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FEATURING CONTRIBUTIONS FROM:

At the start of 2008 assets in hedge funds stood at 
US$ 1.8 trillion, almost double the US$ 1 trillion mark
the industry managed only two and a half years earlier.
Despite the credit crunch, 2007 saw net inflows of
almost US$200bn to hedge funds globally. And while
many of those funds rooted in credit strategies felt the
pain, the average return across the entire industry was
still well into double digits, with the return across
emerging market funds, for example, averaging almost
20% for the year.

But hedge funds, along with the investment banks serving
and, in some cases, running them, are in states of extreme
flux. This is partly due to 2007’s credit crunch, but also
stems from managers relentlessly seeking non-correlated
strategies, and from banks extending their services further
into areas of consulting and business advisory.

Opportunities for funds, banks, investors and service
providers may be immense, but exploiting them in such a
fast-moving environment is fraught with risk.

Which Way Next for Hedge Funds? A guide for managers,
banks and investors enlists the expertise of the hedge
fund and investment bank industries’ leading practitioners
and includes contributions from numerous heads of prime
brokerage desks, thought leadership from CEOs of multi-
billion dollar funds of hedge funds, leading pension
consultants, and banking analysts with an encompassing
view over both industries.

By reading this report you will know what innovations to
expect from both hedge funds and investment banks over
the coming years, and so best identify the cutting edge of
prime broking and investment by, and in, hedge funds.
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Which Way Next for Hedge Funds? A guide
for managers, banks and investors takes a
path through the breadth of offerings from
typical prime brokerage desks, including their
and hedge funds’ activity in various investment
strategies, from emerging markets equity (and
stock loan therein) to more esoteric but
increasingly popular strategies such as freight
derivatives and soft commodities and metals.
It also covers legal issues of hybrid asset
managers and potential conflicts of interest
with staff providing research ideas to both
long-only and long/short portfolios, as well as
managers’ moves into 130/30 portfolios and
Ucits III legislation allowing this. It also provides
an insight into the future of algorithmic
trading, of listing of hedge funds, and of Sharia-
compliant fund investing, among other
developments pertaining to hedge fund
strategies.

Featuring contributions from some of the
most influential people in this market, this
report explains and analyses how recent
market conditions have affected investment
banks, their hedge fund clients and investors 
in them, answering many key questions about
where the banks and managers are heading:

• Where is the next wave of investment in
hedge funds coming from? 

• What are sovereign wealth funds looking for
in hedge funds? 

• How can banks improve their capital
introduction? 

• What trends will emerge in EM stock loan? 
• Why should allocators consider investing in

metals? 
• Can investment banks do the jobs of

pension consultants? 
• What is the optimal staff structure for prime

brokerage operations? 

• What skills will be needed for structuring and
analysing credit instruments? 

• Should hedge funds invest in SPACs? 
• How can companies fend off activist hedge

funds? 
• Should hedge fund managers launch

130/30 portfolios? 
• What are the key trends to watch for in

listing funds going into 2009? 
• What exactly is needed in a MiFID best

execution policy? 
• What will algorithmic trading look like in five

years’ time? 
• Will hedge funds just become IP centres

outsourcing all their activities?

WHICH WAY NEXT FOR HEDGE
FUNDS? A GUIDE FOR MANAGERS,
BANKS AND INVESTORS 
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CONTENTS

About the Editor
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Rostron Parry is a press relations firm based
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While the upheaval of the markets in 2007 and 2008 guarantees
that those whose voices are to be found in this report speak to
various degrees of the ‘credit crunch’ and its aftershocks, this
report also looks beyond current conditions. It examines, for
example, the moves by sovereign wealth funds into hedge funds,
and how both prime brokers and their hedge fund clients can
best prepare themselves for this investor group. It explores the
implications for both sides of the hedge fund/broker equation of
the ongoing institutionalisation of hedge funds.
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RECEIVE EXTRA DISCOUNT ON ANY ORDER

* Publication Information Order
Date Only Qty        Standard Rate

WHICH WAY NEXT FOR HEDGE FUNDS? A GUIDE FOR MANAGERS, BANKS AND INVESTORS JULY 08 £795/US$1614
ASSET CLASS & SECTOR REPORTS
THE FINANCIALISATION OF COMMODITIES MAY 08 £995/US$2021
EUROPEAN MERGERS & ACQUISITIONS: PROSPECTS FOR THE DECADE JUNE 08 £795/US$1614
NEW FRONTIERS FOR EUROPEAN SECURITISATION JUNE 08 £495/US$1005
RAISING CORPORATE CAPITAL: STRATEGIES FOR ISSUERS AND INVESTORS AUG 08 £795/US$1614
PENSIONS: FROM CRISIS TO OPPORTUNITY APR 08 £795/US$1614
GLOBAL INSURANCE AND THE CAPITAL MARKETS APR 08 £795/US$1614
HYBRID CAPITAL SECURITIES: A DEFINITIVE GUIDE FOR ISSUERS AND INVESTORS NOV 07 £995/US$2021
EUROPEAN NON-CONFORMING RMBS: A NEW BEGINNING? HALF PRICE DEC 07 £398/US$807
EUROPEAN REAL ESTATE: A NEW ASSET CLASS COMES OF AGE? HALF PRICE JULY 07 £249/€371
THE FUTURE OF THE GLOBAL COVERED BOND MARKET SEPT 07 £895/US$1818
CREDIT DERIVATIVES: STRUCTURES, TECHNOLOGY & PROSPECTS HALF PRICE JULY 07 £348/US$807
FINANCING LEVERAGED BUYOUTS IN ASIA: OPPORTUNITIES AND OBSTACLES JULY 08 £695/US$1414
RETHINKING SYNDICATED LENDING: THE EUROPEAN LOAN MARKET TO 2015 HALF PRICE APR 07 £348/US$708
EMERGING MARKETS REPORTS
OPPORTUNITIES IN: CHINA’S CAPITAL MARKETS NOV 07 £795/US$1614
OPPORTUNITIES IN: EMERGING EUROPEAN AND CENTRAL ASIAN CAPITAL MARKETS AND BANKING MAY 08 £795/US$1614
OPPORTUNITIES IN: RUSSIAN CAPITAL MARKETS JUNE 07 £695/US$1411
OPPORTUNITIES IN: SUB-SAHARAN AFRICA‘S CAPITAL MARKETS NOV 07 £795/US$1614
THE FUTURE OF ISLAMIC CAPITAL MARKETS JAN 08 £795/US$1614
OPPORTUNITIES IN: MIDDLE EAST CAPITAL MARKETS FEB 07 £695/US$1411
OPPORTUNITIES IN: INDIAN CAPITAL MARKETS HALF PRICE DEC 06 £348/US$707
OPPORTUNITIES IN: BRAZILIAN CAPITAL MARKETS HALF PRICE NOV 06 £348/US$707
STRATEGY REPORTS
WHO’S READY FOR MIFID? ALL FINES OR FINE FOR ALL JULY 07 £695/€1034
THE EXTEL-IFR INVESTOR SURVEY 2008 FEB 08 £95/US$193 + vat
GLOBAL INVESTMENT BANKS: TRENDS, STRATEGIES AND PERFORMANCE HALF PRICE FEB 06 £248/US$504
TALENT PORTFOLIO MANAGEMENT: LEVERAGING HUMAN ASSETS IN CAPITAL MARKETS AND INVESTMENT BANKING JULY 07 £695/US$1411

THOMSON EXTELSURVEYS
THE THOMSON EXTEL UK SMALL CAPS 2007 REPORT AUG 07 £650
THE THOMSON EXTEL PAN-EUROPEAN INVESTOR RELATIONS REVIEW APR 07 £396/€589

FINANCING GLOBAL MINING: THE COMPLETE PICTURE MAR 07 £795/US$1614
CLEAN ENERGY FINANCE: OPPORTUNITIES IN A CARBON-CONSTRAINED WORLD APR 08 £795/US$1614
INFRASTRUCTURE FINANCE: THE ROAD AHEAD SEPT 07 £795/US$1614
FINANCING WATER AND WASTEWATER TO 2025: FROM NECESSITY TO SUSTAINABILITY HALF PRICE JUNE 06 £398/US$808

Please quote this reference 
when ordering

SUB-TOTAL

DISCOUNT

TOTAL

4


