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Transparency, accountability and control are three 
characteristics in high demand. Their importance, 
although always critical to investors, has been 

sharpened by the pandemic. Further, within the context 
of growing investor appetite for environmental, social and 
governance (ESG) strategies, these characteristics take on 
an even more essential dimension.

The appeal of separately managed accounts (SMAs) 
has ebbed and flowed for a good number of years; rising 
in a post-crisis environment and now heightening again as 
investor priorities change in light of current events.

As the world shifted to a virtual model in the wake of 
the Covid-19 pandemic, investors demanded more trans-
parency from their partners. Managed accounts have been 
key to evolution within the hedge fund and alternatives 
industry. They increase transparency and give investors 
additional control. These structures provided institutional 
investors with greater customisation and optimisation. 
Through managed accounts, investors have been better 
able to manage cost, increase transparency and take con-
trol of their alternative asset allocation. 

Space for sustainability
Sustainability and ESG is a growing focus among investors. 
Cliodhna Murphy, executive director, product develop-
ment, MUFG Investor Services notes: “As we navigate the 
Covid-19 pandemic and the current crisis, both inside and 
outside the financial sector, it is worth reflecting on the 
factors which have driven the increased popularity of SMAs 
and exploring whether these vehicles could see a rise in 
popularity as a means of accessing ESG strategies.”

Abali Hoilett, co-head funds fiduciary, Maples Group 
contends: “In theory, because the investment mandate of 
a managed account is fully customisable, it would be easy 
to implement various ESG factors and tailor them to the 
needs of a specific investor. Depending on the ultimate 
structure used, the use of a managed account platform 
would allow the investor to review their exposures from 
a portfolio perspective versus on a fund-by-fund basis. 
The managed account platform structuring allows for con-
sistency of reporting and removing the burden on trading 
advisors to run separate middle and back-office functions.”

Within the sustainability space, asset manager 

Catering for investor priorities 
through tailored structures

By A. Paris
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JP Morgan has been deploying managed accounts in 
different ways. 

Karim Leguel, international head of investment special-
ists for hedge funds & alternative credit solutions at JP 
Morgan Asset Management explains: “The JPM multi-man-
ager sustainable long/short fund first finds strong equity 
long/short managers where we can customise their port-
folio to tilt towards sustainable themes and find winners 
and losers within these medium-term trends such as health 
and wellness. The fund hires sub-advisors to manage dif-
ferent managed accounts focused on a number of the 
main sustainable themes: health and wellness, empower-
ment, resource efficiency, energy transition, technology for 
sustainability.”

The firm has also created a forward-looking scoring 
methodology which takes into account changes not yet 
factored into general ESG scores. “This is done for man-
agers to add alpha ESG to their portfolios. For example, 
an energy producer may have a significant current carbon 
footprint today (low environmental score) but have a tan-
gible plan, paired with meaningful capital expenditure, to 
transition towards renewable energy (high environmen-
tal score) in the future and phase out their coal assets,” 
Leguel outlines.

 Lastly, JP Morgan applies a comprehensive value and 
norms based exclusion list to all the managed accounts to 
align with client objectives and industry best practices in 
achieving sustainable portfolios.

In a document detailing its ESG approach, Morgan 
Stanley Investment Management notes: “Some clients with 
separately managed accounts wish to apply additional 
ESG screens to our strategies for ethical, values-based 
and other reasons. While many of our strategies already 
consider ESG in their investment processes, we provide 
additional screening to those clients seeking to avoid cer-
tain sectors altogether (e.g., alcohol, tobacco, coal).” 

This is another example where separately managed 
accounts allow for customisation and a tailored approach 
which can be better aligned with investor needs.

“Our managed account model offers a high degree of 
customisation and provides significant transparency. These 
capabilities can be applied, for instance, to effectively inte-
grate ESG considerations into a portfolio to achieve the 
client’s unique objectives,” points out Jonathan Planté, direc-
tor of business development at Innocap.

Real assets and cost
The past year has also seen increasing allocations to 
real assets on behalf of institutional investors, with infra-
structure being one of the headline asset types. Managed 
accounts are often a preferred structure in this space.

Planté at Innocap outlines: “There are many benefits to 
structuring real asset deals through a managed account. 
Some investors are looking to consolidate their positions or 

segregate risk while others want standardised reporting. Our 
model enables them to meet those specific needs and to 
adapt the structure as those requirements evolve over time.” 

A leading example of using managed accounts for 
real assets is the California Public Employees’ Retirement 
System (Calpers). The USD370.2 billion pension plan has 
chosen managed accounts to deploy its infrastructure strat-
egies. Its Real Assets Strategic Plan outlined the plan’s 
focus on separate accounts.

A memorandum by consultant Meketa Investment Group 
to the members of the investment committee details: “The 
infrastructure program is evolving in a manner consistent 
with the real assets program strategic plan. It is growing in 
scale at a reasonable pace through its preferred reliance 
on separate accounts, complimented by strategic commit-
ments to commingled funds and direct investments where 
possible and appropriate.” Managed accounts comprised 
around 62 per cent of the plan’s infrastructure portfolio as 
at June 2020.

These structures have enabled Calpers to achieve cost effi-
ciency: “Asset management fee rates are expected to decline 
as the portfolio focuses on lower-fee customised separate 
accounts and direct investments over commingled funds. 
However, profit sharing fees may increase where managers 
exceed performance hurdles. Additionally, as the portfolio’s 
NAV grows, total fees would be expected to increase, even 
as fee rates may decline,” the memorandum continues. 

Having the potential to tailor cost frameworks is one of 
the characteristics which add to the appeal of SMAs. In 
fact, according to the Seward & Kissel 2019/2020 Hedge 
Fund Side Letter Study, approximately 68 per cent of the 
SMAs under review had fee structures typically not offered 
in the standard classes of hedge funds. These included for 
example, lower rates, sliding scale rates and/or hurdles on 
incentive fees (compared with 75 per cent in the prior study).

Outlining the benefits of managed accounts in the real 
assets space, Hoilett at Maples Group comments: “While 
managed account platforms have typically been created 
for more liquid strategies, there can be benefits to utilising 
these platforms for less liquid ones as well. We have seen 
such instances involving direct lending mandates or notes 
relating to infrastructure projects, but that’s not to say that 
traditional real asset or infrastructure exposure cannot be 
achieved via a managed account platform.”

Using these structures for traditional real asset expo-
sure depends on the AUM available or whether a co-invest 
opportunity exists. Hoilett notes: “The governance model 
and use of independent governance professionals is fully 
transportable between liquid and illiquid strategies and can 
preserve investor value.  Contract standardisation, cash 
management, risk reporting and fee negotiations are also 
areas where utilising a managed account platform provider 
can create benefits when leveraged across both liquid and 
illiquid strategies.” n
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What have been the key business 
developments at Innocap over the last 
18 months?
An important development we are seeing is 
that the mandates on our platform are increas-
ingly larger in scale. Over the past 18 months, 
we continued to gain a lot of ground with 
public pension funds whose assets under 
management exceed USD100 billion. We are 
experiencing steady growth in the average 
size of allocations per fund. For instance, we 
onboarded USD1.75 billion into a single fund 
on behalf of a European financial institution. 

On the North American side, we now work 
with half of the Maple 8, the eight largest 

public pension plans in Canada, which col-
lectively manage more than USD1.2 trillion in 
assets. We are also present in the US where 
we have been successful with public pen-
sion plans above USD60 billion in assets. 
These institutions are seeking transparency 
and control over their investments, which is 
exactly what we provide. One angle we bring 
is a high degree of customisation in terms 
of their portfolio’s risk framework as we can 
offer significant flexibility in how allocations 
are structured. This allows us to tailor invest-
ment mandates and risk limits to more closely 
manage risk and monitor managers on an 
ongoing basis.

The Maple Model: 
Structuring managed 

accounts at scale
Interview with Jonathan Planté

I N N O C A P
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It ties directly into our capabilities because 
our teams have professionals who come from 
a number of public pension funds, including 
several of the Maple 8. We have a first-hand 
and profound understanding of the nature of 
these investments and thorough expertise in 
structuring a wide range of strategies. 

Which solutions are clients turning to 
and how are you evolving with their 
needs?
Our dedicated managed account services 
continue to serve our clients very well. At 
the same time, we have also evolved to offer 
co-investment solutions, especially for “best 
ideas” in the private deal landscape. Indeed, 
several large allocators are now looking at 
specific investment ideas coming out of asset 
managers. To meet this appetite, we created a 
hybrid structure offering that can provide direct 
access to high-conviction opportunities more 
efficiently. 

Just recently, during the pandemic, we 
launched a fund of this nature with USD150 
million allocated to a single security. In this 
fund, we onboarded an Asia-based manager 
in less than a month from vehicle creation to 
cash deployment. It was structured in a way 
that supported the allocator through the com-
plex risk deployment, legal and operational 
processes inherent to this type of allocation.

We believe client interest in these invest-
ments comes back to the desire for control 
over assets, particularly to better customise 
their risk framework when deploying highly 
concentrated investment ideas. In fact, the 
pandemic has put the focus on the need for 
more control over allocations. In this context, 
some of the largest public pension plans have 
been making important increases in co-invest-
ment allocations and we expect this trend to 
continue. 

How do you build client relationships 
and how has that changed in the 
current environment? 
While there’s no substitute for in-person con-
tact, our identity is rooted in deep connections 
with our clients that are much stronger than 
a typical partnership. One of our core values 
is being their allies in any environment. We 
devote particular attention to understanding 
their KPIs and building on their vision with 
our experience and market best practices. 

We have always operated as an extension 
of their team. It’s true that periods of stress 
are real tests when it comes to client relation-
ships. If anything, ours have become even 
stronger during the pandemic while we all 
work remotely and connect in new ways. As 
a partner supporting clients in their mandates, 
our knowledge base is a value-added and 
a great source of comfort for them as they 
pursue their allocation objectives, particularly 
during times of uncertainty.

I believe we have tapped into something 
since we are also developing several new rela-
tionships right now. Our success in this regard 
is directly related to our culture: we are always 
authentic in how we present ourselves and 
deal with people, whether clients, prospects 
or service providers. Our human approach is 
really resonating with prospective clients who 
are increasingly looking to build a more per-
sonal rapport. Overall, clients and prospects 
are definitely becoming more engaged and this 
makes for a richer conversation. Regardless of 
the global context, we always strive to broaden 
and build relationships. n

I N N O C A P

Jonathan Planté
Director of Business Development, Innocap

Jonathan Planté is Director of Business Development at Innocap, a premier 
managed account platform for institutional investors. He focuses on structuring 
investment programs by customising risk, governance, legal and operational 
frameworks. To develop effective solutions, Jonathan believes in building 
partnerships that empower clients with control and transparency. 

During his 14 years in the alternative investments industry, he has held 
various roles across North America and Europe in private and public markets. 
Jonathan holds a graduate degree in Finance from HEC Montréal, a Master’s 
degree in International Business Development from ESC Saint-Étienne and the 
CAIA designation. For the past 5 years, he has been a lecturer at HEC Montréal 
where he teaches alternative investments to graduate students.
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Canadian institutional investors have 
been at the forefront of investing in 
the alternative investment space, utilis-

ing innovative bespoke structures that reduce 
operational and investment risk and enhance 
returns. The widespread adoption of managed 
account platforms (“MAPs”), which create 
optimal conditions to generate and preserve 
alpha, while mitigating the risk from investing 
in commingled structures, has seen the vast 
majority of Canadian institutional investors 
engage a managed account platform provider 
(“MAPP”). 

This trend accelerated following the finan-
cial crisis and a number of well-documented 
frauds within the industry. It has also gained 
greater relevance today, amid the significant 
challenges of the current market environment.

When structuring MAPs, Canadian insti-
tutional investors regularly look to engage 
MAPPs to overlay their MAP structure. In 
contrast, aside from a small number of more 
sophisticated players, most US institutions 
tend to lag their Canadian peers in the use 
of MAPPs. Investors in the US show a clear 
tendency to use funds of one or separately 
managed accounts (“SMAs”), albeit with the 
use of side letters. This is despite the inher-
ent principal agent risk in commingled 
structures. 

Benefits of MAPPs 
Managed accounts (“MAs”) can 
reduce the operational risk typi-
cally associated with investing in 
commingled structures. 
The use of a MAPP 
allows the investor 
to leverage the 
MAPP’s technol-
ogy, reporting, 
risk and legal 
expertise in 

negotiating agreements. This negates the 
need to rely on their own internal infrastruc-
ture and resources, while providing enhanced 
liquidity, cash efficiency and a level of trans-
parency not traditionally associated with 
investing in commingled structures. 

Investors can select the underlying trad-
ing advisor (“TA”) and delegate that function 
via an investment management agreement 
(“IMA”) negotiated by both the MAPP and the 
investor. This agreement provides the authority 
to manage a pool of capital with a specific 
investment mandate and risk and return target 
profile. Investors, in conjunction with their 
MAPP, can incorporate greater control over 
the portfolio construction and asset allocation, 
which can be highly advantageous in times of 
market turmoil and volatility.

They can also leverage the MAPP’s report-
ing functionality and risk attribution tools to 
parse their MAP’s portfolio of TAs or enable 
direct data feeds into an investor’s risk man-
agement systems. 

Furthermore, utilising a MAPP is not only 
beneficial in highly liquid strategies. From our 
work supporting many of the largest Canadian 
institutional investors, we have seen a signifi-

cant uptick in credit related strategies 
with varying liquidity profiles now 
being on-boarded via a MAPP.

Another misconception is 
that the use of a MAPP is cost 
prohibitive for smaller investors. 
Changes in technology and the 
competitive nature of the industry 

have materially reduced the 
cost of using a MAPP 

for such inves-
tors. Combined 
with the abil-
ity to extract 
potential man-
agement fee 

Demystifying managed 
account platform providers

By Abali Hoilett & Benoit Sansoucy

Abali Hoilett Benoit Sansoucy
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concessions with the TA, this can mean the cost of a 
MAPP is neutral or even beneficial when compared to a 
traditional form of allocation.

Selecting a MAPP
As with any service provider, it is imperative that proper 
due diligence be conducted by the investor in the selection 
of a MAPP. Hence, a formal request for proposals should 
be sent to prospective target entities, including some of the 
following points of discussion:
• Due diligence – Does the MAPP have an experienced 

dedicated team to conduct investment and operations 
due diligence on the TA?

• Risk oversight – Does the MAPP have a risk team and 
customised reporting functionality in order to meet the 
requirements of the investor, or have the ability to feed 
portfolio position level data to the investor’s risk aggre-
gator on a frequent basis?

• Operational bench strength – Does the MAPP have the 
required back office functionality and controls includ-
ing cash management, margin calculation, expense 
processing, NAV reconciliation, financial statement 
preparation, etc? 

• Reporting – Does the MAPP have the required reporting 
functionality? Can they extract, organise, and analyse 
data while layering in an investor’s KPIs?

• Legal – Does the MAPP have a complement of well-
seasoned legal staff to take on the heavy lifting in order 
to negotiate the multitude of agreements (administration, 
ISDA, custodial, banking, IMA, etc) required to on-board 
a TA?

• Information technology – Does the MAPP have a robust 
redundant IT infrastructure and the systems required to 
support all of its functions?

• Regulatory and tax – Is the MAPP itself a registered and 
regulated entity and does it have the staff and systems 
to monitor and oversee regional regulatory requirements 
and can they actively monitor and follow up on any TA 
investment guidelines?

Implementation of the MAPP
Once the selection of the MAPP and the structuring is 
decided, a platform agreement will need to be put in place 

between the investor and the MAPP. This may include, but 
is not limited to, the type of reporting, compliance affirma-
tion, due diligence activities, notices, financial statement 
preparation, net asset value calculations, trading level and 
other portfolio and financial information as well as moni-
toring of investment guidelines as required by the investor. 
The agreement will also govern numerous other consid-
erations such as the types of service providers engaged, 
conflicts of interest, the valuation policy applied, warranties 
and representations, MAPP fees and portfolio construction 
control, among others.

Depending on the structure and jurisdictions involved, 
various other constitutional documents will be required and 
agreed to. Although these requirements may seem exhaus-
tive, a MAPP with experienced legal staff coupled with 
onshore and offshore legal counsel, will greatly facilitate 
the negotiations of all relevant agreements. Once finalised, 
these agreements can then be used as a template for any 
new TAs to be on-boarded to the platform so on-boarding 
a new TA can be quite quick.

Oversight of the platform 
Once the MAP is structured and the first TA is ready to 
be on-boarded, it is important that proper governance 
protocols are adhered to through a formal launch meeting 
and regularly scheduled board meetings. This will allow 
the independent directors the opportunity to review the 
launch resolution, constitutional documents, service 
provider agreements, investment management agreement 
and due diligence reports and direct questions to the 
platform manager. 

Furthermore, regularly scheduled and properly minuted 
board meetings, will allow the independent directors to 
ensure that proper ongoing governance of the MAP and 
its service providers is maintained.

Termination of a trading advisor
Redemption from the TA will be in accordance with the sub-
scriptions documents and negotiated notice periods. If the 
investor’s investment with the TA is fully being redeemed 
then, depending on the structure, the MA may need be 
liquidated in accordance with the laws of the jurisdiction in 
which it has been established. n

Benoit Sansoucy
Vice President, Funds Fiduciary, Cayman Islands

Abali Hoilett
Co-Head, Funds Fiduciary, Cayman Islands

Ben is a Vice President in the Maples Group’s Cayman Islands 
Funds Fiduciary business. He serves as an independent director 
on a wide range of alternative investment funds including hedge 
funds, fund of funds, segregated portfolio companies, private 
equity vehicles and related structures. Ben has over 15 years’ 
experience in the alternative investment industry, ten of which 
were dedicated to operational due diligence and fund governance. 

Abali is Co-Head of the Maples Group’s Cayman Islands Funds 
Fiduciary business, servicing a wide range of investment fund 
structures including hedge funds, private equity funds and unit 
trusts. He primarily serves as a director to funds for clients 
across the Americas and Asia and brings specific expertise in the 
infrastructure and renewable energy sectors. Abali has authored 
several articles and participated in numerous industry panels on a 
variety of topics that explore the evolution of both the investment 
funds industry and corporate governance practices globally. 

http://www.hedgeweek.com


 
INNOCAP.COM 

IN A SENTENCE

“Half of the 
are Innocap’s clients.”

MAPLE 8
ˈmeɪpəl ˈeɪt | expression
DEFINITION

The eight largest Canadian  
public pension funds.

http://www.innocap.com


D I R E C TO RY

MANAGED ACCOUNTS IN FOCUS | Apr 2021 www.hedgeweek.com | 11

THE MAPLES GROUP 
As a market leader in fiduciary services, the Maples Group provides experienced independent 
directors to a multitude of MAPs, across a broad range of strategies and structures. With extensive 
backgrounds in the legal, accounting and investment management spheres, our teams of directors 
bring greater comfort to investors from a governance standpoint, with vigorous oversight over the 
dedicated MA, the MAP and the various service providers, in addition to direct interaction with 
the underlying investor as desired.

www.maples.com

INNOCAP
We are a premier managed account platform supporting sophisticated asset owners. We 
specialise in structuring and operating internal and external allocations for large institutions. 
Our team provides risk, legal, compliance, and operational services powered by IT capabilities. 
By customising and designing these frameworks, we enable access to a broad range of asset 
classes through a multi-jurisdictional open architecture. 

As a firm, we bring the experience, talent and infrastructure to articulate large-scale mandates 
with dedicated in-house expertise and data-driven technology. Recognising the unique nature of 
each asset owner, our model is based on distinctive partnerships between our people and our 
clients built on trust and a constant pursuit of excellence. 

We were born from innovation in 1996 as the internal managed account platform of a prominent 
Canadian bank. Today, we are an independent firm serving asset owners globally from our North 
American and European offices. 

We are proudly backed by one of the largest public pension funds worldwide and a global top 
tier bank, strong partners who share our vision and our purpose: Empowering asset owners to 
create value for society.

Contact: Jonathan Planté | +1 514 390 7918 | jonathan.plante@innocap.comwww.innocap.com
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