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After a difficult first half of the year the UCITS HFS Index rever-
ses its negative trend in July 2011 and reports a monthly per-
formance of +0.27%. July started off very positively with gains 
of +0.62% in the first week of trading, being the only positive 
weekly return of the month though. While the second week was 
nearly flat with a loss of -0.01%, the third week saw the UCITS 
HFS Index lose -0.32%. As the last week of trading 
was quiet from a broad index perspective again 
with a minor loss of -0.02%, the UCITS HFS Index 
was able to finish July on an overall positive note. 

From a sub-strategy perspective the top performers in July 
were CTA (+2.80%), Credit (+1.15%), and Fixed Income (+0.41%). 
All three of them only reported losses in the third week of 

the month, as all sub-strategies were negative that week. The 
worst performing strategies in July were Convertible (-1.00%), 
Event Driven (-0.80%) and Currency (-0.31%). Despite having 
started strongly into the month, these strategies started to 
under-perform after that, turning negative in the second half 
of July. It is noteworthy that Convertible, the best performing 

strategy in the first Quarter of 2011, has lost its 
way lately and turned negative from a year to 
date perspective (-0.20%). As a matter of fact 
ten out of the eleven sub-strategies of the UCITS 
HFS Index are negative in 2011, the only positi-

ve performer being Credit so far (+0.92%). Therefore it is no 
surprise that the UCITS HFS Index still is negative in 2011 
and now stands at -1.89% from a year to date perspective.

UCITS HFS Index starts positive into second half of 2011, up +0.27% in July

July 2011
Funds positive: 	 45.78%
Funds negative: 	54.22%

Attend the UCITS 
Alternatives Conference 2011

Date & Venue: 19./20. of September 2011 
at Kongresshaus Zurich, Switzerland

Click here for the latest 
programme and speaker list.
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Markus Hill previously worked for SEB 
Bank and Credit Suisse Asset Manage-
ment amongst others before he foun-
ded MH Services in 2005. He took this 
step as he realized that few asset ma-
nagers had an accurate understanding 
of the potential of the German market 
in general and, more importantly, for 
their own products. He recently made 
the statement that two trends conver-
ge: the rise of UCITS III and the emer-

gence of fund boutiques in Germany which will impact the 
landscape of the German financial industry. This bold state-
ment made us curious to learn what impact UCITS III really had 
so far on the German market.

Ucitsindex.com: Has UCITS III changed the German finance 
industry?
Markus Hill: I think so. Highly specialised, independent asset 
managers are becoming increasingly important to investment 
decision-makers from corporates, trusts, pension schemes and 
insurance companies. One reason for the triumph of the in-
dependent asset manager has been the above-average results 
of these specialised providers. However, in Germany there are 
now several domestic and foreign players from the alternati-
ve investment area with UCITS III compliant mutual funds on 
the market. This trend has been driven partly by the simplified 
purchase process that a UCITS structure allows. But for the al-
ternative managers, it is also a marketing tool as it gives them 
a higher level of publicity in the media. So many hedge fund 
companies are attracted by the benefits of this ‘hedge fund lite’. 

Interview with Markus Hill, MH Services

Fund Strategy
The Laffitte Risk Arbitrage Ucits Fund was launched in 2007 
and hence was one of the first UCITS funds focused on mer-
ger arbitrage. The Fund is based on short and medium term 
strategies with a focus on risk management, volatility and ca-
pital preservation. Using moderate leverage, the fund targets 
a return of Eonia + 500-800 bps with a volatility below 5%. 
Further characteristics are de-correlation to equity markets 
(historical correlation to the S&P 500 of 0.03), a unique invest-
ment process which is based on proprietary tools developed for 
more than 15 years to analyze, monitor and evaluate merger 
arbitrage opportunities. With strict real-time risk monitoring in 
place and offering daily liquidity the fund is designed for inves-
tors looking for uncorrelated returns and capital preservation.

Fund Manager
Laffitte Capital Management’s four founders have been early 
players in the field of regulated alternative investments and 
have an extensive shared experience in arbitrage strategies. 
Within the 4th largest French banking group, they exhibited a 
positive track record for 15 years as proprietary traders and de-
veloped trading tools and databases dedicated to various kinds 
of arbitrages. They managed more than €11 billion in Europe 
and in the United States including a €900 million portfolio de-

dicated to M&A Arbitrage. Their expertise includes risk arbitra-
ge, basket trading, equity finance and equity derivatives. 

Fund Facts
Date of inception:			  11th of December 2007
AuM:				    € 160 million
Sharpe Ratio (monthly data):	 1.85
Volatility (monthly data):		  1.24%
1 month performance:		  0.13%
3 month performance:		  1.63%
12 month performance:		  3.28%
36 month performance:		  14.48%
YTD performance:		  2.27%
Ann. Performance since inception:	 5.18%

(All data as of 26.07.2011)

Contact
David Lenfant (Managing Partner)
Laffitte Capital Management
17, rue du Quatre Septembre
75002 Paris
France
Phone: 	 +33155047930
Email: 	 sales@laffittecapital.com

Fund presentation of the month: Laffitte Risk Arbitrage Ucits Fund

From left: Gabriel Teodorescu, David Lenfant, Arnaud Yvinec and Eric Robbe

http://www.ucitsindex.com
http://www.markus-hill.com


In Germany, so-called private label funds are also continuing to 
exploit the advantages of a retail mutual fund format. These 
funds are increasingly set up and promoted by houses such as 
Universal Investment, Hauck & Aufhäuser and AmpegaGerling 
who specialise in creating a structure that allows smaller bou-
tique houses to reach a wider audience. Institutional investors 
appreciate the transparency and the regulatory safeguards these 
products offer. Other regulatory rules such as IFRS, governing 
the way institutions describe their assets and liabilities, have also 
encouraged the trend towards the use of mutual funds.
Ucitsindex.com: So it changed the German market regarding 
the fund offerings. But did it also change the investors per-
ception and willingness to invest into UCITS alternative funds?
Hill: Yes. Of course, many institutional investors are now mo-
nitoring the market in UCITS III products very carefully. In the 
Frankfurt area there are many events, road shows and round-
tables put on by independent houses. Looking at the attendees, 
it becomes clear that the institutional and the retail sector have 
been coming closer together for years. There is increasing cross-
over between capital markets products and asset management, 
especially through the use of commercial products in hedge 
funds, which are now appearing in the form of regulated mu-
tual funds to increased attention from the traditional asset ma-
nagement industry. Meanwhile the fund of funds analyst from 
the traditional industry is increasingly doing the same job as the 
analyst in the pension fund or foundation. In both segments the 
qualitative analysis of managers is being strengthened, because 
increased emphasis on boutiques forces you away from a pure 
quantitative bias.
Ucitsindex.com: Can you provide us with some specific ex-
amples how UCITS III and the emergence of investment bou-
tiques have changed the financial industry in Germany?
Hill: The electricity company EnBW offers a good example of 
the ways in which this market is changing. It has created its own 
‘segment master fund’, an internal pooled vehicle which then 
invests in selected third party products. All this interest in spe-

cialist boutiques and UCITS III strategies is leading to a re-evalu-
ation of the analysis services offered by information providers. 
Classic rating agencies are working out how to tackle the clas-
sification issues as investors demand greater transparency. Con-
sultants like Mercer or Feri analyse the market while service pro-
viders such as Kommalpha monitor trends in structure, products 
and volume. The German investment association BVI has also 
enhanced the information it publishes to support this trend. In 
addition, the so-called core-satellite approach has accelerated 
this trend. Mainstream markets can be covered by ETFs, while 
specialised markets are outsourced to an independent manager 
who has distinguished themselves in the past with a high alpha.
Ucitsindex.com: This sounds like a bright future for hedge 
fund managers who want to market their products in Germa-
ny. Almost too good to be true...
Hill: All that glitters is not gold. Many foreign managers have 
arrived in the past in the German market, but left again. Fund 
boutiques, of course, must meet the same regulations as larger 
houses and for strategic partnerships with distributors they need 
to reach a certain asset size. Independent service providers with 
a special expertise should remember that ‘push marketing’, with 
an aggressive sales style, is unpopular among German institu-
tional investors and a local presence is important. Hit-and-run 
strategies are doomed to failure because the average instituti-
onal investor in Germany sees long-term business relationships 
as very important. ‘Keep it simple, stupid’ is a pretty good suc-
cess formula in the German market. It may sound obvious, but 
good preliminary research on the German market is essential. 
And above-average performance is a must. So far as the sales 
message is concerned, a solution provider is more likely to suc-
ceed than a hard-seller. For German institutional investors, class 
comes before mass. You can say with confidence that German 
institutional investors will continue to have an interest in ex-
cellent long-only and hedge fund managers. In future, the top 
performers from abroad will also find that long-term German 
investors increasingly open their doors to them.
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UCITS Navigator

• Transaction based portfolio and risk management
• daily & month to date performance calculation
• Full-scale backoffice module
• Real time & historical data input
• Highly customizable

Implementation is quick, easy and FREE... and best of all: the soft-
ware also works for your off-shore and non-UCITS funds

For more information send an email to contact@2n20.com

http://www.ucitsindex.com
http://www.ucitsindex.com/index.php/ucits-navigator.html


The financial instrument is not sponsored, promoted, sold or supported in any other manner by 2n20.com AG nor does 2n20.com AG offer any express or implicit 
guarantee or assurance either with regard to the results of using the Index and/or Index trade mark or the Index Price at any time or in any other respect. The Index 
is calculated and published by Structured Solutions AG. Structured Solutions AG uses its best efforts to ensure that the Index is calculated correctly. Irrespective of 
its obligations towards the Issuer, Structured Solutions AG has no obligation to point out errors in the Index to third parties including but not limited to investors 
and/or financial intermediaries of the financial instrument. Neither publication of the Index by Structured Solutions AG or 2n20.com AG nor the licensing of the 
Index or Index trade mark for the purpose of use in connection with the financial instrument constitutes a recommendation by Structured Solutions AG or 2n20.
com AG to invest capital in said financial instrument nor does it in any way represent an assurance or opinion of Structured Solutions AG or 2n20.com AG with 
regard to any investment in this financial instrument.

No offer
This information is not intended to be, nor should it be construed as, an offer to sell, or a solicitation of any offer to buy, an interest in any private fund, which can 
only be made by delivery of the fund‘s confidential offering documents to qualified, suitable investors. Hedge fund investing entails substantial risk. Before making 
an investment in any fund, investors should thoroughly review the fund‘s offering documents with its financial, legal and/or tax advisors to determine whether an 
investment in the fund is suitable in light of the investor‘s investment objectives and financial circumstances.
The information contained herein and in any attachments is confidential and is intended solely for the addressee(s). Any unauthorized access, use, reproduction, 
disclosure, or dissemination is prohibited. Neither 2n20.com Inc nor any of its affiliates or subsidiaries shall assume any legal liability or responsibility for any 
incorrect, misleading or altered information contained herein.

No advice
No information provided in this Newsletter in relation to any product or investment should be construed as advice to you on the suitability or otherwise of that 
product or investment for you or any other person, such suitability depending on all the circumstances of the person concerned. Independent advice should be 
taken unless such advice is not appropriate (e.g. you are, or are accessing this Newsletter on behalf of, an authorised person or an exempted person).

Disclaimer of warranties
Past performance should not be taken as an indication or guarantee of future performance, and no representation or warranty, express or implied is made re-
garding future performance. Opinions and estimates reflect a judgment at original date of publication and are subject to change. The value and income of any 
of the securities or financial instruments mentioned in this Newsletter can fall as well as rise. Foreign currency denominated securities and financial instruments 
are subject to fluctuations in exchange rates that may have a positive or adverse effect on the value, price or income of such securities or financial instruments. 
Investment funds may not achieve their investment objectives.

Structured securities are complex instruments, typically involve a high degree of risk and are intended for sale only to sophisticated investors who are capable of 
understanding and assuming the risks involved. The market value of any structured security may be affected by changes in economic, financial and political factors 
(including, but not limited to, spot and forward interest and exchange rates), time to maturity, market conditions and volatility and the credit quality of any issuer 
or reference issuer. Any investor interested in purchasing a structured product should conduct its own investigation and analysis of the product and consult with 
its own professional advisers as to the risks involved in making such a purchase.
Investments in hedge funds are speculative and involve a high degree of risk. Hedge funds may exhibit volatility and investors may lose all or substantially all of 
their investment. A hedge fund manager typically controls trading of the fund and the use of single advisor‘s trading platform may result in a lack of diversifica-
tion. Hedge funds also may use leverage and trade on foreign markets, which may carry additional risks. Hedge funds charge higher fees than many other types of 
investments, which can offset any trading profits. Interests in hedge funds may be subject to limitations on transferability. 
This Newsletter is subject to periodic update and revision. Materials should only be considered current as of the date of initial publication appearing thereon, 
without regard to the date on which you may access the information. 

2N20.COM HEREBY EXPRESSLY DISCLAIMS ALL WARRANTIES, EXPRESS, STATUTORY OR IMPLIED, REGARDING THE NEWSLETTER, AND ANY RESULTS TO BE OBTAI-
NED FROM THE USE OF THE NEWSLETTER, INCLUDING BUT NOT LIMITED TO ALL WARRANTIES OF MERCHANTABILITY, FITNESS FOR A PARTICULAR PURPOSE OR 
USE, AND ALL WARRANTIES ARISING FROM COURSE OF PERFORMANCE, COURSE OF DEALING AND USAGE OF TRADE OR THEIR EQUIVALENTS UNDER THE LAWS 
OF ANY JURISDICTION. 2N20.COM DOES NOT WARRANT OR GUARANTEE THE ACCURACY, TIMELINESS, SUITABILITY, COMPLETENESS OR AVAILABILITY OF THIS 
NEWSLETTER OR THE INFORMATION OR RESULTS OBTAINED FROM USE OF THIS NEWSLETTER, OR THAT THIS NEWSLETTER OR THE INFORMATION OR RESULTS WILL 
BE FREE FROM ERROR.

UNDER NO CIRCUMSTANCES AND UNDER NO THEORY OF LAW, TORT, CONTRACT, STRICT LIABILITY OR OTHERWISE, SHALL 2N20.COM BE LIABLE TO ANYONE FOR 
ANY DAMAGES RESULTING FROM ACCESS OR USE OF OR INABILITY TO ACCESS OR USE THIS NEWSLETTER REGARDLESS OF WHETHER THEY ARE DIRECT, INDIRECT, 
SPECIAL, INCIDENTAL, OR CONSEQUENTIAL DAMAGES OF ANY CHARACTER, INCLUDING DAMAGES FOR TRADING LOSSES OR LOST PROFITS, OR FOR ANY CLAIM 
OR DEMAND BY ANY THIRD PARTY, EVEN IF 2N20.COM KNEW OR HAD REASON TO KNOW OF THE POSSIBILITY OF SUCH DAMAGES, CLAIM OR DEMAND.

2n20.com AG     |     Weinbergstrasse 10     |     8807 Freienbach     |     Switzerland     |     Tel: +41 44 578 50 00     |     Email: contact@2n20.com
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