothing contained herein shall be deemed to be a prediction of future performance. The information included in this presentation has not been reviewed or audited
by independent public accountants. Certain information included herein has been obtained from sources that Hamilton Lane believes to be reliable, but the accuracy of such information cannot be guaranteed.

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.

Certain of the performance results included herein do not reflect the deduction of any applicable advisory or management fees, since it is not possible to allocate such fees accurately in a vintage year presentation or in a composite measured
at different points in time. A client’s rate of return will be reduced by any applicable advisory or management fees, carried interest and any expenses incurred. Hamilton Lane’s fees are described in Part 2 of our Form ADV, a copy of which
is available upon request.

The following hypothetical example illustrates the effect of fees on earned returns for both separate accounts and fund-of-funds investment vehicles. The example is solely for illustration purposes and is not intended as a guarantee or
prediction of the actual returns that would be earned by similar investment vehicles having comparable features. The example is as follows: The hypothetical separate account or fund-of-funds consisted of $100 million in commitments with
a fee structure of 1.0% on committed capital during the first four years of the term of the investment and then declining by 10% per year thereafter for the 12-year life of the account. The commitments were made during the first three years
in relatively equal increments and the assumption of returns was based on cash flow assumptions derived from a historical database of actual private equity cash flows. Hamilton Lane modeled the impact of fees on four different return
streams over a 12-year time period. In these examples, the effect of the fees reduced returns by approximately 2%. This does not include performance fees, since the performance of the account would determine the effect such fees would
have on returns. Expenses also vary based on the particular investment vehicle and, therefore, were not included in this hypothetical example. Both performance fees and expenses would further decrease the return.

Hamilton Lane (UK) Limited is a wholly-owned subsidiary of Hamilton Lane Advisors, L.L.C. Hamilton Lane (UK) Limited is authorized and regulated by the Financial Conducts Authority. In the UK this communication is directed solely at
persons who would be classified as a professional client or eligible counterparty under the FCA Handbook of Rules and Guidance. Its contents are not directed at, may not be suitable for and should not be relied upon by retail clients.

Hamilton Lane Advisors, L.L.C. is exempt from the requirement to hold an Australian financial services licence under the Corporations Act 2001 in respect of the financial services by operation of ASIC Class Order 03/1100: U.S. SEC regulated
financial service providers. Hamilton Lane Advisors, L.L.C. is regulated by the SEC under U.S. laws, which differ from Australian laws.

Any tables, graphs or charts relating to past performance included in this presentation are intended only to illustrate the performance of the indices, composites, specific accounts or funds referred to for the historical periods shown. Such
tables, graphs and charts are not intended to predict future performance and should not be used as the basis for an investment decision.

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.

The calculations contained in this document are made by Hamilton Lane based on information provided by the general partner (e.g. cash flows and valuations), and have not been prepared, reviewed or approved by the general partners.
As of December 14, 2019
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Contact Information

Philadelphia

One Presidential Blvd., 4th Floor

Bala Cynwyd, PA 19004
USA
+1 610934 2222

London

8-10 Great George Street
London SW1P 3AE
United Kingdom

+44 (0) 207 340 0100

Tel Aviv

6 Hahoshlim Street
Building C 7th Floor
Herzliya Pituach, 4672201
PO. Box 12279

Israel

+972-73-271-6610

San Francisco

2017 California Street
Suite 550

San Francisco, CA 94111
USA

+1 415365 1056

New York

610 Fifth Avenue, Suite 401
New York, NY 10020

USA

+1 2127527667

San Diego

7817 Ivanhoe Avenue, Suite 310

La Jolla, CA 92037
USA
+1 858 410 9967

Tokyo

17F, Imperial Hotel Tower

1-1-1, Uchisaiwai-cho, Chiyoda-ku
Tokyo 100-0011

Japan

+81 (0) 3 3580 4000

Miami

999 Brickell Avenue
Suite 720

Miami, Florida 33131
USA

+1 9547452780

Hong Kong

Room 1001-3, 10th Floor
St. George's Building

2 |ce House Street
Central Hong Kong, China
+852 3987 7191

Rio de Janeiro

Av. Niemeyer 2, Sala 102
Leblon Rio de Janeiro
Brasil 22450-220

+55 21 3520 8903

Las Vegas

3753 Howard Hughes Parkway
Suite 200

Las Vegas, NV 89169

USA

+1702 784 7690

Seoul

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

Sydney

Level 36, Governor Phillip Tower,
1 Farrer Place,

Sydney, NSW 2000

Australia

+61 2 8823 3741

Munich
Leopoldstrasse 8-10
80802 Munich
Germany

+49 89 954537901

Portland

15350 SW Sequoia Pkwy
Suite 260

Portland, OR 97224

USA

+1 503 624 9910

Toronto:

150 King St. West
Suite 200

Toronto, Ontario
Canada

M5H 1J89
+1(647) 7159457
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