
pitchbook.com PG 1pitchbook.com PG 2

2023 Media Kit

*Effective September 2022
*Effective August 2022



pitchbook.com PG 2

Table of Contents

Digital Strategies

Strategic Reports

Sponsored Content Columns  Page 3-4 
The Daily Pitch Newsletters   Page 5-6 
The Weekend Pitch Newsletter Page 7 
The Research Pitch Newsletter  Page 8 
PitchBook Website News & Analysis    Page 9

PitchBook Industry Reports     Page 10-12 
Custom Research Reports    Page 13

Our trusted clients

PG 2



pitchbook.com PG 3PG 3

Sponsored Content Columns

runs Each 
column

on a given  
business day in all 

PitchBook’s Sponsored Content Column is an opportunity to feature your 
firm’s thought leadership placement across all four of PitchBook’s Daily 
Pitch newsletters. 

1.6M+ Reaches subscribers

4 editions of  
The Daily Pitch

subscribers Statistics 
on and open rates

Total Subscribers by Firm Type

28% Corporates

13% PE

13% VC

10% I-Bank

10% Attorney/Law Firm

9% Service Provider

6% LP

5% Lender

5% Accounting/Consulting

30%
open rate
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A prominent headline stating the subject 
“A Message from (Client name)”

An image or logo with  
a maximum width of 
200 pixels

Features up to 125 
words of thought 
leadership

Link to content

View specifications

Premium Sponsored Content Column

$8,500

topRuns  
as

placement column

125Features  
up to

words of financial thought 
leadership 

Sponsored Content Column

$4,500

afterRuns 
in “The Daily Benchmarks”  
section

125Features  
up to

words of financial thought 
leadership 

Sponsored Content  
Columns Options

PitchBook's Sponsored Content Columns cannot feature direct solicitation, inappropriate language, competitive content, or advertisements 
of fundraises, securities offerings or financing rounds. PitchBook has the right to refuse any content that does not fit with its standards.

https://view-pitchbook.highspot.com/viewer/614247e7baa375fb4714a73f
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The Daily Pitch Newsletters
PitchBook has four unique newsletters that provide the information you need to stay ahead of the changing world of VC, PE and M&A.  
Each of the four newsletters offers a unique audience and advertisement opportunities.

VC
SUBSCRIBERS: 253,828

PE, VC and M&A
SUBSCRIBERS: 1,155,267

Europe
SUBSCRIBERS: 134,138

PE
SUBSCRIBERS: 143,747

VC Lender35% VC 8% VC

12% Service provider 6% Accounting/consulting

12% Attorney/law firm 4% LP

10% I-Bank 3% Lender

9% PE

51% PE 5% Attorney/law firm

11% Lender 2% Accounting/consulting

9% LP 3% VC

8% Corporates 3% Service provider

8% I-Bank

35% VC 8% PE

16% Corporates 6% Attorney/law firm

11% I-Bank 3% Service provider

10% Lender 1% Accounting/consulting

9% I-Bank

24% 7%

20% PE 7% Accounting/consulting

18% Corporates 3% Service provider

11% LP 2% Attorney/law firm

9% I-Bank

30%
open rate

27%
open rate

38%
open rate

27%
open rate
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The Daily Pitch Newsletters Advertisement 
Monthly Pricing Options

Premium Leaderboard
$22,500

PE, VC  
and M&A

$10,000
VC

$10,000
PE

$5,000
Europe

Vertical Banner
$12,500

PE, VC  
and M&A

$5,000
VC

$4,800
PE

$2,000
Europe

1

1

2

4

Vertical ads are 
not visible on 
mobile or gmail

4

3

$7,500

PE, VC  
and M&A

$4,000
VC

$3,500
PE

$2,500
Europe

Horizontal Banner3

$15,000

PE, VC  
and M&A

$6,500
VC

$6,000
PE

$4,000
Europe

Premium Horizontal Banner2
Represents the second and third horizontal 
banners in each newsletter

Represents any banners in the forth 
horizontal position and lower
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The Weekend Pitch Newsletter
PitchBook’s Weekend Pitch Newsletter offers a weekly snapshot of the biggest  
and best news you might have missed during the week.

1.6M+ Reaches subscribers

Runs on Sunday

4Distributed 
across all

editions of  
The Daily Pitch

$12,500
per Sunday

30%
open rate

A prominent 
headline stating 
the subject 
“A Message from 
(Client name)”

Roadblock 
sponsorship 

including 
“Presented by 

(Client name)” 
at the top of 

the newsletter 

Features up 
to 125 words 
of thought 
leadership

An image or 
logo with  
a maximum 
width of 200 
pixels

Vertical and horizontal 
banner ads

Total Subscribers by Firm Type

28% Corporates

13% PE

13% VC

10% I-Bank

10% Attorney/Law Firm

9% Service Provider

6% LP

5% Lender

5% Accounting/Consulting
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The Research Pitch Newsletter
PitchBook’s Research Pitch Newsletter offers a newsletter dedicated 
to research content from PitchBook’s Institutional Research Group.

1.6M+ Reaches subscribers

4Distributed 
across all

editions of  
The Daily Pitch

$8,500
per Saturday

NEW OFFERING!

The Research Pitch Newsletter cannot feature report advertisements  
or securities offerings or financing rounds

Runs on Saturday

Roadblock 
sponsorship 

including 
“Presented by 

(Client name)” 
at the top of 

the newsletter 

A prominent headline 
stating the subject 
“A Message from 
(Client name)”

An image 
or logo with  
a maximum 
width of 
200 pixels

Features up 
to 125 words 
of thought 
leadership

Premium leaderboard and 
skyscraper banner ads

Total Subscribers by Firm Type

28% Corporates

13% PE

13% VC

10% I-Bank

10% Attorney/Law Firm

9% Service Provider

6% LP

5% Lender

5% Accounting/Consulting

31%
open rate
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PitchBook Website News & Analysis

$4,500
per month

458,000+ monthly pageviews

in-articleTargets engaged reader

25% share of voice (minimum)

728x90 Leaderboard advertisement

PitchBook’s News & Analysis Website  
features leading news and articles that focus  
on topical insights and commentary across  
the private markets.
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PitchBook Industry Reports

$15,000
per report

Starting at

Leading research reports that provide Analyst market updates across 
multiple asset classes and regions.

1.6M+ Reaches subscribers

2 pages of Q&A or thought leadership that 
position your firm as an industry leader

logoCompany 
on cover and each 
non-ad page of report

Full-page ad in report (or on back)

PR & social promotion on PitchBook 
channels with your brand

evergreenAlways 
for downloads on PitchBook’s 
website and PitchBook platform

Sponsored by

US

PE Breakdown

Q2
2022

20 Q2 2022 US PE BREAKDOWN A WORD FROM WEST MONROE

Sponsored by

larger, and the ability to ingest and analyze data in an efficient 
way across 30 or 50 companies can you give greater confidence 
around the health of those businesses.

PE firms are facing increased pressure in the due diligence 
process. They are seeing heightened competition, reduced 
access, and shorter deal timelines. What is the primary driver 
behind this change, and how are teams adapting? What 
changes will we see in the due diligence process over the next 
one to three years?

Brad: A lot of demand is chasing limited supply, creating a very 
competitive process. 

Some of this is a holdover from COVID-19. While business travel 
has resumed, most diligence is still happening via Zoom and in 
virtual data rooms. That works to sellers’ advantage because 
they can meet with more parties. Some clients are having all 
their advisors work together to solve a joint mandate, which can 
lead to greater focus and productivity within a tight timeframe.

Further out, new technology is being built to allow private equity 
professionals to do their jobs more efficiently using tools like 
optical character recognition to review documents for keywords. 
It’s digitizing elements of the diligence process so they can focus 
on the questions necessary for them move forward in the deal. 

Keith: Things that historically would have happened during 
normal diligence windows are now occurring even before 
companies are up for sale. PE firms are deciding what areas 
of the market they want to invest in, closing in on the winning 
companies, and building relationships with management teams. 
So, when those companies come up for sale, firms know the 
business and can just focus on key questions instead of starting 
from scratch.

Some deal aspects are shifting into post-close. Things you can 
fix about a company—such as replacing management and 
operational improvements—areas that PE firms have proven 
they can execute post-close and don’t really impact valuation.  

In today’s volatile market, it’s more important than ever for 
PE firms to leverage data assets to identify and drive value 
creation, especially given higher valuations. What steps are 
operating partners taking to use more data and automation 
to gain additional insight in the deal process? 

Keith: There has been a push to use publicly available data 
because dealmakers’ access is constrained. That includes data 
on jobs, labor spend, looking at employee sentiment or purchase 

data. You could show up at a meeting with the HR leader at the 
target company and already understand key metrics such as 
attrition and sentiment from sources such as LinkedIn. 

For cyber due diligence, we can scan the dark web and tell 
companies whether they have critical infrastructure up 
for sale that they don’t know about. With access to a retail 
business’ internal data, we can use machine learning to identify 
opportunities for revenue growth, reallocating marketing span, 
and customer lifetime value—key metrics that help us figure out 
how we can drive company growth or profitability.  

Which PE industry trends have been driven primarily by the 
prediction of a recession, and which existed prior and have 
merely accelerated? How are operating partners responding? 
What is the industry not talking about—but should be?  

Brad: Many of these trends are based on a healthy economy and 
competitive private markets—whether it’s doing more with less 
on due diligence or businesses working hard to drive value for 
a return because of a high cost of acquisition. If the economic 
situation devolves rapidly, dealmakers’ attention would have 
to shift from future investments to existing investments. That 
would affect the transaction market.

As the clouds gather, one thing that’s not being discussed is 
whether the move by some tech companies to cut their way to 
profitability is shortsighted. By slashing labor expenses, those 
companies could be missing out on a chance to retain or grow 
revenue—for example, by using customer success teams to 
upsell additional services or using support teams to retain 
existing customers by providing better training on tools or 
improving the user experience. 

Keith: PE firms know how to finance and lead companies in 
times of distress, but I think they will jump at the opportunity 
to get some steals (for example, companies in bankruptcy and 
noncore assets). If a recession happens, public companies will 
have to prune their assets and divest for cash. Who do they 

On average West Monroe supports 
more than 600 private equity 
transactions every year, performing 

buyside operational, technology, and market diligence. This 
experience, combined with our multidisciplinary approach which 
looks at each situation through the lenses of industry, operational, 
and technology expertise, helps dealmakers plan for and manage 
the complexities of mergers, acquisitions, and divestitures.   
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A WORD FROM WEST MONROE
Q&A: 2022 private equity trends 

Keith is a partner in West Monroe’s Mergers 
& Acquisitions practice, leading the firm’s 
carve-out and merger integration offering. 
Under his guidance, clients see an average of 
30% reduction in timeline and cost for their 
divestitures. Keith has led teams on more 
than 300 private equity and corporate carve-

out transactions, and he uses that knowledge to quickly identify 
issues and opportunities, estimate standalone costs, and negotiate 
favorable TSAs—resulting in millions of dollars in value creation.

Brad is a partner in West Monroe’s Mergers 
& Acquisitions practice, leading the firm’s 
extensive capabilities in post-merger 
integration. Brad specializes in highly 
complex deals involving multiple buyers, 
rapid add-on investments, hostile takeovers, 
multi-company mergers, and carveouts-to-

integrations. A trusted advisor to many private equity firms and 
strategic buyers, he has led more than 500 M&A transactions in the 
last decade.

Keith Campbell

Brad Haller

What are operating partners and portfolio companies thinking 
about the most if a recession happens? What is the broader 
sentiment among operating partners and portfolio teams as 
they look ahead to the rest of the year?

Brad: As the outlook darkens for the remainder of the year, private 
equity firms have been taking a more conservative approach. 
They’ll spend more time working with their portfolio companies to 
make sure they’re as recession ready as possible versus devoting 
most of their time to identifying new investment opportunities. 
We aren’t seeing companies going into layoff mode yet—aside 
from some very high-growth tech companies that haven’t 
reached sustainable profitability. But overall, the priority is on the 
businesses where they’ve already put capital to work.

Keith: Dealmaking is starting to slow for the summer, but our 
clients are divided on whether that will pick back up in the fall 
given the recession outlook. Good assets are not likely to go 
to market if valuations are depressed, IPOs are on ice, and the 
historically high-growth tech sector sees tailwinds.

Brad: We are seeing capital markets evolving rapidly. Lenders 
are also being more conservative about what businesses they’re 
willing to fund and those companies’ equity-to-debt ratios. 

Keith: Operating partners have been spending a lot of time on 
labor challenges. That includes replacing portfolio company 
management teams, either in founder transitions or in recruitment 
for the next phase of growth. PE firms are also looking at building 
technology and other back-office capabilities in-house, or 
leveraging outsourcing, either offshore or nearshore. There 
are some creative strategies wherein PE clients are considering 
forming offshore arms to provide services that their portfolio 
companies can tap into.

  ?smaet oiloftrop fo noitulove eht ni gniees uoy era sdnert tahW

Brad: PE firms have been raising bigger funds, and they’re having 
to scale their own teams so they can work across these broader 
portfolios.

We’re also seeing the evolution of portfolio operations teams 
at larger funds. They are closer to consulting organizations that 
work across the portfolio on both strategic priorities, as well as, at 
times, tactical needs, as opposed to traditional operating partners 
who spend most of their time coaching executive teams. 

Keith: Some PE clients are building small, in-house analytics 
teams that support due diligence to gain an edge in the bid by 
identifying trends. Once they buy the company, that data can 
drive value for the firm. The concept of a digital operating partner 
is now becoming more and more prevalent.

Are you seeing a shift in how operating partners are 
partnering with their advisors or leveraging data in response 
to managing a larger breadth of portfolio companies? How 
could a recession affect this shift? 

Brad: As operating teams scale up, they generally prefer advisors 
that can bring more breadth of expertise and offer multiple 
capabilities. Instead of looking for best of breed, operating 
partners are searching for the Swiss Army knives of the advisor 
landscape. For example, West Monroe can provide due diligence 
work and then improve a portfolio company’s data capabilities or 
revenue operations. As our clients spend more time doing triage 
on their portfolios to guard against potential recession impacts, 
data will assume even greater importance. Their portfolios are 

Sponsored by
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larger, and the ability to ingest and analyze data in an efficient 
way across 30 or 50 companies can you give greater confidence 
around the health of those businesses.

PE firms are facing increased pressure in the due diligence 
process. They are seeing heightened competition, reduced 
access, and shorter deal timelines. What is the primary driver 
behind this change, and how are teams adapting? What 
changes will we see in the due diligence process over the next 
one to three years?

Brad: A lot of demand is chasing limited supply, creating a very 
competitive process. 

Some of this is a holdover from COVID-19. While business travel 
has resumed, most diligence is still happening via Zoom and in 
virtual data rooms. That works to sellers’ advantage because 
they can meet with more parties. Some clients are having all 
their advisors work together to solve a joint mandate, which can 
lead to greater focus and productivity within a tight timeframe.

Further out, new technology is being built to allow private equity 
professionals to do their jobs more efficiently using tools like 
optical character recognition to review documents for keywords. 
It’s digitizing elements of the diligence process so they can focus 
on the questions necessary for them move forward in the deal. 

Keith: Things that historically would have happened during 
normal diligence windows are now occurring even before 
companies are up for sale. PE firms are deciding what areas 
of the market they want to invest in, closing in on the winning 
companies, and building relationships with management teams. 
So, when those companies come up for sale, firms know the 
business and can just focus on key questions instead of starting 
from scratch.

Some deal aspects are shifting into post-close. Things you can 
fix about a company—such as replacing management and 
operational improvements—areas that PE firms have proven 
they can execute post-close and don’t really impact valuation.  

In today’s volatile market, it’s more important than ever for 
PE firms to leverage data assets to identify and drive value 
creation, especially given higher valuations. What steps are 
operating partners taking to use more data and automation 
to gain additional insight in the deal process? 

Keith: There has been a push to use publicly available data 
because dealmakers’ access is constrained. That includes data 
on jobs, labor spend, looking at employee sentiment or purchase 

data. You could show up at a meeting with the HR leader at the 
target company and already understand key metrics such as 
attrition and sentiment from sources such as LinkedIn. 

For cyber due diligence, we can scan the dark web and tell 
companies whether they have critical infrastructure up 
for sale that they don’t know about. With access to a retail 
business’ internal data, we can use machine learning to identify 
opportunities for revenue growth, reallocating marketing span, 
and customer lifetime value—key metrics that help us figure out 
how we can drive company growth or profitability.  

Which PE industry trends have been driven primarily by the 
prediction of a recession, and which existed prior and have 
merely accelerated? How are operating partners responding? 
What is the industry not talking about—but should be?  

Brad: Many of these trends are based on a healthy economy and 
competitive private markets—whether it’s doing more with less 
on due diligence or businesses working hard to drive value for 
a return because of a high cost of acquisition. If the economic 
situation devolves rapidly, dealmakers’ attention would have 
to shift from future investments to existing investments. That 
would affect the transaction market.

As the clouds gather, one thing that’s not being discussed is 
whether the move by some tech companies to cut their way to 
profitability is shortsighted. By slashing labor expenses, those 
companies could be missing out on a chance to retain or grow 
revenue—for example, by using customer success teams to 
upsell additional services or using support teams to retain 
existing customers by providing better training on tools or 
improving the user experience. 

Keith: PE firms know how to finance and lead companies in 
times of distress, but I think they will jump at the opportunity 
to get some steals (for example, companies in bankruptcy and 
noncore assets). If a recession happens, public companies will 
have to prune their assets and divest for cash. Who do they 

On average West Monroe supports 
more than 600 private equity 
transactions every year, performing 

buyside operational, technology, and market diligence. This 
experience, combined with our multidisciplinary approach which 
looks at each situation through the lenses of industry, operational, 
and technology expertise, helps dealmakers plan for and manage 
the complexities of mergers, acquisitions, and divestitures.   
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A WORD FROM WEST MONROE
Q&A: 2022 private equity trends 

Keith is a partner in West Monroe’s Mergers 
& Acquisitions practice, leading the firm’s 
carve-out and merger integration offering. 
Under his guidance, clients see an average of 
30% reduction in timeline and cost for their 
divestitures. Keith has led teams on more 
than 300 private equity and corporate carve-

out transactions, and he uses that knowledge to quickly identify 
issues and opportunities, estimate standalone costs, and negotiate 
favorable TSAs—resulting in millions of dollars in value creation.

Brad is a partner in West Monroe’s Mergers 
& Acquisitions practice, leading the firm’s 
extensive capabilities in post-merger 
integration. Brad specializes in highly 
complex deals involving multiple buyers, 
rapid add-on investments, hostile takeovers, 
multi-company mergers, and carveouts-to-

integrations. A trusted advisor to many private equity firms and 
strategic buyers, he has led more than 500 M&A transactions in the 
last decade.

Keith Campbell

Brad Haller

What are operating partners and portfolio companies thinking 
about the most if a recession happens? What is the broader 
sentiment among operating partners and portfolio teams as 
they look ahead to the rest of the year?

Brad: As the outlook darkens for the remainder of the year, private 
equity firms have been taking a more conservative approach. 
They’ll spend more time working with their portfolio companies to 
make sure they’re as recession ready as possible versus devoting 
most of their time to identifying new investment opportunities. 
We aren’t seeing companies going into layoff mode yet—aside 
from some very high-growth tech companies that haven’t 
reached sustainable profitability. But overall, the priority is on the 
businesses where they’ve already put capital to work.

Keith: Dealmaking is starting to slow for the summer, but our 
clients are divided on whether that will pick back up in the fall 
given the recession outlook. Good assets are not likely to go 
to market if valuations are depressed, IPOs are on ice, and the 
historically high-growth tech sector sees tailwinds.

Brad: We are seeing capital markets evolving rapidly. Lenders 
are also being more conservative about what businesses they’re 
willing to fund and those companies’ equity-to-debt ratios. 

Keith: Operating partners have been spending a lot of time on 
labor challenges. That includes replacing portfolio company 
management teams, either in founder transitions or in recruitment 
for the next phase of growth. PE firms are also looking at building 
technology and other back-office capabilities in-house, or 
leveraging outsourcing, either offshore or nearshore. There 
are some creative strategies wherein PE clients are considering 
forming offshore arms to provide services that their portfolio 
companies can tap into.

  ?smaet oiloftrop fo noitulove eht ni gniees uoy era sdnert tahW

Brad: PE firms have been raising bigger funds, and they’re having 
to scale their own teams so they can work across these broader 
portfolios.

We’re also seeing the evolution of portfolio operations teams 
at larger funds. They are closer to consulting organizations that 
work across the portfolio on both strategic priorities, as well as, at 
times, tactical needs, as opposed to traditional operating partners 
who spend most of their time coaching executive teams. 

Keith: Some PE clients are building small, in-house analytics 
teams that support due diligence to gain an edge in the bid by 
identifying trends. Once they buy the company, that data can 
drive value for the firm. The concept of a digital operating partner 
is now becoming more and more prevalent.

Are you seeing a shift in how operating partners are 
partnering with their advisors or leveraging data in response 
to managing a larger breadth of portfolio companies? How 
could a recession affect this shift? 

Brad: As operating teams scale up, they generally prefer advisors 
that can bring more breadth of expertise and offer multiple 
capabilities. Instead of looking for best of breed, operating 
partners are searching for the Swiss Army knives of the advisor 
landscape. For example, West Monroe can provide due diligence 
work and then improve a portfolio company’s data capabilities or 
revenue operations. As our clients spend more time doing triage 
on their portfolios to guard against potential recession impacts, 
data will assume even greater importance. Their portfolios are 

Sponsored by

A PRACTICAL APPROACH 
TO COMPLEX ACCOUNTING 
AND FINANCIAL 
REPORTING ISSUES

With lean accounting and finance departments and an ever-
changing regulatory landscape, companies often struggle with 
the accounting and financial reporting requirements of non-
recurring transactions. These requirements can be complex and 
time-consuming, whether the matter is the result of a merger 
or acquisition, divestiture, initial public offering, significant new 
contract, or adoption of a newly-issued accounting standard.

Stout delivers expertise and horsepower around complex 
accounting and financial reporting topics. We offer a flexible 
and practical approach and can assist with projects large and 
small. Because we are not a CPA firm, Stout is not bound by 
independence restrictions.

Stout is a trade name for Stout Risius Ross, LLC, Stout Advisors SA, Stout Bluepeak Asia 
Ltd., Stout GmbH, MB e Associati S.r.l., Stout Park Ltd, and Stout Capital, LLC, a FINRA-
registered broker-dealer and SIPC member firm. The terms “Stout” or the “firm” refer 
to one or more of these legally separate and independent advisory practices. Please see 
www.stout.com/about to learn more.

stout.com

ACCOUNTING & REPORTING ADVISORY

Sponsorship of PitchBook’s Industry Reports does not entitle client to distribution rights
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Industry Report Calendars Q1, Q2
Category Report Name Commitment Date Run Date

PE 2021 Annual US PE Breakdown 12/15/21 01/12/22

VC Q4 2021 PitchBook-NVCA Venture Monitor 12/17/21 01/14/22

PE 2021 Annual European PE Breakdown 12/21/21 01/18/22

VC 2021 Annual European Venture Report 12/23/21 01/20/22

M&A 2021 Annual Global M&A Report 12/30/21 01/27/22

PE & VC 2022 Global Fund Performance Report (as of Q2 2021) 01/05/22 02/02/22

VC 2021 Annual US VC Valuations Report 01/10/22 02/07/22

PE & VC 2021 Annual Global Private Debt Report 01/19/22 02/16/22

VC 2021 Annual European VC Valuations Report 01/20/22 02/17/22

PE & VC 2021 Annual Private Fund Strategies Report 01/27/22 02/24/22

PE & VC 2022 Nordic Private Capital Breakdown 02/07/22 03/07/22

ALT 2021 Annual Real Estate Report 02/10/22 03/10/22

PE 2021 Annual US PE Middle Market Report 02/15/22 03/15/22

VC H2 2021 Greater China VC Report 02/21/22 03/21/22

Category Report Name Commitment Date Run Date

PE Q1 2022 US PE Breakdown 03/15/22 04/12/22

VC Q1 2022 PitchBook-NVCA Venture Monitor 03/17/22 04/14/22

VC Q1 2022 European Venture Report 03/24/22 04/21/22

PE Q1 2022 European PE Breakdown 03/25/22 04/22/22

M&A Q1 2022 Global M&A Report 03/30/22 04/27/22

PE & VC 2022 Global Fund Performance Report (as of Q3 2021) 04/07/22 05/05/22

VC Q1 2022 US VC Valuations Report 04/14/22 05/12/22

PE & VC Q1 2022 European VC Valuations Report 04/19/22 05/17/22

PE & VC Q1 2022 Private Fund Strategies Report 04/28/22 05/26/22

PE & VC 2022 France & Benelux Private Capital Breakdown 05/03/22 05/31/22

PE & VC Q1 2022 US PE Middle Market Report 05/19/22 06/16/22

ALT Q1 2022 Real Assets Report 05/26/22 06/23/22

Commitment date represents client’s agreement to a report sponsorship

https://pitchbook.highspot.com/items/61de1b2c285b3d5e12a69184?lfrm=srp.3
https://pitchbook.highspot.com/items/61e104cff0dbb2e068594f24?lfrm=srp.4
https://pitchbook.highspot.com/items/61e1e66f5fe182df300b3020?lfrm=srp.3
https://pitchbook.highspot.com/items/61e8af35a1db34fcc6581d05?lfrm=srp.2
https://pitchbook.highspot.com/items/61f1c414eb5282eaf77559ea?lfrm=srp.2
https://pitchbook.highspot.com/items/604001d066bbaa2fa853ff7f?lfrm=srp.3
http://2021 Annual US VC Valuations Report
https://pitchbook.highspot.com/items/620d8e9f76828c009df5c519?lfrm=srp.1
https://pitchbook.highspot.com/items/6216b9ab0ee3f31462016961?lfrm=srp.2
http://2022 Nordic Private Capital Breakdown
https://pitchbook.highspot.com/items/62292372519fe621c3ac86f6?lfrm=srp.3
https://pitchbook.highspot.com/items/622fb9aef06df0f38a97be46?lfrm=srp.1
https://pitchbook.highspot.com/items/6235091860bf9b29faae8e1b?lfrm=srp.0
https://pitchbook.highspot.com/items/6254a3055b28fc4b6606a436?lfrm=srp.2
https://pitchbook.highspot.com/items/62579e2f82df36ccd1a4b425?lfrm=srp.2
https://pitchbook.highspot.com/items/62608741a5ffa084b014ef92?lfrm=srp.1
https://pitchbook.highspot.com/items/62619c99773cbe8bb86cfbea?lfrm=srp.2
https://pitchbook.highspot.com/items/626867fc0d1230e51d00f012?lfrm=srp.1
https://pitchbook.highspot.com/items/6272fb0026daefeb064e5d46?lfrm=srp.4
https://pitchbook.highspot.com/items/627c3804f99b8cca9e8f27a1?lfrm=srp.0
https://pitchbook.highspot.com/items/6282cf6d840688e43923b0e4?lfrm=srp.0
https://pitchbook.highspot.com/items/628e9da94688b408772a94e1?lfrm=srp.1
https://pitchbook.highspot.com/items/629136173c3274c864cf7154?lfrm=srp.4
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Industry Report Calendars Q3, Q4
Category Report Name Commitment Date Run Date

PE Q2 2022 US PE Breakdown 06/14/22 07/12/22

VC Q2 2022 PitchBook-NVCA Venture Monitor 06/16/22 07/14/22

PE Q2 2022 European PE Breakdown 06/20/22 07/18/22

VC Q2 2022 European Venture Report 06/22/22 07/20/22

M&A Q2 2022 Global M&A Report 06/29/22 07/27/22

PE & VC 2022 Global Fund Performance Report (as of Q4 2021) 07/08/22 08/05/22

VC Q2 2022 US VC Valuations Report 07/14/22 08/11/22

VC Q2 2022 European VC Valuations Report 07/19/22 08/16/22

PE & VC Q2 2022 Global Private Market Fundraising Report* 07/21/22 08/18/22

ALT H1 2022 Real Estate Report 08/03/22 08/31/22

PE & VC 2022 UK/Ireland Private Capital Breakdown 08/09/22 09/06/22

VC H1 2022 Greater China VC Report 08/10/22 09/07/22

PE Q2 2022 US PE Middle Market Report 08/18/22 09/15/22

PE & VC 2022 Sustainable Investment Report 08/26/22 09/23/22

Category Report Name Commitment Date Run Date

PE Q3 2022 US PE Breakdown 09/14/22 10/12/22

VC Q3 2022 PitchBook-NVCA Venture Monitor 09/16/22 10/14/22

PE Q3 2022 European PE Breakdown 09/19/22 10/17/22

VC Q3 2022 European Venture Report 09/21/22 10/19/22

M&A Q3 2022 Global M&A Report 09/27/22 10/25/22

PE & VC 2022 Global Fund Performance Report (as of Q1 2022) 10/04/22 11/01/22

VC 2022 All In - Women in VC Report 10/06/22 11/03/22

VC Q3 2022 US VC Valuations Report 10/10/22 11/07/22

VC Q3 2022 European VC Valuations Report 10/17/22 11/14/22

PE & VC Q3 2022 Global Private Market Fundraising Report* 10/19/22 11/16/22

PE & VC 2022 DACH Private Capital Breakdown 10/25/22 11/22/22

ALT H1 2022 Real Assets Report 11/08/22 12/06/22

PE & VC Q3 2022 Healthcare Report 11/15/22 12/13/22

PE Q3 2022 US PE Middle Market Report 11/17/22 12/15/22

Commitment date represents client’s agreement to a report sponsorship 
*Report previously known as the Private Fund Strategies Report

https://pitchbook.highspot.com/items/62cca494fa05542fc9eef276?lfrm=shp.3
https://pitchbook.highspot.com/items/62cf963b5111c7340a689bb9?lfrm=shp.2
https://pitchbook.highspot.com/items/62d1e50bd4cb7ea9f999db18?lfrm=shp.7
https://pitchbook.highspot.com/items/62d6f311752dfaa686b69811?lfrm=shp.4
https://pitchbook.highspot.com/items/62e1a3980930bb681c8511a8?lfrm=shp.0
https://pitchbook.highspot.com/items/62ec39791b258072dba21b94?lfrm=shp.1
https://pitchbook.highspot.com/items/62f43d773533b48add9d323c?lfrm=shp.1
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Custom Research Report

Board diversity: Is it really improving for women? 1

Board diversity:  
Is it really improving 
for women?
At first glance, it is. But a closer look  
at startup data reveals something else.

Data provided by

Investing in a 
Cleaner World

Data provided by

APRIL 2022

Private equity and 
sustainability

PitchBook’s team of analysts, editors and graphic 
designers work in collaboration with you to leverage 
your firm’s expert market perspectives and create 
custom white label research. Utilizing PitchBook 
custom data and editorial content, this is a great 
way to showcase your thought leadership and 
brand strategy.

Pricing 
based on 

scope and 
length

customizedUtilize PitchBook 
analyst team to create  

editorialUtilize PitchBook 
analyst team to create  

datasets unique to  
your report.

unique to  
your report

redistribution rightsfullClient has

2021 Tough Tech Landscape
Data provided by
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Tough Tech by the numbers

44% 
Corporate players 

participated in a record 
proportion of late-stage 

VC activity in Tough Tech.

$74.5B
A record sum of VC was 
invested in life sciences 

between 2020’s start 
and summer 2021.
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VC activity in Tough Tech is 
setting all kinds of records in 
2021, even after record sums 

from multiple accelerating factors 
ranging from breakthrough 
technical advances, growing 
adoption and expansion of 
business applications, and 
macroeconomic factors such as 
government policies and changing 
regulations, multiple Tough 
Tech segments are seeing more 
investment than ever before.

$80.7M
The median late-stage pre-
money valuation in Tough 

Tech hits a new high.

5,800
2021 is currently on pace 

to record nearly 5,800 
transactions.

$77.5B
2021 sees record sum 
of venture investment 

across Tough Tech.

Investor Deal 
count

SOSV 136

Sequoia Capital China 98

OrbiMed 94

Hillhouse Capital Group 94

Keiretsu Forum 90

RA Capital Management 89

Qiming Venture Partners 71

Casdin Capital 66

Matrix Partners China 63

Most active VC investors in 
Tough Tech, 2020-2021*
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