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Introduct Ion

New regulatory regime 
augurs well

Interview with Markus Fuchs

Right now, hedge fund managers are busy 
preparing for life as authorised entities under 
FINMA, the Swiss financial regulator. They 
have until 1 March 2015 to get their house in 
order and complete the authorisation process.

Under the revised Collective Investment 
Schemes Act (CISA), Switzerland is 
demonstrating both to the EU and the 
wider global financial industry that it means 
business. No longer will asset managers 
operate under a veil of secrecy. Transparency 
is the order of the day, along with regulatory 
oversight that is set to bring Swiss managers 
in line with their EU counterparts.

Swiss managers are taking the 
changes in their stride. As Markus Fuchs, 
Managing Director of the Swiss Funds & 
Asset Management Association (SFAMA), 
comments, there are clear signs that a good 
percentage of Switzerland’s 300 or more 
hedge fund managers are already embarking 
on the authorisation process:

“We have contact with a lot of hedge 
fund managers and approximately 50 or so 
managers are now commencing with their 
FINMA applications. That’s a good sign. It 
increases the predictability and stableness 
of the asset management industry here in 
Switzerland and removes any uncertainty.”

Asked whether this new era of regulation 
could act as a fillip for Switzerland’s 
hedge fund industry, reassuring institutions 
that the managers they allocate to are 
FINMA-approved, Fuchs adds: “Yes, I 
tend to agree with that statement. If you 
think about investors from Asia, Latin 
America, they might prefer asset managers 
from Switzerland relative to other fund 
management domiciles because of the 
strengths and advantages of Switzerland. It’s 
definitely a positive.”

It will take time to determine whether 
the revised CISA will translate into greater 
hedge fund AuM but there are early signs 

that this is happening. According to SFAMA’s 
latest figures, the Swiss fund market grew 
by 2 per cent in February and attracted net 
asset inflows of CHF4bn. Alternative funds 
accounted for CHF683m of those net inflows. 

“Investors increasingly request that an 
asset manager fulfils certain standards 
and is subject to regulation. Some might 
argue that regulation is not needed to 
protect institutional investors but it’s not an 
argument I support. They require regulated 
asset managers,” states Fuchs. 

The potential for Swiss-based managers 
to tap into assets is huge. Some CHF5trn of 
securities are booked there. It is home to 12 
per cent of the world’s 500 largest money 
managers and 20 out of 108 multi-manager 
firms with assets north of USD1bn. Factor in 
that 94 of the world’s 300 largest retirement 
funds are in easy reach within Europe and 
the signs are that managers operating out of 
Switzerland could prosper going forward as 
the country embraces regulation. 

Even smaller managers running less 
than CHF100m, and which therefore are 
not required to register with FINMA, might 
consider registration to become more 
‘institutionally friendly’ and boost their asset 
raising capabilities.

Fuchs confirms that SFAMA is preparing 
to embark on a promotional exercise to 
showcase the benefits of Switzerland to the 
wider market. 

“We are working on an initiative but 
first we need to complete our analysis of 
Switzerland’s regulatory framework, after 
which we will start to conduct roadshows in 
Asia and Latin America. We hope to do this 
before the end of 2014. 

“We have 27 per cent market share of 
private banking cross-border asset flow and 
that number is growing. This shows that 
people still value Switzerland as a place to 
book their wealth.” n

Markus Fuchs, Managing 
Director of the Swiss 
Funds & Asset Management 
Association

http://www.hedgeweek.com
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Switzerland had no choice but to 
introduce the revised CISA. It needed to 
move into line with the rest of Europe under 
AIFMD and ditch the veil of secrecy that has 
long dominated its private banking industry. 

Hans-Jorg Baumann is the Chairman of 
the Alternative Investment Council at the 
Swiss Funds Association. He says he has 
a “neutral stance” on the revised CISA. 
“Like in any case more regulation leads to 
more compliance issues and thus costs for 
the industry have risen in general. But this 
situation is a general fact for all members in 
the industry inside or outside of Switzerland.”

“Regulation is definitely a necessary 
development,” says Leila Khazaneh, general 
counsel at Jabre Capital Partners. “When we 
first established ourselves in Switzerland [in 
2007] there was perhaps a perception that 
there was less of a regulatory framework. 
It has been valuable that FINMA has done 
more than was required to show their public 

Even though the introduction of regulation 
into Switzerland under the revised Collective 
Investment Schemes Act (CISA) has changed 
the landscape it doesn’t appear to have put 
off fund managers. Markus Fuchs, Managing 
Director of the Swiss Funds & Asset 
Management Association (SFAMA), says that 
the number of applications for FINMA license 
shows that more managers (mainly alternatives 
managers) are establishing in Switzerland 
“than I expected and that’s encouraging”. 

That’s not to suggest that Switzerland is 
about to witness an influx of new managers 
but regulation could, potentially, prove to 
be a useful fillip for the country. After all, it 
is home to some 4,998 UHNW individuals 
according to the latest Research and 
Markets report. This number is forecast 
to rise by 24 per cent to 6,847 in 2018. Put 
simply, managers need to look beyond the 
hassle of FINMA registration; there is a lot of 
serious investment at play. 

Regulation and fund 
distribution challenges in 

Switzerland
By James Williams

overv IeW

 7

http://www.hedgeweek.com


SWITZERLAND Hedgeweek Special Report Apr 2014 www.hedgeweek.com | 6

Legal solution to support 
fund distribution

Interview with Yves Schepperle

One of the key requirements under the Swiss 
Collective Investment Schemes Act (CISA) 
is for all foreign fund providers to appoint a 
Swiss legal representative and paying agent, 
even for those funds distributed to qualified 
investors only. The transition period for this 
new requirement ends on 1 March 2015. 

UBS Fund Services has moved quickly 
to support fund managers with the 
establishment of representative services, 
allowing it to act as the Swiss legal 
representative for funds marketed both to 
qualified and non-qualified investors. 

As Yves Schepperle, Head of Product 
Development and Representative Services, is 
quick to point out, smaller asset managers, 
in particular those without a local presence 
in Switzerland, have not yet fully realised the 
extent to which the country’s private placement 
rules have been tightened under the revised 
CISA and “underestimate the license 
requirements and their duties at the point of 
sale. We have created a unique offering for 
fund providers targeting Swiss investors.”

In addition to helping with the fund 
registration process with the Swiss Financial 
Markets Authority FINMA, UBS will support 
managers with all the legal, compliance and 
tax reporting requirements. 

“A representative needs to respond in 
a timely and professional manner to any 
sort of inquiries – e.g. to provide the most 
recent legal fund documents, such as the 
prospectus, to investors. Furthermore, a 
representative will ensure that all distribution 
activities are in compliance with the 
applicable law and the relevant guidelines 
of the Swiss Funds and Asset Management 
Association (SFAMA). This includes – 
amongst others – the duty of the distributor 
to use specific protocols for client visits, 
appropriate language in marketing material, 
using disclaimers containing specific 
information and adding the required Swiss 

appendix to the sales prospectus or offering 
memorandum,” explains Schepperle. 

Using a trusted and recognised 
organisation will be key for fund managers: 
“The representative for AIFs may be 
contacted by investors and FINMA, so fund 
managers must be comfortable with their 
chosen representative. As the name of the 
representative and paying agent will have 
to appear on any factsheet or presentation 
and on all legal documents used for Swiss 
investors, a fund manager should probably 
choose a well-known and trusted brand in 
Switzerland,” notes Schepperle. 

Clients that use UBS Fund Services will 
benefit from a dedicated team able to take 
responsibility for all compliance and regulatory 
matters under Swiss law. Indeed, having 
access to their own client relationship manager 
underpins the bank’s one-stop shop approach.

Schepperle explains: “We offer a broad 
range of ancillary services that help 
fund managers distribute their funds in 
Switzerland. For instance, we can organise 
a TER calculation or a TER validation from a 
‘Big 4’ audit firm as requested by more and 
more Swiss pension funds. 

“In addition, we closely collaborate with 
UBS Fondcenter, the largest B2B distribution 
platform in Switzerland and Europe. To 
summarise, the fund manager should see 
us as a valuable partner for its distribution 
activities in Switzerland, rather than an 
inconvenience imposed on them.” 

The fact that UBS Fund Services has a 
global reach is strategically important as it 
means any manager, anywhere in the world, 
who wants to distribute into Switzerland will 
be able to avail of its representative services.

 “No matter whether they are based in 
Europe, the US or Asia, we have people who 
will provide fund managers with dedicated 
support and first-class services,” concludes 
Schepperle. n

Yves Schepperle, Head of 
Product Development and 
Representative Services, UBS 
Fund Services

uBS Fund Serv IceS

http://www.hedgeweek.com
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equivalency in relation to AIFMD. It enhances 
the reputation of Switzerland.”

Generally speaking, there is little difference 
between the revised CISA and AIFMD. As 
Daniel Häfele, CEO of ACOLIN Fund Services, 
a leading independent fund distribution 
company, says: “Swiss-based managers have 
to become licensed with FINMA if they are 
running CHF100m or above (CHF500m for 
closed-ended vehicles). We’ve more or less 
copy and pasted AIFMD.” 

“It is fair to say that European countries 
have even more difficulties establishing 
a user-friendly environment because of a 
lack of definition and simplicity for market 
participants,” says Baumann. “Germany is 
a classic example of overdoing parts of the 
AIFMD and is creating uncertainties for the 
alternative investments industry. Switzerland, 
in a nutshell, adheres to the new standards 
and is not straying away from the objectives 
of AIFMD in Europe.”

Jabre Capital Partners is already registered 
with FINMA; something it did voluntarily back 
in 2009 when it decided to launch a UCITS 
fund – the JABCAP (LUX) Global Balanced 
fund – in Luxembourg. To distribute the fund 
into Switzerland required having a regulated 
investment manager. So the challenge for the 
firm now is not on the asset management 
side under the revised CISA but on the 
distribution side. This is because distributors 
must now also become regulated under 
FINMA with effect from March 2015. 

Referred to as ‘inward equivalence’, this is 
set to change the way foreign hedge funds 
are distributed into Switzerland. It will, in 
short, become a more costly exercise. 

The distribution challenge
What was known previously as private 
placement is now known as ‘Distribution to 
Qualified Investors’. Previously, only the “public 
offering” of non-Swiss investment funds 
was subject to regulation. Now, the rules of 
investor protection will apply to all investors 
including pension funds, corporate treasuries, 
family offices etc. Whether these sophisticated 
investors really need nannying is wide open 
to debate. But by abolishing the concept 
of public distribution, the revised CISA has 
effectively put private placement to bed.

From next March onwards, marketing 
offshore hedge funds to qualified investors 

will require the appointment of a FINMA 
licensed Swiss legal representative and 
paying agent. 

“We are waiting to see how this plays 
out,” says Khazaneh. “A lot of service 
providers who are thinking of getting into 
this business have yet to announce their 
price structure so we haven’t chosen who 
we will work with to become the Swiss 
representative of our funds. Everybody is 
waiting to see which players will emerge and 
who can offer the best service rather than 
how much it is going to cost.”

Both UBS Fund Services and ACOLIN 
Fund Services have reacted swiftly to get 
their Swiss representative solutions in place 
respectively. 

“The new regime was criticised for 
complicating distribution and thus having no 
positive effect on the Swiss fund industry. 
Personally, I am not a fan of overregulation 
and I believe in the self-responsibility of the 
(qualified) investor. As an investor, however, 
I would probably appreciate the comfort I 
get if a fund is represented by a reputable 
service provider. Due to the representative‘s 
duty of care towards investors and reputation 
risk we at UBS have decided to accept only 
mandates from AIFs if they have passed our 
operational due diligence,” confirms Yves 
Schepperle, Head of Product Development at 
UBS Fund Services Switzerland. 

A fund manager will, in addition to 
appointing their legal representative and 
paying agent, need to sign a distribution 
contract to which the legal representative 
is party. “There is no FINMA filing, no 
requirement to publish anything but the 
manager must have a FINMA licensed Swiss 
representative and paying agent. The role of 

overv I eW

“It is fair to say that 
European countries have 
even more difficulties 
establishing a user-friendly 
environment because of 
a lack of definition and 
simplicity for market 
participants.”
Hans-Jorg Baumann, Swiss Funds 
Association
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Good outlook for liquid and 
flexible managers

Interview with Alexandre rampa

Alexandre Rampa, co-head of 
hedge fund investments, Syz 
Asset Management

Every hedge fund manager thrives on 
volatility. Over recent times, central bank 
intervention has suppressed volatility and 
generally led to cross-asset class correlation; 
a nightmare for stock pickers. 

But with the economic environment 
improving in the US and Europe, and with 
Janet Yellen, Chairperson of the Federal 
Reserve, intimating that rates will rise 
and tapering will eventually commence 
(although there is no clear timetable), one 
can expect to see market normalisation 
going forward; one where equities are priced 
on fundamentals and the risk-on risk-off 
environment that has plagued the markets 
begins to dissipate.

It is on the back of this scenario that Syz 
Asset Management SA is positive on macro 
and event-driven funds, equity strategies with 
a lower net exposure (in particular market 
neutral) and relative value strategies. 

“Global uncertainties and higher volatility 
levels will provide good opportunities for 
liquid and flexible managers; in macro we 
favour those with a discretionary and tactical 
approach. Last year event-driven was one 
of the core themes in the OYSTER Multi-
Strategy UCITS Alternative fund. It was one 
of the best performing strategies and we 
maintain a positive outlook for 2014,” explains 
Alexandre Rampa, co-head of hedge fund 
investments.

A reduction in central bank intervention 
should lead to wider stock dispersion and 
hence play to the strengths of RV and 
market neutral funds, as well as long/short 
equity funds running active short books. 

“We like equity market neutral because 
by definition these funds take no directional 
view on the markets, they just take stock-
specific or sector-specific views. Recently 
it has been difficult for long/short equity 
managers to add value on the short side. 
This year, we think they will be able to add 

more value by generating performance from 
shorts. Managers we speak to are quite 
excited about the short selling opportunities 
right now,” says Rampa. “Market neutral is 
the strategy we like most this year.”

Rampa confirms that event-driven and 
equity hedge funds in the portfolio will 
be slightly reduced in order to increase 
exposure to market neutral funds. “We will 
look to increase the portfolio allocation to 
around 15 per cent,” confirms Rampa.

“We still think corporate activity will be 
important in 2014. However, event-driven 
funds might suffer liquidity dry ups more 
than market neutral funds and we think the 
risk/reward is more attractive for market 
neutral. Equity Hedge managers generally 
maintain a net long exposure to the market 
and have a short volatility profile. They also 
tend to be long small and mid capitalisation 
and short larger companies. This trade has 
been extremely rewarding over the past 
years and we think it is a good time to take 
some profits.”

With respect to RV credit strategies, 
Rampa notes that going forward they should 
benefit from a rise in volatility driven by 
tapering, a rise in interest rates and the 
relative scarcity of market makers. 

“The banks have been reducing their 
market making activity. There’s a huge 
amount of debt in the market that is 
sustained by demand so spreads remain 
tight but if rates go up, or credit deteriorates 
and investors start selling their credit 
allocations there’s no one in the middle to 
take the paper as a market maker. Spreads 
will widen. Some long/short credit managers 
might, in our view, take the role of the 
liquidity provider and capture the spread.

“Our current selection of credit managers 
tend to benefit from market disruptions and 
generally benefit from periods of panic,” 
confirms Rampa. n

http://www.hedgeweek.com
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the representative is to supervise distribution 
and to provide information to Swiss investors 
and, in case something happens to the fund, 
to be the main point of contact for FINMA,” 
says Häfele.

There is, however, some small room 
for manoeuvre and avoiding appointing a 
Swiss representative. Under the revised 
Collective Investment Schemes Ordinance 
(CISO), paragraph 4.3 says that if somebody 
does not distribute and privately places to 
financial intermediaries they have to make 
sure that the information provided to them by 
the manager cannot be seen by any other 
qualified or non-qualified investor. 

“A fund which is only distributed to 
Swiss private banks to be used solely for 
their discretionary mandates will not trigger 
the requirement for a representative and 
a paying agent,” comments Schepperle. 
But the necessity for a regulated financial 
intermediary to ensure that a fund’s marketing 
material does not fall into the wrong hands 
leaves them exposed to potentially too 
much risk and as Häfele adds: “We strongly 
recommend any alternative investment fund 
manager wishing to distribute their offshore 
funds into Switzerland to comply fully with the 
‘Distribution to Qualified Investors’ regulation. 
We can act as the Swiss legal representative 
on their behalf.” 

Another point to clarify is that the 
appointed representative is liable to any 
damages or losses incurred in the AIF. 
Operational due diligence is therefore critical 
before a firm agrees to become the Swiss 
representative. Häfele confirms that this 
function is performed by New York-based 
Renovare Global LLC (whilst ACOLIN itself 
conducts due diligence on EU-based funds). 

“We represent offshore structures but 
we don’t run the operational due diligence 
ourselves. Over the last three months we 
have been involved with preparing more 
than 100 funds for distribution. There’s huge 
demand. We are getting enquiries every day, 
mostly from Anglo-Saxon managers. They 
recognise that they can no longer distribute 
into Switzerland without being compliant 
with the new regulation. The grandfathering 
period to appoint the Swiss representative 
runs until next March for any AIFs that were 
being distributed prior to February 2013. Any 
funds that were distributed after that have 

to comply immediately with the regulation,” 
explains Häfele. 

Consolidation similar to the Swiss 
watch industry
One of the potential outcomes to this new 
regulatory environment, and the additional 
distribution costs involved, is that smaller 
managers will fold and that what Switzerland 
will be left with is a hedge fund industry 
populated with large well-established players 
providing high-quality institutional products to 
Swiss investors. 

What will likely happen is that smaller 
managers will seek to consolidate. 

“It’s too expensive for smaller managers 
to do it alone in terms of the resources 
that are required now by FINMA. Managers 
need to have independent compliance, 
independent risk management and some of 
them are looking around to see who they 
could consolidate with to be able to share 
resources,” says Khazaneh, adding that the 
situation could become analogous to the 
Swiss watch industry. 

“One of our independent directors [Edgar 
Brandt] wrote an article last year comparing 
what is happening within the hedge fund 
and wider financial services industry in 
Switzerland to the watch making industry 
at the turn of the century. It does feel like 
that is what FINMA wants to happen. It 
wants an industry with large, better quality 
management firms. After all, Swiss watch 
manufacturers are a huge success story.”

So quality not quantity. It’s a distinct 
possibility. Not that this would necessarily 
benefit Swiss institutional investors; the more 
choice available the better.

“It is certainly a risk. Increased regulation 
straightaway means increased costs and 
there’s no doubt that if a manager has 

7 “Swiss-based managers have 
to become licensed with 
FINMA if they are running 
CHF100m or above. We’ve 
more or less copy and 
pasted AIFMD.”
Daniel Häfele, CEO of ACOLIN Fund 
Services
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Going beyond transparency 
and reporting

Interview with nicolas campiche
The needs of clients have changed in two 
clear ways since the end of the crisis, with 
respect to hedge fund investing, according to 
Nicolas Campiche, chief executive officer at 
Pictet Alternative Investments: the investment 
approach and service expectations.

Performance remains a top priority 
for those who are now more willing to 
allocate to alternatives but as Campiche 
mentions, “Clients have started to focus on 
more specific investment needs. They are 
articulating what their objectives are. The first 
set of objectives relates to trying to enhance 
the overall performance of their portfolio 
and that translates into focusing on specific 
strategies that can add value in terms of 
incremental performance. 

“The other broad set of objectives is 
diversification. There again, the primary goal 
is trying to identify strategies that truly create 
diversification i.e. uncorrelated to traditional 
asset classes.”

This sounds obvious, but the reality 
is that many multi-strategy FoHFs failed 
to manage investors’ expectations when 
financial markets collapsed in ’08. This 
prompted investors to demand a more 
granular view of their hedge fund exposures. 
In response, managers today provide a lot 
more transparency regarding the risk drivers 
of different strategies. “You can break down 
risk and return into very specific factors 
that completely change the way investors 
use hedge funds,” explains Campiche. In 
turn, investors can benefit from a portfolio 
adapted to their broader asset mix. 

Take an investor who wants to have less 
equity directionality in their asset allocation. 
Long/short equity is the most likely substitute 
given a more conducive trading environment 
since 2012. The climate for stock-picking or 
alpha generation has improved markedly 
now that high asset correlations have 
subsided and the market can more 
accurately price fundamentals. “For example, 

our global long/short equity solution ended 
last year +23 per cent with a net market 
exposure of just 40 per cent, highlighting the 
ability of our selected managers to generate 
alpha,” notes Campiche. 

Similarly, investors are looking to diversify 
their fixed income allocation amid the threat 
of higher interest rates. In this case, there 
are hedge fund strategies that provide 
a specific premium by investing in less 
liquid credit, such as distressed debt and 
structured credit. 

Investors also have higher service 
expectations that go beyond transparency and 
reporting. In a nutshell, they require a closer 
proximity to their underlying investments. 
“They want to be part of the decision process 
and to have access to the same information 
we have” recognises Campiche. In some 
cases, investors are truly hands-on, meeting 
with managers that form part of their portfolio. 
In other instances, they request educational 
events to help train their own investment 
teams. Certain client segments also need 
expertise in setting up specific fund structures 
and marketing support. 

In Switzerland, regulation requires pension 
funds to publish the TER for all of their 
investments. They need clarity on all the 
costs that are charged by a hedge fund 
manager; not just the obvious performance 
and management fees but every element 
that may be charged by the manager. “We’ve 
developed a capability to do this and can 
give clients full details of the cost structure 
of their portfolio,” states Campiche.

“Investors’ desire to define specific 
investment objectives as well as their 
higher service expectations are good for 
the industry,” believes Campiche. “They 
help investors make an informed judgment 
on what to expect from their hedge fund 
allocations in the future and allow us to 
partner more closely with them to achieve 
their investment objectives.” n

Nicolas Campiche, chief 
executive officer at Pictet 
Alternative Investments

P Ictet  AlternAt Ive  InveStMentS
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assets below the CHF100m threshold it is 
an issue. There are certain companies who 
will likely be too small to survive (unless they 
consolidate),” says Fuchs.

Some firms, however, are well aware 
of the pressures facing smaller managers. 
Pfaeffikon-headquartered Etops is an 
independent operational service provider that 
has combined forces with Deloitte to bring 
an outsourced solution to market entitled 
‘Assetbox’. It comprises a suite of modules 
spanning regulatory support, compliance 
and operations as well as tax reporting 
and distribution support. In theory, smaller 
managers can focus on the investment 
management process and use Assetbox to 
address all of the operational requirements 
expected of a FINMA licensed manager. 

“We wanted to support managers with a 
service offering that is different from standard 
advisory and auditing services that the other 
‘Big Four’ offer,” comments Marcel Meyer, 
Partner at Deloitte. “Michael Appenzeller 
and myself have worked together previously 
and we developed this idea of a cooperation 
between Etops and Deloitte which combines 
operational and risk management expertise 
with the whole regulatory and advisory set-
up expertise that you find in any of the Big 
Four auditing firms. Deloitte has a deep 
heritage as a hedge fund advisor in North 
America, which we want to build on. 

“Assetbox brings us closer to the client. 
We work with them on a day-to-day basis. 
Managers are happier to engage us for this 
kind of service because it makes them better 
qualified to serve institutional clients and gives 
them more than they would otherwise get by 
using us solely for advisory purposes.”

With respect to risk management all the 
data is housed in a data centre which the 
portfolio manager can access via the cloud. 
That same set of data provides the input 
for reports used to support the compliance 
and risk management functions so there is 
“in-built efficiency” says Michael Appenzeller, 
founder of Etops. 

Once a manager has decided which 
modules within Assetbox they intend to use 
they are able to leverage the experience of the 
Assetbox team – which comprises numerous 
risk and operations experts and compliance 
officers – and effectively make them part of 
the hedge fund’s organisational chart. 

“Instead of having numerous service 
providers, one of our dedicated team 
members will visit the manager on a regular 
basis and be their day-to-day contact to 
respond to any regulatory and compliance 
questions,” adds Meyer. “On the operations 
side we work as an in-house team. We are 
in constant contact with the traders and 
other staff and execute daily middle office 
tasks,” adds Appenzeller. 

As mentioned, part of the Assetbox 
solution is distribution support. This is 
helpful to Swiss managers wishing to 
continue privately placing their funds into 
Europe. However, the point made earlier 
about smaller funds potentially needing to 
consolidate is not only because of Swiss 
regulation but AIFMD as well.

“They are looking to consolidate in 
Switzerland to meet the FINMA requirements 
but also looking ahead to 2015 and thinking: 
‘What’s my European solution for AIFMD?’ 
When the funds passport becomes available 
to Swiss managers will they be able to avail of 
it or will it still be advantageous to consolidate 
with an EU-based manager?” says Khazaneh, 
adding: “We are looking to possibly expand 
our EU presence to sell our five offshore 
hedge funds under the AIFMD. Our UCITS 
funds are based in Luxembourg so that could 
be a natural fit for our business.”

“The distribution module in Assetbox helps 
Swiss managers to decide which countries 
they would like to focus their distribution 
efforts on. Once they’ve decided which 
countries to enter it gives them a single 
overview, summarising the registration status 
and the ongoing reporting requirements in 
those countries, which may be completely 
different,” concludes Appenzeller. n

overv I eW

10 “Managers need to have 
independent compliance, 
independent risk 
management and some of 
them are looking around 
to see who they could 
consolidate with to be able 
to share resources.”
Leila Khazaneh, Jabre Capital Partners
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Credit and rates expected 
to contribute to 2014 

outperformance
Interview with Paul nicholson

High price fluctuations with low yields on 
risk-free investments provide investors with 
new challenges. Paul Nicholson, portfolio 
manager of the Vontobel Fund – Absolute 
Return Bond, believes his fund has the 
necessary flexibility to respond to a changing 
market environment and, for example, to 
benefit from rising interest rates.

Not only have bond prices rallied in Q1 
2014, with yields on US 10-year Treasuries 
falling from 3 per cent to 2.57 per cent in 
early February (back up to 2.73 per cent at 
the time of writing) but also corporate credit 
spreads remain tight. 

It is, however, only a matter of time before 
interest rates rise, most likely in the US 
before Europe. Investors recognise the need 
for diversification and access to investment 
strategies that can deliver performance in 
all weather conditions; that is stable, in 
inflationary as well as deflationary scenarios. 

This is precisely what the Vontobel Fund 
– Absolute Return Bond has been designed 
to do. There are four different components in 
a traditional long-only bond fund: the interest 
rate component, credit component, currency 
component and illiquidity premium. 

“What we do is deconstruct those four 
factors. We take rates, credit and currency 
and make them strategies in their own right 
as alpha generators in the fund,” explains 
Paul Nicholson, the fund’s portfolio manager. 
Furthermore, the fund invests only into highly 
liquid instruments, allowing flexibility to adapt 
to changing market conditions. 

“The US is going through some degree 
of economic slowdown but we expect it to 
grow at 2 to 3 per cent annually. We also 
think Europe is on course to exit its difficult 
period. I think we’ll see global growth come 

through in Q2 2014, so from our perspective 
the prospect of higher rates is real. 

“Currently we remain long bonds. Once 
we see that rising rate trend emerge we will 
take the opportunity to reverse the position, 
like we did last May and June.”

This is one of the fund’s key strengths. 
Not only is it diversified – it trades G10 
bond futures and swaps, G10 currencies 
as well as credit derivative indexes such as 
the iTraxx Europe Crossover Credit Index 
(European high yield) – but, crucially, it 
only builds exposure using the most liquid 
instruments. This makes it highly flexible and 
responsive to changing markets. 

The aim is to provide investors with 
investment grade-like bond returns in stable 
markets and excess returns – Libor plus 
2 to 4 per cent – in the event of inflation 
or deflation. In ’08, for example, the fund 
generated 6 per cent. In 2013, it generated 2 
per cent over Libor.

That flexibility was evident last summer 
when the Fed started talking about tapering 

Paul Nicholson, portfolio 
manager of the Vontobel 
Fund – Absolute Return 
Bond at Harcourt Investment 
Consulting
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and France compared to the US and 
the UK. One theme has been to reduce 
duration risk from 5 years to 1.5 years 
with Germany, France and Switzerland 
accounting for approximately 50 per cent of 
that position. 

“For the US we have steepeners in place; 
long one to 3 year cash bonds and short 
10-year Treasuries. We don’t believe that 
investors are being compensated for 2.75 
per cent on US Treasuries on the potential 
for rates to rise. It depends how things play 
out but in the second or third quarter we’ll 
probably see a push for higher rates in the 
bond markets. 

“In that scenario, our portfolio will be 
reduced to neutral and then outright short 
duration like we were last summer. We are 
confident that rates will play an important 
role in the fund’s performance this year, just 
as credit will,” concludes Nicholson. n

plans of their quantitative easing programme. 
This prompted US bond yields to shoot up 
from 1.6 per cent in May to 2.99 per cent 
in early September. During the summer, 
Nicholson says that the fund was short 
credit (buying protection) yet moved to a 
long position towards year-end.

“In Q4 2013 the strongest performance 
derived from our credit strategy. The Barclays 
Global Investment Grade index, for example, 
had a 3 to 4 per cent drawdown last May 
and June. We were up through that period. 
That’s where we add value.”

As well as being overweight high yield 
credit versus investment grade the fund was 
also overweight Europe versus the US on 
the prospect of higher rates putting pressure 
on credit spreads; a position that the fund 
continues to hold.

Currently, most of the fund’s risk is in 
rates. The portfolio is overweight Germany 
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There can be no doubt that regulation is 
raising the costs of doing business for Swiss 
hedge fund managers. Any opportunity to 
consolidate operational costs with their 
service providers is surely welcome as 
revenue margins continue to get squeezed. 
UBS Fund Services recognised this last year, 
when the revised CISA came into effect, and 
began to leverage its onshore administration 
services in Switzerland to help managers 
running both onshore and offshore fund 
structures; in effect acting as the primary hub. 

Not only is UBS able to support managers 
in establishing the management company 
for a Swiss-domiciled product, but also 
with respect to risk management and legal 
support. It has a long history in providing 

effective governance, and with regulation and 
investor demands for transparency, having 
the right systems and controls in place is 
necessary.

“We are highly satisfied by the response 
we’re getting in the market,” comments 
André Valente, head of UBS Fund Services, 
Switzerland. “Our specialists are busy 
advising potential clients with respect to 
possible models and product structures 
and from our point of view, the investments 
we have put into the development of these 
capabilities were definitively justified.”

Swiss-based managers have two main 
objectives when working with their fund 
administrator: firstly, that they have access 
to a wide range of services at a competitive 

Closer investor-allocator 
alliances recalibrate the 

investment process
By James Williams

InduStrY
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Pan-European expertise in 
depositary banking

Interview with garrick Smith & Jeffrey campbell

The last 12 months have seen BNP 
Paribas Securities Services continue to 
expand its depositary banking network 
across Europe. In November 2013 the 
group acquired the depositary banking 
business of Commerzbank in Germany and 
subsequently saw the firm widen its footprint 
by announcing the launches of its depositary 
banking business in the UK, the Netherlands 
and more recently in Switzerland. The 
group‘s depotbank network now spans 
12 fund domiciles in Europe and three in 
Asia Pacific. 

Since Switzerland is not a part of the 
European Union, AIFMD is not applicable in 
the market, but it is impacted by the directive 
as the Authorities had to align the Swiss 
legislative framework with the standards of 
the Alternative Investment Fund Managers 
Directive (AIFMD) by adopting the Revised 
Swiss Collective Investment Schemes Act 
(CISA) which incorporates asset protection 
for underlying securities. 

As a FINMA regulated depotbank, BNP 
Paribas Securities Services in Switzerland 
offers fund servicing capabilities and 
provides asset safekeeping, cash monitoring 
and general oversight. Asset managers and 
asset-owner clients with funds domiciled 
in Switzerland are currently able to benefit 
from the group‘s established pan-European 
expertise in depositary services.

At the time of announcing the new 
depotbank services in Switzerland, Garrick 
Smith, Head of BNP Paribas Securities 
Services Switzerland, said: “This new 
expansion is the result of an increasing 
desire from our clients to consolidate their 
operational services, including depotbank 
and custody services, in Switzerland. We 
have already won our first depotbank 
mandate in the market, from one of the 

largest independent fund of fund managers 
in Switzerland.” 

“In addition, and contrary to other players 
who only offer fund servicing in Luxembourg 
and Ireland, we can accompany Swiss 
managers to other key fund domiciles (i.e. 
France, Germany, UK, Channel Islands, 
Italy) where they may to benefit from our 
international experience, the strength 
of being supported by a global banking 
group with a greater – and established 
– international presence,” added Jeffrey 
Campbell, Head of Sales to Swiss Asset 
Managers. 

“From a business perspective, we have 
a number of asset owners and insurance 
companies who are interested in our 
depotbank services. They’ve been keen on 
discovering a Swiss provider who can act 
as a both a local player and an international 
player in their ability to offer other markets 
that align with their own strategy for growth.“ 
According to Campbell, “The ability to offer 
fund servicing for Swiss domiciled funds 
was the missing link in our strategy to 
propose a combined fund servicing solution 
that includes other key domiciles such as 
Luxembourg and Ireland.“ 

“It’s still early days, but our announcement 
has been well received in Switzerland. 
Interest is starting to build, and as far as we 
are concerned, the potential for business 
growth is clear,” confirms Smith, stating that 
at least two more Swiss funds are expected 
to launch before the end of 2014.

“With this strategic development, and 
taking into account local market trends, the 
ability to provide local depotbank services 
to managers handling Swiss funds is 
critical to our strategy to service both local 
asset owners and asset managers going 
forward.” n

Jeffrey Campbell, Head 
of Sales to Swiss Asset 
Managers at BNP Paribas 
Securities Services
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price. Secondly, that they are supported by 
an expert team with full comprehension of 
regulatory developments and their potential 
impact on alternative fund managers. 

“UBS is a nice fit in view of our global 
remit,” comments Valente. “We have 
competence centres in the major alternative 
domiciles and a large network of specialists. 
We provide the full set of required multi-
jurisdiction administration services, including 
advisory, product and legal development as 
well as white labelling. If you add our brand, 
substance, strong compliance approach as 
well as technological expertise, you get a 
credible value proposition.”

That ability for local managers to avail of a 
strong global network prompted BNP Paribas 
Securities Services to establish a depositary 
banking business in Zurich this January. 
With more than EUR900bn assets under 
depositary, the French bank is one of the 
largest depositary businesses in Europe. 

By opening in Zurich, Swiss managers 
running local funds can benefit from its 
expertise in offering pan-European depositary 
services including cash monitoring, asset 
safekeeping and oversight; these are three 
core duties that any non-EU manager 
wishing to market their alternative investment 
fund into Europe via private placement will 
require an appointed depositary to perform 
under the AIFMD. 

“The ability to offer fund servicing for 
Swiss-domiciled funds was the missing 
link in BNP Paribas‘ ability to propose 
to managers a combined fund servicing 
solution for key domiciles such as 
Luxembourg and Ireland. We are now in a 
unique position of having the ability to offer 
our clients fund servicing capabilities across 
all key fund domiciles. In line with local 
market trends, the ability to provide local 
depotbank services to managers handling 
Swiss-domiciled funds is critical to our 
strategy to service both asset owners and 
asset managers,” says Jeffrey Campbell, 
Head of Sales to Swiss Asset Managers at 
BNP Paribas Securities Services. 

One depotbank mandate has already 
been won from one of Switzerland’s largest 
independent fund-of-fund managers with 
Campbell confirming that “we are currently in 
discussions with other managers interested 
in launching new Swiss fund products and 

we plan to launch at least two more Swiss 
funds before year-end”.

Dealing with the operational and 
regulatory complexities of fund management 
is par for the course for fund managers. 
There’s no getting away from it, but 
the more heavy lifting their custodians 
and administrators can do the better. 
What is becoming equally challenging, 
however, is remaining vital and effective 
to the increasingly sophisticated needs of 
institutional investors.

Now that Swiss managers are required to 
be licensed with FINMA, there is a distinct 
possibility that the amount of institutional 
money will increase to alternative fund 
managers. To succeed, a high level of 
customisation with respect to portfolio 
construction is needed by today’s fund 
manager. Performance remains a key 
requisite but transparency, outcome-based 
solutions and effective reporting are all being 
added to the mix.

Nicolas Campiche, chief executive officer 
of Pictet Alternative Investments, notes that 
the level of service clients now expect has 
dramatically changed. 

“You need to provide more transparency 
and better reporting. Swiss regulation, for 
example, is requiring pension funds to 
publish the TER for all of their investments. It 
implies to aggregate all the fees charged by 
the underlying managers on a look-through 
basis. We’ve developed such a capability but 
it takes a lot of work,” confirms Campiche.

As for stipulating more precise investment 
outcomes, Alexandre Rampa, co-head 
of hedge fund investments at Syz Asset 
Management, notes that some larger clients  22

InduStrY

“Our specialists are busy 
advising potential clients with 
respect to possible models 
and product structures and 
from our point of view, the 
investments we have put into 
the development of these 
capabilities were definitively 
justified.”
André Valente, UBS Fund Services
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Bringing inclusivity to the 
investment process

Interview with nicolas rousselet

Nicolas Rousselet, Managing 
Director and Head of Hedge 
Funds at Unigestion

structure. If a client wants a rapid set-up 
they can benefit from economies of scale 
where we help them design a fund-of-one to 
sit under the umbrella. They benefit from full 
administration, custody, segregation; all the 
advantages of investing in a fund but without 
commingled risk. Also, we can work within 
any jurisdiction the client prefers; if they want 
a Belgium fund we can do it, a German fund, 
we can do it. 

“Most clients choose to use our umbrella 
as it’s the simplest, fastest and sometimes 
cheapest option,” confirms Rousselet.

One example of how Unigestion is 
working creatively to support investment 
opportunities for clients is with respect to 
emerging managers; younger managers 
with one to two-year track records and who 
represent an exciting diversifier for large 
experienced institutional investors looking to 
spice up their alternative investments. 

Rather than simply create a multi-manager 
fund product, Unigestion is looking to 
develop a nursery-type arrangement to give 
investors the opportunity to invest in young 
funds to capture potential outperformance 
while they grow. 

“Either the fund, once it gets big enough, 
moves into their overall portfolio or they 
can simply recycle their assets into new 
opportunities. It’s interesting for institutional 
investors who have a long-term commitment 
to investing in hedge fund managers. They 
need to move fast to invest in these young 
managers and Unigestion can help set up 
this investment process. We are still in the 
discussion stage right now.” 

Having that ability to work with investors 
as partners, to absorb them into the overall 
investment process, is an inclusive approach 
few can claim to offer. As the fund-of-hedge-
fund model tries to evolve, Unigestion is 
sticking to its core beliefs. And that has to 
be applauded. n

Geneva-based Unigestion has been investing 
in hedge funds for over 25 years and has 
seen investor attitudes change substantially 
over that time. The dominance of institutional 
money flooding into alternatives is well 
documented. But whilst fund-of-hedge fund 
firms appear to have responded quickly 
to the demand for tailored, segregated 
solutions, in many cases this has become 
an oversold and non-personalised process 
with products pushed into firms’ distribution 
networks.

Unigestion, however, has worked hard to 
drive this tailored mandate-driven approach 
to the next level by adapting its investment 
process to the needs of each client.

“We deliver a standard of quality based 
on strong investment principles to all our 
clients even if the end result for each client 
is different,” explains Nicolas Rousselet, 
Managing Director and Head of Hedge 
Funds at Unigestion. 

“We spend a lot of time talking with our 
clients to really understand their objectives 
and effectively design their investment 
solution with them. We’re an investment 
partner at the end of the day; a facilitator in 
hedge fund investing.”

Rousselet cites four principles of 
segregated mandates that work in investors’ 
favour: engagement (with the client and with 
the underlying managers), transparency, 
ownership and alignment. The majority of 
Unigestion’s clients avail of a ‘fund-of-one’ 
structure with Rousselet noting that “right 
now the institutional world is more biased 
towards owning not sharing”. 

The fund-of-one provides an efficient legal 
structure for institutions where they alone 
are the sole investor. This helps to remove 
‘commingled’ risk where the actions of 
other investors in commingled products can 
adversely influence their performance. 

“At Unigestion we have an umbrella 
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“More opportunistic and less diversified; 
that’s how investors’ mindset has changed.”

Within that multi-strategy mix, investors 
are looking for new yield opportunities, 
especially within fixed income where the 
threat of inflation and rising interest rates 
in developed markets looms large. One 
alternative credit strategy gaining traction is 
private lending. As European banks pull back 
on lending to SMEs, institutional investors 
are stepping into the breach to originate 
loans; a pattern that has long dominated in 
the US where its capital markets are that 
much bigger. 

“Hedge fund and private equity managers 
are starting to develop hybrid strategies 
that are going further out on the liquidity 
curve. This type of asset-based lending is 
never going to be a pure hedge fund activity 
because there is too much of a liquidity 
mismatch. It makes more sense to develop 
a hybrid structure with a three- to five-year 
liquidity lockup. At Unigestion we have 
brought both our hedge fund and private 
equity teams together to work on the design 
of an offering in the private debt space. 

“We have a long list of potential managers 
we would be happy to work with and we are 
speaking to some institutions to see if and 
how they might wish to deploy capital in this 
space,” explains Rousselet. 

Syz Asset Management’s Rampa says 
that private debt funds have the potential 
to capture double-digit returns but notes 

continue to segregate their alternative assets 
into bespoke mandates and move away from 
commingled funds in order to have a more 
well defined portfolio. 

“For example we manage an account for 
a large UK insurance company. They want 
a specific target in terms of excess returns 
over Libor and limited correlation to equities 
and fixed income. 

“You can only do that in a bespoke 
mandate, not a commingled FoHF where 
different investors have different sensitivities. 
Portfolio design – understanding clients’ 
needs, constraints and target returns – is 
becoming very important and requires a 
specific approach and methodology that 
we’ve developed internally,” says Rampa.

Currently, Pictet Alternative Investments has 
seven commingled FoHFs with approximately 
USD2.5bn in assets and a range of 
segregated mandates with approximately 
USD5.5bn in assets. Campiche says that 
whilst the firm’s asset base has remained 
stable since 2008, “the mix has changed quite 
significantly with respect to the proportion 
of commingled assets versus segregated 
assets. In 2008, it was two-thirds commingled 
whereas today the opposite is true.”

“In 1991, when we started investing in 
hedge funds, we only managed customised 
portfolios; it has always been a significant 
part of our business. Today, some clients 
come to us to build a customised fund 
structure – maybe a Lux-domiciled SIF (i.e. 
a fund of one) – so having that internal 
capability is very useful,” adds Campiche.

Nicolas Rousselet, Managing Director and 
Head of Hedge Funds at Unigestion, which 
has approximately USD2bn in FoHF assets, 
believes that investors are still generally 
interested in multi-strategy mandates rather 
than specific strategies but want closer 
involvement with managers. They want, 
he says, to better control the investment 
process. 

“The definition of multi-strategy has also 
changed. It used to be a case of having 
everything all the time. Now it’s a case 
of having anything at any time. A multi-
strategy mandate might have exposure to 
ten strategies but rather than being invested 
in all ten at the same time they might only 
have exposure to five or six strategies at any 
given time. 
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Michael Appenzeller, founder 
of Etops

Assetbox: one-stop 
support for managers

Interview with Michael Appenzeller & Marcel Meyer

Pfaeffikon-headquartered Etops, an 
independent operational service provider, 
has combined forces with Deloitte to bring a 
unique solution to market entitled Assetbox. 
With Swiss managers now facing the added 
stress of regulatory compliance, not to 
mention ongoing operational demands to 
satisfy institutional investors, the pressure on 
margins is building.

With Assetbox, Deloitte and Etops 
have created a series of modules to 
support managers both in the setting up 
of operations and funds, registration with 
FINMA, as well as in the FINMA-required 
ongoing processes and substance. The 
Assetbox delivers necessary operations, 
risk management and compliance functions 
on an outsourced basis to fulfil FINMA 
requirements as efficient and practical 
as possible. Further services include tax 
reporting, accounting and distribution support 
across Europe. 

With Assetbox, they have created the 
most comprehensive range of regulatory, 
operations and compliance outsourcing for 
asset managers available in the market.

“People realise there’s no getting away 
from regulation. That’s what prompted us 
to develop Assetbox. If you have a sound 
business model and investment strategy 
there should be no restriction to setting up 
or continue to exist as a fund manager,” 
says Michael Appenzeller, founder of Etops. 

Adds Marcel Meyer, Partner at Deloitte: 
“Assetbox delivers everything a regulated 
asset manager needs other than investment 
management. It allows managers to first 
become regulated most efficiently, once 
they become licensed we support ongoing 
processes that FINMA will expect to see; 
risk management, operations outsourcing, 
compliance outsourcing. Such functions and 
processes handled by the manager internally 
would require them to hire more middle 

and back-office staff and lead to additional 
layers of cost.”

This has been an important development 
for Deloitte as it means they can capture 
more meaningful market share not only on the 
auditing and regulatory advisory side, but also 
on the ongoing compliance services side.

“We are targeting managers across the 
board from CHF50m to CHF800m in AuM, or 
even more. Assetbox brings us much closer 
to the client. We are helping them on a day-
to-day basis. Managers are happier to pay for 
this kind of service because it makes them 
more professional, more institutional and 
effectively turning the changes in the market 
into a competitive advantage,” notes Meyer.

Since Assetbox launched at the very 
end of 2013 a handful of clients are already 
under contract with a pipeline of eight to 10 
additional clients already in place. 

The fact that Assetbox is module-based 
means that managers have the flexibility 
to use as many services as they wish. 
“They may or may not require distribution 
support, for example in Europe. Everything 
is kept within a single offering; you don’t 
need lawyers and consultants helping 
with regulatory filings, outsourcing the 
risk function to a third party. All of these 
elements can be single-handedly addressed 
by Assetbox,” says Appenzeller. 

Commenting on the cost saving 
capabilities of Assetbox, Appenzeller adds: 
“In terms of what FINMA wants to see, a 
fund manager would need to hire two to four 
people to perform the core functions of risk 
management, operations and compliance. 
In Switzerland, that’s going to cost a 
manager anywhere between CHF250,000 
to over CHF500,000. When we work with a 
manager, we offer a range of services that 
cost the equivalent of one person, so we’re 
essentially helping managers to cut their 
costs by at least 50 per cent.” n
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that whilst the market structure in Europe is 
starting to change (with respect to reduced 
bank loan origination) it will take time. 

“It’s an interesting opportunity and we see 
this as a long-term trend. We currently have a 
couple of managers who are partly involved 
in this area but not 100 per cent of their book 
because of liquidity constraints. We have 
identified a series of big name candidates 
running debt funds that we might allocate 
mandates to this year,” states Rampa.

One strategy that seems to be garnering 
favour among Syz Asset Management’s 
investors is market neutral. The firm already 
runs a UCITS-compliant single strategy 
fund under its OYSTER range, which has 
returned 14.7 per cent over three years to 
the end of January 2014. In response to 
investor demand, earlier this year it launched 
a more aggressive version of the fund to 
give investors twice the leverage. Named 
the OYSTER Market Neutral Plus fund, it 
is managed by Giancomo Picchetto and 
Stefano Girola who also run the existing 
strategy out of the bank’s Lugano office. 

One fund that is designed to protect 
investors, with respect to fixed income, 
in all weather environments (stable, 
inflationary, deflationary) is the Vontabel 
Fund – Absolute Return Bond managed by 
Paul Nicholson. The fund, which has grown 
to approximately USD450m in AuM, aims to 
produce investment grade-like returns “but 
in the event of deflation or inflation we aim 
to produce excess returns; that’s the value 
proposition,” says Nicholson. 

This is achieved through running a series 
of flexible liquid strategies in credit, rates 
and FX to generate alpha in the fund; last 
May and June, for example, when equities 
and fixed income fell, the fund built a short 
position in credit by buying protection at a 
time when bond yields shot up from 1.6 per 
cent in May to 2.99 per cent in September. 

“The trend following element to our 
investment strategy is key. As trends develop 
(i.e. credit spreads continue to tighten) we’ll 
stay long credit. Last summer the fund 
outperformed because of the strong trend 
that developed (rising spreads) and we went 
short. We tend to use medium-term trend 
signals. What that means is that if credit 
spreads start to widen our current long 
position in credit will start to see losses.

“The signal will, at that point, move from 
‘long’ to ‘neutral’. Should the trend continue 
and strengthen, the signal will move from 
‘neutral’ to ‘short’. What we don’t do is 
hold a long position if the signal is short; 
we aren’t contrarian investors,” explains 
Nicholson. 

That ability to allocate to absolute return 
fixed income funds is becoming critical 
for investors who need strategies that 
can react both long and short to deliver 
potential outperformance and which provide 
genuine diversification in their fixed income 
allocations. 

“Investors are looking for diversification 
if and when the rates and credit cycles 
turn. We are seeing continued inflows into 
the fund and I think that’s set to continue 
because the dilemma of low yields and tight 
spreads is not going to disappear. We offer 
an all-weather fixed income investment, 
which has the flexibility to adapt to changing 
market conditions,” opines Nicholson.

Unigestion also uses a quant process, 
primarily to overcome the deluge of data that 
has, in recent times, corrupted long-term 
investors into taking a more short-term view 
of investing. As Rousselet comments: “We 
try to maximise the good ideas; how much 
can we make on good ideas and how little 
can we lose on our bad ideas? When you 
pick hedge fund managers you need to be 
focused; you don’t have that many shots at 
getting it right. When you do, you really need 
to make it count.

“We integrate clients into our robust 
investment process. Investors are almost 
brainwashed by the amount of data today 
so we have a quant process that tries 
to address this problem. Not to provide 
answers but to equip us with the right 
questions to ask. It supplements our decision 
making process.” 

Moving closer into the investment 
allocation process is helping institutional 
investors – both in Switzerland and globally 
– build closer relationships with asset 
allocators. Couple that with the greater level 
of transparency and regulatory oversight that 
alternative fund managers need to abide 
by and a quick reading of the tea leaves 
would suggest that institutional inflows into 
alternatives will become more meaningful. 
And also more targeted. n
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