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Alternative investment managers are entering a
transformative period. Long dominated by institutional
investors such as pension funds, sovereign wealth

funds, and endowments, alternative investing

strategies are increasingly being made available

to a broader universe of individual investors.

This expanded access to non-institutional
investors, or “retailization,” is reshaping
the alternative investment landscape.

For decades, access to private market investments
has been constrained by high minimums, complex
structures, limited liquidity, and operational barriers
that made participation impractical for most retail
investors. Today, however, alternative asset managers
are developing new fund vehicles, distribution
partnerships, and digital platforms designed to expand
access to retail investors, including high-net-worth
individuals and defined contribution retirement plans.
At the same time, investors are seeking greater portfolio
diversification, enhanced yield potential, and exposure
to growth opportunities that have increasingly migrated
from pubilic to private markets.

Policymakers are starting to address this individual
investor demand. Access to alternative investments
is restricted to accredited investors, who are currently
defined by wealth and income levels. However,
policymakers are considering shifting from wealth-
based eligibility standards toward measures of investor
knowledge and sophistication. Proposed legislation
would expand accredited investor status to individuals
with relevant education, professional credentials, or
industry experience, potentially accelerating the
retailization of private market assets and broadening
the investor universe for alternative asset managers.

The implications for alternative investment firms are
significant. Retail and wealth management channels
represent one of the largest untapped sources of long-
term capital in global financial markets. As institutional
allocations to alternatives mature, firms are looking
toward retail investors as a critical driver of future
fundraising growth. The opportunity extends beyond
asset gathering alone: managers that successfully
adapt their investment products, operational
infrastructure, investor education, and distribution
strategies stand to deepen client relationships, diversify
revenue streams, and build more resilient franchises.

Yet the shift toward retail participation also introduces
new challenges. Firms must navigate evolving
regulatory expectations, increased demands for
transparency and liquidity, operational scalability,and
the need to align complex investment strategies with
the suitability requirements of a broader investor base.
Success in this new era will require more than simply
repackaging institutional products for retail audiences;
it will require a fundamental rethinking of product
design, client engagement, and investor experience.
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A Monumental Shift on the Horizon

NAIC recently conducted a member survey to examine the
opportunities and challenges facing alternative investment
managers as they explore retail participation and the strategic
considerations that will shape the next phase of growth in the i i i i
industry. In addition to sharing the survey findings, this report

explores the impact retail investing may have on diverse and
emerging managers by providing perspectives from industry
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82% of respondents indicated
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fundraising efforts to include
The findings of NAIC’s “Retailization of Private Market Assets” retail investors within the next
survey suggest that alternative asset managers are optimistic about three years.

the opportunity retail capital will provide, with 82% of respondents
indicating they expect to expand fundraising efforts to include
retail investors within the next three years.

Additionally, participating firms project that 17% of capital raised
is expected to come from non-institutional investors over the @ @
next five years.

Data from the survey indicates that alternative investment fund
managers view retail capital as a meaningful future funding source.
They are treating retailization as a potential long-term change in 17% of capital raised is expected
capital formation and recognize that it will be an increasingly to come from non-institutional

important component of future fundraising strategy. investors over the next five years.

Tapping Into a New Source of Capital

This anticipated shift is being driven in part by the potential funding opportunities the alternatives industry
possibility of expanding private market assets in has ever encountered.

retirement plans. According to the Investment Company
Institute (ICI), a leading association representing
regulated investment funds and a widely cited source  DePartment of Labor recently proposed regulation
of retirement market data, U.S. retirement assets totaled  t0 clarify guidance—and potentially provide fiduciary
$49.1 trillion as of December 31,2025—including $14.2  Safe harbors—that will open the door for private equity,
trillion in employer-sponsored defined contribution private credit, and other alternative strategies to be
plans and approximately $10.1 trillion in 401(K) assets included in defined contribution plans. These strategies
alone. Even a modest reallocation of that capital into  couldincreasingly become part of everyday retirement
private markets would represent one of the largest portfolios—if fiduciaries determine they are appropriate.

Early signs of the transition are emerging. The
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Tapping Into a New Source of Capital (continued)

Additionally, asset managers are starting to redesign products to take advantage of the unprecedented
opportunity. Private allocations are increasingly being evaluated for inclusion in target-date funds, often
in the 10% to 20% range, alongside the development of semi-liquid structures designed to support
periodic redemptions. What was once largely theoretical is becoming operationally feasible.

Expanded access to retail investors has the potential to completely reshape fundraising dynamics,
competition, and access across the investment ecosystem. For diverse alternative asset managers, the
central question is whether retailization will create a broader pathway to capital—or simply direct more
assets toward firms already operating at scale.
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Expanding Access

For decades, access to private market investments has been restricted to the largest, the wealthiest, and
the most established institutions,” notes NAIC President & CEO Robert L. Greene, who stated that these
strategies have long supported pension returns while remaining accessible to a relatively narrow group
of allocators. Those decisions were made by investors who “often didn’t look like the workers” generating
those assets, contributing to a market where diverse-and women-owned managers still manage less than
2% of capital.

Against that backdrop, retailization represents more than just a new fundraising source—it is a test of
whether expanded investor access can translate into expanded manager access. As retail capital begins
moving into private markets, diverse-owned firms could gain access to a larger pool of capital than ever
before. As Greene notes, the opportunity is “creating greater access to higher performing asset classes
for retail investors.” Success in this new retail fundraising environment will require managers to increase
visibility, demonstrate operational readiness, and position their firms within emerging distribution channels.

Retailization and the Future of Alternatives
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New Capital, New Pathways

The movement toward retailization reflects broader changes in both retirement investing and private
markets. After decades of managing retirement savings through 401(K)s, individuals have become more
comfortable making investment decisions and are seeking broader portfolio diversification. At the same
time, long-term performance data have increased interest in private markets. Over a 20-year period,
private equity in public pension plans generated a 15.2% net return compared to 9.7% for the S&P 500."
Those results have contributed to growing discussion around whether private assets can support stronger
retirement outcomes.

Private markets have also become increasingly mainstream, with leading firms gaining scale, visibility, and
investor recognition comparable to traditional asset managers. Public sentiment appears to reflect that
shift. ADecember 2025 bipartisan survey from the Council for a Safe and Secure Retirement, conducted
with Cygnal and Impact Research, found that 65% of voters strongly support the inclusion of private market
options—such as private equity, private credit, infrastructure, and real estate—within 401(k) plans.

From a market standpoint, the implications extend beyond access for individual investors. Jamal Hagler,
Senior Vice President of Research at the American Investment Council (AIC), points to both portfolio
and industry-level benefits, noting that expanding into alternative asset classes could help retirement savers
“reduce risk of their portfolio and increase performance.” At the same time, he emphasizes that the broader
effect will be increased capital flowing into the industry, creating more opportunities across the manager
landscape—even if direct access to 401(k) capital initially favors larger, more operationally scaled firms.

For diverse and emerging managers, those opportunities may take multiple forms. Hagler notes that
increased capital can improve exit environments, while also creating second-order effects as larger
firms shift focus toward retail channels. That dynamic could open space for smaller managers to attract
institutional LPs seeking traditional drawdown structures. In that sense, retailization may not only expand
the pool of capital, but also reshape how it is distributed—creating new entry points for diverse managers
across different parts of the market.

For retirement savers with long investment horizons—particularly younger workers or those still years
away from retirement— Hagler sees meaningful upside in gaining access to private markets. He notes that
these investors are best positioned to benefit from the long-term return potential and “illiquidity premium”
that private equity and private credit have historically delivered. At the same time, adding exposure to
private assets can enhance diversification, especially as public markets become more concentrated. By
incorporating investments in areas like infrastructure, real estate, and private credit, investors can broaden
their opportunity set and potentially build more resilient, growth-oriented retirement portfolios.

Retailization and the Future of Alternatives
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Retail Scale — at a Cost

Marc McMorris, Co-CEO & Investment Committee Co-Chair of Carrick Capital Partners, a growth-oriented
investment firm, believes retailization could become a meaningful source of capital for private markets over the
next five years, but cautions that managers should not expect it to behave like traditional institutional fundraising.
Unlike institutional LP relationships, which tend to provide more consistent capital formation, retail flows may be
more cyclical and responsive to changes in market sentiment. McMorris points out that managers entering this
channel must be prepared to accept greater variability in fundraising outcomes as a structural feature of the model
rather than a temporary challenge.

That dynamic raises an additional question for firms evaluating whether to pursue retail investors directly: scale.
McMorris suggests that for smaller and mid-sized managers, retail access may only become economically viable
through partnerships with large distribution platforms that already aggregate investor demand. Without that
infrastructure, he questions whether the economics justify the complexity.

NAIC’s survey confirmed that many firms are taking a partnership-led approach, with 53% of responding firms
expecting to form strategic relationships over the next two years to expand their reach into the retail channel.

The challenge is not simply distribution—it is investment. McMorris estimates that building the infrastructure
necessary to support retail participation could require significant incremental spending, including expanded investor
relations capabilities, additional back-office personnel, and systems to manage administration and reporting. For
firms operating below mega-fund scale, he frames the decision as a capital-allocation exercise: whether resources
are better deployed in building retail capabilities or in investing in investment talent and core operations. As he
notes, retail participation is “not a free option,” but one that must compete against other strategic priorities.

Rethinking the Model

Retailization will require significant operational changes across private-market firms. Firms seeking to access retail
capital will likely need to strengthen investor relations and compliance capabilities while investing in reporting
infrastructure that supports higher expectations for transparency, accessibility, and investor engagement.
Compared with traditional institutional fundraising models, broader participation may require more standardized
communications and expanded information-sharing practices.

NAIC survey results indicate many firms are already preparing by automating investor onboarding, improving
reporting materials to address transparency expectations, and developing audit-ready documentation.

Hagler suggests these changes may be particularly important for managers seeking to compete for retail-related
capital flows. He notes that firms will likely need to become “a little bit more transparent” as they expand investor
education on concepts such as IRRs, fees, and performance metrics. Hagler also points to increased communication,
stronger compliance controls, and tighter valuation processes as areas that may become increasingly important.

The underlying operating model may also evolve. Rather than managing relationships with a relatively concentrated
group of institutional LPs, firms may need to support a broader investor audience with different expectations around
information access and reporting frequency. Interview participants suggested that existing disclosure practices
may need to expand and that valuation processes could move beyond traditional quarterly cycles toward more
frequent reporting intervals as participation broadens.

NAIC members concur with Hagler’s analysis, by identifying liquidity management and increasing transparency
requirements as the most significant operational challenges associated with serving a broader investor base.

Retailization and the Future of Alternatives _
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A Measured Approach

Kathlika Fontes, Managing Director at Grain Management, a global investment firm focused on opportunities
in digital infrastructure and communications, views retailization as a meaningful evolution in private markets
that will likely develop gradually alongside continued maturation of product structures, investor protections,
and distribution frameworks. She believes access will likely expand primarily through diversified vehicles,
professionally managed platforms, and intermediary structures designed to align liquidity, transparency, and
investor suitability considerations. Fontes notes that different investor channels can serve different purposes
within the ecosystem, with institutional investors often contributing long-term partnership, sector expertise, and
strategic engagement in addition to capital, while retail investors may offer flexibility and scale, among other
benefits. She adds that broader adoption will likely depend on continued regulatory clarity, thoughtful product
design, and alignment between liquidity expectations, investor education, and long-term investment horizons.

NAIC’s survey reflects this measured approach, with fewer than 10% of respondents reporting they have
launched or are developing retail-specific products. The findings suggest firms may be monitoring the
opportunity while exploring utilizing intermediated distribution models rather than direct retail engagement.

Consistent with that view, Fontes notes that many firms across the industry are still evaluating how retail
participation may evolve over time, particularly as operational, regulatory, and distribution frameworks continue
to develop. She notes that different pools of capital often come with different engagement models, risk appetites,
and expectations around reporting, governance, and partnership.

Retailization Provides a Significant Opportunity for
Expanding Capital Access

While NAIC’s survey findings suggest that retailization may expand the opportunity set for alternative investment
managers, market expansion alone is unlikely to change allocation outcomes for diverse firms. Greene cautions
that, as the overall capital pool grows, diverse firms could still represent only a small share of a much larger market
unless visibility and access improve. He notes that “a lot of work is going to have to be done on market education
and firm brand awareness” to ensure diverse managers receive a proportionate share of incremental capital flows.

At the same time, NAIC member firms and industry leaders have identified multiple pathways through which
diverse firms could benefit—while emphasizing that those outcomes are far from guaranteed. Hagler suggests
that retailization, ifimplemented effectively, could expand capital availability, strengthen exit environments, and
sustain institutional demand for differentiated managers. Fontes similarly notes that broader participation could
either increase access to diverse firms or reinforce existing allocation patterns, depending on how distribution
channels evolve. McMorris adds that realizing those benefits may depend on scale and access to established
platforms, cautioning that direct retail fundraising may not be economically viable for many firms without
intermediary distribution models.

Taken together, the research suggests that though retailization is unlikely to be a sufficient condition for changing
manager representation on its own, it presents a significant opportunity. Realizing the potential upside for
alternative asset managers will likely depend on operational readiness, investor education, distribution strategy,
and whether expanding investor access ultimately leads to broader manager selection.
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About the NAIC
Market Pulse Survey

Established in 1971, NAIC is
the largest trade association
and network of diverse-owned
alternative investment firms. NAIC
currently has 178 member firms
with an aggregate AUM of more
than $520 billion. Our members
invest across the alternatives
spectrum, including private equity
growth, private equity buyout,
venture capital, private credit, real
estate, infrastructure, hedge funds,
and other strategies.

49 NAIC member firms participated
in the “Retailization of Private
Market Assets” survey, which was
conducted in February 2026. The
survey responses represent a wide
range of investment strategies and
firm stages, including a spectrum of
AUM ranges and number of funds
raised.

For more information about
NAIC, visit https://naicpe.com/
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Demographics of Survey Respondents

Strategies Firms Invest In

Private Equity Buyout
Private Equity Growth
Venture Capital
Private Credit

Real Assets
Infrastructure

Hedge Funds

Other

0% 10% 20% 30% 40% 50% 60%

Approximate Firm AUM (as of 12/31/2025)

O (in formation)
$1m-$199m
$200m - $499m
$500m - $999m
$1B-$4.9B
$5B-$9.9B
>$10B

0% 10% 20% 30% 40% 50% 60% 70%

Total of Number of Funds Raised

5 or more
4 Funds
3 Funds
2 Funds
1 Funds

O (Fund in Formation)
0% 5% 10% 15% 20% 25% 30%




