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AA broadening investor base and increased demand is causing the  
explosive growth of the alternative mutual fund market. “The 
continued low interest rate environment and the all-time high equity 
market are driving lower yields for the relatively conservative investor,” 
says Gerald Tamburro, Managing Director for Pershing, a BNY Mellon 
company, and leader of the Prime Services and Collateral Funding 
and Trading unit. “A vehicle for investors which employs hedging or 
using the long and short sides of the market might be attractive. As 
demand for these vehicles increases, more alternative funds have 
emerged. These funds fill the void for investors who can’t or don’t 
want to invest directly in hedge funds. Pershing helps its clients 
meet this demand by making it easier to enter the alternative mutual 
fund sphere. Whether it’s through prime brokerage, market access 
or education and resources, Pershing has a long history of providing 
solutions to serve fund managers and advisors.”

Pershing and its affiliates provide global financial business solu-
tions to approximately 1,600 financial organizations, broker-dealers, 
registered investment advisor (RIA) firms, advisors, fund managers 
and asset managers who represent over 5.6 million active accounts. 
Pershing enhances the investor experience by focusing on the needs 
of its clients and their investors. In doing so, it provides guidance to 
hedge fund managers and mutual fund companies delving into the 
various structures of alternative mutual funds. “We provide informa-
tion on the different solutions available in the marketplace, to help 
the manager build a fund that overlaps with the target investor base,” 
explains Mark Aldoroty, Managing Director for Pershing and leader of 
the Prime Services Sales and Relationship Management teams. 

Pershing can further help its clients by leveraging strengths 
across the board, from fund administration to prime custody. “We 
have a pure B2B model which facilitates the entire life cycle of 
a trade,” Tamburro points out. Pershing’s innovative technology 
helps bridge the prime broker and the custodial bank seamlessly. 
“PrimeConnect40™ allows for easy movement of collateral within 

a custodial bank to support the prime brokerage activity,” says 
Aldoroty. “Clients can access both services in one place.”

EDUCATING INVESTMENT MANAGERS
Another core component to Pershing’s service model is educating 
investment managers entering this new world of fund structures. 
Sandy Bolton, Managing Director for Pershing and leader of the 
Investment Solutions team, helps managers navigate the various al-
ternative mutual funds. “Any investment manager that is new to the 
’40 Act space sees it as opening a new door to a world of market 
access,” says Bolton. Pershing’s affiliate Albridge Solutions offers Al-
bridge Analytics for investment managers. This presents a complete 
picture of their clients’ mutual fund assets and how they use mutual 
funds. Pershing’s INSITE™ and Discover conferences also enable 
investment managers to speak with clients about industry trends. 
Adds Bolton, “We work with investment managers to educate them 
on what it takes to grow assets in this new world.”

 
EDUCATING ADVISORS
Education about alternative mutual funds is crucial, as there is a 
greater level of regulatory scrutiny regarding supervision of invest-
ments in complex securities. An advisor may assume that because 
he or she is investing in a mutual fund, an alternative strategy within 
a mutual fund should be suitable. In truth, it may not be. Tamburro 
explains that the regulatory landscape of the ’40 Act world is espe-
cially overwhelming to hedge fund managers. “Historically, hedge 
fund managers deal with a small number of institutional or accredited 
investors,” he says. “Now, they have many individuals investing in 
pension or 401(k) funds with much smaller amounts to invest.” 

To ease this burden, Pershing launched the Mutual Fund and 
Alternative Investment Centers which bridge the gap between 
fund managers and advisors. Now, advisors who need further 
education on alternative investment strategies can get it. “Advisors 

need to ask, ‘Would this alternative fund be suitable to replace an 
existing investment? Are alternative funds their own sleeve or do 
they replace a portion of the equity or fixed income allocation in 
a portfolio? What percentage should that allocation be?’” Bolton 
says. “So we’re tapping into the experts in each field and sharing 
their educational materials and thought leadership.”

Pershing also recognizes the staggering number of choices 
among mutual funds means detailed education is necessary. 
“There are more funds than there are individual stocks in the U.S.,” 
Tamburro points out. Bolton explains that previously, Pershing didn’t 
provide guidance to its introducing firms and their advisors around 
mutual fund selection. “We created the broadest open-architecture 
mutual fund platform we could so that broker-dealer and RIA clients 
could create whatever portfolios they wanted,” she says. “But it got 
so large that we saw a need for us to help.”

There are more than 22,000 mutual funds on the Pershing  
platform, and 5,600 are no-transaction-fee. To offer a more 
targeted list of funds, Pershing launched FundVest 200™, a selec-
tion of no-transaction-fee mutual funds available on Pershing’s 
FundVest® platform that is powered by the investment process of 
affiliate Lockwood Advisors, with research Lockwood uses from 

the BNY Mellon Manager Research Group. Lockwood typically 
selects three to five high-conviction ideas, from funds available 
through FundVest in more than 40 investment categories includ-
ing alternative strategies. It evaluates the funds based on criteria 
such as quality and culture of the organization and investment 
team, the underlying investment philosophy and process, and 
portfolio construction and risk management capabilities. “Pershing 
does not choose the funds on the FundVest 200™ list,” explains 
Bolton. “But we provide this list and the accompanying research 
reports free of any additional charge to Pershing clients.” 

This service provides an extra level of available research for 
clients. “For the advisor, it helps with fund selection and, at the 
end of the day, the investor potentially has a better investment 
outcome.” says Bolton. 

If you manage a hedge fund, ’40 Act fund or alternative  
assets and want to learn more, e-mail Pershing at  
primeservices@pershing.com.

The alternative mutual funds space is growing in popularity. Pershing is 
well-positioned to guide investment managers as they launch an alternative 
mutual fund as well as to educate advisors on the alternative mutual funds 
available to investors today

EXPLORING 
ALTERNATIVES

Investors should carefully consider the investment objectives, risks, charges, fees and 
expenses before investing. This and other important information can be found in the fund 
prospectus and, if available, the summary prospectus, which can be obtained by calling the 
fund or by visiting the fund’s website. Please read each fund’s prospectus and, if available, 
the summary prospectus carefully before investing.

From left: Pershing Managing Directors Mark Aldoroty, 
Gerald Tamburro and Sandy Bolton
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