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Words Matter: The Case for Replacing “Semi-Liquid” 
with “Conditional Liquidity” in Private Markets

Private markets are, without question, one of the most transformational stories in modern finance. The 
numbers speak for themselves: 87% of all U.S. companies generating more than $100 million in revenues 
remain privately held,1 yet the average individual investor has allocated less than 5% of their portfolio to 
this space.2 That gap represents both an enormous opportunity and a shared responsibility to get the 
language right as we invite a new generation of investors into these markets.

And right now, candidly, we're not getting the language right.

The Problem in Plain Sight

The financial industry has a long and productive history of evolving its nomenclature when the old terms 
no longer serve. “Alternative investments” gave way to “private markets” precisely because the word 
alternative implied something peripheral, exotic, or optional. In reality, endowments and sovereign wealth 
funds have long allocated well north of their public-market peers to these very strategies. That was a 
smart and necessary linguistic evolution.

The same evolution is overdue for how we describe the liquidity profiles of tender offer and interval funds. 
Today, the dominant shorthand is “semi-liquid,” a label broadly adopted across financial press, product 
literature, and even regulatory commentary. On the surface, it sounds reasonable: these vehicles sit 
somewhere between a daily-liquid mutual fund and a fully locked-up traditional private equity fund. The 
prefix semi implies a middle ground. The problem? That middle ground is not a stable, reliable feature of 
the product. It is a conditional one.

What These Structures Actually Do

Interval funds and tender offer funds are regulated vehicles under the Investment Company Act of 1940 
that provide investors periodic, not perpetual, opportunities for redemption.3 Interval funds commit to a 
fixed cadence of buybacks, typically on a quarterly or semi-annual basis, with limits on the percentage of 
shares that can be redeemed in any given window, generally in the range of 5% of net assets per quarter. 
Tender offer funds are even more discretionary, with redemption windows that are manager-determined 
and can be modified based on market conditions or portfolio requirements.3

Here is the critical nuance that gets lost in the word “semi-liquid”: these products are only meaningfully 

liquid when the number of investors seeking redemption at any given time is small, say under 5% of the 

fund’s capital base. The moment demand for redemptions approaches or exceeds those structural caps, 

A perspective from the intersection of wealth management, and the democratization of private markets



PR IVATE  CRED IT  UPDATE  |  H IGHTOWER  PR IVATE  MARKET  SOLUT IONS 2 

the effective liquidity of the product evaporates. The gates go up. The queue forms. The term “semi-liquid” 
offered absolutely no warning that this scenario was possible.

As one practitioner aptly put it: “Semi-liquid does not mean liquid. Semi-liquid means structured, limited, 

and conditional liquidity.”7

The Naming Convention Deserves a Rethink

Consider the investor experience in practice. A wealth advisor, working hard to bring private markets 
access to a client, describes the fund as “semi-liquid.” The client hears “half-liquid” and anchors on the 
liquid part of that word. When a redemption request is gated or deferred, the advisor faces a credibility 
problem that was entirely preventable. The fund did exactly what it was designed to do. The language just 
failed everyone in the room.

This is not merely a semantic concern. It has real consequences for trust, for advisor-client relationships, 
and ultimately for the continued democratization of private markets. That is the very thing the industry has 
worked so hard to achieve.

The proposed alternative is both simple and precise: “Conditional Liquidity” or “Periodic Liquidity.”

Current Label Proposed Label Why It's Better

Semi-liquid Conditional Liquidity Accurately conveys that liquidity is available only 
under specific circumstances, when redemption 
demand stays within structural limits

Semi-liquid Periodic Liquidity Reflects the scheduled, cadence-based nature 
of redemption windows rather than implying 
ongoing availability

“Conditional liquidity” is not a pejorative. It does not mean broken or inferior. It means this product 
provides access to capital in certain defined scenarios, and that design is intentional. It is precisely 
what allows the manager to invest in less liquid assets and generate the return premium that makes the 
allocation worthwhile. That is a story worth telling accurately. In fact, it is a story worth celebrating.

The Broader Imperative for the Industry

Private markets have grown to approximately $14 trillion in global assets under management, with 
credible projections pointing toward $24 trillion by 2030i. Interval and tender offer funds alone surpassed 
$237 billion in combined net asset value at the close of 2025, cementing their role as core portfolio tools 
for retail investors seeking access to private markets.ii

That growth trajectory is only sustainable if the industry earns and maintains the trust of the new investor 
base it is actively courting. In 2025, nearly 60% of financial advisors surveyed by Hamilton Lane planned 
to allocate 10% or more of client portfolios to private markets,12 yet that education effort is undermined at 
every turn when a product label creates expectations the product cannot reliably meet.
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The financial press, product manufacturers, and distribution platforms all share a role here. Trade 
publications that routinely reference “the semi-liquid space” have an opportunity to lead a language 
update that would serve both their readers and the industry’s long-term interests. Fund managers who 
invest in beautifully produced pitch decks and DDQs can add a single, clear page explaining the liquidity 
continuum and positioning their fund’s conditional or periodic liquidity as a deliberate, investor-friendly 
design choice, not a compromise.

A Simple Path Forward

The private markets industry has demonstrated an impressive capacity for evolution across product 
structures, distribution models, technology, and its investor base. The next step is simply this: evolve 
the language.

Call it what it is. A fund that provides quarterly redemptions up to 5% of NAV, subject to board approval 
and prevailing market conditions, is not “semi-liquid.” It is a vehicle offering conditional liquidity, and for 
the right investor with the right time horizon, that is a feature, not a limitation. Frame it that way, and the 
industry gains something invaluable: clarity.

Clarity builds trust. Trust enables continued growth. And continued growth is what brings the 
endowment model of investing, long the exclusive domain of University Endowments such as Yale, 
Harvard, and the largest sovereign wealth funds, within reach of the individual investors who deserve 
access to it just as much.

That is the whole point of democratization. Let’s make sure our words are doing their part.

This perspective reflects the author’s views on evolving industry nomenclature and is intended to foster 
constructive dialogue among investment professionals.
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information is provided as of the date referenced in the document. Such data and other information are subject to change without 
notice. This document was created for informational purposes only; the opinions expressed herein are solely those of the author(s) 
and do not represent those of Hightower Advisors, LLC, or any of its affiliates. Investment Solutions and Hightower Advisors, LLC 
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entity as tax or legal advice. Clients are urged to consult their tax and/or legal advisor for related questions.

1.  Apollo Chief Economist / S&P Capital IQ (via Edward Conard), “87% of U.S. Firms with Revenue Greater than $100 Million Are 
Private,” September 2024. https://www.edwardconard.com/macro-roundup/torsten-slok-apolloglobal-notes-that-87-of-us-firms-
with-revenue-greater-than-100-mil
2.  Blue Owl Capital, “The Growing Opportunity in Private Markets.” https://wealth.blueowl.com/learnengage/bo-growing-opportuni-
ty-private-markets
3.  Opto Invest, “The Foundations of Private Funds: Tender Offer and Interval Funds,” September 2025. https://www.optoinvest.com/
insights/the-foundations-of-private-funds-tender-offer-and-interval-funds
4.  Apex Group, “How Interval and Tender Offer Funds Give Retail Investors Access to Private Fund Strategies,” June 2025. https://
www.apexgroup.com/insights/how-interval-and-tender-offer-funds-give-retail-investors-access-to-private-fund-strategies/
5.  My FW, “How Semiliquid Funds are Driving Access to Private Assets,” October 2025. https://myfw.com/articles/how-semiliquid-
funds-are-driving-access-to-private-assets/
6.  Morgan Stanley Investment Management, “Semi-Liquid Private Credit: A Quiet Revolution,” May 2026. https://www.morganstan-
ley.com/im/en-us/individual-investor/insights/articles/semi-liquid-private-credit-quiet-revolution.html
7.  Scott Voss, “A Primer on Private Markets, Fund Structures, and What Semi-Liquid Really Means,” LinkedIn Pulse, February 2026. 
https://www.linkedin.com/pulse/primer-private-markets-fund-structures-what-semi-liquid-scott-voss-di4ee
8.  Private Markets Insights, “2025 Private Markets Year in Review: A $13 Trillion Industry at an Inflection Point,” December 2025. 
https://www.privatemarketsinsights.com/post/2025-private-markets-year-in-review-a-13-trillion-industry-at-an-inflection-point
9.  Ocorian Global Assets Monitor, “Private Markets Funds Set for 70% Growth by 2030,” October 2025. https://www.ocorian.com/
knowledge-hub/news/analysis-reveals-record-breaking-private-markets-funds-set-70-growth-2030
10.  Connect Money / Robert A. Stanger & Company, “Closed-End Interval and Tender Offer Funds Reach $237B After Strong 2025 
Finish,” January 2026. https://www.connectmoney.com/stories/closed-end-interval-and-tender-offer-funds-reach-237b-after-
strong-2025-finish/
11.  Houlihan Capital, “Interval Funds: Structure, Valuation, and Growth,” January 2026. https://www.houlihancapital.com/interval-
funds-understanding-their-structure-and-the-drivers-of-rapid-growth/
12.  Hamilton Lane, “2025 Private Wealth Survey Insights,” January 2025. https://www.hamiltonlane.com/en-us/news/pri-
vate-wealth-survey-2025
iArdian: https://www.ardian.com/news-insights/article/private-market-assets-could-reach-25-trillion-2030?utm_source=chatgpt.
com
ii  Robert Stanger: https://www.rastanger.com/news/closed-end-funds-reach-237-billion-nav-in-2025-as-fundraising-tops-67-
billion-through-november?utm_source=chatgpt.com


