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but as the second generation of hedge fund 
talent comes to market the wheels keep 
turning, and the money keeps flowing in; 
approximately USD25 billion of net inflows 
for 1H17 according to Preqin, of which Macro 
strategies have attracted USD13.5 billion. 

And if anyone needed reminding that 
this industry is as vibrant as ever – despite 
what mainstream media say – this year’s 
Hedgeweek USA Awards event, held at the 
Intercontinental Hotel, was a fizzing affair 
and, attendance-wise, the biggest yet. It was 
the perfect encapsulation of the camaraderie 
that underpins this industry’s success. 

Regardless of the regulatory backdrop, 
US fund managers and the service providers 
they rely upon, are more focused than ever 
on delivering exceptional performance and 
client support to end investors. 

The one enduring quality of the hedge fund 
industry is its seemingly endless optimism 
and willingness to continually evolve, to meet 
the demanding (and sometimes unrealistic) 
expectations of institutional investors. 

Nowhere is that entrepreneurial spirit more 
evident than in New York City, the global 
hub for hedge funds. The latest figures from 
Preqin show that 71 per cent of new fund 
launches in Q2 2017 originated out of New 
York. And there have been some substantial 
launches: Brandon Haley’s Holocene 
Advisors LP, for example, went live this 
April with USD1.5 billion in AUM, while Ben 
Melkman’s Light Sky Macro launched with 
more than USD400 million. 

Admittedly, there have been high profile 
fund closures, notable among them Eric 
Mindich’s Eton Park Capital Management, 

US hedge funds industry: 
stand up, take a bow

By James Williams
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PEAKS  STRATEG I ES

Peaks Strategies
Best North American Public Relations Firm

Tom Walek, founder of Peaks 
Strategies

Tom Walek is a pioneer in hedge fund PR 
and communications, having established 
his first firm, Walek & Associates in 1998. 
Following the sale of that firm, Walek 
unveiled a new strategic communications 
firm, Peaks Strategies, in April 2016, for 
public and private market companies in 
capital markets, traditional and alternative 
asset managers, fintech firms and financial 
and professional services.

Over the last two decades, Walek 
has been a driving force behind 
substantial change in hedge fund PR and 
communications. 

“Recently, I saw a list of PR firms 
operating in the hedge fund space and it 
must have been four pages long! If I think 
back to 1998, that list would have been two 
or three firms,” says Walek. 

Hedge funds generally stayed out of the 
media, offering ‘no comment’. They didn’t 
want to be written about, they didn’t seek 
visibility. 

“When I started Walek, I talked about the 
need for managers to build a brand, and to 
manage that brand,” says Walek. “I talked 
about running a hedge fund as a business 
and the need to think about smart ways to 
use marketing and communications. I lit that 
torch and carried that torch.” 

“Now, there are seemingly dozens of PR 
firms supporting hedge funds. The market 
has changed, the managers themselves have 
changed, and more executives appreciate 
that if they want to build a hedge fund 
business they need to go about marketing 
differently.”

Just as the marketplace has changed, so 
too has Walek, regarding the establishment 
of Peaks Strategies as the next exciting 
chapter of his career. “Today, I’m working 
with fund managers to define their brands, 
and then articulate those brands through 
traditional media, social media, video, 
content/thought leadership, targeted events 

and other tools. I continue to embrace 
the boutique professional service model 
and believe that it offers by far the best 
knowledge, service and results for the client.” 

“There are many more channels of 
communication open to hedge fund 
managers today and Peaks Strategies brings 
deep experience to the table, extensive 
contacts, a long-term perspective and senior 
level service. That’s what’s getting me 
excited,” says Walek. 

Whereas there was reticence among 
managers 15 years ago, they have, in recent 
years, become far more open to expressing 
themselves. In part, regulations have opened 
up many more communications options for 
hedge funds. 

And in today’s marketplace, managers 
have little choice. Given the sheer volume 
of funds out there, being able to stand out 
and get noticed has become much more 
competitive. Fund managers, especially the 
next generation of millennial managers, 
understand the power of brand building. 

“We are working with managers in the 
USD500 million to USD1 billion AUM range, 
as well as next generation managers,” 
confirms Walek, adding that the typical 
conversation with a new client often begins 
with: ‘‘We want to raise our visibility so that 
when potential investors do a search for us, 
they like what they find.”

 “We work with each client to decide 
upon the best strategy to make that 
happen. Whatever the strategy, how can we 
differentiate who you are and what you do? 
That’s where it all starts; what are you doing 
that is interesting and different from other 
managers in your peer group?”

On winning this year’s award, Walek 
concludes: “It’s an honour to receive this 
Hedgeweek award for our work today. We 
see exciting times ahead as the innovation 
that drives our firm and the hedge fund 
industry shows no signs of slowing down.” n

www.hedgeweek.com
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NUWAVE  INVESTMENT  MANAGEMENT

NuWave Investment 
Management 

Best Commodities Hedge Fund

Craig Weynand, Chief 
Operating Officer at NuWave 
Investment Management, LLC

NuWave Investment Management 
was founded in 2000 by Troy Buckner 
and considers itself equal parts asset 
management company and technology 
company, as the firm has long been a 
pioneer in the application of artificial 
intelligence and machine learning concepts 
to financial modelling and trading.

“Technology has always been a key 
differentiator for NuWave with respect to 
financial modelling, signal generation, trade 
execution and risk management,” comments 
Craig Weynand, Chief Operating Officer. “The 
firm has long recognised that there exists 
an enormous amount of market data, all of 
which can be studied, tested and analysed 
with the aid of sophisticated technology 
tools. In contrast to many CTAs, NuWave 
looks beyond basic momentum concepts 
and incorporates a wide range of higher 
order factor analyses and advanced machine 
learning concepts as the foundation of its 
trading strategies.”

The firm pursues a multi-strategy 
systematic approach to investing across 
seven systematic portfolios, all of which 
generated a positive return in 2016. The 
Combined Futures Portfolio and the Long/
Short Equity (Market Neutral) Portfolio are the 
firm’s two flagship strategies. The Combined 
Futures Portfolio has generated a compound 
annualised return of 8.35% since June 2001. 

“Both of our flagship strategies – the first 
of which takes a multi-strategy approach 
to trading diversified managed futures, 
the second of which pursues a market 
neutral approach to trading large-cap US 
equities – posted impressive gains, whether 
on an absolute or relative basis, in 2016,” 
says Weynand.

More recently, the firm launched the 
Short-Term Futures Portfolio in July 2016. It 
comprises a systematic model set that is 
focused entirely on intra-day and short-term 

directional trading opportunities; the portfolio 
employs a fully automated signalling and 
execution engine, while seeking to deliver 
unique correlation benefits and a more 
consistent risk/return profile relative to other 
managed futures offerings.

The firm defines a unique matrix of logical 
and mathematical values associated with a 
given time series in order to define a “profile” 
of current price behaviour for a specific market. 
Thereafter, pattern recognition algorithms are 
utilised to compare “profiles” – or behaviours – 
over time, with the goal of identifying historical 
analogs from which to forecast directional 
price behaviours going forward.

“At NuWave, our goal is to identify those 
combinations of relevant data sets that are 
indicative of such behavioural responses. 
By learning how market participants have 
responded to events in the past, we can 
assess the probability of similar behavioural 
responses (i.e., directional price movements) 
in the future. The net effect of NuWave’s 
behavioural approach to trading produces a 
decided bias towards the long-volatility (or 
directional) payoff, even with respect to the 
firm’s market neutral strategies.”

Through the use of increasingly 
sophisticated algorithms and robust 
technology-based solutions, the basic tenets 
of NuWave Investment Management’s core 
investment philosophy are capable of being 
leveraged across multiple markets and 
multiple time frames.

On winning this year’s award, Weynand 
comments: “We are delighted to accept 
the 2017 Hedgeweek USA Award for 
Best Commodities Hedge Fund Manager; 
recognition by such an esteemed publication 
not only serves as a testament to the risk-
adjusted performance NuWave has delivered 
to its clients over time, but also to the quality 
and depth of the firm’s infrastructure as 
a whole.” n

www.hedgeweek.com
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OPUS FUND SERV ICES

Opus Fund Services
Best North American Hedge Fund Administrator

Robin Bedford, CEO at Opus 
Fund Services

Multi-award-winning hedge fund administrator 
Opus Fund Services was established in 
Bermuda in 2006, subsequently expanding its 
footprint into the US with offices in Chicago 
(2008), San Francisco (2009), New York 
(2013) and Portland (2014). It serves over 250 
fund managers and 425-plus funds with a 
combined AUM approaching USD14 billion.

2017 has been another strong period of 
year-on-year growth for Opus but of greater 
importance, says CEO Robin Bedford, is the 
establishment of a Dublin office (regulatory 
licence pending) to support Europe and a 
new overnight processing office based in 
Manila, Philippines.

“Those two developments have been 
real game changers for us. We’ve gone 
from being a largely US-focused fund 
administrator, to a global business,” says 
Bedford. “Many European managers may 
choose to set up offshore fund structures, 
yet want real-time support. Our Dublin 
operation will meet this objective. 

“We plan to take the operating model 
which has worked so well in the US market, 
and apply it to Europe. I’m confident we will 
shake up that market.”

Since Opus was established a decade 
ago, it has succeeded in being a genuinely 
disruptive force in the marketplace. From 
day one, Opus has embraced the disruptive 
nature of FinTech to sharpen operational 
efficiency and respond to the demand for 
more innovative services.

“Our lean operating model has resulted in a 
significantly lower cost base, whilst delivering 
a highly standardised and automated product. 
That’s the disruptive element. Our competitors 
talk about this being a race to the bottom, 
implying that everyone is slashing costs 
and service delivery is adversely impacted. 
I say it’s actually the opposite. There is a 
new breed of administrator that can provide 
traditional services, better, and at a fraction 
of the cost. We are driving that change,” 
comments Bedford.

Every Opus employee is responsible 

for innovation and encouraged to identify 
potential opportunities to improve service 
delivery. Opus even has a dedicated 
innovation/technology team, which now 
includes ten full-time programmers and 
analysts, to investigate the ideas identified 
by the team to solve complex business 
challenges.

“That’s the culture we’ve built. Everyone 
is responsible to identify ways to constantly 
improve,” says Bedford.

Opus however is not stripping out the 
costs of client service. After all, no-one 
wants their client relations contact to be a 
computer. “Our focus is on reducing our 
back-office headcount, investing in highly 
skilled client-facing employees. Our goal is to 
provide a value-add offering to our clients,” 
adds Bedford.

“Our pricing model is focused on 
identifying cost drivers which impact the 
service to our client. These drivers will 
determine our fees. Typically costs, and 
therefore fees charged, are impacted either by 
manual tasks where automation has not yet 
been possible, or where there are incremental 
risks associated with a particular client. Our 
focus on scaling through technology and 
process means that our minimums tend to 
be very low. This greatly appeals to start-up 
and emerging managers where value is a key 
factor in their decision making.”

Opus understands the critical importance 
of technology as a driving force of change 
in all aspects of the fund administration 
industry. 

“We are constantly identifying ways 
to improve, ensuring that we continue to 
redefine the industry norms and challenge 
the incumbents,” says Bedford, who, on 
winning this year’s award, concludes:

“Winning this award is a direct recognition 
of the hours of hard work put in by the team 
to constantly innovate our service offering 
and execute on our strategy of being the 
most innovative fund administrator in the 
marketplace.” n

www.hedgeweek.com
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With 1,500 professionals and 180 partners and 
over 250 employees dedicated to the financial 
services practice, EisnerAmper LLP has the 
breadth to handle global engagements and 
provide comprehensive guidance and support 
to its roster of hedge fund clients. It is one 
of the top 20 largest accounting firms in the 
United States and the fifth largest in the state 
of New York, after the Big 4.

EisnerAmper currently services over 1,300 
hedge funds and 200 private equity/venture 
capital sponsors that have over 1,000 funds 
and special purpose vehicles. Whomever 
the client, the firm always strives to speak 
their language and avoid using technical 
accounting jargon. 

A “clients first” approach is central to 
the EisnerAmper philosophy. According to 
Frank Napolitani, Director, Financial Services 
at EisnerAmper LLP, EisnerAmper provides 
Big 4 experience and sophistication, “with 
the rates and personal attention more 
characteristic of a smaller firm”.

Activity has been consistent year-over-
year within EisnerAmper’s financial services 
practice for new launches. Over the past 12 
months (through June 30th), 70% of these 
launches have been equity strategies, 20% 
credit strategies and 10% macro/other. 

“There was a considerable uptick of 
equity strategies in 2017 which we believe 
were buoyed by the US equity markets,” 
says Napolitani. He notes that around 60% 
of managers are launching with domestic-
only structures with the balance being either 
traditional master feeder or mini-master 
structures, with Cayman the preferred 
offshore domicile.

“Over 80% of new launches are offering 
multiple share classes with a founder’s 
class with discounted fee structures with an 
extended hard lockup of 1 – 2 years, often 
based on the liquidity of the underlying 
portfolio of securities,” confirms Napolitani, 
adding: “The volume of new launches, month 
to month, has remained pretty consistent. 
Since I joined EisnerAmper two-and-a-

half years ago, we’ve seen 10 to 15 new 
launches every month.”

Legal, accounting, fund administration 
and prime brokerage are the four legs of the 
stool when it comes to supporting hedge 
fund activities. To continue its expansion 
efforts, last October EisnerAmper opened a 
new office in Dallas to build out its presence 
in the Mid-West, a key market after the US 
east coast and San Francisco.

EisnerAmper goes way beyond merely 
providing accounting and tax advice. 
Napolitani and his team spend time helping 
new managers establish best practices for 
Operational Due Diligence (“ODD”) purposes, 
in order to present themselves in the best 
possible light to prospective investors.

“How do you do things from a front-, 
middle- and back-office, legal/compliance 
perspective? ODD is the back-end of the 
investment process for an allocator. You’ve 
got to be just as tight on that side of the 
equation as you are on the investment 
process. I had lunch recently with one client 
who is currently negotiating a USD50 million 
seed deal. He asked how he should staff the 
firm when the seed deal comes in. 

“I asked a number of probing questions and 
pointed out there needs to be a Church and 
State arrangement i.e. a separation of duties 
between running the portfolio and running the 
business. Any business distractions that inhibit 
how one runs their portfolio could potentially 
affect returns and the growth of the business,” 
explains Napolitani. 

The business consulting service is a 
bundled part of EisnerAmper’s service and 
overall client experience, which clearly 
differentiates it from other middle market 
competitors.

On winning this year’s award, Napolitani 
remarks: “We’re extremely thankful to our 
clients and the wider community who voted 
for us. The amount of referrals we get each 
month is, I think, testament to how we treat 
all of EisnerAmper’s clients and service 
providers.” n

Frank Napolitani, Director, 
Financial Services at 
EisnerAmper LLP

EisnerAmper LLP 
Best North American Accounting Firm

E ISNERAMPER

www.hedgeweek.com


HEDGEWEEK USA AWARDS Special Report Oct 2017 www.hedgeweek.com | 11

HARNEYS

Harneys
Best Offshore Law Firm

Philip Graham, Partner at 
Harneys

Harneys operates through 14 international 
locations and its global funds practice 
advises on all aspects of offshore investment 
funds, from the establishment, to the ongoing 
maintenance and then the restructuring both 
in distressed and planned scenarios. 

The firm’s investment funds practice has 
continued to grow, particularly in Cayman, 
where Harneys has rapidly closed the gap 
between it and other firms in the jurisdiction 
through a number of key hires, including 
Appleby’s former global head of investment 
funds, Ian Gobin, who joined at the start of 
2016. This year, Harneys has continued to 
build on the back of what was a very good 
2016 and has continued to bring in some 
very well regarded practitioners into its BVI, 
Cayman, Hong Kong and London offices. 

As Philip Graham, Partner at Harneys, 
comments: “What’s been interesting to 
observe this year has been the rise of 
cryptocurrency strategies. We are seeing a 
lot of activity both in the BVI and the Cayman 
Islands on this front and this of course also 
ties into numerous Initial Coin Offerings 
(ICOs) as well. It’s been fascinating to see 
how cryptocurrency developments interact 
with the funds world and will continue to 
fundamentally change the landscape we are 
all working in.”

Harneys is not just a typical offshore law 
firm that churns out documents and makes 
sure a fund launches on time. It wants to 
evolve to become a much more relationship-
based law firm which acts as a fundamental 
tool in the armoury of all its investment 
manager clients. This has worked very well 
in Latin America, and also for its Vancouver 
office, which services the whole of the west 
coast of North America. 

As well as its long-term established 
managers, Harneys brings a sharp focus to 
support start-up and emerging managers, 
particularly out of the BVI. Launching its blog 
(www.offshorefundsblog.com) was a vital part 
of reaching out to this part of the market. 

As Graham explains: “It’s been a runaway 
success and helped us access some 
fascinating clients. One of my favourite 
enquiries came from someone who wrote, 
‘I’m a Latvian based in Norway and want to 
look at Korean equities. Can you help me?’ 
How on earth would I have found this guy 
through normal means before?

“The whole idea of the blog was to finally 
write in layman’s terms, not like a lawyer, to 
try and appeal to a wider and more specific 
audience. People don’t necessarily know 
why they need offshore structures or a fund 
administrator for example. We’re trying to 
help with that as best we can.”

This illustrates the emphasis Harneys 
places on effective communication. This is 
especially true when keeping clients up-to-
date on legislative and regulatory updates. 

“Clients don’t want 100 mailshots every 
week, we all have enough issues keeping 
our inboxes under control and important 
things could get missed. Clients need their 
lawyers to be thinking about them personally 
and individually and in particular, what 
practical steps they need to take for their 
business in response to such developments. 
It is a fundamental focus of ours as we 
continue to evolve,” says Graham.

On winning this year’s award, Graham 
concludes: “It makes me incredibly proud 
to have the global team’s hard work and 
dedication recognised by such a prestigious 
publication. But rest assured, we will not 
be resting on our laurels. There are many 
exciting projects still under construction and 
we look forward to continuing to grow in 
strength for many years to come.” n

“It makes me incredibly proud 
to have the global team’s 
hard work and dedication 
recognised by such a 
prestigious publication.”

www.hedgeweek.com
http://www.harneys.com/people/profile/ian-gobin
http://www.offshorefundsblog.com
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Hong Kong, London and Singapore. Those 
offices have become an integral part of the 
firm’s relationship-based global offering. 

“People take confidence when they can 
look someone in the eye and talk to them. 
It’s been really exciting to see that evolution,” 
comments Graham. “Coming out of 2008 
through 2011, much of our work was distress-
type work, with funds liquidating. We then 
got to 2012 and decided, ‘Okay, we need 
to start planting some acorns again and 
growing some more oak trees. That’s exactly 
what we’ve achieved servicing clients in 
Latin America, Asia, sub-Saharan Africa, etc, 
helping these clients launch new products.”

As the hedge fund industry continues to 
grow, so do firms like EisnerAmper LLP – 
voted Best North American Accounting Firm. 
In addition to growing its presence in Israel 
by adding an additional office location and 
increasing staff, in October 2016 it added a 
new office location in Dallas as part of an 
initiative to further develop its presence in 
the Mid-west.

“Value-add is a key differentiator in 
our business,” asserts Frank Napolitani, 

Speaking with Hedgeweek, Philip Graham, 
Partner at Harneys – winner of this year’s 
Best Offshore Law Firm – says that over the 
last three years, the firm has continued to 
grow in a multitude of regions, specifically to 
deliver an enhanced client experience.

“As a prominent offshore law firm, the 
feedback coming from our global clients has 
been along the lines of, ‘We like what you 
do remotely, but we’d like it even more if you 
could support us in local time’,” says Graham.

“We’ve certainly found that to be the 
case in Latin America. “We have an office in 
Montevideo to service our Uruguayan and 
Chilean clients, and an office in Sao Paulo to 
service our Brazilian clients. It’s so important, 
from a cultural perspective, that our team 
meets people face-to-face on a regular basis 
to build trust and confidence in our offering.” 

Ten years ago, Harneys was very much 
offshore-focused in terms of mindset. Its core 
office was in the BVI, with satellite offices in 
London, Hong Kong and Anguilla. But that 
aspect has changed rapidly and Harneys now 
has full service offerings throughout not only 
the BVI office, but also the Cayman Islands,  21

4 
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Sadis & Goldberg LLP
Best North American Law Firm

several firms who are employing crypto-
currency strategies.”

Unlike many of its competitors, Sadis’ 
lawyers are remunerated by performance 
rather than billings and collections alone. 
This model, according to Geffner, provides 
the following advantages to its clients: (i) 
direct access to the partners; and (ii) partners 
delegate the work to the appropriate level to 
ensure the work is done cost-efficiently. The 
firm places significant emphasis on training 
and teamwork within the group structure, thus 
ensuring a consistent quality to its clients.

“In many cases our clients lean on us for 
routine aspects of law, such as a real estate 
leases, employment agreements, reviewing 
and negotiating equipment contracts, trust 
and estate tax planning, regulatory filings, 
etc. We give our clients a broad range of 
legal services,” says Geffner.

Sadis & Goldberg represents institutional 
managers, middle market managers as well 
as start-up and emerging managers. “Our 
breadth across the hedge funds industry 
is very broad,” states Geffner, confirming 
that the firm is currently speaking to a large 
number of start-up managers spanning 
multiple strategies. “The list would be too 
long to mention in detail,” adds Geffner.

What makes Sadis & Goldberg unique, 
compared to other law firms, is its low 
turnover of clients; a testament to the quality 
and experience of its partners. Within the 
firm, client matters are assigned to lawyers 
of appropriate seniority with the necessary 
partner supervision. 

“Our team has been working together for 
well over a decade. Separately, we are proud 
to be familiar with commercial terms in the 
marketplace and given the number of funds 
and managers we represent, our clients are 
often setting the cadence for the industry,” 
comments Geffner.

On winning this year’s award, Geffner 
concludes: “It is an honour and our family 
appreciates the client support and the 
recognition of our esteemed peers.” n

Sadis & Goldberg LLP is one of New York’s 
leading financial services-focused law firms. 
Known both domestically and internationally 
as a dominant force in the financial services 
sector, Sadis & Goldberg serves clients 
throughout the world. The Financial Services 
Group is headed up by partner Ron Geffner 
and comprised of 15 attorneys that have each 
spent a significant amount of their career 
practicing in the private fund space, providing 
a compelling roster of seasoned legal advisers.

Many of the attorneys were trained at 
the world’s largest law firms, firms that 
specialise in the private fund space and/or 
have prior working experience with the US 
Securities and Exchange Commission. All 
of the attorneys in the group embrace the 
entrepreneurial spirit of the firm.

Sadis & Goldberg has not only been 
intimately involved with the creation of 
various investment products, but also with 
many of the distribution models including 
seed transactions, acceleration capital, 
creation of hedge fund platforms, joint 
ventures, and the retention of third party 
marketers. Working with over 1,000 funds, the 
firm is actively involved in the most current 
legal trends in the industry.

Its partners routinely handle a diverse 
range of enquiries, providing legal counsel 
to domestic and international financial 
institutions, family offices, hedge funds, 
private equity funds, venture capital funds, 
real estate funds and commodity pools.

“Our focus has been on managers 
domiciled in the US as well as managers 
across Europe, the Middle East, Asia and 
South America,” says Geffner. “We are 
agnostic on strategy, but over the last several 
years we’ve seen a material growth in 
alternative funding strategies. These include 
hard money lending, asset-backed lending 
and litigation finance.” 

“In addition, we’ve seen a continued 
demand for equity and quantitative-related 
strategies; global macro, equity long/short, 
real estate and have been engaged by 

Ron Geffner, partner at Sadis 
& Goldberg LLP

SAD IS  &  GOLDBERG 
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PROBAB IL I T I ES  FUND MANAGEMENT

Probabilities Fund 
Management
Best Liquid Alternatives ‘40 Act’ Fund

Probabilities Fund Management LLC, a San 
Diego-based registered investment advisor 
established in 2007 serves as manager of 
the Probabilities Fund (PROTX), a liquid 
alternative mutual fund. 

The fund strategy and overall investment 
philosophy was developed by Joseph Childrey, 
the firm’s Founder & Chief Investment Officer, 
and incorporates the principles of behavioural 
finance and trend following. 

Other key executives within the firm 
include: Jonathan Chatfield CFA, Chief 
Portfolio Manager; Jeffrey Hirsch, Chief 
Market Strategist; Christopher Mistal, Director 
of Research, Mary Gray, Chief Operating 
Officer, Allie Davari, Director of Training and 
Development, Robert Ausdal, CFA, Partner 
and Allen Shepard, PhD, Partner. 

With respect to the Probabilities Fund, its 
mandate is to seek capital appreciation by 
systematically investing to gain long, short 
or leveraged exposure, primarily to the S&P 
500, through Index ETFs. This is to obtain 
dynamic exposure to the US stock market. 

Broadly speaking, the Fund takes a long 
position in the market approximately 45 per 
cent of the time; it holds cash approximately 
30 per cent of the time; it uses leverage 
approximately 20 per cent of the time, and 
it takes a short position approximately 5 per 
cent of the time.

The strategy employs a systematic 
approach utilising seasonal trends and 
patterns, many of which are discussed in 
depth in the Stock Trader’s Almanac, that 
have historically had a statistically significant 
impact on stock market returns. 

The strategy’s historically low correlation 
and low beta may provide diversification 
benefits to traditional portfolio allocations. 
Formerly a hedge fund available only to 
accredited investors, founded January 1, 
2008, the Fund converted to an open-ended 
mutual fund at the end of 2013. 

The Fund aims to stay out of the market 
during periods when there is a high 
probability of downside risk, and to be in 
the market during periods when there is a 
high probability of upside reward. Visit www.
probabiltiesfund.com for performance. 

Commenting on the market environment 
in 2017, Childrey remarks: ”As the market 
climbs the wall of worry, there will always be 
rank and file “this time is different” events to 
consider. We strive to provide non-correlated 
alpha over the long run, based on historical 
trends and patterns that have stood the test 
of time. We think this rules-based approach 
is the way to go to complement a well 
thought out long only portfolio” 

On winning this year’s award for Best 
Liquid Alternatives ’40 Act Fund, he 
concludes: ”We are pleased to have won 
this award and believe it is indicative of our 
people, philosophy, process and audited 
performance over the last ten years. We 
thank everyone involved with our firm for the 
opportunity to serve our shareholders”. n 

Joseph Childrey, Founder 
& Chief Investment Officer 
at Probabilities Fund 
Management collects the 
award

www.hedgeweek.com
http://www.probabiltiesfund.com
http://www.probabiltiesfund.com
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UMB FUND SERV ICES

UMB Fund Services
Best Liquid Alternatives ‘40 Act’ Fund Administrator

Much has changed in the ’40 Act space over 
the last five years or more. Far from being 
the preserve of traditional US mutual funds, 
as you move down the liquidity curve there 
are structuring opportunities for registered 
alternative products like closed-end interval 
funds, as well as multi-factor ETFs.

“Some managers want to offer highly 
liquid strategies – maybe long/short equity 
or market neutral strategies, unconstrained 
fixed income, managed futures strategies, 
etc – and we are seeing continued product 
development in that area. This fits nicely on 
our series trust platform for traditional ’40 
act mutual funds,” explains Tony Fischer, 
President of UMB Fund Services. 

“As you move down the liquidity curve, 
fund managers can use our Registered 
Fund Solutions platform, which provides 
a complete solution for those wishing to 
establish an unlisted closed-end fund for 
more illiquid strategies. These products 
have all the same features and benefits of 
an alternative mutual fund, such as daily 
liquidity, but have a quarterly or less frequent 
redemption period. We’ve seen an uptick in 
these funds, also known as interval funds, 
in 2017.”

Given that these funds tend to operate 
in more illiquid areas of credit (high-yield 
bonds, distressed credit), as well as private 
equity and real estate, the net asset value 
(“NAV”) is based on price estimates. There is 
not a ready market to place these strategies 
into a traditional mutual fund; hence this is 
why interval funds are so useful. 

“We’ve been on a 10-year bull run here in 
the US and at some point that has to end. 
Registered alternative funds can be great 
strategies to buffer against downside market 
moves, to try to manage volatility and to 
take an un-correlated market position in the 
portfolio,” says Fischer. 

UMB Fund Services has seen some 
clients with prominent successes in the fixed 

income space, in particular, with a number of 
managers launching products with significant 
day one AUM. 

For the most part, established alternative 
managers are launching registered funds 
to go downstream to offer a slimmed down 
version of their offshore or other strategies to 
more high net worth and retail investors. 

Asked what managers need to look for 
before appointing the right ’40 Act fund 
administrator, he comments:

“We’ve been doing traditional ’40 Act 
work for mutual funds for more than 25 
years. We’ve evolved with it, and developed 
extensive experience supporting these funds. 
I think what differentiates us is that we are 
very consultative. If a start-up manager – or 
indeed an established manager – wants to 
get into the registered alternative space, we 
spend a lot of time up-front educating them 
on what these structures look like. 

“Registered or unregistered, we focus 
on understanding our clients’ goals. Then, 
delivering the products and services that 
help them grow. Managers should look 
for an administrator that can provide more 
than just a core administration service; they 
should expect a high-touch partnership that 
delivers value throughout the relationship. 

“That added value might come in the 
form of asset raising support, customisation 
capabilities, or consultative conversations 
about a manager’s product mix. Look for 
an administrator with a reputation for client 
service and attention that is going to be a 
part of propelling your business forward. 

On winning this year’s award, Fischer 
remarks: “I want to thank our loyal clients 
who took the time to recognise our work 
in this category. Awards like these validate 
the extra effort our associates put toward 
delivering unparalleled client service 
every day. It is exciting when their efforts 
and dedication are acknowledged in the 
industry.” n

Tony Fischer, President of UMB 
Fund Services

www.hedgeweek.com
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DMS GOVERNANCE

DMS Governance 
Best Offshore Regulatory Advisory Firm

“We’ve been busy in our core operations 
providing professional independent 
governance services to the alternative 
investment funds community. This has 
involved providing holistic solutions to our 
clients across multiple different business 
lines,” comments Daniel Forbes, Executive 
Director and head of DMS in New York.

Historically DMS solely provided 
professional independent directorship 
services, registered office services and board 
support services. These were, and remain, 
its three core services. However, post-
financial crisis, DMS looked at the market 
and considered where its clients would 
most need its help in 10 years’ time. That 
has led DMS to really expand its suite of 
governance, risk and compliance services. 

“For example, the fastest growing 
business we have is DMS Bank & Trust 
(DMS Bank). This is a specialist bank 
based in the Cayman Islands that focuses 
exclusively on providing banking, custody, 
trade ex and cash management solutions 
to hedge funds, fund of funds and private 
equity funds,” says Forbes. 

Typically, smaller fund managers struggle 
to get banking relationships and if they do it 
tends to take a long time to open accounts, 
which can impact the manager’s speed to 
market. Post-crisis, many larger financial 
institutions chose not to serve the smaller 
end of the market. That is where DMS Bank 
made a real difference. 

“We have banking relationships in place 
with BNY Mellon in New York and State 
Street Global on the custody side. We are 
an aggregator and allow clients to get 
access to a range of cash management 
products, FX products and so on. It’s a very 
attractive solution for emerging managers. 
They are getting access to global financial 
institutions that they otherwise wouldn’t get,” 
explains Forbes.

The firm’s largest office is in the Cayman 
Islands, with approximately 130 people, 
while in New York there is now a team of 

10 people. “There is a strong relationship 
management component to what we do 
here. We have senior directors sitting here 
in New York. Most board appointments we 
are receiving these days from the US will 
include an onshore component. Traditionally, 
the model was to appoint a director to 
the offshore feeder fund. Now, the market 
has realised the value in mirroring that 
directorship appointment to the onshore fund 
as well. This gives the manager equivalent 
professional independent governance on 
both their offshore and offshore structures. 

“Our New York-based directors are 
seasoned industry professionals. They have 
a hands-on relationship with clients, who 
appreciate this consultant-based approach,” 
outlines Forbes. 

The growth trajectory at DMS has 
extended to Europe where it has offices 
in Ireland, London and Luxembourg. The 
catalyst behind this expansion was the 
introduction of the AIFM Directive.  

“We are recognised as the most 
substantial outsourced AIFM in Europe. We 
have some very large independent asset 
managers and global institutions that rely on 
us for outsourced management company 
services,” says Forbes. 

With so many compliance obligations 
facing managers today, having a trusted 
partner who can support them effectively, in 
whichever market they operate, is imperative.

In Ireland, specifically, DMS is in a highly 
unique position in that it has three regulatory 
licenses – UCITS, AIFMD and MiFID – to 
provide regulatory hosting solutions. 

“This is very beneficial to non-EU 
managers who have managed account 
business in Europe,” says Forbes. “From 
January 2018, onwards, non-EU groups 
who have managed account relationships 
in Europe will be required to have a MiFID 
authorised entity sitting in the middle of 
those relationships; something similar to 
AIFMD where non-EU managers need to 
have an authorised AIFM in place.” n

Daniel Forbes, Executive 
Director and head of DMS in 
New York

www.hedgeweek.com
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Maitland Group
Best Offshore Hedge Fund Administrator

Benjamin Reid, Senior 
Manager – Business 
Development & Client 
Management (LatAm) at 
Maitland Group

onshore track record. This might involve 
setting up a mini-master in Cayman to 
target US institutional and non-institutional 
investors, with the onshore and offshore 
strategies effectively mirroring one another.

The second option involves setting up 
a Cayman entity to access both the US 
and European markets; here, says Reid, 
approximately 30 per cent of a manager’s 
domestic fund will be done through a 
feeder fund. 

The third option involves solely using 
an offshore vehicle. “Currently, we have six 
managers using purely offshore vehicles 
while the rest of our clients, because of their 
size, prefer to have an offshore feeder into 
their domestic fund,” says Reid.

Reid grew up in Portugal and has 
spent the last decade focusing on Latin 
America. The rest of the team are all 
Brazilian nationals, giving Maitland unique 
cultural expertise. 

“We are able to bring the offshore to 
local. We understand everything from 
the structuring side to the very detailed 
aspects that go with the monthly and daily 
NAVs, from a Brazilian and Latin American 
perspective. When a client joins us we 
ensure they don’t fall into a black hole 
and that the post sale is more important 
that the actual sale. Clients understand 
from the outset who the team is that will 
be servicing them and who their point of 
contact is to raise escalations and so forth,” 
explains Reid.

He says that the current pipeline should 
increase Maitland’s AuA in LatAm from 
USD2 billion to USD3 billion by early 2018.

On winning this year’s award, he remarks: 
“We don’t define success just on the number 
of funds or assets under management. 
It must also be about the quality of the 
partnership. When clients trust us enough 
to continually challenge us to come up 
with customised solutions – that’s a more 
enduring mark of success.” n

Maitland is one of the industry’s largest 
independent hedge fund administrators with 
USD250 billion in AuA and more than 1,400 
employees across 18 offices globally across 
13 jurisdictions. Maitland is more than a 
fund administrator. It is a global advisory 
group, with its roots as an innovative 
law firm founded in Luxembourg in 1976 
offering cross-border structuring solutions 
to corporates and some of the world’s 
wealthiest families. 

Benjamin Reid is Senior Manager – 
Business Development & Client Management 
(LatAm), overseeing Maitland’s expansion 
efforts into the Latin American market; an 
exciting region for growth, in particular Brazil. 

“We’ve only been operating in Latin 
America for five years and we’ve really 
only focused on hedge funds for the past 
three years. Within that time we’ve gone 
from zero to 52 funds. The real focus has 
been providing client service to Brazilian 
managers offshore. 

“Brazil is culturally very different to the 
offshore world and before entering the 
market, we asked ourselves, ‘Where is 
there a gap with the attention to detail 
and service given to Brazilian managers 
locally versus offshore?’ and we adapted 
the onshore Brazilian model offshore. We 
work closely with law firms and help clients 
through the whole process of setting up 
and running an offshore hedge fund,” 
explains Reid.

Reid and his team visit Brazil every six 
weeks. One of the benefits that Maitland 
offers is that its back-office operations team 
is based out of Halifax, Canada. This means 
that all of Maitland’s North American and 
Latin American clients have their funds 
processed in the same time zone, which has 
proven to be a real value-add.

Brazilian managers tend to follow three 
options when looking to go offshore.

The first option is where a manager sets 
up a fund offshore whilst maintaining their 

MAITLAND GROUP
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SALT has become the biggest hedge fund 
event on the calendar. 

“Consider how things have changed 
in the last 20 years. Hedge funds are 
everywhere today, on Bloomberg, Youtube, 
the hit show ‘Billions’, and so on. Leading 
that, we have evolved as a firm. We’ve 
pushed that envelope from day one. It used 
to be, for instance, that we would organise 
media events, bringing media and managers 
together for a lunch or panel and that was 
regarded as something new. You always 
have to be evolving and at Peaks we are 
continuing the evolution and the revolution,” 
explains Walek. 

As managers craft their message, they 
can’t afford to take their eye off the ball in 
terms of generating alpha. Again, with so 
many funds in the marketplace all chasing 
returns, how one seeks out the next 
best trading idea, the next best stock, is 
becoming inexorably more difficult. Managers 
don’t want to fall into crowded trades as it 
dilutes their value to investors. 

All of which makes access to research 
from their prime brokers of paramount 
importance. One firm that specialises in 
providing equity research on US small- and 
mid-cap equities to emerging managers is 
Wedbush Securities – winner of this year’s 
award for Best North American Hedge Fund 
Research Provider.

In particular, Wedbush’s analysts focus on 
retail and consumer; technology, internet and 
media; healthcare, and financial institutions. 
The award-winning Wedbush Best Ideas List, 

Director, Financial Services at EisnerAmper. 
“It is a way for EisnerAmper to further build 
relationships with our clients and become 
business advisors as opposed to solely, 
accountants. 

“As a result, we have continued to 
dedicate resources to curating and 
executing successful, content-driven 
events and summits. This year, on 12th 
June, EisnerAmper hosted its 2nd Annual 
Alternative Investment Summit at the New 
York Historical Society and welcomed 
over 300 fund managers and investors to 
participate in panel discussions about both 
the hedge and private equity fund industries.”

One way for hedge fund managers to 
stand out from the crowd and enhance the 
investor experience is to continue embracing 
digital media; both via traditional and social 
media channels. With more than 8,000 hedge 
funds flooding the market, managers can’t 
just rely on performance, they have to be 
willing and able to articulate their investment 
edge. They need to catch investors’ attention 
and get them to turn off the highway. 

Someone that has long been at 
the forefront of hedge fund PR and 
communications is New York-based Tom 
Walek, whose firm Peaks Strategies won 
Best North American PR Firm. 

Walek refers to what he calls the 
‘evolution of a revolution’ when discussing 
communications and marketing in today’s 
hedge fund industry. Hedge funds used to 
be the most secretive bunch, now they are 
much more visible, says Walek, citing how  28
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BCK CAP ITAL  MANAGEMENT

BCK Capital Management
Best Event Driven Merger Arbitrage Fund

Peter Brady, Head of Business 
Development at BCK

BCK Capital Management was established 
in December 2015 and operates a global 
special situations fund – BCK Capital 
Master Fund Ltd – which comprises two 
complementary strategies: one catalyst-
driven, the other merger arbitrage. 

BCK Capital runs a tightly hedged, market 
neutral strategy. Since inception, the fund 
has generated positive gross performance 
in every month where the S&P 500 
Index declined. 

Overseeing the investment team as CIO 
and the founder of BCK Capital is Wayne 
Yu, who lifted out of Societe Generale’s 
proprietary trading desk with fellow 
co-founders Markus Homor, Steven Heller 
and Peter Brady, who were also joined at 
inception by co-founder David Sommers. 

“I think there are two aspects of our team 
that help us stand out from the crowd,” says 
Peter Brady, Head of Business Development 
at BCK. “One is that whilst BCK is a relatively 
new firm, the majority of our team all worked 
together previously at Societe Generale. 
For a young fund, the investment team has 
significant experience, specifically in analysing 
and investing in event driven situations. 

“Secondly, the legal background of 
Wayne and David is important. Both spent 
time at Wachtell, Lipton, Rosen & Katz, one 
of the leading corporate law firms in the 
US. Most hedge funds are populated with 
people who come from a Wall Street trading 
perspective whereas Wayne and David come 
at it from being inside the boardroom and 
advising companies on M&A from a legal 
perspective.”

BCK takes a differentiated approach to 
event driven investing. The team focuses on 
complex situations with attractive risk/reward 
potential and seeks to avoid crowded trades. 
Furthermore, the fund only targets events 
with defined timeframes (hard catalysts), 
with each investment opportunity subject 
to careful fundamental analysis of both the 
company as well as the event in question. 

“We tend to seek out complex situations 

in the market that others might choose 
to avoid, such as regulatory situations, 
legal situations, cross-border transactional 
situations. We’ve found historically that 
situations that are more complex are more 
likely to be misunderstood and, therefore, 
mispriced by the market” says Brady. 

BCK’s investment ideas are sourced from 
many different avenues including: company, 
industry and market news; top-down 
catalysts; bottom-up company analysis and 
specialised broker research.

On the merger side, BCK analyses the 
deal flow and closely follows transactions 
in the market. However, only a small 
percentage of those deals meet BCK’s 
investment criteria. 

 “Deals that are complex are particularly 
interesting to us. Also, given our size we 
can look at some smaller deals and can be 
more nimble and trade around catalysts very 
effectively.”

On the catalyst side, BCK hedges each 
individual situation to neutralise market and 
sector risk and to isolate specific catalysts. 
BCK also employs stop-losses to minimise 
risk in each trade. BCK believes there is 
a strong synergy between its catalyst and 
merger strategies. 

As Brady explains: “When we look at a 
merger we do a deep dive on the company, 
the industry it operates in, all the possible 
risks that could cause the deal to collapse, 
etc. During the course of doing that deep 
dive, we might identify interesting potential 
catalysts in that sector with a competitor, 
or perhaps regulatory or other changes that 
might impact the companies not involved 
in the merger. So the work we do on the 
merger part of the portfolio can lead to us 
identifying catalyst opportunities.”

On winning this year’s award, Brady 
says: “It’s nice to be recognised, and timing 
wise, it’s great as we approach our two-
year anniversary. Winning this award adds 
to the overall positive momentum for the 
business.” n

www.hedgeweek.com
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Duff & Phelps
Best North American Cyber-Security Services Provider

Anthony Patti, VP, Duff 
& Phelps, picks up the 

award from Hedgeweek’s 
James Williams

Jason Elmer, Managing 
Director at Duff & Phelps

The Duff & Phelps’ cybersecurity services 
practice takes a leading role in helping 
financial services companies implement best 
practices to prepare for, respond to and, 
if necessary, recover from a cybersecurity 
attack.

The practice is growing rapidly as 
Investors and regulatory concerns are top 
of mind for alternative investment managers. 
Jason Elmer, Managing Director, comments: 
“We are helping clients to identify their risks, 
and put in place cybersecurity controls and 
practices to help them achieve compliance 
with regulation, and to address the 
heightened scrutiny they are subject to from 
investors. Investors are very much making 
cybersecurity a top priority. 

“At the moment three key areas of 
focus for our client base, include: third 
party oversight; incident response planning 
– investors want to know that managers 
are prepared for such a compromise and 
can recover – and, more broadly, helping 
our clients with documentation and 
understanding regulatory developments; in 
particular GDPR.” 

Although European in nature, the General 
Data Protection Regulation, which comes 
into effect on 25th May 2018, will have 
implications to US managers in terms of 
how they protect sensitive information on EU 
investors. To that end, Duff & Phelps has put 
together a product around GDPR readiness.

“It’s a self assessment tool. If a firm has 
nothing in place they can use our solution 
to build a roadmap. For those who have 
processes in place, they can use it as a 
health check,” explains Elmer. “Most clients 
we speak with fall into the former category 
and are looking for a way to get prepared. 
We’ll go through a series of interviews, a 
document review, and then provide the client 
with a gap analysis, highlighting what areas 
could be enhanced. 

With managers increasingly outsourcing 
non-core functions to third parties, having 
effective oversight in place is vital. Elmer 
says that the team is constantly getting 
documentation and verification requests from 
investors, stating that what they are looking 
for “is evidence of proper controls in place. 
They like the fact there is an independent 
party looking at the manager.”

On the outsourcing point, Elmer 
comments: “In my opinion, effective oversight 
is key given how much of a manager’s 
data is at risk if it is sitting with a number 
of different external third parties. You’ve 
got to have some idea of what roles and 
responsibilities those third parties have to 
govern your data; as a general rule of thumb 
it should meet or exceed what you are doing 
internally as a firm.”

He confirms that the cybersecurity 
practice is starting to look at different 
verticals, such as how to service LPs in the 
PE space. Supporting LPs is definitely a 
big growth area for us,” asserts Elmer. “On 
winning this year’s award, Elmer concludes: 
“It is an honour to be recognised by our 
clients as a leading provider of cybersecurity 
services.” n

DUFF  &  PHELPS
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EZE  CASTLE  INTEGRAT ION

Eze Castle Integration
Best Managed Account Platform Technology Firm 
& Best North American Cloud Services Provider

Being voted Best North American Cloud 
Services Provider by Hedgeweek readers is 
a heavy weight to carry, but it hasn’t stopped 
Eze Castle Integration from continuing to drive 
growth and innovation across the industry. 

In fact, since winning this same award in 
Hedgeweek’s Global Awards program earlier 
in 2017, Eze Castle Integration has added to 
its cloud portfolio – with the addition of Eze 
Hybrid Cloud. 

The hybrid iteration of its cloud platform 
draws from both the firm’s private cloud 
infrastructure (email and endpoint security, 
file auditing and sharing, multi-factor 
authentication and more) and Microsoft’s 
cloud (Exchange, OneDrive, Customer 
Lockbox, Azure AD, and more). The full 
solution is supported by Eze Castle’s 
24x7x365 global support team, leaving 
customers with peace of mind knowing 
applications, connections and performance 
are monitored and supported by a team of IT 
professionals focused on client satisfaction. 

“We recognise that financial and 
investment firms have unique needs, and 
there isn’t one technology solution that fits 
all. Alongside our award-winning Eze Private 
Cloud, we felt strongly about offering clients 
a hybrid solution to provide them with more 
features and flexibility but also allow them 
to benefit from the premier service and 
support structure we’ve built across our 
global offices,” said Mary Beth Hamilton, vice 

president of marketing, Eze Castle Integration. 
While the public cloud functionality Eze 

Hybrid Cloud clients gain is a key driver, 
most firms are not interested in a fully public 
solution. Understandably, security is a critical 
consideration – and one that drives firms to 
go hybrid or private for additional layers of 
protection. 

With critical security features – including 
multi-factor authentication from Duo to prevent 
easy access to systems and applications 
and file auditing capabilities from Varonis to 
review and record when files are edited or 
shared – available through the Eze Private 
Cloud infrastructure, firms have access to 
next-generation protections to satisfy wary 
investors and growing regulatory pressures. 

Plus, the cloud security components 
are complemented by Eze’s full suite 
of managed cybersecurity solutions, 
including phishing simulations, infosec 
plan development and ongoing vulnerability 
assessments, which monitor and mitigate 
real and potential threats and allow security-
driven firms to address growing concerns 
around cyber risk. 

“The one unique security and performance 
advantage we bring to our Eze Hybrid 
Cloud is the direct connection to Microsoft’s 
cloud, which limits the ability of an 
external threat to interrupt the traffic and 
communications between the public and 
private infrastructures,” says Hamilton. 

That direct connectivity is the latest 
addition to the firm’s ECI Link global private 
network, which links financial firms to industry 
counterparties around the globe, including 
FIX providers, market data services, trading 
platforms, fund administrators and more.

“The ECI Link converged network delivers 
unmatched connectivity to our cloud clients 
– private and hybrid – and ensures they 
receive deep levels of security and user 
experiences that improve performance 
and stimulate growth,” says Hamilton in 
conclusion. n

Mary Beth Hamilton, vice 
president of marketing at Eze 
Castle Integration

Eze Castle Integration’s team 
celebrates double success at 
the Hedgeweek USA Awards

www.hedgeweek.com


HEDGEWEEK USA AWARDS Special Report Oct 2017 www.hedgeweek.com | 27

HATHERSAGE  CAP ITAL  MANAGEMENT

Hathersage Capital 
Management

Best Macro Hedge Fund

Hathersage Capital Management LLC is 
a discretionary global macro investment 
manager founded in 1991. The firm is a 
foreign exchange specialist, expressing its 
global macro views strictly in G10 currencies, 
using interbank spot, forwards and 
vanilla options. 

Hedgeweek readership has voted 
Hathersage Capital Management’s Citi 
G10 Macro Access Strategy as the Best 
Macro Hedge Fund at the 2017 Hedgeweek 
US Awards. Hathersage is the only fund 
manager to have won two years in a row on 
this occasion.

The portfolio management team at 
Hathersage has a wealth of experience in 
the foreign exchange markets. Members of 
the team have been managing substantial 
FX-only portfolios for more than three 
decades. The team combines that 

experience with its knowledge of option 
pricing and option trading in structuring a 
portfolio of directional exposures based upon 
fundamental macroeconomic analysis. 

“The long convexity aspect of our 
structured portfolios has really kicked in 
during periods when global equities have 
experienced extreme downside market 
dislocation. This has led to outsized gains 
in the Hathersage macro strategy at times 
when equity investments are performing 
poorly”, says 35-year currency market 
veteran and Hathersage Chief Investment 
Officer, Bill Lipschutz.

The Hathersage G10 Macro Access 
Strategy, with a return of 38.39%, claimed the 
number one spot in 2016 amongst the twenty 
six FX-only manager strategies on the Citi 
Access Managed Investment Platform. The 
strategy has generated a 21.34% annualised 
return since the inception of the platform in 
2011, which also claims top honors. 

Hathersage also offers a more traditional 
tactical momentum based strategy, the 
Hathersage G10 Daily Access Strategy, 
on the Citi Access Platform. This strategy 
posted a return of 10.54% in 2016 and has 
generated 10.10% annualised gains with an 
information ratio above 1.00 since inception. 
That makes it the top risk-adjusted performer 
on the platform. While maintaining a low 
correlation with the flagship Hathersage 
macro strategy, this strategy has also 
exhibited low negative correlation with global 
equities over its life.

On winning this year’s award, 
Lipschutz says: “We are very grateful to 
the Hedgeweek readership for selecting 
Hathersage as best in class two years 
in a row. Hedgeweek does a great job 
highlighting hard work in the financial 
services industry and we are honored to be 
recognised.” n

Bill Lipschutz, Chief 
Investment Officer at 
Hathersage

Xuan Sun, VP & Portfolio 
Manager,  collects the 

award from Hedgeweek’s 
James Williams
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operates for seeking out smaller names in 
equities, in the fixed income space. “We’ve 
made some strategic hires to build out our 
fixed income and repo group. We’ve grown the 
group by 50 per cent over the last 12 months 
and doubled our AUM,” confirms Trager.

One firm that relies on sourcing its 
investment ideas from many different 
avenues, including industry and market news 
as well as specialised broker research, is 
BCK Capital Management – winner of Best 
Event Driven/Merger Arbitrage Fund.

“We’re not concentrated in any one 
particular market sector,” says Peter Brady, 
Head of Business Development at BCK. 
“We’re not sector specialists. At a high level, 
we are trying to hedge out and eliminate any 
of the risks where we feel we don’t have a 
specific advantage or expertise. By its very 
nature, merger arbitrage tends not to be 
overly correlated to the market. We can be on 
either side of deals, long or short. We have 
no expertise on where the market in general 
is headed so that’s where we attempt to 
hedge both market and sector-specific risks.” 

BCK runs a very diversified portfolio, using 
position limits and loss limits to control risk. 
Much of what the team does is based on 
probabilistic thinking for risk/reward. “If a 
deal is 90% expected to complete and the 
market is implying that it is only 60% likely 
to complete, that’s a very good investment 
for us. That said, even if a deal is 90% likely 
to complete, 10% of the time the deal won’t 
complete so you’ve got to run a diversified 
book. We find that complex situations 
are more likely to be mispriced and offer 
attractive risk/reward,” explains Brady.

is a dynamic, actively monitored compilation 
of the highest conviction stock ideas 
among its team of analysts with respect 
to outperformance over the forward 6 to 
12-month period.

Sean Trager heads up the prime 
brokerage division within Wedbush 
Securities. “We provide the same functions 
that a hedge fund manager would 
traditionally receive, were they trading a 
larger volume of assets at a tier one prime,” 
says Trager, who goes on to explain how 
the trading landscape for hedge funds has 
changed in recent years:

“Our core focus is US equities, and we 
cover an array of strategies and sectors.  
Of late, we’ve seen managers achieve 
tremendous success in the US micro-cap 
and small-cap spaces. Ironically, it is the 
names that we rarely saw, and likely turned 
our noses up at years ago, have become a 
staple for emerging managers, allowing for 
impressive returns far beyond that which 
we’ve seen with the brand name hedge 
funds. For instance, you wouldn’t likely see 
a large well known hedge fund trading pinks 
and bullies, simply because they aren’t 
nimble enough to allocate to these spaces 
effectively; whereas emerging managers 
can very much navigate the space and 
invest minimal market impact. There are 
numerous high quality media, healthcare, 
and  technology stocks that would fall into 
this category. The dynamics are constantly 
changing, and we, along with our clients, are 
changing with them.”

Going forward, Trager confirms that 
Wedbush aims to replicate the model it  37

21 
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I RON COVE  PARTNERS

Iron Cove Partners 
Best North American Insurance Provider

Louis D’Agostino, Principal of 
Financial Services at Iron Cove 
Partners

Iron Cove Partners (ICP), a leading full-
service national insurance brokerage firm 
serving the financial services industry, is the 
winner of Best North American Insurance 
Provider at this year’s Hedgeweek US 
Awards. 

Each winner of the prestigious award 
is determined by Hedgeweek readers, 
consisting of investors, managers, and 
industry professionals, who cast their ballots 
to determine which firms are the best of the 
best in their respective categories, making 
this a truly peer-reviewed accolade.

“Winning the US award is the icing 
on the cake for our FI team,” says Louis 
D’Agostino, Principal of Financial Services at 
Iron Cove Partners. “After winning the Global 
Hedgeweek Award earlier this year, and, 
given the recent launch of our new, state 
of the art Hedge Fund Insurance Policy, we 
couldn’t be more excited!”

Iron Cove Partners is headquartered in 
Garden City, Long Island. It is a trusted 
advisor with decades of experience and 
over 150 hedge funds as clients. It provides 
the full spectrum of insurance products 
and services including Employee Benefits, 
Commercial Property and Casualty, 
Transactional Insurance as well as Private 
Client, Life Insurance and Estate Planning.

Over the last seven years, ICP has 
become an industry leader among American 
insurance brokerages, currently serving 
many of the world’s most prominent financial 
institutions. In his role as Principal of 
Financial Services, D’Agostino is responsible 
for the oversight and management of the 
Financial Services practice, which provides 
its expertise and experience to hedge funds, 
registered advisers, private equity funds, 
broker-dealers, and mutual funds.

“Our Hedge Fund Insurance Services team 
is constantly looking to find ways to improve 
and increase the level protection for our 
clients,” comments Louis D’Agostino, Senior 
Vice President. “On a continual basis we 
survey the markets in an effort to determine 

how the market is addressing some key 
and pivotal coverage issues. This market 
intelligence, coupled with our long-standing 
relationships, enables us to negotiate the 
most competitive terms and pricing available 
for our clients at time of initial placement or 
to expand coverage annually at renewal.”

The firm employs a proprietary 4-step Iron 
Cove Process: Learn, Educate, Empower and 
Protect. The first step involves determining 
what is unique about each client’s 
organisation and learning about its intricacies. 
“It is imperative that we ask the pertinent 
and relative questions that are specific to 
their business. In doing so, we identify all 
of the risks specific to their business and 
are well positioned to provide a robust risk 
management solution,” states D’Agostino.

Secondly, ICP provides all clients and 
prospects with a high level of advice 
and consultation around the various 
insurance contracts specific to the asset 
management industry. 

“Thirdly, by educating our clients we 
empower them to make well-informed 
decisions regarding the various liability 
exposures and risks their organisations face. 
Lastly, our proposals and advisory work 
provided during the process allow our clients 
to make informed and educated decisions 
regarding insurance protection.”

The level of coverage that a hedge fund 
might look to put in place will very much 
depend on where it is in its business cycle 
i.e. a start-up/emerging manager versus an 
established manager. That said, all firms 
must carry the standard business lines of 
coverage such as Employee Benefits (or PEO 
Solution) and/or Office Insurance. 

On winning this year’s USA award, 
D’Agostino concludes: “Receiving votes 
from your clients and industry peers 
acknowledging your work is a great feeling. 
“It never gets old!” We feel that the award 
validates the Iron Cove team’s hard work, as 
well as its approach to risk management and 
brokerage, put in on behalf of our clients.” n

www.hedgeweek.com
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COWEN PR IME  SERV ICES

Cowen Prime Services
Best North American Prime Broker

Jack Seibald, Global Co-Head 
of Cowen Prime Services LLC

The series of acquisitions that have taken 
place since Cowen Inc. acquired Concept 
Capital Markets, LLC – which took place 
exactly two years ago – have been numerous 
and have led Cowen’s prime services unit to 
become regarded as a genuine alternative to 
bulge-bracket prime brokers.

“We can meet the needs of managers, 
large and small, through the capabilities 
we’ve invested in,” says Jack Seibald, Global 
Co-Head of Cowen Prime Services LLC, the 
prime services affiliate at Cowen. “When 
Concept Capital was acquired by Cowen, 
the principal reason we thought it would 
be beneficial was the common operating 
philosophy we shared that focused on 
helping our clients to outperform.”

On the Cowen side the effort is anchored 
on the investment process with the firm’s 
research capabilities, corporate access 
program, capital markets activities, and non-
conflicted trade execution offering. 

“On the prime services side, the effort is 
centred on providing investment managers 
with turn-key solutions designed to free our 
clients to focus on their core competency; 
investing. We offer a wide range of services 
including custody, electronic and high 
touch trade execution, outsourced trading, 
commission management, financing and 
stock loan, middle and back office support, 
pre- and post-trade compliance, capital 
introduction, new launch consulting, and 
portfolio and risk reporting.” 

Cowen has since acquired Conifer 
Securities, LLC, which dovetails nicely with 
the legacy Concept business. As Seibald 
explains: “Whereas we were much more 
focused on prime and an outsourced trading 
offering that was more recent, Conifer was 
very much the mirror image; much more 
focused on outsourced trading, less so on 
prime brokerage.” 

Subsequent to the Conifer acquisition, 
in March 2016 Cowen agreed to buy CRT 
Capital Group LLC’s credit business, which 

included research, sales and trading in 
distressed, special situation, and emerging 
markets debt. 

“Most recently, we’ve also been able to 
strengthen the securities financing business 
following Cowen’s acquisition of Convergex. 
We are in the final stages of integrating 
Convergex into the Cowen family.

‘Overall, we can now go out into the 
marketplace as the premier introducing prime 
broker in the US,” remarks Seibald.

“Indeed, Cowen has a prime brokerage 
offering that is so broad and so deep that 
it puts it in a different category to other 
introducing brokers or what one might call 
‘mini primes’, and positions us as a more 
credible alternative to some of the bulge 
bracket firms. It has the ability to use its 
own balance sheet thanks to the Convergex 
acquisition, to facilitate securities financing 
and clear certain businesses internally. 

“We’re offering our clients the opportunity 
to participate in the rebates offered by those 
willing to pay for the privilege of borrowing 
hard-to-borrow securities (for short selling 
purposes). We’ve become an alternative to 
bulge-bracket prime brokers. We can meet 
the needs of managers, large and small, 
through the capabilities we’ve invested in. 

“Both Cowen’s existing prime brokerage 
clients and Convergex’s clients will 
now benefit from a much larger pool of 
experienced professionals serving them. 
We have capital introduction teams spread 
much more broadly across the US (Texas, 
San Francisco, Connecticut and New 
York) so as to be closer with existing and 
prospective clients.”

On winning this year’s award, Seibald 
comments: “It’s always gratifying for our team 
to earn accolades for the efforts we expend 
every day to service our clients. We are 
keenly aware, however, that our clients face 
new challenges all the time, and that we’ll 
need to remain focused on developing and 
delivering solutions to meet their needs.” n

www.hedgeweek.com
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L IGHTKEEPER

Lightkeeper 
Best North American Data Visualisation Software Provider

Lightkeeper’s Ryan Mackey 
collecting the award

Lightkeeper LLC® is the leading provider 
of portfolio intelligence tools to the hedge 
fund community. Its lightweight, mobile and 
cost effective software solution allows users 
to manage and manipulate large portfolio 
data sets. With Lightkeeper, investment 
professionals can analyse important 
information with the click of a mouse or the 
touch of a screen.

The founders of Lightkeeper™ are 
seasoned software innovators, having 
previously conceived, built and sold Tamale 
Software®, the industry standard Research 
Management Software (RMS) solution 
acquired by Advent Software in 2008.

Complementing the pedigree of 
Lightkeeper’s founders is a team of 
experienced development professionals, 
PhDs and specialists in the areas of 
mathematics, computer science and 
economics. Moreover, Lightkeeper has 
assembled an advisory board comprised 
of senior executives in asset management, 
financial software, and the legal communities.

This unique combination of skills and 
experiences has enabled Lightkeeper 
to create the world’s leading Portfolio 
Intelligence platform.

As the sheer volume of traditional and 
non-traditional datasets increases, portfolio 
managers and traders need cutting edge 
visualisation tools to ingest and drive insights 
with as much ease as possible. Lightkeeper 
certainly does this, displaying key portfolio 
statistics as interactive charts and tables. 
Users can easily pivot and drill down 
into multiple data sources with one click. 
Lightkeeper’s core engine can ingest data 
from multiple sources: fund administrators, 
custodians, prime brokers, accountancy firms, 
as well as a manager’s proprietary data. 

From an analytics perspective, users 
are able to define their own filters within 
Lightkeeper as well as configure data tables 
and dynamic views that best suit their 
internal investment process and workflow. 
Indeed, the Lightkeeper team works closely 

with clients on workflow iterations as their 
business needs evolve. 

Its implementation process is both 
collaborative and client focused. Lightkeeper 
partners with each of its clients to create 
a configurable software solution designed 
to meet each fund’s requirements, as well 
as those of an individual user. It actively 
encourages client designed workflows to 
support intuitive portfolio exploration for 
investor relations, risk management, and 
operational processes.

In terms of business growth, 2016 proved to 
be a record year for Lightkeeper with respect to 
revenues and overall AUM on the platform. The 
fourth quarter of 2016 was the firm’s strongest. 
As Lightkeeper CEO, Danny Dias, commented: 
“We are encouraged to see increased 
demand for Lightkeeper within the hedge fund 
community. Our software solution has helped 
automate the internal data management, 
analytics and reporting processes that firms 
have struggled with for years.”

Lightkeeper now has offices in New York, 
Boston and San Francisco to support its 
business expansion. To illustrate some of 
the key developments made over the last 12 
months, Lightkeeper has enjoyed 75 per cent 
seat growth and has USD170 billion in hedge 
fund AUM on the platform. It has developed 
a comprehensive investor relations reporting 
package and introduced three new product 
releases including Lightkeeper 3.0, to 
enhance the user experience.

In addition, it has added standard 
adapters to seamlessly integrate with major 
administrators, accounting systems, and 
in-house data-warehouses. 

On winning this year’s award, Dias 
comments: “We are thankful to the team at 
Hedgeweek and the hedge fund community 
for recognising Lightkeeper as the leading 
data visualisation software provider. The 
industry has quickly adopted the Lightkeeper 
platform to support their portfolio analytics 
and reporting processes and we are 
appreciative of this endorsement.” n
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Wedbush Prime  
Brokerage

Best North American Hedge Fund Research Provider

Sean Trager, Head of Prime 
Brokerage Services at 
Wedbush Prime Brokerage

generating good revenues for them. 
“Nevertheless, we recognise that the 

smaller manager is still going to benefit from 
reading the research report, from getting the 
call from the research desk’s sales trader to 
get a good feel for what’s going on with a 
particular stock,” says Trager, adding:

“What sets us apart from other research 
providers is the names that we cover. 
Traditional S&P 500 research is, for lack of 
a better description, free. If you’re looking 
for traditional, blue chip companies, there’s 
no shortage of research. But if you were to 
sit down with a healthcare company in, say, 
North Carolina, they would likely have only 
received very limited analyst attention. We 
concentrate our resources on covering less 
well-known equities where we perceive there 
to be hidden value.”

As Wedbush trades a lot of derivatives – it 
is very active in the futures space having 
acquired two firms in the last five years – 
and has a strong options business, the firm 
is able to support a wide range of strategies 
beyond long/short equity and global macro; 
i.e. statistical arbitrage, volatility arbitrage, 
special situations strategies as well as fixed 
income strategies.

“We also cover some quant funds. 
Sometimes, when they deploy the strategy 
they wonder why it doesn’t do well and for 
me I think it’s down to market impact costs. 
There’s something to be said for having a 
research analyst or sales trader to say ‘Yes, 
you should buy it and you should be more 
aggressive with this one’. Again, that’s where 
we try to help our clients,” says Trager.

On winning this year’s award for the 
second year running, Trager says: “I couldn’t 
have been more honoured to be recognised 
by the hedge fund community for our 
contribution to the space, and feel overjoyed 
to be standing alongside so many industry 
leaders and peers.” n

Wedbush Securities was founded in 1955, 
and is one of the largest providers of small 
and midcap equity research in the US. 

The research team sits within Wedbush 
Capital Markets group and has particular 
expertise in market sectors that include: 
retail, building products, homebuilders, 
footwear and apparel, leisure, specialty retail, 
restaurants, technology, IT services and 
payments, enterprise software, Internet and 
media; healthcare, and financial institutions. 

“We are very focused on the emerging 
manager space,” says Sean Trager, who 
heads up Prime Brokerage Services. “The 
landscape of the hedge fund industry has 
changed dramatically over the last decade. 
When you heard about the latest big fund 
launch you’d read it in the Wall Street 
Journal, it was front-page news. Nowadays, 
managers are coming to market with friends 
and family money and oftentimes they are 
only launching with up to USD25 million. 

“That’s our sweet spot. We try to 
position ourselves to be an extension of the 
manager’s trading desk.”

Indeed, these are portfolio managers 
that have left large hedge funds and, by 
extension, the infrastructure they could rely 
upon. Wedbush research is fully aligned with 
its clients, providing trading and analysis 
support that smaller managers simply do not 
get at bulge bracket firms.

“We make the same tools and efficiencies 
that the largest clients of prime brokers have, 
for all of our managers, and that’s largely 
why we’ve been recognised as a helpful 
element in the prime brokerage space, 
providing research, clearance and trading 
to folks who wouldn’t otherwise get such 
support,” says Trager. 

Wedbush understands that if you are 
a larger money manager you will likely 
command the attention of an analyst at 
a large prime. It makes sense if you’re 
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patterns” of price behaviour; rather, machine 
learning and artificial intelligence concepts 
analogise price action across historical 
windows in order to assess the probability to 
which such behaviours portend a consistent 
directional outcome. 

“While we anticipate our process will 
see only noise the majority of the time, a 
smaller percentage of circumstances will 
yield higher probability outcomes, thereby 
generating attractive trading opportunities i.e. 
opportunities where current circumstances, 
or behaviours, can effectively be related to 
those in the past,” explains Craig Weynand, 
Chief Operating Officer at NuWave. 

Like all of this year’s award winners, 
NuWave demonstrates the passion and 
ingenuity that underscore precisely why the 
hedge fund industry needs to continually be 
championed. n

One might categorise BCK Capital 
Management as very much discretionary, 
employing deep level, bottom-up company 
analysis. At the other end of the spectrum 
is the systematic fund, which has become a 
big focus of investment allocations over the 
last 12 months. 

Fitting this category is NuWave Investment 
Management, winner of this year’s award 
for Best Commodities Hedge Fund. NuWave 
uses pattern recognition in its flagship 
Combined Futures Portfolio – a multi-
strategy approach to trading, which includes 
allocations to intermediate to long-term 
trend-based strategies, relative value spread 
trading strategies and intra-day directional 
trading strategies.

In contrast with the classical market 
technician, NuWave’s investment approach 
does not rely upon any “predetermined 
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