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J ust four months into 2021 and the hedge fund industry 
has already experienced two major events affecting 
prime brokerage – the GameStop run and the Archegos 

collapse. Though these incidents may have rocked some 
firms, others have held strong and are almost appreciative 
of the greater scrutiny resulting from such episodes.

“As a result of the GameStop experience, prime brokers 
have been forced to be far more vigilant with their clients’ 
exposure to names they were trading,” notes Jack Seibald, 
Managing Director and Global Co-Head of Prime Brokerage 
& Outsourced Trading, Cowen. “We changed our margin 
and risk rules almost on a daily basis to protect the clients 
and the firm, fully understanding that if clients blow them-
selves up, our capital is next in line for collapse.” 

The jury is still out on whether it was amateur trades 
who drove the GameStop run or whether Wall Street infil-
trated the online chatter and sought to take advantage of 
the circumstances. Whatever the cause, the incident almost 
put hedge fund Melvin Capital out of business and prime 
units across the industry saw a large pile of unwound bets.

However, although this event has had reverberations 

across the prime brokerage industry, the resulting increased 
scrutiny is being welcomed. Barsam Lakani, Global Head 
of Prime Services Sales, Jefferies says: “Redirecting the 
spotlight on the importance of risk, liquidity, and margin 
management is a good thing. It’s healthy for the entire 
industry. Ultimately, it’s certainly beneficial for the hedge 
fund players, their prime brokers and the end investor. The 
entire ecosystem benefits.”

Reputational damage 
The second episode to hit the headlines was the collapse 
of Archegos Capital Management – a family office run 
by hedge fund manager Bill Hwang. Evidence shows the 
organisation collapsed following the overuse of leverage, 
in a bid to chase higher returns.

Several large prime brokers, most notably Credit Suisse 
and Nomura, were badly hit by this collapse, haemorrhag-
ing money as a result. 

Seibald outlines: “The Archegos collapse raised some 
bigger questions related to counterparty risk. There were 
prime brokers relying on their clients to be truthful and 

Higher scrutiny welcomed 
by the industry

By A. Paris
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The Archegos collapse raised some 
bigger questions related to 
counterparty risk. There were prime 
brokers relying on their clients to be 
truthful and disclose their full 
exposure to certain securities.

Jack Seibald, Cowen
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disclose their full exposure to certain securities. This was 
proven to be a sub-par risk management tool and some 
firms got hit quite hard.

“For some of the worst hit firms it is a blemish which 
will be hard to overcome from a client relations perspective 
– if one of these prime brokers were one of your principal 
counterparties, you may wonder whether your assets are 
well protected.” 

Dale Klynhout, Managing Director, Lazarus Capital 
Partners, comments: “The well-publicised Archegos losses 
across a number of tier one prime brokers will further 
adjust the relationship dynamics. Prime brokers who had 
been proactive about risk mitigation and collateral manage-
ment prior to the sell-off were better positioned to weather 
the unprecedented spike in volatility, which resulted in 
fewer clients being forced sellers prior to the recovery in 
equity markets. 

“We have found that our ability to guide clients through 
the crisis has led to new levels of trust and respect, which 
has enhanced our ability to uphold collateral and margin 
standards during a rising market where a client’s attitude 
towards risk becomes complacent towards the threat of a 
downturn.”

In Seibald’s view: “As it relates to the large bulge bracket 
prime brokers, I think there will be a reassessment of the 
relationships they have with clients to which they’re extend-
ing enormous amounts of credit. The prime brokers are 
going to want greater transparency, as to the clients’ expo-
sure to the underlying securities, that the bank is financing 
at that moment in time.” 

Prime brokers which are not heavily dependent on 
providing hedge funds with large amounts of leverage at 

cheap rates will largely be unaffected by this turn of events.
Lakani observes: “We were having these conversations 

around diligence and risk management before this episode 
hit the news. It’s not new and clients are always monitor-
ing this and asking questions related to the controls that 
exist in our industry, especially for us as a prime broker. 
Historically, at Jefferies, we’ve always been very transparent 
with clients. We are very clear and communicative around 
how we manage our prime brokerage business and how 
we intend to operate as a prime broker. 

“So, we welcome the increased level of questioning. We 
think these conversations are healthy and important. We 
have never shied away from these topics and certainly 
today we’re being even more vocal and engaged on these 
items.”

Talent moves and career risk
Events like this also have repercussions on talent and 
recruitment. Reportedly, several managing directors at 
Credit Suisse, one of the firms hardest hit by the Archegos 
collapse, have either left or are in the process of leaving.

Seibald says: “It has definitely caused many talented 
people to consider their options since their careers were 
at risk of being ruined by poor decisions made somewhere 
else in the bank.” 

These moves are understandable, given that career 
risk is a significant concern among hedge fund manag-
ers. A study by State Street Global Advisors found 52 
percent of industry professionals worry about career risk. 
Further compounding these worries, a research study by 
the Center for Studies in Economics and Finance at the 
University of Naples in Italy found that poor performance 
followed by fund liquidation can lead to high level employ-
ees suffering permanent career setbacks, including lower 
salaries for years. 

This paper, entitled Career Risk and Market Discipline in 
Asset Management, was first published in 2017 and re-is-
sued in 2020. It studied the impact of fund liquidations on 
asset managers’ careers. n
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Although it ushered in a whole host of new chal-
lenges, when it came to client and audience 
engagement, the Covid-19 pandemic levelled the 

playing field between the big banks and smaller players in 
the prime brokerage market. It encouraged dialogue and 
boosted transparency. Further, in view of the expected 
growth in outsourced trading in Europe and Asia, ensuring 
a good fit between providers and clients has never been 
more relevant. 

“In a way, the pandemic helped us,” explains Leor 
Shapiro, Global Head of Capital Intelligence, Jefferies. “As 
it relates to my team in terms of events, it meant we could 
have the same reach as the big banks, without having to 
match their spend. We took the technological approach to 
make sure we had the best platform for events and we’ve 
seen attendance and engagement rise by 500 percent 
since the start of the outbreak.”

Barsam Lakani, Global Head of Prime Services 
Sales, Jefferies comments: “Clients have moved beyond the 
initial shock of the pandemic, which had people adjusting 

and unsure of how to engage. Now, especially as people 
are starting to see a light at the end of the tunnel, we’re 
starting to see that client engagement really pick up. And 
attendance is higher than it would have been in another 
period of time, so we’re very encouraged that we can oper-
ate efficiently and effectively within these circumstances.”

Shapiro outlines how the Jefferies capital introduction 
events started out with people in three or four countries 
but now host attendees from around 13 or 14 different loca-
tions: “We’ve become more global very quickly.”

The firm’s next event is focused on the consumer and 
technology sectors, with 20 managers who work in those 
specific verticals. There are already more than 250 groups 
signed up to attend from all around the world.

In keeping with the firm’s desire to keep abreast of new 
developments, Jefferies has identified the growing popular-
ity and strengthening of the healthcare hedge fund industry. 
“As a prime broker, we are closely aligned with these 
groups and the opportunities in the sector. Although health-
care may have recently slightly softened as a performing 

The importance 
of being visible 

Interview with Barsam Lakani & Leor Shapiro
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sector in 2021, we believe there is still significant growth to 
be gained here,” Lakani observes. 

Healthcare is just one sector in which Jefferies has been 
able to leverage its best-in-class, global equities sales, trad-
ing and research platform to provide a holistic approach to 
healthcare and other sector and specialist managers, an 
approach that has proven to be highly effective. 

Providing relevant strategic content
In the current environment, Lakani underscores the impor-
tance of being as visible and vocal as possible, providing 
clients with pertinent strategic content.

Shapiro, who is leading the charge at Jefferies in this 
regard elaborates: “We are producing original, proprietary 
and differentiated content. So, we took a view to be very 
public about what we offer, despite being aware this infor-
mation would get into our competitors’ hands. We want 
to show our clients that we’re thematic forward thinkers. 
There are dramatic trends and themes, and we want to be 
out in front of them and publish on these topics.”

The team’s aim is to provide valuable knowledge for 
managers and their investors. “If we give them that informa-
tion, we facilitate better dialogue and make people smarter. 
They will want to come back to us and build up trust over 
time,” Shapiro notes.

He adds how his team has the advantage of being at 
the epicentre of the eco-system which connects the dif-
ferent parts of the Jefferies business, most notably across 
global equity sales, trading and research, with managers 
and the various vendors and advisers who service them: 
“We’re essentially in the hub of information and our ability 
to synthesise, repurpose and redistribute this information 
to our clients is really critical. It makes us stand out and 
builds a different type of relationship with clients.” 

Lakani says: “This has been a big focus area for us, 
especially in light of the pandemic with people 
working remotely and asking about growth 
opportunities and trends which we have 
observed in the market. We can help them 
visualise it through our content.”

Finding the right fit
Encouraging this dialogue is critical to help clients find the 
right fit when it comes to their providers. Jefferies is always 
looking for cutting edge ways to be relevant, strategic and 
part of its clients’ thought processes.

“Our goal is to align with our clients’ objectives – to 
help them build a successful business. We want to sup-
port them in scaling their business which will ultimately 
help them generate returns for their end investors,” Lakani 
outlines.

Part of this involves responding to client demand. In 
view of this, Jefferies has built up an outsourced trading 
business which has been growing at pace. Lakani notes: 
“We see this as a huge growth opportunity for our platform, 
where we’re trying to target the right types of partners for 
the service.”

He indicates that it’s key for the outsourced trading ser-
vice to fit into a clients’ overall architecture: “It needs to 
make good business sense for them and for us. That then 
forms the foundation for us to have a meaningful conver-
sation or partnership to explore the possibilities.

“I don’t think that the industry has fully grasped how 
much of a growth area this is going to become, especially 
in geographies outside the US. We’ve seen a huge increase 
in popularity and uptake here. We think it’s going to grow 
in popularity as an operating model in other regions as 
well, namely Europe and Asia, where we’re just in the first 
innings.”

This rise in demand will be driven by efficiencies and 
costs. However, Lakani stresses the approach may not 
be suitable for everyone. This is where the dialogue with 
potential clients is key once again: “Although we expect 
growth in this market, we’re not making a blanket state-
ment that all of the industry is going to outsource their 
trading. This is a good operating model for a certain 
demographic of clients or funds. Our aim is 
to provide a model that finds operational effi-
ciencies and cost which benefit the client and 
ultimately help the end investor.” n

Leor Shapiro
Global Head of Capital Intelligence, Jefferies

Barsam Lakani
Global Head of Prime Services Sales, Jefferies

Leor Shapiro is a Managing Director and the Global Head 
of Capital Intelligence within Prime Services at Jefferies with 
oversight of Capital Introductions, Strategic Content and Hedge 
Fund Consulting. Leor is responsible for working with both 
existing and start-up hedge fund managers to help them launch, 
grow and evolve their businesses as well as help them develop 
and implement their marketing strategies on a global basis. 
Leor also serves as co-Head of the Jefferies Woman’s Initiative 
Network for the Americas and sits on the firm’s Diversity and 
Inclusion Committee. Prior to Jefferies, Leor was the Americas 
Head of Business Consulting at UBS and spent the earlier part 
of his career allocating to hedge funds with an operational due 
diligence focus. 

Barsam Lakani is a Managing Director and the Global Head 
of Prime Services Sales at Jefferies. Barsam is responsible for 
Jefferies’ efforts to partner with clients around their traditional 
Prime Brokerage needs, spanning capital and business formation 
goals, outsourced trading and financing needs and other advisory 
services which Jefferies delivers to its institutional clients. With 
a focus ranging from start-up hedge funds through to well-
established hedge funds, he oversees both traditional Prime 
Brokerage as well as outsourced trading sales and relationship 
management efforts. Prior to Jefferies Barsam was with Bank of 
America Merrill Lynch, working in the Prime Brokerage group. 
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Transparency, trust and a clear under-
standing of the prime broker’s risk 
management process can help manag-

ers build long-term sustainable relationships 
with their providers. This is especially criti-
cal among boutique and mini-prime brokers. 
These firms are meeting a growing need 
among emerging hedge fund managers as 
the traditional providers step further away from 
this part of the industry.

“There is no one-size-fits-all solution for 
prime brokerage, as different fund manag-
ers and investment strategies have different 
needs. A boutique prime broker is best able to 
service hedge fund managers when they have 
a deep understanding of the manager’s invest-
ment strategy, trading needs, and operational 
pain points, meaning managers can expect 
their broker to invest significant time and 
resources during the onboarding process,” 
advises Dale Klynhout, Managing Director at 
Lazarus Capital Partners.

The industry has witnessed the rise of bou-
tique and mini-prime brokers, as these groups 
grow to be better suited to service smaller, 
less profitable managers. “The growth in 
the industry has been driven by customers 
demanding a better experience and traditional 
providers stepping away from the industry, 
and these trends are likely to accelerate in 
the near future. The attitudes of the tier one 
prime brokers to these managers will continue 
to tighten into the future where mini-primes 
will further be able to adequately service them 
with a more comprehensive service offering,” 
Klynhout outlines

Hedge fund managers need rapid turna-
rounds for their service requests to operate 
smoothly, and boutique prime brokers are 

better positioned to promptly service their 
clients thanks to being free of administrative 
bureaucracy and legacy technology found in 
large investment banks and discount brokers. 
Managers often prefer boutique prime brokers 
due to their level of service and capabilities to 
take administrative headaches off their hands.

Klynhout explains how the 2008 global finan-
cial crisis and subsequent regulations on the 
banking sector also created an opportunity for 
boutique prime brokers: “A tightening of bank 
balance sheets in conjunction with increasing 
compliance and onboarding costs has resulted 
in the major investment banks restricting their 
prime brokerage services to larger hedge funds 
(~USD100 million – USD200 million+). 

“This has created the opportunity for a 
comprehensive prime aggregation business 
model to service small-medium sized hedge 
funds who are not yet large enough to be a 
standalone client at a major investment bank, 
but still require high quality prime brokerage 
services.”

Overcoming challenges
The retreat of the major investment banks is a 
double-edged sword for boutique primes how-
ever, as major investment banks are requiring 
ever-increasing levels of due diligence and 
capitalisation in order for boutique primes to 
utilise their capabilities. Klynhout comments: 
“Changing liquidity requirements and the need 
for higher grade assets are further putting 
pressures on the viability of mini-prime brokers 
operating under the tier one prime brokerage 
umbrellas.” 

When selecting a prime broker, managers 
must be sure to gain an understanding of the 
broker’s risk management process. A broker 

Strong client relationships 
support rise of boutique 

prime brokers
Interview with Dale Klynhout, Warren Goward & Nicholas Stotz
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with clear rules regarding margin maintenance and collat-
eral requirements is more likely to have a quality balance 
sheet that can weather a full market cycle.

“With asset prices at healthy valuations, it is becom-
ing increasingly important for boutique prime brokers to 
employ robust risk management processes to manage 
their exposures. Many prime brokers were caught over 
their skis in the global financial crisis, having overextended 
financing with inadequate collateral. As the Archegos fall-
out illustrated, prime brokers who sacrifice lending quality 
and risk management in the pursuit of fees are exposing 
themselves and their clients to catastrophic risk,” advises 
Nicholas Stotz, Risk Analyst and Associate Dealer at 
Lazarus Capital Partners. 

In his view, increased regulation in conjunction with 
high profile situations like Archegos will further acceler-
ate the trend of major investment banks reducing their 
prime brokerage operations, thereby increasing the pool of 
high-quality clients for boutique prime brokers to service.

Klynhout expects there to be some segmentation in the 
boutique prime market as different firms tailor their value 
proposition to hedge funds of varying size: “A hedge fund 
with AUM of USD5 million often has different needs to 
a hedge fund with AUM of USD100 million. Within these 
segments, we will likely see consolidation as larger play-
ers look to gain market share and shore up their balance 
sheets.”

Differentiation and operational efficiency
Appointing a boutique prime broker can help improve an 
emerging hedge fund’s operational efficiency. This is an 
incredibly important advantage given that emerging man-
agers have little room for error while building up a track 
record to retain current investors and attract new ones.

“A key differentiator between a boutique prime broker 
and a discount broker is the level of operational support 
provided to the fund,” Klynhout observes. “Time intensive 
operational tasks such as outsourced trading/dealing, 
third-party trade settlements, capital raising allocations, 
customised reporting and dealing with external functions 
attached with the managers are handled by the mini-
prime broker. These additional support services further 
open up time and resources for emerging hedge 

funds to allocate to portfolio management and business 
development.”

Access to experienced dealers with intimate market 
knowledge is another key differentiator of boutique prime 
brokers. Suboptimal trade execution can significantly drag 
down returns, and the rise of high frequency and algorith-
mic trading means the market is often shallower than what 
appears on a trader’s screen. “By using a boutique prime 
broker, managers can leverage the expertise of their dealer 
to implement bespoke trading strategies that reduce price 
slippage and market movement,” suggests Warren Goward, 
Director of Prime Services at Lazarus Capital Partners and 
former institutional trader.

Klynhout notes: “Managers should perform thorough due 
diligence when choosing to partner with a prime broker, 
including gaining insight into the broker’s service offering, 
risk management and compliance policies, and the capabil-
ities of senior management. Time and effort invested in the 
early stages of a manager-broker relationship forms a solid 
foundation for future success, and often offers an added 
advantage of stability for both manager and prime broker 
during market downturns.”

Klynhout concludes by stressing that transparency and 
trust are essential for a successful long-term partnership 
between a manager and a prime broker: “Over the course 
of the due diligence process, a fund should expect their 
prime broker to provide formalised documents detailing 
their internal processes as it relates to margining, main-
taining client privacy, ensuring compliance, etc. 

“Managers should also be prepared for their prime 
broker to ask numerous questions regarding their business, 
to gain a high-level understanding of the firm’s investment 
strategy, current operations, and plans for the 
business in the near future.” n

Nicholas Stotz
Dealing Associate and Risk Analyst

Warren Goward
Director Prime Services

Dale Klynhout
Managing Director

Nicholas Stotz started his career as an Investment Research 
Analyst for a leading private wealth firm in Sydney, analysing all 
major asset classes including global shares, bonds, real estate 
and private equity. At Lazarus Capital Partners Nicholas sits on 
the dealing desk servicing client portfolios, and has leveraged his 
professional experience in portfolio construction and education in 
quantitative finance to develop comprehensive risk management 
tools to help monitor and mitigate business risk.

Warren Goward has 18 years experience in financial markets 
advising both private and institutional accounts. He has specialist 
knowledge of the prime brokerage and equities financing industry 
and has extensive international equity markets experience. 
Warren worked for 12 years in the Prime division for Credit Suisse 
which included 4 years in London trading European Equities, and 
3.5 years in Tokyo trading Japanese equities.

Dale Klynhout is a Managing Director of Lazarus Capital Partners 
and is the founder of its prime brokerage business. Dale is 
actively involved in the management of all aspects of the firm’s 
operations, risk management, compliance and client development. 
As the leading member of the investment team, he is responsible 
for delivering on mandated investment management objectives 
that generate further value for Lazarus clients. 
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Buoyancy in the hedge fund industry, 
following a year of strong performance, 
bodes well for the prime brokerage 

business. Numerous new funds are being 
launched and prudent prime players are 
benefiting from the renewed interest in the 
asset class.

“Hedge funds had been losing their lustre 
in the years leading up to the pandemic. At 
the height of the 2020 volatility however, they 
proved their worth by protecting against the 
downside while giving the opportunity to inves-
tors to participate in the upside,” Jack Seibald 
managing director and global co-head, prime 
brokerage & outsourced trading at Cowen 
observes.

This positive performance revived institu-
tional investors’ appetite for hedge funds, in 
turn leading to an increase in fund launches. 
These developments have been encouraging 
for the prime brokerage industry.

From Cowen’s perspective, the last year 
represented a significant evolution. “2020 felt 
like a watershed for the firm’s international 
prime brokerage business. It really took off 
last year and set us on a completely different 
level, both in terms of revenue as well as prof-
itability. This gave us the courage to be more 
aggressive in terms of our marketing efforts 
and we’re seeing the result of that strategy 
flowing through this year.”

The international growth Cowen 
experienced was partly due to having 
inherited the Global Prime Partners 
business. In February 2020, the 
firm agreed to integrate the GPP 
business into its own. Although 
the book of business itself was a 
significant boost to Cowen, the 

personnel obtained through the transaction 
was even more impactful. 

Cowen hired GPP’s prime brokerage team, 
including personnel from the sales, operations, 
client service, onboarding and trading teams. 
“We then made some strategic hires along the 
way and the resulting team has turned out to 
be very productive,” Seibald comments.

He also reports the firm’s prime broker-
age clients are getting larger as managers 
make the move from bulge bracket firms. In 
Seibald’s view, the reason for firms moving 
is down to client management: “Many clients 
feel they are not being paid sufficient attention 
by their existing primes This is a story we’ve 
heard many times. With a bulge bracket firm, 
unless you’re generating a large amount of 
revenue, you tend not to get a lot of attention 
and often have to ask twice or three times for 
something before getting it.”

From a capabilities perspective, Cowen is a 
credible alternative to the bulge bracket firms.

Extending trading desks
In addition to the reawakened demand for 
hedge funds, the pandemic also nudged for-
ward the case for outsourced trading. This 
space is on an upward trajectory across the 

industry. Seibald explains: “Larger manag-
ers who found themselves operating 

from home realised they needed 
a bridge between the portfolio 
managers and their traders. In 
fact, we got many calls at the 
start of the pandemic asking 
us to act as an extension of 
the managers’ trading desk.

“After a while, they real-
ised the set up worked well 

Industry supportive 
of prime business 
despite hurdles

Interview with Jack Seibald
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related to counterparty risk. There were prime 
brokers relying on their clients to be truthful 
and disclose their full exposure to certain 
securities. This was proven to be a sub-par 
risk management tool and some firms got hit 
quite hard. As it relates to the bulge bracket 
prime brokers, I think there will be a reassess-
ment of the relationships they have with clients 
to which they’re extending enormous amounts 
of credit. The prime brokers are going to want 
greater transparency, as to the client exposure 
to the underlying securities the bank is financ-
ing at that moment in time.”

He underscores that this doesn’t apply to 
the Cowen business as its prime brokerage 
business was not built to, and is not depend-
ent on, providing hedge funds with inordinately 
large amounts of leverage at excessively 
cheap rates. n

and the historical belief that managers and trad-
ers had to be in close proximity no longer held. 
Therefore, larger sized managers started consid-
ering outsourced trading, either as an add-on or 
permanent solution. We’ve seen the uptake of 
this service broaden out to a much larger audi-
ence and consisting of much larger players.”

This line of business has allowed Cowen to 
develop a new client base which historically it 
would not have had access to.

In Seibald’s view: “Unless you’re a very 
large player, the cost of building, managing 
and maintaining your own trading desk is pro-
hibitive. We have traders all over the globe, 
specialised in the various asset classes. So 
regardless of what book you’re trading and 
how broad it is in terms of asset classes, it 
is unlikely a firm will be able to build a trading 
team of the calibre they would have at their 
disposal through Cowen.”

The relationships the firm built on the out-
sourced trading side has also contributed to 
growth in Cowen’s prime brokerage business. 
“As some clients get beyond a certain size, 
they start contemplating adding an additional 
prime broker to diversify their counterparty 
risk. In light of this we’ve had the opportunity 
to pitch and win some of this business on 
the prime brokerage side. In large part, these 
wins were driven by all the other services we 
were already providing these clients. Our offer 
to those clients can be far more competitive 
because they’re already generating a bunch 
of revenues with us.”

Seibald doesn’t foresee the outsourced 
trading and prime brokerage businesses con-
verging to a meaningful extent, but the firm 
is always looking to anticipate clients’ needs 
and build the capabilities to satisfy those 
requirements.

Industry under the lens
Recent news of high-profile events like the 
Archegos collapse and the GameStop run 
caused some retrenching in the prime bro-
kerage world. Seibald addresses these two 
influential incidents: “GameStop forced prime 
brokers to be far more vigilant with their cli-
ents’ exposure to names they were trading. 
We changed our margin and risk rules almost 
on a daily basis to protect the clients and the 
firm, fully understanding that if clients blow 
themselves up, our capital is next in line. 

“Archegos raised some bigger questions 
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Jack Seibald
Managing Director and Global Co-Head, Prime Brokerage &  
Outsourced Trading, Cowen

Jack Seibald is Managing Director and Global Co-Head of Prime Brokerage & 
Outsourced Trading. Jack co-founded Concept Capital Markets, LLC, and until 
its acquisition by Cowen, served as a Managing Member of the firm. During his 
tenure with Concept Capital, Jack was involved in the management of all aspects 
of the firm’s operations, with a particular emphasis on business and client 
development and legal matters. Jack also served as a member of the Board 
of Managers of Concept Capital Holdings, LLC, the company’s former parent, 
Concept Capital Administration, LLC, which provided administrative services to 
the company and its affiliates, and ConceptONE, LLC, which provided risk and 
performance analytic solutions, middle and back office support services, and 
regulatory reporting services to investment managers. Jack has been affiliated 
with the firm and its predecessors since 1995 and has extensive experience 
in prime brokerage, investment management, and investment research dating 
back to 1983.
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Market volatility and high volume have 
exposed weaknesses in trading sys-
tems and technology offerings. This 

has led to reductions in service and increased 
down time in trading offerings. Providers with 
the ability to overcome these challenges have 
stood in good stead with clients.

“Our extensive trading system redundancies 
and trading desk availability means we per-
form even when other systems and desks fail,” 
explains Michael Bird, senior managing direc-
tor, Triad Securities Corp. “Market conditions 
and low-cost self-service technology platforms 
have increased the amount of time advisors 
spend managing day-to-day business needs 
instead of focusing on generating investment 
return for their clients.”

Time is money or lost opportunity, he says, 
and Triad aims to help make its clients more 
efficient. This allows them to spend less time 
running their business and more time servic-
ing their clients: “We like to tell clients that we 
are an extension of their business.

“As volume and volatility increased last year it 
became apparent that investment advisors had 
to spend more time on investment strategies and 
less time on running their day-to-day business,” 
Bird says. “We have always stayed true to our 
belief in high touch service with direct human 
interaction; this approach allows our clients more 
time to focus on alpha generation.”

In addition, being a smaller firm, Triad prides 
itself on responding to clients swiftly. Larry 
Goldsmith, Triad’s President and Director of 

Keeping strong in a 
storm: extensive trading 

capabilities deliver
Interview with Larry Goldsmith & Michael Bird
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Operations, emphasises: “We’re nimble and agile because 
we’re a 35-person shop and therefore clients can get ques-
tions answered quickly – we reply in minutes, rather than 
days. Even during the height of the pandemic customers 
often commented on our quick response time, without real-
ising all of our employees were working from home. We cut 
through a lot of red tape and refuse to let our clients get 
bogged down in mundane tasks. Our model allows clients 
to be more efficient while we take care of the operational 
side of things, all at a reasonable cost.”

Unconflicted trading solutions
Triad is also experiencing an increased interest in how one 
executes orders with clients asking whether their broker 
sells order flow or trades principal against that order flow. 
The firm has always been an agency only trading firm, 
offering unconflicted trading solutions to clients.

For example, firms with one trader might be looking to 
grow their team and Triad can act as that second or third 
trader. Managers can choose to do this initially to save 
money but there are other efficiencies they can gain from 
outsourcing their trading capabilities.

Bird comments: “They can feel comfortable dealing 
directly with our desk for trading. We work with them to 
reduce their workload as much as possible. This will give 
them more time to focus on their clients and highlight their 
unique value proposition. We will allow them to spend as 
much time as they can delivering on that.”

Nuanced service
Triad clients may have less than USD100 million AuM and 
for these types of firms cost control can be a real concern. 

Managers on a growth path can benefit from the additional 
support a provider like Triad can offer. For example, smaller 
firms with USD10 million in assets might need to hire a 
back office person.

Larger shops may already have a back-office profes-
sional but may need a second to bolster their team. Using 
Triad’s service means managers of all sizes can save 
salary costs and access seasoned experts without needing 
to onboard them directly.

Although technology solutions play a key role in deliv-
ering this service, technology needs to be supported by a 
human touch.

For clients who are looking for a more nuanced offer-
ing, a one-size-fits all, off-the shelf technology provider will 
not work. Bird homes in on the firm’s approach in this 
regard: “We have maintained our belief that some clients 
will always want and demand direct person to person inter-
action coupled with robust technology. We think that the 
last 12 months just reinforced that belief.”

“Technology can never be a complete replacement for 
personal interactions. Our business model has always 
been focused on developing and maintaining long term 
relationships with our clients.

Remember we are not trying to be the solution for every-
one, just those who share in our business beliefs,” says 
Goldsmith.

Triad’s partnerships currently include Active/Professional 
traders, RIAs, Hedge Funds, Syndicate Traders and Family 
Offices. “We are looking for clients who value superior cus-
tomer service,” Bird underscores. n
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Michael Bird is the Senior Managing Director of Triad Securities 
Corporation, responsible for the firm’s sales, operations, finances 
and new business development. Prior to Triad Securities, Michael 
spent 13 years a senior executive with Bank of America Merrill 
Lynch in New York. Most recently, as Managing Director, he 
headed and successfully grew two profitable divisions: Broadcort 
(trade clearing services) and Global Commission Management. 
Michael oversaw all aspects of both businesses including 
profitability, strategy, sales, technology, and client relationships. 
He was also active in a corporate-wide leadership and oversight 
capacity, as a member of the Firm’s Client Profitability Committee, 
Market Structure Committee, Alternative Payment Committee, and 
Senior Mentor Committee. 

Larry Goldsmith is the President of Triad Securities Corporation. 
Prior to becoming President in 2011, Larry served as Triad’s 
Director of Operations. Larry has more than 30 years of 
experience in the securities industry, where he has focused on 
operations, custody, administration and customer service. Larry 
played a key role in developing the firm’s Prime Broker Clearing 
operations and remains at the centre of these operations.
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TRIAD SECURITIES
Clients have benefited from our boutique prime brokerage service for over 25 years. Our select 
client partnerships are founded on communications, availability and diligence, and we become a 
trusted extension of your business.

Working with us frees up time and resources, which you can deploy developing strategies, 
creating alpha, or whatever best suits your business.

Contact: sales@triadsecurities.com | +1 212 349 2889www.triadsecurities.com

Lazarus Capital Partners provides comprehensive prime brokerage solutions for our institutional 
and sophisticated investor clientele. Our integrated model supports a wide range of investment 
approaches across multiple asset classes and styles allowing our clients to execute their 
strategies with efficiency, optimise their portfolios and generate further alpha. By utilising our 
range of margin financing solutions, our clients accelerate their business growth through portfolio 
enhancement and reduced administrative burden.
Lazarus Capital Partners meets clients evolving needs by offering dynamic solutions, a full product 
suite of services, superior client services, centralised dealing and execution across multiple 
avenues, and the market leading capabilities of our entire firm. The Lazarus difference extends 
beyond prime brokerage, with our clients benefiting from market-leading capabilities extending 
across execution, financing, custody, and asset servicing solutions.
Contact: Nicholas Stotz | primeservices@lazaruscapitalpartners.com | + 61 2 9169 2950www.lazaruscapitalpartners.com

JEFFERIES
Jefferies Group LLC is the largest independent, global, full-service investment banking firm 
headquartered in the US. Focused on serving clients for nearly 60 years, Jefferies is a leader in 
providing insight, expertise and execution to investors, companies and governments. Our firm 
provides a full range of investment banking, advisory, sales and trading, research and wealth 
management services across all products in the Americas, Europe and Asia. Jefferies Group LLC 
is a wholly-owned subsidiary of Jefferies Financial Group Inc. (NYSE: JEF), a diversified financial 
services company.

Contact: Barsam Lakani | blakani@jefferies.com | +1 212 284 1783 
Leor Shapiro | lshapiro@jefferies.com | +1 212 336 6267www.jefferies.com

COWEN INC
Cowen Inc (“Cowen” or the “Company”) is a diversified financial services firm offering investment 
banking services, equity and credit research, sales and trading, prime brokerage, global clearing, 
commission management services and actively managed alternative investment products. Cowen 
focuses on delivering value-added capabilities to our clients in order to help them outperform. 
Founded in 1918, the Company is headquartered in New York and has offices worldwide.

Contact: Jack Seibald | jack.seibald@cowen.com | +1 516 746 5718www.cowen.com
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