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In the Middle East, family businesses certainly have the 
appetite for investment. The fundamentals are in place to 
connect family firms with HNWIs – four-fifths of respondents 

are seeking external finance, while three in five have 
previously offered equity in their business to external 

investors. 

However, few respondents have obtained 
investment from HNWIs in the past, despite 
acknowledging the benefits that they can 

bring – including sector knowledge and financial 
compatibility. 

“HNWIs are reliable and easily approachable compared 
to the other sources of finance. Also, we could add on skills 
to our management through their expertise,” says the CFO 
of one UAE-based family business. 

The finance director of a Saudi business agrees. “Outside 
expertise can be brought in which can be highly beneficial 
for our organization and we can develop ‘out of the box 
[ideas]’ with outside expertise,” he says.

The biggest challenge to family businesses in the region 
is the thorny issue of management interference. All 
respondents felt that HNWIs would get heavily involved in 
management decisions. 

“There’s a high chance of interference with the 
management. This is the principle barrier that stops us from 
obtaining investments from these investors,” said the finance 
director of one Lebanese company.

HWNIs in the region that have invested have had positive 
experiences and all are interested, to varying degrees, 
in future investment in family businesses. However, all 
respondents state that they would regularly express their 
views to management. Crucially, though, HNWIs view this as 
advisory rather than interference.

“I would like to be aware of the businesses movements so 
that I can help if possible,” said one HNWI. “[However], I 
would be patient and would let the business leaders take 
their decisions without interruptions, assuming they have 
more experience.”

If family businesses and HNWI can agree on the level of 
involvement as part of the investment plan, then there’s no 
reason why the two parties can’t reach a mutually beneficial 
partnership.

Middle East

Investment between family businesses and HNWIs in the Middle 
East is not common mainly due to the perception that HNWIs 
would want to get closely involved in the management decisions 
and day-to-day operations of the family business. However, 
family businesses are seeking external finance and, in addition 
to financing, connecting with HNWIs can bring about synergies 
and tap into the knowledge and experience of HNWIs which will 
enable them to grow to the next level.

HARISH GOPINATH 
PARTNER, HEAD OF FAMILY BUSINESS, KPMG IN MIDDLE EAST AND SOUTH ASIA

© 2014 KPMG International Cooperative (“KPMG International”). KPMG International provides no client services and is a Swiss entity with which the independent member firms of the KPMG network are affiliated. All rights reserved.



www.kpmg.com

The information contained herein is of a general nature and is not intended to address the circumstances of any particular individual 
or entity. Although we endeavour to provide accurate and timely information, there can be no guarantee that such information 
is accurate as of the date it is received or that it will continue to be accurate in the future. No one should act on such information 
without appropriate professional advice after a thorough examination of the particular situation.

© 2014 KPMG International Cooperative (”KPMG International”), a Swiss entity. Member firms of the network of independent firms 
are affiliated with KPMG International. KPMG International provides no client services. No member firm has any authority to obligate 
or bind KPMG International or any other member firm vis-à-vis third parties, nor does KPMG International have any such authority to 
obligate or bind any member firm. All rights reserved. 

The KPMG name, logo and “cutting through complexity” are registered trademarks or trademarks of KPMG International.

Produced by Create Graphics | CRT013710

www.kpmg.com/socialmedia www.kpmg.com/app

KPMG in Middle East and South Asia

Harish Gopinath
Partner 
KPMG Fakhro

12th Floor, Fakhro Tower
P.O.Box 710
Manama 
Bahrain

T: +973 1722 4807 
E: hgopinath@kpmg.com

http://www.linkedin.com/company/kpmg
https://plus.google.com/u/0/114185589187778587509/posts#114185589187778587509/posts
http://www.facebook.com/kpmg
https://twitter.com/kpmg
http://www.kpmg.com/app

