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THE INSTITUTIONALIZATION OF
CAPITAL RAISING
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The Institutionalization of Capital Raising

How Capital Raising Has
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Become a Dedicated and EVOLUTI&}ISICID\IIECAPITAL
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Elevated Leadership Role
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The adage "money makes the world go round" has never I°~2

been more relevant to businesses than it is today. The \i/
perpetual demand for capital has led to both the
of the capital raising role.
It is now regarded as both a mission-critical role and a S

strategic leadership role in many firms. \

\
|
Traditionally, firms viewed deal-making as their core \.."\
business, believing that a strong track record alone was :
sufficient for long-term success. Other roles, especially A4
those outside of investments, were seen as mere o=

necessities to support deal-making activities. ,’

However, as the fund management landscape has evolved )/ )
to become more institutional and competitive, the :
importance of capital raising has increasingly been A\ 4
recognized as central to business success. The rise and
and the growing pressure
to achieve have underscored the need S
for dedicated capital raising professionals. These \
individuals have rapidly ascended to strategic leadership 7N

roles, often rivaling or even surpassing investment teams in i

importance.




Today, investors have , , and face to meet or exceed

return expectations. While investors consider a range of managers for allocation, the comfortable default
is often to re-up with existing, trusted managers. In this macro environment, it is even challenging for the
super-scaled businesses to get an allocation from existing investors. This dynamic begs the question of
how smaller and mid-size fund managers can survive. The fund management industry has matured to the
point where traditional, sharp-shooting deal making is no longer sufficient.

Instead, fund managers must establish a conduit for strategically approaching investors,
communicating their differentiated investment strategies, and creating a feedback loop for product
development to ensure investors remain engaged with the fund manager’s ecosystem. This conduit comes
in the form of dedicated capital raisers and an entire support infrastructure, including people, systems and

processes.

This shift has resulted in the formalization of the capital raising role. Fund managers can no longer rely on
their founders and CEOs to haphazardly approach various LPs, nor can they tap deal team members to
pinch hit in investor meetings. This ecosystem requires a for
accessing the capital that is the lifeblood of the firm. Consequently, there has been an insatiable demand

for professionals who fill these roles.

How Insatiable is the Demand?

of attendees of the PREA conference have changed jobs at least once since 2019. When
including other high-profile moves tracked by Highridge Search, this figure rises to

approximately While the COVID-era may have accelerated some of this movement,

’

career transitions have continued to escalate even as we settle into a “new” sense of normal.

of professionals have moved since the start of 2023.
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*The statistic regarding PREA attendees is based on the 2024 Spring Attendee list and pertains specifically to professionals focused on capital raising and capital
markets. Portfolio managers and investment leaders who attended but do not occupy dedicated capital-raising roles were excluded from this calculation. While the
PREA list is comprehensive, it may not capture every individual, as some are unable to attend annually and others do not register.

**Highridge Search tracks significant talent movements in the industry, and high-profile moves were included based on ongoing tracking of the sector.



Capital raisers are now revered as . While Founders/CEOs and investment teams
previously handled capital raising tasks intermittently, the evolving competitive landscape and sophistication of LPs
have necessitated dedicated teams and resources. When businesses add the function, they look to these hires for
strategic guidance and, when done right, it requires a rewiring of how organizations operate. We often refer to
capital raising as a as these professionals sit at the nexus of many internal business lines. The success of
these hires, and subsequent team buildouts, requires a reconfiguration of how information flows both internally and
externally. Meanwhile, these hires must exhibit a supreme understanding of all stakeholders’ needs and an ability to

direct strategy to align interests.

It is therefore no accident that this role is , working hand-in-hand
with the top ranks. In some cases, the traditional role of a COO or #2 is converging with the Head of Capital
Formation role. Furthermore, we are beginning to see professionals be promoted to Co-Head of the entire vertical or
firm, a position once reserved for those who ascended through the investment team ranks. This shift reflects the
value capital raisers bring by providing critical insights into investor preferences and subsequently informing product
development and strategic planning. Much like Nike transformed from a shoe manufacturer to a marketing

behemoth, the essence of fund managers has shifted from deal-making to capital raising.
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Alexis is a Director at Highridge Search. Alexis started her search career at Korn Ferry where she
worked directly with Darin White Eydenberg in the firm’s global real estate group. While she
primarily focused on real estate and hospitality opportunities, she also supported execution in the

investment banking, corporate credit, and private equity practices.

Most recently, Alexis was a Consultant within Sheffield Haworth’s Global Real Assets Group,
where she spearheaded real estate credit and hospitality coverage in the US. She also has
extensive experience in capital raising/investor relations, acquisitions, asset management,

development, and broader C-Suite work, among other areas.

Before pivoting into search, Alexis started her career at Barclays in the sales and trading division.
Alexis earned a Bachelor's degree in public policy and international affairs from Princeton

University.




