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These changes have forced investors to 
fundamentally rethink their approaches 
to asset allocation, portfolio 
construction, and risk management as 
they build resilience in their investment 
portfolios. 
Investors are increasingly looking to private markets to 
provide additional diversification that has the potential 
to deliver higher returns. Indeed, the global alternatives 
industry is forecast to exceed $30tn in assets under 
management by 2030, according to Preqin1.

While the outlook for any number of key factors – from 
inflation to economic growth – can shift quickly, one 
thing is clear: investors today face a very different 
landscape than they did a few years ago.

To better understand how family offices are navigating 
this evolving environment, and what their plans are for 
the road ahead, BlackRock partnered with Illuminas to 
conduct a global survey of family offices’ priorities, 
challenges and portfolio positioning. 

Between March 17 and May 19, 2025, we spoke to 175 
single-family offices that collectively oversee assets of 
more than U.S. $320 billion, via a combination of 
surveys and a series of in-depth interviews with key 
decision-makers at family offices around the world.

We are grateful to all the family office investors who 
took the time to participate and contribute their 
insights to this survey.

After decades of increasing global 
economic integration, we see markets are 
entering a new era, one shaped by policy-
driven economics, shifting alliances, and 
growing political fragmentation.
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Executive 
summary 
Geopolitical tensions are making family offices 
increasingly cautious and forcing them to rethink 
their approach to generating returns and 
managing risks.
An overwhelming majority of family offices (84%) highlighted the 
current geopolitical landscape as a key challenge, and an increasingly 
critical factor in their investment decisions. Pessimism about the 
global macro outlook stands at 60%, matching the figure from our 
May 2023 survey, which was taken during the U.S. Federal Reserve’s 
aggressive rate-hiking campaign. While there is a pervasive sense
that we are witnessing a fundamental rewriting of the rules that have 
helped to shape markets since World War II, many family offices are 
hopeful that the downside to the global economy will be limited. 

Alternative assets continue to be a cornerstone
of family office portfolios, but there are increasing 
concerns about fees.
Alternative assets make up close to half (42%) of family office 
portfolios, up from 39% in our previous survey. The enduring appeal 
of private markets, as confirmed by family office investors, lies in their 
ability to deliver illiquidity premia and differentiated return streams. 
That said, nearly three-quarters (72%) of family offices cited high fees 
as a significant challenge to investing in private markets, up from just 
40% in our prior survey. For many families, it is an issue not with the 
compensation model per se, but with value for money. Family offices 
remain willing to commit to partners and strategies that they trust and 
that are positioned to exploit specific opportunities in their areas of 
focus.

Private credit has evolved into a core allocation
for many family offices. 
Family offices view private credit’s total return, yield, and liquidity profile 
as increasingly attractive. Sentiment among family offices is accordingly 
quite bullish, with more than half (51%) feeling positive about the asset 
class’s prospects, against just 21% that have a negative outlook. Family 
offices’ bullishness is reflected in their upcoming allocation intentions. 
Nearly one-third (32%) plan to increase their allocations to private credit 
in 2025-2026, the highest figure for any alternative asset class. Within 
private credit, family offices have a clear preference for special 
situations/opportunistic and direct lending.
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Global family offices started the year with a 
cautious outlook on the economy, but a relatively 
optimistic view of their prospects for achieving 
their return targets.

However, sentiment on both of those fronts turned post 
“Liberation Day” on April 3 when the U.S. administration 
announced tariffs on all of its trading partners.

Prior to these announcements, the majority (57%) of 
family offices were already bearish about the global 
outlook, and many (39%) were concerned about a 
possible U.S. economic slowdown. Post April 3, those 
figures increased to 62% and 43% respectively, and 
family offices indicated greater concern about higher 
inflation and interest rates as well as slower growth 
across developed markets. 

Market outlook

Sentiment sours amid shocks to 
the global economic landscape

57%
62%

Bearish re.
Global Outlook

39%

27%
20% 20%

43%

32% 29%
23%

Possible U.S.
Economic
Slowdown

Persistent /
accelerating

inflation

Generally lower
growth forecast

in DM

Rates remaining
higher for longer

Pre April 3rd 
April 3rd onwards

Difference between Sentiment of those Surveyed Pre and Post ‘Liberation Day’
How significant are the following risks in shaping your thinking for 2025-2026?

Unless otherwise noted, source for all data is BlackRock Global Family Office Survey, May 2025, for illustrative purposes only.
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Alternatives are more important than ever for family 
offices. They make up on average 42% of 
respondents’ portfolios, up from 39% in our 2022-
2023 survey. Family office investors confirm the 
enduring appeal of private markets lies in their ability 
to harvest illiquidity premia and deliver differentiated 
return streams. In periods of high volatility in public 
markets, many family offices also appreciate the fact 
that private markets allocations – which are marked 
to market less frequently – can help smooth out 
short-term performance.

However, the past few years have presented some 
significant challenges for private markets investors, 
including disappointing returns in some asset 
classes and lower-than-hoped-for liquidity. For 
family offices, the biggest issue is fees. Nearly three-
quarters (72%) of respondents cited high fees as the 
most significant challenge to investing in private 
markets, up from just 40% in our 2022-23 survey. 
For many, it is an issue not with the compensation 
model per se, but with value for money. As one 
respondent noted, “I’m happy to pay three and 40 if 
the manager genuinely adds value.”

9%

15%

33%

34%

46%

67%

87%

0% 50% 100%

Tax-efficient vs. public markets

Effective inflation hedging

Lower volatility than public markets

Better alignment of incentives

Broader and deeper universe

Lower-correlated sources of return

Illiquidity premium

The global view

Global U.S. / 
N. America EMEA LatAm APAC

ǆǅȤƓ 96% 86% 83% 75%

67% 55% 68% 81% 75%

46% 41% 54% 36% 55%

34% 37% 36% 33% 25%

33% 24% 38% 44% 25%

15% 14% 11% 14% 35%

9% 22%. 5% - 5%

What do you consider to be the most compelling 
reasons to invest in private markets?Q

Market outlook Alternatives Private Credit Infrastructure Partnerships AI

Alternatives

Allocations remain core, 
but challenges are rising
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Do you expect to increase, decrease, retain current 
allocations or add new exposures in 2025-2026?Q

7%

17%

22%

13%

19%

20%

33%

26%

7%

15%

6%

4%

7%

3%

6%

3%

10%

11%

23%

25%

27%

31%

27%

46%

4%

2%

5%

18%

12%

13%

7%

12%

72%

55%

44%

40%

35%

33%

27%

13%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

New DecreaseIncrease Retain Do not use

PE Funds (ex. VC) +17%

Private Debt / Credit +32%

Real Estate +10%

PE Direct (ex. VC) +14%

Venture Capital -1%

Liquid Alts +23%

Infra (Equity / Debt) +30%

Other Real Assets +10%

Net 
Movement

17%

34% 27%

20%

1%

Bullish Bearish

Optimistic

Market outlook Alternatives Private Credit Infrastructure Partnerships AI

Private credit 
moves to the fore
Private credit has become a core allocation in many 
family office portfolios. Its compelling combination of 
yield and total return, along with a more flexible liquidity 
profile, makes it a valuable tool for navigating changes
in private equity exits and distributions.

In some respondents’ portfolios, private credit makes
up 15%–30% of total AUM, and the asset class has 
attracted fresh capital and allocations previously 
earmarked for public debt, PE, and venture capital. 
Sentiment among family offices is accordingly bullish, 
with more than half of respondents (51%) feeling 
positive about the asset class’s prospects, against just 
21% that have a (generally mildly) negative outlook.

Family offices’ bullishness is reflected in their upcoming 
allocation plans. Nearly one-third (32%) of those 
surveyed plan to increase their allocations to private 
credit in 2025-2026, the highest figure for any 
alternative asset class in our survey.

Are you feeling bullish, bearish or 
neutral about the prospects for 
private credit in 2025-2026? 

Q Bullish
Optimistic 
Neutral 
Pessimistic
Bearish

MKTGH0725U/M-4613621-11/28







FOR INSTITUTIONAL, PROFESSIONAL, ACCREDITED, WHOLESALE, QUALIFIED INVESTORS AND QUALIFIED, PERMITTED CLIENTS ONLY 14

Family offices’ enthusiasm for infrastructure can be 
seen in their asset allocation plans. Three in ten (30%) 
respondents plan to increase their allocations to 
infrastructure in 2025-2026. Within alternatives in
our survey, that is second only to private credit’s 32%.

Are you feeling bullish, bearish or neutral about 
the prospects for Infrastructure in 2025-2026? Q

10%

65%

20%

5%

Bullish Bearish

Optimistic

Bullish
Optimistic 
Neutral 
Pessimistic
Bearish
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Infrastructure rising
Infrastructure is gaining strong momentum with family 
offices.  When asked about their sentiment on infrastructure, 
survey respondents were very bullish, even more so than with 
private credit. Three-quarters (75%) feel positive about the 
asset class’s prospects, and a mere 5% cited a negative 
outlook. Infrastructure’s role as a portfolio diversifier that
can provide inflation-linked yield is a compelling combination 
for family offices. 

Family offices appreciate infrastructure’s ability to generate 
stable cash flows, its alignment with long-term secular growth 
themes such as the energy transition and digital connectivity, 
and its perceived resilience.

“Yes, you want assets that chase 
returns. But you want assets you 
understand, can rely on, can generate 
stable cash flow. Infrastructure, or 
even infrastructure debt, fits in well 
from that angle. We have an absolute 
return target, of beating inflation, so 
Infrastructure is ideal for performing 
that role”

Family Office (APAC)
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In recent years, we’ve seen a far wider range of 
investors focused on the opportunities offered 
by infrastructure. Asset allocators have 
recognized infrastructure as a standalone asset 
class – one that has recently been more resilient 
than traditional private equity and buoyed by 
the tailwinds of the global energy transition and 
the digital infrastructure buildout. 

Both among family offices, as well as other client sets, we 
are seeing an increased allocation not only to private 
markets, but to infrastructure in particular. The defensive 
and resilient nature of the asset class has made it a leading 
avenue for diversification, particularly for family offices. 

At Global Infrastructure Partners (GIP), a part of BlackRock, 
our platform is differentiated by scale, geography, risk and 
return with one objective in mind - providing solutions for 
our clients.

When we founded GIP, we had a firm belief that 
infrastructure assets are undermanaged – at the time, most 
of them were either operated by governments or utility 
companies in a protected environment and they had yet to 
be put through the test of what a normal industrial company 
faces.

Our thesis was that if an asset manager could buy the right 
infrastructure assets, but more importantly, operate them 
well, that could generate incremental returns for clients. 

With a focus on four key sectors – energy, transportation, 
digital infrastructure and water / waste, our approach of 
taking control positions and concentrating on business and 
operational improvement has added significant value. 

Our definition of infrastructure is simple - owning and 
operating real, large, critical infrastructure which are very 
difficult to replicate. Think big airports, ports, large LNG 
facilities, offshore wind farms and massive data centers to 
help the growth of cloud computing and AI. Effectively, 
long-lived and real assets that can operate for more than 
50+ years and have very high barriers to entry.

We set out to create value by investing and seeking 
operational improvement to generate cash flow. Take an 
airport for example - if you move people faster, turn planes 
around more efficiently and make sure you don't lose 
luggage, you establish a service where you have customers 
who stick with you. 

The scale of capital required over the next two decades is 
significant. That demand for infrastructure is driven by four 
key factors: The global energy transition; Investment in 
digital infrastructure and power for both cloud computing 
and AI; Re-wiring of supply chains; Upgrading aging 
infrastructure. The big question is, how does this get 
funded? 

It has been suggested the total capital required is close to 
$100 trillion1. Historically, the typical sources of 
infrastructure funding have been government and 
multilateral agencies. As we are aware, public sector balance 
sheets are increasingly constrained and multilateral 
funding has not been significant enough to make an impact. 
Additionally, corporates are facing rising interest rates and 
constrained balance sheet capacity, leading to a situation 
where the supply of capital is limited. Capital markets are 
deep, but they will not be enough - there will be a huge 
funding gap, in our view. This gap will be funded by private 
capital, and that is where the opportunity lies.

We are focused on solutions to serve our clients and 
importantly, solutions that return capital. Both macro and 
micro factors, combined with the underlying fundamentals 
of the global economy, provide what we believe is a powerful 
and compelling thesis for why one should invest in 
infrastructure. 

Infrastructure investors are in an incredibly strong position 
to capitalize on the tailwinds of what we are seeing 
including the AI infrastructure build out across the world, 
the global energy transition, continued development of 
emerging markets and the appetite for infrastructure 
focused private credit. We believe we are uniquely 
positioned to help clients take advantage of this 
generational opportunity in infrastructure.

Raj Rao

“Today, I firmly believe that we are 
entering the golden age of private 
infrastructure investing.”

Raj Rao
President and COO, Global Infrastructure Partners, a 
part of BlackRock

1. Global Infrastructure Outlook, June 2025.
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23%

10% 10% 9% 6% 4% 5% 2%

53%

53%
47%

40% 42%
39% 37%

26%

25%

37%
43%

52% 52%
58% 58%

72%

Private market 
analytics

Deal
sourcing

Reporting Succession 
planning

Investment
DD

Public market 
analytics

Portfolio 
accounting

Investment 
strategy 

development

How confident do you feel in your access and expertise 
internally and via formal or informal partnerships? Q Confident in capabilities

Recognize some gaps in expertise 
Recognize profound gaps in expertise 

Market outlook Alternatives Private Credit Infrastructure Partnerships AI

Partnerships 
with purpose
To complement their in-house talent, many family offices seek a certain degree of 
collaboration with external partners, especially when it comes to private markets. 
More than half of respondents noted gaps in their internal expertise around 
reporting (57%), deal-sourcing (63%) and private-market analytics (75%).
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Within private markets, performance benchmarking,
co-investment sourcing, and cash flow modeling are all 
areas where families could use greater support. These 
sentiments were echoed by respondents around the globe, 
but family offices in APAC were considerably more likely
to say they could use assistance with sourcing and multi-
asset portfolio construction. 

Many respondents are looking to streamline their 
relationships with investment managers to improve 
efficiency. A respondent in Latin America commented that, 
“Another of our key priorities is to consolidate the number 
of managers that we work with. I believe that means you 
can gain clarity and control. You can better understand 
things like performance attribution. So, we are trying to
just work with our best partners, start trusting them more, 
giving them more opportunities.”

While consolidation of relationships is a fairly common 
theme, most family offices do not fully outsource their 
investment management function. Around one-quarter 
(22%) of survey respondents have used an OCIO or would 

consider doing so. This is essentially unchanged from
our May 2023 survey. That said, many family offices, 
especially those with smaller in-house teams, look to third-
party partners for expertise in both investments and 
technology. As one respondent in the U.S. noted, “Most of
us don't have a ton of in-house tech expertise, even in
the operating company, because what we need is so 
specialized. I think that tech piece is just a huge struggle 
for family offices.” 

Some families are also looking to partners for assistance 
with managing new asset classes and integrating new 
technologies. A respondent in Latin America said, “There 
are constantly new things emerging, like crypto. We try to 
learn as fast as we can and get up to date with things like AI 
and tech, but it’s not easy. So, we’re going to be reliant on 
partners and vendors for that technology-transition piece.” 
While another “is looking at maybe wrapping our real estate 
investments and our infrastructure into a fund wrapper, 
and looking for co-investors,” the type of endeavor for 
which asset management support is essential. 

In which of the following aspects of private markets investing 
would you value more partnership, data or consultative supportQ

21%

35%

36%

44%

52%

59%

Global U.S. / 
N. America EMEA LatAm APAC

ǃǇȤƓ 53% 57% 67% 65%

52% 57% 50% 36% 75%.

44% 49% 41% 42% 45%

36% 31% 32% 33% 60%.

35% 27% 45%. 22% 50%

21% 29% 14% 25% 15%

Performance benchmarking

Co-investment /
direct deal sourcing opportunities

Commitment pacing /
cash flow modelling

Multi-asset private markets
portfolio construction

Profiling similar risks across public
and private markets' portfolios

Tax optizimation
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Internal perspective
Scott Harris & Roberta Gamba, Ph.D.

Family offices are among the most innovative 
and sophisticated institutional investors. 
However, as they acknowledge in our survey, 
they need partners to help reach their 
investment goals.

Significant majorities recognize gaps in their expertise 
around private market analytics (76%), deal sourcing 
(63%), and reporting (57%). And more than one-quarter 
(28%) acknowledge gaps in developing an investment 
strategy. Based on our experience, many Family Office 
portfolios are the result of assembling investment ideas 
rather than the result of an asset allocation decision.

Given these challenges, nearly one-quarter (22%) of 
family offices have either used an OCIO or would 
consider doing so. We’ve seen family offices of all 
shapes, sizes, and generations take advantage of the 
OCIO model, as there are myriad options that suit 
families at all different stages in their development.

For example, we find a first-generation family office is 
more likely to ask for full or partial OCIO services as they 
are often still involved in the family’s operating business, 
while a third- or fourth-generation family with a large 
investment team might only look to an OCIO for a single 
asset class, for knowledge transfer or as a benchmark 
for internal team. 

Family offices that utilize OCIOs report a number of 
benefits, including greater confidence in strategic asset 
allocation, portfolio construction, and risk-management; 
access to hard-to-reach managers, which can be critical 
for capturing alpha; and cost savings, as OCIOs can use 
their scale to offer more attractive fees on a variety of 
underlying investments.

That said, family offices need to be willing to give up a 
certain degree of control to reap the benefits that OCIOs 
can offer. If families delegate to an OCIO and agree to a 
specific return target, they need to give the manager the 
leeway and flexibility to achieve that target, within 
agreed-upon ranges and investments. In return, they
get not just an experienced investment partner, but also 
insights and connections that help support families in
a variety of areas beyond investments.

For family offices considering OCIO, due diligence is 
paramount. In our view, families should look for an 
advisor with proven expertise managing their specific 
asset allocation, and with access to a large universe of 
public and private investments. The ability to provide 
both intellectual capital and technology-driven insights 
is also critical. And the importance of trust cannot be 
overstated; families need a fiduciary that truly 
understands their unique needs and goals and that
is unwavering in helping to achieve them. 

In an increasingly complex investment landscape, family 
offices must balance ambition with pragmatism. The 
OCIO model offers a compelling path forward—one that 
blends strategic insight, operational efficiency, and 
access to elite investment opportunities.

“Nearly one-quarter (22%) of family 
offices have either used an Outsourced 
Chief Investment Officer (OCIO) or 
would consider doing so.”

Scott Harris
Head of Tailored Investment Solutions for EMEA Family 
Offices, Foundations and Endowments

Roberta Gamba, Ph.D.
Co-Head, EMEA Asset Owner Segment, Multi-Asset 
Strategies & Solutions (MASS)
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Agreement or disagreement 
with AI attitudinal statementsQ

19%

20%

35%

43%

49%

61%Don’t know where to start

Route to competitive advantage

Focused on AI as an investment opportunity

Concerned founders not on board

No need to change successful formula

AI tools not flexible or adaptable enough

Just getting started
Given family offices’ long history of being at the forefront of innovation in the investment 
industry, this year’s survey, for the first time, asked respondents about their use of and 
attitudes toward the technology that seems poised to reshape the world: artificial intelligence.

Respondents’ feelings about AI reflect curiosity, but there is a pervasive sense of barriers to 
adoption. Many family offices feel overwhelmed, underinformed, and uncertain about how to 
build robust pathways to broader implementation. Their current focus on AI tends to be 
through the lens of portfolio allocation rather than operational transformation. AI’s role inside 
the office – as a process enabler – appears to be still in its infancy.

AI in Family Offices

Market outlook Alternatives Private Credit Infrastructure Partnerships AI
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