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MM illhouseIAG is a world
leader in venture capital
and private equity for the

biotechnology, life sciences and,
increasingly, ICT industries. 

Founder and chief executive officer,
David Millhouse, has been both per-
spicacious and strategic in the way he
has set the business up, developing a
uniquely linked network based in
Germany, Singapore and Australia.

Some of MillhouseIAG’s invest-
ments have proven dramatically suc-
cessful and are world leaders, such as
manufacturer and implanter of artifi-
cial hearts, Berlin Heart. Another
developing at the moment is Medical
Enzymes AG, which is creating anti-
cancer treatments that promote the
human body’s own enzyme systems to
overcome a wide variety of tumours.

Mr Millhouse’s carefully executed
plans have, over the past decade, seen
the business grow organically – and
very profitably, for investment clients
– so that MillhouseIAG is today not
only weathering current global finan-
cial challenges but is poised for
expansion as asset prices of key target
companies decline.

Perhaps ironically, seeing as
MillhouseIAG and its associated busi-

what became the foundations of ven-
ture capital private equity industry in
Australia,” Mr Millhouse said. 

“Being in the university environ-
ment, it was at the high risk end of
what is a very risky asset class. You
really cut your teeth. Those five and a
half years became my apprenticeship
in building this sort of business.

“As a scientist by background, you
realise you need that understanding
of the underlying assets – which a
grounding in accounting or law does-
n’t give you. A natural sciences back-
ground or an arts background, for that
matter, are really good basic disci-
plines. An understanding of where
scientists and engineers came from
and how they think is manifestly
important if you are going to invest in
projects that are derived from those
disciplines – and that’s what the
apprenticeship really generated.”

In 1988 he was approached by Bond
University when the Long-Term Credit
Bank of Japan was getting involved in
EIE and Bond Corporation. 

“It was the wash up, really of the
1987 stock market crash which gener-
ated the EIE and Bond Corp problems.
Echoes of today,” Mr Millhouse said. 

“Up to ‘87 the equity markets were

ness Corporation Builders are key
sponsors of the Queensland Leaders
group, the quiet achievements of
MillhouseIAG’s international opera-
tions are largely unknown in
Queensland business circles.

Yet MillhouseIAG and its associat-
ed companies are rare: truly success-
ful Australian venture capital and
private equity fund businesses. 

Few people who deal with David
Millhouse today realise he is a quali-
fied scientist – specifically in the dis-
ciplines of zoolology, palaeontology
and oceanography – aside from his
degrees in business and law. What he
is well known for is his tenure with
the University of Queensland (UQ)
in the 1980s, where he helped create
UQ’s innovation and commercialisa-
tion arm, UniQuest, as its foundation
general manager.

A BETTER WAY
It was those early days of seeing the
financial inadequacies of innovation
funding in Australia that made him
question if there could be a better way.

“During my stewardship at
UniQuest, in the days when there sim-
ply wasn’t a venture capital industry, I
was fortunate enough to participate in

Ventured
and
gained
David Millhouse’s investment
and asset management
organisation, MillhouseIAG,
continues to help bring some
of the world’s most vital and
innovative medical and health
technologies to market
– yet its work remains hardly
recognised in Australia. 
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India, Sri Lanka, and the ASEAN
region – and we also understand
Australia. If you look at what we do in
respect of private equity and venture
capital, and what we do with funds
management, we think that we are at
least as skilled in those asset sectors as
anybody else in the country and we
are at least as skilled in those sectors
as you would find in either Singapore
or the German speaking countries. 

“As it turns out the strategy that we
built a decade ago has proven to be
correct in more ways than one. 

“In today’s world, there are two
places in the Western world that you
would want to be. One would be
Brisbane and the other would be
Berlin –  because both of them are
reasonably well insulated from what
we expect to be quite a significant
and extended recessionary period.”

GERMAN VENTURES
Mr Millhouse said his experience and
research in the 1990s showed enor-
mous unserviced potential for ven-
ture capital in Germany.

“Why Germany? Germany has, as
many people would understand, a
world reputation for superior prod-
ucts and superior product engineer-
ing skills and it has a vast amount of
public investment in research and
development. What it doesn’t have
and still doesn’t have is a well devel-
oped infrastructure in venture and
private equity financing. 

“What it has is largely government
sponsored funds, which are quite
restrictive in their mandates. At the
very high end, at least a year ago, it
had British and US private equity
venture funds, giving them market
entry into what we would call the
SME sector and what they call the
Deutsche Mittelstand sector. 

“More broadly in terms of funds
management services businesses, like
the (MillhouseIAG owned) Huntley
Group, it was only a year or so ago
that the German Government
brought in the concept of a unit trust
structure. We (in Australia) have a 20-
year history of unit trusts and all
their supporting administration and
the legal constructs that sit around
that,” Mr Millhouse said.

“So the funds management sector in
Germany is really quite under devel-
oped compared with  Australia, as is
the private equity sector. Therefore we
have two comparative advantages.”

the lifestyle and you can have the
wealth creation and intellectual stim-
ulation that you get in larger cities.
It’s the marriage of the two things
that makes this thing viable.”

A PEOPLE VENTURE
MillhouseIAG does things differently
from most financial organisations.
The key thing Mr Millhouse instils
into staff is to stay focussed on the
real goals, long term, and not be dis-
tracted. It even reflects in office
behaviour, where there is a culture of
close personal engagement and one-
on-one communication with clients
and colleagues.

“I think a lot of what passes for
communication is actually quite dis-
ruptive,” Mr Millhouse said. “One of
the things I try to teach the young-
sters here is that you can easily get
death by e-mail or death by SMS. There
is absolutely no substitute for person-
al interaction.

“I am one of these people that is
wedded to rolling up my sleeves and
travelling to meet people at other
ends of the world. Really, there is no
substitute for that.”

It is paying off, when others in the
field are struggling through 2009.

David Millhouse and his team
drove MillhouseIAG and its interna-
tional businesses to today’s envious
position by observing, adapting and
vigorously seeking international
opportunities.

On the face of it, MillhouseIAG
seems detached from the world’s
financial and venture capital
hotspots. That’s because his teams are
where the developing business is, Mr
Millhouse explained.

“What we do, we think we do really
well. I have a lot of people say to me,
why don’t you open an office in the US
or Hong Kong or Shanghai or some-
thing? And I say no. You have got to be
the best of your class in what you do. 

“On a geographic basis we under-
stand very well the culture, the inter-
face with tax and law, and corporate
governance between Anglo jurisdic-
tions and German jurisdictions. We
would understand those things as
well as anybody else in Australia. We
have people and infrastructure that is
able to implement on that.

“Similarly, we understand South
Asia really, really well. We understand
how Singapore captures opportuni-
ties from all across South Asia. From

bullish and projects were getting
funded including all that develop-
ment down on the old Stephens
Estate, which then became Bond
University – and the balance of it was
designed to be a research park, with
originally a population of 10,000 in
the academic and research communi-
ties. So my role was to try to get some
definition in all of that, particularly
in the schools of business and law
that had the promise of good cash-
flows all along.

“By then there was the makings of
a venture capital industry and a pri-
vate equity industry as we under-
stand it today. So I deliberately set out
with the business background I had
from the two universities to build
such an enterprise.

“I knew from day one that whilst it
was nice to live in Brisbane – it’s still
my home and it’s still my headquarters
– that we had to expand quite quickly
interstate and quite quickly into other
countries, to achieve the passion that I
had for this business,” he said.

Today, 17 years later, MillhouseIAG
has offices in Brisbane, Sydney,
Singapore and Berlin. 

Mr Millhouse calls this moment on
time the “end of the beginning” as his
companies are secure and poised to
accelerate, “having in good measure
achieved the dream, with the support
of my colleagues, which includes
James Paulsen, (executive director of
MillhouseIAG) who has been here 14
years, and Stephen (Beirne, general
manager of Queensland Leaders),
more recently, six years”.

“One of the reasons I’ve always said
– despite a lot of pressure from share-
holders and investors and others – we
are going to stay in Brisbane as it’s a
good place to find good people,” Mr
Millhouse said. “And potentially peo-
ple tend to be a lot more loyal than
they are in Sydney. Macquarie Bank
and Babcock and Brown and Allco,
it’s like a revolving door. And the
average length of employment for a
competent person in Sydney’s indus-
try is about 18 months. We have a
track record of having people here for
a decade or more.

“There is a lifestyle that has been
developed and is still being developed
in Brisbane which is very attractive to
youngsters, particularly. What I have
been able to do is create employment
opportunities and wealth growing
opportunities so that you can have
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CORE BUSINESS
MillhouseIAG teams stick to the knit-
ting of their business.

“At the end of the day the role of
the private equity manager is to make
a profit for the investor, which in our
case are mainly superannuation and
pension funds – and the biggest dri-
ver of profit is the difference between
your buy price and your sell price,”
Mr Millhouse said.

“So we capture what we say is a cap-
ital markets arbitrage between coun-
tries, simply because the same asset
can have a different value on the buy
and sell side in different countries
and at different times.”

Mr Millhouse said Germany’s reuni-
fication was a big driver of growth.

“What is happening is that Berlin is
recapturing its economic hinterland,”
he said. “Which basically is Russia,
Ukraine, Poland, the Baltics,
Hungary, Austria, Switzerland
through to the old European Union
countries. And Berlin is right in the
heart of it.  That is what made Berlin
a wealthy city in the 1920s and in the
late 19th century and early 20th cen-
tury, because it was right in the heart
of this economic hinterland. 

“What Australians tend not to
realise, as we tend to be very US or
British centric, is that literally 80km
from our office in Berlin is the Polish
border, over the other side of which
you can get skilled labour at the same
effective rate as a Chinese worker, but
you have the benefit of the EU’s rig-
orous system with all the transporta-
tion links, hard currency and all of
those things – at the same price, in
effective terms, that you would pay a
Chinese or an Indian worker. 

“At the big end of town – the cor-
porates like Mercedes-Benz or Siemens
– and most importantly for the gener-
al economy or the Mittelstand sector,
which is where most of the economy
happens to be, that will be the biggest
driver of that economy and therefore
it will be the biggest driver of true pri-
vate equity opportunities.”

PRIZE ASSETS
MillhouseIAG took a 10-year view on
the German-speaking markets and
aimed first and foremost to acquire
good companies at the right price with
sound long-term growth streams.

“The business plan called for  us
raising a smallish amount of money.
We ended up deploying it into a well

established venture capital fund which
is called Deutsche Life Sciences. At the
present time we own approximately
63 percent of Deutsche Life Sciences.

“This had existed for many years
and it had about 32million Euros
invested in it, about A$65 million.We
didn’t pay anything like that for our
controlling share and it originally had
18 portfolio companies. So we then
whittled that down to five, two of
which we ascribed no value to as they
were early-stage, but we had three
companies in the portfolio which we
thought were potentially very signifi-
cant corporations with a future.  

“One of those was a company
called Berlin Heart, which is a manu-
facturer and implanter of artificial
hearts. Berlin Heart is without ques-
tion the world leader in artificial
hearts. It has competitors all over the
world including India, Japan and the
US. It leads the number of implants
in the world hands-down.”

Mr Millhouse said Berlin Heart also
has another little-known advantage
in the market as it makes hearts for
smaller chest cavities – giving it an
edge for the Asian market and in the
American children’s sector.

“There is an American subsidiary of
Berlin Heart,” he said. “Because of the
potential of this we then got an offer
from a large private group in
Germany to buy Berlin Heart and we
were able to exit Berlin Heart within
18 months of its acquisition at a very,
very significant value upward.”

Mr Millhouse said, “So that leaves
us with two other companies which
we still think are blockbusters –
Revotar Biopharmaceuticals and
Medical Enzymes. Revotar has recent-
ly raised a significant amount of new
institutional capital and the deploy-
ment of that capital is designed to
take Revotar to be a world leader in
inflammatory disease control.
Inflammatory diseases include a bas-
ket of things – it includes psoriasis,
which is a big problem, asthma, and
chronic obstructive pulmonary dis-
ease – blockages and inflammation of
the lungs. It is in effect a late-stage
life sciences company that we think is
of great prospective value. 

“The other one is Medical Enzymes
AG, which is in the oncology space,
the hard tumour space – and particu-
larly for treatment of things such as
colon cancer, bowel cancer, stomach
cancer, lung cancer – all of the hard

Another more recent advantage is
that the US and British hedge funds
have retreated from the German
speaking countries, he said.

“They have made a bit of a mess of
it and the Germans call them
Heuschrecken, which is the German
word for locusts,” Mr Millhouse said.
“That is exactly how they think of
and treat the US and British hedge
funds.”

British and US venture capitalists
have retreated from the market in
ways that have not pleased the busi-
ness community or the German
Government.

“One of the reasons we have put so
much energy and effort and people
and infrastructure into Germany is to
make sure that the cultural interac-
tions are attended to properly and
sympathetically at this time, so we are
not seen as one of these Heuschrecke
and we are seen as an investor and a
partner. To a large degree I think we
have achieved that result.”

When MillhouseAG (Germany) was
established in 2000 it chose Berlin
because it was going to become the
new capital and there was the
promise of strong infrastructure
development to come. Berlin is cur-

rently constructing a new
airport – one of the largest

in Europe – which Mr
Millhouse felt would
“open up the whole of
central Europe to the

Asia Pacific”. 
Berlin has also been a

focus for funding more than
30 science and technology parks.
These have had the effect of gener-

ating 300-plus new companies a
year, available for venture
financing, Mr Millhouse
said, “which is approxi-

mately the same market
size that we get in the

whole of Australia
and New
Zealand”. 

“The nice thing
for us is that the
‘buy-in’ price into

those companies,
until recent times, has
been a fraction of

what you would
pay for a simi-

lar asset in
Australia,”

he said.
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that needs scale-up and they will do
that, even in today’s environment. 

“I think what Australians don’t
appreciate about their own country is
that this country is, A, very wealthy
both in cash terms; and B it is one of
the world’s substantial capital
exporters. We are one of the few
countries in the world, alongside the
Emirates and Russia and Singapore
that actually has sovereign wealth
funds – and where the government
has net savings. 

“The interesting thing is that in
today’s world a superannuation
pool is still growing in terms of
its cash resources, bank
deposits are growing hugely,
and at some point that money
has to go somewhere.

“The next step for us is to
say, right, we have built this
base. It’s a very stable base.
It’s got a lot of differentiated
features to it which are hard
to replicate, if not impossible
in today’s market, and now it’s
getting others to share, so that we
can scale up the business,”Mr
Millhouse said.

“I always think that if you get the
people issues right you are most of
the way there. Any acquisition that
we do would be done in good mea-
sure on the strength of the people
that come from the acquisition. 

“Our model is what we call the magic
molecule. It is designed so that every-
body understands and shares the pas-
sion of what we are here to do. 

“The worst thing that can happen,
which is why we don’t suffer death by
e-mail, is you get bogged down in the
business that you have today without
your people having the freedom and
the time of the day and the intellec-
tual alertness to go and build the
business of the future. 

“Clearly you have to attend to the
business as it is, but everybody has to
build for the future as well,” he said.

“If you say, what are the strengths of
the organisation and how is it that we
have been able to do this from a
Brisbane base, in good measure it is
because we have been able to find peo-
ple in Brisbane who have learned and
wanted to share the dream and passion.

“And they have been able to put
their energies and their lives into the
business. Because without that you
can’t succeed.” 

www.millhouseiag.com �

“So Singapore has those attributes to
it and it also, because of those attrib-
utes, captures things from Sri Lanka
and India and the Emirates – and
sometimes other ASEAN countries,
simply because the infrastructure
doesn’t exist yet in those other coun-
tries. Both through Singapore people
and Singapore agencies you are cap-
turing high quality deal flow, often,
and you are capturing exit opportuni-
ties that certainly, for the most part,
do not exist in Australia. Which gives
you as an investor an exit opportunity
and a liquidity opportunity.”

HAPPY RETURNS
MillhouseIAG’s results for investors
are the proof that the business model
is well founded and performing.

“We think that, A, we have proven
up the business model, and that
includes the German market entry,”
Mr Millhouse said. “B, we have gener-
ated both actual returns and prospec-
tive returns for our investors, which
they simply would not have got in
Australia, I’m quite convinced of
that. And we have developed a plat-
form for a very significant scale-up in
the German speaking world.”

He said the economics stacked up.
“You are in a market in that part of

the world which is starved of venture
capital. If you look at the comparative
statistics, say on a GDP basis, of the
amount of venture capital  available
today, in these market conditions in
Australia, it is of a vastly greater propor-
tion than it is in Europe – vastly greater. 

“People will always complain about
lack of money. I’ve spent my life lis-
tening to people complaining about
lack of money.”

He said it was an argument he
ignored when he set up his business.

“When I founded this business in
January 1991, I went out and I
bought myself a Mac LC, I bought
myself a fax-phone, I bought myself a
desk and I built my business from
nothing. I didn’t complain to any-
body about lack of money. I went out
there and got myself some clients and
earned the money. That’s how busi-
nesses get built. 

“You can go back through the whole
history of venture capital transacting
and that’s how it gets done. No-one is
going to put $5million on the table
just because you have a bright idea.
They will put $5million on the table if
you have proof that this is a model

organs that tend to become cancer-
ous, often through genetic and envi-
ronmental reasons. 

“The reason we like Medical Enzymes
particularly, as opposed to hundreds of
others that are in the oncology space, is
that it, A, had a precursor company
using a similar technology that has
drugs in the commercial market – it’s
got a track record – and B, it uses the
body’s own enzymatic systems to tack-
le these tumours.”

This appeals to the scientist in
David Millhouse. 

“I’ve always asked myself why tens
of billions of dollars go into research
to develop what are in effect poisons
for the body, to kill these tumours?
You’ve got to have high doses of these
poisons and you’ve got to have
chemotherapy and that in itself dam-
ages the immune system –  and why is
it that no-one has thought about how
you help the body to help itself? That’s
what we like about Medical Enzymes.

“We’ve ended up in control not only
of Deutsche Life Sciences itself but
with significant equity stakes directly
in both those two companies. Both of
them have the potential to be of the
quality of the Cochlear (developer and
manufacturer of hearing implants) or
the ResMed (Australian developer and
manufacturer of products to treat sleep
disorders) or something like that. We’d
be happy to get to that point.”

SINGAPORE LINKS
MillhouseIAG’s reasons for being in
Singapore are multi-fold but are also a
key part of the European strategy.

“One (reason) is that its national
strategy, government led, is to turn
Singapore into the Switzerland of
Asia,” Mr Millhouse said. “As a plat-
form for funds management business-
es, which includes private equity and
venture capital, there has been a long
standing Singapore strategy – driven by
Temasek and other agencies – so there
is a financing infrastructure that’s been
built in Singapore with a tax environ-
ment to complement that and to make
Singapore the home of people like us.

“There’s also, in Singapore, 6000 or
so multi-nationals and it is often used
as the springboard for other countries
in Asia, north and south. Quite often
those multi-national companies are
looking for innovative new product
and things to do, which is really an
out-take of the venture capital indus-
try,” he said.
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