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Given the sheer volume of funds – over 
10,700 – global administrators must surely 
view the funds industry as the ‘Emerald’ of 
the Isle. As Patrick Hayes, Senior MD and 
Head of Hedge Fund Operations, State Street 
Ireland, explains: “There’s plenty of work to 
go around. Ireland’s funds industry has been 
built up over the last 15 years and for us it’s 
a key market for alternatives.” 

State Street has seven offices spread 
across Ireland. It sees growth coming not 
just out of Dublin but also in places like 
Drogheda, Naas and Carrickmines where 
it is looking to capture the demographic of 
Ireland’s skilled labour pool and give people 
a better work/life balance. It’s disingenuous 
to think that Dublin alone is the home of 
Ireland’s fund services industry.

“There’s a lot of emphasis on Ireland (within 
State Street) because of the potential market 
that’s out there. It’s an extremely important 

It’s no exaggeration to say that Ireland, as a 
jurisdiction, punches above its weight.

According to the Irish Funds Industry 
Association (IFIA), the total asset value of 
funds domiciled in Ireland, as of May 2011, 
was EUR987billion; a 2.5% increase on 2010 
(EUR963billion). Add to that the EUR828billion 
in non-domiciled funds being administered 
and the figure comes to EUR1.8trillion in AuA 
based on figures released by the Central 
Bank of Ireland. 

Continuous commitment from the Irish 
Government and strategic focus from the likes 
of IFIA and other industry bodies has seen the 
industry grow nigh-on every year over the last 
decade: the only blip being 2008 when assets 
pared back from EUR808billion to EUR647billion. 
It is Europe’s leading alternatives jurisdiction. 
Over 60 per cent of European hedge funds are 
based there. Some 45% of global hedge funds 
are administered there. 

Ireland’s regulated 
fund market grows 

apace 
By James Williams
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jurisdiction. Outside of the US we have nearly 
2,000 people in Ireland,” says Hayes. 

There are myriad reasons why asset 
levels in Ireland are rising but certainly the 
continued growth and popularity of ETFs 
coupled with an increased proliferation in 
alternative Ucits are bolstering its reputation 
and playing to its strength of expertise in 
servicing alternative funds.

BNY Mellon is ranked Ireland’s number 
one fund administrator where it currently 
employs over 1,800 employees. Like State 
Street, it’s a key market. Last month, the firm 
launched BNY Mellon Clearing International. 
Headquartered in Dublin and regulated by 
the Central Bank of Ireland, it’s the first 
MiFID-authorised futures and derivatives 
clearing operation in Ireland. 

“BNY Mellon could have established 
that operation in any country, it’s domicile 
agnostic. Ireland was selected as the best 
place so that’s great news,” comments Mark 
Mannion, head of relationship management 
for EMEA, BNY Mellon Alternative Investment 
Services. The new operation, headed up by 
Tim Murphy, already has 15 people but is 
expected to grow significantly over the next 
twelve months according to Mannion. 

This is precisely the kind of news Ireland’s 
politicians will welcome as the government 
drives through plans to evolve the financial 
services industry and create 10,000 new jobs 
over the next five years. 

Stability of labour force and cost profiles 
are two of the reasons BNY Mellon chooses 
to focus on regional offices. In places like 
Cork and Wexford they’re the only significant 
player. Mannion says that the expansion 
they’re currently seeing is in terms of the 
higher value-added roles within the fund 
administration spectrum, pointing out that, “In 
Dublin, we focus more on client-facing roles 
at the higher end of the business.” 

An estimated 1,000 new jobs are expected 
in Ireland’s financial services industry in 
2011. Growing numbers of fund mandates 
and tightening regulations are putting 
the onus on accurate independent asset 
valuation, timely fund reporting and custodial 
services, not to mention legal advice on fund 
structuring and compliance issues. 

Ireland is doing well to respond to these 
dynamics – more international law firms 
like Walkers are moving in, and for the first 

time in a long time, according to Mannion, 
large global institutions like BNY Mellon are 
increasing headcount: “I think this year has 
really proven that there’s no link between the 
domestic challenges that Ireland is facing on 
a sovereign level and the continuing success 
of the Irish funds industry. We welcome the 
fact that new entrants have come into the 
market to set up their alternatives hubs.” 

“In Dublin City Centre you’re seeing large 
fund administration operations expanding 
and new operations opening up. What we’ve 
seen over the last couple of years in the 
financial services world is a move away from 
emigration and the skill set is now returning 
to Ireland. The talent pool at senior level is 
here and to continue that growth we need 
to ensure that Ireland remains an attractive 
place to work,” adds Hayes, noting that State 
Street themselves target annual growth of 
10-15% depending on the type of mandates 
they win. 

“I’d say Ireland is our engine room for 
fund accounting and transfer agency work. 
That’s where our European hedge skill set 
is based: and it would be one of our growth 
areas within State Street,” says Hayes. 

State Street Ireland currently services 
over USD500billion in assets (as of 31 March 
2011), of which around USD360billion are 
in alternative assets. By comparison, BNY 
Mellon AIS currently has USD94billion in AuA 
in Europe. 

Hayes says that the firm is happy with its 
growth in 2011. Globally, it has won around 
84 new mandates across all product types, 
which are serviced out of the US or in 
offshore jurisdictions like Ireland. 

Technology is becoming an ever-more 
important consideration with service 
providers. Those that continue to re-invest 
and develop cutting edge solutions across 
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“BNY Mellon could have 
established that operation 
in any country, it’s domicile 
agnostic. Ireland was 
selected as the best place 
so that’s great news.”
Mark Mannion, BNY Mellon Alternative 
Investment Services
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Ireland’s key strategic 
role continues

interview with Rosemary Quinlan

HSBC Securities Services has been 
operating out of Dublin since 1979, during 
which time it has become one of the leading 
players in the funds space. Responding 
to challenges and having the speed and 
innovation to overcome them has always 
been a key strength of this global player. 

One challenge facing the industry today is 
the increased commoditisation of products 
and services being offered by administrators 
and depositories. 

“Standardisation can help ensure 
transparency of both procedures and 
associated data and improve operational 
efficiency,” says Rosemary Quinlan, 
Managing Director HSBC Securities Services 
and Deputy Country CEO. 

Product differentiation, in Quinlan’s view, 
must add real value when trying to stand out 
from the competition. She believes regulatory 
developments are one of the reasons behind 
commoditisation, along with logistical and 
commercial reasons. Being able to deliver 
value means that product development groups 
need to be “fully aligned” to the operation 
and business development teams “and be 
dedicated to understanding both industry and 
client requirements”, says Quinlan. 

To do this, HSBC has a Global Product 
organisation, with HSBC Ireland providing 
global representation in the areas of product 
strategy, fund accounting, pricing and 
valuation in addition to transfer agency and 
custody services. “We’ve also created a 
specialist Global Complex Pricing and Risk 
unit with the Global Head and the core of 
the team based in Dublin,” confirms Quinlan. 

The primary purpose of the Global 
Product organisation is to drive continuous 
improvement across all established product 
lines and also to develop new products. 

Presently, HSBC Securities Services’ 
strategic focus lies in three main areas: OTC 

life cycle management and pricing, Prime 
Services and Fund of Hedge Funds. 

Quinlan confirms that extensive 
relationships have been built with seven OTC 
vendors to provide a low cost solution to 
clients, focusing not only on the automation of 
high volume OTC valuations but also on lower 
volume esoteric products in their portfolios. 

HSBC Prime Services provides seamless 
support for clients’ custodial, financing, 
trade executions and collateral management 
needs by combining the security of its global 
custody proposition with HSBC’s Global 
Markets products and distribution platform. 

Quinlan confirms that the firm is also in 
the “development and implementation phase 
of the Fund of Hedge Fund (FoHF) Strategic 
Investment programme. The programme’s 
objective is to create a market-leading FoHF 
product and service offering. Our vision 
for growth, scalability and product mirrors 
that of the leading FoHF managers in the 
industry and our product development in 
this area will provide our clients with the 
future products and services they require to 
support their growth in this market segment,” 
says Quinlan. 

BlueCrest, Merchant Capital and New 
Capital Ucits funds plc are just a few 
examples of recent business wins, all of 
which will be serviced through Ireland. 

With a workforce of 650 – 400 people 
in Dublin and 250 people in Asia who all 
support the Irish office – it’s clear to see the 
importance HSBC places on its Securities 
Services business in Ireland. 

As Quinlan explains: “Our product 
management organisation in Dublin has 
grown to 30 people and we envisage that by 
the end of 2011 over 40 people will be part 
of this innovative team, developing products 
and services both for clients of HSBC in 
Ireland and throughout the world.” n

Rosemary Quinlan, Managing 
Director HSBC Securities 
Services and Deputy Country 
CEO

HSBC SeCuR it i eS  SeRv iCeS
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product lines for their clients are likely to 
grow, if for no other reason than the fact that 
investors today are putting pressure on fund 
managers to strengthen their operational 
infrastructure. Being able to cite a tier one 
administrator is good business, both for the 
fund manager and the administrator. That 
Ireland has significant expertise in back-
office IT support is another feather in its cap. 

One of the biggest growth areas over 
the last few years at BNY Mellon AIS, says 
Mannion, is its Global Prime Custody service, 
which last month reached USD120billion in 
assets. “This is a specific custodial effort 
focused around hedge fund managers’ need 
to ensure sufficient diversification of where 
they hold assets. We offer a high level service 
around their unencumbered assets. Most of 
the big players use multiple prime brokers 
and counterparties. We sit in the middle and 
they can place all the cash and assets they 
wish with us that they don’t need for collateral 
purposes,” explains Mannion. 

BNY Mellon has also rolled out its global 
middle office offering into Asia and the US 
this year, handling back office activities 
that include trade matching, reconciliation, 
real-time P&L etc. A one-stop shop for 
derivatives support – Derivatives360 – was 
also launched this year.

Getting information to clients and their 
investors by providing more transparent 
reporting and “for us to be able to confirm 
to our clients’ investors what we’ve 
independently reconciled” is important says 
Hayes. “Without giving away the secret 
sauce of the portfolio you’re giving investors 
the necessary risk-related information on 
the fund.” 

It’s all about giving clients more intraday 
data and building it from a front-office 
perspective to develop better risk tools 
according to Hayes. And with Ireland 
shaping up to service more regulated hedge 
fund products – EUR156billion in QIFs as of 
May 2011 – administrators are aware of the 
growing emphasis being placed on post-
trade compliance, especially in the alternative 
Ucits world. 

“It’s in our DNA. We’ve been operating 
in a ‘daily’ environment from day one. The 
focus now I think is on the mediums through 
which we deliver that information,” explains 
Hayes. State Street is moving away from 

the traditional paper and email model of 
communicating with investors with Hayes 
adding: “We’re in the process of building a 
web portal to allow us to send subscriptions, 
redemptions and where investors can look at 
their funds and statements.” 

Around 35% of clients use State Street for 
full-service and interest is rising. This is likely 
to apply for all administrators in Ireland as 
fund managers farm out support functions in 
a bid to stay operationally watertight. 

The benefits of more regulated funds 
coming to market in response to AIFMD are 
well documented, both in this report and 
others. But perhaps a degree of caution 
should be exercised. The current depository 
liability wording in AIFMD places significant 
onus on the custodian to the extent where 
the price of offering the service would need 
to radically change for it to remain attractive 
according to Mannion. 

“We haven’t decided what that price 
change would be but the days of offering 
this kind of service for a couple of basis 
points would be long gone. AIFMD-compliant 
products could become very expensive 
to offer – it’ll give investors comfort, but 
at a price,” warns Mannion. That aside, 
alternative Ucits, as an asset class, have 
reached critical mass and Mannion expects 
BNY Mellon AIS to be well placed to 
capitalise on their continued growth under 
Ucits IV. 

Hayes is slightly more cautious. He hasn’t 
seen any significant uptake in Ucits or QIFs 
amongst existing clients but thinks this may 
change when everyone knows what the final 
version of AIFMD will look like. “Our clients 
know we have the expertise to operate in 
this environment. Should there be significant 
changes, we’ll be well placed to support our 
clients but it’s a little bit ‘wait and see’ at the 
moment.” n

4 “There’s plenty of work to 
go around. Ireland’s funds 
industry has been built up 
over the last 15 years and 
for us it’s a key market for 
alternatives.” 
Patrick Hayes, State Street Ireland



IRELAND Hedgeweek Special Report Aug 2011 www.hedgeweek.com | 7

Walkers Dublin is 
open for business

interview with Paul Farrell

Since Walkers decided to open an office in 
Dublin last September the firm has grown 
steadily. There are currently 35 members of 
staff. Of these, five are lawyers working in 
the Investment Funds Group, which opened 
up for business 1 February 2011 with Walkers 
partner, Paul Farrell, at the helm.

Although it is never easy setting up shop 
in a new jurisdiction, a lot of research and 
planning, and identifying the right to people 
to recruit was done a few years beforehand.

As you’d expect of a leading global law firm, 
Walkers have hit the ground running in Dublin. 
Client interest is strong, with Farrell admitting 
that “we’re seeing a number of clients moving 
over from domestic firms because they like the 
appeal of our global offering where they have 
one firm servicing their funds in the Caymans, 
BVI, Ireland, Jersey etc.”

Given the strategic importance Walkers 
now places on Ireland as a jurisdiction, 
and the fact they’ve been there less than a 
year, developing the brand and not dropping 
the ball is key in Farrell’s opinion: “We’re 
recruiting ahead of demand and I’d hope that 
in twelve months’ time we’d have double the 
number of lawyers in the Funds Group.”

Client re-domiciliation, taking over other 
firms’ clients and leveraging off the firm’s 
global network have been the key business 
drivers for the Investment Funds Group so 
far this year, with Farrell explaining: “In terms 
of clients moving from other firms, we’ve 
handled about 10 mandates so far.”

The firm is also assisting two clients as 
they look to re-domicile their funds away 
from the Channel Islands and BVI. Having 
offices in both locations is an obvious 
advantage and has “borne fruit” already in 
the context of clients looking to re-domicile 
to Ireland according to Farrell.

The reasons behind re-domiciliation are 
unique to each client, but broadly speaking 
UK-based fund promoters and managers 
with funds in the Channel Islands recognise 
Ireland’s strong distribution capabilities 
because of the Ucits regime and investor 
familiarity.

In addition, certain BVI-based clients are 
now looking for a different level of regulation, 
either in response to investor demand, local 
regulator demand (e.g. France), or in some 
cases with large asset managers, simply 
preferring to launch more Luxembourg/
Ireland products.

“We’re assisting clients set up Ucits and 
complex alternative Ucits products. They 
have established platforms that they’re 
simply adding to. We’ve also got instructions 
from clients in relation to managed account 
platforms, which are in the process of 
launching,” explains Farrell.

Ireland administers roughly 43% of global 
hedge funds and is perceived as the leading 
European jurisdiction for alternatives. With 
the upcoming AIFMD causing managers 
to think more seriously about regulated 
products, Farrell believes it could well play 
into the hands, both of Ireland and Walkers. 
“We have a huge network we can leverage 
off in the US and the UK where managers 
are thinking about regulated products, not 
necessarily at the expense of the Caymans, 
but as parallel structures,” says Farrell. 
“We’re going to be in a perfect position to 
advise managers on how to meet AIFMD 
requirements.”

“The key for us as a firm is ensuring that 
the lines of communication continue to be 
as strong so that clients, if and when they’re 
contemplating moves, have spoken to the 
Irish office,” adds Farrell. n

Paul Farrell, partner, Walkers

WAlkeRS
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Ireland has had a lot to contend with, 
economically, in recent times. Earlier this 
year the Irish Central Bank identified that an 
additional EUR24billion was needed on top of 
the EUR46billion bailout package to Ireland’s 
failing banking system agreed upon back 
in September ’08. Allied Irish Bank, Bank 
of Ireland, building society EBS and Irish 
Life and Permanent all received emergency 
funds. Bank of Ireland now remains the 
only Irish bank not to be fully nationalised. 
Finance Minister Michael Noonan said that 
the country’s banks would be turned into 
two new “universal pillar banks” with AIB 
merging with EBS. 

The efforts by Irish Central Bank 
to overhaul the banking sector are 
commendable, yet the country still isn’t out 
of the woods. The Greek sovereign debt 
crisis continues to threaten Ireland and 
just last month AIB defaulted on its debt, 
although admittedly this was on a small 
number of bonds. Nevertheless, it meant 
CDS holders were entitled to pay out. A 
default is exactly what the Irish government 
strived hard to avoid. Whether there will be 

repercussions for Bank of Ireland debt down 
the line remains to be seen. 

Against this gloomy backdrop one might 
be forgiven for thinking that Ireland’s financial 
services industry is floundering, caught up in 
the domestic maelstrom. In fact, the opposite 
appears true. Ireland’s funds industry saw 
AuA grow from EUR1.4trillion to EUR1.9trillion 
in 2010, helping create 400 jobs. An estimated 
900 to 1000 jobs are expected in 2011. 

The country is able to enjoy robust growth 
in its funds industry precisely because it 
remains isolated from domestic problems. 
International funds domiciling there are 
serviced without issue. “Our financial 
services business, when you put domestic 
issues aside, is all very internationally-driven. 
It’s an industry that has developed well over 
the last 24 years,” says Mark White, partner 
and Head of the Investment Management 
Group at law firm McCann FitzGerald. 

People were concerned that Ireland 
would see a fall-off of new funds being 
domiciled and/or administered because of 
the domestic banking crisis, says White, 
“but thankfully that didn’t happen and we 

Ireland’s funds 
industry is key to 
economic success

By James Williams
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managed to get that message across in a 
positive way as evidenced by the growth in 
new funds under management.”

“I think Ireland’s funds industry has 
been quite robust the last few years, it’s 
ring fenced to the rest of the economy and 
perhaps even to the rest of the financial 
services sector given that it’s completely 
focused on clients and servicing funds 
that are controlled by international parties,” 
comments Stephen Carty, partner in the 
investment funds group at the Dublin office 
of international law firm Maples and Calder. 

Carty says that whilst Ireland may still 
be tainted in light of how catastrophically 
overheated its economy became in recent 
years, its funds industry has always stood 
up to scrutiny. He cites the 12.5% corporate 
tax rate as an example. France and Germany 
would like to see this increased and Ireland 
could bow to EU pressure. The matter is yet 
to be resolved but as Carty points out: “The 
issue is largely detached from the funds 
industry because there’s no tax on funds 
domiciled in Ireland. There’s never been 
any question marks over the tax status for 
investment funds.”

Stretching back to the 1950s, Ireland’s 
policy of low corporate tax was crucial in 
developing itself as an open economy and 
jurisdiction to provide inward investment. 
This partly explains why the economy 
imploded. In the halcyon days of ’05 and ’06 
before the financial crisis hit, Ireland was 
booming. Wage levels skyrocketed, along 
with real estate prices. It all got rather out 
of control. Fund managers looking at Ireland 
started to worry about cost levels. 

“An issue that may have impacted the 
funds industry competitively was that Ireland 
had become regarded as an expensive place 
to do business. There was a high turnover of 
staff and people expressed concerns about 
continuity in terms of service. Those issues 
are no longer a concern,” explains White.

Clients doing their due diligence three 
or four years ago would have viewed staff 
turnover on the administration side as a 
negative because relationships are important 
in Carty’s opinion. 

The fact that wage levels have fallen 
across Ireland has helped further bolster the 
funds industry.

“We don’t see high staff turnover in 

administrators being such a concern for 
clients anymore. I’m sure administrators 
would tell you that staff retention numbers 
are now extremely high and that’s paid off 
for the clients because relationships are 
much more stable,” says Carty. 

In July 2011, the Irish government 
announced an ambitious five-year plan 
to create 10,000 new jobs in the financial 
services sector. Taoiseach Enda Kenny said 
the target was a “credible estimate”, although 
as the Irish Times astutely pointed out, only 
5,000 to 6,000 jobs were created over the 
last five years. “The 10,000 is well within 
achievement within five years based on 
rebuilding that reputation (as a global leader 
in financial services),” said Mr Kenny. 

Gary Palmer, Chief Executive of the 
Irish Funds Industry Association (IFIA), 
welcomed the strategy, saying that it 
clearly demonstrated “the Government’s 
ambitious plans and commitment to Ireland 
as a domicile and administration centre for 
internationally distributed investment funds”. 

Changing regulatory conditions in Europe 
with AIFMD and the recently introduced Ucits 
IV Directive are causing fund managers, both 
within the traditional and alternatives space, to 
re-think their strategies. Institutional investors 
want more non-benchmarked products, fund 
managers want the big tickets: one of the 
solutions is alternative Ucits that meet the 
stringent regulatory requirements pension 
funds etc look for, but QIFs are also becoming 
a favoured structure. That Ireland has such 
deep expertise in the alternatives space makes 
it ideally placed to take advantage of the 
regulatory evolution.

“Ireland is seen as a leading jurisdiction 
for alternatives based on its legacy business 
of supporting non-Irish funds going back 20 
years,” says Carty, confirming that Maples &  11

“Our financial services 
business, when you put 
domestic issues aside, is 
all very internationally-driven. 
It’s an industry that has 
developed well over the last 
24 years.”
Mark White, McCann Fitzgerald

Gary Palmer, Chief Executive 
of the Irish Funds Industry 
Association
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Ireland’s economic woes are well 
documented. Spiralling real estate prices 
and failing banks have created domestic 
economic contraction over the last three 
years, but the European Commission 
forecasts 3% growth in 2011.

Factor in that Ireland was the second 
largest net recipient of non-EU foreign direct 
investment (UK being number 1), attracting 
EUR21billion, and Michael Stapleton, 
VP Financial Services at the Investment 
Development Agency, (IDA Ireland) has 
cause for optimism.

“None of Ireland’s indigenous problems 
directly impact on the bigger drivers of the Irish 
economy, which are multinational companies 
such as Microsoft, State Street, Citibank,” 
explains Stapleton. Ireland, as a marketplace, 
prides itself on innovation and being “pro-
business”, as reflected in its attractive 12.5% 
tax structure. When its economy ballooned 
a few years ago, however, there was a real 
risk that rising costs could actually dissuade 
financial services firms from setting up there.

“What the recession has done for Ireland’s 
operating environment is to shock the cost 
base into something approaching common 
sense,” says Stapleton, noting that property 
prices have fallen 50%.

Keeping costs under control is vital for 
companies, particularly those operating in 
the hedge fund administration space. Profit 
margins are healthy but administrators rely 
on a large, skilled workforce. Uncontrolled 
wage level increases would negatively 
impact bottom line performance.

“The broader fund administration business 
grew by 900 people last year and is expected 
to grow by the same amount this year,” 
confirms Stapleton, with PwC expected to hire 
400 graduates across its business divisions.

International law firms are returning 
to Dublin, in particular Maples & Calder, 
Dechert and Walkers. The latter two only 

established a presence there last year and 
have 30 to 40 people but Maples, who’ve 
been there for three years, employ 150 
people . “We see new law firms like Walkers 
coming in as a good thing.

If someone is a trusted advisor to a hedge 
fund and establishes a base in Dublin, 
Dublin has a better chance of winning the 
business,” says Stapleton.

Promotion and traditional marketing, not 
to mention forging strong relationships with 
companies, play an important role in the IDA 
attracting companies to Ireland. “Brokering 
information is a large part of what we do in 
collaboration with the Irish Funds Industry 
Association (IFIA). When a company conducts 
due diligence, IDA is very supportive in 
helping them decide whether Ireland is the 
right place for them,” explains Stapleton.

“I wouldn’t rule out asset managers, 
quants and other folk moving here along with 
their funds but for us the easiest business 
area in which we can convince someone 
to operate is on the technology side. 
Ireland is strong in IT. Back-office support 
can represent up to half a company’s total 
investment so for us that’s the lowest 
hanging fruit,” says Stapleton.

That Ireland’s management pool has 
deepened considerably since the onset 
of the Celtic Tiger has changed the way 
multinationals operate. Previously, they used 
expats but as Stapleton explains: “Now 
they’re using local talent, and nowhere is 
that more true than in financial services. 
They’re cosmopolitan folk who’ve worked for 
major corporations across the world and are 
now back home.”

Global healthcare firm Alere, not to 
mention Deutsche Bank, Butterfield, Fulcrum 
and Fidelity Investments have invested 
substantially in Ireland this year according to 
Stapleton. By doing so they’re generating a 
persuasive force for others to follow suit. n

Recession could be 
blessing in disguise

interview with Michael Stapleton

Michael Stapleton, VP 
Financial Services at the 
Investment Development 
Agency

inveStMent  develoPMent AgenCy
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Calder has seen sustained interest in Ucits 
across the range from ETFs and index-based 
Ucits through to alternative Ucits with clients 
ranging from investment banks to small 
hedge funds. “Ucits are certainly the success 
story and I think there’s scope for the sector 
to grow further.”

Palmer points out that in 2010, total assets 
in Irish funds grew by 29%. Within that, Ucits 
assets grew 27% and QIF assets grew 35%. 
“This growth has continued into 2011 and 
through May the latest available figures show 
that assets have grown by a further 2.5%. 
Ireland is the fastest growing internationally 
distributed Ucits centre,” says Palmer, adding 
that a recent industry survey showed that 
investors from 170 countries were serviced 
by Ireland’s funds industry. 

In White’s opinion, Ireland could well 
benefit, especially given that QIFs are AIFMD-
compliant. Non-EU managers who need 
an EU platform could look beyond Ucits 
because of the constraints it offers. “The QIF 
has always needed a custodian so it’s not a 
shock to the system. The nuts and bolts are 
already in place,” says White. “It fits nicely 
between the Ucits and Cayman because it 
can pretty much offer a direct replication of 
the offshore strategy. It’s like a Cayman fund, 
in terms of product flexibility, but the key 
differences are that a QIF is regulated by an 
EU Member State regulator and required to 
have an independent depository.”

Carty agrees: “The QIF is well positioned 
and the opportunities with AIFMD are more 
on the marketing side in terms of being 
able to develop a product that replicates the 
success of Ucits as a cross-border product. 
Provided everything goes to plan as AIFMD 
is implemented you might see a replication 
of what Ucits did in the alternatives space. 
It’s certainly something to keep an eye on.” 

Right now, Ireland has 63% of the 
regulated hedge funds market. It’s not 
inconceivable that figure could rise over the 
next few years. 

Under Ucits IV managers can now, for 
the first time, act as manager to different 
Ucits funds on a cross-border basis. This 
could benefit Ireland if, for example, a large 
manager with operations in Dublin, the UK 
and Germany decides to consolidate its 
management activities in the city, says White. 
And whilst Carty believes it’s still early days 

in terms under Ucits IV, he does think large-
scale institutions could avail of the master/
feeder structure long term. “Then again, 
with the Ucits product being more and more 
homogenised and hardwired at the EU level 
you could argue that there would be no need 
to have a number of country-specific feeders.” 

The upshot of more funds choosing to be 
domiciled in Ireland is that it’ll create more 
jobs on the service side. Employment levels 
grew by 5% in 2010 and are expected to 
grow by 8% in 2011. There’s a lot to be bullish 
about. “With increased labour productivity, the 
employment survey also reported increased 
levels of continuous company service and 
significantly reduced industry mobility, down 
66% on the 2006 levels,” adds Palmer.

One area that’s yet to fully develop, 
however, is the asset management industry. 
Ireland has all the right ingredients: 
infrastructure, favourable tax regime, industry 
support from IDA and Enterprise Ireland, 
talented people. The regulatory side of 
starting up asset management businesses 
“could be a little easier” in Carty’s opinion 
who adds: “If there were large numbers of 
asset managers opening in Ireland you’d see 
the procedures and requirements run much 
more efficiently and smoothly.” 

Given the domestic chaos, Ireland 
should be applauded for the way its funds 
industry continues to strive forward. There 
will be challenges ahead, of course, but 
with commitment from the highest echelons 
of government and changing European 
regulation potentially playing into its hands, 
Ireland is well primed to succeed. 

“To strengthen our growing partnership 
with the international fund community, as 
an industry we need to continue providing 
product solutions, operating efficiencies 
and distribution opportunities. In this regard 
Ireland was one of only a few countries 
to be fully Ucits IV compliant by 1 July this 
year,” concludes Palmer. n

9 “I think Ireland’s funds 
industry has been quite 
robust the last few years, 
it’s ring- fenced to the rest 
of the economy.”
Stephen Carty, Maples and Calder


