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I N T RO D U C T I O N

I t gives me great pleasure to provide a foreword for this year’s 
Hedgeweek US Awards report, in which we showcase some of the 
industry’s award-winning service providers. This year, we took a 

detailed methodological approach to selecting our fund manager award 
winners, with help from BarclayHedge, who were very supportive each 
step of the way. What is unique about our awards programme, however, 
is that every winner is selected by Hedgeweek’s readership, and is, 
as such, a peer review. We think this helps give an additional layer of 
authenticity. And gives each award winner a legitimate right to share 
their achievement with clients; both current and prospective. 

Performance lies at the very heart of this industry, irrespective of 
whether you are an asset manager or an asset servicer. Last year 
hedge funds had a strong run through the first 11 months but during 
the market meltdown in December a lot of those gains were wiped out. 
Through the first half of 2019, hedge funds generated net returns of 7.2 
per cent according to BarclayHedge. Macro strategies in particular did 
well and were up nearly 10 per cent through August. 

If, as Ray Dalio said last year, we are in the 7th innings of the economic 
cycle, then any market downturn could well play to the strengths of active 
managers over the coming years, especially fundamental stock pickers. 
One manager I spoke to recently said she believed this to be a “golden 
period for shorting stocks”; which is good news for prime brokers! 

Also, thanks to the incredible amount of data available as a result of 
technology innovation, this is helping managers develop more refined 
research ideas, to seek out new sources of alpha both long and short. 
Technology providers, as well as fund administrators and equity research 
desks in banks, are reacting quickly to support hedge funds in this data-
rich, interconnected marketplace, as they seek to gain any edge they can 
on the competition to deliver outperformance to investors.

Performance applies to asset servicers equally as it does to asset 
managers: be it in terms of execution quality, more automated admin-
istration services, managed IT solutions, cybersecurity protection and 
best practices, legal and regulatory advice; giving managers not just 
up-to-date insights but explaining how the changing regulatory land-
scape directly impacts their own particular business. 

All of these are key performance metrics, not just market returns. 
This is an industry where only the strong survive. Maintaining a commit-
ment to excellence requires passion, intelligence, discipline and a will to 
win. In that sense, the hedge fund industry is analogous to elite sport. 

Given that this is a report celebrating the achievements of US service 
providers, it would be remiss of me to not use the NFL as an example. 
Recently, Drew Brees, the 40-year old quarterback of the New Orleans 
Saints and a future hall of famer spoke about his stellar career. When 
asked how he approaches each game, he gave a great quote: “I’m just 
trying to prolong my prime.”

It is fair to say that every one of this year’s award winners is doing 
just that – and on behalf of the Hedgeweek team, I congratulate each 
and every one of you.

James Williams
Editor in Chief, Hedgeweek

US Best practice 2019

US AWARDS 2019

http://www.hedgeweek.com
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Experienced traders, well estab-
lished and highly regarded 
buy-side order management 

and execution technologies overlaid 
with a totally transparent operating 
model is what drives the core of the 
service Cowen Prime Services pro-
vides its clients. 

The firm’s business model allows 
clients to know which broker they 
are executing every trade with and 
what they are paying for that service. 
Cowen further employs independent 
trade cost analysis firms to verify and 
rate execution quality under the best 
execution practices. 

Jack D. Seibald, Managing Director, 
Global Co-Head of Prime Brokerage 
and Outsourced Trading at Cowen 
expands on this: “We have signif-
icantly grown and reshaped our 
outsourced trading effort over the past 
year with the hiring of more than a 
half dozen traders, bringing our team 
to 26 globally. This allows us to offer 
our clients 24x6 coverage with traders 
proficient in local markets located in 
the US, UK, and Hong Kong. 

“Importantly, most of our traders 
have extensive experience on the 
buy-side and thus bring a clearer 
understanding of what it’s like to work 
for portfolio managers. A number 
of our new additions also bring 
additional asset class experience, 
including options, futures and fixed 
income instruments.”

He notes that the firm’s most sig-
nificant recent development has 
been the success it’s experienced in 
raising awareness of the benefits of 
outsourced trading among mid-sized 
as well as much larger investment 

management firms. “We have won 
new outsourced trading mandates 
based on our model that is differenti-
ated in the market by its transparency 
and the comprehensive support effort 
that comes with trade execution,” 
Seibald notes.

On the back of Cowen’s devel-
opments and expansion, clients 
can enjoy two principal benefits. 
Firstly, they can avail themselves of 
the services of a team of more than 
two dozen experienced traders who 
bring a wide range of specific market 
and asset class expertise. While 
clients are typically assigned a prin-
cipal trader and a back-up, the entire 
team is available to assist in specific 
regional markets during those market 
hours, or with specific asset classes, 
i.e. options, futures, etc. 

Second, clients can have a true, 
full service buy-side trading desk; with 
buy-side order management and exe-
cution technologies as well as trade 
support services, at a price well below 
what it would cost to build or maintain 
internally.

Looking ahead, Seibald says the 
greatest challenge is getting the 
investment management industry to 
veer from its historical way of con-
ducting business through internally 
run trading desks. He comments: 
“Outsourcing has become mainstay 
throughout much of the economy, 
even in the investment management 
industry, which has increasingly seen 
the value in outsourcing non-invest-
ment related functions. 

“Outsourcing the trading function 
has been around for quite some 
time but has been mostly utilised by 

managers in the alternative space. 
The bigger opportunity would be to 
convince the much larger traditional 
segment of the investment manage-
ment industry, and we are working 
diligently to inform them of the ben-
efits of doing so through seminars, 
written materials, and a more focused 
outbound sales/marketing effort.”

In view of this, Cowen’s objectives 
are to further inform the market of its 
differentiated offering, which is lower 
cost and more comprehensive, and 
gain share with both hedge fund and 
traditional investment managers.

Having been in existence since 
1995, Cowen Prime was built by 
former investment managers to pro-
vide a variety of financial institutions 
such as hedge funds, institutional 
investors and family offices, with turn-
key solutions to relieve their operation 
burden. The aim of this is to allow 
their clients to focus on their core 
competencies in investment. n

Outsourcing offers cost 
effective full service trading

Cowen Outsourced Trading: Best Outsourced Trading Solution

C OW E N  P R I M E  S E RV I C E S

Jack Seibald
Managing Director, Global Co-Head 
of Prime Brokerage and Outsourced 
Trading, Cowen Inc.

Jack Seibald was a co-founder and 
managing member of Concept Capital 
Markets, LLC until its acquisition by 
Cowen Group, Inc. in September 2015. 
He has been affiliated with the firm 
and its predecessors since 1995, and 
has extensive experience in prime 
brokerage, outsourced trading, investment 
management, and research dating back 
to 1983.

http://www.hedgeweek.com
https://twitter.com/jseibald
mailto:jack.seibald%40cowen.com?subject=
https://www.linkedin.com/in/jack-seibald-a16b9310/
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Hedge funds continue to face 
increasing demands by insti-
tutional investors. Delegating 

key, non-investment related functions 
to experienced outsourced partners, 
can see funds of all sizes optimise 
and streamline their operations.

Constellation Advisers can sup-
port all non-investment functions of 
an organisation in a more cost-ef-
fective manner. This provides clients 
with better efficiencies and additional 
bandwidth while keeping their needs 
at the forefront of the service. 

“We have a “client first” approach 
and will continue to keep that at the 
forefront as we deliver high touch 
support and strategic advice to our cli-
ents. Our hedge fund clientele makes 
up approximately 60% and we antici-
pate that it will keep expanding, and 
as such, we will continue to invest in 
technology, people and processes 
across the firm and are planning to 
open more offices in the US and inter-
nationally in 2020/2021,” comments 
Boris Onefater, Chief Executive Officer 
at Constellation Advisers.

The firm made a number of 
key appointments over the course 
of the year. These include Wade 
Deffenbaugh, Ian Holroyd, Laura 
Kate Garner and Kathy Pommet. 
Deffenbaugh was brought in to lead 
the CFO Support client service team 
in New York and Holroyd in Los 
Angeles. Garner and Pommet are 
senior practitioners in the Regulatory 
and Compliance team in the New York 
and Los Angeles offices, respectively. 

Constellation also added Frank 
Napolitani as Managing Director and 
Global Head of Business Development 

and Marketing. He will focus on 
expanding Constellation’s client service 
presence across the US and globally. 

“Constellation has been focused on 
talent since the founding of our firm 
in 2008. We know that to maintain our 
superior position and continued ded-
ication to client service we need to 
have a committed, dedicated team of 
excellent performers. Additionally, we 
need to continue to enhance our pro-
cesses and technology to enhance our 
client’s experience,” says Onefater.

In addition, the firm has made and 
will continue to make, considerable 
investments in both, human capital 
and technology throughout the CFO 
– Accounting & Finance and the CCO 
– Regulatory & Compliance practices 
to increase efficiency and produce a 
higher touch client experience to its 
growing clientele. Greg Farrington, 
President, adds: “Since we were 
founded in 2008, our focus has been 
to “put the best players on the field” 
and that continues today across the 
organisation.”

In May, Constellation opened an 
office in Los Angeles and hired two 
senior practitioners to lead operations 
for its second West Coast location. 
“With a specific focus on supporting 
our growing clientele in Los Angeles 
and the Western Region, this move 
reflects the firm’s overall continued 
growth, as well as our dedication to 
being present in the markets of the 
clients we serve,” notes Farrington.

Constellation Advisers is not only 
an accounting, operations and com-
pliance expert, but its professionals 
are due diligence practitioners as 
well. The firm routinely performs 

operational due diligence assess-
ments on behalf of some of the largest 
and most active global institutional 
allocators, pensions, endowments 
and foundations. This work allows 
Constellation to remain at the forefront 
of evolving industry best practices and 
serve as trusted advisors to its global 
client base.

The firm prides itself on its tailored 
approach to clients’ requirements. 
Frank Napolitani, Managing Director, 
explains: “We are not a “service in a 
box” offering where clients are force-
fed the “our way or the highway” 
model. We provide a highly customis-
able, institutional level service offering 
delivered on either a co-sourced or 
fully outsourced basis. We tailor 
each engagement to the client’s spe-
cific requirements and modify our 
level of support as the client grows 
and scales.” n

Client-first outsourcing for 
streamlined operations
Constellation Advisers: Best Regulatory Advisory & Compliance Firm

C O N S T E L L AT I O N  A DV I S E R S

Frank Napolitani
Managing Director, Global Head of 
Business Development, Constellation

Frank has enjoyed a successful 23 
year career in the financial services 
industry and prior to joining Constellation 
Advisers, Frank was a Director, National 
Head of Business Development 
for the Financial Services practice 
at EisnerAmper LLP in New York. 
He managed a team of 3 business 
developers that covered the United States 
which helped to successfully accelerate 
the continued growth in the hedge fund 
and private equity/VC fund market on 
behalf of the firm. 

http://www.hedgeweek.com
mailto:fnapolitani%40constellationadvisers.com?subject=
https://www.linkedin.com/in/frank-napolitani-249a0510/ 
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I n today’s ever-changing regula-
tory environment, asset managers 
can expect existing and upcoming 

product ranges to be affected by new 
regulation. DMS Governance supports 
its clients through a governance, risk 
and compliance framework to prepare 
them for any upcoming changes.

“We aim to help clients imple-
ment any regulatory change before 
it becomes a challenge,” explains 
Matthew Brown, Managing Director, 
DMS Governance. “A relevant and 
recent example of this in practice 
would be the implementation of the 
updated anti money laundering leg-
islation in the Cayman Islands. DMS 
provides AML officer solutions that 
our clients implemented late last year, 
meaning we were able to prepare, 
present and implement a solution 
ahead of the regulatory deadline – 
reducing the time and operational 
burden on our clients.”

Brown adds: “Our regulatory advi-
sory team is in constant dialogue 
with regulators to ensure that, when 
these changes affect our clients, we 
are there ahead of time to provide a 
solution.”

With the industry as a whole seeing 
an increased focus on substance 
Brown remarks that: “DMS’s global 
infrastructure and expertise helps cli-
ents implement solutions that provide 
the necessary regulatory substance.”

A key element of the DMS offering 
is the firm’s local expertise. Brown 
says: “What continues to support 
the growth of DMS is its knowledge 
in local markets – DMS provide solu-
tions to our clients in the key financial 
centres. We support our infrastructure 

with local knowledge in the form of 
our regional team of experts.”

DMS has continued to expand 
its European offices, driven by the 
growth in European domiciled prod-
uct solutions. In September this 
year, it substantially increased its 
Ireland-based workforce by creat-
ing an additional 50 roles in Cashel, 
Tipperary. September also saw DMS 
acquire Host Capital Limited, an 
independent Authorised Corporate 
Director, regulated in the UK by the 
Financial Conduct Authority.

This latest acquisition, together with 
a strong and experienced team, allows 
DMS to further expand its European 
products and bespoke solutions to 
asset managers operating UK regulated 
investment funds and provide them 
with tailored solutions to assist with any 
Brexit concerns they may have. As a 
result of this acquisition, the firm is now 
uniquely placed to assist from inception 
to launch of FCA Authorised Collective 
Investment Schemes.

DMS has also seen considerable 
growth in its Asia-Pacific presence 
where the number of operational 
staff on the ground in its Hong Kong 
and Singapore operations has been 
increased significantly to provide 
better support to clients in their local 
time zones. The firm’s Hong Kong 
office has been operating since 2011 
and with the opening of the DMS 
Singapore operation in 2017, this 
demonstrates the increased demand 
for professional directorship services 
along with the firm’s other Risk & 
Compliance services in the region.

DMS pledges to make continual 
investment in its people, systems and 

technology to create and implement 
solutions to help clients operationally:

“Our clients are facing industry 
challenges from regulators to ensure 
they are offering market-leading prod-
ucts to their clients, while following 
industry best practice. By implement-
ing our framework across governance 
risk and compliance our clients can 
feel assured that, by working with 
DMS, they are offering their products 
at the highest market standards,” 
Brown concludes. n

D M S  G OV E R N A N C E

Focus on governance as 
regulatory environment shifts

DMS Governance: Best Offshore Regulatory & Compliance Firm

Matthew Brown
Managing Director, DMS Governance

Matthew Brown has a wealth of 
experience as a business development 
executive who has operated in the 
equities, investments trading and hedge 
fund market. He has a successful track 
record in building teams, providing 
significant ROI and developing strong 
networks in markets such as Europe 
and the Middle East. As Managing 
Director, based in the New York office, 
Matthew is principally responsible for 
establishing strategic partnerships and 
business relationships to market the 
firm’s products and services across all 
business lines.

http://www.hedgeweek.com
mailto:mrbrown%40dmsgovernance.com?subject=
https://www.linkedin.com/in/matthew-brown-profile2017/
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Laws in several financial jurisdic-
tions, such as Luxembourg, BVI, 
Cayman Islands and Cyprus, 

are constantly changing. To ensure 
law firms uphold best practice at all 
times they require a combination of a 
strong team, robust communication, 
systems and practices. In addition, 
crucial investment in technology 
can help enhance a firm’s service 
offering further.

“This year we’ve seen more 
changes than ever before. The pace 
and ferocity with which new legisla-
tion is coming is unlikely to change 
any time soon,” comments Ian Gobin, 
joint global head of our Investment 
Funds and Regulatory at Harneys, 
“It’s our job to digest these new laws 
and distil them so that we can advise 
of their impact to our clients in the 
most practical of ways. To do this we 
have a global regulatory team, built 
of senior partners, professional sup-
port lawyers, paralegals, law clerks, 
research specialists as well as IT 
support/coders. 

“In some of our jurisdictions we 
are at the forefront of the drafting and 
development of new legislation and 
in others we are scouring for new 
legislative releases which impact our 
industry and our clients. The level of 
investment is huge.”

This year saw Harneys open a new 
office in Luxembourg and welcoming 
four new partners and their teams to 
the firm. “One of the unique selling 
points of our Luxembourg invest-
ment funds team is that they also 
advise on Cayman Islands and BVI 
investment funds. Not all clients are 
familiar with Luxembourg, but many 

are familiar with and have invest-
ment funds in Cayman and BVI. The 
Luxembourg investment funds team 
are able to use Cayman and BVI as 
the reference point for the client when 
describing the regulatory regime of 
Luxembourg and this really helps cli-
ents,” Gobin notes.

Harneys also values the impor-
tance of technology in the way it does 
business. The firm always aims to use 
technology and automation, so clients 
receive advice innovatively, efficiently 
and cost-effectively. According to 
Gobin: “We’ve always prided ourselves 
on being at the forefront of the latest 
advances in law technology which 
really has revolutionised our firm and 
the role of the legal professional.” 

“This isn’t about robots replacing 
lawyers. It’s about the automation of 
legal processes and gaining efficien-
cies. Whether developing innovative 
solutions for some of the more com-
plex challenges faced by our clients 
or carrying out more basic tasks on 
time and on budget, technology and 

automation are key to future success. 
We’ve seen first-hand with many of 
our clients in the digital asset/distrib-
uted ledger technology space, just 
how powerful technology can be in a 
wide range of industries.”

In fact, Harneys has made key 
investment in the digital asset digital 
asset/distributed ledger technology 
space. Gobin elaborates: “We started 
to act for new and existing asset man-
agers wishing to establish funds that 
invest in digital assets and private pre-
sales. 2017 and 2018 saw us at the 
centre of the “Initial Coin Offerings” 
or “ICOs or “Initial Token Offerings” 
or “ITOs” boom, before the arrival of 
the “crypto-winter”, along with many 
clients establishing tokenised funds.” 

“The “crypto-winter” has since 
thawed and 2019 has witnessed the 
arrival of spring and the birth of the 
“Initial Exchange Offering” or “IEO” 
with the digitalisation of securities 
and “Digital Security Offerings” being 
the latest evolution of this market. 
This is very much part of our core 
business and I’m sure it will continue 
into 2020.” n

H A R N E Y S

Technology investment 
and legal changes

Harneys: Best Offshore Law Firm

Ian Gobin
Partner, Harneys

Ian Gobin is joint global head of Harneys 
Investment Funds and Regulatory 
groups. He advises on the legal and 
regulatory treatment of investment funds, 
private equity funds and management 
companies established in the Cayman 
Islands and the British Virgin Islands. He 
also advises on structured finance, fund 
finance, IPOs, digital assets/blockchain 
technology and digital security offerings.

http://www.hedgeweek.com
mailto:ian.gobin%40harneys.com?subject=
https://www.linkedin.com/in/ian-gobin-434a4660/
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Cowen provides a high-touch, comprehensive 
outsourced trading solution, or supplements 
an existing trading operation, depending on 
the client’s specific needs. We leverage an 
established and experienced team of traders 
in New York, Stamford, Boston, San Francisco, 
Atlanta, London, and soon to be Hong Kong, 
along with our existing international network 
of brokers. Our global reach provides greater 
breadth of information than a traditional 
in-house trading desk.

Our outsourced solution provides exceptional 
value as the client’s trading desk, while averting 
the cost of building and operating an in-house 
infrastructure. This allows managers to convert 
a host of fixed costs into variable ones that can 
be managed on a pay-as-you-go basis.

The outsourced trading model relieves the 
burden of managing people and technology, 
so our clients can concentrate resources on 
alpha-generating functions, including research, 
portfolio construction, and risk management.

Cowen’s Global Outsourced Trading Group provides investment managers with a 
first-rate, cost efficient solution for their trading needs. Our offering is full service, 
multi-asset class, global, and is differentiated by its transparency and level of 
operational support.

Best Outsourced Trading Provider     
Hedgeweek Global  
Award Winner 2019

Best Prime Broker – Client Service
Global Custodian Industry 
Leaders Award Winner 2018

Prime Broker of the Year 
The Trade Leaders in Trading  
Award  Winner 2018

mailto:outsourcedtrading-info@cowen.com
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E Z E  C A S T L E  I N T E G R AT I O N

Cloud technology and security risks 
continue to evolve and Eze Castle 
Integration is working incessantly to 

develop solutions to empower and protect 
their investment management clients in the 
face of this evolution. 

Eze Castle Integration is a managed service 
provider focused on the hedge fund and alter-
native investment industry. The firm is global 
in nature and support its 650 clients across the 
US, HK, Singapore and London. 

Mary Beth Hamilton, Vice President of 
Global Marketing, explains how the firm has 
seen the market evolve from a private cloud 
approach to greater interest being generated 
around public cloud solutions. She says: “Eze 
Castle’s industry experience and depth of our 
cloud knowledge and expertise is one of our 
competitive advantages. We’re able to provide 
flexibility in the solutions we offer – whether a 
client selects to embark on a public or private 
cloud journey.”. 

Security is high on the cloud migration 
agenda and Hamilton comments: “The public 
cloud is not secure by default. As firms move 
to the public environment, their approach to 
security and data management must evolve 
to ensure critical information is available, con-
trolled and protected. Firms need support 
and expertise to help them manage the infor-
mation, control access to it and ensure the 
proper configurations and security layers are 
in place.”

Eze Castle Integration helps clients take 
a security-first approach to their operations. 
“We’re continuing to introduce new security 
offerings that clients can layer on top of their 
environments,” says Hamilton. “Most recently, 
we rolled out the Eze Managed SIEM. This is 
an advanced security information and event 
management security tool which acts as the 
central repository and monitoring system. It 
manages all the different alerts for IT events 

which may be impacting an organisation, 
giving the clients a holistic view on how they 
can protect against these risks. Should an 
anomaly occur, Eze Castle’s security teams 
takes action.”

Hamilton stresses the services like these 
take security to a new level. She notes: 
“Benefits include ensuring clients are utilising 
the latest security tools coupled with the latest 
cloud technology. It also gives them security 
protection to ensure they are mitigating the 
current risk landscape and threats and keep-
ing the organisation protected.”

Eze Castle aims to support clients across 
their entire cloud journey. The firm continues 
to provide new offerings to the market and 
has evolved private and public cloud solutions 
as well as hybrid offerings. The company is 
a Microsoft Cloud Solution Provider, able to 
give clients direct connectivity to Microsoft 
cloud services as well as premium access to 
Microsoft support.

Beyond providing cloud and security solu-
tions to the industry, Eze Castle Integration 
believes it is its commitment to high-touch, 
responsive support that differentiates the 
company in the market. Hamilton says, “Our 
entire organisation is focused on providing cli-
ents outstanding services and support at every 
touchpoint.”

Looking ahead, Eze Castle plans to expand 
its cloud and security product offerings while 
staying focused on providing unparalleled 
client support. n

Security high on the 
cloud migration agenda

Eze Castle Integration: Best Cloud Services

Mary Beth Hamilton
Vice President, Marketing, Eze Castle Integration

As vice president of marketing for Eze Castle Integration, Mary Beth Hamilton 
is responsible for global marketing strategy and integrated marketing programs 
to drive awareness and demand for the company’s IT services and solutions 
across financial vertical markets. With nearly two decades of marketing and 
corporate communications experience, Mary Beth is skilled in guiding marketing 
efforts for service and technology organisations. She holds a bachelor’s degree 
from Loyola University New Orleans and an MBA from Boston College.

http://www.hedgeweek.com
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I N V E S T C O R P

Amidst various economic and 
geopolitical uncertainties, 
Investcorp has made signif-

icant progress executing its growth 
and diversification strategy. In the 
last year, the global alternative asset 
manager entered new geographies, 
strengthened its presence in adjacent 
asset classes, expanded its institu-
tional client base and launched new 
lines of businesses. This was exe-
cuted while embracing a culture of 
best practices supported by a strong 
alignment of interests that includes 
sharing in the risks and rewards with 
the firm’s clients, a long hallmark of 
Investcorp’s success.

The firm grew both AUM and prof-
itability with AUM reaching a record 
$28.2 billion, which has more than 
doubled over the last four years as 
Investcorp targets achieving $50 bil-
lion AUM over the medium-term. 
Introduced in 2015, the firm’s growth 
and diversification strategy was driven 
in part to meet growing client demand 
across its lines of business as well as 
new geographies and this expansion 
has translated into numerous benefits 
for clients, according to Investcorp.

Lionel Erdely, Head and Chief 
Investment Officer of Absolute Return 
Investments for Investcorp, comments: 
“With our deep range of business 
lines and global scale, we can bring 
clients ideas and solutions that best 
address their risk and return profiles. 
Importantly, as we continue to grow, 
we are also building upon our legacy 
as a principled investor, deploying 
our own capital off our balance sheet 
and sharing in the risks and rewards 
of our investments with our clients, 

which underscores our strong convic-
tion in the investments we make. Our 
uniquely global position continues to 
serve the interest of our shareholders 
and clients alike.”

Investcorp made its debut invest-
ment in China and in India this year 
with a Chinese technology com-
pany focused partnership with China 
Everbright and through the acquisition 
of the real estate and private equity 
businesses from IDFC. 

The firm also moved into new lines 
of business, such as private banking 
and direct lending, through the acqui-
sition of a strategic minority stake in 
Banque Pâris Bertrand. Investcorp 
also launched its first GCC infrastruc-
ture fund through a joint venture with 
Aberdeen Standard Investments.

Another new business area 
Investcorp began developing this year 
is strategic capital, which focuses on 
acquiring minority equity stakes in 

the GPs of other mid-sized alterna-
tive asset managers, including private 
equity, private debt, real estate, ven-
ture capital and hedge fund managers.

Further, the firm continued to make 
strong progress on the hedge funds 
platform it established in 2004 and two 
of its strategic relationships achieved 
significant milestones this year. 

“Nut Tree Capital, one of the 
alternative managers on our hedge 
funds platform has reached $1.5 
billion of AUM. In addition, Shoals 
Capital Management saw the quick-
est ramp-up to more than $350 
million of capital since the inception 
of our hedge fund platform,” remarks 
Erdely. “ Our hedge fund platform has 
all stages of a manager’s lifecycle 
encompassing the seed stage, emerg-
ing and more mature managers.” 

Investcorp prioritises its clients’ 
interests through an understanding of 
their investment objectives, implement-
ing those objectives with transparency 
and the appropriate risk tolerance 
levels. “At Investcorp, we are also 
principal investors and have put our 
own capital behind our convictions for 
nearly 40 years. This ensures a strong 
alignment of interests as we share in 
the investments’ risks and rewards 
with our clients.” Erdely concludes. n

Driving growth and 
diversification

Investcorp: Best Seeding Platform

Lionel Erdely
Head & Chief Investment Officer of Absolute Return Investments, Investcorp

Lionel Erdely is responsible for overseeing Investcorp’s diverse offerings in Hedge 
Fund Partnerships, Special Opportunity Portfolios, GP Stakes and Multi-manager 
Solutions. Under his leadership, the ARI platform has broadened its institutional investor 
base globally including large public pension plans, sovereign wealth funds, insurance 
companies, endowments and foundations and family offices. Prior to joining Investcorp 
in 2013, Erdely worked for 11 years at Lyxor Asset Management, where he held the dual 
position of CIO (2004 – 2013) and CEO of Lyxor Inc. (2009 – 2013).

http://www.hedgeweek.com
https://www.linkedin.com/in/lionel-erdely-16625023/ 
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I magine Software has a 26-year 
track record for transforming 
challenges into opportunities for 

growth and development. Over the 
past few years, Imagine re-archi-
tected its award-winning risk engine 
and introduced massive parallelisa-
tion across a server farm so that it 
can now handle extremely large, if not 
limitless, volumes of positions and 
trades in real time. “Our new product, 
Real-Time Risk & Compliance (RRC), 
was created for FCM’s, prime brokers 
and large asset managers that require 
“trading desk analytics” across all of 
their client positions,” said CEO and 
Co-Founder of Imagine, Dr Lance 
Smith. RRC includes flexible limits 
monitoring (including VaR), and a full 
margining module for both exchange 
margin and house rules. “When cou-
pled with our renowned and unique 
Imagine Financial Platform (IFP), cli-
ents can easily add new analytics, 
such as stress tests, within a single 
day, which is a tremendous market 
advantage,” said Dr Smith.

Imagine’s RRC allows FCM’s, prime 
brokers, clearing houses and large 
hedge funds to achieve real-time 
risk management, limits monitoring 
and margin calculations across their 
entire client base. They can also slice 
across accounts to look for common 
exposures that could imperil their 
business.

Imagine has also identified a 
trend in the buy side towards unified 
systems that can do both risk man-
agement and portfolio management. 
“We have always provided real-time 
P&L but have now upgraded that 
capability to include other features 

such as “flash NAV” and P&L attribu-
tion,” comments Dr Smith,

 “We provide real-time factor risk 
analysis, including tracking error 
against a benchmark portfolio and 
shortfall metrics. Our ability to handle 
massive position sizes and provide 
the underlying data – including time 
series of risk factors – has yielded a 
product that can greatly enhance the 
capabilities of asset managers and 
pension funds,” explains Dr Smith.

Dr Smith noted that smaller hedge 
funds also need a service that can 
meet their risk management needs, 
but one that falls within their budgets. 
“We have now incorporated much of 
our functionality into “MyImagine,” 
which delivers real-time portfolios, 
apps, and reports to the desktop, 
tablet or phone. While not as fully flex-
ible as our classic offering, MyImagine 
provides intraday views of risk, as 
well as impressive EOD reports,” he 
further notes.

Imagine is fully committed to 
upholding industry best practices for 
transparency, clean data and security. 
Dr Smith says: “Our financial models 
have been fully documented, com-
plete with bespoke spreadsheets, 
which successfully replicate system 
calculations to six or more decimal 
places. This unprecedented level of 
transparency enables our users to 
meet regulatory requirements regard-
ing model validation.” He added that 
Imagine has also employed AI tech-
niques to scrub massive amounts of 
historical yield curve data, going back 
daily for over 12 years, for hundreds of 
yield curves.

With cybersecurity so critical in the 

industry, Dr Smith further notes that 
the firm has ISO 27001 certification 
and continuously performs security 
assessments to identify and remove 
security risks, including risks to the 
confidentiality, integrity, and availa-
bility of its information and that of 
its clients.

In the coming year, Imagine Software 
will continue to broaden its offerings 
for asset managers with new features 
such as performance attribution, deliv-
ered in easy-to-understand, modern 
dashboards. “We anticipate that we will 
also have significant demand for our 
new, but battle-tested RRC for the sell 
side,” Dr Smith concludes. n

I M AG I N E  S O F T WA R E

Imagine’s RRC delivers 
trading desk analytics

Imagine Software: Best Risk Management Software Firm

Dr Lance Smith
CEO, Imagine Software

As the CEO and co-founder of Imagine 
Software, Dr Smith sets strategic 
direction, guides development of 
Imagine’s award-winning analytics, and 
lends his expertise to the sales efforts. 
Dr Smith brings a rare combination of 
business and academic experience to 
his role as CEO, with thirty-plus years 
of direct involvement in trading and risk 
management practices, mathematical 
modelling, and system development. 
Dr Smith has a PhD in mathematics, 
and is a former Assistant Professor of 
Mathematics at Columbia University, as 
well as a former Courant Instructor at the 
Courant Institute. 

http://www.hedgeweek.com
https://twitter.com/ImagineTicker
mailto:info%40imaginesoftware.com?subject=
https://www.linkedin.com/company/imagine-software/
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Start-up hedge funds should 
adopt best practices at the 
onset as this will help set them 

up for long-term success. Accounting 
firm Anchin, Block & Anchin focuses 
on supporting these nascent busi-
nesses and guides them through 
the process of setting themselves up 
for growth.

“Many of the funds we are engaged 
by are not initially subject to SEC reg-
istration as they’re below the $50m 
registration threshold. But we always 
advise them that if you want a viable 
business for the long-term, and not 
stay a $50 – $75m fund, you are even-
tually going to need to register with 
the SEC, so think and act like you 
are from the beginning. The popu-
larity of Hedge Funds has waned so 
it’s crucial for them to adopt sound 
and best practices, policies and pro-
cedures from their inception to help 
them in the long-term.” explains Jeffrey 
Rosenthal, Partner and Leader of 
Anchin’s Financial Services Practice.

The firm advises clients as they 
implement their investment strategies 
utilising the most sophisticated finan-
cial vehicles, providing the appropriate 
accounting and tax advice to meet 
their needs. Anchin’s services include 
ensuring full compliance in financial 
reporting, minimising tax exposure, 
consulting on operations, structure 
and regulatory matters. 

Many hedge fund start-ups are 
managed by professionals who have 
moved on from other funds. Rosenthal 
notes that most of these individu-
als have experience in managing 
successful portfolios but running a 
business is often new territory for 

them. A firm like Anchin helps them 
think through the cost, operational and 
structural side of things.

Rosenthal says: “This is what makes 
us different. We spend time up front 
with these managers to make sure 
they understand the implications of the 
decisions they make. Our objective is 
to reach more managers who view us 
as a value proposition, not simply as a 
commodity. We want clients who rec-
ognise that they are operating in a very 
challenging environment, and value 
our opinions, rather than just consider 
our firm a tax return or audit provider,” 
Rosenthal remarks.

The post-crisis environment has 
had a significant impact on this sector. 
Rosenthal acknowledges reaching 
critical mass is now much more dif-
ficult: “Pre-2008 we would on-board a 
significant number of start-up manag-
ers and in several years, a $50 million 
dollar fund could become a $500 mil-
lion to a billion dollar fund. That was 
then, we don’t often see that level of 
growth anymore.”

“The success rate of managers 
has dwindled. If we were engaged by 
ten funds, pre-2008, seven of those 
would be doing fine and still grow-
ing four or five years down the road. 
Now it may be only two or three who 
succeed. It’s much more difficult for 
smaller managers to reach critical 
mass because few institutions and 
funds-of-funds want to invest in these 
smaller, start-up funds. They require a 
two to three year track record and a 
huge amount of infrastructure.”

He adds that in view of this, 
Anchin’s challenge lies in the industry 
producing more hedge fund managers 

who will achieve success. Although 
the firm invests a lot of time in smaller 
managers, it is ultimately those long-
term relationships supported by 
growth which are mutually beneficial 
to the firm and its clients.

Rosenthal reveals that although 
the firm continues to see hedge fund 
start-ups it has also seen growth from 
launches in other areas. “We continue 
to work with many established and 
start-up hedge funds, and our practice 
is benefiting from an increased inter-
est in real estate and private equity,” 
he comments. n

A N C H I N , B L O C K  &  A N C H I N

Supporting start-ups for 
long-term success

Anchin, Block & Anchin: Best Accounting Firm for Start-Up Funds

Jeffrey Rosenthal
Partner in Charge, Financial Services 
Practice, Anchin, Block & Anchin

Jeffrey I. Rosenthal, CPA, CGMA is the 
Leader of Anchin’s Financial Services 
Practice. Jeffrey specialises in providing 
accounting, tax, and business advice to 
a wide array of financial services entities 
including broker/dealers, investment 
partnerships (domestic and offshore), 
funds-of-funds, mutual funds, private 
equity funds, and investment advisors. 
He has extensive experience advising 
newly formed entities and assisting with 
start-up considerations such as form 
of practice, structure of agreements, 
compensation arrangements, compliance, 
and regulatory matters. 

http://www.hedgeweek.com
https://twitter.com/anchincpa
mailto:Jeffrey.Rosenthal%40anchin.com%20?subject=
https://www.linkedin.com/in/jeffreyirosenthal/ 
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V I T E O S

The investment book of record 
(IBOR) a crucial component 
for a hedge fund manager, is 

facing a number of challenges as 
managers search for alpha. Shankar 
Iyer, chief solutions officer at Viteos, 
explains how innovation is helping 
hedge funds alleviate some of these 
pressures.

“We are bringing expertise and 
tools that eventually drive towards pro-
viding better insights. For example, we 
carried out a pilot for a hedge fund 
where we took all of their trades for a 
past period and analysed the cost of 
placing them through the most opti-
mally priced broker versus the ones 
they were using out of habit or rela-
tionship,” Iyer says.

He adds the firm was able to show 
how this fund could have saved a 
few million dollars if they had lev-
eraged technology in making the 
determination of where to place their 
trades.  This shows efficiency through 
better processes and technology is 
not just a cost advantage but in many 
situations can result in quicker pro-
cessing and turnaround times, leading 
to better decision-making. 

Iyer continues: “A concept of what 
Viteos has been practising over the 
years is what we call Ops2Tech; where 
we rapidly turn operations into tech for 
each applicable process as our tech-
nology works to deliver the solutions 
requested by decision makers—tech 
that we own, manage, and continuously 
improve. The real value proposition 
is the continuous improvement of 
operations by employing automation 
solutions each day that improve STP.”

He notes how other types 

outsourcing providers have grown in 
the industry, separate from traditional 
fund administration businesses. Their 
business model is based on being 
a partner to the fund operations and 
building that infrastructure cooperatively 
to produce the IBOR. The providers 
operate like an extension of the hedge 
fund’s back-office in addressing this 
need.  Although some fund administra-
tors have taken the position of being an 
IBOR outsourcer and offering their own 
technology, they are not always the first 
choice for managers.

Talking about the key benefits 
Viteos’ clients enjoy from the firm’s 
efforts in upholding best practice, Iyer 
comments: “Managers are searching 
for asset classes and products that 
can meet the performance demanded 
by investors. They have known for 
quite some time this is not found in 
standard, listed products such as 
equities. Instead they need to trade 
instruments like OTC products or illiq-
uid alternatives which are not settled 
in a straight-through process.”

“These products put pressure on 
the operations team that needs to 

track cash flows, carry out individual 
pricing, or building risk management 
modelling. This has led to demands 
for better internal systems due to 
complexity. As a result, there is also 
significant pressure on what the 
investment book of records (IBOR) 
looks like, which has in turn made 
demands of the middle and back 
office functions from both a people 
and technology perspective.”

Looking ahead at challenges the 
industry faces, Iyer concludes: “Firms 
have looked to introduce work flow 
automation processes, technologies 
like machine learning and other tools 
to the IBOR process.  Many of these 
processes are repetitive and could 
use some level of robotics process 
automation (RPA), which really leads 
to even better straight-through pro-
cessing (STP). 

“While the case for distributed 
ledger technology (DLT) can be made 
in IBOR creation and management, 
it is still in the preliminary phase. 
Broadly speaking, there is much inno-
vation happening that helps create 
that efficiency.” n

Innovation in IBOR – 
Ops2Tech

Viteos: Best Shadow Accounting Firm

http://www.hedgeweek.com
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O P U S  F U N D  S E RV I C E S

Championing growth and devel-
opment both internally and 
externally, Opus is making big 

moves to close out 2019 and head into 
the coming year with vigour. 

Opus’ expansion of operations into 
Enniscorthy, County Wexford in Ireland 
and their acquisition of the fund 
administration unit of Advanced Fund 
Administration (AFA) are just two sam-
ples of exciting developments within 
the firm. 

Opus’ Irish expansion, following 
their authorisation from the Central 
Bank of Ireland, will lead to the cre-
ation of 100 new jobs over five years. 
Commenting on the expansion of its 
Irish operation, CEO Robin Bedford 
says: “As we continue to scale our 
business, Ireland was the logical loca-
tion of our European headquarters 
providing our existing clients with full 
access to the European Union. Our 
proprietary technology-based admin-
istration platform has been embraced 
by the US market resulting in our rapid 
growth. We look forward to deploying 
this offering to the local Irish market.” 

The acquisition of AFA’s hedge 
fund admin unit will also boost Opus’ 
overall diverse client base. Bedford 
says: “This is the result of many 
months of hard work by both parties. 
We are excited to have the opportunity 
to work with the AFA client base as 
they become part of the award-win-
ning Opus proprietary platform.” Jorge 
Hendrickson, SVP, Head of Sales and 
Marketing, says: “We are confident 
that they will be very impressed with 
our capabilities, global reach, scale, 
technology, and depth of services and 
teams.” SVP, Head of Implementation, 

Jon Chapman, adds: “Opus looks 
forward to providing a smooth, seam-
less transition for AFA clients onto the 
Opus platform.”

All clients can have peace of mind 
knowing Opus has the right people, 
working at the right place, at the 
right time. “Our team is comprised of 
skilled professionals working across 
the globe, from NYC to Dublin. This 
global reach and industry know-how 
ensure that our clients’ requests are 
met in a timely and efficient manner,” 
says Head of Client Solutions, 
Christian Pollard.

As a result of the work Opus is 
executing internally, clients addi-
tionally benefit from protection over 
sensitive information through intui-
tively designed proprietary platforms, 
as well as time-savings through 

valuable technology developments. 
An example of such is their audit and 
F&S questionnaires housed within 
their proprietary client dashboard, 
Symphony. The questionnaire allows 
clients to share important information 
and request necessary documents in 
order to prepare for a successful and 
streamlined 2019 audit cycle. COO 
Mike Canni adds: “Opus’ Innovation 
team has also introduced updates 
to their NAV inputs tools to allow for 
improved transparency on input status 
and a Treasury Solutions functionality 
that alerts clients of missing crucial 
identifying information, so that NAV 
delays do not occur.”

Opus’ platform is designed for 
scale and they have challenged their 
employees to make an impact on 
their mission. As such, they have 
rolled out “Client Solutions 2.0” — a 
new approach to their client solutions 
team. “The mandate of the reinvented 
team is to turn our clients into brand 
ambassadors by delivering a proactive 
approach to relationship management 
through increased telephone and face 
to face interaction. Our CS team is 
being staffed by industry veterans that 
have many years of operational expe-
rience and a deep understanding of 
our industry,” Pollard says.

Heading into 2020, Opus Fund 
Services’ goal is to build on the work 
it has been doing. Hendrickson, notes: 
“We aim to create innovative solutions 
for our clients and look forward to 
continuing to grow the business stra-
tegically and organically.” n

Opus hones in on firm 
growth and innovation

Opus Fund Services: Best Hedgefund Administrator for Start-Up and Emerging Funds

Robin Bedford
CEO, Opus Fund Services
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E I S N E R A M P E R

EisnerAmper LLP is among 
one of the nation’s largest 
accounting firms, with a ded-

icated and well-established Financial 
Services Practice that provides audit, 
tax, and advisory services. Our 
Financial Services Practice, com-
prised of the Asset Management and 
Capital Markets Groups, is the largest 
industry group within EisnerAmper 
servicing more than 2,500 financial 
services clients.

Over the years, EisnerAmper has 
forged a reputation in the US market 
for delivering proactive, responsive, 
high-quality service. 

“We have the expertise and 
skill sets of a Big Four firm, but we 
also have the nimbleness and per-
sonal touch of a family business,” 
said Nicholas Tsafos, Director and 
Chairman of the Board of EisnerAmper 
Global. “Winning Hedgeweek’s award 
as well as Clearly Rated’s Accounting 
Client Service Excellence Award didn’t 
happen by accident. It was the result 
of a lot of hard work by many dedi-
cated professionals.” 

Tsafos cites one example of dil-
igently upholding a best practice by 
regularly meeting with clients. This is 
critical because we need to discuss 
with them (in a timely manner) new 
regulations, investor needs and other 
accounting issues that impact their 
businesses.

“I talk to hedge fund executives 
every day,” says David Goldstein, 
EisnerAmper’s Financial Services 
Business Development Director. “I’m 
able to share the prevailing views 
and concerns allocators might have 
regarding hedge funds. And they 

find this level of insight priceless.” 
Tsafos agrees: “My clients find tre-
mendous value in the insight that I 
provide to them from both a business 
and a global trends perspective. Our 
clients want an advisor not just an 
accountant.”

In June of this year the group hit 
a home run so to speak with its 4th 
Annual Alternative Investment Summit. 
Held at New York City’s renowned 
Museum of Modern Art, keynote (and 
former Major League Baseball player) 
Alex Rodriguez talked about his 
post-sports career as head of an inte-
grated investment firm that is active in 
the real estate, sports and wellness, 
media, and entertainment sectors.

Since that event, the firm has pro-
moted 11 of its professionals to partner 
and merged with leading accounting 
firm Imowitz Koenig and real estate 
advisory firm RESIG. Looking ahead 
to 2020 and beyond, Tsafos wants to 
grow locally with the help of these 
newly minted partners, grow nationally 

via mergers and combinations, and 
grow globally with additional member 
firms in EisnerAmper Global.

Tsafos admits that challenges 
await, “Technology continues to make 
the world a smaller place, and you 
have to keep pace. And because 
investors are deploying capital glob-
ally, it puts significant pressure on 
advisors to provide investment vehi-
cles in foreign jurisdictions. Combine 
that with complying with the 
ever-changing complex foreign regu-
latory requirements and we have our 
work cut out for us. That’s why having 
an experienced team of service pro-
viders who can provide local expertise 
is extremely important.”

But Tsafos is confident of the mean-
ingful role EisnerAmper can play as a 
trusted business advisor for its clients: 
“Professional service firms that have 
that personal connection with their 
clients and are completely vested in 
their success, such as EisnerAmper, 
are an invaluable resource. This 
becomes even more important when 
the marketplace is facing a potentially 
uncertain future.” n

EisnerAmper wins award 
for third straight year

EisnerAmper: Best Accounting Firm

Nicholas Tsafos
Partner & Chairman, EisnerAmper Global

Nicholas Tsafos is an Audit Partner 
with 25 years of diversified accounting 
and auditing experience. His practice is 
primarily devoted to hedge funds, private 
equity funds, broker-dealers in securities, 
registered investment companies and 
investment advisors. He also works with 
public companies and public offerings, as 
well as complex private companies. Nick 
is the Director and Chairman of the Board 
of EisnerAmper Global.
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S S & C  E Z E

Joining SS&C Technologies in 
October 2018 has helped Eze 
Software get closer to its goal of 

bringing together different parts of 
the financial ecosystem in efficient 
and effective ways. Being part of a 
larger entity has helped Eze extend 
its knowledge of project management 
best practices and apply them to help 
customers tailor and optimise their 
operations. 

Eze Investment Suite and Eze 
Eclipse sit at the heart of the investment 
process. These platforms bring together 
an investment manager’s disparate sys-
tems into a single, streamlined workflow 
– across asset classes, strategies and 
departments. These all-in-one solutions 
enable SS&C Eze customers to auto-
mate critical, but repetitive operational 
tasks and focus on what they do best 
– generating alpha. 

Michael Hutner, Senior Vice 
President and General Manager of 
SS&C Eze, explains how for the last 
year Eze has been working on con-
necting with SS&C products and 
services, most notably SS&C Advent 
and SS&C GlobeOp. “Recently we 
streamlined the onboarding of clients 
using SS&C fund administration ser-
vices and partnered with SS&C Advent 
to extend the event-driven intraday inte-
grations employed by Eze OMS and 
Eze PMA to Geneva,” he notes.

Other recent developments at the 
firm include refining capabilities in 
response to the new demands of 
various pieces of regulation, includ-
ing MiFID II, CAT and others. SS&C 
Eze also built streamlined rules-
based workflows for Separately 
Managed Accounts and enhanced 

straight-through processing of inte-
grated black- and gray-box workflows, 
including full allocation and pre-trade 
compliance checks.

Hutner says the firm has also been 
applying algorithmic wheel logic to 
single- and multi-leg orders. “Users 
can assign random allocation to bro-
kers in the wheel according to pre-set 
weightings to avoid any possibility or 
appearance of gaming the system,” he 
adds. Recent months have also seen 
the launch of Eze Eclipse, Eze’s cloud-
based, front-to-back turnkey solution, 
in EMEA and APAC.

SS&C Eze historically has devel-
oped its products and services by 
working closely with its investment 
management customers and their 
customers – the asset owners. Hutner 
says: “We have worked with thousands 
of firms and leveraged that collective 
expertise to give us insight into indus-
try best practices. Our solutions are 
designed to maximise clients’ opera-
tional and investment alpha across the 
entire investment process – trading, 
compliance, modelling and analyt-
ics, commission management, and 
accounting. Our open architecture 
enables integration with other systems. 

“We have engaged in shared 
roadmap planning with SS&C’s other 
market-leading systems like Geneva 
without having to worry about com-
peting objectives. This collaboration 
extends the “better together” platform 
philosophy beyond traditional Eze 
products into the SS&C ecosystem.”

Given the rise of passive strate-
gies and continued pressure on fees, 
asset managers are being pushed 
differentiate their offerings, comments 

Hutner. Additionally, firms are facing 
broad-sweeping regulatory changes 
and more stringent due diligence 
requirements from investors. 

In view of this, he says: “We are 
focused on helping our clients achieve 
efficiency through automation and inte-
gration, meet their compliance and 
regulatory requirements, and, ultimately, 
achieve operational excellence.”

Hutner looks forward to an exciting 
year ahead: “Our vision is to re-im-
agine the investment process through 
technology – to build an open and fluid 
ecosystem with our clients and part-
ners and connect industry participants. 
We are in the process of working with 
multiple divisions across SS&C to find 
better solutions for our customers.

“We will continue to be driven by 
our clients and their business needs 
with an ongoing focus on quality, 
performance, regulatory change and 
automation. We want users to focus 

less on keystrokes needed 
to get their job done 
and more on finding 
the next best invest-

ment idea.” n

Re-imagining the 
investment process

SS&C Eze: Best Front to Back Technology Firm

Michael Hutner
General Manager, SS&C Eze

Michael Hutner is responsible for 
SS&C Eze’s award-winning investment 
management solution Eze Investment 
Suite and its next-generation platform Eze 
Eclipse. During his tenure, Hutner has 
held a number of leadership positions 
with the organisation, including business 
development, sales and marketing.
Hutner has more than 20 years of 
expertise in technology solutions and 
operational efficiency in the investment 
management industry.
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S S & C  A DV E N T

Alternative managed accounts 
have become increasingly pop-
ular with institutional investors 

over the past decade, and Geneva is 
among the first platforms that enabled 
fund managers and administrators to 
service this market at scale.

The “Best Managed Account 
Platform Technology Firm” award 
underscores the tremendous ver-
satility of the Geneva platform for 
managing virtually any type of fund, 
whether co-mingled or separately 
managed. 

“Alternative fund managers face 
a big challenge to meet investor 
demand for transparency and timely, 
accurate reporting on complex asset 
classes. These capabilities will prove 
particularly critical as fund firms seek 
to expand their offerings beyond 
hedge and PE funds, into areas such 
as private credit and real assets. With 
Geneva, they can do it all on a single 
platform,” explains Eddie Russo, 
Director, Product Management and 
Solutions Consulting SS&C Advent.

The firm has dedicated resources 
in product management who follow 
market trends and continually receives 
feedback from clients and industry 
experts to ensure its solutions are 
supporting industry best practices. 
Russo notes: “As investment man-
dates shift and firms diversify into 
different asset classes and fund struc-
tures, our solutions are purpose-built 
to support our clients’ evolving needs. 
Geneva has a long track record of pro-
viding support for managed accounts 
and with the latest release of Geneva, 
we continue to strengthen that cover-
age through a new user experience 

and streamlined workflows to facili-
tate complex structures like managed 
accounts, closed-end and hybrid 
vehicles.”

He says feedback from clients is 
the primary catalyst for Geneva’s con-
tinuous product evolution, supported 
by two releases per year, in April and 
October. With each release includ-
ing the most recent taking place this 
month, the firm has addressed client 
requirements with new features, func-
tionality, and data access. Some of 
these key initiatives include a modern-
ised interface, streamlined reporting 
and new suite of data exception man-
agement features leveraging artificial 
intelligence including machine learn-
ing and predictive analytics.

Although the challenges clients 
face vary from one firm to the next, 
Russo believes most clients want to 
know that they are acting on timely 
and accurate information. They also 
want to leverage cutting edge tech-
nologies to win new business while 
keeping their existing clients happy; 
and they need to meet the increasing 

demands from regulators without any 
additional overhead.

He elaborates: “it’s not a matter of 
“want” anymore, firms are required to 
be more efficient than ever. For exam-
ple, shadowing a fund administrator 
can be a tedious process and as a 
result of our progress, Geneva enables 
streamlined workflows throughout the 
investment and investor accounting 
and allocation process, reducing the 
risk of user error in processing and 
reconciling with administrators.  The 
user friendly reporting architecture 
allows accountants to create custom 
views of data to match administrators’, 
saving time and cost in the process.”

Russo is aware of the competi-
tive nature of the market and SS&C 
Advent is committed to continuously 
re-invest in its solutions “Empowering 
our clients to take full advantage of 
the latest technology and remain vig-
ilant in a constantly evolving market 
presents so many opportunities. 
We appreciate the investment they 
make in us, as their strategic partner, 
and extend a huge thank you to the 
Hedgeweek readers for this recogni-
tion,” he adds. n

Transparent accurate 
reporting is vital

SS&C Advent: Best Managed Account Platform Technology Firm

Eddie Russo
Global Solutions Management Director, 
SS&C Advent

Eddie Russo is a Global Solutions 
Management Director within the SS&C 
Advent business unit. Eddie has over 
20 years of experience in the financial 
services and software industries 
including a combined 13 years with 
SS&C Advent. He currently oversees the 
product strategy and direction for select 
products within the SS&C Advent Geneva 
Product Suite.
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A top priority for UMB Fund 
Services is the client expe-
rience. One of the essential 

building blocks is a considerable 
investment in technology which helps 
ensure UMB’s clients have at their dis-
posal a wide range of tools to support 
their own product offering to investors.

“We are continually enhancing our 
online client portal which overlays 
our proprietary accounting system,” 
explains Jill Calton, SVP/Executive 
Director of Alternative Investments, 
UMB Fund Services. 

“Early next year, we plan to release 
enhanced functionality and a com-
pletely new user interface. We are 
also investing in continued enhance-
ments into the foreseeable future 
which will provide clients with a global 
view, access to fund and investor data 
across all products, enhanced report-
ing features and ability to customise 
views. Essentially, clients will be able 
to slice and dice the information we 
hold for them in whatever way they 
want,” she adds.

The client experience sits at the 
heart of UMB’s approach and the firm 
aims to align people, process and 
technology to allow fund managers to 
focus on meeting their primary invest-
ment and growth objectives.

Being able to maintain complex 
fund structures and investment portfo-
lios on a system that can reduce risk 
and offer automation has been one 
of the key benefits our clients enjoy. 
Putting an emphasis on technology 
means eliminating manual processes 
and workarounds that introduce risk 
into the processes and create ineffi-
ciencies. Timely access to reliable 

data is hugely beneficial as investors 
are seeking greater transparency and 
expecting information to be delivered 
faster than ever before. “Data delivery 
is extremely important to our clients. 
We are developing tools to connect 
our data to their platforms. Clients 
need to be able to transport data and 
automate processes to reduce risk. To 
do this, we need to standardise and 
normalise all of the data to make it 
work for them.”

Automation is another vital com-
ponent of the alternative investment 
business. Calton describes the work 
the firm is doing in this regard: “We’re 
working on standardising the way 
we bring in information from under-
lying custodians. It is important to 
build a streamlined and automated 
reconciliation tool that feeds our 
accounting system.” 

Because of the investments UMB 
is making, clients have efficient and 
timely access to data Calton says: 
“We want our clients to have current 
applicable information for their funds 
as soon as possible and allow them 
to meet requests their investors have. 
With demands for access to infor-
mation and transparency, everyone 
is working faster and smarter than 
ever before.”

The firm is also working on a 
web-based tool for its alternative 
investment clients which would give 
them direct access to their underly-
ing portfolio data. “The data we store, 
collect and process belongs to our 
clients. We’re focused on maintaining 
and presenting that data in a way that 
is accurate, timely and useful for them 
and their investors.”

UMB understands that deliver-
ing high-quality service can be at 
odds with the fee pressure facing 
the entire asset servicing industry. 
“Implementing scalable solutions, 
using technology to streamline and 
automate processes and prioritising 
talent retention are key to overcom-
ing those challenges.” Calton notes: 
“We’re looking at ways we can scale 
for growth and continue to offer the 
best value and service to our clients. 
We understand everyone is experienc-
ing fee pressure which is impacting 
the entire industry.”

What sets the firm apart is the 
financial strength and service 
breadth of a large financial services 
organisation, combined with a respon-
siveness, accessibility and service-first 
approach that is centred around meet-
ing client needs. n

U M B  F U N D  S E RV I C E S

Superior client experience 
through tech investment

UMB Fund Services: Best Hedge Fund Administrator

Jill Calton
SVP, Executive Director of Alternative 
Investments, UMB Fund Services

Jill Calton provides leadership and 
oversight to all of the Company’s 
alternative investment client-servicing 
teams. Prior to her current role, Jill served 
as a managing director for UMBFS, 
overseeing one of the client service 
teams. She joined the company in 1999, 
having previously worked as an auditor 
with KPMG serving hedge funds and 
other clients. She has worked in the fund 
industry since 1997.
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As the pace of change acceler-
ates, operational excellence, 
customisation and innova-

tion becomes critical. In view of this, 
Horseshoe is focused on growing 
its brand in the fund administration 
industry by launching services to help 
clients streamline their processes and 
improve their efficiency.

The firm’s developments are tes-
tament to its commitment to the 
industry. One example of this is the 
Horseshoe Investor Onboarding 
Portal (HIOP). Brian Desmond FCA, 
CSO and EVP Head of Fund Services, 
Horseshoe, gives further detail: “Our 
proprietary platform built in house in 
2018 is becoming a real differentia-
tor for us. It brings to our clients a 
super-lean and efficient e-platform that 
streamlines the AML/KYC/FATCA pro-
cess and enables online subscriptions 
and redemptions.”

Another example of the firm’s 
progress in terms of upholding best 
practice is AltaReturn, a leading insti-
tutional platform for its private equity 
clients. According to Desmond, this 
platform is not only offering clients 
operational excellence and end- 
to-end solution, but it is also providing 
them with automated ILPA compliant 
reporting, a huge step towards best 
practice.

Further, since valuation of level 3 
insurance linked securities (‘ILS”) has 
come under heightened scrutiny from 
investors, Horseshoe has continued 
to grow its valuation practice, invest-
ing significantly in top actuarial talent 
and rapidly earning a reputation as 
a thought leader in the space. As a 
result, Desmond says the firm has 

become the administrator of choice 
for many sophisticated ILS structures 
and fund managers. “We have also 
developed data tools, using AI tech-
niques to verify inputs to valuation 
calculations, through data extraction 
from original contracts,” he adds.

Horseshoe is also providing side 
pocket solutions. Desmond explains: 
“Following the large catastrophe 
weather events of 2017 and 2018, 
many hedge fund managers manag-
ing ILS securities had to create side 
pockets, due to valuation uncertainly 
and trapped collateral. Horseshoe 
led the market and helped its clients, 
by creating new innovative ways to 
account for these side pockets, a first 
for the industry.”

Through a series of enrichment of 
its systems, services and processes, 
Horseshoe has stepped into this chal-
lenging environment as a key partner 
to its hedge fund clients. The firm’s 
progress has helped clients meet 
regulatory & compliance require-
ments, increase operational efficiency, 
achieve greater transparency through 
innovative reporting and meet inves-
tors’ expectations.

Desmond comments: “Through the 
talent of our people, outstanding client 
service and innovation, Horseshoe 
continues to be the partner of choice 
for many hedge fund and private 
equity managers who are seeking 
solutions and added value. Clients 
are at the core of our business model. 
We build partnerships rather than 
relationships.”

“Upholding best practice is funda-
mental to us,” Desmond continues, 
“At Horseshoe, we continue to invest 

heavily in cutting edge proprietary 
and industry leading technologies, to 
produce highly integrated process-
ing, state of the art investor reporting 
and delivery in a controls focused 
environment.

“We can see how Robotic Process 
Automation (RPA) and AI are alter-
ing the way we do business. We are 
embracing innovation so we are at 
the forefront of the fund administra-
tion industry and support our clients 
to achieve operational excellence and 
sustainable growth.

“Being nimble and entrepreneurial 
allows us to be quick in responding 
and flexible in accommodating the 
new developments and products that 
the fund management community 
devise and to meet the challenges of 
what is an increasingly competitive 
market environment.” n

H O R S E S H O E

Leading the way with 
integrated solutions

Horseshoe: Best Offshore Hedge Fund Administrator

Brian Desmond FCA
Chief Strategy Officer & EVP Head of 
Fund Services, Horseshoe

Brian Desmond leads the fund 
administration business and is heavily 
involved in strategic business initiatives. 
Brian is a seasoned practitioner and 
respected leader within the global fund 
administration community with over 27 
years of successful experience. He was 
one of the founding principals of IKONIC, 
a specialist fund administration company 
which was acquired by Horseshoe in 2016. 
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A solid reputation helps 
drive growth

Agecroft Partners: Best Third Party Marketing Firm

AG E C RO F T  PA RT N E R S

I n order to attract high quality hedge funds 
and help grow their assets, a hedge fund 
consulting and marketing firm needs 

to nurture its reputation for having strong 
investment knowledge, being ethical and 
highly selective in terms of the hedge funds 
it chooses to represent. Agecroft Partners is 
a consulting and third party marketing firm 
whose objective is to be viewed in the mar-
ketplace as a thought leader within the hedge 
fund industry; a firm of high institutional quality 
and representing some of the top hedge funds 
in the industry.

 Don Steinbrugge, Founder and CEO of 
Agecroft says: “It is our belief that if we can 
achieve our firm’s goals, large institutional 
investors will want to schedule meetings 
with our firm and with our clients and that 
very high quality hedge funds will want us to 
represent them.”

To meet the organisation’s goals, 
Steinbrugge and his colleagues spend a sig-
nificant amount of time doing due diligence on 
hedge funds across the industry. “We repre-
sent less than 1% of the funds we do research 
on,” Steinbrugge explains, which highlights the 
firm’s selective process in choosing the hedge 
funds it partners with.

Agecroft specialises in the alternative 
investment arena with a particular focus on 
hedge funds. The firm aims to be highly 
process oriented in how its hedge fund 
clients communicate with investors. We 
want to make sure that the message is 
concise, linear, clearly identifies the firm’s 
differential advantages and consistently 
delivered. This makes it easier for the 
investor to evaluate a fund and determine 
whether it is a good fit for their needs.

This detailed information is crucial 
given the competitive nature of 
the hedge fund industry. 
Steinbrugge notes: “The 

biggest challenge for a firm is the fact that 
although the hedge fund industry is large at 
$3.2trn, there have not been net flows in the 
industry over the past few years. At the same 
time, it is extremely competitive with approx-
imately 15,000 hedge funds competing for 
business. So in order to be successful, you 
can’t rest on your laurels; you have to con-
stantly be trying to improve the way you do 
things because those firms that are stagnant 
go out of business over time.”

Steinbrugge says Agecroft has consistently 
helped its clients raise over a billion in assets 
per year and will continue be our goal over the 
course of the year ahead. 2020 will also see 
Agecroft replace two of the managers on its 
books as current clients are expected to reach 
capacity for their strategies in the coming year. 

This year saw Agecroft organise two sep-
arate hedge fund conferences that were 
targeted towards educating investors on which 
hedge fund strategies look the most appeal-
ing, given current valuations of capital markets 
and economic expectations. This is evidence 
of the firm’s efforts in supporting best practice.

In further testament to this, the conferences 
differentiate themselves in that only prominent 
hedge fund allocators are allowed to speak on 
panels to ensure the information is unbiased. 
Agecroft aims to put up another successful 
conference next year.

“We also spend a great deal of time 
thinking about the capital markets, along 
with the hedge fund industry and trying 

to identify trends that people within the 
industry would find helpful,” Steinbrugge 
concludes. Another key objective for the firm 
in the coming year is to produce four well-re-

ceived thought pieces on the industry. n

Don Steinbrugge
Founder & CEO, Agecroft Partners
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P E A K S  S T R AT E G I E S

Technology is playing a greater 
role in all aspects of the asset 
management value chain 

and communications agency Peaks 
Strategies is focused on introducing 
new, analytical technologies to help 
clients better understand the impact 
and the effectiveness of PR. 

“I want to make sure we’re ana-
lytically measuring the real business 
impact of our work. We have and 
continue to seek thee technology to 
help us better understand the return 
on investment of PR, by measuring 
the impact our work makes, the vis-
ibility it builds for our clients and the 
engagement it creates – essentially all 
the activity that helps an investment 
management business grow,” explains 
Thomas Walek, founder and manag-
ing partner, Peaks Strategies.

The firm specialises in strategic 
communications for public and private 
companies in capital markets, alterna-
tive and traditional asset management, 
corporate, biotech, fintech, and finan-
cial and professional services. 

In the current market, two key areas 
of focus for Peaks Strategies are inno-
vation and the definition of the term 
‘alternatives’. Walek notes huge inter-
est in innovative and disruptive parts 
of the financial markets. “Whether the 
managers are big, established players 
doing new and interesting things or 
whether they’re small emerging and 
building their whole firm on this, these 
are the areas the media wants to hear 
about,” he says.

According to Walek, the industry 
is witnessing a broader application of 
the word alternatives. He expands on 
this concept: “Today, alternatives are 

not just hedge funds. As an alterna-
tives PR agency, we are now working 
with clients in ESG, cannabis, biotech-
nologies, AI & Machine Learning, and 
even security applications. All of these 
are based on an openness to and 
understanding of alternative solutions 
to real world challenges.” Walek has 
focused his career in the alternatives 
sector, beginning as a journalist on the 
trading floors of the Chicago financial 
futures exchanges and later pioneering 
brand-building marketing communica-
tions for alternative asset managers 
when he built his previous firm, Walek 
& Associates. He sold that firm in 2013. 

In the face of changes in the market, 
the keystone of the Peaks Strategies 
business remains its credibility and the 
credibility of its clients. Walek stresses: 
“If we are not honest brokers of infor-
mation, we’ll get nowhere. So, the best 
practices we uphold have got to be 
focused on building and maintaining 
that credibility.”

Peaks Strategies has a strong track 
record which has led to a solid book of 
contacts, deep knowledge and broad 
experience. These, Walek says, are the 
factors which lead to results for clients 
in the world of PR: “We build long-term 

relationships with clients as we work 
with them to define, differentiate, pro-
mote and protect their reputations and 
brands in today’s demanding mar-
ketplace. We put our clients first and 
measure our performance based on 
their long-term success.”

He explains that the company 
needs to continue focusing on find-
ing the right people and managing its 
growth. “We’re excited about the year 
ahead, for our sales and for our cli-
ents. Managed growth is currently big 
thing for us. We want to grow but not 
at any cost; not just for the sake of it,” 
Walek points out, saying the firm works 
with clients which are a good fit.

When it comes to technology, 
Peaks Strategies is embracing new 
techniques which can help the agency 
measure and gauge the impact of the 
results it generates for its clients. 
Walek says: “I worry about making 
sure we have access to the right tech-
nology to help us do our job at the 
highest level.” n

New technology 
underscores PR impact

Peaks Strategies: Best Public Relations Firm

Thomas Walek
Founder & Managing Partner, 
Peaks Strategies

Tom Walek works with clients to 
develop and execute creative, impactful 
communications. From 1998-2013 Tom 
was Founder of Walek & Associates, 
an award-winning independent 
communications firm known globally for 
its work in asset management, capital 
markets, professional and financial 
services. Tom began his career as a 
financial journalist on the trading floors 
of the Chicago futures exchanges. Tom 
graduated cum laude in Journalism 
from the University of Colorado/Boulder 
and attended the Kellogg School of 
Management, Northwestern University.
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I n the fast-paced world of tech-
nology, efficiency and speed are 
highly valued. Align, a technology 

infrastructure solutions & managed IT 
services firm, prides itself on offering 
clients the innovation that occurs in 
the public cloud at a faster rate than 
any of its competitors. This, in turn, 
allows its clients access to the full 
benefits of these developments.

Chief Operating Officer of Align, 
Vinod Paul, says: “The single biggest 
factor many service providers are 
trying to navigate is how to utilise the 
public cloud. Align was an early adop-
ter of the public cloud and public cloud 
technologies. We were one of the first 
managed service providers to become 
a tier 1 Microsoft cloud solutions pro-
vider, and because of that, we’ve been 
able to leverage public cloud innova-
tion ahead of other managed service 
providers. Further, we’ve been able to 
push the benefits of passive innovation 
to our clients and give them a cost-ef-
fective, up-to-date solution.”

Align has been operating for over 
30 years, providing support through 
IT challenges and delivering secure 
and complete solutions for busi-
ness change and growth. The firm is 
headquartered in New York City and 
has offices in London, Chicago, San 
Francisco, Arizona, New Jersey, Texas 
and Virginia.

According to Paul, one of the 
main drivers of Align’s success has 
been the experience it provides its 
customers. He explains that every 
single client gets a dedicated client 
relationship manager, and they each 
can interact with the firm through its 
secure client portal. He says: “We’re 

seeing a huge turnover in the ser-
vices space, and many clients we 
engage with have had a poor cus-
tomer experience with their previous 
service provider. Our client success 
stories have been a result of our ded-
icated support teams, subject matter 
expertise, commitment to providing an 
exceptional experience and building 
upon the evolving needs of our client 
base. These core values, coupled 
with the innovation the public cloud 
has been able to provide, are some of 
the top reasons clients are changing 
MSPs and moving to Align’s platform.”

In practical terms, the public cloud 
innovations Align is bringing to clients 
help them meet investor due diligence 
and regulatory challenges while seam-
lessly supporting their day to day 
operations.

Due to the fast pace of change in 
public cloud technology, Paul high-
lights that the firm’s focus is to remain 
leveraging the innovation in the space. 
“We stay ahead by dedicating a tre-
mendous amount of time to research 
and development. We work with 
Microsoft and Amazon daily to ensure 
our cloud practice is up to date. And 
most importantly, to make sure our 
clients are getting the benefits of 
the changing technology which will 
enable them to operate in this chang-
ing world,” Paul notes.

Align aims to not only onboard 
clients but to help transform their 
business process when signing up 
to the Align platform. Paul comments: 
“It’s bringing about a transformation 
of their business. We can do that 
successfully because we have an 
experienced onboarding team who 

goes in and understands what the 
clients’ day to day issues are before 
we do the implementation. Our goal 
is to understand our clients’ work-
flows and enable them with the tools 
to efficiently operate around their 
processes.”

Over the course of the year ahead, 
Align aims to continue providing its 
clients with a superior service expe-
rience. A key aspect of this will be 
to support clients in meeting the 
challenges posed by cybersecurity, 
due diligence and regulation. Paul 
remarks: “Our objective for clients 
is to continue to leverage the public 
cloud to help protect them and deal 
with regulatory and due diligence con-
cerns and continue to transform these 
organisations. As technology changes 
so quickly, we want to make sure our 
clients fully utilise the benefits of the 
public cloud.” n

A L I G N

Next-gen managed services 
fuelled by public cloud

Align: Best Cyber-Security Services Provider

Vinod Paul
Chief Operating Officer, Align

Vinod Paul brings over 20 years of 
in-depth financial services and technology 
experience. His responsibilities include 
the strategic development of Align’s 
Managed Services offerings, including 
oversight of Align Cybersecurity™, the 
company’s comprehensive cybersecurity 
risk management solution. In his current 
role, Vinod is also responsible for 
managing senior client relationships with 
alternative asset managers, providing 
ongoing guidance with respect to 
industry best-practices and forward-
looking trends in Managed Services.
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DMS Governance is the worldwide leader in governance + risk + compliance, representing leading 
investment funds and managers with assets under management exceeding $350Bn. For nearly 20 
years, DMS has delivered high-quality, professional services to a diverse range of investment fund 
structures and strategies and is proud to be the leading, independent provider of AIFM, UCITS 
Management Company and MiFID services to many of the largest institutional investors and 
asset managers globally. Through its in-depth knowledge across every aspect of the governance 
landscape, DMS has been a driving force in the shaping of today’s industry.

 

Contact: Alison Mitsas | amitsas@dmsgovernance.com | +1 345 325 1776www.dmsgovernance.com

Cowen Outsourced Trading provides investment managers with a first-rate, cost efficient solution 
for their trading needs. Our offering is full service, multi-asset class, global, and is differentiated 
by its transparency and level of operational support. Cowen Inc. (“Cowen” or the “Company”) is a 
diversified financial services firm that operates through two business segments: a broker dealer 
and an investment management division. The Company’s broker dealer division offers investment 
banking services, equity and credit research, sales and trading, prime brokerage, global clearing 
and commission management services. Cowen’s investment management segment offers 
actively managed alternative investment products. Cowen Inc. focuses on delivering value-
added capabilities to our clients in order to help them outperform. Founded in 1918, the firm is 
headquartered in New York and has offices worldwide.

Contact: Jack Seibald | jack.seibald@cowen.com | +1 516 746 5718www.cowen.com

Constellation is the leading provider of outsourced CFO, accounting, operational, regulatory and 
compliance support services to a range of alternative and traditional investment management 
firms and their investors, including hedge funds, private equity, private credit, venture capital, 
private equity real estate, family offices, mutual funds, fund of funds, pensions, endowments and 
foundations. With its headquarters in New York and centres of excellence in Cary, NC, Dallas, San 
Francisco, Los Angeles and Seattle, Constellation services over 400 clients globally.

Contact: Frank Napolitani | fnapolitani@constellationadvisers.com | +1 646 974 7215
www.constellationadvisers.com

Anchin’s mission is to be the premier accounting and advisory firm passionately delivering expert 
solutions to privately held businesses, investment funds and high net worth families.

Anchin’s Financial Services Practice launched more than 40 years ago and includes nine partners 
and nearly 50 dedicated professionals. With nearly 300 hedge funds, mutual funds, private equity 
funds, funds-of-funds, master-feeder funds, broker/dealers and family offices. Financial Services 
is one of Anchin’s largest industry practice groups. 

Operating in the centre of the financial community, we are proud to be the largest single-office 
accounting firm in the country. This allows us to seamlessly bring all of the specialised talent of 
our organisation together, including our experts in ERISA, state and local tax, international tax and 
others, for the benefits of our clients. 

Contact: Kimberly Elardo | kimberly.elardo@anchin.com | +1 212 840 3456www.anchin.com

Align is a premier global provider of technology infrastructure solutions. For over 30 years, leading 
firms worldwide have relied on Align to guide them through IT challenges, delivering complete, 
secure solutions for business change and growth. The company’s comprehensive, award-winning 
IT Managed Services and Cybersecurity Advisory Practice help companies mitigate risk, increase 
efficiency and scalability, and remain at the forefront of cloud computing innovation. Align’s 
Professional Services offers clients end-to-end technology and infrastructure support you can trust.

Align is headquartered in New York City and has offices in London, Chicago, San 
Francisco, Arizona, New Jersey, Texas and Virginia. Learn more at www.align.com and  
www.aligncybersecurity.com. Check out our blog here: www.align.com/blog. Follow us on 
Twitter @AlignITAdvisor.

Contact: Vern Bratton | vbratton@align.com | +1 212 546 6132www.align.com
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Imagine Software is the leading provider of real-time portfolio, risk management, and regulatory 
solutions for global financial services firms. With a 26-year track record for managing real-time risk, 
Imagine has met the most complex challenges with the most innovative solutions. Today, Imagine 
delivers the sophisticated and easy-to-use technology that drives entire front-to-back office 
operations across portfolio and risk management, operations and compliance. Imagine processes 
data on every listed product globally, with models for virtually the entire universe of covered 
securities, as well as a raft of OTC securities. With our sophisticated and integrated technology, 
we support large-scale, real-time software solutions that can scale for growth. Headquartered in 
New York City, Imagine has offices in Hong Kong, London, and Sydney and serves clients in more 
than 25 countries throughout the Americas, Europe, and Asia-Pacific regions. 

Contact: Debra Douglas | debrad@imaginesoftware.com | +1 212 317 7615www.imaginesoftware.com

Horseshoe is an independent global leading financial services provider, dedicated to insurance 
linked securities (“ILS”) and alternative fund markets. Through the talent of our people, outstanding 
client service and innovation, Horseshoe continues to be a leader in the fund administration 
industry. We are truly a one-stop shop covering the entire value chain.

Our cutting edge proprietary technology, combined with industry leading systems are bringing 
greater operational efficiency and customisation to our clients.

We administer in excess of $31 billion, from our operating offices in Bermuda, Cayman Islands, 
United States, London and Ireland. Clients are at the core of our business model and we continue 
to create products, services and processes designed to support their vision. True achievement to 
us is helping our clients succeed.

Contact: Brian Desmond | brian@horseshoeglobal.com | +1 441 279 2080www.horseshoeglobal.com

Harneys is a global offshore law firm. We provide the world’s top law firms, financial institutions 
and corporations with legal services relating to British Virgin Islands, Cayman Islands, Cyprus, 
Luxembourg, Bermuda and Anguilla law. 

For more information about Harneys please visit www.harneys.com

 

Contact: Michelle Bolingbroke | michelle.bolingbroke@harneys.com | +1 345 815 2915www.harneys.com

Eze Castle Integration is the global provider of managed IT services, complete cloud solutions 
and cybersecurity to more than 660 clients worldwide. The company’s products and services 
include Cloud Services, Managed Cyber Security Solutions, Technology Consulting, Outsourced 
IT Support, Project & Technology Management, Professional Services, Telecommunications, Voice 
over IP, Business Continuity Planning and Disaster Recovery, Archiving, Storage and Colocation. 
Eze Castle Integration is headquartered in Boston and has offices in Chicago, Dallas, Hong Kong, 
London, Los Angeles, Minneapolis, New York, San Francisco, Singapore and Stamford.

 

Contact: Amanda Daly | adaly@eci.com | +1 617 217 3339www.eci.com

EisnerAmper LLP is among one of the nation’s largest accounting firms, with a dedicated and 
well-established Financial Services Practice that provides audit, tax, and advisory services. Our 
Financial Services Practice, comprised of the Asset Management and Capital Markets Groups, 
is the largest industry group within EisnerAmper featuring more than 2,500 financial services 
clients. We have worked with private equity, venture capital and hedge funds firms for over forty-
five years, including many of the original firms in the space. Clients rely on our team to navigate 
regulatory and compliance requirements, and help facilitate new growth opportunities. The Asset 
Management Group serves hedge funds, private equity funds, venture capital funds, funds of 
funds, mutual funds, regulated investment companies, management and general partner entities, 
and institutional investors.

Contact: Nicholas Tsafos | nicholas.tsafos@eisneramper.com | +1 212 891 4128www.eisneramper.com
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SS&C Eze is a global leading provider of investment management software solutions designed to 
optimise operational and investment alpha throughout the entire investment process. SS&C Eze 
provides the platform for growth for the entire investment management community, maximising 
efficiencies across order management, trade execution & analytics, portfolio analytics & modelling, 
compliance & regulatory reporting, commission management, and portfolio & investor accounting. 
For more than 20 years Boston-based SS&C Eze has been driving innovation in financial 
technology. Today, SS&C Eze partners with more than 2,500 buy- and sell-side institutions. 

Contact: Veronica Belitski | vbelitski@ezesoft.com | +1 212 506 7523www.ezesoft.com

SS&C Advent, a business unit of SS&C, is helping over 4,300 investment firms in more than 50 
countries—from established global institutions to small start-up practices—to grow their business 
and thrive. Delivering unparalleled precision and ahead of-the-curve solutions for more than 30 
years, we help firms minimise risk, work together seamlessly with our clients, and help shape the 
future of investment management. 

 

For more information on SS&C Advent products visit www.advent.comwww.advent.com

Peaks Strategies is an independent public relations firm that delivers innovative and impactful 
solutions to public and private clients in corporate, financial, technology, climate-tech, biotech, 
healthcare and professional services. 

We build long-term relationships with clients as we work with them to define, differentiate, promote 
and protect their reputations and brands in today’s demanding marketplace.

We put our clients first and measure our performance based on their success 

Contact: Tom Walek | twalek@peaksstrategies.com | +1 917 353 7575www.peaksstrategies.com

Established in 2006, Opus Fund Services is an award-winning independent and privately-owned 
full-service global fund administrator providing automated, integrated middle and back office 
administration services to hedge funds and asset management firms. Opus has offices in 
Bermuda, New York, Chicago (Naperville), San Francisco (Brentwood), Manila, Halifax, Dublin and 
Enniscorthy (Ireland). Opus Fund Services (Bermuda) Ltd. is licensed by the Bermuda Monetary 
Authority under the Investment Funds Act 2006. Opus Fund Services (IRE-Admin) Limited is 
regulated by the Central Bank of Ireland.

Contact: Jorge Hendrickson | jhendrickson@opusfundservices.com | +1 312 256 9974www.opusfundservices.com

Investcorp is a leading global manager of alternative investments. Led by a new vision, Investcorp 
has embarked on an ambitious, albeit prudent, growth strategy. The Firm continues to focus on 
generating value through a disciplined investment approach in six lines of business: private equity, 
real estate, absolute return investments, credit management, infrastructure and strategic capital.

As at June 30, 2019, the Investcorp Group had $28.2 billion in total AUM, including assets managed 
by third party managers and assets subject to a non-discretionary advisory mandate where 
Investcorp receives fees calculated on the basis of AUM.

Investcorp employs approximately 430 people across its offices in New York, London, Bahrain, 
Abu Dhabi, Riyadh, Doha, Mumbai and Singapore. 

Contact: Nick Vamvakas | nvamvakas@investcorp.com |  
+1 917 332 5772www.investcorp.com

UMB’s highly customisable, proprietary technology platform provides accounting, recordkeeping 
and reporting for private equity, hedge funds, funds of funds, opportunity zone funds, private debt, 
real estate, venture capital and registered alternative products. We are also a leader in servicing 
closed-end interval and tender-offer funds. Our full-service lineup includes product formation 
assistance, fund administration and accounting, investor servicing, tax preparation and reporting, 
and custody. 

UMB Fund Services is known for unparalleled service, industry expertise, and the stability of a 
highly capitalised parent that’s been around for 100+ years.

Contact: Greg Drose | gregory.drose@umb.com | +1 720 837 8985www.umb.com
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