
 

 ARISAIG QUARTERLY       OCTOBER 2019 
 

 

 
 
 

 
 

For more information please contact investorrelations@arisaig.com.sg or visit www.arisaig-partners.com 
 

Friday, 04 October 2019 

Most of our funds made losses over the past three months, with Asia dropping 1.7%, Africa 3.3%, 
Latam 3.2% and Global (BVI) 1.2%. The Global UCITS Fund (Euro-denominated) fared much better, 
gaining 3.3%. Year-to-date performance stands at +4.3% in Asia, -5.6% in Africa, +10.9% in Latam, and 
+12.3% and +19.3% for Global BVI and UCITS respectively. 

During the majority of Q3, performance suffered on account of trade war rhetoric, a slowdown in India 
(more on which below) and the prospects of a return to populism in Argentina. Then, in late 
September, the Indian government’s announcement of an across-the-board cut to corporate taxes 
gave a big boost to the largest country exposure for both our Asia (45%) and Global (31%) Funds.  

Frankly this is mixed news. Clearly, we welcome the prospect of both a potential demand boost and 
immediately higher earnings for our companies. And there is an argument that the simplification and 
lowering of corporate taxes could encourage further formalisation of the economy (thus expanding 
the tax base) as well as more foreign investment; and that therefore this is a ‘structural’ reform rather 
than just a bit of bog-standard fiscal stimulus. But the nature of this announcement, coming shortly 
after a draft budget characterised more by fiscal discipline, does not exactly smack of sound long-term 
planning – indeed fiscal policy has lurched from one extreme to the other more or less in the space of 
three months. Nonetheless, we know better than to expect a smooth ride from India, where our 
companies’ outstanding progress often takes place despite, rather than because of, government 
action. 

The only real company-specific news that impacted performance for Asia and Global was the decision 
by our Filipino food-service company, Jollibee, to acquire The Coffee Bean and Tea Leaf (“CBTL”).  The 
market, unfortunately, reacted negatively, driving the stock down 22% in the quarter. This was, in 
large part, the result of heightened sensitivity over the quality of M&A at Jollibee in light of apparent 
difficulties at US burger chain Smashburger, which was acquired in 2015.   

It is worth noting that throughout its 41-year history Jollibee has generally been very effective at 
acquiring attractive food-service concepts, integrating them with its systems, and then aggressively 
scaling them.  Perhaps the best example of this is the 2010 acquisition of Mang Inasal, a local Filipino 
grilled chicken concept, which is now the second largest banner for Jollibee and the main driver of its 
growth in the Philippines.  It is this combination of sound capital allocation and robust execution that 
has made us supportive investors in Jollibee for a decade.   

The CBTL acquisition is not to be taken lightly, however: with a USD350m consideration, and adding 
14% to Jollibee’s system-wide sales (i.e. including all franchisee revenues), this is a chunky-sized deal 
and integration will not be easy. Around one quarter of CBTL’s store network is in the US, a highly 
competitive market where Jollibee has a mixed track record. Since the deal was announced, we have 
spoken to a former CBTL C-suite executive, and the Jollibee CFO. We understand that there is a fair 
amount of low-hanging fruit on the cost side in the US business, whilst CBTL enjoys pretty strong brand 
recognition in ASEAN, especially the Philippines.   

The main rationale for the deal is that Jollibee is increasingly serious about dominating chained coffee 
store culture in ASEAN. It is already the number one player in Vietnam through its Highlands Coffee 
franchise but felt the need to acquire an existing brand in order to build scale quickly in other ASEAN 
markets, where Highlands has limited or no presence. The coffee business is generally a very attractive 
one, with high gross margins, strong takeaway sales and relatively limited problems with daypart 
concentration or seasonality (all leading to strong sales densities and thus high returns on capital). 
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ASEAN remains very underpenetrated relative to the West and indeed China (now a battleground 
between Starbucks and Luckin’ Coffee). Our main question is simply whether the benefits of rapidly 
gaining scale in ASEAN are offset by the uphill struggle facing CBTL in the US. In other words, would a 
greenfield expansion of Highlands into new territories have been a better use of capital? 

As regular readers will know, given that Arisaig itself makes only infrequent changes to its portfolios, 
the type of decision-making that really matters is how our capital is allocated at the level of our 
holdings. Hence a significant amount of our time is devoted to understanding this better, meaning 
Jollibee will likely remain under the microscope for some time yet. 

India 
Until the end of the quarter, the dominant narrative surrounding the Indian market was one of 
economic slowdown, attributable at least in part to weak consumer sentiment. This weakness seems 
to have resulted from pre-election uncertainty; subsequent promises of fiscal tightening; global trade 
war fears; persistent worries about the stability of non-bank financials; and, most importantly, an 
initially sub-par monsoon in the first half of the year (crucial to the 70% of consumers based in rural 
areas who are still heavily dependent on agriculture). In this environment, discretionary purchases did 
indeed begin to suffer – for example passenger car sales fell more than 40% year-on-year in August 
(though this was also believed to be partly in anticipation of an imminent tax cut). 

Our companies, operating in staples sectors, have generally proved much more resilient. During the 
first quarter of fiscal year 2020 (April – June inclusive) they achieved 7% volume growth on average – 
despite lapping a high base quarter of 14% volume growth which followed demonetisation and GST. 
Even those companies which fell below our sample average, such as confectionery player Britannia at 
3%, seemed to be gaining market share (the mass biscuits segment as a whole endured sales declines 
of 9% during the most recent quarter). 

Despite this, their share prices were not so resilient – partly as a result of bearish management 
commentary at the end of the first quarter, spooked perhaps by the negative results emanating from 
more discretionary categories. While we don’t expect a big rebound in the next set of quarterly 
numbers (due in October), we suspect that, going forward, some of the recent pessimism will have 
proved unfounded. Even before the announcement of much looser fiscal policy, which has boosted 
both consumer and market sentiment, greatly improved monsoon rainfall had begun to deliver 
significant relief to the rural economy. 

If, therefore, we don’t see the predicted volume slowdown truly materialise, the government’s 
corporate tax giveaway could result in quite significant earnings outperformance for our Indian names 
relative to our expectations at the start of the year. All else being equal, we estimate that the lower 
tax rate (taking into account pre-existing tax exemptions for some) has resulted in a circa 10% EPS 
upgrade, on average, for our Indian holdings. 

Even this hefty short-term earnings bump, however, will prove more or less irrelevant over the long-
term. We had another reminder of the scale of the Indian opportunity in September when visiting 
rural consumers in a village in Maharastra about six hours east of Mumbai. We found that the 
population there, whose annual incomes average around USD400-500 (with significant variability 
according to crop yields), still only regularly purchases branded goods in seven categories today: hair 
oil, confectionery, soap, detergent, tea, salt and mosquito repellents. Small increases in disposable 
income are spent on better quality food, and on affordable lifestyle upgrades via the aforementioned 
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branded categories. The story of bottom-of-the-pyramid consumers such as these, working hard to 
gradually improve the quality of life of their families, still has decades left to run. 

Real EM Growth vs. Post-Truth Western Businesses 
One of the hardest behavioural aspects of our buy-and-hold, consumption-driven strategy is avoiding 
the urge to compromise on the length and depth of our due diligence when an exciting new story 
appears. The FOMO is particularly intense when it comes to the dizzying pre- and post-IPO rises of 
some consumer tech names, many of which promise to achieve in five years of growth what our 
steadily compounding staples businesses might achieve in fifteen. Nonetheless, our Heads of 
Research, trained under the guidance of our majority Scottish founder group, take pride in maintaining 
a near-puritanical distrust of ‘shiny new things’, in favour of companies which can be relied upon to 
put bread on the table. Some digital names will still pass the test and we remain very much alive to 
this possibility – indeed our Asia team were in South China this month assessing which new retail 
models are proving most successful in adapting sales of fresh produce to the e-commerce age. 

But we wrote last quarter that we would retain “a highly selective approach” to new consumer tech 
IPOs since so many seem to arrive at the public markets in distorted form, and as still highly unproven 
businesses. In this era of cheap private funding, the scales have tipped so heavily in favour of achieving 
scale over profitability, that even a company such as Swiggy, which has raised at least USD1.5bn to 
deliver food in India, still has question marks over its long-term viability. Pinduoduo, market cap 
USD40bn, also seems to be stuck in ‘selling dollars for a quarter’ mode.  The less said about pan-African 
e-commerce ‘platform’, Jumia, the better. 

The situation is of course even more extreme in the US, both in terms of size of pre-IPO fundraising, 
and the latitude which founders are granted to seek scale at all cost. Indeed, constant fundraises are 
necessary to provide mock-tech businesses (often logistics or real estate companies with an app) the 
illusion of ‘viral’ growth even when no self-sustaining ‘flywheel’ is present. Clearly some of these 
founders have taken the entirely rational decision to ‘play’ the private markets and cash out heftily 
before the more sceptical public markets begin asking awkward questions about ‘community-adjusted 
EBITDA’. 

Indeed, one must congratulate Adam Neumann for having made at least three quarters of a billion 
dollars from his young company which is basically a lease duration arbitrage business; or a millennial 
Regus. Such sums will surely soften the blow of his ultimately undignified exit. But there is a somewhat 
disturbing parallel here to some of the political campaigning the UK and US have seen recently: 
charismatic figureheads spouting blatant mistruths in an alarmingly successful attempt to attract 
support, then just ‘brazening it out’ once the cracks begin to appear. Some of the accounting 
acrobatics at WeWork invite the question of whether this was for a moment the quintessential ‘post-
truth’ business in this fact-free era of politics.  

This need to create the illusion of technology-driven value creation is perhaps a symptom of the 
desperate search for growth in developed markets. There is no real innovation or productivity gain at 
co-working spaces beyond the increased flexibility of short-term leases and a bonanza for industrial-
chic decorators. Even Theranos at least felt obliged to uphold the pretence of genuine progress. 

In contrast, even the more subdued Indian GDP growth of earlier this year, discussed above, was over 
5% and is of real social value, lifting tens of millions of citizens out of poverty and into the formal 
economy for the first time. What growth the West manages to eke out seems increasingly to reward 
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capital (exclusively) over labour and is generated at the expense of the wellbeing of the army of gig 
economy workers propping up tech sector valuations. 

Within the context of genuine emerging market growth are many simple, robust businesses creating 
wealth in a truly sustainable manner through effective, long-term-minded stewardship. Businesses 
don’t get more ‘real’ than soy sauce production in China – indeed our largest holding, Foshan Haitian, 
has over the past five years (during which time China attracted far more attention for its tech names) 
compounded sales and earnings at 15% and 22% respectively. Companies like Haitian won’t win any 
points for originality or excitement, but are as close as we think is possible to a guarantee of long-term 
double-digit earnings growth. That’s enough to assuage our occasional tech FOMO. 

The Acceleration of the Responsible Investment Movement 

In September we attended the annual Principles of Responsible Investment (PRI) in Person 
conference, which has now become one of the largest investor events globally, with 1,700 delegates 
squeezing into one of Paris’s bigger conference centres. The rise of this organisation has been 
remarkable. Signatories, who pledge to honour the six principles of responsible investment, have 
grown to over 2,300, representing almost USD90 trillion in AUM – around four times larger on both 
counts than when we first joined back in 2010.  

This growth represents a great achievement for the PRI, and we have been encouraged by the 
corresponding increase in sophistication of ESG integration practices across the world. There is clearly 
a growing consensus over major ESG issues that affect all investor portfolios globally, particularly 
around climate change. This is a topic that we believe we have covered relatively well from a 
‘transition risk’1 standpoint – we benchmark the carbon footprint of all our companies and engage 
with them on how to better manage – but we still have work to do on integrating the longer-term 
‘physical risk’2. This is particularly relevant for emerging markets, who have rather lost the postcode 
lottery when it comes to climate change. We are working on some ideas here but would welcome any 
suggestions from our readers.  

Unfortunately, one side-effect of this responsible investment wave is an over-eagerness in certain 
corners of the market to capitalise via financial engineering (another case of the aforementioned 
investment management FOMO). The recent launch of a ‘US Vegan Climate ETF’, is emblematic of this. 
Through a semi-arbitrary exclusion of stocks, you are left with a portfolio that is heavily skewed 
towards the technology, media and telecoms industries - its leading positions are Microsoft, Apple 
and Facebook – which have their own set of issues. The practice of responsible investment must not 
descend into a marketing-led push at the expense of the real world. We are all for choice for investors, 
but would be disappointed to see the conversation shift away from the actual businesses that 
underpin these portfolios and the actions they are taking in the real world.  

As we have been saying for many years now, we believe that for any investor with a long-term outlook, 
integrating ESG into the investment process is a prerequisite. In our search for the highest quality 
compounding businesses in emerging markets, we are only interested in those that will steward our 
capital in the best interests of all stakeholders. This manifests itself in our process in the following 
ways: 

 
1 The risks incurred as countries move towards a lower carbon economy  
2 The risk of climate-related impacts such as rising sea water, flooding, severe heat, drought and storms 
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1. Screening and exclusions – we remain focused on accessing emerging market consumption 
through the purest form possible – the highest quality consumer-driven franchises. We look 
for companies that can sell every-day items to the expanding middle class in a truly scalable 
manner, protected by strong brands and deep competitive moats. In practice, this means 
avoiding all sectors that do not fit this brief, including fossil fuels, extractive industries, 
gambling, tobacco, firearms and pornography3. We have also recently created an alcohol-free 
share class for our Asia Fund, to offer investors the option of avoiding our limited exposure to 
breweries and spirits companies altogether. 
 

2. Understanding – we dedicate a significant chunk of analyst bandwidth to understanding the 
material ESG issues that might affect the companies under their coverage. This comes in the 
form of writing dedicated reports (for example the recent work we have done on gender 
equality and single-use plastics), attending specialist events, and meeting with various 
corporate solutions providers from around the world. 
 

3. Integration – every company in which we invest goes through a painstaking due diligence 
process, which takes months. A full ESG assessment is a core part of this, with companies run 
through our internal corporate governance checklist and sustainability framework. These are 
then updated periodically for existing holdings within the portfolio.    
 

4. Engagement – the final piece of the process is to take this internal ESG work back to our 
companies to exchange insights and, if necessary, push for behavioural change. This is the part 
of the process where we can potentially add the most value both directly (by helping 
companies improve practice) and indirectly (through these conversations we are able to build 
our conviction of whether the company is being stewarded in a truly sustainable manner for 
the long-term, and hence should eventually out-compete its rivals).   

Although this process has evolved over time, we have been implementing these same principles for 
over 20 years now. Some readers might remember the battles we had with companies over corporate 
governance shortly after the Asian Financial Crisis (weaning a promoter away from using the 
company’s balance sheet for personal helicopters was one notable exchange).  

Fortunately, the conversations have come a long way since then and management teams across the 
emerging world are increasingly responsive to the economic value of implementing best-practice ESG. 
These are the open doors we are trying to push. As a Chinese proverb, referenced by one of the 
presenters at the PRI event, puts it: 

“When the wind of change blows, some people build walls, while others build windmills.” 

Deforestation and its Links to FMCG Supply Chains 

One of the discussions we have been involved with at the PRI in the past is the impact of agricultural 
supply chains – and in particular palm oil – on both the environment and on society. This has recently 
become particularly topical again. 

Most of our readers will have seen the alarming images coming out of northern Brazil in recent weeks 
showing the Amazon ablaze. Despite attempts by Brazilian President Jair Bolsonaro to deflect the issue 
– he even suggested that the fires could have been started by NGOs – it is beyond dispute that the 

 
3 Full exclusion policy available on request 
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culprit is the aggressive slash-and-burn practices of the local agriculture, logging, and mining industries 
(see below image). Their destruction has been particularly pronounced this year, now that turning a 
blind eye has become semi-official government policy, with satellite imagery showing the volume of 
fires up almost 80% on 2018.  

Fires and Deforestation in the Brazilian Amazon 

 

Source: Monitoring of the Andean Amazon Project, September 2019 

Though the Amazon attracts attention given its crucial role within the world’s ecosystem, this recent 
bout of environmental vandalism is sadly only one example of a wider global inability to curb 
deforestation. The headline global figures here are startling – each year we cut down forests the size 
of the UK, which creates the same carbon footprint as the entire EU, equivalent to 10% of greenhouse 
gas emissions globally each year. This simply isn’t sustainable. Local communities, governments, 
corporations and we as consumers must align themselves better to address this genuinely existential 
threat.  

As mentioned above, agriculture is a key driver of this, directly and indirectly responsible for around 
80% of deforestation globally. This in turn runs the risk of manifesting within the supply chains of some 
of our portfolio companies. To understand which may be most exposed, we can concentrate our focus 
on companies that procure four commodities – cattle, soy, timber and palm oil. Combined, these are 
estimated to contribute around three quarters of forest losses globally – the map and table below 
show where this is concentrated.  
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Primary drivers of forest cover loss (2001 – 2015) 

 

Source: Curtis et al., Science, vol. 342, Issue 6160 
 

Commodity Annual Deforestation (Ha) Major Areas of Deforestation 

Cattle                 2,710,000  Amazon, Central America, Central Africa  

Soybeans                     480,000  Amazon 

Timber                     380,000  East Cost of North America, Europe, East Asia 

Palm oil                     270,000  Malaysia, Indonesia, Amazon 

Total 3,840,000   

Source: Union of Concerned Scientists 

We have been aware of this risk for many years – indeed, Rebecca and Lucy spent much of their earlier 
careers conducting independent research on these specific issues – and have been discussing it with 
our portfolio companies. Our priority is to press the business case for implementing robust sustainable 
sourcing policies. Not only does it ensure higher quality, reliable inputs, but it also avoids the 
possibility of significant damage to the brands these companies rely upon.  

The sad truth is that the solutions here are far from straightforward. Substitution can often lead to 
unintended consequences. For example, many companies found that trying to move away from palm 
oil to other vegetable oils resulted in greater use of land, energy and chemicals.  
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Footprint of Major Vegetable Oils 

Vegetable Oil 
Yield 
(Tonne/Ha) 

Fertiliser 
(Kg/tonne) 

Pesticides 
(Kg/tonne) 

Energy 
(GJ/tonne) 

Palm 3.6 47 2 0.5 

Soybean 0.3 315 29 2.9 

Rapeseed 0.8 99 11 0.7 

Source: Guardian, RSPO 

Equally, tracking commodity supply chains right back to the source is a mighty task, even for the best 
funded companies. Indeed, Unilever, one of the leading lights in terms of sustainability practices, has 
had to push back its target of reaching 100% certified palm oil. Bearing in mind that this is a commodity 
for which over 80% of global production comes from just two countries – Indonesia and Malaysia – 
the challenge only intensifies for more complex supply chains.  

The most constructive solution is for independent certification of sustainably sourced raw materials. 
If effectively implemented, it can bring about great benefits across the supply chain. A good example 
is Fairtrade International, which has helped to bring far better standards to several major commodities 
including coffee, cocoa and bananas. In return for meeting certain conditions such as no deforestation 
and fair wages for labourers, farmers are guaranteed a minimum price for their products to cover their 
overheads. This has proven very popular amongst consumers in Europe – sales have almost doubled 
to EUR8.5bn in the last five years – helping to support the livelihoods and communities of millions of 
farmers.  

This process of certification will take some time. Despite being in motion for well over a decade, only 
around 21% of palm oil is certified as ‘sustainable’ by the Roundtable on Sustainable Palm Oil (RSPO), 
while for soybeans it is just 1-2% (under the Round Table on Responsible Soy Association – RTRS). 
Consumer pull will be a key driver of this complex, multi-geography, multi-stakeholder issue, and we 
are of the view that this is only going to grow, powered by the virality of social media.  

On our part, we have been engaging with some of our most exposed holdings recently on this topic of 
risks inherent to agricultural supply chains:  

• Burger King Brasil (BKB) – we wrote a long letter to management earlier in the year (prior to 
the Amazon fires) to raise concerns around their lack of stated policy on beef sourcing. We 
are urging the company to join the Brazilian Roundtable on Sustainable Livestock and to 
consider the recommendations of Zero Deforestation Cattle, a collaborative project between 
the National Wildlife Federation and the Gibbs Land Use and Environment Lab. We recently 
received a response from CEO Iuri Miranda, outlining BKB’s plans to participate in alternative 
roundtables on the Brazilian livestock industry in collaboration with the WWF and 
Greenpeace. The company has also now shifted 100% of its sourcing to JBS, to ensure that all 
of its beef supply is independently audited on an annual basis for links to deforestation.  

• Britannia – the company uses palm oil in many of its biscuits to improve flavour and texture. 
However, it has yet to officially adopt a sustainable sourcing policy for this, or indeed for its 
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other key raw materials. We have been in discussions with the company about producing its 
first comprehensive sustainability policy within which the supply chain (alongside health and 
wellness; packaging; and diversity) is a key priority.  

• Vietnam Dairy Products (Vinamilk) – we have written to and spoken with the company about 
its reporting of its dairy supply chain footprint. Dairy can have a heavy footprint on the 
environment (particularly in terms of water and greenhouse gas). Vinamilk’s move to onshore 
some of its scouring into Vietnam (from New Zealand) brings this matter more directly into its 
own control; but also into a region with less ‘comparative advantage’ in terms of land, water 
and cattle feed inputs. 

• Foshan Haitian and Vitasoy – both these companies are major soybean users and we have 
been in discussion with both on their sourcing practices. The first point is that neither have 
any direct exposure to the highest impact soy growing region – Brazil. Foshan Haitian sources 
100% from China, while Vitasoy is moving in that direction. We were also pleased to see 
Vitasoy release its first Responsible Procurement Policy in January, which paves the way for 
tighter environmental standards from the suppliers of all its key raw materials, including a 
zero deforestation commitment. They are also developing Sustainable Farming Guidelines for 
their soybean suppliers in Australia and China.   
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Disclaimer 
 

This document is issued by Arisaig Partners (Asia) Pte Ltd for information purposes only. Whilst Arisaig Partners (Asia) Pte Ltd 
believes that the sources of the information are reliable, none of Arisaig Partners (Asia) Pte Ltd, the Arisaig Funds, or the 
Directors of the Funds give any guarantee, representation, warranty or undertaking, either expressly or implicitly, and accepts 
no liability for the accuracy, validity, timeliness, merchantability or completeness of any information or data (whether 
prepared by Arisaig Partners (Asia) Pte Ltd or by any third party) contained in this document for any particular purpose or use 
or that the information or data will be free from error.  

This document and the information or data contained herein should not be copied or distributed to third parties without the 
written consent of Arisaig Partners (Asia) Pte Ltd. This document should not be regarded by recipients as a substitute for their 
own judgement. Any opinions expressed herein are subject to change without notice and Arisaig Partners (Asia) Pte Ltd is not 
under any obligation to update or keep current the information contained herein. This document does not constitute a 
prospectus, an offer of any shares or securities, an invitation to subscribe or purchase any shares or securities or a 
recommendation or advice in relation to any shares or securities. Shares in the Arisaig Funds are offered only on the basis of 
the information contained in the current prospectuses relating to the Funds supplemented by the latest available annual 
report of the Funds and, if published after such an annual report, the latest semi-annual report. 

No action has been or will be taken to permit the possession or distribution of this document in any jurisdiction where action 
for that purpose may be required. Accordingly, this document may not be used in any jurisdiction except under circumstances 
that will result in compliance with any applicable laws and regulations. Persons to whom the document is communicated 
should inform themselves about and observe any such restrictions. 

Please note that Arisaig Funds plc and its sub-fund, Arisaig Global Emerging Markets Consumer UCITS Fund, is not approved 
for retail distribution in all jurisdictions - we invite you to contact Arisaig Partners (Asia) Pte Ltd to receive the current status. 
Please also note that this document is not approved for distribution to retail investors. 

Performance returns shown in this document are for illustration purposes only and are hypothetical. Hypothetical pro forma 
performance should not be relied upon and does not represent, and is not necessarily indicative of, the results that may be 
achieved by an investor in the Arisaig Funds. Hypothetical pro forma performance results have inherent limitations, some of 
which are described below. One limitation is that they do not reflect actual investing and therefore do not reflect the impact 
that economic and market factors may have had on investment decisions. In fact, there may be sharp differences between 
hypothetical results and the actual record subsequently achieved. No representation is made that the Arisaig Funds will or 
are likely to achieve their objectives or results comparable to those shown or will make any profit or will be able to avoid 
incurring substantial losses. 
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United States: The shares in the Arisaig Funds have not been and will not be registered under the United States Securities Act 
of 1933, as amended (the “1933 Act”) and may not be offered or sold in the United States except in certain transactions 
exempt from the registration requirements of the 1933 Act. Each subscriber for shares that is a US person will be required to 
certify that it is an “accredited investor” (as defined in the 1933 Act) and a “qualified purchaser” (as defined in the United 
States Investment Company Act of 1940, as amended). 

European Economic Area: Subject to any applicable transitional arrangements, in member states of the European Economic 
Area (“EEA”) shares in the Arisaig Funds may only be offered or placed to the extent that (i) they are permitted to be marketed 
into the relevant EEA jurisdiction pursuant to Article 42 of the EU Alternative Investment Fund Managers Directive (as 
implemented into local law) or (ii) they may otherwise be lawfully offered or placed (including on the basis of an unsolicited 
request from a professional investor). 

United Kingdom: This document may not be passed to any person in the United Kingdom unless that person is of a kind 
described in the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005. Arisaig Partners (Asia) Pte Ltd is 
not an authorised person under the United Kingdom Financial Services and Markets Act 2000. As a result, the normal 
protections available to investors under that Act will not apply and any investment in the Arisaig Funds will not be eligible for 
the Financial Services Compensation Scheme in the UK. Past performance is not necessarily indicative of or a guarantee of 
future results. 

Switzerland: The Arisaig Funds have not been registered with the Swiss Financial Market Supervisory Authority (FINMA) and 
the shares cannot be distributed in Switzerland to non-qualified investors. Any distribution of the shares in Switzerland will 
be exclusively made to, and directed at, qualified investors, as defined in the Swiss Collective Investment Schemes Act dated 
June 23, 2006 and revised on September 28, 2012, and its implementing ordinance (“Qualified Investors”). This document 
may be made available in Switzerland solely to Qualified Investors by the Representative of the Fund in Switzerland and/or 
any authorised distributor. 

The Representative of each of Arisaig Funds in Switzerland is ARM Swiss Representatives SA, whose registered office is at 
Route du Cité-Ouest 2, 1196, Gland, Switzerland. The Paying Agent of each of Arisaig Funds in Switzerland is Banque 
Cantonale de Genève, whose registered office is at 17, Quai de l’Ile, 1204 Geneva, Switzerland. The place of performance and 
jurisdiction for shares of each of Arisaig Funds distributed in Switzerland is the registered office of the Representative. Swiss 
Qualified Investors may obtain free of charge from the Representative the Fund’s legal documentation (i.e., the relevant 
KIID(s), Fund’s Prospectus, Articles of Association, annual audited financial statements and semi-annual unaudited reports) 
as well as, if available, any marketing material. 
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