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This year’s Symposium began as 
usual with a panel to set the 
scene exploring global market 
opportunities. It brought to-

gether a range of different perspectives 
from André Breedt of Capital Fund 
Management in Paris and Nigel Hikmet 
of Lansdowne Partners in London, plus 
Carmen Nel of Matrix Fund Manag-
ers and Hannes van den Berg of Ninety 
One, moderated by Jeff Gable of Absa.

The panel began with discussion of 
geopolitical risks, with Van den Berg 
noting how markets had not been as 
spooked by the Ukraine war as may have 
been expected – as they had been be-
fore by Brexit and the election of Donald 
Trump. 

Nel highlighted inflation as a big issue 
and asked whether it had now peaked, 
while also querying the outlook for eq-
uities given an inverted yield curve. That 
usually points towards recession, though 
she wondered whether central banks 
might ‘blink’ again if unemployment 
rises.

Hikmet noted how many companies 
had curbed investment through the long 
period of austerity – and so had a need 
to invest now, which he argued would 
continue to drive equity markets. With 
interest rates up but back to more nor-
mal levels historically, he suggested, valu-
ations were going to matter again.

Like Hikmet, Van den Berg noted how 
US equities were looking expensive rela-
tive to Europe – though in fixed income 
he felt the best opportunities might be in 
emerging markets. 

Nel also noted how real interest rates 
were going into positive territory, which 
might lead to a ‘bumpy’ next 12 months. 
Defaults may occur in the US, she pre-
dicted – accurately, as it turned out, with 
her comments swiftly followed by news 
of the collapse of Silicon Valley Bank. 
That may also affect access to markets for 
some EMs, Nel said, though she did not 
expect it to be a systemic issue.

Coming from a big firm with a strong 
quant dimension, Breedt noted how the 
reset in expectations for inflation was 

going to drive opportunities across vari-
ous markets including in commodities 
– where the energy transition was also 
going to be a major factor. 

Diversification would be key, Breedt 
added, including the ability to access 
markets globally and to deploy a full 
range of strategies and techniques to ex-
ploit opportunities.

ESG was also a talking point, with 
both Breedt and Hikmet noting how 
investors had become increasingly aware 
of the nuances – which would probably 
point towards more dispersion in invest-
ment outcomes.

Asked for top ideas for the year ahead, 
Breedt said monetary policy would be 
key – and that dislocations would like-
ly create opportunities across all asset 
classes.

Hikmet highlighted any areas where 
companies had pricing power – which 
might include banks and resources and 
in ex-US markets.

Van den Berg also liked resources – 
adding that strong commodity markets 
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should be good for South Africa.
Nel again highlighted inflation – and 

pointed towards inflation-linked bonds 
like TIPS as well as oil and the energy 
complex.

MARCUS STORR: SEEKING TALENT 
IN NEGLECTED MARKETS

The first in a series of keynote conversations 
at this year’s Symposium began with Mar-
cus Storr, head of alternative investments at 
FERI, one of the largest investment firms 
in Germany and a specialist in alternative 
investments, who was interviewed by Jean 
Turner, head of the Investec Prime Services 
team.

Storr began by noting how German in-
vestors were notoriously conservative, often 
seeking only to generate 3.5-4% a year – 
though in recent years the low interest rate 
environment had forced even them to look 
more seriously at alternative investments in-
cluding hedge funds to generate any sort of 
return. 

And hedge fund performance had been 
good last year, he noted, with gains of 1-3% 
looking healthy at a time when bonds and 
equities had both struggled. 

Storr noted how FERI was happy being 
in offshore vehicles, with Cayman as the de-
fault domicile.

FERI liked to have some allocation in 
South Africa, he said, as he viewed SA as 
having very well-developed capital markets 
with a lot of investment talent – but was ne-
glected by investors relative to other emerg-
ing markets.

Asked what he looked for when assessing 
a manager, Storr said the key thing was to 
look beyond standard due diligence and ask 
‘the difficult questions’ – that took a man-
ager out of their comfort zone.

Storr was also asked about ESG – which 
he said was a difficult area but important, as 
shown in Germany itself last year with the 
exposure of the Wirecard fraud highlighting 
again the centrality of governance issues.

SOUTH AFRICAN EQUITIES – 
OPPORTUNITIES LONG AND 
SHORT, AND BEYOND SA INC

This panel brought together some top 
managers in the South African hedge fund 
industry, including Jacques Conradie of 
Peregrine Capital, Rayhaan Joosub of Sen-
tio Capital Management, Clarissa van der 
Westhuyzen of Fairtree and Jean Pierre 
Verster of Protea Capital Management, 
moderated by Anthony Hall of Corion 
Capital.

Verster was quick to note that while 

there were a lot of opportunities on the 
long side in the current market, hedge 
funds could also differentiate themselves 
by what they do on the short side – and 
there was plenty of discussion of short side 
opportunities during the session.

Van der Westhuyzen noted how the JSE 
index should not be confused with ‘SA Inc’ 
– given that only 30% of the index reflects 
domestic exposure. Within that wide JSE 
universe, she foresaw areas of opportunity 
arising from three main factors: the reo-
pening of China; the energy transition – 
which should stimulate demand for certain 
commodities like copper; and in global 
consumer stocks like Richemont.

Joosub said the current variety of both 
positive and negative factors – from the 
reopening of China to loadshedding in SA 
– presented a number of good pair-trading 
opportunities, which were well suited to 
the sort of balanced long/short portfolio 
construction favoured by Sentio.

Conradie argued that the market was 
responding well again to earnings rather 
than sentiment or momentum, citing Brit-
ish American Tobacco as a good example.

Verster pointed out how not all hedge 
funds were the same – as could be demon-
strated by their often-divergent views and 
positions on big stocks like Naspers. He 
also highlighted the recently announced 
regulatory changes that propose allow-

Global macro outlook 2023 panel: from left, Nigel Hikmet, Lansdowne Partners; Hannes van 
den Berg, Ninety One. Carmen Nel, Matrix Fund Managers; André Breedt, Capital Fund Man-
agement. Moderator: Jeff Gable, Absa.

South African equity panel: from left, Rayhaan Joosub, Sentio Capital Management; Jean Pierre 
Verster, Protea Capital Management. Clarissa van der Westhuyzen, Fairtree;  Jacques Conradie, 
Peregrine Capital. Moderator: Anthony Hall, Corion Capital.

Keynote conversation Marcus Storr, FERI, in conversation with Jean Turner, Investec.
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ing certain types of unit trusts to buy into 
hedge funds, which would be welcomed. 

When asked for top picks for the coming 
year, Joosub highlighted platinum stocks 
among other things, as did both Verster and 
van der Westhuyzen, though she also cited 
the property sector on the short side. 

Conradie argued that inflation may be 
stickier than many people think, but felt 
Arcelor Mittal could be one to outperform 
in the coming year. 

SONJA SAUNDERSON: DOING 
THE RIGHT THING BY PENSIONERS 

The second keynote conversation of the 
day featured Sonja Saunderson, chief in-
vestment officer of the Eskom Pension and 
Provident Fund (EPPF), interviewed by 
leading hedge fund manager André Steyn, 
founder of Steyn Capital Management. 

Steyn started by asking her about how 
she got the job. One key thing, she said, 
had been to emphasise the central task, 
which was to ‘do right’ by members of the 
pension fund. Being such a big and long-
running pension fund, it still had a large 
defined benefit component, she pointed 
out, though also a growing defined contri-
bution portion.

Diversification was key, she said, to 
achieving the required outcome in terms 
of performance for pensioners – which 
started with risk budgeting, and working 
out the probabilities of adding value with 
different approaches. “We will forfeit the 
chance for great returns to get more reli-
able returns,” she stressed.

Saunderson felt this should be possible 
to achieve with a combination of single-
manager and multi-manager allocations, 
aided by the advice of consultants. 

The EPPF would also be looking out 
for managers’ strategies for transformation 
– and would assist, where possible, in help-
ing managers expand and grow into new 
areas, including globally ex-SA.

Hedge funds currently represent only a 
tiny 0.1% or so of EPPF’s assets – so Steyn 
thought it natural to ask if Saunderson 
planned to grow that? 

Hedge funds can add a lot of value, 
Saunderson agreed, in terms of both diver-
sification and return enhancement – so it 
seems logical to assume that she will seek 
to grow the hedge fund allocation, though 
by how much and in what directions is not 
yet clear. “We are working on it – with no 
decision yet on the scale or percentage of 
the portfolio,” she said.

One problem remains fees, which trus-
tees still view as very high in hedge funds 
– though perhaps due to a lack of under-
standing that can be addressed by more 
education.  

She was also asked whether the EPPF 
was looking at expanding further into Af-
rica ex-SA – given not least that it looked 
so cheap in historic terms. 

Yes, she said, though timing remained a big 
issue and there would need to be a hard cur-
rency component – plus the need to be mind-
ful that there continue to be a lot of strong but 
tightly held family-owned businesses that are 
probably ‘value traps’ for investors.

SOUTH AFRICAN FIXED INCOME – 
HOW TO ADD VALUE WITH 
HEDGE FUNDS 

The SA fixed income panel brought to-
gether three top players in the space 
– Jeleze Hattingh of Southchester In-
vestment Managers, Grant Hogan of In-
dependent Alternatives and Nomathibana 
Okello of Terebinth Capital.

Moderator Kim Silberman of Rand 
Merchant Bank began by asking whether 
the last 15 years of unprecedentedly low 
interest rates would be looked back on as 
an aberration or whether it represented 
the new normal – and whether high real 
interest rates could be maintained going 
forward in a low-growth environment. 

With political uncertainty as well, would 
growth not become as important as infla-
tion and currency values? she asked.

Okello said a slowdown in inflation 
looked like it was coming, but that cen-
tral banks nevertheless also had a strategic 
long-term role in supporting the economy 
– which might mean that some would ‘de-
couple’ from the approach of the US Fed-
eral Reserve if the Fed maintained a high 
interest-rate policy.

Hogan argued that markets looked like 
they were ‘correcting’ and that we could be 
entering a new period of ‘normalisation’ – 
though whether that was indeed the case 
might depend on how long inflation stayed 
high.

Hattingh noted it had indeed been a 
long time since there had been a Fed ‘hik-
ing’ cycle. 

There was then some discussion of how 
and why hedge funds could add value in 
fixed income markets and could comple-
ment traditional long-only funds – as many 
demonstrably had done during 2022.

Hattingh argued that the tools available 
to hedge funds were different to long-
only funds – allowing them to add value 
in different ways. The job was all about 
managing volatility and controlling draw-
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Keynote conversation Sonja Saunderson, Eskom Pension and Provident Fund, in conversation 
with André Steyn, Steyn Capital Management.

The South African fixed income panel: from left,: Nomathibana Okello, Terebinth Capital; Grant 
Hogan, Independent Alternatives; Jeleze Hattingh, Southchester Investment Managers. Moderator: 
Kim Silberman, Rand Merchant Bank.
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downs, she said.
Hogan agreed that hedge funds could 

add a lot to the toolset for investors – 
with their ability to dial risk up and down 
through leverage and to use short positions 
and relative-value strategies to hedge risks. 
The aim was to identify and exploit asym-
metric opportunities, he said.

Okello said education was key for inves-
tors – so there should be no nasty surprises 
in the return profile delivered by managers.

CATO BRAHDE: FROM TANGLED 
CHAINS TO THE ENERGY TRANSITION 

Cato Brahde, CIO of European hedge 
fund firm Oceanic Investment Manage-
ment, was the next keynote participant, 
adding the perspective of a seasoned spe-
cialist in shipping and energy following the 
tumultuous period of the Covid pandemic 
and Ukraine conflict.

He talked in detail about the data in a 
number of key aspects of the global econ-
omy – from container shipping and tank-
ers and shipping fleet expansion to carbon 
emissions and alternative energy as well as 
the oil and gas sector.

Brahde highlighted data which showed 
how container shipping prices had spiked 
following the disruption to supply chains 
during the pandemic, but then fallen off 
sharply in the past year. This mirrored data 
on the ‘congestion rate’ – the proportion of 
the fleet idle at any one time – which had 
surged from historic levels of about 10% to 
more than 20% by early 2022.

He highlighted how markets were now 
normalising, but that Chinese exports did 
not appear to have fully recovered yet – 
while Transatlantic trade remained robust. 
And this at a time when the shipping fleet 
was expanding rapidly, with deliveries of 
new ships increasing.

On the tanker side, the trade had been 
very different during and post the Covid 
period. After a brief collapse in 2020, the 
data on tonne-miles of oil and gas be-

ing moved had risen, particularly since 
the Ukraine conflict – reflecting a simi-
lar amount of oil being traded but being 
shipped further, with Europe not wanting 
to be reliant on Russian fuel.

Inflation numbers, Brahde also showed, 
were already falling for goods and com-
modities, but service-sector inflation re-
mained high – and showed little sign of 
falling yet.

Brahde demonstrated how shipping 
emissions had fallen significantly in the 
past decade or so – down 20% or so de-
spite a 30%+ increase in the size of the 
fleet, following the introduction of more 
fuel-efficient vessels.

On the alternative energy side, he high-
lighted data which predicted a ‘hockey 
stick’ style surge in investment in solar 
power – as well as continuing growth in 
wind power, boosted not least by the new 
Inflation Reduction Act (IRA) in the US. 

The IRA, he suggested, was essentially 
a protectionist measure – copying Chi-
nese moves previously to subsidise solar 
panels. And this would doubtless stimulate 
reactions from both Europe and China – 
which would effectively turbo-charge in-
vestment in alternative energy.

At the same, after a period of decline 
between 2014 and 2020, oil and gas invest-
ment was now rising as well, Brahde point-
ed out. Together, this points to the prospect 
of a simultaneous rise in investment in oil 
and gas as well as alternative energy and 
shipping.

A potential recession is usually bad for 
shipping and for energy markets, but Brah-
de felt the China reopening would proba-
bly be the biggest factor for global markets 
this year – and the next decade an exciting 
one for both new energy and a huge re-
newal of the fleet in shipping.

DUREKA CARRASQUILLO: 
HEDGING FOR A COOLER CLIMATE

The next keynote conversation was with 
Dureka Carrasquillo, formerly of Canada 
Pension Plan Investments (CPPI) and now 
CIO of London-based hedge fund 1.5 De-
grees, which is backed by Alliance Bern-
stein. As the name 1.5 Degrees suggests, 
Carrasquillo focuses on the theme of in-
vesting in ways to combat climate change.

She had started, she explained, as a tech 
investor – which led her to focus on a 
number of structural themes in the mar-

Adam Reeves introduces the Absa Fund-Linked Solutions lunch workshop: Strategies for managing 
risk and return. 

Keynote conversation Cato Brahde, Oceanic Investment Management Keynote conversation Dureka Carrasquillo, 1.5 Degrees
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kets which presented opportunities and 
risks, climate change emerging as the big-
gest one.

With global temperatures already 1.1 
degrees above pre-industrial levels, the 
world was already well on the way to 
breaching the targeted limit of 1.5 de-
grees, Carrasquillo pointed out. And this 
highlighted the need for dramatic techno-
logical advancements to accelerate ways to 
combat it.

The rise in greenhouse gases was not 
just about carbon, she added. Carbon was 
important, but only one of five such gases 
that were a problem, methane being an-
other important one. Patterns of consump-
tion were both unsustainable and arguably 
unethical, she added.

There were five ways to address these 
challenges through investing in technology, 
Carrasquillo argued. One was through ma-
terials technology – such as in finding ways 
to replace plastics.

A second would be through engineer-
ing technology – such as finding ways to 
address rising sea levels and promoting en-
ergy efficient building construction.

Third would be through transportation 
technology – which was not just about 
electric vehicles but also in areas like the 
maritime sector.

Fourth would be in power technology – 
such as in renewables.

And fifth would be in ‘green consump-
tion’ technology – such as in developing 
alternative proteins.

Carrasquillo argued that having the 
toolset of a hedge fund – also enabling 
short positions to discourage unhelpful be-
haviour – made it possible to have a greater 
impact as an investor, especially in key areas 
like the oceans.

Despite the difficulties in getting coun-
tries to come together to tackle climate 
change, there were very significant strides 
being made around the globe, she argued 
– noting developments like the Inflation 
Reduction Act (IRA) in the US, the ‘green 
deal’ in the EU and other things happen-
ing in China. Collectively, these initiatives 
would be pushing more than $1 trillion 
globally into tackling climate change, she 
said.

ALTERNATIVE INVESTMENTS AND 
THE CLIMATE OPPORTUNITY

Discussion of investment themes and op-
portunities related to addressing climate 
change continued to be a major theme of 
the day on a panel featuring Jarred Hou-
ston of All Weather Capital, Kasief Isaacs of 
Mergence Investment Managers and Mot-
shidisi Mazibuko of Sanlam Investments, 
moderated by Eugene Visagie of Optimum 
Investment Group.

Houston noted how there were multiple 

ways to invest in climate-focused solutions 
like solar panels and that many investors 
were now doing it, in listed markets as well 
as private markets – including ‘indirect 
plays’. 

Mazibuko highlighted how private 
credit approaches can be particularly well 
suited to impact investing.

Isaacs noted how ESG had become such 
a major factor for investors generally. 

Companies had become more respon-
sive to the need for feedback in these areas, 
agreed Houston – though there was then 
some discussion of ‘greenwashing’ and how 
much ‘tick-boxing’ there was.

Mazibuko argued that, whatever factors 
you tried to take into account, whatever 
you were doing also had to make invest-
ment sense.

ALBOURNE AND AURUM – 
IMPLEMENTING ESG

The final keynote conversation of the day 
was a thought-provoking double-header 
featuring Emily Forsyth-Davies, head of 
ESG at Aurum Group, and Emlyn Ade 
Palmer, head of sustainable investing at Al-
bourne Partners, both based in London.

The participants were asked about how 
they looked at ESG at both the company 
level as well as at the investment level. 

Palmer, for instance, highlighted how 
Albourne itself has a top-down approach 
to training in ESG and sustainability for its 
own leadership team and discloses its own 
environmental footprint – as well as being 
mindful of the footprint it creates through 
its investment advice.

Similarly, Forsyth-Davies noted how 
ESG is embedded in Aurum’s approach 
both to the way it runs its own business as 
well as in its approach to investment and 
impact. 

She then talked about what Aurum ex-
pects to see from an ESG perspective in a 
well-run company – in terms of an ethos 

that is well-supported by key members of 
staff and stakeholders.

Palmer talked about how rising aware-
ness of ESG issues had created new sources 
of risk for investment companies that were 
probably not an issue 40 years ago – but 
that these days could not be ignored and 
needed to be addressed. 

This had created the need for compa-
nies to establish an ESG and sustainability 
framework, he argued, with appropriate 
processes and procedures to implement it.

There was then some discussion about 
whether the conflict in Ukraine had per-
haps moved the goalposts for ESG – and, 
if so, how and in what ways – or if it had 
merely underscored its importance.

Palmer highlighted how the conflict had 
arguably thrown a ‘curve ball’ by elevating 
energy prices and stimulating debate about 
the weapons industry – given the need for 
Ukraine and others to be armed to defend 
themselves. 

Nevertheless, both Palmer and Forsyth-
Davies argued this was not necessarily a 
bad thing as it had, for instance, brought 

Alternative investments and the climate opportunity panel: from left, Kasief Isaacs, Mergence 
Investment Managers; Jarred Houston, All Weather Capital; Motshidisi Mazibuko, Sanlam Invest-
ments. Moderator: Eugene Visagie, Optimum Investment Group/AIP Capital Management.

ESG and Alternatives keynote conversation 
with Emlyn Ade Palmer, Albourne and Emily 
Forsyth-Davies, Aurum
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forward discussion about ways to acceler-
ate investment in renewables – and Europe 
had already done very well to move away 
from Russian gas.

There was also debate about whether 
investment approaches should rely on ex-
clusions of certain factors; greenwashing; 
new regulatory requirements in Europe 
and elsewhere; and how well ESG criteria 
could be applied across the strategy range 
– which was clearly somewhat more dif-
ficult in some hedge fund strategies than 
in others.

BLACKROCK MASTERCLASS: PRIVATE 
MARKETS OUTLOOK

This year’s BlackRock Masterclass focused 
on private markets, with presenter Rob 
Bird stating that the “great moderation” 
was over, referring to the period of steady 
growth and inflation that supported a sus-
tained stocks-and-bonds bull market for 
decades, bringing about very low cost of 
capital.

Bringing inflation down to central bank 
targets entailed crushing demand to meet 
constrained supply and this foretold reces-
sions, in BlackRock’s view.

As a result, private markets were gain-
ing greater prominence, growing at a com-
pound annual growth rate of 9% and 20% 
respectively in 2020 and 2021, compared 
with a respective 7% and 12% from the rest 
of the industry.

Private assets were estimated to reach 
19% of all industry assets by 2026, up from 
17% in 2021.

Private markets – which included infra-
structure, private equity, real estate and pri-
vate credit – also offered resilience when 
it came to tapping into global mega trends 
such as decarbonisation, digitalisation, de-
mographics, convergence and deglobalisa-
tion, and this would be supported in vari-
ous macroeconomic situations.

Bird added that private equity vintages 

that invest during downturns tend to out-
perform, and urged allocators to not miss 
out on upcoming vintages, cautioning that 
the mix of private market exposures will 
have to evolve to reflect the new macro 
environment.

MAKING THE GRADE

In a session convened by Werner Gerber 
of Apex, panellists discussed how boutique 
businesses can gain and maintain an edge 
on the investment, operational and busi-
ness fronts.

Craig French of Visio Fund Manage-
ment noted that it was people and their 
passion for investing that would ultimately 
convince investors to allocate. 

As a service provider, Taddy Blecher of 
Imvula Securities noted that best-in-class 
execution was non-negotiable, while Nos-
ibusiso Nqgondoyi of Old Mutual Multi 
Managers stressed that company culture 
and deep industry relationships were key, 
providing sustainable and repeatable long-
term outcomes.

Achieving transformation in the invest-
ment industry was a central discussion 
point, and one that panellists stressed re-
quired attention, effort and education as it 
would continue to play a massive role in 
the next five years.

Panellists acknowledged that BEE was 
becoming more of an imperative in the 
industry, and companies faced greater pres-
sure to transform. If undertaken effectively 
and for the right reasons, this could add 
huge value to a company in many areas, 
despite the cost and complexity.

Nqgondoyi stressed that it was impor-
tant to strike a balance. “Engaging with 
managers is really vital for us,” she said. 
“There may be a manager that ticks the 
investment boxes but falls short on trans-
formation. We need to make sure that we 
bring them along on the journey because 
it doesn’t help anyone disinvesting.”

She added that OMMM valued both big 
organisations and boutiques, which often 
came with entrepreneurial spirit and inno-
vative ways to solve problems, and manag-
ers should be able to clearly articulate what 
it is that they brought to the table.

Imvula’s Blecher said shared value part-
nerships would help companies get ahead, 
helping asset managers to achieve BEE 
milestones. As a stockbroker, Imvula’s edge 
was that it brought empowerment solu-
tions to South African firms, and it was 
also investing in education to foster the 
next generation.

Ultimately service providers had the 
same expectations as their clients when 
it came to transformation, empowerment 
and ESG and this required working to-
gether as an industry.

THE PERENNIAL POTENTIAL 
OF HEDGE FUNDS

The final session of the day convened var-
ious industry players to discuss the peren-
nial potential of a hedge fund allocation. 

Moderator Neil Wilson began by ask-
ing if investors had been happy with 
hedge fund performance last year.

Elmien Wagenaar of THINK.CAPI-
TAL said the answer depended very much 
on where you were invested, with a wide 
dispersion in hedge fund returns last year 
and varying degrees of volatility.

Kamini Naidoo of Momentum Alter-
native Investments added that 2022 of-
fered a good opportunity for hedge funds 
to outperform traditional beta and gener-
ate good returns across strategies.

“The stand-out last year for me was on 
the equity side,” she said. “Managers did 
really well to be able to flex their net ex-
posures in a market that was quite vola-
tile.”

It was good to see market neutral and 
relative-value type trades come back in 
to play, as expected in a rising interest-

Making the grade panel: from left, Dr Taddy Blecher, Imvula Securities; Craig French, Visio Fund 
Management; Nosibusiso (Busi) Ngqondoyi, Old Mutual Multi-Managers. Moderator: Werner 
Gerber, Apex Group.

Rob Bird presents the BlackRock Masterclass: 
2023 Private Markets Outlook, A new era for 
investors.
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rate environment, and some fixed income 
strategies also did well, despite a wide dis-
persion in returns.

Lebo Tubisi, at Alexander Forbes In-
vestments, said it was important to assess 
hedge fund performance against inflation, 
and this had been encouraging over a 
12-month period as hedge funds had ac-
tually outperformed.

Matthew Pouncett of Laurium Capital 
said the performance of larger players in 
the long/short space had been highly addi-
tive to portfolios, particularly on a risk-ad-

justed basis when compared against ASISA, 
low, medium and high equity categories.

In the current environment, Naidoo 
said she expected macro-thematic type 
funds to do well, both equity and fixed 
income, and also those that trade actively, 
while Wagenaar said it was important to 
assess what types of risks managers were 
taking, pointing out that when used well, 
leverage can be less risky than beta ex-
posure.

As a single-strategy fund manager, Lau-
rium was relatively cautious right now, 

avoiding highly concentrated or large 
bets on certain sectors or factors as a risk 
management stance, doing a lot of work 
to identify companies with idiosyncratic 
upside while putting protection in place.

Investors noted that they put a lot of 
time and effort into understanding the 
process and the philosophy behind each 
manager and strategy. Deviation from pro-
cess or performing in unexpected ways 
were red flags, as well as any management 
changes.

Changes at portfolio level, rather than 
individual manager performance, some-
times drove an investors’ decisions, such 
as forward-looking views around diversity 
or diversification. 

What does the manager of the future 
look like?

Thubisi stressed that it was incumbent 
on allocators to help shape the industry’s 
future direction, and this included early-
stage allocations to up-and-coming man-
agers. In an ageing industry, succession 
planning, skills transfer and developing 
younger talent were critical.

Panellists agreed that it was important 
to see new managers and new strategies 
come to market to foster longevity and 
diversity in the industry, combined with 
consistent performance from existing 
managers and education around conten-
tious issues, such as fees.

The great hedge fund debate panel: from left, Elmien Wagenaar, THINK.CAPITAL; Kamini  
Naidoo, Momentum Alternative Investments; Lebo Thubisi, Alexander Forbes Investments; Mat-
thew Pouncett, Laurium Capital. Moderator: Neil Wilson, Wilson Willis Management.

  
  

Need advice in building a bespoke hedge fund portfolio?  
Seeking to source service providers in the hedge fund industry?
Get your copy of the annual HedgeNews Africa Hedge Fund & Alternative Manager Directory.
The directory is a leading source of information on high-quality funds across a range of strategies,  
as well as funds of funds, consultants and service providers.

Looking to identify  
top talent in African  
investment markets?

 WWW.HEDGENEWSAFRICA.COMHedge Fund &  Alternative Manager DIRECTORYA handbook of leading players in Africa’s 

alternative asset management industry

2022/2023
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Long/short equity

Catalyst Fund Managers was established in 
2001 as a specialist in managing listed real 
estate investments. Real estate investment, both 
South African and global, is our speciality and 
our passion. It’s what energises us and keeps us 
motivated. The business was borne out of a firm 
belief in the distinctive benefits of including this 
asset class in an investment portfolio. In addition 
to our specialist expertise and experience, we 
manage our clients’ money like our own, always 
considering that there are individual goals, specific 
needs and hopes behind every investment.

CATALYST FUND MANAGERS

Company

Catalyst Fund Managers Alternative 
Investments (Pty) Ltd,  
4th Floor Protea Place, Protea Road, Claremont, 
Cape Town

Fund managers:   Andre Stadler, Paul Duncan 
 and Marcus Erlank

Email:  marcus@catalyst.co.za

Phone:   +27 21 657 5500

Fax:   +27 21 683 7579

Website:  www.catalyst.co.za

Investment team

Our investment team consists of dedicated 
real estate specialists with direct real estate 
market experience. This first-hand exposure to 
developing, financing, leasing and managing real 
estate provides our team with unique insight into 
the risk-and-return opportunities in the companies 
we cover and differentiates us from our peers. 
Real estate is a unique asset class that is best 
understood with direct real estate experience.

The funds are managed by Andre Stadler, Paul 
Duncan and Marcus Erlank who between them 
have over 50 years’ experience in global and local 
real estate and financial markets. Andre founded 
Catalyst Fund Managers in 2001, Paul joined in 
2004 and Marcus joined in 2017.

Investment strategy

Our hedge funds are for sophisticated investors 
who are looking for exceptional returns and who are 
willing to take on increased specific risk to achieve 
such return. To maximise returns we focus on 
opportunities presented or related to the real estate 
sector. Through a long-term approach and the use 
of derivatives, hedging and leveraging strategies, we 
maximise exposure to specific return opportunities.   

Andre Stadler Paul Duncan Marcus Erlank

*See disclaimer page 81

Fund: 
Catalyst Alpha 
Prescient QI 
Hedge Fund

Catalyst Alpha 
Global Real 
Estate Fund

Min investment:    R1 million ¤100,000

Service charge:    1.5% 1.5%

Performance fee:   20% 20%

Subscription:      Monthly Monthly

Redemption:            One calendar 
month

One calendar 
month

Retail or qualified 
product:            QIF QAIF

Manco:

Prescient 
Management 
Company (RF)
(Pty) Ltd

Prescient 
Global Funds 
plc

Investment terms

Strategy

Fund: 
Catalyst Alpha 
Prescient QI 
Hedge Fund

Catalyst Alpha 
Global Real 
Estate Fund

Strategy:         Variable-bias 
long/short equity

Variable-bias 
long/short equity

AUM:               R440 million $34 million

Currency:          ZAR USD

Domicile:          South Africa Ireland

Inception date:         February 2006 1 Nov 2015

Establishment 
date of CIS  
hedge fund:         

1 August 2016
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THE ALL WEATHER RETAIL HEDGE FUNDS  
The All Weather H4 Performance Retail Hedge Fund 
is a long/short equity hedge fund with an eight-
year track record, which aims to deliver equity-like 
returns at below equity levels of risk. Absolute risk-
adjusted returns over the medium term are targeted 
regardless of market performance. Positive returns 
should bear a low correlation to the market and 
with lower volatility than general equities.  

The All Weather H4 Market Neutral Retail Hedge 
Fund is a long/short equity market neutral hedge 
fund which has the objective of long-term capital 
appreciation by targeting an absolute return in 
excess of cash and seeks to exploit investment 
opportunities unique to some specific group of 
stocks while maintaining a neutral exposure to 
broad groups of stocks.

Investment strategy

All Weather is a bottom-up fundamental investment 
house, with limited focus on sector and regional 
exposure. We prefer to exercise our best ideas and 
express our views through individual stock picks. 
Where sectors are concerned, we prefer to play 
any sector trends through best-in-class shares 
where we look for quality, cash-generative, high/
stable return companies with good management.

Investment team

The investment team is headed up by Shane Watkins 
(CIO), Sanelisiwe Tofile (deputy CIO) and Patsy David 
(head of research), supported by six equity analysts 
and three global emerging market analysts.

The All Weather Capital culture is based on hard work 
and persistence. We emphasise that the success of 
our strategies rests in the ability of the team to work 
cohesively and cooperatively. We do not celebrate 
individual stars more than individuals who are 
dedicated to their roles. We believe that diligence, 
perseverance and execution without emotion 
distinguish us from our competition.

Service providers

Prime broker: Peresec      

Administrator:  Maitland    

Manco: H4   

Auditor: Deloitte and Touche

Legal advisor: Edward Nathan Sonnenbergs + 
 inhouse counsel 

Strategy

Investment terms

Company 

All Weather Capital (Pty) Ltd 
9th Floor Katherine Towers, 1 Park Lane, 
Wierda Valley, Sandton, 2196

Fund manager and CIO:       Shane Watkins

Marketing: Mandi Ngqoza & Jade Houreld

Phone:  +27 11 722 7382; +27 82 498 2090;   
 +27 83 337 9808

Email:               Mandi@allweather.co.za and  
 Jade@allweather.co.za

Website:            allweather.co.za

Fund: 
All Weather H4 
Performance 
Fund

All Weather 
H4 Market 
Neutral Fund

Retail or  
qualified: 

Retail Hedge 
Fund

Retail Hedge 
Fund

Hurdle rate:      STeFI STeFI

High water mark:   Yes Yes

Fund open:         Yes Yes

Min investment:    R1 million R1 million

Management fee:    1.0% 1.0%

Performance fee:   20% 20%

Subscription:      Monthly Monthly

Lockup:            No No

Redemption:        One month One month

Fund: 
All Weather H4 
Performance 
Fund

All Weather H4 
Market Neutral 
Fund

Strategy:         Long/short equity Market Neutral

AUM:               R1 billion R520 million

Currency:          ZAR ZAR

Domicile:          South Africa South Africa

Inception date:         1 May 2014 1 Sept. 2017

Long/short equity
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Investment manager

Coronation Investment Management 
International (Pty) Ltd, 
7th Floor, MontClare Place, Cnr. Campground 
and Main Roads, Claremont 7708,  
Cape Town, South Africa

CEO:  Anton Pillay

Phone:       +27 21 680 2000

Fax:         +27 21 680 2100

Email:       cib@coronation.com

Website: www.coronation.com

Investment terms

Target:       Secured Overnight Financing Rate 
 (SOFRINDX Index)

High water mark:    Yes

Strategy open:          Yes

Subscription:       Monthly

Redemption:         Monthly

Retail or institutional: Institutional

Long-term objective*

The Coronation Africa Frontiers Strategy aims 
to maximise the long-term risk-adjusted returns 
available from investments on the continent through 
capital growth of the underlying stocks selected. It is 
a flexible portfolio primarily invested in listed African 
equities or stocks listed on developed and emerging 
market exchanges where a substantial part of their 
earnings are derived from the African continent. The 
strategy may hold cash and interest-bearing assets 
where appropriate.

Investment approach
Coronation is a long-term, valuation-driven 
investment house, focused on bottom-up stock 
picking. Our aim is to identify mispriced assets 
trading at discounts to their long-term business value 
(fair value) through extensive proprietary research. 
In calculating fair values, through our fundamental 
research, we focus on through-the-cycle normalised 
earnings and/or free cash flows using a long-term 
time horizon. The portfolio is constructed on a 
clean-slate basis based on the relative risk-adjusted 
upside to fair value of each underlying security. 
The portfolio is constructed with no reference to a 
benchmark. We do not equate risk with tracking 
error, or divergence from a benchmark, but rather 
with a permanent loss of capital.

Strategy

Strategy:          Long-only equity

AUM: $274.2 million (30 September 2022)

Currency:           US$

Domicile:           Ireland

Listing exchange:   The Irish Stock Exchange

Inception date:          1 October 2008

THE CORONATION AFRICA FRONTIERS STRATEGY 

Service Providers

Administrator:  JP Morgan Administration 
 Services (Ireland) Limited

Auditor:   KPMG 

Investment team
We operate as an 
integrated global 
team headquartered 
in Cape Town, South 
Africa, comprising 
67 professionals. 
The strategy is 
managed by Peter 
Leger (head of Global Frontier Markets) and Greg 
Longe (portfolio manager), who have combined 
investment experience of 35 years. 

Greg LongePeter Leger

*See disclaimer page 81
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WHO WE ARE

With a Level 1 B-BBEE rating, RisCura is a global 
investment firm — Africa’s leading provider of 
independent performance measurement solutions 
for the financial services and investment industry.

WHAT WE DO

Risk and performance services:

•  Equity, fixed income, multi asset and multi 
manager 

• Performance attribution 

• Exposure and sensitivity analysis

• Local and global markets

Compliance and regulation services:

•  Regulatory reporting (BN52, Reg 28, Reg 30,  
BN 90 and IFRS7 etc.)

• AIFMD reporting

• Mandate compliance

Sustainability reporting services:

• Impact reporting 

• ESG reporting 

• Infrastructure reporting

Indexation calculation services:

• Index-tracking funds

• Smart beta funds

Quant services:

• Model validation testing

Collateral management services:

• Stock lending risk monitoring

• Probability of default reporting

Bespoke services:

• Model portfolio offering

• Transaction cost analysis

• Customised data processing

WHY RISCURA

Independent and unbiased verification
Global best practice recommends independent, 
unbiased verification of key information. By providing 
this service, we allow your clients to have confidence 
in you as a trusted and transparent financial service 
provider.

Attract more clients and focus on what you 
do best
As experts in quantifying, understanding and 
monitoring risk and investment value, we ensure you 
will always have accurate, thorough information at 
your fingertips.

Get only the information you need
Our internal software development team has 
designed an automated IT system that minimises 
manual intervention and enables us to tailor services 
to each client to ensure that you get the information 
you need when you need it.

Safe and secure data
Through our stringent controls that ensure your 
business is never compromised, you can be assured 
that your information is treated with the strictest 
confidentiality.
 

For further information contact:

George Tsinonis 
Head of Investment Analytics, RisCura 
E: gtsinonis@riscura.com

Susanna Yang 
Sustainability Analyst, RisCura 
E: syang@riscura.com

Nangamso Ndzamela 
Business Development, RisCura 
E: nndzamela@riscura.com      

INVESTMENT ANALYTICS

www.riscura.com/what-we-do/investment-analytics/

T: +27 21 673 6999
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NOVARE CIS (RF)

ABOUT US  

Founded in 2000, Novare is one of South Africa’s 
leading independent financial services groups. 
What began as an independent financial advisory 
business has steadily grown into a leading multi-
manager outfit, committed to providing investors 
with revolutionary investment solutions. 

In 2014, Novare expanded the business by launching 
Novare CIS (RF) Pty Ltd (Novare CIS) to facilitate 
the growth of its existing investment products and 
solutions range. The business is built on a strong 
foundation of innovation and risk management. 

Novare CIS was the first management company to 
launch regulated hedge funds to the South African 
market in February 2016 – a testament to our 
continued focus on innovation. We pride ourselves 
as both specialists and pioneers and, since 
inception, the business has grown its assets under 
administration to in excess of R6.3 billion spread 
across long-only portfolios as well as hedge funds.

OUR SERVICE OFFERING 

Novare CIS offers Novare-branded as well as co-
branded CIS portfolios in securities, retail hedge 
funds and qualified investor hedge funds.

We strive to provide value-added service delivery 
and support to our business partners by offering 
high-quality products, administration and risk-
management services. We provide our clients 
with the necessary compliance, administration 
and risk-management functions together with a 
dedicated client-service function.

Risk management is a cornerstone of Novare CIS. 
Our process includes methodological identification, 
measurement and daily monitoring of key risk 
exposures. We have extensive experience in this 
regard and through the use of proprietary systems, 
developed in-house and unique to Novare and the 
industry, as well as databases going back more 
than eight years, we are able to accurately manage 
risk across all portfolios under our administration.

To ensure cost-effective and efficient admin-
istration, as well as enhanced governance, 
our portfolio and investor administration and 

independent trustee services are outsourced 
to some of the largest service providers in the 
country, namely the Maitland Group South Africa 
Limited and FirstRand Trustee Services. 

OUR PRODUCT OFFERING

Novare CIS offers:

•  Novare-branded multi-managed unit trust 
portfolios;

•  Novare-branded retail and qualified investor fund 
of hedge fund portfolios;

•  Co-branded unit trust portfolios;

•  Co-branded retail and qualified investor hedge 
fund portfolios;

Novare CIS also provides risk management 
services to all products on our platform.

OUR TEAM 

The Novare CIS team has extensive industry 
experience and is supported by a robust board of 
directors with extensive experience across legal, 
actuarial and investment disciplines. We value 
integrity, dedication, passion, and proficiency.

Recognised as an industry pioneer, our 
commitment to reliability and consistency is integral 
to our business approach, and our exceptional 
performance is evidenced by the number of long-
term clients we continue to retain.

For further information contact:

Derrick Roper/Jacques Du Preez

T: 0800 668 273 (0800 novare) 
E: clientservice@novare.com  

www.novarecis.co.za

Novare CIS (RF) (Pty) Ltd
Third Floor, The Cliffs Office Block 1
Niagara Way, Tyger Falls
Carl Cronje Drive, Bellville, 7530
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Standard Bank is Africa’s largest bank by assets and 
is internationally recognised as Africa’s top bank by 
Tier 1 capital. We have a presence in 34 countries 
globally and currently operate in 20 countries on the 
African continent. These on-the-ground networks 
have enabled us to grow our expertise across all 
African and international stock exchanges and lead 
us into creating an unrivalled offering.

These capabilities expertly position us to deliver a 
full-service integrated Prime Services platform. This 
is an offering from a financial institution enriched 
with in-depth market knowledge built over a proud 
160-year-long South African presence.

PRIME SERVICES PLATFORM

• Provision of financing across a wide range of instruments 
in accordance with a risk-based portfolio margin approach 

• Interactive service model allows us to understand clients’ 
needs and manage their expectations 

• Commitment to delivery of a consistent offering and client 
experience, which optimises cross-selling opportunities 
and expands product capabilities 

• A team with significant local hedge-fund experience 
oversees prime brokerage client relationships and serves 
as concierge to the services of the broader firm 

• Stable infrastructure, superior service, consistency and 
competitive pricing underpin our reputation in the market 

• Adherence to regulatory requirements to diversify risk

SECURITIES FINANCE AND LENDING

• Scale and efficiency allows for quick and efficient covering 
of clients’ borrowing requirements 

• Biggest lending desk in South Africa for both equities and 
bonds as per SASLA statistics 

• Breadth and depth of inventory to ensure low recall risk 

• Auto borrow/return and securities financing available as 
value-added services 

• Active monitoring of corporate actions 

• Member of SASLA (South African Securities Lending 
Association) 

• Management of collateral requirements within regulatory 
framework 

• Global Finance Award Winner 2016, 2017, 2018, 2019, 
2020 and 2021: Best Securities Lender in Africa

SBG SECURITIES

• Access to expert South African-based sales teams, with 
strong market share across all JSE sectors 

EXECUTION

• Ultra low latency infrastructure to support quantitative, 
systematic and algorithmic trading strategies across all 
JSE listed instruments

•  Access to 55 offshore markets through a global broker 
collaboration

RESEARCH

• Access to South Africa’s “Best Research House” (Financial 
Mail: Ranking The Analysts 2016, 2017, 2018, 2019, 
2020 and 2021), which employs 36 analysts covering 120 
companies across 23 countries and 18 sectors 

DERIVATIVE CLEARING

• Provision of post-trade clearing, settlement and reporting 
services in all listed derivative markets offered by the JSE

CAPITAL INTRODUCTION

• Connection of clients to appropriate investors locally and 
globally by utilising existing networks and relationships built 
over the past 12 years 

• Partner with our clients to augment their existing marketing 
strategy and channel their efforts effectively 

Standard Bank is Level 1 per DTI code for BBBEE

For further information, contact:

Andrew Cairns, Prime Services Head
E: Andrew.Cairns@standardbank.co.za
T: 011 415 7036

STANDARD BANK

Logon to our digital bookshelf to access your copy, or email admin@hedgenewsafrica.com


