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results

Best Long/Short Equity Fund 
Manager
Winner: Dalton Strategic Partnership 
(Melchior European Fund)
Runner-up: Marshall Wace (Eureka 
Fund)

Best Market Neutral Fund 
Manager
Winner: Saemor Capital (Saemor 
Europe Alpha Fund)

Best Relative Value Fund 
Manager
Winner: PIMCO (PIMCO MultiAsset 
Volatility Fund)
Runner-up: Amundi (Amundi Absolute 
Volatility Arbitrage Europe)

Best Convertible Arbitrage Fund 
Manager
Winner: Mohican Financial 
Management (Lyxor/Mohican 
Convertible Arbitrage Fund)
Joint runners-up: Investcorp 
(Investcorp Silverback Arbitrage 
Fund) and SSI Investment 
Management (SSI Hedged 
Convertible Opportunity)

Best Managed Futures Fund 
Manager/CTA
Winner: NuWave Investment 
Management (NuWave Combined 
Futures Portfolio)
Runner-up: Nomura Alternative 
Investment Management (Nomura 
Macro Commodity Strategy Fund)

Best Fixed-Income Fund Manager
Winner: Ashmore Investment 
Management (Ashmore Emerging 
Markets Liquid Investment Portfolio)
Runner-up: Danske Capital (Danske 
Invest Fixed Income Strategies)

Best Multistrategy Fund 
Manager
Winner: Barclays Capital Fund 
Solutions (Barclays World Tactical 
Opportunity Strategy)
Runner-up: SSARIS Advisors (Lynx 
Multi-Strategy Fund II)

Best Absolute Return Fund 
Manager
Winner: Bernheim, Dreyfus & Co. 
(Diva Synergy Fund)
Runner-up: Dalton Strategic 
Partnership (Melchior European 
Absolute Return Fund)

Best Global Macro Fund Manager
Winner: Brevan Howard (Brevan 
Howard Master Fund)
Runner-up: North Asset Management 
(MaxQ Fund)

Best Event-Driven Fund Manager
Winner: P. Schoenfeld Asset 
Management (PSAM Worldarb Fund)
Runner-up: Third Point

Best Ucits-Compliant Product
Winner: Standard Life Investments 
(Global Absolute Return Strategies 
Fund)
Runner-up: Barclays Capital Fund 
Solutions (Barclays World Tactical 
Opportunity Strategy)

Best Diversified Fund of Hedge 
Funds Manager
Winner: Liongate Capital 
Management (Liongate Multi-Strategy 
Fund)
Runner-up: Culross Global 
Management (Culross Global SP)

Best Specialist Fund of Hedge 
Funds Manager
Winner: EIM
Runner-up: Axa Investment Managers 
(Axa Tail Hedge Strategies)

Best North American Hedge 
Fund Administrator
Winner: J.P. Morgan Hedge Fund 
Services
Runner-up: AIS Fund Administration

The winners
AWARDS 2012
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results

Best European Hedge Fund 
Administrator
Winner: Credit Suisse Prime Fund 
Services
Runner-up: J.P. Morgan Hedge Fund 
Services

Best Asian Hedge Fund 
Administrator
Winner: BNY Mellon
Runner-up: State Street AIS

Best Offshore Hedge Fund 
Administrator
Winner: JP Fund Administration
Runner-up: Citco Fund Services

Best North American Prime 
Broker
Winner: Pershing Prime Services
Runner-up: Concept Capital Markets

Best European Prime Broker
Winner: UBS Prime Services

Best Asian Prime Broker
Winner: Deutsche Bank
Runner-up: Citigroup

Best Managed Accounts Platform
Winner: Lyxor Asset Management
Runner-up: dbalternatives

Best Ucits Platform
Winner: Matrix Asset Management 
(Matrix UCITS Funds)
Runner-up: Alceda Fund Management

Best Hedge Fund Seeding Platform
Winner: IMQubator
Runner-up: NewAlpha Asset 
Management

Best Risk Management Software
Winner: PerTrac RiskPlus
Runner-up: Sungard APT

Best Fund Accounting and 
Reporting Systems
Winner: Linedata
Runner-up: Tradar

Best Managed Accounts 
Technology
Winner: Eze Castle Integration
Runner-up: Abacus Group

Best North American Trading 
Venue
Winner: NYSE Arca
Runner-up: CME

Best European Trading Venue
Winner: Deutsche Börse
Runner-up: London Stock Exchange

Best Asian Trading Venue
Winner: Singapore Exchange
Runner-up: Hong Kong Stock 
Exchange

Best North American Accounting 
Firm
Winner: Anchin, Block & Anchin
Runner-up: Rothstein Kass

Best European Accounting Firm
Winner: Ernst & Young
Runner-up: PricewaterhouseCoopers

Best North American Regulatory 
Advisory Firm
Winner: Sullivan & Cromwell
Runner-up: ACA Compliance Group

Best European Regulatory 
Advisory Firm
Winner: IMS Group
Runner-up: Sigma Partnership

Best Offshore Regulatory 
Advisory Firm
Winner: Carne Group
Runner-up: Ogier

Best North American Public 
Relations Firm
Winner: Walek & Associates
Runner-up: MacMillan 
Communications

Best European Public Relations 
Firm
Winner: Peregrine Communications
Runner-up: Hume Brophy

Best North American Law Firm
Winner: Seward & Kissel
Runner-up: K&L Gates

Best European Law Firm
Winner: Simmons & Simmons
Runner-up: Matheson Ormsby 
Prentice

Best Offshore Law Firm
Winner: Ogier
Runner-up: Walkers

Best North American Third-Party 
Marketing Firm
Winner: Agecroft Partners

Best European Third-Party 
Marketing Firm
Winner: Alpha UCITS
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30.7 per cent last year, while the top decile 
gained 19.5 per cent.

This implies a top-bottom dispersion of 
just over 50 per cent, down from nearly 
58 per cent in 2010 and more than 100 
percent in both 2008 and 2009. According 
to HFR, last year marked the lowest 
average performance for the top decile, by 
a significant margin, since the firm began 
tracking this data in 2000; the previous 
lowest performance by the top HFRI decile 
was a gain of 39.2 in 2002.

The other notable feature of the industry 
in 2011 was the highest level of hedge fund 
launches since the total of 1,197 in 2007, just 
before the crisis erupted. Last year saw 1,113 
new funds launched, including 270 in the 
fourth quarter, although 775 fund liquidations, 
including 190 in the final three months of the 
year, represented a slight increase from 743 
in 2010. 

The global hedge fund industry has just 
suffered its second losing year in four, 
yet the mood across the industry today 
is optimistic, albeit cautiously so. Last 
year’s overall sub-par performance across 
the sector, albeit with a few significant 
exceptions, appears to have been accepted 
with relative equanimity by an investor base 
conscious that they were not missing out on 
spectacular returns from other investment 
classes.

What was striking about hedge fund 
performance in 2011 was its increasing 
compression, according to data provider 
Hedge Fund Research. While the HFRI 
Fund Weighted Composite Index declined 
by 5.26 percent, constituent fund dispersion 
narrowed to its lowest level since 2006, 
with the compression concentrated in fewer 
positive outliers. The worst performing decile 
of the broad based composite declined by 

After another year of 
gloom, is light peering 
through the clouds?

By simon Gray

the  hedGe  fund industry  today
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Agecroft Partners
Best north american third-Party Marketing firm

Agecroft Partners specialises in consulting 
and third-party marketing for the alternative 
investment industry, with a particular focus 
on hedge funds. The firm raises assets 
globally for institutional-quality managers by 
utilising a consultative approach within the 
institutional investor community. Its approach 
is to develop in-depth product knowledge of 
the funds the firm represents and to be able 
to articulate their investment processes as 
well as the hedge fund managers.

Agecroft was founded by Don 
Steinbrugge, who has 27 years of experience 
in the institutional investment management 
sales industry, including serving as head of 
sales for one of the world’s largest hedge 
fund firms as well as for a leading global 
institutional investment manager.

Overall, the firm’s partners have strong 
investment and industry knowledge, which 
gives them credibility with major institutional 
investors. They average more than 15 years 
of industry experience, and a majority have 
previously worked for multi-billion dollar 
alternative investment firms.

Agecroft is highly selective in choosing the 
firms it represents – around half a dozen at any 
one time – and uses an institutional-quality due 
diligence process to sift through the thousands 
of managers in the marketplace. It develops 
client relationships through 1) direct contact 
from hedge fund managers, 2) referrals from 
institutional investors, prime brokers and other 
service providers, 3) research using industry 
publications and conference attendance, and 
4) screening of multiple hedge fund databases.

Agecroft Partners can raise assets for 
its clients either on a global basis or as a 
complement to a hedge fund firm’s existing 
marketing strategy, focusing on a particular 
geographic region or investor segment. The 
senior partners typically are in contact with 
more than 1,000 investors and hold face-to-
face meetings with up to 100 every month.

The thoroughness of Agecroft’s screening 
process not only helps it stand out from the 
competition but boosts the credibility of its 

clients among investors. Says Steinbrugge: 
“We use quantitative screens to narrow the 
universe of hedge funds and prioritise further 
research efforts.

“We look for at least USD75m in assets 
within the strategy, performance near the top 
of the strategy’s peer group, high relative 
Sharp and Sortino ratios and low historical 
performance drawdowns, low correlation 
to a major market index, and performance 
characterised by quantifiable alpha and its 
repetitiveness.”

Agecroft’s qualitative screening reflects 
the questions asked by investors, including 
a top-down analysis of the strategy and 
assessment of whether it is likely to 
be successful in the current economic 
environment. It will also assess the 
quality of the investment team in terms of 
pedigree, industry knowledge, experience 
and reputation, the management firm’s 
infrastructure and commitment to ongoing 
reinvestment in operational resources, risk 
controls, service providers and fund terms.

The screening processes are 
complemented by on-site visits and 
conference calls involving the potential 
client’s portfolio manager and senior 
members of the Agecroft team, as well 
as the checking of references and other 
sources, including service provides, to 
confirm good standing and reputation.

The process does not stop when the 
manager becomes a client. “Once they join 
our platform we receive constant feedback 
from the many investors we reach out 
to each month,” Steinbrugge says. “This 
feedback is communicated to managers 
to help improve their offering, but we also 
review this information constantly for any 
sign of potential issues with a manager.”

He adds: “We’re continuously focused 
on ensuring that our brand remains strong, 
which is why we are honoured to have won 
this award and to have earned the votes 
of industry members both in Europe and 
worldwide.” n

Agecroft Partners managing 
partner Don Steinbrugge
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Anchin, Block & Anchin
Best north american accounting firm

Year after year, award after award, Anchin, 
Block & Anchin is recognised as a top-tier 
firm throughout the US in terms of its size, 
management, scope of services and work 
environment.

With a staff of more than 350 and 
numerous specialised industry and service 
teams, the full-service accounting, tax and 
advisory firm provides investment companies, 
privately-held businesses and high net worth 
individuals with a wide range of traditional 
and non-traditional services.

Anchin’s expertise is readily apparent in 
its Financial Services Group, which includes 
nine partners and more than 50 dedicated 
professionals under the direction of partner-
in-charge Jeffrey I. Rosenthal.

“Navigating today’s complex economic 
environment poses significant challenges 
to financial services firms and other market 
participants,” Rosenthal says. “Whether 
conditions are volatile or stable, the market 
bull or bear, fund managers need the 
support of experienced professionals.

“Our years of experience, extensive 
network, and deep institutional knowledge 
allow us to offer our clients perspectives 
and insights on the overall direction of their 
business. More than tax specialists and 
accountants, we see ourselves as strategic 
service providers whose role is to assist 
clients and their investors achieve their long-
term and short-term objectives.”

The Financial Services Group, launched 
more than 35 years ago, works with more 
than 400 investment partnerships, hedge 
funds, mutual funds, private equity funds, 
funds of funds, offshore funds, master-
feeder structures, broker-dealers, investment 
advisors, family offices, commodity advisors, 
securities specialists and traders. Financial 
services is Anchin’s largest industry sector 
and it maintains a stellar reputation in the 
community.

“We are pleased to be one of only 

three firms named as a repeat winner of 
a Hedgeweek Award,” Rosenthal says. 
“Recognition as Best North American 
Accounting Firm affirms our place in the 
financial services community and speaks 
to the level of service that we provide 
our clients.”

In a market crowded with accounting 
firms, Anchin sets itself apart from the 
competition in a number of ways. “We know 
who we are and who we want to be,” says 
managing partner Frank Schettino. “Anchin 
has not been, nor will it be, party to the 
merger mania that has affected the industry. 
It has never been our goal to be the biggest; 
it is our goal to be the best.”

This philosophy and strategy has resulted 
in Anchin growing into the largest single-
office accounting firm in the US. The 
consolidation of intellectual firepower under 
one roof directly benefits its clients.

Anchin is neither too big, nor too small. 
The firm is large enough to provide the 
depth and breadth of services that clients 
need, yet small enough to provide them with 
attention at partner level. Issues are solved 
quickly; clients never wait for answers from 
distant offices.

There are no technical silos at Anchin; 
its culture is truly collegial. Partners work 
together, across industry lines and service 
specialties, to deliver a broad array of 
solutions.

Anchin’s professional retention rate is 
much higher than the industry average, 
which means clients see the same faces 
year after year on their engagements. In fact, 
Anchin has repeatedly been named a Best 
Place to Work in New York City and New 
York State, and a Best Accounting Firm to 
Work For in the United States.

By offering superior service and a quality 
work product, Anchin has enjoyed long-term 
relationships with its clients, often across 
multiple generations. n

Anchin, Block & Anchin 
Financial Services Group 
partner-in-charge Jeffrey I. 
Rosenthal
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The largest concentrations of new launches 
were in equity hedge strategies, with 479 (the 
highest total in this category since 2006), and 
macro, with 265 (the highest total since HFR 
started tracking the strategy in 1996). However, 
the 293 equity funds that were shut down 
represented the largest number of liquidations 
in the strategy since 651 funds closed in 2008. 
By contrast, the number of fund of hedge 
funds closures fell to 215, the lowest level 
since 2007. HFR says slightly more funds were 
launched in the US than in Europe, while 
liquidations were higher in Europe; it had been 
the other way round in 2010.

“Despite performance volatility and 
macroeconomic uncertainty in the second 
half of the year, investors maintained a 
strong commitment to hedge funds, and 
fund managers expanded the scope and 
breadth of strategies offered, making 2011 the 
strongest year for new launches since the 
global financial crisis,” says HFR president 
Kenneth Heinz.

“While some have suggested that 
increased regulation may deter new fund 
launches, many hedge funds are launching 
not only as a result of increasing investor 
risk tolerance, but also as a result of these 
regulatory changes to trading activities and 
risk oversight at financial institutions.”

Focus on downside protection
One lesson that managers have learned from 
the chastening experience of 2008, of the 
importance of communication with investors, 

may have helped to keep redemptions, and 
fund closures, in check in 2011, especially in 
an environment where many investors have 
struggled to make sense of the market’s 
fluctuations.

“Historical returns are not very good at 
describing the current risk environment,” 
says Eric Bissonnier, partner, chief strategist 
and chairman of the global investment 
committee at Swiss-based EIM, winner of the 
Hedgeweek Global Award for Best Specialist 
Fund of Hedge Funds Manager. “We use a 
lot of forward-looking work that describes the 
world today, anticipating a range of probable 
scenarios. We make sure we’re conscious of 
that, and that our clients understand what it 
means for their portfolios.”

Multistrategy funds were among the 
beneficiaries of the market environment, 
including Barclays World Tactical Opportunity, 
a multi-asset absolute return strategy 
that won Barclays Capital Fund Solutions 
the Hedgeweek Global Award for Best 
Multistrategy Fund Manager. “A key attribute 
of BWTO is its level of flexibility,” says head 
of Swiss and German sales Gil Platteau. 

“It is designed to cope with the high 
volatility that we saw last year and focuses 
on downside protection. Dynamically 
reallocating to appropriate asset classes 
each month allows the portfolio always to 
be aligned with underlying market conditions 
and to reduce risk quickly when markets 
shift. Last year we not only preserved capital 
but generated positive returns, validating the 

the  hedGe  fund industry  today
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Barclays Capital Fund Solutions (BCFS) 
is the asset management business of 
Barclays Capital, specialising in multi-asset 
investing. Its expert managed quant and fully 
discretionary fund management teams aim 
to deliver steady investment returns across 
all market cycles over the long term, through 
a focus on downside risk management, 
flexibility and liquidity.

Ajay Jain, head of portfolio engineering, is 
responsible for the development of managed 
quantitative strategies and alpha-generating 
asset allocation models at BCFS, including 
the Barclays World Tactical Opportunity 
(BWTO), a multi-asset absolute return 
strategy also available in Ucits format.

BWTO uses a tactical asset allocation 
strategy designed to generate stable 
uncorrelated returns in all economic 
scenarios – inflation, deflation, stagflation and 
hyperinflation – across markets. It invests 
in multiple markets, trading equities, equity 
volatility, fixed income, money markets, FX 
and commodities.

Launched on June 1, 2007, BWTO, which 
primarily invests in futures, swaps and ETFs, 
as well as hedging with cash, has returned 
3.6 per cent net of fees in euros over the 
12 months to the end of January, when the 
strategy had EUR839m in assets under 
management.

“Like many of our strategies, a key attribute 
of BWTO is its level of flexibility,” says head 
of Swiss and German sales Gil Platteau. “It 
is designed to cope with high volatility like 
we saw last year and focuses on downside 
protection. Each month we systematically 
convert a full analysis of macro and technical 
indicators and dynamically reallocate to 
appropriate asset classes.”

This flexible approach offers three 
advantages. It allows the portfolio always to 
be aligned with underlying market conditions 
and to quickly reduce risk when markets 
shift, and it prevents the portfolio from 
taking positions in any asset classes where 
fundamental and technical indicators are not 
aligned with one other.

“All three factors contributed to the 
strategy’s performance last year,” Platteau 
says. “We not only preserved capital, we also 
generated positive returns – 2011 validated 
the strategy and highlighted its value-add to 
investors.”

The BCFS systematic process ensures a 
strictly-defined investment strategy that limits 
potential for biased investment decisions. 
By dynamically rebalancing on a monthly 
basis, the strategy successfully navigated the 
2008 financial crisis and 2011’s volatility to 
generate annualised returns of 8.2 per cent 
up to January 31.

Another reason for BCFS’s success is 
its focus on downside protection. “The core 
belief is that successfully generating long-term 
returns begins with protecting against the 
downside,” Jain says. “Our risk management 
process seeks to anticipate correlation 
breakdowns rather than react to them and is 
a key differentiator in the way the fund is run.”

Multiple asset classes are systematically 
monitored and quantified daily to identify 
any growing sentiment risk, which would 
increase the likelihood of a correlation crisis. 
This process also allows the team to react 
quickly to market changes and put risk back 
on when necessary intra-month.

BCFS portfolios are rebalanced at least 
monthly, preventing any dominant positions 
developing. Contributors to performance 
change month by month across all asset 
classes, which in turn helps deliver 
uncorrelated returns.

“In the first half of 2011 we were quite 
bullish on commodities and developed 
market equities in the BWTO fund,” Jain says. 
“However, in the second half of the year this 
reversed and the key contributors were US 
Treasuries and fixed income.”

Platteau adds: “We’re delighted to have 
been chosen for this award because it 
validates our philosophy that a dynamic, 
flexible investment strategy can benefit 
investors. It recognises the hard work of the 
entire asset management division of Barclays 
Capital.” n

Barclays Capital Fund Solutions
Best Multistrategy fund Manager

Barclays Capital Fund 
Solutions head of portfolio 
engineering Ajay Jain and head 
of Swiss and German sales Gil 
Platteau

Past performance is 
no indication of future 
performance. All 
performance figures are 
quoted net of fees. This 
information is not directed 
at retail investors, and 
does not constitute an 
offer of securities in any 
jurisdiction. Barclays Capital 
is the investment banking 
division of Barclays Bank 
PLC. Barclays Bank PLC is 
authorised and regulated by 
the UK Financial Services 
Authority and a member of 
the London Stock Exchange. 
Barclays Bank PLC is 
registered in England No. 
1026167. Registered 
Office: 1 Churchill Place, 
London E14 5HP.
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strategy and highlighting its added value to 
investors.”

Lyxor Asset Management, which won the 
Hedgeweek Global Award for Best Managed 
Account Platform, added multistrategy 
funds to its platform for the first time in 
2011, although head of research Stefan 
Keller notes: “This represents a new frontier 
for the industry, as you must dominate 
various technological and legal challenges 
to replicate such complex strategies in a 
managed account framework.”

There is some evidence for the view 
that the industry’s more difficult operating 
conditions since 2007 have contributed to 
the gradual erosion of its traditional 2-and-
20 fee structure. HFR says management 
fees averaged 1.57 per cent during the final 
quarter of 2011, down by just one basis point 
from a year earlier, but at 18.71 per cent, 
average incentive fees were down by one 
basis point from the previous quarter and 24 
bps since the end of 2010.

In other respects, though, changes 
to the industry environment such as the 
introduction in the US of the Volcker Rule, 
which imposes severe constraints on 
proprietary trading by banks, stand to benefit 
independent fund managers such as PIMCO, 
which won the Hedgeweek Global Award for 
Best Relative Value Fund Manager.

“The competitive landscape is limited 
for relative value volatility strategies,” says 
product manager Min Xiao. “Proprietary 
trading desks are closing and the hedge 
fund community too has a much smaller 
asset base than pre-crisis. While dislocations 
in the markets have become more frequent 
and extreme, the competition in chasing 
those dislocations has diminished materially.”

Crunching the fund numbers
According to HFR, the total number of hedge 
funds worldwide funds rose to 9,523 at the end 
of 2011 and industry assets increased by 3 per 
cent to USD2.02trn, but there is much debate 
about the accuracy of industry statistics that 
rely on manager statements because of well-
known problems with self-reporting.

HFR’s numbers are not far off those 
compiled by UK financial sector promotional 
body TheCityUK, which puts the number of 
funds last year at 9,800 (three-quarters of 
them single-manager funds, the rest funds of 

hedge funds) with assets down 3 per cent 
at USD1.90trn. But surveys of hedge fund 
administrators tend to produce numbers at 
least 50 per cent higher – currently around 
16,000 funds and as much as USD3trn in 
assets. Compilers of hedge fund asset and 
capital flow statistics themselves struggle to 
explain the wide discrepancies between the 
two approaches.

There has been much discussion of the 
advantageous position enjoyed since the 
crisis by Asian hedge fund managers by 
comparison with their colleagues in Europe 
and North America, but the figures being 
reported are ambiguous. According to one 
recent survey, Asian hedge funds started 
by both new and existing managers raised 
USD4.43bn in 2011, the highest amount since 
USD7.8bn in 2007 and led by multistrategy 
funds with USD2.7bn. The average size of the 
58 Asian hedge funds established last year 
rose to USD76.4m from USD40m in 2010.

Asian managers, certainly the larger 
ones, are following the trend elsewhere 
in the world to adopt a multi-prime model. 
According to Harvey Twomey, head of global 
prime finance distribution for Asia-Pacific with 
Deutsche Bank’s Global Markets business in 
Hong Kong, says the market began moving 
toward a more diversified approach to prime 
brokers more than five years ago.

Deutsche Bank, which won the Hedgeweek 
Global Award for Best Asian Prime Broker, 
has been a major beneficiary of the shift. 
Says Twomey: “In recent years our market 
share has grown in this region as we have 
been mandated at inception by an increasing 
share of new fund launches, as well as 
existing clients on the platform growing in 
terms of assets under management.”

But the picture in Asia is not entirely 
positive. A total of 67 Asian-focused hedge 
funds are reckoned to have shut up shop 
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“Fund managers expanded 
the scope and breadth of 
strategies offered, making 
2011 the strongest year 
for new launches since the 
global financial crisis.” 
Kenneth Heinz, HFR president
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Dalton Strategic 
Partnership

Best long/short equity fund Manager

Last year was a good one for London-based 
Dalton Strategic Partnership. While most 
managers struggled to raise capital, the firm 
was able to hard-close both the Melchior 
European Fund (MEF), an offshore Cayman 
fund, and the Melchior Selected Trust: 
European Absolute Return fund, a Ucits-
compliant vehicle, which are managed using 
the same investment strategy.

Says managing partner and chief 
executive Magnus Spence: “The whole 
strategy has now hard-closed. We raised a 
lot of money in the first half of the year as 
people saw that we could protect capital in 
difficult years like 2008.” The Cayman fund 
closed at USD100m last October, while its 
Ucits counterpart closed in July when assets 
reached USD600m.

Leonard Charlton, a partner in the firm, is 
portfolio manager to both funds. Last year, 
despite challenging markets, the Melchior 
European Fund was able to return 13.45 
per cent, compared with a decline of 3.15 
per cent for the EuroHedge European Long 
Short Index. “Hedge funds that are correlated 
with equity markets, in my mind, don’t bring 
investors as much benefit as a fund that is 
truly uncorrelated,” Spence says.

What sets the fund apart from its peers is 
its ability to combine fundamental analysis 
with an active trading overlay at both macro 
and micro levels. Says Charlton: “Being 
factual and rational helped us keep out of 
trouble during last year’s turbulence. We 
view macro volatility as both a threat and an 
opportunity. Because the portfolio is flexible 
and we assess things on a daily basis, we’re 
quite comfortable with changes in the macro 
environment.”

The fund employs a pan-European 
strategy across all-cap stocks. Charlton 
places as much importance on generating 
alpha from active short selling as he does 

on taking long positions. Aside from the 
macro overlay, this is one of the key reasons 
why MEF outperformed its peers. “The short 
portfolio, which made 27.99 per cent gross in 
2011, contributed more than the long portfolio 
last year,” he says.

Spence believes there are three keys to 
the team’s success. “First, we are prepared 
to trade on macro news and views as 
opposed to purely fundamentals,” he says. 
“Secondly, we trade actively to manage risk. 
Thirdly, our fundamental stock selection 
process means we spend as much time 
trying to find good short ideas as good 
long ideas.”

At the end of December the MEF had a 
net short exposure of 16.7 per cent and a 
gross exposure of 142 per cent. Within the 
net exposure, the UK was the most favoured 
country, while Sweden and Spain were 
among the least favoured. The fund’s biggest 
gross exposure at the end of 2011 was to 
consumer discretionary and industrials.

“Last year we kept gross exposure low, 
we traded the net exposure and we made 
alpha both on the long and short portfolios,” 
Spence says. “We did exactly as we said 
we’d do.”

Charlton views the fact that NYSE short 
interest is at its lowest level in 12 months as 
a positive catalyst: “If anything we’re even 
more interested in shorting because it means 
a lot of investors have sold their shorts 
during the recent US equity market rally. Low 
short interest to us is a warning sign that 
there’s complacency in the market. As short 
sellers we’re encouraged there’s low interest 
right now.”

Spence adds: “We’re delighted to win 
Hedgeweek’s Best Long/Short Equity Fund 
Manager award for the second year running. 
Consistency is what investors want from a 
hedge fund.” n

Dalton Strategic Partnership 
managing partner Magnus 
Spence
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the company has been able to reduce 
its operating costs by more than 10 per 
cent since 2007. In 2011, Deutsche Börse 
announced plans to accelerate its current 
efficiency programme with the full run rate of 
EUR150m to be achieved in 2012, one year 
ahead of the initial plan.”

Last year saw growth across all business 
areas for Deutsche Börse as a result of 
various key developments. One was the 
launch of a joint funds trading exchange 
between Deutsche Börse and its clearing 
subsidiary Clearstream, making more than 
80,000 mutual funds eligible for trading 
via Xetra.

Another involved strengthening 
Clearstream’s BRIC strategy with settlement 
access to Brazil. Deutsche Börse also started 
offering 10Gbit/s trading and market data 
connections for the first time, and 2011 also 
saw the launch of AlphaFlash Corporate 
News Germany, which delivers unscheduled 
corporate financial data in a machine-
readable format.

“In addition, the first corporate SME 
bonds were listed in Entry Standard,” the 

spokesperson says. “There are 
no formal requirements relating 
to company size, sectors or 
minimum bond volume. Non-listed 
companies can also place bonds 
via Deutsche Börse. Xetra Release 
12.0 was also launched, offering 
new functionalities and improved 
trading performance for market 
participants.”

Its integrated business model 
sets Deutsche Börse apart from 
most of the competition, and the 
spokesperson points out that it is 
well positioned in the international 
arena of capital markets: “Deutsche 
Börse will continue its growth 
strategy for geographic expansion 
and at product level, and will 
pursue the ongoing development of 
its integrated business model.” n

Last year saw Deutsche Börse achieve its best 
sales performance since the record year of 
2008. Sales revenue increased 6 per cent to 
EUR2.23bn, while net interest income climbed 
an impressive 26 per cent to EUR75m.

According to Deutsche Börse chief 
executive Reto Francioni, the results “display 
growth across the business and the 
continuation of effective cost management” 
– total costs fell 29 per cent year-on-year to 
EUR1.217bn in 2011, while net income grew 15 
per cent to EUR833million.

“We will now accelerate our growth 
strategy with an offensive on unregulated 
and unsecured markets, an extension 
of our leadership role in technology and 
market data, and by partnering further with 
infrastructures and customers in growth 
areas and regions,” Francioni says.

Deutsche Börse’s product and service 
portfolio covers the entire process chain 
including securities and derivatives trading 
and clearing, custody, and the provision 
of electronic trading systems. With offices 
across Europe from Luxembourg and 
Germany to Spain and the Czech Republic, 
in addition to representative offices 
as far afield as Beijing, Tokyo 
and Chicago, its 3,300 employees 
process client requests across all 
time zones.

In the fourth quarter of last year 
Deutsche Börse enjoyed a 4 per 
cent increase in sales revenue to 
EUR541m and recorded a 56 per 
cent reduction year-on-year in total 
costs. This is partly attributable to 
the collapsed merger with NYSE 
Euronext following the European 
Commission’s decision to block 
the deal announced on February 1. 
Even so, cost management remains 
a key priority.

A Deutsche Börse spokesperson 
says: “With the successful 
implementation of several efficiency 
measures over the past year, 

Deutsche Börse
Best european trading Venue

Deutsche Börse chief 
executive Reto Francioni

Severine Vendelanoite accepts 
the award for Best European 
Trading Venue on behalf of 
Deutsche Börse
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Although hedge fund gains are lower than 
those of the major US stock market indices, 
which ranged from 6.02 per cent (Dow Jones 
Industrial Average) to 13.89 per cent (Nasdaq 
Composite) over the same period, the firm sees 
grounds for optimism. “Hedge funds are off to 
their best start since 2000,” says Hennessee 
Group co-founder Charles Gradante.

“During the first two months of the year, 
hedge funds have benefitted from a better 
investment environment relative to 2011, with 
improved investor sentiment, greater risk-
taking, lower correlations and lower volatility. 
Markets are responding to fundamentals, 
which is benefitting stock-pickers. While 
many risks remain, there is optimism around 
a better economic outlook for the US and 
stability in the Euro zone.”

Co-founder Lee Hennessee says that 
hedge funds generated gains in February 
despite conservative exposures and as the 
investment environment improves, managers 
have increased exposure levels toward 
historic norms. Nevertheless, she notes 
that managers remain cautious: “Funds are 
prepared to adjust exposure quickly should 
conditions dictate, as many feel volatility may 
rise from currently subdued levels.”

Gradante adds: “There are some 
similarities between the beginning of 2012 
and early 2011, and several managers have 
expressed some concern about a potential 
correction. The S&P 500 has rallied by 
20 per cent since October, and investor 
sentiment may be peaking. Some managers 
feel that the markets are overbought and are 
due for a short-term correction.”

Volatile fund capital flows
One of the firms that has enjoyed the 
change in the economic and financial 

last year, the first time that closures have 
outnumbered openings since 2008. A 
report from Singapore-based data provider 
Eurekahedge says net outflows in the 
final four months of the year left the Asian 
industry with USD124bn in net assets at the 
end of December 2011, down from a peak of 
USD176bn four years earlier.

Industry asset levels have been depressed 
by the closure of hedge fund firms such as 
Thaddeus Capital, which had USD300m in 
assets under management, and Boyer Allan 
Investment Management, which at one time 
managed USD1.8bn. More may follow, since 
Eurekahedge estimates that 65 per cent of 
Asia funds are below their high water mark, 
so they cannot obtain performance fees, 
compared with 50 per cent or less of the 
industry worldwide.

Performance rebound in 2012
Analysts blame the fact that Asian funds 
are disproportionately long-biased – in part 
because short-selling is more difficult that in 
Europe and the US, due to a substantially 
smaller pool of stocks available to borrow 
and lower market turnover – for their average 
performance decline last year of 8.5 per 
cent, according to Eurekahedge (the HFRI 
Asia ex-Japan Index was down 18.2 per 
cent), compared with around 5 per cent for 
the industry as a whole.

Outflows and performance losses 
have compounded the sector’s problems 
by reducing average fund sizes, further 
depressing managers’ income. Eurekahedge 
says that around 42 per cent of Asian hedge 
funds managed assets of USD20m or less by 
the end of last year. But potential investors 
may be encouraged by the rebound seen 
among Asian funds over the first few 
months of 2012, with the HFRI Asia ex-Japan 
Index gaining 10.54 per cent in January and 
February, in line with an overall gain of 9.31 
per cent for all emerging market hedge funds 
(which lost on average 13.8 per cent in 2011).

Indeed, performance at the start of 
this year for the industry as a whole has 
done much to dispel the gloom that hung 
over hedge funds in 2011. According to 
Hennessee Group, an adviser to hedge fund 
investors and data provider, the Hennessee 
Hedge Fund Index rose by 4.07 per cent in 
January and February.

12 
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“This represents a new 
frontier for the industry, as 
you must master various 
technological and legal 
challenges to replicate 
such complex strategies 
in a managed account 
framework.”
Stefan Keller, Lyxor Asset Management

the  hedGe  fund industry  today
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Deutsche Bank
Best asian Prime Broker

Deutsche Bank head of global 
prime finance distribution for 
Asia Pacific Harvey Twomey

Deutsche Bank’s Global Markets division 
is vast. It employs 6,000 professionals in 
40 trading rooms across the globe, 18 of 
which are located in cities in the Asia-Pacific 
region. Few prime brokers in the region can 
claim to have such a solid on-the-ground 
trading presence, giving hedge fund clients 
the speed of information and execution that’s 
critical for operational efficiency.

Deutsche’s Hedge Fund Consulting Group 
has 13 members globally, four of whom are 
based in Asia. Over the past 24 months 
the group has worked with more than 60 
managers in Asia involved in starting up, 
expanding or establishing new offices in 
the region.

As well as supporting clients in traditional 
equity capital markets, Deutsche Bank’s 
prime brokerage business has continued to 
build out its capabilities across FX and fixed 
income. Last April saw the bank execute one 
of the first Chinese RMB FX option trades, 
a milestone in the continued evolution of 
China’s FX derivatives market.

Additionally, in September 2010 Deutsche 
Bank issued its first renminbi debt offering 
in Hong Kong. The bank’s dbX-Margin cross 
margining platform provides leverage to 
hedge fund managers on multiple offshore 
renminbi (CNH) bonds, also known as ‘dim 
sum’ bonds.

Its Fixed Income Prime Brokerage 
business, which supports client clearing 
for OTC swaps, has established an active 
intermediation business with eight clients in 
Asia-Pacific. Within the region FIPB offers 
derivatives intermediation to large macro-
focused hedge funds.

One of the big trends recently has been 
the move toward a multi-prime model. 
Harvey Twomey, head of global prime 
finance distribution for Asia Pacific in Hong 
Kong, says the market moved several years 
ago to a more diversified approach with 
respect to the number of prime brokers with 
which hedge funds typically engage.

“Deutsche Bank was undoubtedly a 
significant beneficiary of that secular change 
in 2008-09,” Twomey says. “In recent years 
our market share has grown in this region 
as a function of our being mandated at 
inception by an increasing share of new 
fund launches and existing clients on the 
platform growing in terms of assets under 
management.”

The seamless integration of its synthetic 
and physical prime brokerage products with 
the sizeable inventory within its ETF platform, 
in Twomey’s opinion, gives the bank a 
natural edge in terms of depth and breadth 
of securities available to lend in the region. 
He says: “The bank’s incredibly strong 
debt footprint allows us a cross-asset class 
capability that is quite unique.”

A good example of Deutsche Bank’s 
Asian prime brokerage expertise is India, 
a market littered with regulatory and legal 
hurdles. Its local presence there gives 
managers easy access to its burgeoning 
economy. By having a banking and 
trust presence in Mauritius, an offshore 
tax haven, and a custody business in 
Mumbai, Deutsche Bank can help clients 
efficiently move money from offshore prime 
brokerage accounts to onshore custody and 
clearing accounts.

In what was a challenging year for fund 
managers, Twomey says the relative winners 
came from the macro players and more 
trading-oriented strategies. “Our capital 
introduction team hosted 70-plus managers 
at our Asian Manager Forum last November, 
and we continue to strive to make the DB 
Capital Introduction offering differentiated 
and relevant to the needs of our clients and 
investor partners,” he says.

Twomey says of winning Hedgeweek’s 
Best Asian Prime Broker award: “We have 
an incredibly tightly-knit team in the region, 
and this sort of industry validation is 
extremely satisfying. We are very grateful to 
Hedgeweek and our clients.” n
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“The whole strategy has now hard-
closed,” says Dalton managing partner and 
chief executive Magnus Spence. “We raised 
a lot of money in the first half of the year as 
people saw that we could protect capital in 
difficult years like 2008.” The Cayman fund 
closed at USD100m in October, while its 
Ucits counterpart closed in July with assets 
of USD600m.

Surveys of capital flows for the beginning 
of this year are contradictory. BarclayHedge 
and TrimTabs Investment Research reported 
that investors redeemed an estimated 
USD15.2bn (0.9 per cent of assets) from 
hedge funds in January, although performance 
gains meant that overall asset levels rose. 
“January marked the biggest monthly outflow 
since July 2009, when hedge funds redeemed 
USD17.7bn,” says TrimTabs analyst Leon 
Mirochnik. “The hedge fund industry has 
experienced net outflows in four out of 
the last five months.” Only fixed-income, 
multistrategy and merger arbitrage funds have 
seen net inflows since September.

However, a more optimistic picture is 
painted by fund administrator GlobeOp, 
which obtains capital flow data from the 
USD174bn in hedge fund assets it services. 
According to the GlobeOp Capital Movement 
Index, net subscriptions to hedge funds 
amounted to 2.1 per cent of total assets in 
February, following inflows equivalent to 2.22 
per cent of assets in January.

Chief executive Hans Hufschmid told 
Reuters that investors seem more settled 
after a bad year for markets overall in 
2011: “In the last two or three months the 
uncertainty about Europe has settled down 
a bit, the economic numbers in the US 
are looking pretty positive, and people are 
happier to allocate to hedge funds.” n

environment in 2012 is Liongate Capital 
Management, winner of the Hedgeweek 
Global Award for Best Diversified Fund of 
Hedge Funds Manager. Last year, according 
to managing director Jeff Holland, both 
fundamental and systematic managers 
struggled even to preserve capital amid 
spikes in volatility and exceptionally high 
correlation between asset classes.

However, Liongate’s flagship fund is up 
almost 3 per cent in January and February. 
“Last year the preservation of capital became 
paramount in order to be ready to redeploy 
capital to emerging opportunities, but this 
year is more encouraging,” Holland says. 
“We’ve entered 2012 with a more nimble 
book of managers. Opportunities are 
improving as correlations break down, and 
we are using this to reallocate capital to 
conviction ideas.”

Despite the tricky market environment in 
2011, across the global industry investors 
appeared resigned rather than angry; there 
was no repeat of the spike of redemptions 
seen in the wake of the average 20 per 
cent losses endured by hedge funds in 
2008. According to TheCityUK, hedge funds 
enjoyed USD70bn in new inflows last year, 
although its distribution was uneven, to say 
the least.

Its report says USD150bn in net inflows 
during the first half of 2011 continued a 
trend seen in the second part of 2010, but 
the final six months saw net outflows of 
around USD80bn, largely as a result of 
increasing concerns about the European 
debt crisis, slowing global economic 
growth and heightened market volatility. 
However, TheCityUK believes net hedge 
fund inflows should resume this year as 
institutions increase allocations to alternative 
investments – a view supported by Deutsche 
Bank’s recent survey of institutional 
investors.

One firm that did not find capital-raising as 
difficult as most last year was London-based 
Dalton Strategic Partnership. The winner 
of the Hedgeweek Global Award for Best 
Long/Short Equity Fund Manager was able 
to hard-close both the Cayman-domiciled 
Melchior European Fund and the Ucits-
compliant Melchior Selected Trust: European 
Absolute Return fund, which follow the same 
investment strategy.

15 “In the last two or three 
months the uncertainty 
about Europe has settled 
down a bit, the economic 
numbers in the US are 
looking pretty positive, and 
people are happier to 
allocate to hedge funds.”
Hans Hufschmid, GlobeOp

the  hedGe  fund industry  today
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Since Arpad Busson founded EIM in 
1992, the firm, which specialises in the 
construction and management of tailor-
made fund of hedge funds portfolios, has 
seen its assets under management grow to 
USD6.2bn.

EIM’s philosophy is to help investors, 
many of whom simply lack the resources 
to conduct in-depth analysis of managers, 
identify the right third-party managers relative 
to their risk profiles and allocate capital to 
them accordingly.

“Our business has always been focused 
on bespoke portfolios, which make up 
about 90 per cent of our assets under 
management,” says Eric Bissonnier, partner, 
chief strategist and chairman of EIM’s global 
investment committee.

The firm has some 85 managers on 
its list of approved funds, around 15 of 
them added in the past 12 months – for 
opportunistic reasons, Bissonnier says: “For 
example, we’ve increased our allocation to 
structured credit and macro, especially in the 
commodity and emerging market spaces.”

In 2010, EIM launched LumX, a managed 
account platform that has since grown to 
more than USD700m, and last year the firm 
launched a Ucits hedge fund mandate for a 
Swiss institution.

Bissonnier believes the firm’s ability to 
think about what a client requires when 
investing in hedge funds sets it apart from its 
peers. “As we create bespoke portfolios, it’s 
a lot easier for us to adapt, not just in terms 
of strategies but also operationally through 
managed accounts,” he says. “We are able 
to express diversification in explicit terms.”

EIM excels at combining bottom-up 
strategy allocation with analytic tools that 
focus both on historical performance and 
also forward-looking scenarios. “Historical 
returns are not very good at describing the 
current risk environment,” Bissonnier says. 
“We use a lot of forward-looking work that 
describes the world today, anticipating a 

range of probable scenarios and making 
sure we’re conscious of that, and that our 
clients understand what it means for their 
portfolios.”

Another important element of risk 
management is that all managers contribute 
position-level risk data to RiskMetrics, 
which can be consolidated to facilitate 
the production of monthly risk reports. 
“We suspect that few institutions use 
RiskMetrics the way we do,” Bissonnier 
says. “A combination of forward-looking 
tools combined with actual exposures in the 
portfolio is definitely unique.”

Two of the firm’s seven commingled funds 
of funds that did particularly well last year 
were a multistrategy fund and a CTA product 
that was in the top performance quartile.

A new product, ECHO (Enhanced 
Convexity Hedge Overlay), illustrates how 
EIM adapts to market conditions. ECHO 
looks to generate outsized returns in extreme 
market events but is structured in a way that 
carries its weight during benign markets.

“The concept required certain payout 
profiles that were not available through 
existing funds,” Bissonnier says. “We 
therefore found managers who could 
implement the required strategies in a 
dedicated fund format on our LumX platform.

“It’s not a classic tail fund because we’re 
not just trying to catch the downside. We 
still want to capture an inflationary growth 
environment. Though unlikely to happen 
anytime soon, it’s definitely a worry for 
institutions. We have eight to 10 managers 
in the fund, two-thirds of which are weighted 
toward a disinflationary market.”

Bissonnier adds: “We’ve done a lot of 
work over the past three years to develop 
our use of RiskMetrics, bespoke portfolios 
and our managed account platform, 
looking for strategies off the beaten track. 
To have this hard work recognised by the 
Hedgeweek award is a positive for us, and 
we’re very proud to have won.” n

EIM
Best specialist fund of hedge funds Manager

EIM partner, chief strategist 
and global investment 
committee chairman Eric 
Bissonnier
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IMQubator
Best hedge fund seeding Platform

Two more fund managers joined IMQubator 
last year, taking the total number of seeded 
funds in its stable to nine. As a leading 
seeding platform, the business objective of 
the Amsterdam-based firm is simple: putting 
investors in control when investing in hedge 
funds and delivering to them a multiple 
income stream by investing in emerging 
managers. Each manager receives a seed 
ticket of EUR25m, with IMQubator taking a 
25 per cent equity stake in the management 
company.

All funds seeded by IMQubator fall 
under the umbrella of IMQ Investment 
Management, which acts as investment 
manager. According to chief executive 
Jeroen Tielman, 2011 saw a couple of new 
business developments, including early-stage 
development of a global network of capital 
introduction specialists.

“These are small independent entities 
that have high-quality contacts with specific 
investors,” Tielman says. “When we reach 
mutual agreement, they’ll get exclusivity for 
the IMQubator seed funds as well as the 
IMQubator fund itself.”

This will help address a twofold risk 
issue for emerging managers. “First, we 
overcome operational risk by having all 
our managers operate out of the same 
location in Amsterdam,” Tielman says. 
“Second is business development risk (i.e. 
raising capital). A lot of emerging managers 
stumble in this area, which our global capital 
introduction network will look to address.” 
IMQubator has space for four new investors.

Different limits are set with individual 
managers to minimise investor-related 
risk, and it’s this approach to close risk 
monitoring and business guidance that 
IMQubator feels adds value for its investors.

The two new funds are iStar, a CTA 
strategy established by two former AIG 
traders, and Volvar, a volatility arbitrage fund. 
Although IMQubator prefers all its funds to 

operate under the same roof, it has had to 
make a few exceptions.

One is Cavenagh, which now operates from 
Singapore since the majority of instruments it 
trades are Asia-based. The other is Charity & 
Investment Merger Arbitrage Fund. “This is an 
all-female team based in Paris,” Tielman says. 
“It would have been too disruptive to their 
family life to relocate them.”

The second development last year was 
the establishment of a mutual advisor 
relationship with Synergy Fund Management 
in Hong Kong to identify and seed the next 
generation of emerging managers coming 
out of Japan and China.

“We’re only at the first stage of the 
process,” Tielman says. “We did it because 
we see more emerging managers coming 
to market in Asia, and increased interest 
among Asian institutions in gaining exposure 
to emerging managers.”

This could result in IMQubator opening a 
second office in Hong Kong. “If we expand 
and get more Asian investors in our portfolio, 
it would make sense to have a second 
location,” he says.

IMQubator is purely oriented toward the 
end-investor and everything it does is based 
on their perspective. Tielman says the aim 
is to align interests between managers and 
investors more equally.

“As a seeder we know that we’re 
connecting with emerging managers at a 
time of maximum motivation, when they’re 
looking to prove themselves to the market, 
and that’s really appealing to investors,” he 
says. “They’re getting access to a unique 
moment in the lifecycle of a manager.”

Tielman adds: “We see the award as a 
real encouragement, and we’re honoured 
that Hedgeweek’s readers have rewarded us 
for the second year running. We’re motivated 
even more to continue on the path we’ve 
set. This award shows that people value 
what we’re doing.” n

IMQubator chief executive 
Jeroen Tielman
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Overv i ew

Managers of hedge funds and other 
alternative investment vehicles and strategies 
are grappling with what industry members call 
a “tsunami” of new regulation emanating from 
both sides of the Atlantic and encompassing 
investor protection measures, systemic 
risk provisions and new tax compliance 
obligations. Some fear that much of the 
industry risks being swept away by the flood.

So massive is the wall of regulation 
rushing toward the investment industry 
as a whole that regulators themselves 
are struggling to keep up. In February the 
European Securities and Markets Authority 
published its latest contribution to fleshing 
out the European Union’s Alternative 
Investment Fund Managers Directive, 

a discussion paper on key concepts of 
the directive designed to help it draw up 
technical standards.

Sometime between now and July 22, 
2013, Esma and the European Commission 
will have to finalise not only these technical 
standards and other guidance on how to 
interpret the directive but the so-called Level 2 
measures, pieces of legislation and regulation 
that should set out detailed implementation 
rules for a law whose vagueness and lack of 
clarity in certain areas reflects its chequered 
drafting and approval history.

In the meantime industry members and 
European bodies will be grappling with other 
legislative measures, including the second 
Markets in Financial Instruments Directive 

Industry battles  
to cope with tsunami  

of new rules
By simon Gray

hedGe  fund reGulat ion today
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The London-headquartered IMS Group is a 
leading provider of consulting and integrated 
business support to the asset management 
and securities industry. The group’s core 
service offering is regulatory compliance 
consulting to UK-regulated financial 
services firms. 

IMS supports more than 700 investment 
businesses, ranging from established 
global firms to start-ups. Of the firm’s 250-
plus hedge fund clients, around 70 are UK 
subsidiaries of US hedge fund firms. 

Today the hedge fund industry is 
undergoing a seismic shift in terms of the 
way funds are regulated. With Dodd-Frank 
in the US and the AIFM Directive in Europe, 
managers, and specifically compliance 
officers, have a lot of information to absorb. 

Head of regulation and compliance Peter 
Moore says the industry is now on the cusp 
of the regulatory tsunami that emerged post-
2008, and that 2011 was probably the last 
year of preparation for what’s coming.

“There are three strings of regulatory 
change,” he says. “We’ve got the change to 
the UK regulatory regime from 2013, various 
new European directives or revisits 
of existing directives, and we’ve got 
the US’s extraterritorial response 
in Dodd-Frank, investment adviser 
registration and Fatca.”

Although last year was largely 
business as usual for IMS, there 
were a couple of exceptions. “One 
thing that was meant to happen 
last year but didn’t was investment 
adviser registration with the SEC,” 
Moore says. “We were good to go 
in the middle of last year, then we 
heard it had been extended to the 
first quarter of 2012 – an extension 
that was in many respects welcome.

“The other exceptional feature 
last year was market volatility. In a 
regulatory sense market volatility 
probably manifested itself in the 
various short-selling bans, one of 

the best – or worst – examples of regulation 
made on the hoof. People came into work 
on a Friday and suddenly found they weren’t 
allowed to short certain stocks.”

In Moore’s view, shared by many in the 
industry, despite the phenomenal amount of 
new regulation in the market, the sum total 
of all these changes will not make the world 
a better place to a commensurate degree.

One of the more positive regulatory 
developments in Europe is the harmonised 
short-selling regime. Says Moore: “From 
November 1, 2012 we will have a situation 
where the answer to the question, ‘How 
does the short-selling regime in Latvia 
compare with the UK’s?’ will be ‘It’s all 
the same’. That’s a good thing. The other 
hidden positive is the possibility that Esma 
will actually reduce the number of short-
selling measures.”

One key feature of IMS is that it can get 
into the minds of clients and appreciate 
what they want and need, which involves 
drip-feeding vital information at the right 
time. Says Moore: “What we do well is look 
at what’s coming down the line, assess 

the impact and give clients an 
appropriate amount of information 
at an appropriate time before the 
relevant changes come into effect.

“If we’d spent the past three 
years peppering clients with monthly 
newsletters on, say, the AIFM 
Directive, it would have amounted 
to the overprovision of information 
about a very prolonged debate.”

Moore adds: “We’re delighted 
to win the award for Best 
European Regulatory Advisory 
Firm for the second year running. 
It demonstrates that Hedgeweek 
readers continue to appreciate the 
service we provide and that through 
constant self-examining of what we 
do, we continually seek find new 
ways to improve our business in 
line with our clients’ needs.” n

IMS Group
Best european regulatory advisory firm

IMS Group head of regulation 
and compliance Peter Moore

Stephen Burke accepts the 
award for Best European 
Regulatory Advisory Firm on 
behalf of IMS Group
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(MiFID II), which will have an impact on the 
investment management sector, perhaps in 
particular affecting the eligibility of investors 
in Ucits that follow alternative investment 
strategies.

Discussions on MiFID II are examining 
whether the revised directive should remove 
the automatic assumption that all Ucits are 
non-complex products. The implication for 
Ucits funds deemed to be complex is that 
they would no longer be eligible for execution-
only sales and that potential investors would 
need to meet an appropriateness test. This 
might have implications for the distribution 
of Ucits not only in Europe but in growing 
markets across Asia, Latin America and the 
Middle East.

Cost of inadequate supervision
“More and more complex products, such 
as those involving hedge fund strategies, 
are entering the Ucits framework,” Esma 
chairman Steven Maijoor told delegates 
to the spring conference organised by 
the Association of the Luxembourg Fund 
Industry in March. “The issue of whether 
Ucits are complex or non-complex needs to 
be addressed from the investor side. Are we 
really certain that internally-complex products 
are simple to investors under all scenarios?”

During an at times lively discussion 
Maijoor was challenged by Claude Kremer, 
chairman of the European Funds and Asset 
Management Association (Efama), on 

whether overregulation might drive business 
out of Europe. “We are in favour of adequate 
regulation, but not all regulation is adequate 
and appropriate,” Kremer declared.

Maijoor’s riposte: “Most regulatory reform 
is focusing on the banking industry. Will it 
kill banks? Light-touch regulation already did 
that to some banks.” He added: “There is 
a short-term cost to the industry, regulators 
and finance ministries, who are all parts of 
the chain, but the cost of not having the 
right kind of supervision is enormous. If we 
really think regulation is needed for investor 
protection, there can never be an argument 
for lower standards. Lower regulation may 
bring a short-term benefit over one, two or 
even five years, but in the long term there 
will be a price to be paid.”

The fund industry has to worry not only 
about measures that affect it directly but 
legislation whose indirect effects could be 
just as significant. For example, the EU’s 
revised Taxation of Savings Directive, should 
member states reach agreement on it, will 
potentially bring many more types of fund, 
as well as different types of non-individual 
investor, within the scope of exchange of 
tax information arrangements, although this 
is something the industry has already been 
coping with for several years.

The Solvency II Directive, governing 
capital requirements for institutions such 
as insurance companies and pension 
schemes, will not impact the fund industry 

hedGe  fund reGulat ion today
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Building on our core strengths.
Thank you to our clients.

J.P. Morgan Worldwide Securities Services is 

a global leader in providing innovative hedge 

fund administration services and solutions to 

the world’s largest institutional investors and 

alternative asset managers. We would like to 

thank you for the trust and confidence you place 

in us every day. Through close partnership with 

you, our services continue to be at the forefront 

of the industry.

Above all, we remain committed to effectively 

meeting your needs. As markets fluctuate and 

evolve, our global capabilities and financial 

strength can help you mitigate risk, enhance 

revenue and increase efficiency. 

In an increasingly complex marketplace, 

look to J.P. Morgan for strategic vision and 

experience few can match.

Best North American Hedge  
Fund Administrator 
Hedgeweek Global Awards, 2012

Best Hedge Fund Administrator 
Hedgeweek US Awards, 2011

Recognized for Service Excellence  
in Hedge Fund Administration  
Global Custodian, 2008-2011

Hedge Fund Custodian of the Year 
ICFA, European Service Awards, 2010
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J.P. Morgan 
Hedge Fund Services

Best north american hedge fund administrator

J.P. Morgan’s Hedge Fund Services (HFS) 
group resides within Worldwide Securities 
Services (WSS), providing comprehensive 
solutions to both hedge funds and funds of 
hedge funds looking to optimise operational 
efficiency, mitigate risk and enhance revenue.

Its follow-the-sun business model and 
robust technology ensure that managers 
have the full support they need for all 
aspects of hedge fund administration. In 
addition, its first-class team of professionals, 
who understand complex strategies, 
service client needs in a diligent and 
efficient manner.

HFS supports more than 100 clients and 
420 funds, equating to more than USD112bn 
in assets under administration. Over the 
past year, HFS enjoyed significant growth 
and continued to make strides in the 
marketplace.

Elliott Brown, global product executive 
at J.P. Morgan WSS, says: “Within North 
America, assets under administration for 
HFS have grown by 116 per cent, and our 
number of funds has increased by 
28 per cent. We’ve also increased 
our number of relationships in North 
America by 33 per cent over the 
same period.”

Straight-through processing 
support allows HFS to handle a 
wide range of fund administration 
issues across middle- and back-
office functions. Back-office 
capabilities include fund valuation, 
independent pricing, financial 
reporting and multi-jurisdictional 
tax services. Middle office 
capabilities include trade operations, 
reconciliation, OTC derivatives 
processing and portfolio accounting.

Says Brown, “One of the key 
challenges in the hedge fund market 
is being able to service alternatives 

clients holistically, and our platform allows 
for this irrespective of fund structure and/
or strategy. J.P. Morgan’s strong commitment 
to premier technology and our experienced 
professionals enable us to meet this 
challenge.” Another key challenge is keeping 
pace with ongoing regulatory changes, and 
J.P. Morgan is well placed to help managers 
meet this ongoing demand.

Highlighting the commitment of HFS to 
technology, Brown says a new interactive 
portal, Alternative Investment Reporting, is 
scheduled to launch in the first quarter of 
this year. This new technology will enable 
alternative asset managers across hedge 
fund, real estate and private equity strategies 
to view, analyse and extract data from 
dashboards, workflow tools and reports. 
It will be the latest addition to J.P. Morgan 
ACCESS, the firm’s online platform for client-
facing applications.

In addition to facilitating the consolidation 
of data and generation of reports across 
hedge fund strategies via a single reporting 

platform, the portal will also 
include a comprehensive workflow 
module, allowing clients to monitor 
the progress of key operational 
processes.

Technology aside, it is the J.P. 
Morgan blue-chip brand, a fortress 
balance sheet, cutting-edge product 
and commitment to top people that 
help keep HFS one step ahead of 
the competition.

Brown says of being named 
Best North American Hedge 
Fund Administrator: “We are very 
honoured to have been recognised 
by Hedgeweek for the second 
year in a row, as it reflects our 
continued investment in talent 
and innovative client-facing 
technology.” n

J.P. Morgan Worldwide 
Securities Services global 
product executive Elliott 
Brown

Elliott Brown accepts the 
award for Best North 
American Hedge Fund 
Administrator on behalf of J.P. 
Morgan Hedge Fund Services
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including the UK and Sweden in opposing 
the tax within the EU Council, although the 
union’s political heavyweights, Germany 
and France, are its strongest backers. Alfi 
and other fund industry bodies hope that 
the Commission will succeed in finding 
alternative possibilities less damaging to 
broad swathes of Europe’s financial industry.

Ongoing debate on Fatca compliance
All this is before considering the 
consequences of regulatory and other 
measures emanating from the United States 
but with extraterritorial effect. The highest-
profile measure on the horizon is the Foreign 
Accounts Tax Compliance Act, or Fatca, 
which will oblige foreign financial institutions 
to report income received by US citizens or 
residents to the Internal Revenue Service on 
pain of seeing a 30 per cent withholding tax 
levied on their US-source income.

In February the US unveiled details of 
how Fatca is intended to function. It also 

directly but could affect the extent to which 
such institutions can invest in hedge funds. 
There’s also the proposed EU Financial 
Transactions Tax, although the industry is 
doing all it can to fend that measure off, 
arguing that in the absence of agreement 
on co-ordinated application of comparable 
measures worldwide, it will simply cause 
fragmentation of global markets.

According to Alfi director-general Camille 
Thommes, had such a tax been in force last 
year, it would have cost the Ucits industry 
no less than EUR38bn – EUR15bn on 
subscriptions and redemptions and EUR23bn 
on the purchase and sale of securities. “That 
is assuming an annual portfolio turnover of 
1, but turnover within money market funds, 
which invest in short-term instruments so 
have to reinvest much more often, is 6.5 
times. The Financial Transactions Tax would 
kill the money-market fund industry.”

Perhaps it will not come to that. 
Luxembourg is lined up with countries  30
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Liongate Capital Management
Best diversified fund of hedge funds Manager

Liongate Capital Management, founded 
in 2003, manages USD2.5bn in assets 
on behalf of its global client base, which 
includes leading global pension funds, 
wealth managers, insurance companies and 
sovereign wealth funds.

The firm’s flagship fund, the Liongate 
Multi-Strategy Fund, has outperformed the 
HFRX Global Index by an annualised 7.53 per 
cent since launch and also fund of hedge 
funds peers while also providing lower 
correlation to hedge fund and traditional 
market indices.

An active approach to hedge fund strategy 
selection, including a greater willingness to 
redeploy capital, a focus on niche strategies, 
effective liquidity management and insistence 
on detailed transparency are the key 
competitive drivers that differentiate Liongate 
from its peers.

The firm’s investment philosophy begins 
with a top-down approach to strategy 
allocation. A detailed understanding of how 
macroeconomic factors influence strategies 
is used to identify strategies and managers 
who are poised to outperform.

As part of this philosophy, Liongate 
focuses on managers exploiting niche 
opportunities and avoids those with the 
broadest mandates, which allows for 
improved portfolio construction, enhancing 
returns. It also leads to a focus on mid-sized 
managers, typically with between USD500m 
and USD2bn in assets, which stems directly 
from evidence that these managers deliver 
outperformance over time.

Last year was by no means easy for 
Liongate. Spikes in volatility made it difficult, 
says managing director Jeff Holland, because 
correlation between assets was exceptionally 
high. “Fundamental managers took a big hit 
last year as markets ignored fundamentals 
and traded on headlines,” he says. “They 
were not alone, however, as even systematic 
managers were able to preserve capital 
at best.”

Liongate was not immune to this volatility. 

“We didn’t meet our performance objectives 
last year,” Holland acknowledges. “Hedge 
funds overall faced strong headwinds as 
volatility persisted for an extended period. 
We reduced our directionality over the year, 
scaling down certain strategies that had 
been highly profitable and redeploying capital 
to more liquid, defensive strategies.

“Last year the preservation of capital 
became paramount in order to be ready to 
redeploy capital to emerging opportunities, 
but this year is more encouraging. We’ve 
entered 2012 with a more nimble book of 
managers. Opportunities are improving as 
correlations break down, and we are using 
this to reallocate capital to conviction ideas.” 
This positioning is working, as the flagship 
fund is up almost 3 per cent in the first two 
months of the year.

According to Holland, risk management 
is a balancing act between the longer-term 
objective of wanting to allow a manager or 
strategy time to work and remaining mindful 
of losses. “Since the fund’s inception, our 
monthly drawdowns have been consistently 
lower than the 10 largest drawdowns on the 
HFRX, which demonstrates our successful 
focus on portfolio risk management,” 
he says.

“Our proprietary risk system, PRiMa, allows 
us to slice and dice the portfolio using many 
different approaches. In particular, we use it 
to aggregate exposures of all the managers 
in the portfolio. Looking at these aggregated 
positions gives us a greater picture of where 
our risks lie and where we may need to 
increase or reduce a manager to improve risk 
at the portfolio level.”

Of winning the Hedgeweek award, Holland 
says: “We’re happy that investors recognise 
our performance, but it was a tough year. 
We’re grateful for the trust our clients place 
in us. We are optimistic that we are seeing 
a more constructive environment for hedge 
fund investing and remain focused on 
positioning ourselves appropriately to profit 
from these trends.” n

Liongate Capital Management 
managing director Jeff Holland
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Lyxor Asset Management
Best Managed accounts Platform

business model, an important feature when 
counterparty risk is top of investors’ minds. 
It uses 11 prime brokers, three independent 
fund administrators and 15 authorised OTC 
derivative counterparties. “Such things were 
appreciated in particular last year by our 
institutional investors, who rely on solid risk 
guidelines,” Keller says. “In volatile markets 
this rigorous approach equates to better 
protection of clients’ capital.”

Last year also saw Lyxor introduce 
multistrategy funds to the platform, further 
underscoring its reputation as an industry 
leader. “This represents a new frontier for 
the industry, as you must master various 
technological and legal challenges to 
replicate such complex strategies in a 
managed account framework,” Keller says.

Lyxor’s risk management framework is 
based on three primary sources: selection 
risk, operational risk and market risk. 
With respect to the latter, the platform’s 
transparency is used to control style drift, tail 
risk and extreme market risk. Customised 
investment guidelines in areas such as 
leverage, liquidity and options allow managers 
dovetailing their strategy into a managed 
account format to pre-define the level of risk. 
In 2011, a new customised and dedicated 
online environment was launched to enhance 
transparency for professional investors.

The web site allows investors to manage 
their portfolios actively. Says Keller: “They 
can track their investments with access to 
an extensive set of risk and performance 
indicators within a totally secure, confidential 
framework. The service specifically responds 
to investors’ key decision criteria: security, 
transparency, risk management and liquidity.”

On winning the Hedgeweek award, Ingrid 
Martin, deputy head of Lyxor MAP, says: 
“We are honoured to get this recognition for 
the third year running, especially because 
it comes from a global reader survey. We 
would like to share this award with our 
investors and business partners worldwide, 
who have trusted us for 13 years.” n

Last year Lyxor’s Managed Account Platform 
continued to go from strength to strength. 
A total of 28 new funds were onboarded to 
the industry’s largest individual commingled 
managed account platform across a diverse 
range of strategies including special situations, 
merger arbitrage, emerging market long/short 
equity, global macro and long/short credit.

Four tenets – liquidity, performance, risk 
and transparency – make the Lyxor MAP a 
leading platform and have helped total assets 
under management rise to some USD11bn 
as of January. Around 120 funds, including 
both mutualised and dedicated funds, are 
now available, offering unparalleled levels of 
transparency. Lyxor prides itself on making 
the best managers available to investors 
and places great emphasis on innovation, 
selecting niche funds not typically available 
on other platforms.

Head of MAP research Stefan Keller says 
that in terms of product innovation the focus 
in 2011 was on three themes in line with 
investors’ needs: emerging markets, with 
the addition of names including Ortus (FX 
trading), Lighthorse (China long/short equity) 
and BNY Mellon ARX (Brazil long/short 
equity); multistrategy, with the launch of three 
funds in partnership with Balyasny Asset 
Management, George Weiss Associates and 
AQR Capital Management; and long/short 
credit arbitrage.

“We covered all geographic regions: 
Income Partners (Asia), Constellation Capital 
(Latin America), Henderson (Europe) and 
Advent (US),” Keller says. Long/short equity 
managers make up the majority of funds 
on the platform, but event-driven and risk 
arbitrage funds, CTAs and global macro are 
also well represented.

Established managers such as Cheyne 
Capital, AQR, Brevan Howard, BlackRock 
and Traxis, along with the next generation of 
rising stars, provide a balanced mix of large 
institutional-quality organisations and smaller 
boutiques.

The platform uses an open-architecture 

Lyxor Managed Account 
Platform deputy head Ingrid 
Martin
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was not until June last year that a legally 
and linguistically revised version could be 
translated into the EU’s official languages 
and formally signed. It was published in the 
EU Official Journal on July 1, 2011 and came 
into force on July 21.

Adding detail to the AIFMD framework
Passage of the primary legislation is only 
the first stage of implementation, however, 
for a European law that is harmonising for 
the first time the activities of alternative 
fund managers operating or marketing 
their products within Europe. In addition, 
to facilitate winning approval from the EU’s 
legislative bodies it skated over some 
awkward topics, including the modalities 
of how non-EU managers and funds could 
obtain access to the post-AIFM Directive 
European market, with vague language that 
could somehow be firmed up later.

That job is down to the Commission and 
Esma, and the latter body – the Committee 
of European Securities Regulators given 
institutional form at the beginning of 2011 
– has won at least grudging praise from 
industry members that initially feared an 
instinctive distrust of alternative funds as 
a species and a readiness to embrace 
regulation for its own sake.

Practitioners generally give the authority 
good marks for listening to their concerns, 
but the task for industry members 
and regulators alike to prepare for the 
implementation of the directive not much 
more than a year away remains herculean. 
An important step was achieved last 
November when Esma sent its advice on 
level 2 measures, a numbing 500 pages, to 
the Commission for consideration.

The proposed rules – drawn up in 
response to a 2010 request originally sent 
to Esma’s predecessor, Cesr – took into 
account industry feedback received by Esma 
in response to two consultation papers, 

announced an agreement in principle with 
the UK, France, Germany, Italy and Spain that 
would allow banks and other financial firms 
in those countries to report on investments 
by US persons to their home government 
rather than to the IRS. This would circumvent 
any restrictions on communication of 
client information and possibly simplify the 
reporting process.

Although Luxembourg and Ireland, as 
Europe’s leading fund jurisdictions, have also 
expressed interest in similar deals, KPMG 
Luxembourg partner Georges Bock says the 
advantages are perhaps not quite as evident 
as they first appeared, since countries going 
down this route will have to adopt some form 
of Fatca legislation into their national law.

In addition, investment groups with 
operations in multiple countries would have 
to strike agreements with the national tax 
authorities in all those countries. In the end, 
dealing with the IRS alone might be simpler. 
But for all the ongoing discussions about 
how compliance might be eased, industry 
members accept that there is no likelihood of 
Fatca going away.

Less widely reported than the Fatca 
discussions are the efforts being made by 
organisations such as Efama to persuade 
the US authorities to make changes in 
the way the Volcker Rule, designed to 
curb proprietary trading and sponsorship 
of alternative funds by federally-protected 
banks, would apply to asset managers and 
others elsewhere in the world.

The Dodd-Frank Wall Street Reform and 
Consumer Protection Act, under whose aegis 
the Volcker Rule was introduced, also requires 
non-US hedge fund managers with 15 or more 
US investors to register with the Securities and 
Exchange Commission, in many cases on top 
of being regulated at home.

At least hedge fund regulation and 
oversight by the SEC appears relatively 
straightforward, if burdensome; Europe’s 
AIFM Directive is something else altogether. 
It’s now nearly three years since the first 
draft of the legislation was published by the 
Commission, in April 2009; it took a further 
19 months, until November 2010, for the 
European Parliament and EU Council (the 
member states) to iron out a compromise 
on a number of contentious issues and 
agree the final shape of the text; and it 
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“More and more complex 
products, such as those 
involving hedge fund 
strategies, are entering the 
Ucits framework.” 
Steven Maijoor, Esma
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Mohican Financial 
Management

Best Convertible arbitrage fund Manager

that exceed the implied median credit spread of 
the small- and mid-cap US convertible coupon 
bond market and the interest rate of like-for-
like maturity US Treasuries. Most positions in 
the portfolio, which is 95 per cent allocated to 
small- and mid-cap convertibles, are held for 
years rather than weeks or months.

On selecting positions, Eric Hage says: 
“We use bottom-up research with a primary 
focus on the credit quality of a company. If 
we feel comfortable with the balance sheet, 
business plan and management team, we’ll 
look at the convertible security and gauge 
where it is being priced in the market versus 
our judgment of where it should be priced.

“If the convertible trades at an implied 
credit spread that is significantly wider and/
or a volatility that is low relative to our 
expected future volatility, we’ll research the 
security further, and add it to our portfolio if 
it meets our criteria.”

Risk in the fund, which is delta neutral, is 
controlled, according to Hage, by maintaining 
a well-diversified portfolio across industry 
exposures with strict limits on individual 
position sizes per company. “The portfolio 
is also closely monitored from a top-down 
basis with regard to all macro exposures 
such as vega, rho and credit spread risks.”

Hage says the fund outperformed its 
peers last year because of Mohican’s 
security selection process and its ability to 
control risk: “We avoided any major losses 
and made significant positive returns on 
some underfollowed, smaller cap companies 
that few others in the space take the time to 
research the way we do.”

On winning the Hedgeweek award, Hage 
says: “It is gratifying to receive outside 
recognition for our efforts, but this business 
is about delivering positive results for our 
clients. We thank them for trusting us with 
managing their money – a responsibility we 
take very seriously.” n

Mohican Financial Management, based 
in Cooperstown, New York and Wilton, 
Connecticut, was established in October 
2002 by brothers Eric and Dan Hage, who 
between them have more than 35 years’ 
experience trading convertible securities.

The rest of Mohican’s management team 
comprises credit analyst Marc Abizaid, chief 
financial officer Judd Vollbrecht, compliance 
officer Charles Hage, marketing manager 
Sean Nelen and operations manager 
Rebecca Gardner.

The Mohican VCA Master Fund, which 
was selected to join the Lyxor Managed 
Account Platform in 2007 as the Lyxor/
Mohican Convertible Arbitrage Fund, focuses 
on convertible securities of small- and mid-
cap US companies. In many ways the firm 
is closely aligned with the niche market in 
which it trades, priding itself on being small, 
focused and specialised. 

Says Nelen: “Our size, experience and 
focus really help us in the less followed 
small- and mid-cap universe. Our focused 
research process enables us to get to know 
these companies in depth, and our versatile 
approach to arbitrage allows us to profit from 
different types of arbitrage opportunities.”

There are many benefits to focusing the 
fund’s investment strategy on small- and mid-
cap companies, which have originated some 81 
per cent of all new issuance in the convertibles 
space since the beginning of 2005.

Not only does this mean that the supply 
and range of buying opportunities are far 
greater than in the large-cap space, but 
the fact that these securities are often 
inefficiently priced and offer higher yields 
means that there’s significant arbitrage 
potential and, from a risk management 
perspective, less dependence on using 
excessive leverage. The Mohican fund 
typically only uses about 1.7x leverage.

The aim is to generate returns to investors 

Mohican Financial 
Management co-founder Eric 
Hage
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Peregrine Communications
Best european Public relations firm

London-based Peregrine Communications 
is one of Europe’s most successful 
specialist financial public relations agencies. 
Established in 2003 by partner and chief 
executive Anthony Payne, Peregrine has 
built an award-winning reputation based on 
proven results and first-class client service.

Reflecting on 2011, Payne says the firm 
focused on pulling intellectual capital out 
of managers to package and translate 
their investment edge. This was helped 
by the hiring in June of partner and 
head of research Ermanno Mattio, who 
previously worked in research and business 
development for institutions ranging from 
Commerzbank to Credit Suisse.

“We’re putting together messaging that 
communicates the investment edge, which 
we translate into presentations, web sites 
and media activities,” Payne says. “Some 
agencies, because they don’t necessarily 
understand the complexity of what they’re 
hearing, tend to dumb things down.” He 
adds: “Creating noise like expert commentary 
– that’s too easy. You have to work a lot 
harder than that. The objective here is to 
help clients own the space.”

He points to ‘The Black Swan’ author 
Nassim Nicholas Taleb who, whether he 
intended to or not, used a highly successful 
PR strategy: he developed a strong 
viewpoint, packaged it effectively through 
his book, then communicated it rigorously 
by means such as speaking at conferences. 
“Now his name is synonymous with tail risk,” 
Payne says. “We do the same – for example, 
our emerging markets clients are top of the 
list in their space.”

Peregrine understands the importance 
of understanding and communicating 
complexity, and clients are proving very 
receptive. Payne says there’s an “element 
of frustration” among hedge fund managers, 
generally speaking, who find it difficult 
working with PR advisors that don’t fully 
understand what it is they do.

“They’ve been waiting for this additional 
support,” he says. “We spend time sitting 
with clients extracting their investment DNA. 
For each interview we arrange with the 
press, we spend time negotiating the story 
idea. It’s a systematic process that gives 
clients the opportunity to communicate 
clearly and emphasise their investment edge, 
and leads to better results.”

Not that the process is plain sailing. By 
their nature, portfolio managers are reluctant 
to give away too much detail. 

To Payne it’s a balancing act between 
communicating as much as possible while at 
the same time not revealing the fund’s secret 
sauce. “There’s a lot they can talk about, but 
it boils down to trust, time and expertise,” 
he says. “It’s not easy getting people to 
open up.”

Last year was a good one for other 
reasons at Peregrine. It laid the groundwork 
for winning Rogge Global Partners, one of 
the world’s biggest fixed-income managers, 
this month, the latest of a number of new 
clients. The firm also undertook branding 
work with a number of clients looking to 
upgrade the impact of their web sites, their 
marketing collateral.

“Clients want to look more institutional 
to mirror the investors they’re pitching 
to,” Payne says. “They want a more 
coherent package so that their presentation 
communicates the same message as 
their web site. We also did a lot of internal 
consultancy work for clients such as funds 
of funds, helping them research investors 
and underlying fund managers as they start 
thinking about how to reposition themselves 
going forward.”

He adds: “We’re extremely excited to 
have won the award for the second year 
running, but we’re not resting on our laurels. 
We’re doing everything we can to provide as 
much value as possible to our clients, and 
it’s gratifying that Hedgeweek readers have 
recognised this.” n

Peregrine Communications 
chief executive Anthony Payne
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published last July and August. However, 
the Commission indicated in November that 
it remained open to further input from the 
industry and other stakeholders before it 
finalised the rules in the second quarter of 
this year – ironic in the light of the complete 
lack of consultation before the original 
proposal was unveiled three years ago.

A key aspect of Esma’s advice covers an 
issue widely viewed as inadequately dealt 
with in the primary legislation: seeking to 
clarify the duties of depositaries to alternative 
investment funds, such as monitoring 
funds’ cash flows, defining what kind of 
assets need to be held in custody and 
which do not, and as a corollary defining 
the circumstances in which assets held in 
custody can be deemed to be lost and the 
consequences thereof for custodians and 
investors. This appears to be the principal 
area in which the Commission is thought 
likely to produce final rules more stringent 
than those proposed by Esma.

Co-ordination with MiFID and Ucits rules
The advice also adds detail to the framework 
under which third-country firms and managers 
will be able access European investors, 
both before and after the AIFM Directive’s 
marketing ‘passport’ is due to be extended to 
non-EU firms and funds in or after mid-2015. 
But questions about the central issue of how 
co-operation between EU regulators and their 
counterparts outside the union should be 
formalised and details of what it should entail 
still need further work.

The first part of the advice, covering 
general provisions for managers, 
authorisation and operating conditions, 
clarifies how the asset thresholds 
determining whether a manager is subject 
to the directive will operate, and how 
managers should cover risks arising from 
professional negligence through the holding 
of additional capital or insurance. In many 
cases rules in areas such as conflicts of 
interest, recordkeeping and organisational 
requirements are based on equivalent 
provisions of the MiFID and Ucits legislative 
frameworks.

The second part of the advice proposes 
a framework governing depositaries of 
alternative funds, include the criteria for 
assessing whether the prudential regulation 

and supervision applicable to a depositary 
established in a third country has the same 
effect as the provisions of the directive.

In response to protests from industry 
bodies such as the Alternative Investment 
Management Association (Aima), Esma 
dropped the nebulous concept of 
‘equivalence’ of third-country regimes with the 
directive’s provisions, which had already been 
discarded during the process of finalising 
the primary legislation, in favour determining 
whether measures in such jurisdictions 
have “the same effect” as those within the 
EU. It has also proposed criteria such as 
the independence of the financial regulator, 
eligibility requirements for organisations 
seeking to act as a depositary, and the 
existence of sanctions to punish violations.

A particularly thorny issue is defining 
the circumstances under which a financial 
instrument held in custody should be 
considered as lost and determining whether 
a depositary is required to return an asset 
or its value. Esma has proposed that an 
asset should be considered lost if financial 
instruments supposedly owned by a fund 
either cease to exist or are found never 
to have existed, if the fund has been 
permanently deprived of its ownership rights 
over the instruments, or if it is permanently 
unable to dispose of the instruments.

The document also aims to clarify what 
constitutes external events beyond the 
reasonable ability of the depositary to 
control or protect against, and the reasons 
that would justify allowing a depositary 
contractually to discharge its liability to make 
restitution of the assets.
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PIMCO
Best relative Value fund Manager

“The tail-risk strategy primarily consists 
of long volatility positions across multiple 
markets to hedge against extreme market 
crises.” she says. “Returns in the active tail-
risk strategy are generally expected to be 
negative in benign markets but may produce 
strong positive returns when the volatility of 
certain asset classes spikes. Furthermore, 
the fund is committed to spending at 
least 300 basis points per year on tail-
risk hedging.”

Since the fund’s launch in July 2011 equity 
and bond markets have risen and fallen, 
producing periods of high and low volatility, 
but the MAV fund has generated positive 
returns every month, albeit over a short 
time period. Says Min: “Up to the end of 
December, the fund returned 20.1 per cent 
net of fees with annualised volatility of 9.3 
per cent. Structural positions contributed 
70 per cent of the returns, discretionary 
positions 15 per cent and tail-risk hedging 
strategies 15 per cent.”

Min believes the fund’s low correlation 
with traditional asset classes makes it 
a good diversifier for investor portfolios. 
Certainly its market-neutral structure and 
active tail-risk overlay equip it to add value 
across asset classes in a variety of market 
environments.

“The competitive landscape is limited 
for relative value volatility strategies,” says 
Min. “Proprietary trading desks are closing 
and the hedge fund community too has a 
much smaller asset base than pre-crisis. 
While dislocations in the markets have 
become more frequent and extreme, the 
competition in chasing those dislocations 
has diminished materially.”

She adds: “We are delighted by the 
Hedgeweek award and committed to 
focusing on volatility as an asset class – 
delivering high absolute returns with limited 
volatility from PIMCO’s best ideas across 
global asset classes.” n

Past performance is not a guarantee or a reliable indicator 
of future results.

The PIMCO Multi-Asset Volatility Fund treats 
volatility as an asset class and targets 
net annualised returns of 10 to 15 per 
cent with equivalent volatility, independent 
of broad measures of market return. 
Positions span interest rates, equities, 
commodities and currencies, and reflect 
structural, opportunistic and tail-risk hedging 
dimensions.

Josh Thimons, Josh Davis and Matt 
Dorsten, the fund’s portfolio management 
team, are supported by PIMCO’s extensive 
firm-wide resources across trade operations, 
portfolio management/analytics and product 
management.

PIMCO combines its deep understanding 
of volatility markets with a robust 
macroeconomic investment process. The 
portfolio is designed so that no single theme 
dominates. Within structural strategies each 
asset class has a 15 to 25 per cent expected 
source of added value and risk contribution, 
while for alpha strategies it is 25 to 50 
per cent.

Product manager Min Xiao says: “Structural 
positions exploit the tendency for levels of 
price volatility implied by options markets to 
exceed the values that are actually realised. 
Structural anomalies persist because 
end-users of the options markets are like 
insurance buyers who willingly pay a volatility 
premium. Each structural sleeve may have its 
own hedging requirements and together, the 
structural strategies are sized with particular 
risk targets and diversification effects in mind.

“Discretionary positions express relative 
value views, both within and across the asset 
classes, in conditional form. Often influenced 
by macro considerations, these conditional 
positions are designed to produce asymmetric 
payoffs with limited downside risk. These 
positions, two or three per asset class on 
average, add an element of risk diversification 
and are rigorously governed with stop-loss 
and targeted gain limits.”

Min also stresses the importance of tail-
risk hedging in overall portfolio construction. 

PIMCO Multi-Asset Volatility 
Fund product manager Min 
Xiao
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Saemor Capital
Best Market neutral fund Manager

changing macroeconomic conditions, to 
apply a shorter-term tactical overlay in what 
Saemor describes as dynamisation.

“We employ a tailored approach for 
specific stocks and market segments, and 
changing macro-economic regimes,” says de 
Kleijn. “Of the approximately 1,000 stocks we 
rank every day, the top 20 per cent are long 
candidates, the bottom 20 per cent short 
candidates.

“As 2011 progressed and the euro crisis 
unfolded, we stuck with our preference for 
quality, such as health care, telecoms and 
utility stocks, and continued to be short 
financials and chemicals. Our preference for 
large caps over small caps also contributed 
to outperformance.”

The flexible approach of the Quadrant 
model enables it to adjust to prevailing 
macroeconomic and market conditions, and 
the investment team is always ready to fine-
tune the model when necessary.

“We put a lot of effort into finding the 
best combination of factors for each sector, 
as return drivers differ among sectors,” de 
Kleijn says. “In our model we emphasise 
those aspects of stock selection where we 
believe a quantitative approach works best. 
Our portfolio is constantly tilted toward 
stocks that fit both our fundamental and 
behavioural stock selection criteria and our 
macroeconomic views.”

Unlike with pure quant funds, Saemor’s 
portfolio management team have a deep 
knowledge of the companies they are 
investing in. This knowledge is used as a 
risk overlay, according to de Kleijn, limiting 
the fund’s exposure to companies where 
M&A event risk is looming or litigation risk is 
an issue.

He adds: “Four years after launching 
the company, this award is more than just 
recognition of our views on equity investing. 
Saemor provides a high level of transparency 
on the portfolio and its returns, and is 
ready to take new professional investors on 
board.” n

Netherlands-based Saemor Capital was 
established in 2008 with the backing of 
insurance company Aegon, where a number 
of Saemor’s team previously worked. 
Founder and chief executive Sven Bouman 
was head of equities at Aegon, while chief 
financial and operating officer Patrick van de 
Laar was head of derivatives and hedging.

The Saemor Europe Alpha Fund is a 
market neutral long/short equity strategy that 
focuses on European equities and equity-
related securities. It currently manages 
USD650m of assets in the portfolio, which 
contains 250 positions, and limits each 
position size to a maximum of 3 per cent of 
the fund’s NAV.

Saemor uses a dynamic multi-factor model 
known as the Quadrant Model – the four 
quadrants comprise valuation, profitability 
and growth, momentum and quality. A 
selection of 1,000 stocks is ranked daily 
by the Quadrant Model using 50 different 
metrics, although the team uses qualitative 
judgement in tandem with the systematic 
model to maximise fund performance.

Last year, three of the four quadrants 
performed positively, according to investor 
relations manager Erwin de Kleijn: “In 2011 
the fund enjoyed a 17.8 per cent return. When 
economic activity started to slow around May, 
the model began favouring highly profitable 
companies with stable earnings growth and 
continued earnings upgrades.” The fund was 
able to add value by emphasising quality 
and earnings momentum at the expense of 
valuation factors.

The multi-factor model is based on 
sound economic and behavioural rationale 
that is tested and analysed extensively. 
Enhancements are applied to different 
aspects of the model, so that rather being 
‘pure value’ or ‘pure growth’, for example, 
the Quadrant Model can consider stocks 
as a mixture of the two styles, producing a 
more blended, nuanced approach.

Additionally, the strategy takes into 
account exogenous events, such as 

Saemor Capital investor 
relations manager Erwin de 
Kleijn
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A central focus of the directive is 
preventing or mitigating systemic risk. 
Esma’s advice clarifies the definition of 
leverage, how it should be calculated 
and whether a regulator should be able 
to impose leverage limits on a particular 
manager, prescribing two standard 
calculation methodologies, the commitment 
and gross methods, and a further option, the 
advanced method, which can be used by 
managers on request.

Time runs short for regulatory 
co-operation
Esma has added detail on the form and 
content of information to be reported to 
regulators and investors, and the information 
to be included in a fund’s annual report.

Regarding the regulatory co-operation 
and exchange of information arrangements 
required to allow non-EU funds or funds 
from non-EU managers to be marketed in 
Europe, Esma proposes the institution of 
written agreements allowing for exchange 
of information for both supervisory and 
enforcement purposes.

Agreements should be signed by the 
European regulators concerned and the 
third-country regulator of the manager and/
or fund, which could take the form of a 
multilateral memorandum of understanding 
centrally negotiated by Esma. The detailed 
content of the co-operation arrangements 
could take into account international 
standards, notably the Iosco Multilateral 
Memorandum of Understanding on 
co-operation for enforcement purposes and 
the Iosco Technical Committee Principles for 
Supervisory Co-operation.

But exactly how this will operate 
remains vague, and concern is growing 
within the industry that time is growing 
dangerously short. For example, co-operation 
arrangements need to be in place by 
July 2013 covering the oversight of non-
EU service providers to funds that will be 
already eligible for pan-European distribution 
under passporting rules. There is more 
time to finalise arrangements with regard to 
passporting arrangements for managers and/
or funds domiciled in non-EU jurisdictions, 
which will not come into force for at least a 
further two years.

While the Commission ponders Level 

2 measures, Esma has moved on to the 
task of drawing up technical standards. A 
discussion document published in February 
on key concepts of the AIFM Directive has 
launched a consultation process designed to 
produce a harmonised interpretation of these 
concepts by Europe’s national regulators.

In the light of responses to the paper, 
it plans to issue a consultation paper 
during the second quarter setting out draft 
technical standards. The standards are due 
to be submitted for endorsement to the 
Commission by the end this year.

Defining alternative managers and funds
What is an alternative investment fund 
manager? That is one of the questions Esma 
seeks to answer: Article 4(1)(w) defines the 
activity of managing alternative funds as 
performing at least portfolio management 
or risk management functions, and argues 
that therefore an entity performing either 
functions should be considered as managing 
a fund, and thus require authorisation as an 
alternative fund manager under Article 6 of 
the directive, unless the function is carried 
out under a delegation arrangement with an 
alternative manager.

However, Esma says Article 6(5)(d) should 
be interpreted as requiring a manager to be 
capable of providing, and take responsibility 
for, both portfolio management and risk 
management functions in order to be 
authorised under the directive, but it can 
outsource either or both of these functions 
in line with the delegation rules in Article 
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Walek & Associates
Best north american Public relations firm

finance books on Amazon.
The firm publishes proprietary research 

and analysis under the Alternative Views 
brand at www.walek.com. Its most recent 
white paper, Off the Cuff or On the Record?, 
explores the nuances of conducting 
interviews. By explaining commonly-used 
phrases. Walek succinctly lays out the rules 
of engagement, which not all hedge fund 
managers necessarily understand.

This year the firm is launching a Walek 
Social Media resource for its clients. Says 
Thomas Walek: “Hedge funds are acting 
more and more like businesses, a trend 
that we’ve both advocated and witnessed 
over the 14 years we’ve been serving 
hedge funds.”

Developing a brand is important in order 
to present the best possible face to current 
and potential investors, and the fact that 
more conversations about hedge funds are 
occurring online through social channels 
prompted Walek & Associates to develop its 
social media offering.

“It gives managers a clear picture of 
what people are saying online about them 
and gives comprehensive advice on how 
they can influence the conversation in ways 
that would benefit the firm and investors,” 
Thomas Walek says. “This social media 
perspective applies to management firms, 
employees, deals and transactions, activist 
shareholder situations and many other 
areas.”

Several powerful tools will be available 
to clients to develop their online media 
strategies. The two main components will 
be Social Media Monitoring and Social 
Messaging and Response.

Thomas Walek adds: “We are greatly 
honoured to receive this award. We’ve 
built the largest, most experienced hedge 
fund communications team in the industry. 
It’s great to see the hard work of our 
global team receive this recognition from 
Hedgeweek’s highly influential readers.” n

Founded by Thomas Walek in 1998, Walek 
& Associates is a multi-million-dollar public 
relations consultancy with offices in New 
York, Boulder and Hong Kong, and clients in 
every key market arena.

From defining market position to 
managing media visibility, taking charge 
in crisis situations, supporting portfolio 
holdings, improving investor outreach, 
safekeeping reputations and handling 
the needs of highly successful hedge 
fund executives, Walek & Associates has 
pioneered the design and execution of public 
relations campaigns to support hedge funds.

The firm uses what it calls a ‘global 
boutique’ business model, combining the 
professionalism and results-driven approach 
of larger firms with a singular focus on 
understanding clients’ needs that smaller 
firms can provide.

Last year was a strong one for business 
development, according to the firm’s founder 
Thomas Walek, who points to business 
growth in the industry across the board 
from large “name brand” firms to start-ups 
and spin-outs. “Our unique positioning as a 
global brand name in hedge funds really paid 
off for us as clients came to us in the US, 
Europe and Asia – business was brand- and 
deal-driven,” says Walek, whose firm works 
closely with providers of new technology and 
services to hedge funds.

Given the extreme levels of volatility last 
year, the firm’s primary focus was helping 
clients to reassure their constituents that it 
was a temporary dislocation and to place it 
in the perspective of the strategy life cycle.

As well as strengthening its footprint by 
opening a new office in Boulder, Colorado 
last September, the firm last year also built 
out its Walek Book Projects and Promotions 
division, which provides publishers and 
authors with leading business and financial 
professionals to help package and promote 
new books. At one point Walek’s clients 
accounted for three of the top five bestselling 

Walek & Associates founder 
Thomas Walek

http://www.walek.com
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to generate a return from pooling investors’ 
capital; the absence of any rule limiting the 
sale of shares or units to a single investor; a 
fixed, defined and communicated investment 
policy; the fund rather than the investors 
owning underlying assets; and the manager’s 
responsibility for managing those assets.

How some parts of the directive will 
apply depends on different characteristics of 
funds, such as whether they are open-ended 
or closed-ended, internally or externally 
managed, whether they employ substantial 
leverage and or whether or not they use 
a prime broker. Hence the need to define 
open-ended funds: those, Esma suggests, 
whose units or shares may, at the holder’s 
request, be repurchased or redeemed 
without any limitation, directly or indirectly, at 
least annually. Esma will tackle the question 
of what constitutes an alternative fund “of 
significant size” when it drafts guidelines on 
sound remuneration policies.

Other questions include how to determine 
the designated manager of an alternative 
fund when there is more than one possibility; 
the treatment of Ucits management 
companies (which currently can also manage 
alternative funds as well as Ucits, but once 
the directive comes into effect will need a 
second authorisation); and the position of 
MiFID-authorised financial services firms 
and credit institutions, which according to 
Esma should continue to be able to provide 
portfolio management services to alternative 
funds under delegation arrangements, but 
not as the appointed manager.

20 of the directive and the forthcoming 
Level 2 measures to be announced by the 
Commission.

The manager’s liability is not affected 
by delegation (or further sub-delegation) of 
portfolio and/or risk management functions 
to a third-party entity. Esma says these 
functions may not be delegated to such an 
extent as to make the manager effectively 
a letterbox entity that can no longer be 
considered as manager of the fund in 
question. Thus a manager may delegate 
either or both portfolio and risk management 
in whole or in part, but it may not delegate 
both functions in whole simultaneously.

The paper also attempts to clarify what 
is an alternative investment fund. Article 
2(3) seeks to define entities that fall outside 
the scope of the directive, notably holding 
companies, although Esma cautions that the 
holding company exemption should not be 
used by private equity firms as a means of 
circumventing the directive.

Article 3 lists entities that would fall 
under the scope of the directive were they 
not exempted, such as managers of funds 
whose sole investors are themselves, their 
parent companies, subsidiaries or affiliates, 
as well as family office and similar private 
investment vehicles, insurance contracts 
and joint ventures. Esma is now seeking 
feedback from stakeholders on whether in 
further clarification of these notions and 
expressions such as “investing the private 
wealth of investors without raising external 
capital” is necessary.

The authority has identified six categories 
of alternative fund: those that invest in similar 
assets as Ucits funds but do not meet the 
regime’s diversification or leverage rules; those 
that invest in assets not eligible for Ucits; 
private equity funds; venture capital funds; 
real estate funds; and ‘alternative alternatives’ 
vehicles including commodity funds.

More questions than answers?
Rather than asset classes or on investment 
strategies, Esma proposes that the criteria for 
determining what constitutes an alternative 
investment fund should include capital-
raising that involves at least some kind of 
communication between the entity seeking 
capital or its representatives and prospective 
investors; collective investment that seeks 

Esma chairman Steven Maijoor 
debates fund regulation 
with Claude Kremer (right), 
chairman of the European 
Funds and Asset Management 
Association, at this year’s 
Alfi spring conference in 
Luxembourg
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management rules to be spelled out in detail 
by a forthcoming circular from the industry 
regulator, the Financial Services Supervisory 
Authority (CSSF).

The EU directive will still have to be 
formally transposed into Luxembourg law, 
though, and following extensive consultation 
between industry members, the government 
and the CSSF, the country’s overworked 
parliamentary draftsmen are due to produce 
a bill to be laid before the Chamber of 
Deputies before the end of June, according 
to Claude Niedner, a partner at law firm 
Arendt & Medernach.

Luxembourg is hoping that its promptness 
in getting the legislation in place – although 
it is likely to be emulated by rival EU fund 
jurisdictions Ireland and Malta – will give it a 
first-mover advantage in attracting funds and 
management companies set up by managers 
outside the EU, which otherwise will have 
to wait until mid-2015 at the earliest before 
gaining accessing to a marketing passport.

According to Niedner, a working party 
has also been examining the opportunity 
to introduce other changes that would 
broaden Luxembourg’s attractiveness as 
an alternative fund domicile and servicing 
centre, including creating additional forms 
of legal vehicle. These comprise notably 
a partnership structure suitable for private 
equity and property investment, a fund 
vehicle similar to a real estate investment 
trust, and a carried interest structure.

And industry members concede that 
not all the new regulation coming out of 
Brussels is unwelcome, especially if the EU 
delivers on its promise of creating a level 
playing field for financial services across the 
continent, as Peter Moore, head of regulation 
and compliance at IMS Group, winner of the 
Hedgeweek Global Award for Best European 
Regulatory Advisory Firm, acknowledges.

Moore says one of the more positive 
impending regulatory developments in 
Europe is the harmonised short-selling 
regime. “From November 1, 2012, the answer 
to the question of how the short-selling 
regime in Latvia compares with that of the 
UK will be that it’s the same,” he says. 
“That’s a good thing. The other hidden 
positive is the possibility that Esma will 
actually reduce the number of short-selling 
measures.” Never say never. n

Not everyone in the industry is convinced 
of the value of the discussion paper. “It 
leaves more questions than answers,” says 
Marie-Elisa Roussel-Alenda, an assurance 
partner and Luxembourg AIFMD leader 
with PricewaterhouseCoopers. “The paper 
has not added value. It’s still unclear what 
constitutes a fund under the AIFM Directive.”

Roussel-Alenda notes that the 
Commission is due to deliver its draft Level 
2 legislation in March and to adopt the 
subsidiary directives or regulations – it’s not 
yet clear which, or whether the measures 
will be a combination of the two – by July. 
“There is substantial agreement between the 
Commission and Esma on the content, but 
there may be changes regarding the role of 
the depositary,” she says. “The Commission 
felt Esma didn’t go far enough on the scope 
of assets that must be held in custody. It 
believes that OTC derivatives and collateral 
posted by funds should be included.”

The sheer extent of the areas still to be 
completed, especially if the Commission 
were to adopt Level 2 measures as directives 
(which must be separately incorporated into 
the national legislation of member states) as 
opposed to regulations (which take effect 
automatically) raises doubts about how the 
legislation can be implemented by the July 
22, 2013 deadline – especially given the 
example of Ucits IV.

So many EU member states failed to 
meet the July 1, 2011 deadline for adoption 
that Esma was obliged to draft guidelines 
on the legal and regulatory implications of 
funds from countries that had implemented 
the directive being marketed in countries that 
had not. It is easy to conceive of a similar 
situation arising regarding the passport 
distribution of alternative funds from one 
member state into another.

Seeking first-mover advantage
Luxembourg at least is planning to be ready 
on time. Earlier in March the country’s 
parliament approved legislation amending 
the law on Specialised Investment Funds, 
nearly 1,200 of which (with EUR259bn in 
assets) have been established since the 
regime was created in February 2007. The 
revised law includes various measures that 
will bring aspects of the SIF regime into 
line with the AIFM Directive, including risk 
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