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Following a year which has been positive for hedge 
funds in terms of performance, startup and emerg-
ing managers face an uphill battle as they continue 

focusing on generating return while strengthening their 
communication with clients and prospects. 

Strong performance within the hedge fund sector as 
a whole means the competitive environment is ramping 
up even more. This makes it an even greater challenge 
for startup and emerging hedge funds to stand out from 
the crowd.

“It is extraordinarily difficult for startup hedge funds in 
this environment. A key means of attracting allocators’ 
attention is through networking at conferences. For now, 
emerging managers must do virtual conferences and virtual 
capital introduction events,” comments Michael Weinberg, 
Managing Director, Head of Hedge Funds and Alternative 
Alpha, APG. “There may be some allocators, like ourselves, 
that are willing to do live meetings when permitted and 
subject to all safety and other rules. Though virtual confer-
ences and networks may be better than nothing they are 
far from optimal. We prefer live when possible.”

Henning von Issendorff, Executive Partner, Tungsten 

Capital Management notes: “Startup managers need more 
scope and AUM at the outset because margins are lower 
and the required infrastructure is much higher. With infra-
structure I mean the regulatory burden and the technical 
infrastructure required. As such, they need more staff and 
have higher fixed cost straight from the start.”

This state of affairs is confirmed across the industry. 
Thomas Maier, Director at FERI outlines: “Ever increasing 
regulation is one of the primary hurdles startup managers 
need to overcome. There is a much higher reporting burden 
and many forms they need to fill in. In view of this it is also 
important for young hedge funds to have the right specialists 
in place. For example, they would need a dedicated risk 
manager and an operations professional at launch.”

However, despite these challenges, Maier believes the 
performance generated in 2020 has smoothed the way 
for startups to some degree: “The time for hedge fund 
startups is generally quite benign. The general market 
environment is positive, driven by the fact that inves-
tors have money in their pockets and the governments’ 
money printing exercises also means there is money to be 
invested. These underlying market mechanics help new 

Standing out in a 
competitive environment

By A. Paris
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fund managers because investors are not paralysed like 
they were after the 2008 financial crisis.” 

Industry statistics show new hedge fund launches 
increased in the fourth quarter of 2020 to the highest level 
since 4Q17. This is according to the latest HFR Market 
Microstructure Report. “New hedge fund launches continued 
to rise as industry expansion accelerated into 2021, driven by 
the strongest performance gains since 2000, as both man-
agers and investors positioned for strong growth throughout 
2021. Volatile trends, including an increase in trading volume 
from retail investors and a renewed interest in strategies 
focused on both out of favour, deep value equities, as well 
as stocks with high short interest, have increased idiosyn-
cratic equity volatility in recent months,” details Kenneth J. 
Heinz, president of HFR, in a press release.

Further, investor appetite for emerging hedge funds 
remains strong. In Weinberg’s view: “As a long-term investor, 
our outlook for investing in smaller or emerging managers 
hasn’t changed. We believe that the best next generation of 
investors are often protégés of great established investors. 
These emerging managers learn from the best and often 
launch their own funds to have autonomy.  In addition, as 
they are smaller, they are potentially able to extract excess 
alpha from capacity constrained opportunity sets that the 
firms they came from may have outgrown.”

Looking ahead, return expectations are muted. Von 
Issendorff discusses the outlook for the German speaking 
core of Europe: “Generally expected investment returns are 
lower which is clearly manifested in the low interest rate 
environment. But not only are expected returns low, in this 
context it is also natural to equally expect less arbitrage 
or alpha opportunity. The means to very efficiently and 
uniquely harvest alternative beta can also be expected to 
be more restricted.”

Maier agrees with the return outlook: “Return expec-
tations from young hedge funds are probably somehow 
muted as compared to the to the recent years. There are 
also more ‘levers’ to pull, such as regulation, which reduce 
returns. Nonetheless, it is still true that young hedge funds 
typically exhibit higher return expectations than established 
firms. In addition, their return streams are less dependent 
on general market direction.” 

However, he says the average size of new startups in 
the hedge fund space has grown over the last years: “In 
order to run a hedge fund business in a profitable way the 
break even point in assets under management, i.e. the 
point where the fund manager can pay all his bills from fee 
income, has been growing. The funds needed to launch 
also depends on the type of strategy. A CTA or quantita-
tive strategy, which is heavily reliant on systems, needs to 
make larger investments in their infrastructure and opera-
tional set up. In the equity space, such a high investment is 
not necessary. This means CTA or quant startups are typi-
cally much larger than equity strategies.” 

Therefore, managers looking to launch a fund can take 
this into consideration when looking to set up.

The pull of references
From an investor’s perspective, Weinberg explains the 
changes brought about by the pandemic: “What has 
changed over the last year is our investment and opera-
tional due diligence process. We have had to adapt to the 
pandemic environment by shifting to virtual meetings in 
those periods when live meetings were not viable. 

“There were windows of time in some geographies 
over the past year when we were able to have very small 
in-person meetings. We did this sparingly and in third-party 
locations while observing safety protocols. Reference 
checks, which are always crucial, have become more 
important than ever.”  

These references are vital in the industry, especially 
in the current context. Maier stresses the importance of 
startups having a reputable seed investor or accelerating 
investor: “An accelerator for example doesn’t only provide 
money, they bring with them their own standards and rep-
utation which act as a signal to other investors to support 
the company in question.” n

It is extraordinarily difficult for startup hedge 
funds in this environment. A key means of 
attracting allocators’ attention is through 
networking at conferences. For now, emerging 
managers must do virtual conferences and 
virtual capital introduction events.

Michael Weinberg, APG

http://www.hedgeweek.com
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As potential investors demand higher 
operational standards, startup man-
agers become more selective and 

discerning when choosing their fund adminis-
tration partner and technology platforms.

“Emerging managers have to raise the 
bar operationally because they need to work 
harder to get institutional investors,” notes 
Punit Satsangi, Managing Director, Head 
of Business Development, EMEA, SS&C 
Technologies. 

“Attracting investors drives startup manag-
ers to conduct more in-depth due diligence 
exercises around their providers’ technology 
platform and outsourcing capabilities. “There’s 

more scrutiny and discussion around the 
combination of technology and outsourced 
services firms like ours offer. Given the cur-
rent pandemic, it has become more critical to 
assess the administrator on other operational 
qualifications, such as data protection and 
cybersecurity,” notes Satsangi.

Setting up a fund is not an easy task. 
Emerging managers are hypersensitive around 
cost and want to stay as lean as possible 
regarding resources, office space, and even 
their management structure. They also want 
to continue outsourcing as many functions as 
possible. They turn to their service providers, 
like SS&C, to give them an end-to-end solution.

Raising the bar for startup 
technology partners

Interview with Punit Satsangi

S S & C  T E C H N O L O G I E S
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want partners who know how to guide them 
through the process. The best partners will 
have exceptional knowledge and guidance, the 
depth of expertise, proven track record, scala-
bility, and, most importantly, the ability to guide 
customers and show them what to do — how 
to launch most effectively.”

Specialised expertise is of particular rele-
vance to startups in the context of increasing 
regulation. “As regulation continues to 
increase, managers need to examine these 
new rules and seek advice on how best to 
comply. They have no option but to embrace 
it, even though the cost burden increases,” 
Satsangi explains.

Outsourcing can help provide some respite. 
Although fund managers remain responsible 
for complying with any regulation, managers 
can outsource most of the administrative work 
that goes into complying with regulation,” 
Satsangi says.

Regulation never stops, so managers need 
to dedicate more time to compliance as time 
goes by. Without the tools to help manage 
the task, managers may find themselves 
torn between keeping up with regulation and 
managing performance. “While it is not an 
impossible task, having the right infrastructure 
is vital. Managers cannot take the easy way 
out. There are no shortcuts. Their approach 
to regulation has to be verifiable and robust,” 
Satsangi says.

Although startup managers continue to 
face challenges, the outlook is very positive. 
Satsangi comments: “I’ve been talking to many 
different types of funds — credit, global macro, 
long/short — and all are embracing best prac-
tices when looking to launch their fund. I am 
meeting with so many new launches, even 
with the lack of face-to-face contact, which 
is a great sign for the hedge fund market 
in 2021.” n

Although cost is always top of mind, a 
managers’ choice of partner can impact their 
appeal to investors. “If they choose the wrong 
partner, there is the potential of limiting poten-
tial investment. As a startup, you may only 
get one shot at it. Therefore, these are addi-
tional details managers need to think about,” 
Satsangi notes.

The right solution
The current environment is highly competi-
tive, so startups need to get to market quickly. 
Satsangi comments: “The right fund admin-
istration partner and technology platform is 
going to enable a manager to launch their 
fund quickly and effectively. Doing so will allow 
them to take advantage of their strategy and 
the market opportunity.”

Beyond strategy and investment philos-
ophy, fee structures can represent another 
opportunity for startup managers to differ-
entiate themselves. “They can limit or scale 
back management fees as the fund grows. 
Everyone is under economic pressure –— so 
startups need to be smart about how to tackle 
this strategy.” 

Cost-effectively managing operations can 
help reduce the fund manager’s operating 
costs. Front-to-back solutions stand out as a 
way to reduce costs and time spent on man-
aging multiple relationships. For instance, 
SS&C’s front-to-back solution for emerg-
ing hedge funds includes a native-cloud, 
all-in-one execution, order and portfolio man-
agement and accounting platform powered 
by Eze Eclipse. A comprehensive compliance 
and analytics engine is built into the offer-
ing, enabling startup funds to take care of 
their regulatory and risk management needs. 
SS&C also provides best-in-class independent 
administration and investor services.

Consistent standards
Although there are certain adjustments man-
agers need to make to remain relevant in the 
current environment, other considerations 
have remained consistent, no matter the 
market conditions. 

When choosing providers, emerging and 
startup managers look for expertise and 
a proven track record. Satsangi observes: 
“Whether it’s a fund administrator, prime broker 
or a lawyer, startups need these players to 
be experienced and knowledgeable. They 

S S & C  T E C H N O L O G I E S

Punit Satsangi
Managing Director, Head of Business Development, EMEA,  
SS&C Fund Services

Punit Satsangi is a Managing Director and Head of Business Development at 
SS&C in EMEA. Prior to joining SS&C in 2012, Punit held a number of positions 
at JP Morgan within New Business Development, Operations, Product and 
Project Management across JP Morgan Asset Management and JP Morgan 
Corporate Investment Bank. Punit has a Bachelor of Science degree in 
Economics and a Post Graduate Diploma in European Business Management as 
part of the Flemings Graduate scheme.
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I t is an exciting time to be an investment 
manager – creative, innovative startups 
are taking advantage of the opportunities 

which are aligned with themes at the forefront 
of investor appetite. The potential for growth 
in the realm of sustainability and crypto funds 
is enormous, once certain challenges are 
overcome.

When it comes to responsible, sustainable 
investment opportunities, Andreia Muresan, 
Managing Director, Circle Partners details, “We 
see a clear ambition not only from investment 
managers, but also from investors, to accel-
erate innovation in the water, waste, energy 
and food sectors. Everyday, we hear of inno-
vative ideas about responsible, sustainable 
investment opportunities. These are people 
who really want to make a difference, either 
by finding new responsible ways to facilitate 
access to investment opportunities for those 
with small investment budgets, or by promot-
ing inclusion, diversity and equity through the 
investment choices they make.”

In Europe, fund managers are having to 
comply with the newly introduced Sustainable 
Finance Disclosures Regulation (SFDR). This 
legislation requires all investment funds to 
disclose if and how sustainability risks are 
integrated into their investment process.

Though this piece of regulation adds a 
number of reporting and disclosure require-
ments to all investment managers, it also can 
be a boon to a particular breed of startup 
hedge fund. Muresan comments: “I believe 
the regulation can be of benefit to mangers 
who have clear sustainability objectives. The 
European WAM firms survey shows that only 
8.4 percent of their funds have a sustainabil-
ity objective. Therefore, there is a tremendous 
opportunity for managers with an ESG objective 
to differentiate themselves and take a leading 
position in the wider universe of funds.”

She says startup managers considering a 
launch should set their ESG goals and incor-
porate them into their business decisions. 
They also need to look to the future. Muresan 

Opportunities ripe in 
ESG and crypto

Interview with Andreia Muresan, Circle Partners

C I R C L E  PA RT N E R S
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asset categories lies in the valuation of the 
assets. Managers will need to prepare a 
net assets value calculation, so they should 
investigate upfront, together with their service 
provider what is needed in terms of docu-
mentation and evidence for such calculation 
to be carried out. Service providers, such as 
administrators and auditors must be able to 
independently verify the assets of the fund, 
the transactions and prices used. If managers 
intend to accept subscriptions in kind, they 
need to think about the impact this might have 
on the risk appetite of the fund and the risk 
profile of the investors.”

Startup managers in the crypto space need 
to make sure their service provider under-
stands the implications of these risks and has 
suitable policies and procedures in place to 
ensure compliance of the fund with applicable 
legislation. 

Emerging digital assets funds might also 
run into obstacles when looking to open a 
bank account. This is necessary to receive 
subscription money, pay the fund’s service 
providers, make redemption payments, etc. 
However, Muresan notes: “Not all banks are 
keen on accepting crypto-business  unless the 
fund engages a reputable fund administrator 
to take care of the due diligence checks on 
investors. So managers might want to take 
this into account when selecting their fund 
administrator.”

However, despite the potential difficulties, 
managers with a good understanding of the 
crypto universe can take advantage of the 
new opportunities available. “But investment 
managers should also be aware of the impact 
different regulatory initiatives might have on the 
use of the technology and digital currencies. 
Having the ability to easily adapt to new possi-

ble requirements is imperative and will ensure 
crypto managers can be in the game for the 
long run,” Muresan recommends. n

observes: “Managers need to make sure they 
keep themselves well-informed. Not only are 
there some new regulations still to be imple-
mented, but there are so many new exciting 
developments which might help them along 
the way” 

“Being compliant with SFDR and upcoming 
legislations, while remaining relevant to inves-
tors from a sustainability perspective will be 
challenging. But, if managers embed ESG prin-
ciples they believe in into their core processes 
and organisations, and they choose service 
providers with the same mind set, they will be 
ready for the future.”

Sustainability is a hot topic, which is not 
going away any time soon. “The level 2 
requirements of SFDR and the EU Taxonomy, 
will take effect from January 2022, so if you 
consider to start a fund in the near future, it 
would be wise to already take this into account 
and incorporate ESG principles in your day to 
day activities, policies and procedures, report-
ing and due diligence process. 

Digital hurdles and prospects
 Another up-and-coming area of interest is dig-
ital assets and crypto-currency. Due to easy 
access to digital assets, investment managers 
have been trading crypto-currencies for many 
years, building impressive track records and 
deep knowledge of the blockchain universe 
and the opportunities it presents.

Muresan discusses the trends in this 
arena: “Historically, investors were very reluc-
tant to invest in crypto-related funds and 
convincing them to allocate was significantly 
challenging. However this is changing as 
tokenisation of assets and services, use of vir-
tual currency and blockchain technology have 
been accelerated by the Covid-19 pandemic.”

“We’ve also seen an increase in govern-
ment efforts to combat fraud and bring certain 
activities within the scope of AML legislation. 
This, together with announcements made by 
well-known organisations to include crypto 
assets in their strategies, has been driving 
increased acceptance by investors. In view 
of this, investment managers are making the 
most of this momentum and ripe opportunities 
to start new initiatives.”

Muresan outlines certain operational strug-
gles startup managers may face when looking 
to set up a crypto hedge fund: “A primary chal-
lenge for all funds investing in non-traditional 

C I R C L E  PA RT N E R S

Andreia Muresan
Managing Director, Circle Partners
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I n these times of uncertainty, startup and emerging 
managers are turning to their partners, consultants 
and service providers for support and guidance. Max 

Hayden, global head of prime brokerage sales at IG Prime, 
sat down with three respected, experienced COOs now 
providing outsourced services, to underscore the opportuni-
ties, challenges and considerations this group of managers 
are facing. Paul Gary Reynolds, founder of Covalent, Chude 
Chidi-Ofong, co-founder of Montague Square Advisors 
and Paul Clement, founder of Clement Advisory answer 
Hayden’s questions.

What are the key considerations for emerging and 
startup managers in the current environment? 
Outlining the current environment, Paul Gary Reynolds, 
believes the barriers to entry to the hedge fund world are 
reducing: “Historically the barriers were getting higher due 
to regulation and compliance. However, now, with the sup-
port of sophisticated service partners, they’ve come down.”

In this highly competitive landscape therefore, it is 
critical for emerging and startup managers to eloquently 
communicate their unique selling point. “They need to be 
specific about what differentiates their fund to all the others 
available in the market,” Reynolds notes.

Chude Chidi-Ofong, on the other hand thinks launch-
ing a fund has been getting progressively more difficult: 
“Whether it’s regulation, investor expectations, fee pres-
sures….the bar is being raised all the time.”

According to Paul Clement, cost should play a significant 
role in a startup manager’s considerations: “When portfolio 
managers look to start their own funds, they may quickly 
realise how much is actually involved, in terms of cost and 
administration.” This is especially relevant to those profes-
sionals leaving a large firm, where many of the operational 
aspects were taken care of by others.

How can new and emerging managers build the 
intimate relationships in a virtual environment? 
As the world shifted to remote working, building relation-
ships with potential clients has become more difficult. In 
Chidi-Ofong’s words: “In light of Covid, things are harder. 
The rigour of the due diligence isn’t going to get any less. If 
anything, because they can’t meet managers face to face, 
investors are going to want more information. This means it’s 

more difficult to get to know the investors and, correspond-
ingly, for the investors to get to know the investment teams.”

Reynolds argues the increase in compliance require-
ments has also contributed to this: “The increase in 
compliance has forced investors and managers into more 
of a professional relationship. Compliance has dictated that 
managers cannot have intimate relationships with clients in 
case it looks like a form of inducement.”

However, the relationship between managers and inves-
tors needs to be based on trust, integrity and performance. 
“A strong relationship is built over time; it doesn’t happen 
overnight,” stresses Reynolds, “It happens through strong, 
consistent communication via multiple mediums, which 
includes email, Zoom and face to face meetings. Managers 
also need to ensure all other elements such as their web-
site, portfolio managers, fact sheets, newsletters, are all 
sending the same message.”

If all these channels provide investors with high quality, 
consistent messaging, then over time, the trust will be built 
and the firm’s integrity will show through. Chidi-Ofong high-
lights the key characteristic which can support managers in 
their efforts in this regard: “Although building those relation-
ships may be harder, especially for startups, if they follow the 
principle of transparency, they’ll be fine.” He cites an example 
of an investor redeeming a better performing fund because 
it was less transparent than others during times of stress.

Clement outlines the work he carries out with managers to 
help provide this transparency: “I support managers in setting 
up the proper processes, get these very well documented 
and make sure they have detailed operating manuals. These 
need to include flow diagrams to make the processes clear 
and straightforward for people to understand.”

This not only helps the managers communicate with 
their clients and potential investors, but also provides sup-
port from a business continuity perspective in the absence 
of key professionals within the business.

Essentially, emerging managers crave opportunities to 
engage with investors and in Chidi-Ofong’s view, they can 
turn the current state of affairs to their advantage: “With 
Covid, managers have a reason to actively engage with 
investors. They’re in contact more often and can potentially 
offer more of the portfolio manager’s time. It’s a fine line 
between distracting the manager from managing the port-
folio and engaging with investors.”

I G  P R I M E

Transparency key to 
building relationships

By Max Hayden
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One of the additional pressures startup managers face 
in this virtual space is building a strong firm culture. Chidi-
Ofong points out: “Some of the larger investors place a 
huge premium on culture so embedding this sense of 
belonging and team cohesion is a massive issue.” 

What solutions are available to help startups operate at 
maximum efficiency? 
Although remote working has created some challenges, it 
has also brought new opportunities. Clement comments: 
“This pandemic has really shown a business can run as 
normal, working remotely. Therefore, it’s given managers a 
lot more comfort around outsourcing a lot of work.”

Reynolds discusses the outsourced relationships startup 
managers need to put in place: “The most strategic part-
nership managers can have is with their compliance 
hosting platform. The way this operates from an infrastruc-
ture perspective is critical. There are many well-established 
technology providers who do amazing front-to-back, 
cloud-based hosted software solutions and they shouldn’t 
underestimate the importance of this.”

The managers’ need for a broad ecosystem of support 
is being felt acutely. Chidi-Ofong highlights: “To a larger 
extent, managers are asking us to use our pre-existing 
relationships with lawyers, software vendors, auditors 
etc. However, although investors might expect startups to 
get their systems right straight away, I sometimes advise 
clients that they can tell investors they are evolving their 
processes as they go along.”

Chidi-Ofong warns that the desire to get things right 
from a systems perspective could lead to impatience and 
wrong decisions: “If you have an unlimited budget you can 
build an amazing engine on day one, but in reality, this 
situation is unlikely. What startups need to focus on is scal-
ability. There are many vendors for them to choose from, 
which is why they need guidance to try and implement a 
scalable system which works for their particular firm.”

Clement further underscores the importance of working 
with the right providers: “I’ve seen people try to set up their 
IT as cheaply as possible, but there is room for gaps and 
errors in that approach. When selecting providers, manag-
ers need to make sure they select the right ones.”

He also outlines considerations startups need to make 
in terms of their relationship with prime brokers: “These 
managers often don’t meet the minimum requirements 
demanded by the larger prime brokerage firms so they 
need to find other solutions. Working with smaller, more 
nimble firms works very well in these situations.”

Do you agree there have been more “spin out 
startups” compared to “brand new startups? Will this 
trend continue?
Reynolds remarks on the rise in the number of startups 
spinning out from larger shops: “I’ve seen many more spin 

outs in the last six to nine months. It’s partly driven by 
the due diligence process being quicker if there is some 
history there. Also, many companies have been changing 
their strategy or their focus, in reaction to the shifting mar-
kets. This is driving many more spin-out firms.”

He adds regulation also plays a role in entities being set 
up separately: “If you’re moving some of your asset man-
agers overseas, spinning out that business might be more 
effective from an expenses perspective.” 

“Pedigree is also key,” notes Chidi-Ofong, “A manager 
from an established shop often has a leg up over some-
one who, though very smart, hasn’t had the opportunity to 
demonstrate a track record. They potentially have investors 
who already know them, giving them a better chance of 
success.” This is even more relevant in a virtual environ-
ment where partners like prime brokers could vouch for 
managers who the investors have never met.

Chidi-Ofong continues: “Covid has exacerbated allo-
cators’ desire to give money to managers coming from 
established firms. If you get some level of positive affir-
mation from the manager’s previous firm, then it helps. 
Thinking about the psychology of allocators, it is much 
easier to allocate to someone coming out of a spin out.”

Also, in Clement’s view: “Investors are more eager to 
invest in small to medium-sized managers now. They have 
been showing a preference for smaller, more niche teams.” 
This also could be driven by performance expectations, given 
returns sometimes dip when a fund gets to a certain size.

He believes the future is positive for startup managers: 
“They have a lot more choice in terms of their set-up and 
the service providers they can work with, which means 
they can get better results. Also, investors should be allo-
cating a bit more on the hedge fund side. So, as long as 
the managers can keep hold of their performance, then the 
outlook is good.”

Hayden, at IG Prime concludes: “Thank you for contrib-
uting your insight and observations on this market sector 
and the challenges it is facing. Despite the difficulties arising 
from world events it is fascinating to see how the established 
hedge fund community is succeeding. Also specifically, how 
new entrants are adapting by taking advantage of the mature 
infrastructure which has been developed for this community. 
With more versatile and accessible technology, coupled with 
the acceptance and availability of more outsourced services 
designed for the smaller hedge fund it is encouraging for the 
future of new businesses.” n

Max Hayden
Global Head of Prime Brokerage Sales, IG Prime

Max Hayden has over 30 years of experience in the prime 
brokerage field. He recently joined IG from ITI Capital where he 
was CEO and prior to that Max was MD of PB at BCS Global 
Markets, a Russian-based specialist broker. For the majority of 
his career, Max was at BAML where he performed a number of 
leadership roles in Prime Brokerage and Equity Financing.
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SS&C TECHNOLOGIES
SS&C is a global provider of services and software for the financial services and healthcare 
industries. Founded in 1986, SS&C is headquartered in Windsor, Connecticut, and has offices 
around the world. Some 18,000 financial services and healthcare organisations, from the world’s 
largest companies to small and mid-market firms, rely on SS&C for expertise, scale, and 
technology.

Contact: Punit Satsangi | psatsangi@sscinc.com | +44 (0)20 3310 3304www.ssctech.com

www.ig.com/prime

IG PRIME
Delivered by robust technology, supported by individual service IG Prime is your global partner 
for prime brokerage services. Founded in 1974, IG has been built on the concept of providing 
innovative solutions for our clients. Today we are an established FTSE 250 company with a strong 
balance sheet, and a market cap of GBP2.8 billion. 

Our prime brokerage business gives hedge fund managers and family offices access to a range 
of synthetic, custody, trading and financing solutions. Along with access to Tier 1 execution and 
custody, we provide real-time reporting – and a service which is scalable and flexible. 

We require no minimum assets under management or revenue commitments, making us perfectly 
positioned to help you with execution, custody, liquidity and risk management.

Contact: prime@ig.com | +44 (0)20 7573 0219

www.circlepartners.com

CIRCLE PARTNERS
We are a leading independent fund administrator, and for already 20 years we have been 
delivering best practice fund administration services to our clients. 

Our experienced team of professionals deliver a range of integrated services, which combined 
with our customised approach to client service have earned us a reputation as a favoured provider 
of fund administration services.

Our clients are managers of onshore and offshore funds across a wide range of asset classes, 
including both traditional and alternative investments. In addition to providing fund administration 
services to established fund managers, we have increasingly become a one-stop-shop for new fund 
launches, advising and assisting investment managers in the crucial pre- and post-launch phases.

Contact: Andreia Muresan | amuresan@circlepartners.com | +31 33 467 3880
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