
This employee-owned hedge fund is one of the largest in the world, with nearly $30 billion AUM.  
An investment philosophy that emphasizes risk management has been very successful. According 
to Bloomberg, the firm has annually ranked in the top 10 in net gains since its inception.

CHALLENGE: ADD MORE VALUE TO CLIENT RELATIONSHIPS 

This firm’s goal for a CRM solution was not to attract new customers; it was to continue  
providing the white-glove service for which it was known and bring even more opportunities to 
existing clients. In a firm where customers invest billions of dollars, relationships are complex and 
intense, requiring a higher level of activity, constant communication, proactive thinking, and close 
interaction. For this, the focus needs to be on adding value rather than managing logistics. 

The investor services group interfaces 
directly with customers and coordinates 
many activities, including managing and 
coordinating client information, events, 
communications, and most importantly, 
redemption/contribution orders and 
ensuring required documents are pro-
cessed in a timely basis. 

These activities were being handled 
through a combination of home-grown, 

disparate systems and complex spreadsheets—and while service levels were not adversely  
impacted, the investor services group was working much too hard on the logistics of maintaining 
crucial client relationships rather than nurturing them. Time that could be spent adding value was 
being absorbed by the extra effort required by these outdated systems. 

SOLUTION & RESULTS: AN EMPOWERING OPERATIONAL PLATFORM

After evaluating Salesforce.com and several point solutions, the firm decided on Microsoft  
Dynamics CRM, a powerful platform that has the extensibility and flexibility to handle corporate 
operations and growth. 

AKA Enterprise Solutions worked closely with the firm’s team to deliver on every requirement: 

> The time required for generating transactions for hundreds of clients eligible for annual  
processing dropped to 45 minutes from 2-3 days, while nearly eliminating errors 

> The time it takes for the extensive review process has been significantly reduced, contributing  
to the constant goal of mitigating risk and providing excellent service

> Self-service reporting, linked to the firm’s data mart, enables the team to make faster, proactive, 
better-informed decisions that result in excellent client service 

> Integration with SharePoint automatically tells the team which documents they need for  
processing transactions and clients, keeping versions current, which results in better, faster 
client service.

> Close collaboration with AKA throughout the entire process equipped the firm’s internal  
development team to be completely independent

One of the World’s Most Profitable Hedge Funds Provides Greater Value  
to Clients Using Microsoft Dynamics CRM as an Operational Platform 

FINANCIAL SERVICESSUCCESS STORY

The firm’s reputation for  
providing white-glove service 

could not be compromised, 
so the solution needed to 
allow the focus to stay on  
client relationships rather 

than internal processes.

Igor Kuperman 
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HIGHLIGHTS

> Transaction entry process  
reduced from 2-3 days to  
45 minutes

> Dynamics becomes the  
operational foundation for  
investor services

> Time required for extensive 
review process reduced

> Efficiencies allow for more  
focus on quality client service 
and relationships
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