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Unlocking value from
mid-market infrastructure

To explore the strategic advantages, performance dynamics, and

emerging opportunities in mid-market infrastructure investments,
and to assess their role in institutional portfolios amid evolving
macroeconomic and market dynamics.

Private infrastructure fundraising
surpassed the high watermark years of
2021-22 and reached nearly US$300 billion
in 2025' — a record milestone

reflecting robust institutional investor
confidence and increasing allocations to
infrastructure as an asset class. We believe
that private infrastructure has become

an integral part of institutional investors’
portfolios, offering steady demand profile,
inflation hedge, sustainable growth, and
low correlation to traditional asset classes.

' Source: Infrastructure Investor Fundraising Report Full Year 2025
2 Source: Preqin Global Report Infrastructure in 2026

Large-cap infrastructure has attracted
increased institutional capital, however
mid-market infrastructure can also offer
attractive and growing opportunities for
global investors seeking diversification
and higher returns, while retaining the
defensive characteristics of infrastructure
investments. Preqin’s fund search

data indicates that investor intentions
are shifting further toward smaller
commitments,? highlighting increased
interest in mid-market strategies.
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INCREASING FLOW OF OPPORTUNITIES WHICH REQUIRE SMALLER EQUITY CHEQUES TO FUND GROWTH

Number of Deals by Deal Size

O

M Small 65.7%
M Mid 23.5%
M Large 10.8%

Aggregate Deal Value by Deal Size

C

M Small 12.3%
M Mid 30.7%
M Large 57.0%

Source: Preqgin infrastructure deals (2021 — 2025), with the deal size representing the total transaction value including leverage. Small: less than US$250 million;
Mid: less than US$1billion but greater than US$250 million; Large: greater than US$1 billion.

Well-aligned opportunity set

An expanding market: We believe that the
increasing size of infrastructure funds has created
attractive pricing in the mid-market. Over the last
five years, infrastructure deals less than US$1
billion account for just under half of the market

in transaction value and approximately 89%

in number of deals completed (see chart 1). We
believe this is a scalable and liquid segment with
meaningful headroom for future growth. From our
observations, many infrastructure managers that
originally focused on the mid-market have migrated
into the large-cap space as their fund sizes have
grown, which has left the mid and lower market
comparatively underserved.

Diversified opportunities: The opportunity set is
broad, and particularly well suited to IFM’s model:
as a global fund manager with over 140 investments
professionals, 20+ senior advisors with strong

local presences and networks. As a result, IFM’s
ecosystem can help to provide differentiated access
to a diversified set of mid-market opportunities
across a range of geographies and sectors.
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Over the past 30 years, I[FM has leveraged its long-standing experience and best practices to establish
a specialised and repeatable value creation playbook, underpinned by a prudent risk management

Grow

Identify, execute and accelerate
growth opportunities throughout
the acquisition phase to ongoing
asset management process. Growth
opportunities include expanding
existing capacity and market share,
expanding vertically through strategic
bolt-on acquisitions and platform
build out, optimising pricing
structure to maximise revenue

and unlocking value through

project execution and

strategic exit.

framework. This process starts prior to the acquisition of assets, while active delivery and monitoring
contribute towards a goal of continuous improvement. This playbook has been tested over time and is
designed with the aim to deliver tangible value through three levers:

Optimize

Achieve operational
excellence with a goal

of delivering efficiency,
productivity, and performance
gains. Operational optimization
techniques span across
procurement centralization,
organisation restructure, asset
reconfiguration, maintenance
optimisation, digitalisation, and
process modernisation.

De-risk

Take a systematic approach to
safeguard investments from
emerging threats and uncertainties
via revenue diversification, contract
extension, implementation of
robust governance and compliance
protocols, strategic capital structure
management, proactive stakeholder
management, construction oversight,
and asset repositioning.

The expertise developed through this playbook enables IFM to apply its capabilities across the broader
infrastructure space, including value add strategies that demand advanced alpha generation skills. I[FM
seeks to integrate an alpha-focused strategy into its ecosystem, potentially providing a differentiated

proposition to unlock value creation across both large cap and mid-market exposures.
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Aligned with emerging trends: Infrastructure
investments offer investors the opportunity to
participate in a transformative shift of the economy
and industry. We believe mid-market infrastructure
is well-positioned to benefit from the macro trends of
digitalisation, deglobalisation and decarbonisation,
driven by sustained demand across areas including
digital connectivity, localised and ever-changing
supply-chain infrastructure, and clean energy
solutions. Successfully navigating these opportunities
requires industry-specialised expertise, innovative
financing solutions, and having a strong local market
presence.

CHART 2
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Greater near term value creation levers

In comparison with large-cap, many mid-market
infrastructure investments exhibit greater
operational complexity or are in earlier stages of
lifecycle. These dynamics present more opportunities
for near term value creation through active asset
management. We believe mid-market companies
also typically have more potential to grow and
optimise operations, with the prospect for multiple
expansion at exit upon achieving scale. (See Chart 2)

MID-MARKET OFFERS OPPORTUNITY FOR MULTIPLE EXPANSION AT EXIT

Global Infrastructure EV/EBITDA
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Source: Scientific Infra & Private Assets (SIPA). Global infrastructure based on 38,656 monthly observations for 706 companies over past 5 years as of 31

December 2025.

We believe mid-market
infrastructure is well-
positioned to benefit
from the macro trends
of digitalisation,
deglobalisation and
decarbonisation
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Value creation in infrastructure can be achieved
through multiple pathways, often accompanied
by risk. Even though the mid-market is generally

CHART 3
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perceived as a higher risk segment, we have been
able to access it with a better risk/return balance
given the IFM footprint, ecosystem, and existing

know how.

MID-MARKET EXPOSURE CAN HELP TO ENHANCE RISK ADJUSTED PERFORMANCE

Over the past decade, one of the IFM-managed infrastructure funds mid-market exposure has gradually
declined from ~30% to less than 10% as the fund has grown in size and scale. Although mid-market
exposure currently represents a relatively small proportion of the overall portfolio, it has historically
generated positive outperformance with greater upside volatility and constrained downside volatility
(measured as downside volatility). Combining mid-market with large cap portfolio enhances the overall
performance of the fund’s portfolio without adding extra risks given low correlation between these two.
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Notes: The chart illustrates the risk-return profile of each portfolio for the period from 31 December 2015 to 31 December 2025, based on aggregated gross
returns at the investment level in local currency terms (excluding the fund exposure in one other IFM-manager fund, two specific newly acquired assets,

as well as in IFM Core Energy Transitoin Fund, Green Group, Swift Currency Energy as well as fund-level cash, other net assets, fees and expenses). The
allocation between large-cap and small-cap is determined by the initial equity cheque of the underlying infrastructure fund investments, using a threshold of
US$1 billion. The size of the bubble reflects the NAV for each portfolio as at 31 December 2025. Past performance does not guarantee future results. Case
studies are provided for illustrative purposes only and should not be relied on to make an investment decision.
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Unlocking value in mid-market opportunities also requires strong networks to capitalise on
strategic initiatives. IFM has developed an extensive network that can be leveraged to help
support the delivery of value creation strategies.

CASE STUDY

Value Creation Case Study: Air Rail

Air Rail started as a family-owned business based
in Madrid providing airport ground support
equipment (“GSE”) leasing services. Air Rail
currently has the #1 market position in Iberia,
however its prior operating model and funding
capacity limited its ability to expand in other
markets. [FM’s global airport footprint, combined
with IFM’s local market presence in Spain

(where it has c. US$20 billion of infrastructure
investments headquartered in Spain), created

a distinct origination angle, which made IFM

the preferred partner for Air Rail’'s founder and
management team when securing exclusivity over
other interested parties.

IFM’s portfolio includes 17 airports across 6
countries, with Air Rail’s key customers operating
at several airports. Air Rail is well positioned to
deliver potential growth through IFM’s airport
ecosystem (e.g. identified potential opportunities
in the UK, Europe and Australia), representing
potential upside to the investment case. We
believe IFM'’s ecosystem provides us an enhanced
approach to the value creation plan, such as
derisking the business plan through leveraging
relationships in the sector, non-executive
director appointments and IFM team member
secondments.

Case studies are provided for illustrative purposes only and should not be relied on to make an investment decision.

Enhanced exit optionality

Exit optionality is broader for mid-market
infrastructure relative to large cap, due to a wider
range of potential buyers and strategic pathways
such as infrastructure funds, institutional
infrastructure investors, strategic industry players
and public equity markets. We believe IFM is well

3 Source: IFM Investors Private Markets 700 Report

placed to leverage its global network of investment
partners, strategic partners, senior advisors and
portfolio company connections to identify suitable
buyers to help drive potential upside on exit. Further,
as one of the largest investors in super core, core
and core-plus infrastructure, IFM understands the
characteristics that potential buyers will be looking
for and how to position these businesses for exit.


https://ifminvestors.sharepoint.com/sites/Intranet/Marketing/Forms/DocumentTemplates.aspx?id=%2Fsites%2FIntranet%2FMarketing%2FPM%20700%2F2024%2FFULL%20Report%2FPrivate%20Markets%20700%20Full%20Report%2Epdf&parent=%2Fsites%2FIntranet%2FMarketing%2FPM%20700%2F2024%2FFULL%20Report
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IFM has a long history and extensive experience in successfully divesting assets across our
open-ended infrastructure funds. Over the past 10 years, through one of IFM’s managed
infrastructure funds, IFM has executed on 18 or US$10 billion of full and partial divestments
at a median transaction size of USS404 million, with an average net IRR of 23.3%.

CASE STUDY

Exit Case Study: GCT

During its ownership, IFM focused on the long-
term ownership of GCT’s more competitively
positioned Canadian assets and identified

an upside opportunity in restructuring and
repositioning the more cyclically exposed US
assets for an opportunistic sale to unlock value.

[FM Investors assisted in leading value add
initiatives at GCT USA to drive an operational
reset, which increased productivity and de-risked
the medium-term volume forecast. IFM helped to
reposition the business for growth, supported by
IFM Investors’ secondments and drawing from
IFM’s global seaport expertise. Value creation
was driven by a series of key strategies including
the restructuring of maintenance operations,
organisational structure streamlining existing
contract extensions, successful new contracts
wins and the implementation of on-site rail
capacity and capacity expansion plans.

In 2023, IFM spearheaded the carve-out and exit
of GCT USA to CMA CGM Group at an attractive
price after a 4.5-year hold period. Organisational
and operational restructuring was complete by
2022, with GCT USA growing normalised EBITDA
by 28% p.a. and increasing EBITDA margins by
10% since acquisition. Scarce terminal capacity
on the East Coast & significant free cash flow
made GCT USA attractive to both financials and
strategics and GCT USA was sold in competitive
auction process realising full value at exit and
delivering a >30% IRR and >3.0x MOIC to
investors.

IFM’s extensive multi-decade experience as a
dedicated infrastructure manager provides us
with insights into how to grow, transform, de-
risk and ultimately better position infrastructure
assets, making them more attractive for exit to
core and core plus infrastructure investors.

Case studies are provided for illustrative purposes only and should not be relied on to make an investment decision.
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Strategic implications for investors -

role in portfo“o diversification Chart 4 illustrates that generally mid-market
infrastructure has consistently demonstrated higher

We believe there is a growing investor appetite risk-adjusted-performance and better downside
for infrastructure strategies that offer higher hedge relative to the broader infrastructure market
return potential while maintaining the critical across multiple time horizons. These findings
characteristics of the asset class. [IFM’s Private indicate that mid-market infrastructure can offer
Markets 700 research?® found that investors are a more attractive risk-return profile with stronger
increasingly moving up the risk curve, with 64% of capital preservation, which we believe makes it
respondents targeting high yielding sub strategies a compelling option for long-term infrastructure
such as value add and opportunistic infrastructure. investment portfolios.

CHART 4

SHARPE RATIO OF THE MID MARKET INFRASTRUCTURE VERSUS BROADER INFRASTRUCTURE
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Source: Scientific Infra & Private Assets (SIPA) as of 31 January 2026.

We believe there is a
growing investor appetite
for infrastructure strategies
that offer higher return
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Mid-market also provides access to a broader set unlisted core infrastructure into a traditional

of infrastructure strategies, extending beyond equity/fixed income portfolio can shift the efficient

core into other infrastructure sub strategies and frontier upward and to the left, enhancing returns

adjacencies. We believe these strategies complement while reducing overall risk. Furthermore, adding

traditional core infrastructure, enabling investors an additional allocation to unlisted value add

to construct portfolios that aim to balance defensive infrastructure can further enhance the portfolio’s

characteristics with growth potential. The analysis risk adjusted returns, reinforcing the benefits of

shown in Chart 5 indicates that incorporating diversification within the infrastructure asset class.
CHART5

VALUE ADD INFRASTRUCTURE ENHANCES PORTFOLIO-WIDE RISK-RETURN

Expected
Return (p.a.)

9.0%

Equity 50% / FI 40% / Core 5% / Value Add 5%
8.0% Sharpe Ratio = 0.74

7.0%

6.0%

Equity 55% /FI 40% / Core 5% / No Value Add
5.0% Sharpe Ratio = 0.63

4.0%
3.0% 4.0% 5.0% 6.0% 7.0% 8.0% 9.0% 10.0% 11.0% 12.0%
Volatility (p.a.)

Unlisted Infra 0% Unlisted Infra Core 5% ===== Unlisted Infra Core 5% + Unlisted Infra Value Add 5%

Notes: The chart reflects the risk-return profile of the portfolio based upon the performance from June 2001 to December 2025, with different allocations
in listed equity (MSCI World 100% Hedged to USD Net TR USD), fixed income (Bloomberg Global-Aggregate Total Return Index Value Hedged USD), unlisted
infrastructure core (SIPA Global unlisted infrastructure core, EW LCU) and unlisted infrastructure value add (SIPA Global unlisted infrastructure value add, EW
LCU). The Sharpe Ratio is calculated using the performance in excess of the risk-free rate of returns (1.5% p.a.) for each portfolio divided by the standard
deviation of the performance.

Adding an additional
allocation to unlisted
value add infrastructure
can further enhance the
portfolio’s risk adjusted
returns




INFRASTRUCTURE

IFM Investors .4

UNLISTED INFRASTRUCTURE RISK FACTOR EXPOSURES BY SUB STRATEGIES

Term spread Profitability

TABLE 1
Leverage Size (US$m)
Global Infra 75.5% 56-94% 123-1,200
Core Infra 66.6% 45-88% 261 86-796
Core plusInfra 82.7% 64-97% 471 191-1,510
Value add Infra 82% 71-95% 705 234-2,816

1.2% 1.217% 10.2%  6.6-16.2% 1.9% 01-5.5%
1.2% 111.7% 12.0%  7.8-19.9% 0.6% 0.0-2.9%
1.4% 1.2-1.6% 9.9% 6.4-141% 27% 0.4-6.4%
1.4% 1.2-1.6% 7% 47-11% 5.3% 1.8-9.3%

Source: Scientific Infra & Private Assets (SIPA) as of 31 January 2026. Leverage: total liabilities over total assets; size: total assets; term spread: 20-year public
bond yield minus 3-month public bond yield; profitability: return on assets before tax; investment: capex over total assets. The categorization of core, core
plus and value add adopted by SIPA is based on risk/return profiles of unlisted infra companies within the infraMetrics database. Companies with expected
returns below the median are classified as core; those above the median but below the 75th percentile are core plus; and those above the 75th percentile are

value-add.

Table 1 demonstrates that while infrastructure sub
strategies - such as core, core plus, and value add -
share certain common characteristics, their distinct
value drivers offer complementary exposures that
can potentially enhance portfolio diversification. For
example, core infrastructure tends to have lower
leverage but also lower investment factor, measured
as capex over total assets. Core-plus and value add
infrastructure generally shows lower immediate
profitability, but increased ability to generate higher
returns through value creation initiatives.

Mid-market strategies also enable access to emerging
infrastructure sub-sectors that typically begin at a
relatively smaller scale but rely heavily on active near-
term value creation levers, including technological
upgrades, operational optimisation, and strategic
repositioning. These opportunities may be attractive
for investors seeking differentiated sources of alpha
within their infrastructure allocations. By targeting
these niche segments, mid-market strategies

enable investors to complement traditional core
infrastructure holdings with assets that combine
defensive characteristics and higher return potential.

“ Source: Preqin Private Markets in 2030

From our observations, heightened uncertainty amid
elevated geopolitical risks and widening divergence
in the growth outlook across major economies
currently characterise the global economic landscape.
In this context, our mid-market infrastructure
strategy, focused on asset centricity with positive
infrastructure adjacency and supported by a clear
path to implement value creation initiatives, naturally
lends itself to potentially resilient performance
through cycles. The projected acceleration of
infrastructure investments, with global assets under
management expected to approach US$3 trillion

by 2030,* further underscores the relevance of this
resilience. Collectively, we believe these dynamics
position mid-market infrastructure as a strategically
attractive component of institutional portfolios,
balancing defensive characteristics with growth
potential in an era of heightened macroeconomic
volatility. More importantly, we apply an established
infrastructure mindset to our investments, which is
critical given the distinct operational and regulatory
complexities of infrastructure assets that require a
fundamentally different model from conventional
private equity.®

® Investments in infrastructure are subject to various risks including regulatory risk and market risk, which are outlined in further detail on the “Important Disclosures”
page. Prior to making an investment in any infrastructure strategy, investors should refer to the offering documents for a complete discussion of risks.
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Important Disclosures

The following disclosure applies to this material and any information provided
regarding the information contained in this material. By accepting this material, you
agree to be bound by the following terms and conditions. The material does not
constitute an offer, invitation, solicitation, or recommendation in relation to the
subscription, purchase, or sale of securities in any jurisdiction and neither this material
nor anything in it will form the basis of any contract or commitment. IFM Investors
(defined as IFM Investors Pty Ltd and its affiliates) will have no liability, contingent or
otherwise, to any user of this material or to third-parties, or any responsibility
whatsoever, for the correctness, quality, accuracy, timeliness, pricing, reliability,
performance, or completeness of the information in this material. In no event will IFM
Investors be liable for any special, indirect, incidental, or consequential damages which
may be incurred or experienced on account of a reader using or relying on the
information in this material even if it has been advised of the possibility of such
damages.

Certain statements in this material may constitute “forward looking statements” or
“forecasts”. Words such as “expects,” “anticipates,” “plans,” “believes,” “scheduled,”
“estimates” and variations of these words and similar expressions are intended to
identify forward-looking statements, which include but are not limited to projections of
earnings, performance, and cash flows. These statements involve subjective
judgement and analysis and reflect IFM Investors’ expectations and are subject to
significant uncertainties, risks, and contingencies outside the control of IFM Investors
which may cause actual results to vary materially from those expressed or implied by
these forward-looking statements. All forward-looking statements speak only as of the
date of this material or, in the case of any document incorporated by reference, the
date of that document. All subsequent written and oral forward-looking statements
attributable to IFM Investors or any person acting on its behalf are qualified by the
cautionary statements in this section. Readers are cautioned not to rely on such
forward-looking statements. The achievement of any or all goals of any investment
that may be described in this material is not guaranteed.

Past performance does not guarantee future results. The value of investments and
the income derived from investments will fluctuate and can go down as well as up. A
loss of principal may occur.

This material may contain information provided by third parties for general reference or
interest. While such third-party sources are believed to be reliable, IFM Investors does
not assume any responsibility for the accuracy or completeness of such information.

This material does not constitute investment, legal, accounting, regulatory, taxation or
other advice and it does not consider your investment objectives or legal, accounting,
regulatory, taxation or financial situation or particular needs. You are solely responsible
for forming your own opinions and conclusions on such matters and for making your
own independent assessment of the information in this material. Tax treatment
depends on your individual circumstances and may be subject to change in the future.
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An infrastructure investment is subject to certain risks including but not limited to: the
burdens of ownership of infrastructure; local, national and international economic
conditions; the supply and demand for services from and access to infrastructure; the
financial condition of users and suppliers of infrastructure assets; changes in interest
rates and the availability of funds which may render the purchase, sale or refinancing of
infrastructure assets difficult or impractical; changes in environmental and planning
laws and regulations, and other governmental rules; environmental claims arising in
respect of infrastructure acquired with undisclosed or unknown environmental
problems or as to which inadequate reserves have been established; changes in
energy prices; changes in fiscal and monetary policies; negative economic
developments that depress travel; uninsured casualties; force majeure acts, terrorist
events, under insured or uninsurable losses; and other factors beyond reasonable
control.

Australia Disclosure

This material is provided to you on the basis that you warrant that you are a “wholesale
client” or a “sophisticated investor” or a “professional investor” (each as defined in the
Corporations Act 2001 (Cth)) to whom a product disclosure statement is not required to
be given under Chapter 6D or Part 7.9 of the Corporations Act 2001 (Cth). IFM Investors
Pty Ltd, ABN 67 107 247 727, AFS Licence No. 284404.

United Kingdom Disclosure

This material is provided to you on the basis that you warrant that you fall within one or
more of the exemptions in the Financial Services and Markets Act 2000 (“FSMA”)
[(Financial Promotion) Order 2005] [(Promotion of Collective Investment Schemes)
(Exemptions) Order 2001, or are a Professional Client for the purposes of FCA rules]
and as a consequence the restrictions on communication of “financial promotions”
under FSMA and FCA rules do not apply to a communication made to you. IFM Investors
(UK) Ltd shall have no liability, contingent or otherwise, to any user of this material or to
third parties, or any responsibility whatsoever, for the correctness, quality, accuracy,
timeliness, pricing, reliability, performance, or completeness of the information in this
material.

Switzerland Disclosure

This Information is provided to you on the basis that you warrant you are (i) a
professional client or an institutional client pursuant to the Swiss Federal Financial
Services Act of 16 June 2018 (“FinSA”) and (i) a qualified investor pursuant the Swiss
Federal Act on Collective Investment Schemes of 23 June 2006 (“CISA"), for each of (i)
and (ii) excluding high-net-worth individuals or private investment structures
established for such high-net worth individuals (without professional treasury
operations) that have opted out of customer protection under the FinSA and that have
elected to be treated as professional clients and qualified investors under the FinSA
and the CISA, respectively
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