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Introduct Ion

The Hedgeweek USA Awards 2013 presented 
earlier this month in New York City brought 
together the leading names in the US hedge 
funds industry to celebrate the achievements 
of the best performing managers and service 
providers in 2012.

Delivering the opening remarks at the 
Awards, Jim Munsell, Partner, Sidley Austin, 
LLP, highlighted a number of significant 
business and regulatory developments 
for alternative investment funds and their 
managers. He concluded, “Most of the recent 
developments have served to increase barriers 
to entry, increase costs, and compress 
operating margins. Nevertheless, this remains 
a great business to be in, with tremendous 
opportunities for wealth creation for those with 
sufficient capital and a willingness to embrace 
the new realities of the post-crisis alternative 
asset management world.”

With the much-anticipated liberalisation of 
hedge fund marketing regulations, managers 
at the event agreed the challenge for hedge 

funds in the USA this year is to maintain 
performance in the face of significant 
competition from other investment sectors.

To ensure that nominees for the fund 
manager awards were selected not just 
for their performance and size, but also 
for sound qualitative reasons, Hedgeweek 
commissioned Marianne Scordel of 
Bougeville Consulting to research the top 
three performers in each of the hedge fund 
strategies during 2012. The list of nominees 
was then sent to Hedgeweek’s readers, who 
were asked to nominate the top manager in 
each strategy (see list of winners below).

The winners were determined by the votes 
of Hedgeweek’s 41,000 readers, who include 
institutional investors, wealth managers, fund 
managers and other industry professionals 
at firms including fund administrators, prime 
brokers, custodians, law firms and advisers.

Bougeville Consulting’s overview and 
analysis, along with the complete list of top 
three managers in each strategy follows. n

Hedgeweek USA Awards 2013 

USA AWARDS 2013

Hedgeweek 2013 USA Awards 
Winners List
Best Macro Manager
Swiss Seagull AG
Best Event driven Activist Manager
Jana Partners LLC
Best Event driven Merger Arbitrage 
Manager
Paulson Investment Company Inc
Best Event driven distressed Manager
HG Vora Capital Management 
Best Event driven Multi-Strategy 
Manager
Numen Capital LLP
Best relative Value convertible Bond 
Arbitrage Manager
HFR Asset Management LLC
Best relative Value Volatility Arbitrage 
Manager 
LJM Partners Ltd
Best relative Value Multi-Strategy 
Funds Manager
Barnegat Fund Management Inc
Best Equity Short Bias Manager
Silvercreek Management Inc

Best Equity Market neutral Manager
Bayou City Capital LP
Best north American Index Provider
Hedge Fund Research Inc 
Best north American Hedge Fund 
Administrator
Admiral Administration (US) LLC
Highly commended north American 
Fund Administrator
Opus Fund Services
Best offshore Hedge Fund 
Administrator
Meridian Fund Services (USA) LLC
Best Prime Broker
Concept Capital Markets LLC
Best north American Hedge Fund 
research Provider
BTIG LLC
Best Managed Accounts Platform
Lyxor Asset Management Inc
Best Seeding Platform
Tiger Management 
Best risk Management Software 
Provider
CurAlea Associates LLC

Best Fund Accounting and reporting 
Systems Firm
SunGard VPM LLP
Best Managed Account Platform 
technology Firm
Eze Castle Integration
Best north American trading Venue
Liquidnet Inc
Best north American Accounting 
Firm
Anchin Block & Anchin LLP
Best north American regulatory 
Advisory firm
Turnkey Trading Partners
Best north American Public 
relations Firm
Walek & Associates
Best north American Law Firm
Sidley Austin LLP
Best offshore Law Firm
Mourant Ozannes
Best north American third Party 
Marketing Firm
Agecroft Partners LLC

Jim Munsell, Sidley Austin, 
LLP, speaking at the Awards
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As consultants, Bougeville assists hedge 
fund managers with their business strategies. 
In order to provide sound economic advice 
aiming at long term and sustainable 
commercial success, we ground our 
approach in a combination of involvement 
with academia2 and active presence in the 
market3. 

As it turns out, defining the market with 
a view to analysing competition provides 
those from the European side of the pond 
eager to make their mark in the hedge fund 
industry with a striking starting point: this is 
a global industry in which the top performers 
worldwide are managed from the US. 
• Indeed, if one looks at the top three 

performers within each of the 11 
categories of investment strategies (as 
defined by the CAIA Association), only 
one – convertible arbitrage – contains no 
US managers 

• Besides, the top three performers in six 
categories – activist, distressed, volatility 

Summer in London brings with it a 
whole new wave of would be hedge 
fund managers, who have either left their 
employers as part of a pre-bonus cost-
cutting exercise, or are planning to do so 
once they have been paid the sums they will 
then use as the required investments to start 
up their new ventures. 

Those currently involved in drawing up 
business plans, as well as incumbents 
taking a look at where they are within 
the industry in order to monitor levels of 
profitability, all have an interest in reviewing 
the competitive landscape. While the former 
need to know what they are up against 
before making the “big jump”, the latter also 
have to keep an eye on how the forces that 
shape the industry1 are evolving, to be able 
to forecast revenue and make the necessary 
adjustments to their business strategies, 
be it their product offerings, approaches 
to marketing, or the structuring of their 
operations. 

Are US hedge funds 
more attractive?  

A tale of two markets
By Marianne Scordel

oVErV I Ew
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arbitrage, fixed income arbitrage, relative 
value multi-strategy and market neutral – 
consist of US managers exclusively

• Finally, one European fund only is present 
in just three among the remaining four 
categories: macro, merger arbitrage 
and event driven multi-strategy (from 
Switzerland, France and UK respectively)

Over the past few weeks, we have spoken 
with hedge fund investors, managers, 
prime brokers and academics to try and 
understand the reasons behind the apparent 
success of one region versus the rest 
of the world, and to try and anticipate 
developments – towards discrepancy or 
convergence – for the months to come. 

The results of this research can be split 
into the following themes: 
• While the top performing hedge funds 

are managed from the US, a closer look 
reveals an uneven split among investment 
strategies: equity long/short and 
distressed debt seem to pertain firmly to 
the US; however, factors relating to size, 
history, risk appetite and market access 
may also explain – as well as nuance – 
the results

• On the revenue side of the equation, the 
change in the investors’ landscape has 
had an impact on due diligence and on 
investor’s need for liquidity. On that front 
also the regional split can be observed

• Finally, diverging regulatory frameworks 
on either sides of the Atlantic will be 
imposing costs which are likely to 
accentuate differences rather than bridge 
a gap 

Ultimately, the findings may provide some 
indication on how the industry is being 
shaped, with long-term strategic impact. 

The performance of US hedge funds is 
higher than elsewhere
When asked what they go to the US for, 
European investors’ typical answer includes 
equity long/short as a strategy of choice. 
Some also wonder whether distressed debt 
might be the next highly performing strategy, 
and if so, would be more comfortable 
accessing it in the US, due, in part, to better 
established bankruptcy laws. 

While not all the respondents agreed on 
the performance of distressed debt funds in 
the near future – “the year of the distressed 

debt strategy was announced ages ago, it 
is yet to happen”, says one investor – equity 
long/short seems to benefit from a ringing 
endorsement in terms of differentiating US 
hedge fund managers. The following support 
this view: 
• Tarun Ramadorai, Professor of Financial 

Economics at Said Business School, 
University of Oxford, points out that the 
first modern hedge fund was created in 
the US by Alfred Winslow Jones as early 
as the 1940s. While saying that this does 
not, in principle, mean US managers 
have more expertise over the area, he 
concurs with most other respondents 
in acknowledging this may have had an 
influence. A culture of shorting stocks, a 
geographical concentration in and around 
New York, a pool of talent that reproduces 
itself by learning from each other, are all 
vague but nonetheless tangible points 
most respondents have been keen to 
put forward. The long history could 
also explain that fact that US long/short 
hedge funds got to critical mass sooner 
than funds from other regions: it is 
possible their global reach and access to 
international markets provides them with 
an information advantage, resulting in a 
positive impact on performance

• Another reason investors cited both 
supports the previous point and nuances 
the overall picture according to which 
US hedge fund managers may be more 
attractive as a result of their better 
performance. Investors say that US 
managers are much more active than their 
counterparts elsewhere in the world on 
the short side, that they express greater 
divergence between themselves, as recent 
cases have illustrated, and that they are 
more vocal. They decide to invest in US 
long/short funds because they offer a 
management style they do not see on 
offer elsewhere. This argument may relate 
to the previous point insofar as history 
and culture are possible explanations 
for the fact that US managers are more 
active on the short side. However, it also 
nuances the overall thesis according to 
which US hedge funds are absolute top 
performers, in the long/short category and 
as far as other strategies are concerned: 
as Professor Ramadorai points out, risk  11
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Heinz Gschwend, Seagull’s CEO 
collected the award

Swiss Seagull AG
Best Macro Manager

Swiss Seagull AG runs the Crossfire Fund, 
which follows what it refers to as a trend 
breakout strategy. Rather than take a trend 
following or countertrend trading approach, 
Swiss Seagull uses a multi-directional hybrid 
trading strategy. As such, it is composed of 
one core strategy and two sub-strategies, 
which provide more of discretionary element 
to how the fund is managed.

“Our trading strategy is more tactical as 
opposed to necessarily being based on 
fundamental data or using indicators. Rather 
we look at market levels: which levels are 
broken, by how much? What is the volume 
in the market? That’s our approach and as 
such we position ourselves tactically based 
on those factors,” explains Alex Douedari, 
Chief Sales Officer at Swiss Seagull, who 
refers to Crossfire as more of a semi-
automatic trading strategy, as opposed to 
being purely systemic. 

The fund itself primarily trades spot 
currencies, in particular the EUR/USD, 
which “often sets the tone for the rest of 
the market. We also look at GBP/USD, 
AUD/USD, CAD/USD: basically several 
dollar crosses with the largest developed 
economies. 

In today’s markets, traders typically have 
to deal with trend phases that are too 
short or lack enough of a correction phase, 
says Douedari. Consequently, the core 
philosophy underpinning Crossfire is to use 
all timeframes from M1 to monthly charts in 
order to trade strategically, and as a result 
independently, of timeframes. 

By positioning prepared pending orders, 
which are placed strategically at resistance-
levels, support-levels, pivot points and other 
psychologically relevant levels within the 
currently developed top and bottom range, 
the Crossfire fund is able to filter and 

discern between short-term and long-term 
movements of the market. 

Douedari says that one of the 
characteristics of currency markets this year 
has been an increasing number of periods 
where the market has been completely still, 
followed by sudden breakouts. 

“We’ve also seen “fake breakouts”, 
where markets break out to a certain extent 
followed by a more pronounced move in the 
opposite direction.”

Crossfire has the ability to detect these 
fake breakouts at an early stage and reacts 
by closing out the active orders with a 
small loss so that those open losses are 
not carried further into potentially larger and 
more costly ones.

“The trend is determined by market 
retracement from the prior move. After 
retracement the system puts pending orders 
on both sides: buy and sell. Using this 
method system will make profit in either 
scenario the trend continuation or reverse 
market,” adds Douedari. 

At the beginning of 2013, Crossfire made 
returns by going short the euro. By the end 
of March, early April, it had switched to a 
long position in keeping with the tactical 
nature of how Crossfire trades.

“The fund switches between long and 
short positions on a regular basis. We trade 
based on what the market tells us. We 
try to be in rhythm with the market,” says 
Douedari.

On winning the award this year, Swiss 
Seagull’s CEO, Heinz Gschwend, comments: 
“We are very honoured to receive recognition 
for our work. We always try to improve every 
day so we are very proud to win this award 
from Hedgeweek’s readers and we look 
forward to continuing our good work this 
year and beyond.” n

SwISS  SEAguLL
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Numen Capital LLP
Best Event driven Multi-Strategy Manager 

Numen Capital LLP was founded in May 
2008 by Filippo Lanza and Kushal Kumar. 
The firm’s flagship mandate is the Numen 
Credit Opportunities Fund, an event-driven 
credit special situations strategy. 

The fund looks at opportunities in 
the liquid credit space related to issuers 
spanning sovereigns, financial institutions 
and corporates. The analytical approach 
used is a proprietary adaptation of the 
traditional corporate credit tool kit to analyse 
ex-risk free assets i.e. sovereigns, as though 
they are traditional corporate borrowers. 

“We apply this approach across the 
board from AAA-rated borrowers all the way 
down to stressed and distressed banks and 
corporates. Our credit themes are expressed 
using plain vanilla products: cash bonds, 
CDS and indexes. Liquidity is a key factor 
in the strategy. We use scenario-based risk 
management models to complement the 
fundamental analysis,” confirms Kushal. 

Each of the three sub-strategies – macro 
credit, bank capital, corporate credit – uses 
a combination of long and short positions to 
express the firm’s views, typically based on a 
variety of event-driven factors. Opportunistic 
trades using ultra-liquid instruments makes up 
the fourth sub-strategy. 

The primary theme linking all four 
strategies is the credit variable being priced 
in the financial system relative to cash flows, 
and the drivers behind that level of debt. 

“We spend a lot of time thinking about 
how the system’s tradeable financial assets, 
as a whole, have vastly outgrown the 
resources available to analyse them. For 
example, the number of people who have 
done sovereign debt analysis from a credit 
perspective has not meaningfully increased 
since 2008. Equally, the number of people 
ready to analyse bank securities from a 
credit perspective has not increased in pace 
with the increased complexity of their liability 
structure. 

“So part of the opportunity set, for us, is 
precisely because of this mismatch between 

the size of the financial assets in the system 
and the available resources,” says Kushal. 

Unsurprisingly, given the “noise” in the 
eurozone, macro credit and building a series 
of busted sovereign debt positions within 
the portfolio has been an important focus 
of the fund. Over the last 12 months, it has 
consumed 37 per cent of capital.

Reflecting on 2013, Kushal says: “The 
credit markets have been opportunity rich. 
Over the longer term, the creditworthiness of 
ultra large borrowers will determine where 
the system goes. Over the shorter term, as 
liquidity is withdrawn by the central banks, 
there will be a wider dispersion in how micro 
corporate/financial borrower credits perform.

“At the macro level we’ve been playing 
it both sides: currently we are long weaker 
sovereigns that have restructured their balance 
sheet (e.g. Cyprus and Greece), and short 
sovereigns that have not yet been forced to 
address these problems: e.g. South Africa.” 

For corporate credit, it’s a somewhat 
different story, as credit spreads are largely 
back to pre-Lehman periods. 

“On the long side, there is no value, either 
in the short-term or in the long-term. That is 
because of the higher rate risk embedded 
in these bonds, and duration risk being 
too elevated. Conversely, the same factors 
provide significant short side opportunities 
related to borrowers with balance sheet 
weaknesses.”

The beauty of Numen’s strategy is that all 
four sub-strategies are flexible and nimble. The 
fund has been designed to capture liquidity 
in newer credit instruments in the European 
credit markets, says Kushal, where liquidity is 
much higher than in traditional ones.

“We believe that this flexible opportunistic 
approach has the potential to deliver attractive 
unlevered returns in liquid credit markets”

On winning the award, Kushal comments: 
“We are pleased to be recognised by the 
industry and our peers. The Numen team 
thanks Hedgeweek and its readers for this 
recognition.” n
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HFR Asset Management LLC
Best relative Value convertible Bond Arbitrage Manager

HFR CA Phalanx Fund is a separately 
managed trust on the HFR Asset Management, 
LLC managed accounts platform (“HFR 
Platform”). Trading manager, Phalanx Capital 
Management LLC (“Phalanx”) is a Chicago-
based hedge fund firm running approximately 
USD110 million in AUM as of June 1, 2013. 

Christopher McGuire, CEO and CIO of 
Phalanx, with over 19 years of experience 
in the Japanese and Asian markets, is also 
the head trader for the Japanese and Asian 
portfolio. Prior to establishing Phalanx, 
McGuire managed the Japanese multi-strategy 
portfolio for Daiwa Securities America. 

According to Daniel Farrell, Managing 
Director of Marketing and Investor Relations, 
the strategy “…acquire(s) cheap implied 
volatility either through convertible bonds and 
listed or OTC equity options. Predominantly, 
we express our ideas through Japanese 
convertibles for three reasons: 1) the 
Japanese convertible bond market has fewer 
participants than other markets, 2) relative to 
western markets, Japan tends to have more 
volatility, and 3) the unique ability to hedge 
credit via Asset Swaps.”

As a market neutral strategy, the fund 
looks to make money regardless of direction 
by creating a strangle on the market which 
consists primarily of two types of positions: 
deep ‘in-the-money’ convertible bonds 
trading one-for-one with the equity, creating 
a synthetic put, and deep ‘out-of-the-money’ 
convertibles with a low premium relative to 
the equity, acting as a synthetic call. 

Given the rebound that Japan has enjoyed 
in its equity markets, Farrell says that there 
have been “tremendous opportunities” for 
the strategy over the last 8 months: “Our 
synthetic calls have benefited from the rise 
in valuations and in extreme cases former 
deep out-of-the-money convertibles are now 
deep in-the-money; certain stock prices have 
tripled since November.”

Almost two years ago, Phalanx partnered 
with Chicago based HFR Asset Management, 
LLC (“HFRAM”) to launch a fund on the HFR 

Platform. According to Phalanx, this has 
resulted in a number of benefits, not least of 
which has been access to a wider selection 
of investors who appreciate the platform’s 
transparency.

“Investors like the liquidity that the fund 
offers by being on the HFR Platform, that 
otherwise would not be available to them. 
They take comfort in that. Partnering with 
HFRAM has given us access to investors we 
would not otherwise have,” stated Farrell.

Tom Sass, Managing Director, at HFRAM 
says that the HFR Phalanx Fund is a perfect 
example of how the HFR Platform creates 
mutually beneficial relationships with trading 
managers and investors.

“Our platform leverages the HFR market 
leading industry database to give us access 
to the best managers. By combining the 
market expertise of trading managers such as 
Phalanx, our platform’s operational structure 
and strong risk management results in a 
compelling investment opportunity,” says Sass.

The HFR Platform provides a number of 
separately managed accounts and investable 
indices representative of the broad hedge 
fund industry. On a daily basis, each portfolio 
is reconstructed from individual trades. The 
trade import and reconciliation process 
provides an operational structure that allows 
the HFR Platform to monitor investment 
guidelines and conduct robust risk analysis. 

“With position transparency, investors can 
see the P&L pattern of a fund, understand 
the drivers of performance and integrate 
that across the rest of their portfolio, 
allowing them to aggregate risk as well as 
performance for the portfolio. The platform’s 
transparency and liquidity (weekly or monthly) 
gives investors precision and flexibility.”

Tom Sass and Dan Farrell would like to 
thank the readers of HedgeWeek for voting 
the HFR CA Phalanx Fund as the Best 
Relative Value Convertible Bond Strategy, “it 
is an honour to be elected by your peers, 
who understand the challenges markets 
have provided in the last year.” n

Tom Sass, Managing Director, 
at HFRAM collected the award

www.hedgeweek.com


Hedgeweek USA AwArdS Special Report Jun 2013 www.hedgeweek.com | 9

market downturns, as well as a futures 
strategy based on the VIX (also known as 
the Fear Index which measures option price 
volatility on the S&P 500) that is designed to 
offset losses during option price spikes. 

“With the experience gained during the 
last decade’s volatility, and a decreasing 
expense ratio as AuM increases, we’re 
aiming to increase the annualised return over 
time,” says Monroe. 

Bayou City Capital is not just a short 
volatility strategy. The occasional market jolt 
is helpful to keep the fear and uncertainty 
premium present in the options landscape, 
confirms Monroe, who adds: “The art is in 
keeping dry powder available to apply in 
such events. We keep the portfolio delta-
long to capture stock market appreciation. 
Managing the trade-offs between short-
volatility and delta-long positions (and in the 
case of 2012, applying both) comprise the 
human discretion element of our strategy.”

The Fund has performed in lockstep with 
the S&P 500 this year – which is now up 
around 16 per cent YTD – although patience 
has been paramount for the team given that 
equity option prices have tumbled on the 
back of bullish sentiment. 

“In 2012, implied volatilities in option 
prices were higher than historical norms. 
This year, it is has been important for 
prudent execution in option-writing. If a 
market correction occurs and implied 
volatilities rise, this will grant us the 
opportunity to generate alpha over the 
second half of the year,” notes Monroe.

Monroe adds that the strategy now 
includes VIX futures as “effective hedges 
during quick panics. In the direst crises, 
the market’s liquidity allows us to close 
the Fund’s positions for a period of time 
until the market displays more favourable 
conditions.” n

Robert Hay founded Bayou City Capital LP 
in November 2000. Both Hay and William 
Monroe, who joined in 2011, represent the 
fund’s General Partner, Omni Trading LLC, 
a registered Commodity Pool Operator and 
Commodity Trading Advisor with the National 
Futures Association. 

The Fund’s trading origins lie in a natural 
gas physical storage option-writing strategy. 
Over the years, Hay experimented with 
various asset classes including the S&P 500, 
natural gas, as well as WTI crude oil futures. 
It was only in 2004 that the Fund adopted its 
current S&P 500 Option Overwriting Program, 
trading the S&P 500 futures market at the 
Chicago Mercantile Exchange. 

The Fund is focused on capital 
appreciation and is based on two key 
assumptions:
• Equity markets appreciate in the long term.
• Compared to historical volatility in 

the equity markets, stock options are 
overvalued based on the current market 
volatility their prices imply.

Expanding on the second assumption, 
Monroe explains: “Options carry an 
inherent risk/fear premium, not dissimilar 
from an insurance policy that creates an 
overvaluation for such contracts over a 
period of time. Over the years and several 
refinements to the strategy, we’ve stuck 
to option writing with near “at-the-money” 
options, not the tails of the market’s 
distribution. After the previous crises 
and shock events over the last six years, 
the Fund has adopted a more active 
management mindset.”

Since 2012, the Fund has introduced a 
series of safeguards to mitigate drawdowns 
during periods of market stress, such as 
in the summer of 2011 as a result of the 
Eurozone crisis. These safeguards include 
technical indicators to flag up potential 

Bayou City Capital LP
Best Equity Market neutral Manager 

William Monroe, Vice 
President, Bayou City Capital

BAyou c I ty  cAP ItAL
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global administrators. That’s creating a 
service gap, which is where the opportunity 
lies for us. 

“With this Maitland merger we really 
intend to be the leader in the mid-tier space.”

The reason why Admiral is well suited to 
mid-tier managers is not only because of 
the comprehensive service it offers (it has 
recently developed a Form PF and FATCA 
solution as well as enhancing its cash/
collateral management support in the middle 
office), but also because “we’re able to offer 
a higher touch approach at a competitive 
price point”, explains Watson.

“In addition, having an office in Cape Town 
gives us an enhanced back office capability. 
We have a six-hour time zone advantage 
on the East coast so we can do a lot of 
overnight processing and reconciliation for 
our clients and provide 9am reporting. These 
are things that bode well for us to continue 
providing quality service to US managers.”

Whether it is a startup trying to build a 
track record or a more established manager, 
one clear trend that has emerged in the US 
in the last few years is that more hedge fund 
managers understand the need to outsource 
functions to independent administrators. 

Watson comments: “It’s a trend I think 
we’ll continue to see as US managers 
strive to demonstrate independence and 
transparency in their efforts to raise capital 
from the bigger financial institutions and 
pension funds. 

“We want to own the mid-tier space and 
grow with managers, both established and 
emerging. I think we have the global depth of 
resources and the right service model to be 
able to make that happen.”

On winning the award, Watson comments: 
“We are honoured to be once again 
recognised by Hedgeweek for the quality 
of our service. It is a testament of the 
commitment to our clients to provide them 
with a tailored solution to meet all their 
needs.” n

The consolidation of Admiral Administration 
into the Maitland Group last October has 
proven to be a winning formula according 
to Canover Watson, Managing Director at 
Admiral (which has retained its name).

Following the industry collapse of 2008, 
it was important for Admiral to have more 
ballast in the market to appeal more 
readily to established managers and their 
institutional investors. “Being able to show 
that we’re part of a group with USD165billion 
in total assets is a clear benefit.

“It has also been of benefit to Maitland, 
who are leaders in the long-only space of 
fund administration. That they now have 
access to a best of breed hedge fund 
platform that has been recognised for its 
quality has opened them up to a wider 
market so the consolidation has worked well 
for both sides,” enthuses Watson.

Admiral’s approach has always been to 
provide a high touch, tailored service to its 
clients. At the same time, though, the firm 
has the technology platform, the expertise 
and the depth of experience to compete 
with the larger administrators. Finding the 
right partner that shared this client-centric 
philosophy was critical to Admiral when 
deciding to consolidate.

“We work closely with every client to 
deliver the right solution. We’ve built the 
platform around relationship management. 
We wanted to find someone that shared that 
same philosophy, which Maitland certainly 
does,” says Watson.

The result has been a year of good 
growth in the US market. In Watson’s words, 
Admiral are “moving up the food chain”, and 
whilst emerging managers remain an integral 
part of the business, Admiral is building 
traction and taking on more established 
managers. 

“Our sweet spot is for managers between 
USD100million and USD1billion in assets. 
The reality is that a USD200million manager 
today is being underserved by the largest 

Admiral Administration LLC 
Best north American Hedge Fund Administrator 

Canover Watson, Managing 
Director at Admiral
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may be an explanation for the overall 
better performance by US funds. If that is 
the case, US hedge funds would also be 
among the worst performers, making the 
case for the attractiveness of US hedge 
funds relative, rather than absolute, in the 
sense that it would depend on investors’ 
appetite for risk 

• Finally, the liquidity of the investments 
made by the funds and the sophistication 
of the US market may be a reason for 
the over-performance by US managers. 
Volumes traded are larger, markets are 
more efficient, the resulting information 
being reflected in the price of the 
investments faster than elsewhere. Due 
to their sizes, US funds are more able to 
invest worldwide than their counterparts; 
however, they would typically invest in 
US-listed stocks first, which are covered 
by more research analysts around the 
globe than non-US stocks. Shorting stocks 
in other parts of the world sometimes 
proves more difficult (e.g. in Asia), and 
this ease of trading, within one jurisdiction 
and under one regulatory umbrella, also 
contributes to the fact that, currently, 40% 
of hedge fund investments are targeted 
at the Americas, 10% at Europe and Asia, 
and 45% at global funds

The above features, as epitomised in the 
case of equity long/short funds, contribute 
to explaining why US hedge fund managers, 
who invest in the US as well as elsewhere, 
have tended to over-perform relative to their 
counterparts from other regions. 

While the results are based on hedge 
fund performance during the past 12 months, 
new entrants as well as incumbents have 
an interest in asking themselves to what 
extent these underlying explanations point 
to longer-term industry trends. To be more 
explicit, US hedge funds may represent a 
threat to their counterparts from elsewhere 
if they are found to be substitutes to the 
European offering. In a world where capital 
is mobile, one could presume investors tend 
to have more leeway over their investment 
targets, choose freely between products 
that meet similar needs, and are able to 
force hedge fund managers towards making 
improvements. A greater number of players 
within a global hedge fund market would 
contribute to a higher degree of competition 

and hence higher costs and less profit. Are 
US hedge funds offering a similar range of 
products to non-US hedge funds? Are they 
proving to be better at doing the same job? 

Meeting investors’ requirements
Looking at whether hedge funds have 
adapted to meet investors’ requirements 
involves drawing a line between US and 
non-US managers, both from the perspective 
of the need for liquidity and that of the due 
diligence process. 

Among the European investors surveyed, 
most say that US hedge funds do not fulfil 
need for liquidity in the post-crisis era. This 
lack of product adaption may be explained 
by the fact that the US investor base is 
more institutionalised than in Europe, with 
pension funds and other investors with 
long-term horizon reviewing their portfolios 
less frequently. This lack of liquidity from 
the fund to its investors certainly does not 
seem justified by the relatively high liquidity 
the fund has in relation to its investments; 
investors surveyed said that US equity 
long/short funds were more illiquid than in 
Europe, however, as mentioned earlier they 
invest in relatively more liquid markets. 

With access to capital easier in the US 
than in Europe or elsewhere, it is possible 
that US hedge funds have not needed to 
adjust to demand elsewhere, be it via the 
adoption of the UCITS model or otherwise. 
Thus, it appears that US hedge funds may not 
be substitutes to their European counterparts 
after all, since they address different 
consumer needs in different markets. 

5 
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from Europe, are appalled when they look 
at corporate governance of US hedge 
funds as compared with their European 
counterparts; they complain about the lack 
of voting rights and the fact that there are 
more hidden charges in the US; they also 
mention a greater possibility of abuse of 
soft dollar – “we, the investors, should not 
be paying for US hedge fund managers’ 
Bloomberg machines”, says one. 

So in spite of US hedge funds and hedge 
funds from elsewhere abiding by different 
sets of standards, the former remain 
successful. They are performing better and 
they are getting bigger, without an apparent 
need to increase the liquidity of their offering 
to investors or improving the quality of their 
operations to meet demand from outside 
the country. 

It has been said above that regulation may 
have an influence on investors’ behaviour 
– or, in Porter’s speech, on “consumer 
power” – resulting in large US hedge funds 
becoming even larger. However, a brief look 
at the table of best performing funds shows 
that their sizes may be small. This may be 
as a result of what Professor Ramadorai 
calls “the capacity constraint” larger funds 
are now facing, with its associated cap 
on performance. The combination of the 
relative over-performance by US hedge 
funds and smaller funds showing up in the 
performance raking table may also point 
to the idea that barriers to entry in Europe 
may have a part to play in explaining 
those results. 

The long term regulatory game
It has been written that regulation is not, 
in itself, “a force that shapes the industry”4. 
Rather, regulation has an impact on the 
competitive landscape because it modifies 
the strength of the five forces that shape the 
industry. In that sense, we described above 
how regulation has had an influence on 
how investors perform their due diligence, 
resulting in large US funds becoming 
even larger. 

Regulation has an impact on barriers 
to entry, which, according to respondents, 
is likely further to increase the divergence 
between the US and other markets, 
especially Europe. The following are all 
reasons why the impact of regulation is 

European hedge funds’ increasing 
liquidity over the past few years has been 
the only way to compete for local investors. 
While they have been able to differentiate 
themselves to keep the European segment 
of the market, that strategic move does not 
seem to have forced US hedge funds to do 
the same. This would tend to argue in favour 
of the existence of two distinct markets: one 
in which liquidity is a necessary condition 
and the other one where investors are 
agnostic to this factor. If this is true, the 
advantage US hedge funds have would, 
in part at least, stem from a combination 
of better availability of capital and relative 
indifference to liquidity, two luxuries their 
European counterparts do not benefit from. 

From a due diligence perspective, there 
also seems to be a split: 
• As Keith Black, PhD, CFA, CAIA, director 

of curriculum for the CAIA Association, 
puts it: in the US, “as hedge fund assets 
have increased, institutional investors have 
become a growing portion of AUM. As 
such, the idea of an ‘institutional quality’ 
hedge fund has effectively meant that the 
due diligence processes of institutional 
investors have provided a more important 
oversight of operational risks than the 
regulatory authorities. This has led to 
increasing concentration of assets in 
large funds that have the asset size 
and processes in place that are needed 
to pass the institutional due diligence 
process”.

  Here too, the investor landscape 
is somewhat defining the hedge fund 
offering and their relative performance; 
and here too, this results in different 
trends on either sides of the Atlantic. 
Due diligence being investor, rather than 
regulatory, driven would tend to infer that 
big funds are more likely to be successful 
in the US than elsewhere, a point which 
echoes the one made earlier on US funds 
reaching critical mass more quickly due to 
their longer history.

• In spite of this investor-led due diligence, 
which, in theory, ought to have raised the 
standards, investors are split. Some say 
that US hedge funds have more robust 
technology, and higher standards in terms 
of having the right software to allow for 
NAV reconciliation. Others, particularly  21
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Tom Davis, CEO at Meridian

Meridian Fund Services LLC 
Best offshore Hedge Fund Administrator

It’s been a great year for independently 
owned Meridian Fund Services. The 
announcement of being voted Best Offshore 
Hedge Fund Administrator in this year’s 
Hedgeweek US Awards, which took place in 
New York on Thursday 6 June 2013, comes 
on the back of also winning the European 
award back in March this year. 

At present, Meridian administrates 
approximately USD14billion in assets. It 
services 85 clients across 216 funds, which 
collectively have more than 5,650 separate 
investors. And while Meridian’s CEO, Tom 
Davis, says that the pipeline for new fund 
establishment in Bermuda and Cayman is 
looking good, he confirms that Meridian has 
slightly shifted its approach.

“Prior to 2008, we would first try to get 
the offshore business of a fund group and 
by doing a good job, then get their onshore 
business. Now we’re doing the complete 
opposite: we’re looking to get the onshore 
business through our New York office, and 
then assist our client with their offshore 
offering. 

“We then help them establish their own 
fund offshore, or going forward they can 
choose to join our new platform to give 
them time to grow and build a track record,” 
says Davis.

The platform that Davis refers to is a 
new construct, designed specifically to 
help support small emerging managers. 
Even though the industry is becoming more 
institutionalised, Meridian, as a mid-sized 
administrator, has an important role to play 
getting talent to market.

Explains Davis: “We feel we’ve come up 
with a great product that is going to help 
lower the barriers of entry for start-ups. It 
should go live in the next couple of months. 
I don’t like the word incubator but essentially 
it’ll be a platform for new managers to build 
a track record and then launch a full-blown 
fund structure further down the line.” 

As well as supporting new managers, 

Meridian has long been a champion of good 
governance. In that sense, it has been one 
step ahead of its competitors, given the high 
priority governance now has today. 

“What’s different now is that institutional 
investors are focused on return “of” capital 
as well as return “on” capital. So fund 
governance is becoming increasingly 
important. We have beefed up our existing 
governance group, and I’m pleased to report 
that the management groups that we’re 
dealing with recognise the importance of 
good governance.”

This is happening both onshore as well 
as offshore. The governance of US onshore 
funds is performed by a managing member if 
it’s an LLC, or a general partner if it’s an LP 
structure; either way it’s an entity controlled 
by the hedge fund manager. 

“Increasingly, managers are thinking, ‘For 
our offshore funds everybody expects us to 
have an independent board of directors, we 
should start doing that for our onshore funds 
as well’. 

“What we’re recommending to our clients 
is that they should appoint an advisory board 
for their onshore funds that has similar 
responsibilities to a board of directors of 
offshore funds. To achieve this, we have 
developed a prototype of powers and 
indemnities that can be formally transferred 
and/or bestowed by the general partner or 
managing member to the advisory board. 
We’ve been working with clients to help 
achieve this independent oversight role that 
institutional investors are increasingly looking 
for, and regulators may start to demand,” 
adds Davis. n
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“We feel we’ve come up with 
a great product that is going 
to help lower the barriers of 
entry for start-ups.”
Tom Davis
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 Jorge Hendrickson, Director 
of Sales and Business 
Development at Opus Fund 
Services

Opus Fund Services
Highly commended north American Fund Administrator

Since it opened its doors in 2006, Opus 
has become one of the industry’s leading 
independent and privately owned full service 
fund administrators, providing a solid 
technology framework to deliver automated, 
middle and back office support to asset 
managers across the globe.

This is nicely summed up in the firm’s 
strap line: One Platform. One Process. One 
Price. One Solution. 

Earlier this year, the firm, which already 
has offices in Bermuda, Chicago, Naperville 
and San Francisco, announced the opening 
of a New York office to focus, primarily, on 
business development. Heading up the office 
is Jorge Hendrickson, Director of Sales and 
Business Development. 

Commenting at the time, Opus President 
Stephen Giannone said: “Our New York office 
represents a natural expansion allowing Opus 
to deliver our award winning Opus ONE 
offering directly to the local fund community.”

When it comes to gauging success, most 
administrators point at client growth, client 
retention, client feedback, technology, and 
relationships. In that regard, Opus is no 
different. When asked to give his scorecard 
assessment for the past 12 months, 
Hendrickson states: “The past 12 months 
have been very exciting, with our client 
base having grown by over 50 per cent and 
continued industry recognition for our ONE 
service offering.”

With respect to technology, last September 
Opus introduced the “Recon3” solution. This 
allows Opus to perform daily, automated trade, 
position and cash reconciliations between a 
fund manager, their prime broker(s) and Opus 
records, for an unlimited number of accounts. 

Recon3 is a proprietary reconciliation 
engine developed in-house by Opus, 
underscoring its technology expertise. Using 
a comprehensive SQL-based definition and 
matching engine, Recon3 creates a unique 
identifier to allow 3-way reconciliations 
between the fund manager, prime broker and 
fund administrator.

“Funds appreciate our approach to client 

service, our proprietary technology and 
ethical pricing,” says Hendrickson, who 
believes that part of the reason for client 
growth has resulted from the dislocation 
and consolidation in the fund administration 
space, allowing it to capture “a meaningful 
percentage of the overall launch activity, both 
domestic and offshore”.

What has also helped Opus is identifying 
growth areas and prepare itself appropriately 
to capture opportunities where others have 
not. “An example of this is the growth in 
Managed Account Platforms. As investors look 
for new ways to allocate capital to managers, 
this structure has become increasingly popular. 
Opus has been able to foresee this trend and 
provide a custom technology solution.”

Staying technologically nimble has 
enabled the Opus proprietary platform to 
continuously develop to meet clients’ ever-
changing needs. “This gives us the ability to 
create custom solutions, integrated directly 
into our SSAE16 compliant process, to 
meet the regulatory challenges and investor 
demands our clients face today. We are able 
to build what we need to service our clients, 
rather than be forced to use a technology 
firm’s rigid interpretation of their client base 
requirements,” says Hendrickson.

This customised approach is becoming 
an increasingly important diversifier 
when managers are selecting which 
administrator(s) to work with.

“The more we know about a client’s 
business, the better we can identify ways 
to help managers during all parts of their 
lifecycle. We are strong believers that this is 
a relationship business. When coupled with 
robust technology, we are able to work with 
funds of all types, structures and sizes.”

It seems to be working. In June alone, 
Opus had 15 new launches, with Hendrickson 
confirming that the summer of months of July 
and August – traditionally a quiet period – are 
looking to be “just as busy”.

“Overall, our focus over the next 12 
months is simply to continue our award-
winning work.” n
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Jack Seibald, principal at 
Concept Capital

Concept Capital Markets LLC
Best Prime Broker

The market rally in 2013 hasn’t necessarily 
translated into significant trade volumes 
among hedge fund managers. This is 
primarily due to the fact that the market’s 
one-directional, low volatility performance is 
less fundamentally driven and more fuelled 
by central bank action; something that hedge 
fund managers, especially fundamental 
equity shops, really do not enjoy. For clients 
of Concept Capital, one of North America’s 
leading introducing brokers, things are no 
different.

As one of the principals of Concept 
Capital, Jack Seibald, explains: “The 
overwhelming topic of conversation 
continues to be whether the Fed and 
other central banks will continue to buy 
enormous amounts of securities every 
month, or whether they will “taper” that 
activity some time in the near future. It’s 
hard for managers to trade in this kind of 
market when it’s being driven by something 
exogenous.”

One feature of absolute certainty for 
Concept Capital this year is that in terms 
of winning new mandates among emerging 
managers, it has been one of the best in 
Seibald’s memory. 

“The interest in emerging managers, from 
what we see, has increased. It’s not just 
family offices and fund-of-funds looking to 
allocate, but also larger, historically more 
conservative investors such as endowments 
and pension funds, in part because these 
managers, as a group, are outperforming 
their larger brethren,” says Seibald. 

To call these managers “emerging” is, 
perhaps, a slight misnomer. Although some 
will be prop desk traders with no specific 
hedge fund experience, many hitting the 
street are 2nd generation hedge funders 
who have cut their teeth in well-established 
hedge funds. 

“They are known in the industry and 
they’re attracting a higher calibre of investor. 
They’re launching with a materially higher 
AuM base and that makes them more 

viable. For us, the first four months of 2013 
have been the best we’ve seen in terms 
of winning new mandates from emerging 
managers.

“Most are long/short equity managers, 
sector specialists, but we’ve also taken on 
managers with fixed income, distressed and 
event-driven strategies as well.”

So why are these emerging managers 
flocking to Concept Capital? 

Largely, it is because the firm has 
significantly ramped up the depth and quality 
of its offering in recent years. Getting that 
message out there takes time to disseminate 
but the traction enjoyed by Concept seems 
to suggest that this is now being realised. Of 
course, winning industry awards also helps 
reinforce Concept’s reputation among the 
investment management community. 

“We are excellent partners to hedge 
fund managers and their other service 
providers. We do a lot of consulting work 
with managers as they prepare to launch so 
that by the time they engage legal advisers, 
administrators, auditors, IT and other 
infrastructure service providers, managers 
are well informed of their needs and have 
an appropriate level of expectation regarding 
their launch. We provide a value-added 
service to hedge fund managers during the 
early stage of launching the fund that proves 
quite helpful,” explains Seibald. 

“Our reporting capabilities have also 
played an important role in our client service. 
We make life easier for managers, and 
in turn their auditors and administrators, 
because we can provide clean data in a 
standardised format, which helps significantly 
when they are striking a fund’s NAV and 
conducting audits.” 

On winning the award this year, Seibald 
comments: “At Concept Capital we aim to 
earn our clients’ business every day by 
serving as a trusted and loyal partner, and 
it is very gratifying for our entire team to be 
recognised by Hedgeweek for the services 
we provide them.” n
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Lyxor Asset Management 
Best Managed Accounts Platform

For US managers, there are two distinct 
advantages to being on the Lyxor MAP. The 
first, and most obvious, is global distribution. 
That Lyxor has a reach in all major global 
financial markets opens the door up to 
managers that might otherwise not be 
open to them. The second is the enhanced 
reputation that managers can enjoy, in the 
eyes of potential investors, by being on 
Lyxor’s MAP.

“It’s a seal of approval for managers 
who can demonstrate to the investment 
community that they comply with the 
rules and strict guidelines established and 
enforced by Lyxor: this is clearly something 
that has more value in today’s regulated 
environment,” notes Keller. 

On performance this year, Kellar adds 
that among US managers three strategies 
have benefited the most from market 
conditions so far in 2013: long/short equity 
strategies, special situation strategies, and 
merger arbitrage (M&A focused event-driven 
strategies).

“Our long/short equity variable bias 
managers are currently holding an 80 per 
cent net long position, which is historically 
very high,” confirms Keller. “They have 
been reaping the benefits of a strong S&P 
500, and had a nice run. Merger arbitrage 
managers are well represented on the 
platform, and this year there has been 
success for managers targeting the large 
mega deals in Q1, as well as those focused 
on smaller deals. 

“There is not as much beta in these event-
driven strategies and we have a number of 
managers in double-digit territory already 
this year.”

On winning the Hedgeweek US award 
for Best Managed Account platform for the 
second consecutive year, Keller enthuses: 
“We are very proud. For Lyxor this is 
great recognition and shows that we have 
established ourselves in the US market. That 
is of utmost importance to us.” n

Lyxor’s Managed Account Platform is the 
industry’s largest individual commingled 
managed account platform. With over 100 
managers running a diverse range of hedge 
fund strategies, the Lyxor MAP is committed 
to providing its investors – fund-of-funds, 
pension funds, insurance companies, private 
banks – with access to a universe of best-in-
class talent. 

Total AuM on the single managed account 
business is approximately USD11billion (as of 
end 2012). 

Approximately two thirds of the managers 
on the platform are headquartered in the US, 
and thanks to the market leader reputation 
Lyxor has built over the 15 years of its MAP 
history, it is fast establishing a firm footprint 
in the North American market. 

“The Lyxor MAP is helping to position 
us as a solution provider in the US, but 
it goes further than that. At Lyxor Inc in 
New York we offer advisory services and 
FoHF solutions, we have analysts and an 
operational due diligence department. That 
is something we are keen to emphasis to 
the marketplace,” says Stefan Keller, Head of 
MAP Research & External Relations at Lyxor. 

Recognition that Lyxor’s reputation is 
growing in the US is evidenced by the fact 
that it was recently awarded a mandate from 
CalSTRS (a US-based institution). 

With US hedge funds returning to form 
this year, in terms of performance, coupled 
with a willingness for US institutions to 
increase their allocations to alternative 
investments, this is a fertile time for Lyxor, 
and as Keller confirms: “We see a lot of 
potential for expansion in the US (with 
respect to US managers). We are working on 
a number of projects. But while institutions 
remain the biggest target, we are also able 
to offer investment solutions for 40 Act 
funds (mutual funds) to cater for private 
bank clients and retail investors. We are in 
discussions with some of the largest US 
fund distributors currently.”

Stefan Keller, Head of MAP 
Research & External Relations 
at Lyxor
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Tiger Management
Best Seeding Platform

Founded by hedge fund titan Julian Robertson 
in 1980, Tiger Management LLC became one 
of the most successful and lauded hedge 
funds. At its peak in 1998, Tiger Management 
was running USD22billion in assets. 

In 2000, Robertson decided to take a step 
back and return money to external investors. 
Tiger Management LLC took the form that 
continues to this day, primarily as an investor 
and seeder of other hedge funds. 

Gill Caffray re-joined Tiger Management 
LLC as chief investment officer in 2011. In 
addition to Caffray, Robertson’s son, Alex 
Robertson, became president and COO 
of Tiger Management LLC this January, 
succeeding John Townsend, who now serves 
as a senior adviser to Tiger. 

Over the last decade, Robertson has 
backed a number of former employees 
who have gone on to create their own 
highly successful funds, thanks to the 
unique experience of having worked under 
Robertson. Affectionately referred to as 
“Tiger cubs”, these managers include such 
luminaries as Lee Ainslie (Maverick Capital), 
Andreas Halvorsen (Viking Global Investors), 
and Lone Pine’s Stephen Mandel. 

In total, Robertson has backed 
approximately 40 hedge funds. These 
investments extend into private equity as 
well: Emil W. Henry Jr’s Tiger Infrastructure 
Partners was established in 2009, also with 
backing from Robertson. 

One of Robertson’s most recent “Tiger 
cubs”, Chase Coleman’s Tiger Global 
Management LP, was the top performing 
hedge fund in 2011 according to Bloomberg’s 
100 Top-Performing Large Hedge Funds 
report, released in February 2012.

Having created such a formidable hedge 
fund dynasty and backed so much talent, 
a couple of years ago Robertson decided 
to launch a new seeding fund – Tiger 
Accelerator Fund – to be managed by Tiger 
Management Advisors. 

As reported by Reuters in April 2011, 
the Tiger Accelerator Fund launched with 

USD230million to back an initial portfolio of 
six managers that were seeded by Robertson. 
The fund reached its target of USD450million 
on the back of strong investor demand with 
investors clambering to get a stake in the six 
long/short equity managers and a share of 
the 8 per cent of general partner revenue in 
exchange for a two-year capital lock-up. 

The managers selected for the seed 
portfolio include: Tiger Veda, Cacabel, Long 
Oar, Tiger Eye, Tiger Ratan and Teewinot. As 
the name of the fund suggests, these funds 
have been up and running for some time 
and have established track records. Each 
has benefited from receiving “acceleration 
capital”, which helps boost their total AuM, 
the aim being to help them reach a critical 
size more quickly and therefore appeal more 
to large institutional investors. 

Asked what managers need to 
demonstrate to stick out from the crowd and 
be considered by Tiger Management LLC, 
Alex Robertson says: “Tiger Management 
looks for a well-thought-out business plan 
and vetted investment strategy.  Tiger 
Management seeks to identify talent and 
values high processing skills, emotional 
intelligence and competitive tenacity.”

On Tiger Management LLC winning the 
award for Best Seeding Platform, Robertson 
adds: “We appreciate Hedgeweek’s support 
and will continue to work hard to earn its 
respect and the respect of our peers in the 
investment business.” n
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“In total, Robertson has backed 
approximately 40 hedge funds. 
These investments extend into 
private equity as well: Emil W. 
Henry Jr’s Tiger Infrastructure 
Partners was established in 
2009, also with backing from 
Robertson.”
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CurAlea Associates LLC
Best risk Management Software Provider

Ort notes that CurAlea seeks to add value 
not only in each portfolio analysis, but also 
in a temporal risk analysis that shows a 
portfolio manager’s ‘risk footprint’ over time. 
“As we are now in our third year with some 
of our clients, we have accumulated enough 
data to show how a PM’s risk profile has 
changed over time and in different market 
environments,” says Ort. “Volatility levels at 
the end of Q1 this year were similar to last 
year. If a manager’s risk profile is materially 
different from 12 months ago we can explore 
the reasons why. What were they thinking 
about differently last year? That’s a useful 
conversation to have.”

CurAlea spends a fair amount of time with 
clients on how to size positions in a risk 
efficient fashion. Most clients use CurAlea’s 
analysis as another tool in their portfolio 
construction process. When CurAlea’s 
analysis is consistent with the PM’s 
conviction level based on their fundamental 
analysis, it can give the PM more confidence 
to adjust a position size. “Some managers 
use our analysis to make active changes in 
their portfolio whereas others prefer to use 
it as an additional tool in their overall risk 
framework,” says Ort.

On winning the award as best risk 
management software firm for the second 
consecutive year, Ort articulates: “It is 
particularly rewarding to win the Hedgeweek 
Award again because the selection process 
for the award is driven by our clients.” n

CurAlea Associates LLC has been named 
the Best Risk Management Software 
Firm for the second consecutive year. 
The Hedgeweek USA Awards recognise 
excellence among hedge fund managers 
and service providers around the world as 
determined by the votes of Hedgeweek’s 
41,000 subscribers.

Princeton, New Jersey-based 
CurAlea Associates LLC was established in 
2010 by Seb Calabro and Peter Ort to provide 
risk advisory services to hedge funds and 
other buyside clients.  The firm delivers high 
touch, high value-added services to clients 
via quantitative portfolio risk analyses and 
qualitative interpretations of portfolio risk.  

CurAlea’s hedge fund clients are principally 
fundamental equity long/short managers and 
have aggregate AUM of approximately $30 
billion. While hedge funds remain the primary 
area of the firm’s focus, CurAlea has also 
been retained by banks and family offices for 
hedge fund due diligence, risk analysis, and 
asset allocation consulting. CurAlea works 
with clients on a project specific basis and on 
an ongoing retainer basis.

Ort notes that falling correlations across 
asset classes and among sectors and stocks 
have provided a favourable backdrop for 
CurAlea’s hedge fund clients in 2012 and 
2013. “This provides a better environment for 
stock picking and generating alpha,” says 
Ort. He further notes that recent low levels 
of realised volatility cause traditional portfolio 
risk estimates such as VaR to understate 
potential losses and that hedge fund 
managers should focus more on stress tests 
and scenario analyses in this environment. 

As part of its ongoing risk consulting 
services, CurAlea helps hedge fund 
managers better understand both aggregate 
portfolio risks as well as risk contribution at 
the sector and position level. CurAlea also 
offers perspective on whether client portfolio 
risk levels are consistent with their long term 
return objectives. Importantly, CurAlea has 
the ability to customise its analysis to meet 
specific client needs and requests. 

Peter Ort, founder at CurAlea 
Associates (left) accepts the 
award from Hedgeweek’s 
Malcolm Dunn

curALEA  ASSoc IAtES

Additional information is 
available at  
www.curaleaassociates.com.

www.hedgeweek.com
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SunGard VPM LLP
Best Fund Accounting and reporting Systems Firm

Hedge360 improves both investment 
decision-making and operational efficiency 
while helping customers manage risk, 
increase transparency and establish 
institutional credibility from a single solution. 

The solution suite has become especially 
attractive for firms looking to offset 
infrastructure requirements so they can 
focus on generating alpha and meeting 
investor demands. The solution suite can 
be delivered on a Software-as-a-Service 
basis or fully installed; enabling customers 
to create a fully customised solution by 
selecting required features and functionality 
as components that include portfolio 
management, valuation, risk management, 
compliance, portfolio accounting, 
reconciliation and client reporting.

Manual processes are no longer workable 
for hedge funds; to achieve regulatory 
compliance they need advanced, automated 
portfolio management and accounting 
solutions. Even more importantly, technology 
can put them in a stronger position to meet 
increased investor due diligent requirements 
with added value through customised and 
tailored solutions. In fact, the hedge funds that 
demonstrate robust institutional operations 
are now the most likely to maintain lucrative 
fee structures – and, in doing so, survive the 
market’s current challenges.

Operational efficiency is, says Alintoff, 
about having accurate information that can 
be delivered in a timely fashion.

“When a manager asks the back office ‘I 
need to know my exposure to IBM right now’, 
they simply run the report for IBM, get the total 
exposure and the manager gets his answer 
straight away. It is a one-click process.”

On winning this year’s award, Alintoff 
comments: “Today, firms must focus 
more closely on the way they manage, 
synchronise and report complex flows of 
data. We will continue to strive to provide all 
of our hedge fund customers with automated 
processes to simplify workflow and ultimately 
reduce the potential for operational risk.” n

It’s been a positive year for SunGard’s hedge 
fund business, which secured a number 
of large new customers including Industry 
Funds Management (IFM) in Australia. 

Two of the primary drivers behind this 
success are the continued popularity of 
VPM, the company’s portfolio accounting 
and reporting system, and Hedge360, a 
modular, integrated platform that launched 18 
months ago. 

VPM and other solutions within the 
SunGard suite are able to integrate 
seamlessly into Hedge360, which gives 
hedge fund managers a complete front to 
back office solution. 

With respect to VPM, SunGard has 
focused closely in recent years on 
enhancing its capabilities in lockstep with 
the evolving complexity of global markets 
and how managers managed complex multi-
currency portfolio accounting and reporting 
requirements. 

Scott Alintoff, COO of SunGard’s VPM 
realises that the hedge fund landscape has 
changed dramatically in recent years. Hedge 
fund start-ups are smaller and managers 
need more value for the dollars they spend. 

“Prior to 2008, managers bought ‘best-
of-breed’ models and hired a lot of people 
internally, but for the most part this does not 
happen anymore.

“Today, it is really a one vendor story. 
When hedge fund managers spend money 
on technology they want to get value across 
the board. Hedge360 allows us to deliver 
portfolio and risk management, accounting 
and investor allocations in a seamless way. It 
is a compelling offering for the new breed of 
fund managers.

“There are still times when a hedge fund, 
that has been in the business a while, will 
look to replace just their accounting system. 
But Hedge360 is creating a lot of buzz and 
fuelling a lot of our growth for firms that 
are looking to support the full investment 
lifecycle across front, middle and back-office 
processes.” 

Scott Alintoff, COO of 
SunGard’s VPM

SungArd VPM

www.hedgeweek.com


Hedgeweek USA AwArdS Special Report Jun 2013 www.hedgeweek.com | 21

Overv i ew

manager.  The AIFMD only allows funds 
(including private equity and hedge funds) 
to be marketed to EU investors if the 
fund’s manager has been authorised by 
a specified EU regulator. Once managers 
have complied with EU regulations, the 
funds are available to a broader group 
of investors than is the case in the 
US”. Meeting the EU requirements is 
anticipated to be more expensive, as the 
upcoming European framework seeks to 
protect a broader range of investors 

• Some respondents, investors and 
suppliers (brokers) alike, say that the 

likely to be lighter in the US than elsewhere, 
resulting in relatively lower barriers to entry 
in the US: 
• As Keith Black said: “The US takes quite 

a different view of hedge fund regulations, 
focusing on investors rather than fund 
managers.  For most of the history of 
hedge funds in the US, hedge fund 
managers were not required to register 
with the SEC.  However, the passage of 
the Dodd-Frank Act in 2010 now requires 
all managers with assets over $150 million 
to register with the SEC. In Europe, 
hedge fund regulation focuses on the 

12 

Top three performing hedge funds in each category, 2012

Strategy	 Sub	category	 Fund	Manager	 AUM	(USDm)	 Region

Macro  MC Capital Management 0.51 US

  Swiss Seagull 3.76 Switzerland

  Paramount Capital 2.09 US

Event driven Activist Lawndale Capital Manager 25 US

  Jana Partners 4397.4 US

  Jana Partners 4397.4 US

 Merger arbitrage Paulson & Co 18,000 US

  Paulson & Co 18,000 US

  Cigogne Management 819 France

 Distressed Schultze Asset Management 220 US

  Schultze Asset Management 220 US

  HG Vora Capital Management 543 US

 Multi strategy JJN Capital Advisors 3 US

  White Indian Trading Company 3 US

  Numen Capital 151 UK

Relative value Convertible bond arbitrage Stratton Street Capital 1,150 UK

  Stratton Street Capital 1,150 UK

  GAM 53,000 Switzerland

 Volume arbitrage Ansbacher Investment Management 22 US

  Cedarcroft Capital 2.1 US

  LJM Partners 324 US

 Fixed income arbitrage Citi Capital Advisors 19,200 US

  International Investment Advisors 60 US

  Armored Wolf 760 US

 Multi strategy Lufkin Advisors 850 US

  Barnegat Fund Management 690 US

  Karya Capital Management 470 US

Equity Short bias Analytic Investors 6,253 Canada

  Silvercreek Management 190 US

  Doherty Advisors 350 US

 Market neutral Voleon Capital Management 4.9 US

  Omnia Trading 4.87 US

  Opus Partners 65 US

Sources: CAIA (the categories used for the purpose of this table are those listed in the CAIA textbook, and which Keith Black 
kindly shared with us. http://caia.org/caia-program/curriculum); various

www.hedgeweek.com
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enhanced degree of fragmentation for now 
and for a few years to come. Understanding 
those differences and incorporating them in 
strategic planning is a worthwhile exercise for 
emerging and established managers alike. n

Marianne Scordel founded Bougeville 
Consulting in 2009 to assist alternative fund 
managers with their business strategy. This 
includes providing assistance to hedge 
fund managers in finding cost effective 
solutions to compulsory changes (e.g. those 
pertaining to the regulatory environment) 
and in enhancing commercial opportunities 
– adapting products, structures, or the 
marketing thereof. Prior to this, she worked 
for Nomura and for Barclays Capital. She is 
an Alumna of St. Antony’s College, Oxford. 

Footnotes:
1. This is a reference to “The Five Competitive Forces 

That Shape Strategy”, by Michael E. Porter, Harvard 
Business Review, January 2008. According to M. E. 
Porter, the five forces that shape strategy are: threat 
of entry, power of suppliers, power of buyers, threat 
of substitutes, and rivalry among existing competitors. 
http://hbr.org/2008/01/the-five-competitive-forces-that-
shape-strategy/.

2. The author is a co chair of LISIG, the Legal Issues 
Special Interest Group at CFA Society of the UK. 
http://www.linkedin.com/groups/CFA-UK-Legal-Issues-
Special-4653595/about.

3. See previous article in hedgeweek: http://www.
hedgeweek.com/2013/02/04/179867/investors-what-are-
their-investment-targets.

4. “The Five Competitive Forces That Shape Strategy”, by 
Michael E. Porter, Harvard Business Review, January 
2008. http://hbr.org/2008/01/the-five-competitive-forces-
that-shape-strategy/.

cost of regulation will not only impact the 
fund directly, but will also have a negative 
effect via others having to comply, and the 
resulting changes in the market structure. 
For example, requirements imposed on 
brokers will change the cost of trading. 
The extent to which these costs are 
passed on down the supply chain will 
ultimately impact the viability of the 
business by making it more expensive to 
be in, either directly, or via the redefinition 
of the brokerage industry and the number 
of players in it able to supply services to 
hedge fund managers 

• Finally, a less expensive framework in 
the US than in Europe means that the 
AUM required to start up a fund will be 
lower in the US, thus favouring smaller 
funds thanks to a more manageable level 
of barriers to entry. This point seems to 
nuance the one made previously relating 
to the size of US hedge funds. However, 
it concurs with Professor Ramadorai’s 
thesis; it also echoes the fact that many, 
among the top three hedge funds in each 
category, are relatively smaller funds. 

From the above it appears that US hedge 
funds are, from many respects, different 
from their counterparts from elsewhere 
in the world. While the mobility of capital 
would tend to argue in favour of a single 
market for hedge funds worldwide, the 
increasingly regional regulatory framework, 
as well as investors’ preferences, shows an 

www.hedgeweek.com
http://hbr.org/2008/01/the
http://www.linkedin.com/groups/CFA-UK-Legal-Issues-Special-4653595/about
http://www.linkedin.com/groups/CFA-UK-Legal-Issues-Special-4653595/about
http://www.hedgeweek.com/2013/02/04/179867/investors
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Liquidnet Inc
Best north American trading Venue

USD176million in one name; we’re the largest 
block trading venue in the world and the 
average trade in dollar value, in every market 
we operate in, is about USD1million, which 
translates to 40-45,000 shares.

“There’s no other trading venue in the 
world that could support block trades that 
big. We also make trading globally easy. 
We recently had a USD20million cross in 
Turkey, which is a new market for us and 
by comparison, a much thinner market 
to the UK or US. So in good markets or 
bad, developed or emerging, buy-side 
institutions come to us because this is 
where they can access the liquidity that 
they need to get their large trades done,” 
explains Kelly. 

The Philippines and Turkey were added to 
Liquidnet last year, and this year has already 
seen the addition of Thailand as the firm 
continues to broaden out its global network.

As well as meeting the block liquidity 
needs of its members, Liquidnet has 
developed a commission management 
solution, which for most institutions is the 
second major issue they face.

“What we find is that increasingly with 
hedge funds, they require a great deal of 
information and research to feed their ideas. 
We are doing a number of things to allow 
our members to simultaneously get the best 
execution for block trades, and provide the 
tools for them to be able to pay their bills 
across a wide range of service providers, be 
they boutique or full-service firms. 

“The ability to execute and provide 
commission management at the same time 
is a very compelling proposition,” adds Kelly.

On winning the award this year, Kelly 
comments: “Our mission is to make global 
markets more efficient in order to drive 
investment performance for the world’s 
leading institutional investors through our 
global network. This award reinforces the 
unique value we deliver in the market.” n

New York-headquartered Liquidnet is a global 
institutional trading network that connects 
buy-side institutions to global equity markets. 
As such it supports the primary need of 
institutions: to buy or sell large blocks of 
stock in a secure, anonymous fashion with 
minimum price movement. Today, Liquidnet 
connects more than 700 of the world’s top 
asset managers to execute their business 
across 42 markets spanning five continents. 

With US and European equity markets 
performing strongly in 2013, the flow of funds 
into off-exchange venues like Liquidnet 
is rising as institutions take on higher 
conviction. 

“There are more funds flowing into 
equities generally, and a significant 
proportion of that is going international. 
That’s an ideal situation for a firm like ours 
which has one of the largest and strongest 
international institutional trading networks 
designed for the buy-side. The numbers we 
reported for Q1 2013 are testament to this,” 
says John Kelly, Chief Operating Officer. 

In Europe, total principal traded was over 
USD22.6billion in Q1. That’s a 64.7 per cent 
increase on Q4’12. In Asia, overall principal 
traded exceeded USD5billion for the first 
time, marking a 20 per cent increase over 
last quarter. In the US, average daily volume 
was up by 25 per cent over last quarter, 
averaging 44 million shares per trade.

The benefit of trading anonymously 
means institutions can prevent the market 
from moving against them. This is evidenced 
by the fact that even though year-on-year 
trading volume in European equities is down 
7.5 per cent for Q1, for the same period 
Liquidnet has seen its trade volume climb 35 
per cent. 

“Our model is built for the largest scale 
investors who trade in blocks that generally 
reflects market conviction. Just recently 
in London, on a single day, we facilitated 
trades between two Members that totalled 

John Kelly, Chief Operating 
Officer at Liquidnet accepted 
the award

L Iqu IdnEt
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AncH In ,  BLock &  AncH In

Anchin, Block & Anchin 
LLP

Best north American Accounting Firm

that may be more appropriate or tax efficient 
for fund managers. So potentially, I think 
you’ll see changes in the way funds and the 
related fees are structured. 

On providing a high-touch service, 
Rosenthal says that the focus is on 
understanding its clients’ needs: “We 
customise our relationships on a client by 
client basis, whose needs truly differ from 
fund to fund. Some clients want significant 
input from the partner, others don’t. We 
structure our interactions in a way that 
we believe can be most beneficial to 
our clients.”

One important area for the firm is 
supporting start-up managers and helping 
them instil best practices from day one. 
“Many have never run their own business 
before and have no experience dealing with 
tax and regulatory compliance issues. We 
provide advice on how to run their business 
so that the transition to becoming registered 
is seamless.”

Building strong relationships lies at the 
heart of the firm and has helped it cement 
a higher than average retention rate within 
the industry. The goal is to work with clients 
long term, and this means being disciplined 
when taking on start-up managers. 

As Rosenthal confirms: “I’ve talked some 
people out of starting a fund or suggested 
a more cost-effective solution, testing the 
waters to start. It’s not a good investment 
spending a significant amount of money 
during the initial start-up phase if your 
strategy doesn’t work quite as well as 
you hoped, or doesn’t appeal to potential 
investors. We are selective when working 
with new managers. A large percentage 
of our referral business comes from our 
existing client base.” n

This is the second consecutive year that 
Anchin, Block & Anchin LLP has won this 
award, complementing three straight years 
as Best North American Accounting Firm. 
According to Jeffrey Rosenthal, CPA, Partner-
in-Charge of Anchin’s Financial Services 
Group, it’s no fluke: “I believe it truly reflects 
the level of commitment to service that we 
provide to our clients. We’re not commodity-
driven. What sets us apart in auditing, tax 
and advisory services, and accounting, is 
our level of attention and high partner touch 
ratio. Our partners get to know the fund 
managers and their perspectives. We’re 
proactive in dealing with tax planning issues, 
and explore what are the best options 
available to our clients.” 

The Financial Services Group launched 
more than 35 years ago and includes 
ten partners and more than 50 dedicated 
professionals. It works with over 350 hedge 
funds, mutual funds, private equity funds, 
funds-of-funds, master-feeder funds, broker/
dealers and family offices. Financial Services 
is Anchin’s largest industry practice. This has 
helped the firm develop a leading reputation 
in the business community. 

The philosophy of the firm is to deliver a 
broad array of proactive solutions to clients. 
There are no technical silos, bur rather an 
integrated team approach. This proactive 
stance was demonstrated towards the 
end of last year when the US undertook a 
change in tax policy the firm made sure all 
of its clients were kept in the loop, and as 
Rosenthal explains:

“We believe that taxes for fund managers 
and investors will rise but to what extent 
we can’t say yet. Once the preferential tax 
treatment of carried interest is finally put to 
rest there will be other structures created 

Jeffrey Rosenthal, CPA, 
Partner-in-Charge of Anchin’s 
Financial Services Group
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Turnkey Trading Partners
Best north American regulatory Advisory Firm

who goes on to state that the firm this year 
has been fielding a lot of calls from clients 
looking to set up swap funds. 

“Our customers are looking to bring 
smaller investors into the swap market 
which has traditionally been an institutional 
space. That’s where the bulk of our time and 
research has been spent so far this year.”

As it’s name suggests, Turnkey’s 
core business has been developing 
emerging managers, who have little or 
no infrastructure, and helping brokerage 
clients integrate their day-to-day operations. 
Providing a start-up package enables 
customers, says Bibbings, to leverage the 
company’s expertise, saving them both time 
and money. 

“Clients are incubated until they are 
introduced to our more established clientele.

“Our services let managers and brokers 
worry about what they are best at: trading 
and raising money. Our goal is to focus 
on what we’re best at: operations and 
regulation. No pun intended, our customers’ 
experience with us was designed from day 
one to be ‘turnkey’.” 

Bibbings says that one of the key 
concerns of hedge fund managers 
with respect to OTC swap clearing is 
the additional cost of having to post 
initial margin. 

“Our clients are increasingly concerned 
about the rigidity of futures contracts. Namely 
that there might be fewer opportunities for 
them to hedge using contracts with the right 
terms or notional size relative to what they 
would have had in the OTC market. Some 
estimations suggest it could cost as much 
as five times more to bring OTC swaps into 
the cleared space.”

On winning the award, Bibbings says: “It’s 
a huge honour and a direct reflection of the 
quality of our work to be selected. I hope 
we’re able to continue to satisfy our clients 
and win many more of these awards in the 
years ahead.” n

Being based in Chicago is ideal for a firm 
like Turnkey Trading Partners that specialises 
in supporting the many needs of derivatives 
firms looking to operate within the CFTC and 
NFA regulatory environment. 

The firm’s founder, James Bibbings, says 
that it is a pre-requisite that all members 
of staff have “an extensive background in 
derivatives operations before joining us. Our 
depth of experience in the derivatives space 
means that when new regulations come 
out we can quickly discern their impact, 
both operationally and from a regulatory 
perspective, for our clients.”

Turnkey provides regulatory consulting, 
brokerage and fund accounting, as well as 
marketing solutions to name a few of its 
many service offerings. “Our people have 
experienced firsthand virtually everything 
there is to experience within the derivatives 
market. Any problem that might come up 
we’ve probably dealt with it previously.” 

Turnkey’s industry involvement has 
placed it at the forefront of regulatory 
change. Bibbings couldn’t get into specifics 
but indicated a Turnkey swap brokerage 
customer was recently utilised as an 
NFA model for its ongoing swap audit 
practices; only the second swap firm in 
United States’ history to be reviewed by its 
new regulator.

Turnkey is a “go-to” provider for clients 
faced with the onerous task of deciphering 
and implementing the CFTC’s evolving Dodd 
Frank regulations; principally with respect to 
OTC clearing and what is being termed the 
“futurisation of swaps”.

“We believe Turnkey is at the cutting edge 
of developments in the move towards the 
OTC clearing of derivatives. Early last century 
the stock market was the main asset class 
for investors to create wealth, in the 60s and 
70s that asset class was futures. Then it was 
cash commodities, international currency 
trading, and now I firmly believe the next big 
opportunity lies in swaps,” says Bibbings 

James Bibbings, founder of 
Turnkey Trading Partners 
accepted the award
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Walek & Associates
Best north American Public relations Firm

has brought reputation and its critical role in 
brand building into even sharper relief as we 
look at what’s ahead for hedge funds.   

In a recent white paper entitled “Risk off: 
What Hedge Funds Need To Do About The 
JOBS Act,” Walek asserts that hedge fund 
managers must focus on understanding the 
JOBS Act, on what it allows, and get to work 
now formulating the best course of action to 
take in anticipation of these changes.

“Regardless of whether or how a firm 
responds to the JOBS Act, the industry itself 
will change in the months and years ahead. 
The essential role of reputation and its place 
in forging a sustainable brand will remain at 
the heart of this industry.”

Last year, Walek & Associates launched 
Walek Brand Asset, which Walek says is 
part of virtually every client and prospect 
strategy. “We have been advocating for 
and providing a brand-focused approach 
to marketing and communications among 
hedge fund managers for more than a 
decade. While performance, non-correlation, 
diversification, risk management and 
capital preservation are, and must remain, 
cornerstones of the industry, selling 
performance is not a viable long-term 
business strategy for hedge fund managers. 
Walek Brand Asset is the first of its kind in 
the industry and formalises our approach 
and our service offering.”

Walek notes that they are seeing product 
developments related to the new freedoms 
that the JOBS Act will allow: “We are seeing 
and managing communications around 
mergers and acquisitions throughout the 
asset management sector that are driven 
by the changing marketing environment for 
hedge funds, of which the JOBS Act is one 
element.”

Inevitably, the JOBS Act will open many 
doors for hedge fund managers, and as 
Walek asserts: “We will remain at the 
forefront of these developments.” n

“It takes 20 years to build a reputation and 
five minutes to ruin it.” -- Warren Buffett

The daily churn of ominous news stories 
surrounding the travails of SAC Capital 
Advisors has focused on the investigation 
and withdrawal of assets by jittery investors. 
But something else is being drained from 
SAC even faster than money – reputational 
capital. Replacing that will be a far greater 
challenge than finding new investors, 
according to Tom Walek, Founder of Walek 
& Associates.

From defining market position to managing 
media visibility, taking charge in crisis 
situations, supporting portfolio holdings, 
improving investor outreach, safekeeping 
reputations, and handling the needs of 
highly successful hedge fund executives, 
Walek & Associates has pioneered the 
design and execution of public relations 
campaigns to support hedge funds. Walek & 
Associates handles all aspects of integrated 
communications, including traditional media 
relations, crisis communications, deals and 
transactions, social media, SEO and web 
content and design.

“As we’ve seen countless times, across 
industries, reputation is the lifeblood of a 
brand. Faced with bet-the-company litigation, 
a company quickly finds out how sturdy 
its reputation is. Firms in the financial 
services industry are especially vulnerable to 
reputational exposure. Investment principal 
is typically the direct product of a lifetime of 
hard work by individuals and businesses.

“In today’s highly regulated financial 
services industry, the thoughtful cultivation 
of a brand is essential. Sustaining that brand 
through comprehensive, ongoing reputation 
management is job one. Hedge funds that 
find themselves in the cross-hairs of an 
investigation or highly public dispute aren’t 
just managing a crisis. They’re managing a 
reputation,” says Walek.

The advent of the JOBS Act in the US 

Tom Walek, Founder of Walek 
& Associates
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Sidley Austin LLP 
Best north American Law Firm

Whereas managers are in full control 
of their funds, regulation and investor due 
diligence are external influences that they 
cannot control. Having strong partnerships 
with service providers can overcome this. 

“What we’re dealing with in the investment 
management business is a paradigm shift. 
The expectations are much more absolute. 
If an enforcement action is brought against 
you, or an investor makes a serious 
allegation, it can have a broad, negative 
impact on the business.” 

Sidley Austin has been building its 
regulatory expertise for multiple generations. 
Sidley’s lawyers serve virtually every type 
of investment fund and investment manager 
and have substantial capability across the 
entire spectrum of asset classes. In total, the 
firm has more than 120 corporate, securities 
and derivatives lawyers worldwide focused 
on various aspects of fund formation, 
operation and regulation.

“We tend to gravitate towards more 
substantial launches and platforms because 
we have the expertise and global reach to 
be able to be effective.

“And we continue to grow our 
enforcement and regulatory capabilities. We 
did probably the largest lateral acquisition 
this year with 10 partners joining us from 
another firm that specialise in securities and 
derivatives regulation and enforcement. All 
told, the acquisition doubled the size of our 
New York team,” confirms Schmidtberger. 

The fact that a better pedigree of hedge 
fund manager is launching today, with a 
greater appreciation and understanding 
of how to run a hedge fund in the new 
regulatory environment, shows that the 
industry is maturing.

“Most hedge fund managers are well 
aware of what they need to be doing, they 
are conscientiously trying to improve and 
anticipate future needs.” n

The increased pressure hedge fund 
managers are under today in terms of 
investor due diligence and regulatory 
compliance means that partnering with the 
right service providers is a key consideration. 

Sidley Austin is one of the leading law 
firms in the alternative investment space. 
As such, this necessity for alternative fund 
managers to mitigate operational risk has 
placed Sidley Austin firmly in their minds to 
help them stay current with the fast-changing 
regulatory and compliance landscape. 

This is especially true for start-up 
managers. As Michael Schmidtberger, 
Co-head of Sidley’s Investment Funds, 
Advisers and Derivatives Group observes, 
2013 has been a strong year for Sidley 
Austin, and whereas pre-2008 managers 
were launching funds with little experience 
of market stress, today’s start-up manager 
is a different breed of animal; one that has 
already worked at an established hedge fund 
or financial institution and built up a track 
record over the last few years.

“In terms of profile and pedigree they are 
more seasoned. They have accomplished 
more before looking to spin out on their own. 
They understand what institutional investors 
require in terms of infrastructure, professional 
support, human capital. They are more 
sophisticated because they’ve effectively 
grown up in a period when a great deal was 
demanded of their prior employer,” says 
Schmidtberger, who adds:

“There has never been a better time 
for elite service providers to demonstrate 
their value-add to their hedge fund clients. 
It doesn’t just pertain to law firms but all 
service providers. Firms understand that the 
biggest risk they face is not performance; 
it’s regulatory and operational compliance. If 
your systems go down, or you have an SEC 
inspection that goes poorly, the knock-on 
effect to your business may be devastating.”

Michael Schmidtberger, 
Co-head of Sidley’s Investment 
Funds, Advisers and 
Derivatives Group
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MourAnt ozAnnES

Mourant Ozannes
Best offshore Law Firm

“We believe that our investment funds group 
in Cayman has made great strides in the last 
few years. We’ve recruited some excellent 
people and have also been joined by 
some outstanding lateral hires,” comments 
Neal Lomax, managing partner of Mourant 
Ozannes’ Cayman Islands Office and 
co-head of its investment funds practice.

Mourant Ozannes is the largest offshore 
law firm in Jersey and Guernsey, and is the 
market leader in both jurisdictions. Last year 
saw the firm open up offices in Hong Kong 
and BVI, and move into state of the art new 
premises at the Camana Bay development in 
Cayman.

“The intention has always been to 
replicate that quality of our offering in the 
Channel Islands in Cayman, and I think 
we’ve made very good progress towards 
achieving that goal,” says Lomax.

“To grab market share we have focused 
intensely on the client service aspect of 
the business. A lot of clients and onshore 
counsel have been looking for an alternative 
Cayman law firm to deal with, so that’s 
been good for us,” adds James Wauchope, 
co-head of the investment funds practice 
with Lomax.

Currently, the Cayman office boasts a 
team of approximately 70 staff.  Mourant 
Ozannes is one of the largest offshore law 
firms with approximately 450 staff.

“A key differentiator for Mourant Ozannes 
is the level of focus we bring to client 
service.” The legal advice provided, says 
Lomax, is both “pragmatic and commercial. 
Partner accessibility and involvement helps 
set us apart from some of our competitors.”

This mindset applies to funds of all 
shapes and sizes, from start-ups through 
to large investment managers. No matter 
who the client, they all benefit from partner 
accessibility and oversight.

“Our partners don’t disappear after the 
initial engagement. We remain actively 
involved. Our partners have extensive 
experience in setting up Cayman hedge 

funds. That translates into being able to get 
to the nub of issues right away. And it’s 
something our clients really appreciate.”

The Mourant Ozannes’ Cayman Islands 
investment funds practice is now regarded 
by an increasing number of onshore counsel 
as one of the highest quality offerings in the 
Cayman Islands, and by clients as a trusted 
and dependable extension of their own legal 
and compliance teams.

Mourant Ozannes has continued to 
increase US market share over the past year. 
Wauchope comments: “We are working on 
a number of fund launches for new hedge 
fund managers at the moment so the market 
seems quite positive. Numbers are certainly 
up on what they were 18 months ago.” 
Lomax agrees that compared to a year ago, 
the capital raising opportunities for start-ups 
seems to have improved.

Wauchope says that Cayman remains 
the domicile of choice for funds set up for 
Hong Kong based managers. “Cayman is 
also a popular jurisdiction for investors in the 
Middle East and Latin America. Last year, for 
example, we set up a number of funds for 
Brazilian investors both for large institutional 
managers and for smaller managers.”

To further underscore the firm’s growing 
reputation in the Cayman Islands, Mourant 
Ozannes was a platinum sponsor with 
Deutsche Bank AG and Paladyne at the 
inaugural Cayman Alternative Investment 
Summit held in November 2012. Lomax 
chaired the second day of the Summit 
and Wauchope also spoke in addition to 
keynote speakers that included former US 
president George W. Bush and Sir Richard 
Branson. n

Neal Lomax, managing partner 
of Mourant Ozannes’ Cayman 
Islands Office

“A key differentiator for 
Mourant Ozannes is the level 
of focus we bring to client 
service.”
Neal Lomax
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Agecroft Partners LLC
Best north American third-Party Marketing Firm

year,” Steinbrugge tells Hedgeweek. “Usually 
we add one or two new managers a year.”

Each hedge fund client receives tailor 
made marketing to help its business grow 
effectively. “We try to be more than just 
your typical hedge fund sales organisation,” 
adds Steinbrugge. “With our managers we’re 
continuously providing feedback to portfolio 
managers following any meetings with 
potential investors and identifying follow-up 
plans for each prospect. For investors we 
use a consultative approach where we not 
only keep them updated on the managers 
we represent, but also share our industry 
knowledge to help them manage their 
portfolios more effectively”.  

Steinbrugge says that most net inflows 
into alternatives over the last two years 
have come from large pension funds 
“and we expect them to continue to be 
large investors. However, we also expect 
endowments, large family offices and FoFs 
to significantly increase their allocations in 
2013 as well. This should benefit small and 
mid-sized hedge funds.”

On winning the award, Steinbrugge 
comments: “We’re always focused on 
making sure we have a very strong brand. 
Obviously we’re very honoured to have won 
this award and what we’re most proud of 
is that most of your readers are based in 
Europe.” n

Agecroft Partners specialises in consulting 
and third party marketing for hedge funds. 
Its objective: to raise assets globally for 
institutional-quality hedge fund managers by 
utilising a consultative approach within the 
institutional investor community. 

The firm was founded by Don Steinbrugge, 
who has 28 years of experience in the 
institutional investment management industry. 
The six senior professionals at the firm pride 
themselves on having strong investment and 
industry knowledge giving them significant 
credibility with large institutional investors. 
The partners each average over 16 years 
of industry experience and a majority have 
previously worked for multi-billion dollar 
alternative investment firms.

Agecroft is highly selective of the firms 
it represents. As a result, it utilises an 
institutional-quality due diligence process in 
manager selection. This begins by leveraging 
its industry-leading reputation to attract high 
calibre managers requiring marketing support. 
The firm’s approach to selecting managers 
from a universe of thousands involves a four-
stage process, namely: direct contact from 
hedge fund managers; hedge fund referrals 
from institutional hedge fund investors and 
service providers; industry research, and 
finally screening hedge fund databases.

The principal aim of Agecroft, following 
the screening process, is to raise assets for 
its managers on either a global basis or their 
coverage can be tailored to enhance a hedge 
funds existing marketing strategy where they 
will focus on a particular geographic region 
or investor market segment. Their senior 
partners typically are in touch with over 
a thousand investors a month and direct 
meetings with fifty to a hundred.

The fact that its screening process is 
so rigorous has helped foster Agecroft’s 
reputation and enabled it to stand out from 
the competition. As well as enhance the 
credibility of the managers it represents – 
investors know that only very high quality 
funds are represented. “Our research process 
involves screening 2,000 managers each 

Don Steinbrugge, founder 
of Agecroft Partners (left) 
accepts the award from 
Hedgeweek’s Malcolm Dunn
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