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Hedgeweek Global 
Awards 2015

By James Williams

HedgeWeek gloBal  aWards 2015

The sixth edition of the Hedgeweek Awards, 
presented on 27 February in London’s 
Mayfair and sponsored by Morgan Stanley, 
brought together the leading names in the 
global hedge funds industry to celebrate 
the achievements of the best performing 
managers and service providers in 2014.

The awards were determined by the votes 
of Hedgeweek’s subscribers, who include 
institutional investors, wealth managers, fund 
managers and other industry professionals 
at firms including fund administrators, prime 
brokers, custodians, law firms, custodians 
and advisers. n

www.hedgeweek.com
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HedgeWeek gloBal  aWards 2015

Best Macro Fund
Omni Macro Fund

Best Event Driven Merger 
Arbitrage Manager
Paulson & Co

Best Event Driven Distressed 
Manager
Foxhill Capital Partners, LLC

Best Event Driven Multi Strategy 
Manager
Kawa Capital Management 

Best Relative Value Convertible 
Bond Arbitrage Manager
Stratton Street Capital

Best Relative Value Volatility 
Manager
Inter Global Asset Management LLC 

Best Relative Value Fixed Income 
Manager
Serone Capital 

Best Relative Value Multi Strategy 
Manager
Cornerstone Acquisition & 
Management Company LLC

Best Equity Market Neutral 
Manager
Jackdaw Capital

Best Managed Futures (CTA) 
Manager
Lyxor Asset Management

Best Absolute Return Manager
Saemor Capital

Best UCITs-compliant Product
Lyxor Asset Management

Best Diversified Fund of Hedge 
Funds Manager
Unigestion 

Best Specialist Fund of Hedge 
Funds Manager
Skenderbeg Alternative Investments

Best Index Provider
Russell Indexes

Best North American Hedge Fund 
Administrator
Opus Fund Services

Best Asian Hedge Fund 
Administrator
JP Funds Group

Best European Hedge Fund 
Administrator (Joint Winners)
Quintillion Limited 
Maitland Fund Services 

Best Offshore Hedge Fund 
Administrator
Deutsche Bank Alternative Fund 
Services

Best North American Prime 
Broker
Concept Capital Markets, LLC 

Best European Prime Broker
Société Générale Prime Services 
(Newedge) 

Best Asian Prime Broker
Deutsche Bank

Best Specialist Market Prime 
Broker
Global Prime Partners Ltd

Best Managed Accounts Platform 
(Joint Winners)
Hedgemark
Morgan Stanley

Best UCITs Platform
ML Capital

Best Seeding Platform
IMQubator

Best Risk Management Software 
Firm
Sungard

Best Fund Accounting and 
Reporting Systems Firm
ASPN Solutions

Best Managed Account Platform 
Technology 
Pacific Fund Systems Ltd

Best European Trading Venue
Eurex

Best North American Trading 
Venue
CME Group

Best Asian Trading Venue
TradingScreen

Best North American Accounting 
Firm 
Anchin Block & Anchin LLP

Best European Accounting Firm 
KPMG

Best North American Regulatory 
Advisory Firm
ConceptONE, LLC

Best European Regulatory 
Advisory Firm
Cordium

Best Offshore Regulatory Advisory 
Firm
DMS Offshore

Best Hedge Fund Services 
Jurisdiction
Cayman Islands

Best North American Public 
Relations Firm
Prosek

Best European Public Relations 
Firm
Peregrine

Best Global Insurance Provider
Marsh Ltd

Best Global Consultant in 
Business Strategy
Nomura

Best European Business 
Consultant
Bougeville Consulting

Best Data Visualisation Software 
Provider
Pomerol

Best Liquid Alternatives 
Administrator
State Street

Best Cybersecurity Provider
netConsult 

Best Cloud Services Provider
Eze Castle Integration

Best North American Law Firm 
Sadis & Goldberg LLP

Best European Law Firm
Akin Gump Strauss Hauer & Feld 
LLP

Best Offshore Law Firm
Mourant Ozannes

Best Advisory & Third Party 
Marketing Firm
Sussex Partners

The winners
AWARDS 2015

www.hedgeweek.com
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HedgeWeek gloBal  aWards 2015

www.hedgeweek.com


Hedgeweek AwArds Special Report Apr 2015 www.hedgeweek.com | 7

omni  macro

Omni Macro Fund
Best macro Fund

Omni Macro Fund is a discretionary global 
macro fund trading instruments at the most 
liquid end of the spectrum. Roughly 50 
per cent of the Fund’s positions are in FX 
(developed market-heavy), with the rest of 
the portfolio trading commodities, equity 
indices and front-end rates and bond futures. 

Stephen Rosen is CIO and Founder of 
Omni Macro. He says that typically the team 
runs three to five trading strategies with one 
to three line items each. 

“We bucket our themes into three 
categories:
• Structural mis-pricing stories
• Cyclical themes
• Opportunistic tactical trading.
“Structural trade origination ideas rely heavily 
on historical and valuation metrics; we tend to 
look for themes with convexity. Typically, these 
can persist for some time, anywhere from one 
to three years, although we don’t constantly 
express them in the book,” says Rosen. 

Cyclical trade idea generation reflects 
more typical global macro strategies – 
inflation, growth data, central bank activity – 
while opportunistic trading relies on reacting 
to short-term market information. 

There’s a tendency for a cyclical focus 
to be the largest section of a typical global 
macro portfolio. The fact that there is less 
emphasis on these trades as a percentage 
of the overall book is an important 
differentiator for Omni Partners.

That said, one cyclical thematic trade 
that is working well has been exploiting 
the recent decision by the ECB to engage 
in QE says Rosen, which is expressed 
predominantly through a short position 
on the euro against the Indian rupee and 
tactically in European equities. 

As for structural mis-pricing trading 
themes, last year Omni Macro looked 
for Japanese stocks to outperform their 

European counterparts. The motivation for 
that was that on a valuation basis the DAX 
had never been more expensive versus 
the Nikkei in currency-adjusted terms in 
its history. 

“Our structural trades come with that 
valuation basis. Our differentiator is putting 
on more trades that are idiosyncratic and 
have the ability to generate pure alpha,” 
comments Chris Morrison, Head of Strategy 
at Omni.

The themes that Omni Partners develops 
are fluid and can be expressed in a variety 
of trades. China, for example, has been an 
important theme. The overarching belief 
by Rosen was one of instability in China’s 
economy based on a set of principals, the 
most explicit being the level of investment to 
GDP based on credit finance. 

“The next level is applying those principles 
to identify red flag events i.e. changes in 
Chinese real estate prices. Then, we decide 
on how best to execute the theme. 

“The perception around the RMB at the 
start of last year was for full-on appreciation. 
This trade had convexity; based on 
fundamentals (potential for instability) and 
also by being a contrarian play,” explains 
Rosen. Another trade that has worked well 
in relation to China has been expressing 
a bearish view on commodities via 
copper futures.

In respect to risk management, the Fund 
employs a 3 per cent stop loss. If this is 
breached, the overall risk exposure in the 
portfolio is cut by half. The Fund has hit its 
monthly stop loss ten times since inception. 

On winning the award, Rosen comments: 
“since inception in 2007 we have annualised 
13% across all different types of markets. 
We are proud of our track record and highly 
appreciative that people see the value of 
our offering.” n

Stephen Rosen, CIO and 
Founder of Omni Macro

www.hedgeweek.com
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Foxhill Capital Partners 
Best event driven distressed manager 

Foxhill Capital Partners LLC is an SEC-
registered value-oriented event driven hedge 
fund with particular expertise in distressed 
and special situations. The firm is based in 
Princeton, New Jersey. It was established by 
Neil Weiner, CIO, in 2006, with the launch of 
the Foxhill Opportunity Fund, L.P.

“Our fundamental research process is 
based on my more than 25 years managing 
hedge funds. Prior to founding Foxhill, I was 
a partner at Triage Capital, which during 
my tenure experienced an increase in 
capital from USD50m to nearly USD1bn. The 
foundation for our process was first 
developed at LibertyView Capital where I 
was a member of the executive committee 
and portfolio manager for both credit and 
volatility portfolios,” explains Weiner.

The Fund looks across the entire 
corporate capital structure for the best risk-
reward opportunities as companies engage 
in restructuring. By combining fundamental 
research with the use of options, derivatives 
and futures to carefully hedge out credit, 
commodity and equity residual risk, Foxhill 
focuses on creating positions “with a margin 
of safety to mitigate permanent impairment 
of capital”, notes Weiner,. 

“The portfolio is eclectic with many 
idiosyncratic investments which we expect 
will add value through time. We tend to focus 
on the undiscovered and under covered, 
with investments in niche situations.  As a 
result of this focus and investment approach 
our portfolios tend to have little overlap with 
typical hedge funds.”

The Fund’s opportunity set largely relates 
to middle market opportunities in stressed, 
distressed, high yield, special situations, 
catalyst-driven events and capital structure 
arbitrage with a particular focus on small- 
and mid-cap US companies. 

2013 proved to be a stellar year for Foxhill, 

producing a return of 27% net of all fees and 
expenses. An array of positions contributed 
positive returns to the portfolio as many of 
the catalysts, which formed the basis of 
those positions, came to fruition. Last year, by 
contrast, was more challenging, particularly 
in 2H14 when oil prices collapsed. Exposure 
to oil through stressed bonds cost the Fund 
a modest amount in contrast to the sector as 
high yield oil and gas bonds fell, on average, 
14 percent in Q4 2014. 

“During 2014, uncharacteristically, the 
Fund had several positions that exhibited an 
unusual amount of volatility. Several equity 
positions were up strongly in the first half of 
the year only to be down for the remainder 
of the year. Our shipping debt and equity 
positions proved to be volatile during the 
year with the Fund booking gains on some 
positions including an equity investment in a 
special situation NOL company that acquired 
a home builder and taking a short position 
on an oil services company. 

“For the year, our largest contributor was 
an airline post-bankruptcy equity, while the 
largest loser was an LPG shipping company,” 
comments Weiner.

Weiner’s background in options and 
volatility trading forms the foundation for 
managing risk in the portfolio.

“At the position level, we focus on 
constructing positions that are option-
like so that downside risk is limited, while 
the upside potential is significant. For the 
portfolio as a whole, I actively manage the 
exposure of the portfolio using options; 
preferably put spread strategies to both 
minimise downside and expense. We may 
also use options to manage position-related 
exposures and, from time to time, may use 
CDS, but we will only do so using specific 
company CDS, not index-related CDS,” 
confirms Weiner. n  

Neil Weiner, CIO, Foxhill 
Capital Partners LLC

FoxH ill  cap ital  partners

www.hedgeweek.com
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saemor cap ital

Saemor Capital
Best absolute return manager

Saemor Capital is a specialist in quantitative 
investment management. With approximately 
USD575m in AUM, Saemor is the second 
largest hedge fund manager in The 
Netherlands and is AIFMD-regulated.

The Saemor Europe Alpha Fund has 
generated an 11 per cent return with 9 per 
cent volatility over the past 5 years, and 
was launched in 2008, when the firm was 
founded by Sven Bouman and Patrick van 
de Laar with the backing of insurance 
company AEGON. The Fund follows an 
equity market neutral strategy and typically 
holds 225 positions. 

“Despite the increased volatility as a 
result of geopolitical events and the abrupt 
fall in the oil price, we have been able to 
generate strong returns for our investors. We 
are ardent believers that quantitative stock 
rating processes deliver robust results and 
limit behavioural biases that can hinder buy 
and sell decisions. Being effectively market 
neutral, with a zero percent Beta to market 
indices, our stock selection process thrived 
when other hedge fund strategies had 
difficult times in February and October last 
year”, explains Sven Bouman, CEO.

The strategy follows over 1,000 stocks on 
a daily basis, applying a multi-factor model 
to score and rank stocks. The model uses 
more than 60 predictive factors, divided 
into four distinct segments: Valuation, 
Momentum, Profitability & Growth and 
Quality. Factor weightings are first of all 
based on their long-term effectiveness, 
but the underpinnings should always be 
economic or behavioural.

“We try to avoid purely statistical factors 
to rank stocks. The long book is composed 
of companies which trade on relatively 
low valuations, are supported by positive 
stock price and earnings trends and have 
improving business fundamentals. Our 
short book has the opposite posture,” 
explains Bouman. 

Although still early days, there is evidence 
that a turn in the eurozone’s business 
cycle is building and with a weak euro, 
Europe is even getting more interesting for 
investors than the US. This could create 
good opportunities for identifying value 
stocks. Indeed, Bouman confirms that during 
December the fund reduced exposure 
in defensive stocks and increased the 
weighting to cyclicals and value stocks.

“Defensive stocks have been bid up 
in 2014, but with our multi-factor model 
approach we are still able to select a number 
of quality companies with good earnings 
momentum at reasonable valuations. Within 
European equity markets this currently leads 
us to healthcare, automobiles, media, IT 
and telecom stocks. Additionally we have 
long positions in a number of banks where 
we see the benefits of a lower interest rate 
environment finally kicking in.”

Investors are expected to turn more to 
market neutral strategies in 2015 as they 
look to add less directional strategies to 
their portfolio mix. One of the key attractions 
to doing this is that, even if the markets 
do experience a downturn, investors have 
the reassurance that they can still rely on 
sources of returns that are not dependent on 
market direction.

“Market movements have very 
limited impact on our results. In 
addition, Saemor has demonstrated limited 
correlation with other managers who manage 
market neutral strategies.  We believe 
that one of the greatest benefits that we 
offer to investors is our ability to enhance 
diversification,” says Bouman

On winning this year’s award, he adds: 
“Winning this award in 2012 was the start 
of new relationships with many investors. 
Winning it this year, after a year that was 
difficult for many hedge funds, is proof that it 
was not a one-off, and has renewed investor 
interest in Europe as well as the US.” n

Sven Bouman, CEO, Saemor 
Capital

www.hedgeweek.com
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Morgan Stanley
Best managed accounts platform (joint winner)

2014 proved to be another strong year of 
growth for Morgan Stanley’s managed 
accounts platform, which saw assets 
increase from USD2.6bn to USD3.5bn. 

From day one, Morgan Stanley’s 
managed account solution was clear: to 
deliver investor-centric bespoke solutions. 
As Stephane Berthet, Executive Director at 
Morgan Stanley and head of its FundLogic 
Alternatives platform says: “It goes beyond 
merely being a distribution platform,” which 
is the case with more of the long-standing 
public platforms that have traditionally been 
manager-centric.

There are between 30 and 35 managers 
on Morgan Stanley’s managed account 
open architecture platform. Where possible, 
these managers are used in more than 
one bespoke mandate. Last year, the 
platform onboarded two large equity market 
neutral mandates, as well as a global 
equity mandate and several blue chip CTA 
mandates, according to Berthet. 

Morgan Stanley’s multi-asset platform is 
composed of three key pillars, with combined 
assets under management of approximately 
USD8bn. These three pillars are UCITS funds, 
managed accounts and systematics.

“Our UCITS funds and managed accounts 
give our investors access to third party 
managers whereas our systematic strategies 
give our investors access to a more 
bespoke strategy, tailored for their specific 
needs. Overall, this brings advantages such 
as providing regulated access to hedge 
funds, efficient access to hedge funds as 

well as bespoke solutions to investors,” 
explains Berthet. 

Given that the platform is a solution-driven 
one, there aren’t any pre-requisites per se 
when it comes to onboarding managers, 
although care is taken to ensure that 
managers are of a certain quality/standard. 

“Growth on our platform comes from 
addressing investors’ issues when trying 
to gain access to hedge fund strategies by 
providing exposure to these hedge fund 
strategies in an efficient format. The current 
regulatory environment and the need to 
restructure hedge fund exposures will further 
place us in a great position for the coming 
years ahead,” says Berthet in relation to 
anticipated future growth.

When constructing a segregated managed 
account (or portfolio of accounts) for an 
institutional investor, Morgan Stanley uses 
a total return swap to access hedge funds. 
The specific benefits that a TRS provides 
for investors will vary across different 
investor types. 

“Recent regulations such as Solvency 
II and Basel III place heavy capital 
requirements on investments in hedge 
funds for insurance companies and banks 
respectively. However, when investing using 
a TRS, such capital requirements can be 
reduced. It also allows for the investor to 
gain access to a hedge fund strategy in an 
unfunded format,” explains Berthet.

“Part of Morgan Stanley’s offering is 
that we are able to customise baskets for 
investors. This includes grouping multi 
managers into one basket and delivering 
performance to the investor through a TRS in 
addition to a TRS on a single manager.”

On jointly winning this year’s award, 
Berthet comments: “We are pleased to win 
this award amongst such strong competition. 
We believe this award is reflective of 
the hard work and dedication the team 
has put in to making Morgan Stanley’s 
managed accounts platform a quality and 
trusted brand.” n

Stephane Berthet, Executive 
Director at Morgan Stanley

morgan stanley

Stephane Berthet collects 
the award from Hedgeweek’s 
James Williams

www.hedgeweek.com
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DMS Offshore 
Investment Services

Best offshore regulatory advisory Firm 

DMS Offshore Investment Services (‘DMS’) 
Limited was established in the Cayman 
Islands by Don Seymour in 2000. Over the 
past 15 years it has grown into one of the 
industry’s leading fund governance firms with 
over 200 people.

One of the big focuses for the firm is 
ongoing regulation, in particular AIFMD and 
FATCA. With respect to FATCA, DMS was 
able to steal a march on its competitors in 
2014 by establishing a FATCA Responsible 
Officer (FRO) role, six months before 
anyone else. 

“Our principal, Don Seymour, identified 
FATCA as an area to work on three years 
ago. We got the teams set up, the systems 
and the processes set up so that when 
managers came to us, we were ready 
from day one to support them in respect 
to FATCA compliance,” comments Derek 
Delaney, Managing Director of DMS Offshore 
Investment Services (Europe) Limited. 

Whilst over half of DMS Group’s clients 
have decided to use its FRO service, an equal 
amount of uptake has been seen among 
non-DMS clients. Part of this growth has 
originated from legal firm referrals, as Delaney 
explains: “Law firms would tell managers that 
they needed an FRO in place, but when it 
came to internally deciding who would take 
on that role a lot of these law firms began 
referring clients to us. We have built a lot of 
law firm relationships on the back of their 
endorsements of our FATCA solution.”

The FATCA solution is delivered out of 
DMS’s Cayman, Ireland and Luxembourg 
offices and supports all global funds. Whilst 
other firms are still ironing out the creases 
of their US FATCA solution, DMS has already 
moved on and developed the necessary 
policies for UK FATCA and the OECD 
Common Reporting Standards. 

DMS Group has developed a suite of 
AIFMD solutions. Not only does it have an 

AIFMD-compliant platform and registered 
AIFM (DMS AIF Management Company) it 
also offers Annex IV reporting services. 

“Even when clients have decided not to 
go with a full European fund, they’ve still 
asked us to act as the Annex IV reporting 
party. During January 2015, we did 216 filings. 
Now, we are able to say to managers, 
‘We’ve got the AIFM in place, the platform, 
we’ve gone through a successful round of 
reporting, so any uncertainties that existed 
with AIFMD are now in the past’. The only 
unanswered question is when the funds 
passport will be made available to non-
European managers,” says Delaney.

Year-to-date the firm has won 11 AIFMD 
mandates, including one of the largest 
investment banks in the world. In total, it 
has 37 funds either using the platform and/
or ManCo. “In addition, we have over 60 
clients for whom we’re doing Annex IV. 
I would estimate that we will have more 
than 100 AIFMD clients by the end of 2015,” 
adds Delaney.

The majority of those new mandates are 
as a result of reticence among European 
institutions to invest in Cayman funds. In 
Delaney’s opinion, continental Europeans are 
increasingly going to want to invest only in 
European funds but still need access to US 
managers, to whom they are willing to write 
substantial tickets to set up an AIF: “That’s 
where our AIFM platform comes into play.” n

Derek Delaney, Managing 
Director of DMS Offshore 
Investment Services (Europe) 

dms oFFsHore  investment  serv ices

Matthew Brown collects 
DMS’s award from 
Hedgeweek’s James Williams

www.hedgeweek.com
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Quintillion
Best european Hedge Fund administrator

Quintillion Limited is a European-based 
affiliate of U.S. Bancorp Fund Services, a 
global alternative administrator with assets 
under administration of USD117bn. Over the 
last 12 months, Quintillion has seen its AuA 
increase from USD18bn to USD25bn. 

According to CEO Joan Kehoe, whilst 
Quintillion has always had great people and 
great technology, “the one thing we were 
missing as a private business was balance 
sheet. Our acquisition by U.S. Bancorp cured 
that problem!”

The service model at Quintillion is to use 
smart technology to build out transparency 
and reporting for its clients combined with 
a strong team of people. “We deliver what 
we say we’ll deliver in a timely and accurate 
manner. Fundamentally that’s what managers 
are looking for from their fund administrator,” 
states Kehoe. 

Being able to rely on a stronger balance 
sheet, in tandem with offering a robust 
service model, is bearing fruit. According 
to Kehoe, a big chunk of its asset inflows – 
some 80 per cent – have come from winning 
conversion mandates over the last 18 months. 

“As larger administrators continue to 
invest heavily in technology, they are finding 
it difficult to deal with the demands of 
greater transparency. This is because they 
have to manage legacy systems. When we 
came in to the industry in 2006 we had the 
advantage of building the business using 
new technology,” says Kehoe. This has 
made it easier for Quintillion to adapt to 
the changing regulatory and transparency 

demands that managers face today. 
Moreover, Quintillion doesn’t rely on an 

outsource model. By using technology more 
efficiently and hiring smart people, it gives 
them the opportunity to add value in terms of 
interacting with and servicing the manager. 

“We don’t have layers of people. Our 
relationship managers are our operations 
managers, which means that each client 
has direct access to the team that is 
supporting their business. That helps to 
further differentiate us from our competitors,” 
suggests Kehoe. 

Today, U.S. Bancorp Fund Services is 
the 11th largest administrator in terms of 
worldwide AUA. And it’s pushing hard to 
break in to the Top 10. 

“We continue to focus on evolving our 
solution set for clients. That has meant 
continuing to develop a depositary lite and 
full depositary service under AIFMD. In the 
past year, we’ve focused on our regulatory 
reporting capabilities. In addition, we are 
working on building out our middle office 
services,” says Ken Somerville, Head of 
Business Development. The ability to offer 
depositary services is further made possible 
by the fact that Quintillion is now able to 
avail of U.S. Bancorp’s banking license. 

Other solutions being considered, says 
Somerville, include applying for an AIFM 
license, establishing a fund platform, 
and applying for a regulatory license in 
Luxembourg. 

“The resources and depth of talent that 
we’ve been able to rely on at U.S. Bancorp 
has been phenomenal. We aim to complete 
our depositary and middle office service 
offering this year,” states Somerville. He adds 
that the reason for winning more mandates 
is that Quintillion offers managers the best of 
both worlds.

“We have the strength of balance sheet 
to act as a strong counterparty to managers, 
yet we still provide a high-touch service as a 
specialist hedge fund administrator,” confirms 
Somerville. n

Joan Kehoe, CEO, Quintillion

Qu int i ll ion

Ken Somerville collects the 
award from Hedgeweek’s 
James Williams
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The Lyxor Epsilon Managed Futures Fund 
first launched back in 1997. It was only 
in 2011, as demand for UCITS-compliant 
alternative fund strategies started to grow in 
Europe, that Lyxor then decided to launch a 
regulated version of the flagship. 

The Lyxor Epsilon Global Trend Fund is a 
daily liquidity UCITS IV-compliant fund. Both 
strategies are medium to long-term trend 
followers and between them total aggregate 
AUM is approximately USD300m (including 
managed account mandates). The UCITS 
fund currently has net assets of around 
USD60m. 

Since inception, the Lyxor Epsilon Global 
Trend Fund has generated annualised 
returns of 4.70 per cent with a volatility of 
12.60 per cent and a Sharpe Ratio of 0.20.

Speaking about the overall investment 
philosophy in running the funds, Guillaume 
Jamet, Principal Fund Manager, says: “We 
want to stick to a pure mid- to long-term 
trend-following approach. We want to avoid 
style drift. We believe there is a lot of 
upside to achieve through smart allocation, 
and smart monitoring of correlation. This 
is one of the key features of the Epsilon 
programme. We also focus on the limitation 
of churning, the limitation of selection costs; 
we work a lot on that.”

From a risk management perspective, 
the Epsilon Managed Futures Fund has a 
15 per cent volatility cap, whilst the UCITS 
fund has a 10 per cent cap. The long-term 
target is between 70 and 80 per cent Sharpe 
Ratio with an annualised return profile of 
12 per cent and 8 per cent for both funds 
respectively. 

Up until 2014, the Lyxor Epsilon Global 
Trend Fund tracked the Epsilon Managed 
Futures Fund as closely as possible. 
However, changes made to UCITS regulation 
restricting the use of commodities meant 
that at the start of 2014, Lyxor sought to 
differentiate the performance of the UCITS 
fund. 

“We lowered the leverage of the UCITS 
fund from 15 per cent volatility to 10 per 
cent and we also removed commodities 
from the investment universe because of the 
restrictions under UCITS; we didn’t want to 
try and get exposure via swaps, or specific 
indices. To stay fully compliant we just 
decided to remove commodities altogether. 
Also, for some clients commodities are a line 
risk,” says Jamet. 

Not that this has had any detrimental 
impact on the Fund. Indeed, 2014 was a 
stellar year with investors enjoying returns of 
18 per cent. The main fund, because of its 
ability to trade commodity futures, generated 
an even more impressive 33 per cent. 

“The big picture last year was that a 
long position on bonds contributed strongly 
to performance. We also had a nice 
contribution from currencies – long USD, 
and more specifically long USD against 
energy-linked currencies. For the Lyxor 
Epsilon Managed Futures fund, we strongly 
benefited from the steep drop in the oil 
price. The performance between the two 
funds is largely as a result of this commodity 
exposure,” explains Jamet.

The fact that CTAs enjoyed a return to 
form last year, following a tough three-year 
period, was intrinsically linked to improving 
conditions within global markets; specifically 
a reduction in asset class correlation. As a 
trend-follower, the Epsilon strategy obviously 
relies on the existence and continuation 
of trends but as Jamet stresses, “it is also 
important that we have low correlation 
across all asset classes, and all markets. 
This environment was far clearer in 2014 
than it was the previous year.”

The approach of trend following is to 
avoid fundamental and absolute price level 
considerations. Take US Treasuries for 
example. Last year, everyone was expecting 
a rate increase from the Fed yet the central 
bank has only just recently announced that it 
will not happen as fast as people think. This 

Guillaume Jamet, Principal 
Fund Manager, Lyxor

lyxor asset  management
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has hurt people who were already in the 
starting blocks to go short US Treasuries. 

“For us, we are agnostic on fundamentals. 
All we do is look at how the market moves 
and react accordingly,” says Jamet. 

One of the most important aspects of 
working at an organisation like Lyxor is 
having the fundamental capabilities to run 
strategies – structuring, legal, middle and 
back-office, IT infrastructure. 

This means that portfolio managers like 
Jamet are free to concentrate on the core 
task of managing the fund, improving the 
model with the research team, improving the 
execution set-up, improving the front-office IT 
infrastructure and so on. It’s a strong base to 
work from. After all, the team has more than 
17 years’ systematic portfolio management 
to draw upon, along with a support staff in 
Lyxor spanning risk management, research 
and execution. 

The Lyxor Epsilon Global Trend Fund 
trades 60 futures contracts globally. The 
portfolio construction is highly systematic. 
Whereas Jamet develops a clear view on 
a particular trend, the model uses price 
momentum signals that act as a trend 
expectation. This takes the form of the 
expected Sharpe Ratio number for each 
contract being considered. 

On top of this, there are two other key 
inputs. As Jamet describes: “These are 
predictors of correlation and volatility. Once 
you have these in place, you can take the 
next step, which is building the portfolio. 
For each market one could do equal risk 
budgeting but we believe this is too simple 
an approach. You may suffer pitfalls when 
correlations are high. Our approach is far 
more involved.”

When it comes to looking at the degree of 
correlation within the portfolio, there are no 
hard and fast limits to which Jamet adheres. 
What is more important is that the strategy 
has the ability to adapt. This is achieved 
by monitoring short-term correlations, 
which allows the model to relocate in a 
prompt fashion. 

“At any given time equity markets are 
normally highly correlated. You might want 
the correlation between CAC 40 and the DAX 
to be below 70 per cent, but this will never 
be the case. Therefore, what is important 
is that you are always aware of the high 

correlations in markets and adjust the 
portfolio accordingly. 

“You have to act consistently. While 
equity markets might exhibit a high degree 
of correlation, commodities like cocoa, or 
currencies like the South African Rand have 
very little correlation to equities. But if those 
correlations start to rise, then you must 
always be on top of this and react,” explains 
Jamet. Indeed, one of the key attractions of 
CTAs to investors is the diversification benefit 
of the contracts they trade. 

“Correlation is a dynamic parameter; that’s 
why there is a temptation among some 
managers to stick to an equally weighted 
risk budget approach,” adds Jamet. 

Through the end of January 2015, 
performance in the Lyxor Epsilon Global 
Trend Fund has been solid; up close to 8 
per cent. 

“This is a good time to capture trends in 
the market. Equities and FX were the main 
contributors to performance in January,” 
confirms Jamet. 

On winning both awards this year, he 
comments: “We are pleased to be rewarded 
twice for our Epsilon strategy. These awards 
come as a recognition of the quality of our 
investment process and the sustainable 
performance we generate since close to 
20 years. Epsilon’s performance of 56 per 
cent over the last two years to the end of 
February 2015 is the result of relentless 
research and investment efforts by Lyxor’s 
portfolio management teams.” n

lyxor asset  management

Guillaume Jamet collects 
Lyxor’s awards from 
Hedgeweek’s James Williams
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Concept Capital Markets
Best north american prime Broker

2014 was another encouraging year at 
Concept Capital Markets LLC, one of North 
America’s leading introducing brokers. 
According to managing member Jack 
Seibald, there were four key drivers of 
business growth:
1. The firm’s longstanding reputation as 

an effective partner/service provider 
to managers starting new investment 
businesses

2. The attraction to established fund 
managers of its comprehensive solutions 
for portfolio and risk reporting, and 
managed accounts, 

3. Further development of its outsourced 
trading solution, and 

4. Enhanced capital introduction efforts.
Last year, Concept Capital’s client assets in 
custody with its clearing firms increased 38 
per cent through a combination of organic 
new client growth and the assumption of 
the IB businesses of two firms who were no 
longer in a position to effectively compete 
in the market. Its staff increased by more 
than 15 per cent, through a combination 
of the aforementioned takeovers and 
additional hiring. 

“Driven by the firm’s comprehensive 
offering, our sales team succeeded in 
winning numerous new clients, both new 
launches and established funds,” says 
Seibald. “Our aim is to set an appropriate 
expectation level with prospective clients 
and to make a positive impression by 
showcasing our extensive knowledge of the 
hedge fund space and the range of services 
we can offer as their needs evolve.” 

One of the key attractions of Concept’s 
portfolio and risk reporting solution 
to managers is that it offers them an 
aggregated view of all their assets, even 
those that are not being held in custody with 
one of Concept’s clearing firms. This gives 
confidence to managers, both emerging 
and established, who increasingly face the 
spectre of taking on managed accounts as 
they actively raise capital.

“Allocators often look for a reason to say 
No. We want our clients to be in a position 
where they never have to say to a potential 
investor, ‘Sorry, we can’t do it that way’,” 
emphasises Seibald.

The third growth area last year was 
Concept’s outsourced trading solution, which 
is distinct from the trading solution provided 
to its existing PB clients. 

These managers tend to have larger 
AUM, a greater amount of experience and 
longer track record, but perhaps due to 
management or cost considerations, are 
looking to outsource certain functions. 
This solution leverages Concept Capital’s 
technology capabilities. 

Seibald explains: “Our team functions as 
an extension of the client’s firm, processing 
all documentation related to opening trading 
accounts, executes directly with designated 
brokers in the client’s name, representing 
ourselves to those brokers as the client’s 
traders. This reinforces the client’s “brand” 
in the broker-dealer community, but also 
leverages our existing outsourced trading 
relationships with such brokers for purposes 
of research, conference attendance, 
corporate access, etc.” There are now seven 
traders on the desk. 

Concept’s capital introduction mission 
statement is to make high quality “relevant” 
introductions between its hedge fund 
clients and global investors. With a clear 
understanding of clients’ investment strategy, 
goals, and objectives, “it allows us to 
provide a consultative approach to capital 
development. 

“With an increased frequency of the 
capital introduction events we hosted in 
NYC over the past year, we have further 
positioned the firm as a relevant contact 
for the allocator community. We have also 
been developing a strategic relationship 
with Hedge Connection, which has provided 
our clients the opportunity to post their 
information and connect with allocators,” 
confirms Seibald. n

concept  cap ital  markets

Jack Seibald, managing 
member, Concept Capital 
Markets
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Société Générale Prime 
Services (Newedge) 

Best european prime Broker
and financing, Newedge has built a multi-
award winning Capital Introduction team. 
Add to this the muscle of SG CIB’s single 
stock, macro and quant research capabilities 
and you have a very competitive front to 
back offering. There is a commitment by 
Société Générale to grow Prime Services 
and make it a central focus of its long-term 
growth strategy. 

“At the end of the day, a hedge fund 
manager, like any other asset manager, 
needs stability. 

“We can demonstrate a clear commitment 
to the business, from top-down to bottom-up; 
a message that perhaps managers aren’t 
getting elsewhere. That’s good for the team, 
internally, and it’s good for our clients. They 
want that stability.   

“We have a full suite of services, strengths 
that are being further enhanced, and we can 
showcase our three core pillars: cross-asset 
margining, depth of stock inventory, and 
market-leading algorithms to support trading 
and execution,” says Shekerdemian. 

Société Générale Prime Services has a 
global cross-asset platform offering, giving 
clients financing support within Equities, 
Commodities, FX, Fixed Income, both cash 
and derivatives/synthetic instruments. 

On the clearing side, it is a member of 
more than 60 derivative exchanges and all 
major CCP venues. As OTC markets move 
to become centrally cleared, this depth of 
platform and expertise is working to the 
firm’s advantage.   

On winning this year’s award for Best 
European Prime Broker, Shekerdemian 
states: “Our continued commitment to 
offering clients a genuine cross-asset, global 
offering is our top priority. Winning this great 
accolade is a clear demonstration of our 
desire to remain a market leader in Prime 
Brokerage, being close to clients, supporting 
their day-to-day needs, and helping them to 
grow their businesses.” n

Celebrating its 150th year anniversary in 
2014, Société Générale took the decision 
in May 2014 to buy out Credit Agricole’s 50 
per cent stake in Newedge, a leading Prime 
Broker in Equities, Fixed Income, Listed and 
OTC Products. Newedge is now able to 
leverage the strengths of Société Générale 
and operate as a full-scale prime services 
business under the new moniker, Société 
Générale Prime Services. 

“It’s about leveraging the strength of the 
investment bank with the multi-asset class, 
multi-instrument prime brokerage model 
we’ve built here,” says James Shekerdemian, 
Global Head of Prime Brokerage Sales 
at Société Générale Prime Services. “We 
can now utilise a deep, stable securities 
inventory within the bank’s equity finance 
business, market-leading algorithms and 
execution access in addition to our cross-
margining capabilities.” 

With a 12 per cent market share, Société 
Générale Prime Services is the world’s 
largest execution and clearing broker of 
listed derivatives. Since the integration of 
Newedge into Société Générale’s Corporate 
and Investment Banking’s Global Markets 
division, the business has seen a steady 
increase in PB mandates across the 
spectrum of hedge funds, and in particular in 
equity related strategies. 

“We are a seeing strong growth and 
an excellent pipeline. As some of our 
competitors take a step back we are being 
seen as a strong alternative for hedge funds 
that we may not have previously serviced 
as Newedge. Mid-sized funds are looking 
for the support and breadth of service 
that we can now offer, and we’re stepping 
up to the mark to provide their execution, 
clearing, custody and financing needs,” says 
Shekerdemian. 

There are clear synergies at play within 
Société Générale Prime Services. As well as 
core services of execution, clearing, custody 

James Skekerdemian, Global 
Head of Prime Brokerage 
Sales at Société Générale 
Prime Services
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State Street
Best liquid alternatives administrator

State Street’s liquid alternatives financing 
and servicing capability is well positioned to 
support asset managers, both traditional and 
alternative, who are looking to diversify their 
product range. It has built a state-of-the-art 
global platform that provides fully integrated 
reporting, compliance, accounting, custody, 
settlements and investment analytics. 

“Our perspective is that the liquid 
alternatives opportunity is huge, both for our 
clients and ourselves. Assets are now over 
USD700bn, asset levels have doubled over 
the last five years and projections are that 
liquid alternatives could become 10 to 15 per 
cent of total global mutual fund assets. 

“Strategically, our goal is to give asset 
owners and asset managers all the tools 
they need to support their liquid alternative 
products,” says Robin Sarkar, Senior Vice 
President – Liquid Alternatives Product 
Specialist at State Street Corporation. 

From a US perspective, State Street is 
now the largest third party administrator of 
liquid alternative services based on assets. 
It services just over 50 per cent of the 
marketplace, including 15 of the top 25 liquid 
alternatives funds. 

Last year, the firm won a number of 
important client mandates from alternative 
fund managers, most notably Blackstone 
Alternative Asset Management, as well as 
traditional mutual fund sponsors including 
Legg Mason, Alliance Bernstein and 
Wells Fargo. 

According to Sarkar, there are four 
elements to State Street’s platform offering 
that are important to its clients. The first is its 
proprietary technology and service capability 
for liquid alternatives. The global platform 
provides a full end-to-end suite of back-office 
services, allowing it to support the myriad 
needs of ’40 Act funds and UCITS funds. 

The second element is thought-leadership. 
“We are always looking to deliver value 

to our clients. We generate a monthly 
newsletter on global liquid alternative trends, 
product launches, changes in regulation, in 
distribution channels, etc. We meet regularly 
with asset owners and asset managers, fund 
promoters, distributors. That commitment to 
thought-leadership is a key differentiator for 
us as a firm,” says Sarkar. 

The third element pertains to its support 
of start-ups. State Street offers consultative 
services ranging from general liquid 
alternatives education, operational flow 
analysis, to preparation of regulatory and 
legal documents. “We’re able to leverage an 
experienced and dedicated management 
team. They have a wealth of expertise and 
their role is to drive the launch process, 
in conjunction with the fund sponsors, to 
ensure it is successful in as short a window 
of time as possible. That operational support 
and guidance is offered on an ongoing 
basis,” confirms Sarkar.

The fourth element is State Street’s 
service model, providing investment 
managers with a turnkey solution. 

“What I mean by that is two things: firstly, 
we allow the hedge fund manager to operate 
in their established operational ecosystem. 
Second is the ability to bring other value-
added services to the table to deliver a 
customised solution to our clients.

“Those include risk analytics, collateral 
management services, OTC derivative 
valuations. Because of the complexity of 
the products, managers and asset owners 
are looking for as complete a solution 
as possible from their service provider,” 
confirms Sarkar. 

The growth in liquid alternatives shows no 
signs of abating and is a trend that’s here 
to stay in Sarkar’s view, noting that there 
has been “a big upswing of interest in multi-
alternatives recently – i.e. multi-manager, 
multi-strategy products”. n

Robin Sarkar, Senior Vice 
President – Liquid Alternatives 
Product Specialist at State 
Street Corporation
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Sadis & Goldberg LLP
Best north american law Firm

Sadis & Goldberg LLP is one of New York’s 
leading financial services-focused law firms. 
The Financial Services Group is headed up 
by partner Ron Geffner and consists of a 
team of 13 seasoned legal professionals. 
They routinely handle a diverse range of 
enquiries providing legal counsel to several 
hundred investment advisers, broker-dealers 
and commodity pool operators running 
hedge funds, private equity funds, venture 
capital funds and separately managed 
accounts. 

Reflecting on 2014, Geffner says that the 
matters undertaken in the Financial Services 
Group were more complex in nature when 
compared to prior years. “We believe this a 
direct result of the increased sophistication 
of our clients. While the commercial 
terms continue to evolve, the regulatory 
requirements continue to increase and 
investors have become more sophisticated,” 
says Geffner. 

The Firm enjoyed further business growth 
last year from a variety of sources: assisting 
in corporate acquisition and divestiture, 
support for family office clients, risk 
reviews, documentation enhancements and 
agreements with principals and employees. 
Sadis & Goldberg’s client roster also 
grew, attracting a number of emerging and 
institutional managers, family offices and 
institutional investors. 

In addition to the Financial Services 
Group, Sadis & Goldberg provides a full 
range of sophisticated legal services, 
including corporate transactions (acquisitions 
and divestitures), regulatory and compliance, 
tax, commercial and employment litigation 
and arbitration, corporate governance and 
shareholder activism, fiduciary duty law to 
derivative transactions, M&A litigation and 
appraisal rights, as well as investor due 
diligence. 

The Firm’s Litigation Group secured a 
major litigation victory last September by 
recovering 195 per cent above the merger 
price between Orchard Enterprises Inc. and 

Dimensional Associates for all cashed-out 
stockholders, one being a prominent merger 
arbitrage fund. Sadis & Goldberg secured an 
USD10.25m settlement. 

“It was a major victory for Sadis & 
Goldberg, and one of the largest cash 
settlements obtained in Delaware M&A 
litigation in 2014. The Firm did it by pushing 
the case forward, forcing the defendants 
into a very large settlement on the brink of 
trial. By using our sophisticated financial 
expertise, the Firm can help clients achieve 
better outcomes and significant returns 
through litigation and trial,” explains 
Sam Lieberman, a partner in the Firm’s 
litigation group.

Similarly, Sadis & Goldberg recently 
represented an appraisal rights arbitrage fund 
in a trial that resulted in a post-trial judgment 
of 128 per cent above the merger price.  

“Sadis & Goldberg’s recent litigation 
victories for merger and appraisal arbitrage 
funds show how the Firm gives our clients 
an edge in the toughest cases. The Firm 
understands our clients’ businesses in 
order to achieve their goals in litigation,” 
states Geffner.

There are various positive factors in hedge 
funds’ favour. Traditional asset classes are 
perceived by many investors to be either 
overvalued or fairly valued, so investors in 
hedge funds are less likely to miss strong 
bull markets in either equities or credit. 
Also, the reduced competition from bank 
proprietary trading has benefits for hedge 
funds. This in turn is benefiting the Financial 
Services Group. 

“Sadis & Goldberg has not only been 
intimately involved with the creation of 
various investment products, but also with 
many of the distribution models including 
seed transactions, acceleration capital, 
creation of hedge fund platforms, joint 
ventures, and the retention of third party 
marketers. Working with over 800 funds, we 
are actively involved in the most current legal 
trends in the industry,” confirms Geffner. n

Ron Geffner, partner, Sadis & 
Goldberg LLP
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Opus Fund Services 
Best north american Hedge Fund administrator

Multi-award-winning hedge fund administrator 
Opus Fund Services was established in 
Bermuda in 2006, subsequently expanding its 
footprint into the US with offices in Chicago 
(2008), San Francisco (2009), New York (2013) 
and most recently Portland (2014). It serves 
over 200 fund managers and 300+ funds with 
a combined AUM exceeding USD10bn.

The service model offered by Opus is 
based on complexity made simple: ONE 
platform, ONE process, ONE price, ONE 
solution. 

This is serving Opus well. According to 
Jorge Hendrickson, Director of Sales and 
Business Development, 2014 was a strong 
year in terms of onboarding with 154 new 
clients on the platform. 

“I’d estimate that 75 per cent of our clients 
last year came via new launches. The other 
25 per cent were conversions from other 
administrators; managers leaving a smaller 
administrator as they move to institutionalise 
their business, parallel moves from other 
similar sized administrators, as well as, and 
most significantly, managers moving from 
larger administrators. The strategic shifts 
at these larger firms and banks benefited 
us and we expect that to continue in 2015. 
Given our reputation within the industry, 
managers aren’t sacrificing their name by 
moving to us,” says Hendrickson. 

As well as seeing an uptick in private 
equity, venture capital and real estate 
strategies during 2014, Opus continues to 
focus on traditional hedge fund strategies. 
“We have seen many managers stick to 
the basics, focusing on stock picking and 
“best ideas” investing. We also continue to 
do a lot in the peer-to-peer lending space; 
indeed, we have become one of the leading 
administrators supporting managers in 
this activity,” says Hendrickson. 

In addition, Hendrickson is seeing 
continued growth in the managed account 

platform space, partly driven by the need for 
FoHF firms to evolve their offering. “We’ve 
seen a good number of managed account 
platform mandates launch over the last 12 
months. We understand that space well in 
terms of structuring, launching and operating 
these structures.”

”We think this will continue in 2015,” 
says Hendrickson who suggests that 
another important trend emerging is the 
establishment of series-based funds; where 
managers establish the main fund and offer 
underlying series, which are often launched 
to allow investors to customise their 
exposure to the manager and the investment 
strategy that is being offered. 

“Rather than going into one fund where 
the manager is allocating and running all the 
money pro rata, why not allow the investor 
to say ‘If you have 10 positions, can we 
launch a series where I only have exposure 
to these  5’?” 

“We are currently working on several 
launches right now that are using this 
structure; they tend to be portfolios where 
the manager might be a value investor 
expressing their best ideas in a concentrated 
portfolio. Others are more hybrid; indeed, 
a few launches are managed account 
platforms that are allowing investors to 
choose which underlying managers they 
want exposure to. I think the series-based 
fund is going to be an interesting trend for 
the next year,” opines Hendrickson.

Each series has its own particular 
investor base, expenses and portfolio etc. 
Operationally, the administrator has to tag 
investors according to the series that they 
have chosen, but Hendrickson confirms that 
the Opus’s platform technology is flexible 
enough to accommodate.

“Our technology was built in such a way 
that it allows us to adapt quite easily to new 
trends,” says Hendrickson. n

Jorge Hendrickson, Director 
of Sales and Business 
Development, Opus Fund 
Services
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months, overall AUMs grew substantially 
in Europe, helped by the popularity of 
UCITS hedge funds. Are the green shoots 
we identified last year growing into some 
unexpected shape, due to the recent 
mildness of a previously erratic clime? 

AuM growth, UCITS and market 
sensitivities
The past twelve months saw more hedge 
fund closures than new launches in Europe, 
a fact which comes in sharp contrast with 
what had been observed during the previous 
years. A recent study from Eurekahedge2 
confirms that “the rate of fund closures […] 
has been trending steadily upwards every 
year since [2010]”, and various sources 

When we wrote about the European hedge 
fund industry a year ago, we described 
several long-term trends that had emerged 
recently and were contributing to the 
reshaping of our industry1. The three major 
points on which we decided to elaborate 
– namely, the existentialist crisis impacting 
various strategies, AIFMD-related changes, 
and the decline of the FoHF model – have 
since persisted and, in some cases, become 
more specific. 

However, what we have noticed more 
recently is a somewhat more optimistic 
outlook, against which those same trends 
must be interpreted and reassessed: if a 
higher number of HF closures than new 
launches have characterised the past twelve 
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said: “Alternative assets in UCITS 
format were EUR40.9bn in 2008, 
EUR84.9bn in 2009, EUR125.3bn in 2010 
and EUR156.7bn at the end of Q3 2013, 
which addresses a demand for liquidity, 
particularly in Europe5”. This year, Dr 
Black6 is reconfirming this by explaining 
that 2014 saw a USD70bn inflow into 
alternative UCITS – which brings the 
AUMs of UCITS funds to about the 
same level as assets invested in 
European non-UCITS hedge funds, for 
the first time ever.

– Worldwide, Dr Black indicates that liquid 
alternatives currently hold assets worth 
a total of USD600bn, split between 
Europe and the US, versus USD2.9trn 
for the conventional hedge fund model. 
This confirms the view that European 
investors are relatively more biased 
in favour of the continent’s home-
grown version of the liquid alternative 
than their American cousins; while 
the traditional offshore and less liquid 
model remains strong on the US 
continent, the question of this model’s 
future in Europe is worth asking. 

• Finally, the inflow of new investment 
varied not only in terms of vehicle, but 
also when looked at as a time series, 
thus highlighting the importance of the 
economic cycle and investor’s reactions to 
the state of the market.

concur to estimating the number of hedge 
fund closure in Europe to be about 400 funds 
throughout 2014. While this number went 
up steadily during the past four years, it is 
only last year that closures came to exceed 
new launches. 

Behind this apparently negative 
observation3 characterising the European 
hedge fund industry over the past twelve 
months hide a number of facts, some of 
which point to a rather optimistic picture and 
to a clearer outlook of the long-term changes 
within the industry: 
• The AUMs of hedge funds managed 

by Europe-based managers grew by 
approximately USD33bn in 2014, which 
brings the total AUMs of our regional 
industry to just under USD500bn. This 
confirms two trends which we had 
previously identified or predicted: 
– The combination of net closures and 

AUM growth does point to some 
consolidating activity: it is indeed the 
case that large funds tend to be getting 
larger. We had observed this previously 
and this is broadly acknowledged, not 
least by managers of emerging funds, 
who are having difficulty convincing 
investors of their attractiveness in spite 
of their smaller sizes.

– Net inflows, rather than performance, 
are responsible for a substantial 
proportion of this AUM growth: in a 
recent investor survey4, we found that 
investors were willing to start again 
looking at European managers, an 
activity they had slowed down due to 
the areas of uncertainties surrounding 
AIFMD and also as a result of 
challenging markets. The recent 
numbers confirm that this has indeed 
started to happen in practice.

• The total number of hedge funds present 
in Europe may have decreased, however 
changes both in hedge fund numbers 
and in AUMs repartition are unevenly 
split, particularly between UCITS and 
non-UCITS. Again, we had previously 
highlighted this trend, which started at the 
beginning of the global financial crisis but 
really accelerated in the past two years: 
– Last year, Keith Black, PhD, CFA, CAIA, 

managing director of curriculum and 
exams for the CAIA Association had  35
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HedgeMark International
Best managed accounts platform

2014 was a big year for New York-based 
HedgeMark International, LLC. On May 1, 
2014 the firm became a wholly-owned 
subsidiary of BNY Mellon. 

“A key part of our strategy, which dovetails 
well with HedgeMark’s acquisition by BNY 
Mellon, has been to focus exclusively 
on supporting institutional clients in the 
development and operations of their own 
dedicated, private managed account 
platforms. Our approach is resonating well 
in the marketplace among some of the 
largest institutional hedge fund investors who 
are increasingly looking for more tailored 
investment solutions and wish to move their 
assets into managed accounts,” comments 
Andrew Lapkin, CEO, HedgeMark. 

In late 2012, HedgeMark launched 
its Dedicated Managed Account (DMA) 
offering to provide institutional investors a 
customised hedge fund managed account 
solution with an integrated position-level risk 
analytics platform to provide high-frequency 
risk and performance reporting. 

As of 2 February, 2015, HedgeMark’s DMA 
assets totalled approximately USD1.6bn. 
HedgeMark also provides a subset of their 
core managed account services including 
risk, performance, and guideline monitoring 
for US Liquid Alt Managed Accounts with 
approximately USD4.1bn AUM as of 16 
February, 2015.

Currently, HedgeMark has more than 
20 clients in total across its DMA and 
risk analytics solutions. Certain client 
relationships begin with HedgeMark 
providing risk analytics and related services 
affording such clients greater transparency 
into the risks in their hedge fund portfolios. 
This approach allows clients to start using 
risk data and analytics to evaluate their 
portfolios as they consider a potential 
migration into managed accounts. 

“By incorporating sophisticated risk 
and performance analytics, and thereby 

empowering clients to more effectively 
leverage the transparency benefits of the 
managed account structure, it really takes 
our offering to the next level,” says Lapkin.

Lapkin points to four key elements 
that help explain how HedgeMark tries 
to differentiate itself from others in the 
marketplace. 

“The first is the flexibility and 
customisation it offers clients. The DMA 
solution is open architecture and can 
support different strategies, service providers, 
counterparties and jurisdictions as well as 
different types of structures ranging from 
individual funds to umbrella structures.” 

“The second is our risk and performance 
analytics. A key differentiating factor of the 
HedgeMark offering is our ability to provide 
risk analytics on both platform assets as 
well as non-platform assets. This capability 
allows HedgeMark to provide clients with risk 
information for legacy hedge fund investments 
as well as long-only assets, offering a more 
comprehensive or enterprise view of the 
client’s overall portfolio risk exposures.” 

“The third is that BNY Mellon’s ownership 
of HedgeMark provides real institutional 
stability. If you’re building a private managed 
account platform, you benefit from partnering 
with an institutional platform provider who 
has scale and is going to be with you for 
the long run. As our DMA Solution results 
in a shift of key operational functions from 
the hedge fund manager to HedgeMark, 
clients value BNY Mellon’s experience and 
reputation in handling core non-investment 
functions and services,” emphasises Lapkin, 
adding that the final element is simply the 
depth of expertise across the team.

On winning the award, Lapkin comments: 
“We view this Hedgeweek award as a 
validation of our unique business model 
and as a testament to the hard work that 
our team has put into delivering world class 
service to our clients.” n

Andrew Lapkin, CEO, 
HedgeMark

Hedgemark internat ional
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ML Capital
Best ucits Fund platform

2014 was a great year for ML Capital. 
Following a period of successful asset 
raising and a number of fund launches, 
firm-wide assets broke through the USD1bn 
barrier to reach USD1.2bn. The distribution 
and European-regulated fund structuring 
specialist has achieved more than 100 
per cent growth every year since it was 
established in 2009. 

In 2013, ML Capital initiated the successful 
relocation of its headquarters to Dublin and 
invited the Smurfit family to partner with the 
business – supporting the future growth of 
the firm. Having launched the MontLake 
UCITS Platform in Ireland 5 years ago, 
Dublin was a logical choice for ML Capital 
to continue on its upward trajectory and tap 
into Dublin’s talent pool. 

These factors – growth, a sustained period 
of successful asset raising and external 
backing from a prominent family – have in 
the words of current CEO Cyril Delamare 
“moved us up the credibility ladder”. 

“In terms of the opportunity set, one of the 
biggest drivers of growth on our MontLake 
UCITS platform is AIFMD; specifically in 
relation to non-European managers who 
haven’t had to embrace AIFMD and are now 
looking at their options for marketing into 
Europe,” says Delamare.

As the dust of AIFMD settles, US 
managers are starting to realise that the 
two main options, long-term, for European 
distribution will be to establish an AIFMD-
compliant fund or a UCITS fund.

“We have a platform solution for both, 
but the advice we are giving managers is 
that if they can do it under UCITS, they 
should choose that option. The UCITS rules 
are clearer and the framework offers an 
USD8.8trn opportunity set. 

“A lot of the conversations we are having 
currently are with both US and Asian 
managers looking to resolve their European 

distribution issues. The most interesting 
opportunities lie with those managers who 
have existing investor demand to reposition 
their existing offshore fund into UCITS,” says 
Delamare.

“We are looking to partner with quality 
fund managers with a successful track 
record whose strategies are in high 
demand with investors. Our quarterly 
research report, the ML Capital Alternative 
UCITS Barometer, helps drive our 
manager selection processes, enabling us 
to couple exciting managers with existing 
investor demand. It is also important to 
us that we have diversification across 
our platform.”

For fund hosting, ML Capital is building 
an infrastructure that will enable it to scale 
and support a wider range of funds, with 
Delamare noting that “there’s no specific 
capacity constraint on this part of the 
business. It’s a full-service offering. If a 
manager needs something they can view us 
an extension of their organisation.”

As for distribution, the priority for each 
sub-fund that joins MontLake is to raise 
the most assets possible. To achieve this, 
the in-house sales team will only look at 
complementary, not competing, strategies. 

“Today, we have good representation 
across a lot of strategies but there are still 
gaps to fill e.g. Asia, Fixed Income, more US 
products. For a platform to work successfully 
you want investors to cross allocate to 
different funds; rotating out of one fund but 
then allocating to others on the platform. 
That’s the goal,” says Delamare. 

On winning this year’s award, Delamare 
comments: “ML Capital has great ambitions 
going forward and winning this award will 
drive us to continue on our upward trend 
and cement our positioning within the 
market space as the leading UCITS platform 
provider.” n

Cyril Delamare, CEO, 
ML Capital
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SunGard
Best risk management software provider

SunGard’s APT solution models market 
risk, liquidity risk, and counterparty risk 
across both liquid and illiquid asset classes, 
supporting regulatory reporting, portfolio 
optimisation and performance analysis.

According to Dr Laurence Wormald, COO 
and head of research APT, SunGard’s asset 
management business, the focus for hedge 
fund managers today is on making risk more 
strategic.

He notes that managers are trying to 
tell a much better story about how they 
manage risk to improve their reputation 
and their asset raising capabilities, as well 
as helping with the overall performance of 
their funds. 

“We think we can help our clients achieve 
that because we give them a comprehensive 
and coherent model in APT. Coherent in the 
sense that a single risk model is designed 
to provide coverage across all major asset 
classes. It’s also intuitive because APT is 
a factor model. It’s not just based on time 
series and pure statistical approaches,” 
explains Wormald.

These factors might include, for example, 
how inflationnary changes impact global 
markets, if there’s a shock to an economy 
like China, how FX conditions may change 
as a result of oil price volatility and so on. 

“The factor model therefore provides 
intuition, broad asset class coverage and 
cohesion, all of which we believe helps 
managers do a better job in making risk 
strategic,” adds Wormald. 

Expectations on hedge fund managers 
are much higher today due to the extent to 
which institutional investors make up their 
client base; not to mention the heightened 
scrutiny being applied by global regulators.

As such, achieving a greater level of 
intuition on risk helps managers to better 
communicate with their investors and the 

regulators, and provides an overall greater 
level of reassurance. 

Within APT, managers can look top-down 
at their risk exposure and get the headline 
numbers in a timely way. 

“Timeliness is very important in our 
system. It provides the ability, “at will”, to 
get risk reports on the portfolio rather than 
having to wait till the next morning. The 
end user can then drill down into the report 
to look more closely at the various risk 
factors at work to gain better intuition,” notes 
Wormald. 

Flexibility is another of APT’s key 
attributes. As Wormald explains, it is “one 
solution delivered multiple ways”. This can 
be either on a standalone basis, as a cloud-
based solution, or as part of a managed 
services offering. The latter two options 
support the ability to avail of the SunGard 
Hedge360 platform, within which APT is one 
of a series of modules for managers to run 
their operations front through back. 

“It’s important to provide that level of 
flexibility as no two firms are exactly the 
same. Some people like tight integration 
within our Hedge360 cloud-based offering, 
others prefer the high degree of security 
and interactivity that comes with a deployed 
solution,” says Wormald. 

Discussing developments for 2015, 
Wormald confirms that within Hedge360 
“we can now deliver liquidity risk reporting 
alongside market risk reporting. We will also 
be offering more scenario analysis capability 
for stress testing to further broaden out the 
intuitive framework.” A one-click solution 
for AIFMD is also being developed to help 
managers with regulatory risk reporting. 

“We are committed to helping our clients 
make risk more strategic. We think that’s the 
right approach for them to continue to grow 
their businesses,” says Wormald. n

Dr Laurence Wormald, COO 
and head of research APT, 
SunGard
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Peregrine  
Communications

Best european pr Firm

Peregrine Communications is a marketing 
communications agency focused on 
brand building, brand protection and lead 
generation for the asset management 
industry.

The firm’s expertise spans four areas: the 
first is outsourced marketing. The Peregrine 
team takes responsibility for all aspects of a 
client’s marketing needs: brand conception, 
website, marketing collateral, video, 
newsletters, targeted advertising, investor 
facing events and media relations.

Second is media relations with the third 
element being internal communications and 
alignment. “Hedge funds tend to run very 
niche strategies so aligning their team to 
accurately reflect what they do is something 
we help with; within that we would help with 
pitch presentations, media coaching and 
training. The fourth area is design services: 
brand design, website construction,” 
comments Anthony Payne, Chief Executive. 

Peregrine is far from being a typical 
run-of-the-mill PR firm. What it brings to 
its clients is a rare combination of art 
and science.

Art because Peregrine is a specialist in its 
field and can help clients communicate their 
investment edge by packaging their story 
visually for the right channels.

‘A clear brand message and specialist 
story telling with beautiful design are a 
key part of what we deliver to clients. The 
science is all about fully integrating activities 
across all channels and providing centralised 
and detailed analytics on which parts of 
marketing are working – and which are not. 
Telling the story and proving that it works is 
the art and science of what we can offer,” 
explains Payne.

Last year Peregrine spread its wings and 
opened a New York office, which currently 

consists of a five-person team headed up 
by Max Hilton. It is also currently in the 
early stages of investigating the possibility of 
opening an office in Hong Kong.

‘We have tremendous depth and breadth 
of team, with technical and marketing 
specialists such as Ermanno Mattio, Paul 
Wynne and Ed Dunn as well as creative, 
video and design skills headed by Alan 
Pitchforth and a very strong account services 
group including Max Hilton, Dan Jason, 
James Sumpster, Darius Athill and Edward 
Jenkins,” says Payne.

At Peregrine, care is taken to 
understand how each piece of marketing 
communications fits into the overall business 
strategy. The construction of a website, 
social media management, digital advertising; 
each one plays its role in building a brand 
and growing AUM.

“Integrated marketing communications is 
what we deliver. What we are noticing is that 
US hedge fund managers are beginning to 
use content strategies, in particular using 
video. We are working with one well-known 
manager, for example, on an animated 
educational video; it’s a trend that is starting 
to emerge with hedge funds,” notes Payne.

To build a brand in the alternatives space 
needs to be done on the back of thought 
leadership, says Payne. “Managers have to 
communicate what makes them different, 
what’s their investment thesis? And how 
can that message translate across different 
pieces of content?

“It is a technical exercise and to do it 
successfully managers need a specialist 
partner. One who has the people that write 
great content as well as designers who 
can create a visual impact for the brand. 
That is exactly what we bring to the table,” 
emphasises Payne. n

Anthony Payne, CEO, Peregrine 
Communications
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consolidating industry is still undergoing the 
changes that will result in a transformed 
landscape compared to the one that 
prevailed until a few years ago. Those long-
term trends are not new, and are essentially 
the result of demand and supply, themselves 
the product of historical as well as more 
contingent factors. In spite of the fact that 
these trends are not new, they now come 
across differently to what they did only 
a year ago, in the light of the investors’ 
renewed (albeit cautious) optimism and of 
the resilience of the UCITS framework. A 
product differentiation from the point of view 
of investment strategies has also been one 
of forces shaping our industry, with ongoing 
developments and consequences. 

European strategic specialities
In the above, we noted the trend we had 
highlighted previously, and according to 
which Europe was characterised by a greater 
desire for liquid products: in Europe more 
than elsewhere, the degree of convergence 
between the conventional hedge fund 
model and the liquid alternative framework 
has accelerated, to form a greater pool of 
products available to the same investors. We 
also highlighted that there had been a net 
investment inflow into funds managed by 
European managers. Three points are worth 
making in that respect, each of which relates 
to some specific investment strategies or 
mandates. 
• The correlation between strategy 

performance and investment inflow is not 
always high – in the above we referred 
to a point previously made according to 
which investors have reacted to market 
movements in a way that may have 
been backward looking in certain cases, 
allocating to long only strategies after 
equity markets had gained momentum, for 
instance. Here we discuss and nuance 
this point in the light of allocations versus 
performance over the past twelve months 
in Europe: 
– In our recent investor survey9, we found 

that investors were still being cautious 
following the CTAs’ existentialist 
crisis which started in 2013. While an 
industry participant observed that the 
performance of CTAs were strong in 
2014, we maintained our view, which 

– The fluctuation materialised as follows: 
“Investor interest in the Euro zone 
was revived in 2013 amid improving 
macroeconomic fundamentals and 
rallying markets as the region began 
to emerge from the depths of the 
crisis. Q1 2013 to Q2 2014 saw a sharp 
rise in the region’s AUM, with six 
straight quarters of investor allocations 
during this time totaling USD98.7bn, 
accompanied by strong performance-
based gains of USD28.2bn for the 
same period. Growth stalled again in 
the second half of 2014, with net flows 
reversing into negative territory while 
performance has been muted.7”

– This pattern is a healthy reminder of 
investors’ sensitivity and speed of 
reaction to market movements when 
it comes to their investing in hedge 
funds. While we previously looked at 
this phenomenon from a qualitative 
perspective8, the point here is also to 
nuance, and to shed a new light, on the 
optimism we have observed and read 
about concerning the renewed appetite 
for European funds as mentioned 
above: the extent to which this can be 
expected to last or to fluctuate depends 
on the strength of the relationship 
between market movements and 
hedge fund investors’ decisions, and 
on the predicted degree of fluctuation 
according to that relationship.

From the above, it appears that our 
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Maitland
Best european Hedge Fund administrator

Maitland is an independent third party fund 
administrator with over USD200bn in assets 
under administration. To be seen as a viable 
partner to hedge fund managers today, 
administrators need to offer a comprehensive 
range of products and services. This is 
particularly important in light of the regulatory 
environment that has emerged in recent 
years, with the AIFM Directive representing a 
key challenge. 

To support managers in this area, last 
year Maitland established a Luxembourg-
domiciled Specialised Investment Fund 
platform, MS SICAV SIF, an umbrella 
structure that avails of Maitland’s AIFM 
license. This gives managers the ability to 
launch AIFMD-compliant funds without any 
of the compliance and regulatory pressures 
of acting as their own AIFM.

“We are now going through the filing 
process with the CSSF to extend our AIFM 
license to support managers in the PERE 
fund space,” confirms David Kubilus, Head of 
Business Development, Client Management 
and Marketing at Maitland. “It’s a fascinating 
time to be working in this industry. 
AIFMD now gives managers of alternative 
investment funds the ability to market their 
funds in the EU to access capital; to be 
able to create a product that can utilise the 
AIFMD passport and distribute it as broadly 
as possible.”

Last year, Maitland won a range of 
new mandates, including some from 
Brazilian private clients and family offices 
as regulations prompted them to look for 
different ways to protect their assets. Total 
assets under administration totaled $200 
billion at year end.

For 2015, the pipeline looks solid and 
Kubilus intends for it to remain so: “We 
intend to expand our business development 
efforts both in the UK and North American 

markets. We are seeing new launches 
among our existing clients, which reaffirms 
our notion that we are providing an excellent 
level of service,” confirms Kubilus, adding 
that the firm’s expansion plans will be two-
pronged: “We plan to expand organically by 
building out the business development and 
client management teams here in Europe. 
Secondly, we will be looking for ways to 
extend service lines and create additional 
scale where it fits the overall strategy of 
the firm.”

Maitland built its foundations as a legal 
and tax advisory firm. As such, its ethos is 
to treat each and every client as if they were 
a private client. 

“Underpinning that requires having a 
world-class technology infrastructure in 
place. The combination of our infrastructure, 
our ethos and the ability to attract the best 
talent puts us in a good position to continue 
growing the business,” states Kubilus. 

Many of the large universal and custodian 
banks provide administration and reporting 
services, in addition to custody and 
depositary services. Maitland has taken a 
different approach.

“We’ve taken it in the other direction. 
We provide the ManCo service as well as 
legal services and that adds a lot of value, 
especially to boutique managers and smaller 
family offices who require a high-touch 
all-encompassing service. With Basel III 
regulation, in addition to the tremendous 
investments they’ve made in technology, 
bank-owned fund administrators work off 
a much higher fixed set of costs than 
someone like Maitland,” says Kubilus. 

Consequently, Maitland is able to support 
managers who are more in the mid-size 
range and still provide a good service on a 
profitable basis. “That’s an advantage for us 
to leverage off,” says Kubilus. n

David Kubilus, Head of 
Business Development, Client 
Management and Marketing at 
Maitland
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ASPN Solutions
Best Fund accounting & reporting systems

ASPN Solutions (The Alternative Share 
Private Network “ASPN”) is a comprehensive 
front, middle, and back office solution 
designed to empower institutional investors 
to build, execute and monitor multi-manager 
hedge fund portfolios. Developed within 
Protégé Partners, a FoHF manager that 
invests in emerging managers and seeds 
new managers, and the same team that 
built Altvest, the first internet hedge fund 
database, ASPN is the first end-to-end 
solution that can run on any device or 
operating system.

Dr Ken Akoundi, one of the founders of 
RiskMetrics and most recently the Global 
Markets head of the McKinsey spinoff, 
Opera Solutions, joined ASPN Solutions last 
year to bring ASPN to institutional investors. 
Akoundi comments: “Institutional investors 
require numerous internal processes to 
manage hedge funds across the asset 
allocation, risk management, operational due 
diligence, and accounting processes. ASPN 
eliminates the need for a number of systems 
by serving as the single end-to-end solution 
for alternative investment teams to run all of 
their processes.”

In addition to being a total end-to-end 
solution, ASPN allows institutions to pool 
resources and collaborate with one another 
to obtain research and increase buying 
power. The current trend in the industry 
is to invest directly with hedge funds, and 
ASPN allows investors to do so in a cost-
efficient manner. 

“Assuming that each of the top 100 
institutions has two internal hedge fund 
researchers, and assuming that they agree 
to collaborate, the pool of 200 researchers 
is larger than any other pool of researchers 
you’ll find in the industry,” states Akoundi. 

Protégé Partners was the initial client 
of ASPN Solutions. “We are currently in 
dialogues with over 100 institutions, which 

we believe confirms the desire to collaborate 
and the need for such a holistic system,” 
says Akoundi.

On an ongoing basis, ASPN has unveiled 
numerous enhancements. Most recently, 
it has added private equity capabilities. A 
productivity dashboard to enable CIOs to 
monitor the productivity of their research 
teams is an upcoming enhancement. “For 
example, a CIO might want the team to 
focus on Asian event-driven managers and 
if the productivity report shows that the 
majority of the meetings were in Europe, the 
CIO may want to raise questions. They can 
monitor how many manager meeting notes 
were recorded over any time period to make 
sure the productivity of the team is focused 
accordingly,” says Akoundi. “In addition, 
the CIO can see how well-connected a 
team is within the ASPN collaborative 
sharing centre.”

ASPN technology is customisable to 
the needs of the individual institution, 
whether it is creating a customisable 
screen or due diligence questionnaire, 
or the implementation of a bespoke due 
diligence process.

“Lastly, we will be introducing ASPN 
Communicator in the near future; this comes 
directly from conversations we’ve had with 
CIOs. When using Google to research risk 
parity, for example, the first five results are 
always advertisements from the largest 
players in the industry, rather than the most 
relevant pieces of information. What we’ve 
done is to create an essential research 
repository that we monitor, clean and tag 
so that institutional investors can search for 
relevant articles. 

“We started with what we thought were 
the top 100 financial industry articles of all 
time. We’ll now let the market decide how 
we should build out the repository moving 
forward,” confirms Akoundi. n

Dr Ken Akoundi, ASPN 
Solutions
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Pacific Fund Systems
Best managed account platform technology

Pacific Fund Systems (PFS) is a global 
leader in supporting investment fund 
accounting and administration through its 
integrated share registry/fund accounting 
platform, PFS-PAXUS and its real-time web 
portal, PFS-CONNECT. Rather than having 
an administrator rely on multiple systems, 
PFS-PAXUS delivers true integration using 
a single database infrastructure to deliver 
greater workflow efficiencies, reduced risk, 
and more timely valuations. The PFS-PAXUS 
platform is continually evolving with PFS 
releasing two major system upgrades per 
annum. In 2014 both upgrades contained 
significant new regulatory-related functionality 
including the full automation in the system 
for AIFMD Annex IV and FATCA reporting.

In terms of supporting managed accounts 
a sophisticated allocation module within 
the system facilitates the maintenance 
of multiple cells/accounts within a single 
entity. The web portal, PFS-CONNECT, can 
then be used for online reporting to both 
managers and investors. PFS-PAXUS also 
supports master/feeder and umbrella-type 
structures which in turn support different 
legal vehicle types. 

More and more institutional investors are 
turning to managed accounts as a way to 
build their hedge fund exposure, and this is 
putting more demands on administrators to 
streamline their services. They need a high 

level of automation to properly service clients 
and the ability to deliver it online in real time. 

“Our clients are certainly looking to 
leverage more of the automated capabilities 
within PFS-PAXUS. I think a watershed has 
been reached in that there’s much greater 
appetite now, and comfort around, using the 
full range of automation tools provided in a 
product like PFS-PAXUS,” says Keith Parker, 
Head of Sales, Europe at PFS.

“In terms of the new regulatory-related 
functionality in the system and specifically 
with regards to Annex IV reporting a number 
of our clients approached us to see if 
we could assist them as they were being 
asked by their fund manager clients to 
assist in the aggregation of the underlying 
data for reporting purposes. We realised 
that with PFS-PAXUS being an integrated 
platform a significant percentage of this 
data would already reside in the system. 
We also enhanced the system to be able 
to accommodate any Annex IV data that 
existed in other systems and finally created 
a highly automated capability for Annex IV 
reporting. 

“PFS-PAXUS can therefore generate 
the required xml file which can be sent to 
the relevant national regulatory authority 
for onward submission to ESMA. It has 
been well received by our clients although 
it is still early days given that our clients 
are still getting used to the filing process, 
but nonetheless our Annex IV solution 
has generated a lot of interest based on 
discussions we’ve had so far. We have, for 
example, recently had a number of enquiries 
from Luxembourg about our solution which 
is very encouraging,” explains Parker.

On winning this year’s award, Parker 
comments: “We are delighted to win the 
award. We like to think that this proves 
that we are a worthy player in the market 
and now, with more than 75 clients located 
across multiple global jurisdictions, a 
vindication that we are doing the right thing 
by our clients.” n

Keith Parker, Head of Sales, 
Europe at Pacific Fund 
Systems
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TradingScreen
Best asian trading venue

TradingScreen® is a leading provider of 
electronic trading solutions. Through the 
innovative use of technology, TradingScreen 
delivers a proven execution management 
platform and a global network to access 
any market, any counterparty and trade any 
financial instrument, from anywhere.

TradingScreen is the largest EMS and 
growing OMS for the buy side. It has also 
launched TradePlus, a leading OMS for the 
sell side, and is now offering a full-fledged 
exchange platform for new market segments 
to exchanges, sell side firms, buy side 
firms and consortiums that want to create 
liquidity pools. 

Last year, Singapore Exchange (SGX) 
selected TradingScreen to create the trading 
platform of the first OTC liquidity venue 
dedicated to Asian bonds, called SGX BT. 
TradingScreen established its own European 
bond trading platform in 2011. Entitled Galaxy, 
it is a pan-European Fixed Income multilateral 
trading facility (MTF) that helps participants 
overcome the challenges of market 
fragmentation by facilitating liquidity and price 
discovery, and achieving best execution.

The growth of Asia’s Fixed Income market 
has led to demand for a more efficient 
secondary market. Using TradingScreen’s 
technology, SGX BT is able to support 
multiple trading models, giving traders the 
ability to experience a comprehensive Asian 
bond trading service.

“The EMS capability of TradingScreen is 
proven and widely recognised, especially 
in APAC. It also allows the clients to 
completely outsource the technology, as 
we are SaaS-based, and we support all the 
trading models for Fixed Income versus the 
traditional RFQ only model. This gives our 
clients the flexibility to meet their needs 
for each segment of the market,” explains 
Philippe Buhannic, CEO of TradingScreen.

Another key development for the firm last 
November was the rollout of TradeCross, 
a unique solution that was created by 
a number of buy side firms. TradeCross 
helps institutions to trade blocks safely 
and anonymously as bond trading moves 
towards an all-electronic, all-to-all market 
structure. 

“This was a very important development 
as it positioned us as a partner to players 
that want to offer solutions to the growing 
liquidity crisis. TradingScreen, through its 
technology, can help the market find its 
balance in the new Fixed Income world that 
we are living in. TradeCross also represented 
the culmination of years of efforts in 
aggregating tools and applications toward a 
new market concept that we will offer to our 
partners,” says Buhannic. 

TradeCross counts Axa Investment 
Managers, Groupama AM, Foreign & 
Colonial AM, EXOE, La Banque Postale AM, 
Natixis AM Finance and Nordea Investment 
Management among its numerous 
participants.

Buhannic sees 2015 as a year of 
restructuring for many firms as new business 
models start to emerge. TradingScreen 
will accompany the market in its evolution 
“by providing the sell side, buy side and 
exchanges with new tools to leverage these 
developments and deliver profitability,” 
says Buhannic. 

“We will deploy more systems to more 
people through more products and we will 
continue to invest heavily in new technology 
and new market concepts.”

On winning the award this year, Buhannic 
comments: “We are very proud of our 
development team, as they have done an 
outstanding job building very innovative and 
sophisticated applications. It is always an 
honour to be recognised.” n

Philippe Buhannic, CEO of 
TradingScreen
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Cordium
Best european regulatory advisory Firm

2014 was a busy year for Cordium, not least 
because of the uncertainty that arose around 
the implementation of the AIFM Directive. 
Originally, the FCA had set the registration 
deadline for UK AIFMs to be 22 January, 
before eventually accepting HM Treasury’s 
interpretation of the law and setting 21 July 
2014 as the final filing deadline. As Stephen 
Burke, Managing Director, EMEA, reflects: 
“Our clients were continuing to look at what 
the deadlines were, what they needed to 
do and by when. It was a significant issue 
for them” 

On top of this, managers also needed to 
start reporting under EMIR and prepare for 
FATCA. All three were fairly significant pieces 
of regulation that weighed heavily on the 
whole hedge fund industry. It was important 
therefore to help guide our clients through 
the changes in good order.”

As part of Cordium’s AIFMD offering last 
year, the firm created the Cordium Total 
AIFM Solution (CTAS) to help managers 
establish a fully functioning AIFM in Malta 
which will handle the risk management 
function for both EU and non-EU funds, while 
delegating portfolio management back to 
managers in the major management centres. 

This product helps managers utilise the 
attractive fiscal and regulatory arrangements 
available from Malta, while the manager 
retains full ownership of the Malta AIFM and 
Cordium takes care of all the operational and 
compliance demands. 

“CTAS has been developed for certain 
types of managers who would benefit from 
a Malta-regulated firm in their structure but 
need to achieve the required level of local 
substance. We think this will be of particular 
interest to non-European firms that would like 
a European AIFM and to existing European 
firms who can create some economic value 
outside of the higher tax domiciles from 

which managers tend to be operating,” 
confirms Burke. 

As the regulatory dust of 2014 started to 
settle, the last major hurdle for managers to 
go through was Annex IV reporting. A large 
number of Cordium’s clients filed their first 
reports at the end of January and will now 
face quarterly, semi-annual or annual filings 
on an ongoing basis. Cordium worked with 
Indus Valley partners to build out its Annex 
IV solution; known as the Cordium/IVP 
RAPTOR regulatory reporting solution.

““This year is more about consolidation 
for managers; getting used to the 
regulatory environment and, more 
importantly, getting the most out of it. Most 
people are finding it a challenge to market 
funds in Europe, having to deal with the 
post-AIFMD private placement regimes 
as well as changes in Switzerland, which 
also amended its regulatory regime,” says 
Burke. Indeed, managers will now need 
to have a legal representative and paying 
agent in place to market their funds to 
Swiss investors. 

Cybersecurity is another focal point. 
Cordium has partnered with IP Sentinel to 
develop a series of key indicators “which our 
consultants are currently working through 
with many of our clients to help identify 
where they may need to pay more attention 
to their data security as risks and regulatory 
expectations change”, notes Burke. 

Cordium is currently focused on delivering 
its capabilities via a new software platform 
it has developed called Pilot, to help firms 
deliver their compliance more effectively.

On winning this year’s award Burke 
comments: “This award from the readers of 
Hedgeweek is testimony of the hard work 
Cordium employees put into helping our 
clients navigate the increasing complex 
regulatory environment.” n

Stephen Burke, Managing 
Director, EMEA, Cordium
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was supported by the fact that CTAs 
were a little bit in the situation of a 
student who, after being best in class 
forever, suddenly showed signed that 
they, too, could suffer from relative 
weakness. The recent Eurekahedge 
study10 confirms our view when they 
say: “CTA/managed futures funds 
saw a rise in popularity in the wake 
of the 2008 financial crisis due to their 
low correlation with traditional market 
indices, as their market share rose 
significantly to 15.7% in 2011 from 
13.6% in 2009. However, this trend 
has reversed in the years since 2011 
as investors have begun looking for 
alternatives after a lengthy period of 
lackluster performance from CTA/
managed futures funds, resulting in 
their share decreasing to 10.4% as at 
October 2014”.

– Other strategies have, on the contrary, 
confirmed the strength of the 
relationship. Thus, the Eurekahedge 
study includes the following point: “Fixed 
income strategies have witnessed strong 
asset inflows, gaining a remarkable 
12.4% since 2009 to stand at 19.4% 
of total European hedge fund AUM in 
2014, with investors being drawn by the 
steady, modest returns afforded by fixed 
income hedge funds. The Eurekahedge 
Europe Fixed Income Hedge Fund Index 
was the top performer on a risk-adjusted 
basis, with a three and five year Sharpe 
ratio of 2.01 and 1.60 respectively”. While 
the study factors in appetite for risk, it 
also says elsewhere that fixed income 
is the second top performing category 
among the funds managed by European 
managers, with a return of 4.32% in 2014.

• A European version of activism? – In 
Europe, we are continuing to observe 
local managers’ difficulty to compete 
with the US equity long / short product 
offering, particularly as far as the 
subcategory of activism is concerned: 
similarly to last year, the European ranking 
contains no managers in that category, 
due to overall poor performance and 
relative lack of savoir faire. Conversely, 
we continue to see a concentration of 
high performers among merger arb fund 
managers in Europe, a category which, 

perhaps coincidentally, fits rather well 
with the UCITS model. Qualitative as well 
as quantitative data supports the idea of 
European managers having some sort of 
specialists’ skills: 
– In October 2014, Eurekahedge stated: 

“The top performers [among European 
hedge fund managers in 2014] were 
event-driven funds (up 4.39% YTD), 
followed by fixed income (rising 4.32%) 
and CTA/managed futures (gaining 
2.93%). Multi-strategy and long/short 
equity funds were the only mandates 
with October year-to-date returns in 
negative territory”.11

– This echoes a debate that went on 
throughout last year, questioning the lack 
of strong activists in Europe – a debate 
which was fed not only by the lack of 
strong performers among European 
managers in that category but also 
by the (related) interest of well-known 
American activists in our markets. A land 
of relatively-smaller funds, a culture that 
does not favour such a style, indeed 
a need for lock-ups that contradicts 
European demand for liquidity, may all be 
arguments contributing to explaining why 
Europe has not produced great results in 
that area12. On the contrary, as the above 
point states, event-driven funds are doing 
well, and, according to some managers, 
it is they who sometimes try and use 
the “activist brand” in an attempt to woo 
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Anchin Block & Anchin LLP
Best north american accounting Firm

For the fifth consecutive year, the Best 
North American Accounting Firm is Anchin, 
Block & Anchin LLP. With a staff of more 
than 350 and numerous specialised industry 
and service teams, Anchin is a full-service 
accounting, tax and advisory firm that 
provides investment companies, privately-
held businesses, and high net worth 
individuals with a wide range of traditional 
and non-traditional services. 

Start-up funds remain a key area of 
focus says Jeffrey Rosenthal, CPA, Partner- 
in-Charge of Anchin’s Financial Services 
Group. New managers are finding it hard to 
reach critical mass and raise capital. Part of 
this is failing to stand out from the crowd. 

“They need to focus on best practices; 
this is critical and something we always 
preach to our start-up clients. Don’t act 
like a USD20m fund on day one, act like a 
USD200m fund,” says Rosenthal. “A lot of 
these managers only know how to trade. 
Many have spun out of a large institution 
or an existing hedge fund and one thing’s 
for certain, it’s very different having to run 
your own business. Investors will ask a lot 
of questions, especially when the market 
is volatile. At all times, today’s hedge fund 
manager has to justify their trading strategy.”

Rosenthal and his team advise start-
ups on how to stay the course. Is it the 
right time to start a hedge fund? Are they 
prepared with sufficient resources to go 
two years without making any money? The 
management fee is being more and more 
stretched to cover operating expenses. 

As Rosenthal observes: “It’s a difficult 
situation for a start-up with USD20m or so 
in AUM. They need to learn to adapt and 
adjust when necessary and in that respect 
we are an excellent sounding board for our 
clients. We talk to them about setting up 
budgets, thinking about what their expenses 
are for the next year. Have they fully thought 
through everything prior to launching a 

fund? Truthfully, we’d rather gain a potential 
long-term client by advising someone to 
delay launching a fund than to let them 
proceed and watch them go out of business 
six to twelve months down the line; that 
helps nobody.”

Tax efficient structuring and estate 
planning do not tend to be top-of-mind 
for start-ups. In fact, it’s the best time to 
address these issues, rather than later 
on when the manager tries to do some 
asset transfer planning. That tends to be a 
more expensive exercise, simply because 
the value of his interests in the fund are 
worth more. 

Anchin uses a custom tax layering 
programme with respect to a fund’s tax 
allocations. If a manager invests into a long-
term trading fund which has a significant 
amount of unrealised gains, how does the 
partnership allocate those gains once they 
are realised? 

“We analyse each security such that 
the tax allocations mirror the economic 
allocations made to each investor. Therefore, 
that new investor won’t be allocated a 
portion of those unrealised gains for 
securities that appreciated prior to them 
entering in to the fund when the gains or 
losses become realised. It provides a much 
better allocation between tax and book 
for the manager and a more equitable tax 
arrangement for the investor,” explains 
Rosenthal. n

Jeffrey Rosenthal, CPA, 
Partner- in-Charge of Anchin’s 
Financial Services Group
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ConceptONE
Best north american regulatory advisory Firm

ConceptONE LLC specialises in regulatory 
and risk reporting, an area of expertise that 
is fast gaining prominence as alternative 
fund managers begin to comprehend the 
enormity of regulatory compliance.

ConceptONE’s Risk and Regulatory 
Reporting Services provide comprehensive 
support to managers who need deep 
analytics either on individual portfolios 
or at the enterprise level. The reports 
cover all aspects of risk and regulatory 
reporting, from market risk, credit risk, 
counterparty risk through to operational risk. 
ConceptONE’s real-time portfolio and risk 
management system, enables managers 
to monitor parameters such as real-time 
P&L, liquidity exposures, limit monitoring, 
in addition to supporting stress testing and 
options analytics by integrating data from 
multiple sources. 

Reflecting on 2014, Mike Rosen, CEO of 
ConceptONE confirms that it was a good 
year: “We added a meaningful number of 
new customers and significantly expanded 
our product portfolio which bodes well for 
growth in future years.” 

There have been myriad regulatory 
developments in recent years, making 
life demonstrably harder for managers 
who not only have to handle and share 
significantly greater volumes of data, but 
have to do so in a way that complies with 
various regulations. Managers must now 
register with the CFTC, they must register 
with FATCA, face potential cybersecurity 
examinations by the SEC, not to mention 
filing Form PF in the US in addition to Annex 
IV and EMIR in Europe. 

ConceptONE has responded to this 
complex challenge accordingly, with Rosen 
stating that the firm prides itself on being 
at the cutting edge of these regulatory 
developments. 

“Our Regulatory Enterprise Risk 
Management (RegERM™) platform 
incorporates multi-disciplines of expertise 

required to comply with the ever-growing 
challenges faced by managers. 

“Among other in-house experts, 
ConceptONE has an ex-SEC Enforcement 
Attorney and AIFM CCO as well as 
a number of professionals with deep 
experience in the AIFM industry. Our staff 
regularly interacts with global regulators, 
lawyers, consultants and other industry 
participants to keep abreast of developments 
impacting our clients in order to better 
advise them,” explains Rosen.

Regulators and institutional investors 
are today demanding evidence of more 
robust infrastructures and proof of efficacy 
from hedge fund managers. Systems like 
RegERM™ give managers the enhanced 
regulatory oversight they need to operate 
efficiently and safely. Given that they have to 
provide third parties with so much more data 
than ever before, one of the main concerns 
of managers, says Rosen, is having to 
mandate a large investment in resources, 
including technology. 

“Our emphasis on RegERM™ sets 
ConceptONE apart. We aren’t just a software 
provider nor just a technology platform. We 
offer a holistic solution for the myriad of 
global regulatory challenges that AIFMs are 
faced with today,” says Rosen.

Last year, the firm rolled out an automated 
Annex IV reporting solution to further support 
the global activities of its client base, many 
of whom are subject to regulations in 
multiple jurisdictions. 

“Our deep experience as the leading 
platform for Form PF reporting facilitated 
our expansion into Annex IV and other 
regulatory regimes. We are proud to report 
that we successfully navigated our numerous 
clients through timely reporting in over 10 
jurisdictions,” confirms Rosen. One of the 
firm’s strategic objectives for 2015 will be 
to continue its global expansion of services 
“while maintaining a regulatory-driven edge 
to client service”. n

Mike Rosen, CEO of 
ConceptONE

conceptone
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Prosek
Best north american pr Firm

At New York-headquartered Prosek, the 
tag line is to “unbox communications” and 
deliver unique, unconventional strategies 
for financial firms. At the helm is Managing 
Partner and CEO Jennifer Prosek, who 
built Prosek from a small Connecticut PR 
company to an international communications 
consultancy with offices in London and a 
number of key partnerships with agencies in 
Asia and South America. 

Over the years, Prosek has developed 
a wide range of financial communications 
strategies for firms ranging from Franklin 
Templeton to Aberdeen Asset Management. 
More recently, Prosek made a commitment 
to the hedge fund sector as managers 
started to care more about their reputation 
and managing their brands.

“We decided it was the ‘emerging market 
of marketing and communications’ and built 
a team dedicated to alternatives. We also 
built out an array of services to support PR, 
IR and marketing for funds. Our prediction 
ended up coming true, and we were ready 
for it,” says Prosek. 

The days of using a PR firm solely for 
defensive purposes and helping hedge fund 
managers stay out of the spotlight are over. 
The industry has moved on and as Partner 
Russell Sherman points out, “it is not enough 
to just be reactive”. This is being driven by 
a 24-hour news environment, not to mention 
the rise in social media.

“Hedge funds are beginning to think 
about their brand, and their digital or ‘Google 
profile’ and are realising that if they don’t 

tell their story, someone else will. At Prosek, 
we are both brand protectors and brand 
builders, offering clients services across 
the marketing mix. The fact that we have 
in-house digital, creative and transaction 
services teams is a value-add to funds as 
well,” explains Sherman.

The JOBS Act is another driver that 
is contributing to managers’ growing 
awareness of branding as they look to raise 
and protect assets. According to Prosek, 
hedge funds have begun to recognise that 
the “log in or go away” websites no longer 
cut it anymore.

“We work with our clients in helping 
them effectively communicate what 
their brand stands for and what makes 
them unique, whether that is through 
fleshing out their website, assisting with 
marketing collateral development, securing 
speaking opportunities at conferences etc. 
Programmes are customised and designed 
to meet the needs and desires of each 
fund,” explains Prosek. 

The Prosek team supports some of the 
largest funds in the world as well as start-ups 
and emerging managers. Sherman observes 
that whilst smaller funds are typically looking 
for more brand awareness, larger funds are 
more focused on brand protection. 

“However, we haven’t met a fund yet that 
isn’t concerned with doing at least a little bit 
of each,” notes Sherman.

Law firms and prime brokers are starting 
to engage more with Prosek to help round 
out the advice and services they provide to 
their clients. The Prosek team is being invited 
to speak at hedge fund events to share their 
experiences on strategically building a fund’s 
brand and adopting best practices. 

“The partnerships we’ve been building 
through these events have been, and should 
continue to be, fruitful. However, the most 
important thing is to do a good job for your 
clients. This is a small industry, and when 
you do a good job people tend to hear about 
it,” says Sherman. n

Jennifer Prosek, Managing 
Partner and CEO, Prosek

prosek

Andrew Waterworth collects 
Prosek’s award from 
Hedgeweek’s James Williams
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Nomura
Best global consultant in Business strategy

As Asia’s only full service prime broker, 
Nomura is well positioned to provide access 
to this region. However, with more than 65 
per cent of its wholesale revenues generated 
outside Japan in 2013/14, Nomura has a 
comprehensive global offering. 

“Our capital introduction service provides 
clients with unparalleled access to Japanese 
institutional and retail investors via our 
dedicated local team. As well as extensive 
relationships with active asset allocators in 
Asia, the team runs highly-regarded flagship 
events across the region and globally,” says 
Ben Challice, Global Head of Prime Finance. 

“We can also leverage our strength in 
Japan and Asia by sourcing hard-to-access 
securities via our links with our Retail and 
Asset Management divisions. This provides 
market-leading stock lending availability, 
covering approximately 98 per cent of listed 
stocks in key Japanese markets.”

Market participants are expecting regional 
nuances with respect to the impact of 
regulation and in this regard, Nomura is 
ideally placed. It is not, stresses Challice, 
trying to be all things to all people. The 
firm’s main strengths are its domestic 
franchise in Japan, and unrivalled ability to 
deliver access to that market and the rest of 
Asia to global clients. 

“As the liquidity-based regulatory impact 
starts to manifest, banks will focus on their 
core strengths. We’ve stepped up our focus 
on funds trading in Japan, and Asia more 
generally, and that’s where I think Nomura’s 
consultancy and advisory expertise can be 
of value to our clients.”

There were two main areas of focus 
for the firm in 2014. One was supporting 
hedge funds trading in Japan but also 
looking to raise money there and the best 
way to go about that. The second was 
being more visible with regards to how 

regulation would likely affect the market.
“Financing is core to our platform so the 

focus was on liquidity regulation, in particular 
Basel III – Leverage Ratio, Liquidity Coverage 
Ratio and Net Stable Funding Ratio – and 
bilateral margining for OTC derivatives. We 
continue to have regular dialogue with our 
clients on potential changes to the cost 
of doing business and the likely dynamic 
between hedge funds and prime brokers,” 
explains Challice. 

From Nomura’s perspective, the primary 
focus for 2015 will be navigating the 
regulatory landscape in the lead up to 
implementation of the new rules, in addition 
to determining the right direction of the 
business for the coming years. 

“Unless you come up with a strategy 
for the future vision of the business, and 
adapt to regulation, you will fail. We will look 
to position our business accordingly and 
determine the suitable level of resources 
to allocate to each client based on specific 
return metrics,” confirms Challice. 

In April 2014, Nomura brought together 
its three existing businesses – a prime 
brokerage platform, a product-rich Delta 1 
desk and a core equity financing business – 
into a fully integrated prime finance business. 
This followed the full integration of its 
equities and fixed income businesses into a 
global markets unit in 2013. 

The benefits of an integrated prime 
finance model, says Challice, are clear: 
“This has been fundamentally important to 
identify a) the assets we have as a bank 
and b) how best to optimise those assets. 
Equally important is our existing cross-
asset relationship as part of global secured 
funding. I don’t think you can address any of 
these changes in the market without looking 
at your inventory in its entirety across asset 
classes,” says Challice. n

Ben Challice, Global Head of 
Prime Finance, Nomura

nomura
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Pomerol Partners
Best data visualisation software provider

Pomerol Partners is a global business 
intelligence consulting firm that specialises in 
advanced data visualisations. The firm builds 
business toolsets, such as dashboards, 
to help senior executives make informed 
decisions. While it sounds straightforward, 
the financial services industry faces such 
complexity and fragmentation of data that 
getting a clear picture of what is driving 
profits up (or down) is nearly impossible. 

The data architecture in many global 
sell-side institutions relies on technology 
that creates a silo-based approach to data 
management, as opposed to collaborating 
with other areas of the business that can 
lead to unexpected insights. 

“The key aspect of what we do is 
understand and locate the rich data sets 
across the enterprise,” says David van 
Rooyen, co-founder of Pomerol Partners. 
“Allowing our clients to visualise their data 
end-to-end, as if on a whiteboard, helps 
them better understand all the levers that are 
involved in driving their business results.”

In many organisations, data sources tend 
to be siloed, stored in different formats, 
scattered across locations, and exposed 
through varying access mechanisms. More 
importantly, the inability to leverage a full suite 
of data sources leads to multiple versions 
of the truth, causing further distrust of the 
data. Pomerol Partners drives Fortune 500 
companies to turn their stagnant data silos 
into a high-speed data highway by partnering 
with Lavastorm Analytics, a leading agile data 
management and analytics software company. 

The Lavastorm Analytics Engine enables 
users to easily bring together new data 
sources, ensure the quality of the data, and 
increase the transparency of work. 

“Our clients are seeing a real return in 
value for what we are doing, especially 
around shining a light on their data and 
making the whole data process more 
transparent and agile to the business user,” 
says van Rooyen. 

From a financial services industry 
perspective, Big Data solutions are still 
in their infancy. “The adoption of Big 
Data”, says van Rooyen, “is going to be 
a combination of two things: firstly, a 
cultural change and secondly, the agility of 
technology used to take the stride forward.”

“This is exactly why we are aligned with 
the latest technologies like Lavastorm – to 
produce an optimal Big Data solution for our 
clients and solve their analytic challenges. 
There is a clear need for what we call ‘Agile 
ETL’, or a more efficient and auditable 
mechanism for transforming and enriching 
data to ultimately visualising it. The Agile 
ETL approach has been received with a 
great deal of enthusiasm among clients. It 
gives them visibility into an environment that 
would ordinarily be a black box, operated 
solely by the IT team,” explains van Rooyen. 
“A big step in the right direction to alleviate 
the problem of fragmentation is to show 
decision makers their own data in a far 
better and simpler way.”

For one sell-side client, Pomerol has built 
a price planning application, such that the 
end-user is able to run scenario planning 
analysis and price adjustments to the lowest 
degree of change, and immediately see what 
the resulting revenue will be. 

“Working together with the business 
stakeholders, we are able to move beyond 
just looking at the data and build real 
business tools and mechanisms that provide 
data and insights in a way that business 
departments have never seen before,” states 
van Rooyen. n

David van Rooyen, co-founder 
of Pomerol Partners

pomerol  partners

David van Rooyen collects 
the award from Hedgeweek’s 
James Williams
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Cayman Islands
Best Hedge Fund services Jurisdiction 

When it comes to representing the offshore 
hedge fund industry, the Cayman Islands 
remains the clear choice among practitioners 
and fund managers of all varieties. Its funds 
industry continues to do well. In 2013, for 
example, Cayman recorded a historical high 
of 11,379 funds. 

Crucially, despite fears over regulation in 
markets such as Europe such as AIFMD, 
and what impact this could have on offshore 
markets, last year the jurisdiction closed the 
year with 11,010 funds which still represented 
one of the highest year-end numbers 
historically.

“We expect that in tandem with the current 
growth of the global hedge funds sector, and 
barring any negative developments within 
the sector globally, that the Cayman Islands, 
as the lead player in that sector, will also 
continue to demonstrate similar growth going 
forward,” comments Jude Scott, CEO of 
Cayman Finance.

No offshore jurisdiction can afford to rest 
on its laurels. As Scott states, Cayman will 
continue to be guided by the needs of its 
clients, which are, naturally, determined in 
part by developments in the global financial 
markets. “The jurisdiction has always 
been flexible in terms of ensuring that our 
professional services infrastructure remains 
innovative and stands ready to service our 
clients,” he comments. “It is also key to 
continue to monitor the regulatory landscape 
and adjust our regime accordingly.”

A good example of how Cayman is taking 
a proactive stance to make the jurisdiction 
robust and in line with global regulatory 
standards is the decision by its financial 
regulator, the Cayman Islands Monetary 
Authority (CIMA) to introduce the Statement 
of Guidance for Regulated Mutual Funds 
(‘SoG-MF’). 

In essence, the SoG-MF codifies and 
sets guidance on the minimum corporate 
governance standards required by operators 

of regulated mutual funds (directors, general 
partners) and gives the operators a clear 
understanding of their primary duties. 

One of Cayman’s main attractions 
continues to be its professional infrastructure, 
being the high calibre of accountants, 
lawyers, fund administrators, non-executive 
directors and other professionals across a 
wide range of industry sectors. 

Another main attraction, in Scott’s view, 
is the jurisdiction’s political and economic 
stability, “which is something that cannot be 
taken for granted in today’s global era. Finally, 
the success of our jurisdiction would not be 
possible if we didn’t strike the appropriate 
regulatory balance which ensures that 
we adhere to very high global regulatory 
standards to manage our risk, while 
maintaining commercial success,” he says.

One issue that managers continue to 
seek assurances on is how well placed 
offshore jurisdictions are to support their 
fund marketing activities in markets such as 
Europe. This is a critical issue now that the 
AIFM Directive is up and running. 

“The Cayman Islands continues to prepare 
for the implementation of the AIFMD by 
passing legislation to facilitate the marketing 
of Cayman hedge funds across the European 
Union. For example, legislative amendments 
in recent years have enabled CIMA to enter 
into memoranda of understanding with its EU 
counterparts,” explains Scott.

On winning this year’s award, Scott 
says: “Cayman’s recognition as the best 
hedge fund services jurisdiction is proof that 
industry stakeholders continue to regard 
our model as best in class in respect of the 
global funds industry. We believe that this 
demonstrates that the jurisdiction continues 
its client-centric focus and that ultimately 
quality of service, backed by a well regarded 
professional infrastructure and a balanced 
approach to legislation and regulation, 
always wins.” n

Jude Scott, CEO of Cayman 
Finance

cayman F inance
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investors and to blur a picture which, in 
Europe and for this type of question, in 
rather black and white.

• The attractiveness of European markets 
as investment targets – We mentioned 
above that European managers 
attracted a net inflow of capital; and we 
note elsewhere that it was European 
investors’ intention to allocate more 
capital in the next twelve months than it 
did last year13. This renewed activity is 
confirmed by Eurekahedge’s latest study 
which dedicates one of its sections to 
geographical mandates: “[European] 
hedge funds with a global mandate are 
the largest constituent at 61.4% [of the 
European hedge fund industry] in October 
2014, although they have seen a fall of 
8.2% in their share since 2011. Conversely, 
European focused funds were the biggest 
gainers, expanding their market share 
by 7.3% since 2009 to 29.0% currently”14. 
An interest in European assets, from 
European investors, as well as from 
investors located elsewhere, may be the 
sign of investors seeing the green shoots 
in our markets after a European winter 
that lasted so long. 

Life after the AIFMD
In 2013, various studies were pointing to 
certain investors refraining from considering 
funds managed by European managers for 

the purpose of allocating assets, and to 
many European investors having concerns 
regarding the marketing rules under the 
AIFMD15. 

Towards the end of 2014, our annual 
investor survey found that many of these 
investors had decided to invest regardless, 
even though many of the same rules had not 
yet become clearer. While this may explain 
part of the increase in allocation mentioned 
above, from an observation point of view this 
also allows one to start and envisage what 
our transformed industry may look like in the 
post-AIFMD world. We have identified three 
main points: 
• The new offshore – Many are currently 

wondering whether the passporting 
options under the AIFMD – only available 
when a fund is incorporated onshore, i.e. 
in the EU – will redefine the European 
hedge fund landscape in the sense that 
jurisdictions such as Cayman or BVI may 
soon be replaced by countries such as 
Malta or Cyprus.
– Countries such as Ireland or 

Luxembourg, traditional homes to 
UCITS funds are now being considered 
as potential jurisdictions for non-UCITS 
funds to an extent that had not been 
the case previously. Whether this trend 
will persist and grow remains to be 
seen and lawyers we have spoken with 
agree this is an open question for now.

45 
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managers to meet investors: IT-based 
solutions, specialist publications hosting 
events for the purpose of such encounters 
between hedge funds and their potential 
investors, have been new ways of 
exploring the potential gap PB cap intro 
teams will have left behind. It is our 
belief that these solutions will continue to 
develop and to evolve, and we will keep 
watching this space, as the new European 
season emerges. n

Marianne Scordel, a specialist contributor to 
Hedgeweek, founded Bougeville Consulting 
to assist alternative fund managers with their 
business strategies. This includes providing 
assistance to hedge fund managers in 
finding cost effective solutions to compulsory 
changes (e.g. those pertaining to the 
regulatory environment) and in enhancing 
commercial opportunities – adapting products, 
structures, or the marketing thereof. Prior to 
this, she worked for Nomura and for Barclays 
Capital. She is a co-chair of the Legal Issues 
Special Interest Group at CFA UK and an 
Alumna of St Antony’s College, Oxford.
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3. A recent Reuters article elaborated on it: www.reuters.
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17. Published in Hedgeweek.

– As mentioned above, the popularity of 
the liquid alternatives in Europe is also 
driving many funds onshore, which, 
all taken in combination makes one 
wonder about the relevance of the 
offshore (e.g. Cayman) model as far 
as European managers are concerned: 
with US laws surrounding tax and 
transparency becoming more stringent, 
many European managers choose 
upfront not to accept US investors, 
which compounds the possibility of the 
offshore model falling completely into 
disrepair in Europe. Whilst this remains 
to be seen in practice, this also acts as 
a reminder of Europe and the US being 
two different markets, a point we have 
explained elsewhere in more detail.16

• Private investors – Related to the fact that 
the AIFMD is in the process of changing 
the European hedge fund landscape is the 
possibility of the return of private investors 
to the hedge fund world. While we have 
said (above) that European hedge funds 
had seen a net increase in investments, 
a qualitative analysis of this inflow could 
reveal to what extent our survey17 findings 
were accurate: we had predicted a 
renewed interest in the asset class on the 
part of private investors, which would be 
a way of for the industry to come back full 
circle, after the sector’s institutionalisation 
since the beginning of the financial crisis. 
A more regulated, and hence “safer” 
environment, the existence of a new 
middle ground with the proliferation of the 
converging alternative UCITS model, both 
concur to explaining why private investors 
may be returning to hedge funds as an 
asset class.

• Cap Intro – We had previously mentioned 
how this function, which has traditionally 
pertained to the prime brokers’ area of 
added value to clients, was changing. The 
AIFMD’s uncertainty towards marketing 
rules is, in this case, only part of the 
equation: while regulatory grey areas 
do remain of concern, the commercial 
dynamics impacting the PB business, 
the relative scarcity of capital over recent 
years, and the fact that many clients 
now fall outside the perimeter within 
which they would be offered those cap 
intro services have led to other ways for 
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