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Breakdown of participants

This survey comprises of 70 total responses
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What is the total AUM you manage?

S3B+ 3%
$1B-3B N 10%
S500M-S1B I 7%
$250-500M I ° 8%
$100-250M I 1%
$50-100M 14%
$25-50M 3%
Less than S25M [l 3%
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What is the average investor client portfolio size?

sav+ [ 37 %
siov I 35%
ssook-51v | 2%
s2s0-500k [ 7%
$100-250k 3%

0
Less than $S100k 0%
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How long have you invested client assets in alternative funds?

woretvan s v || 5-*
Less than 2 years - 10%
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What types of alternative fund structures do you currently allocate to?

AN §\V/ VAN

Other (please specify) 4%
Private Equity 58%

private Credit | - ©
Alternative Closed End Funds _ 31%
Atternative ETFs [ NN 42%
Atternative Mutual Funds |1 550
Hedge Funds | %
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What types of alternative fund strategies are you currently allocating

to?

Other (please specify)
Digital Assets

Equity Long-only

Real estate or mortgage funds
Private Credit
Event-driven
CTA/Managed Futures
Relative Value Arbitrage
Market Neutral

Global Macro
Multi-Strategy

Credit Long/Short

Equity Long/Short
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Currently in investor portfolios, what percentage of a client’s portfolio do you generally
allocate to alternative investment funds?
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Over the next 12 months, what do you plan to do with your alternative
fund allocations?

Maintain allocations

Decrease allocations
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If you are planning to allocate, what alternative fund structures do you
anticipate allocating to?

Other (please specify) 12%

Private Credit (Offering Memorandum) _ 53%
Alternative Closed End Funds (Prospectus) - 18%
Alternative ETFs (Prospectus) _ 53%
Alternative Mutual Funds (Prospectus) _ 76%
Hedge Funds (Offering Memorandum) _ 41%
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What are the main reasons you allocate to alternative investment
funds?

Other (please specify) [l 4%
To access niche alpha opportunities 35%
To generate yield [ NNNEGEGEGEEEEEEEEEEEE 4%
To help mitigate inflation | | I 19%

To help mitigate rising interest rates || NN 46%

Non-correlated returns 85%

Risk reduction/volatility N 7 7 %

diversitication | S5 %
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What are the greatest challenges you currently face when allocating to
alternative investment funds?

Other (please specify) - 8%

Proficiency requirements to allow ability to purchase 12%
Your investors’ education/understanding 38%
Your own education/understanding - 12%
Fund liquidity frequency || S 31%
Fund fees (management fees and/or performance fees) _ 27%
Additional paperwork burden (internal or external) _ 46%
Internal dealer risk rating _ 54%
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What compensation structure do you prefer for alternative investment
funds?

Performance fee/carried interest only I 4%

Management fee only _ 28%

Management fee + performance fee/carried interest, no (04
hurdle

Management fee + performance fee/carried interest,
with hurdle
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Do you have a preference between Canadian or globally-domiciled
alternative fund managers?

Prefer globally-based manager

12%

Prefer Canadian-based manager - 24%
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What alternative investment fund product would you like to see

launched or available in Canada?

Other (please specify geography, strategy, etc) I 8%
Digital Assets 12%
Equity Long-only NN 1200,
Real estate or mortgage funds 28%
Private Credit 28&
Event-driven EEEG——— 4%
CTA/Managed Futures 8%
Relative Value Arbitrage 16%
Market Neutral IEEEEEG—————— 8%
Global Macro I ) (0
Multi-Strategy INEEEG————— 2 8%
Credit Long/Short N 12%
Equity Long/Short  IEEEEE——————— 32 %
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How important is ESG-integration or Responsible Investment
framework in an alternative fund when considering allocations?

Not applicable/not considered 12%

High - 8%
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How important is diversity and inclusion in an alternative fund
management team or investment policy when considering allocations?

AN §\V/ VAN

Not applicable/not considered 24%

High - 12%
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What are the most important factors when considering an allocation
to an alternative fund?

Other (please specify) 0%
DE&l 0%
Integration of ESG/Responsible Investment 12%

Fund structure (offering memorandum or prospectus) 52%

Fund liquidity schedule _ 44%
Fees [N  56%
Performance track record/risk metrics _ 88%
strategy/portfolio fit | 3%
Pedigree of Manager/Firm brand _ 68%
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What is your level of understanding regarding alternative investment
funds?
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What is your investor clients’ level of understanding regarding
alternative funds?
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What type of investor are you?

Other (please specify) 0%

MFDA Advisor - 8%

Institutional Investor (foundation, endowment, pension, = Q%
sovereign wealth fund, etc.)

Family Office 8%

IIROC Discretionary Portfolio Manager _ 64%
IIROC Advisor _ 20%
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MANUFACTURER/
INVESTMENT
FUND MANAGER
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What is the size of your firm’s total AUM?

$20B+ 17%
$10B-$208 0%
$5B-10B 13%

$3B-$58 0%

SEEEE [
$500M-$18 I 13%
$250-500M N 13%

$100-250M NG 17 %

$50-100M
$25-50M

Less than $25M

0%
0%

N 30

10% 20% 30% 40%

50% 60%

70%

80%

90%

100%



What alternative investment funds structures do you plan on
launching in the next 12 months?

Other (please specify) 17%
UCITS or 40 Act Fund 0%
Not planning to launch products 6%
Private Credit (Offering Memorandum) [N 39%
Alternative Closed End Funds (Prospectus) [l 6%
Alternative ETFs (Prospectus) | NN 28%
Alternative Mutual Funds (Prospectus) | N EEEE -39
Hedge Funds (Offering Memorandum) | NN 28%
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With new alternative product launches, how do you anticipate
managing them?

Other (please specify) 6%
Sub-advised arrangement with global manager - 6%
Sub-advised arrangement with Canadian manager - 11%

Merger or acquisition of another fund manager = (%,

Manage with new investment team in-house _ 39%
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What types of alternative strategies do you anticipate launching?

Other (please specify) 33%
Digital Assets 0%
Equity Long-only 1l 6%
Real estate or mortgage funds |  ? %
Private Credit 11%
Event-driven | ()0p
CTA/Managed Futures |1 6%
Relative Value Arbitrage 0%
Market Neutral 1l 6%
Global Macro 0%
Multi-Strategy 17%
Credit Long/Short N 17/%
Equity Long/Short I 20,
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Do the NI 81-102 investment restrictions and practices applicable to
alternative mutual funds/ETFs generally fit your investment strategies?

AN §\V/ VAN

Unsure 28%

No, exemptive relief not available - 11%
No, exemptive relief required and available _ 39%
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What compensation structure do you prefer for alternative funds?

Performance fees/carried interest only | ()9

Management fee only = 0%

Management fee + performance fee/carried 39Y%
interest, no hurdle 0
Management fee + performance fee/carried 61%
interest, with hurdle 0
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What is your firm’s approach to ESG & Responsible Investment
policies & practices?

Not yet a priority/not applicable 44%

Considering the best approach for integration 17%

Integrate at both firm & product levels - 17%

Integrate at product level . 6%

Integrate at firm level - 17%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90%

100%




What is your firm’s approach to diversity and inclusion policies and
practices?

Not yet started/not applicable

22%

33%

Working on implementing diversity and inclusion policies

Currently have diversity and inclusion policies in place _ 44%
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What is your primary target investor demographic for your alternative
offerings?

Other (please specify) = 0%
Private banks | 0%
Endowment and foundations 25%
Pensions 56%
Balanced mutual funds | 0%
Funds of funds N 19%
High-net-worth investors | S 1%
Family offices I NN S 3%

Investment advisors | NI 5%
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Where do you focus your distribution efforts for your alternative
offerings?

100% 100%

90%
80%
70%
60%
50%
40%
30% 25% 25%
20%

10%

0%
0%

Canada us Global ex-US Other (please specify)



Do you feel you have an adequate distribution access to advisors and
family offices to competitively sell alterative investment funds in Canada?

100%
90%
80%
70%
60%
50%

40% 38%
30%
20% 19%
10%
0%
0%
Yes Yes, but it’s No Unsure

incredibly difficult



What are the greatest challenges you currently face when distributing
to alternative funds?

Other (please specify) 0%
Sales team size relative to other firms _ 19%
Fund liquidity frequency 13%
Fund fees = (0%
Investors” education/understanding or concerns with asset class - 13%

Additional paperwork burden (internal or external) _ 25%

internal deater risk ratings N 6%
Dealer approval/platform access issues (including meeting 0
oy i I, © 4%
minimum criteria)
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What would you like the regulators to focus on with regards to liquid
and other alternative funds?

Other (please specify) [ 13%

Proactive policies to support growth of alternative

0
industry 50%
Exemptive relief codification [ 13%
Distribution access at IIROC dealers 56%

Regulatory burden reduction || NN 6%

Further amendments to NI 81-102 _ 19%

Proficiency requirements || 13%
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What type of fund manager/manufacturer do you typically consider
your firm to be?

Long-standing combination of both traditional and
alternative

25%

New combination of both traditional and alternative . 6%

Traditional long-biased - 13%
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SERVICE PROVIDERS




What is your approximate client profile in Canada for your individual practice?

Client profile Percentage

Traditional fund 39%
manager
Boutique alternative 36%

fund manager

Other 41%



What is your approximate client type in Canada for your individual

practice?

New managers / new firm 34.3%
launches

Emerging managers (less 33.3%
than $500 AUM)

Established managers (more 21%

than $500M AUM)



What alternative funds structures do your clients in your practice
plan on launching in the next 12 months?

Other (please specify) = 0%
Not planning to launch products =~ (0%

Private Credit (Offering Memorandum) 33%

Alternative Closed End Funds (Prospectus) _ 17%
Alternative ETFs (Prospectus) _ 33%
Alternative Mutual Funds (Prospectus) _ 67%
edge Funds ofering vemorancr) | 00
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With new product launches, how do your clients in your practice
anticipate managing them?

Other (please specify) = 0%
Sub-advised arrangement with global manager _ 33%
Sub-advised arrangement with Canadian manager 33%

Merger or acquisition of another fund manager = 0%

Manage with existing investment team in-house _ 67%
Manage with new investment team in-house _ 33%
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What types of strategies do your clients in your practice anticipate
launching?

Other (please specify) | Q%
Digital Assets 17%
Equity Long-only I 33%
Real estate or mortgage funds 33%
Private Credit IEEEE——— 3 3%
Event-driven 17%
CTA/Managed Futures | Q%
Relative Value Arbitrage 33%
Market Neutral GG 500
Global Macro 17 %
Multi-Strategy GGG 7 %
Credit Long/Short  IEEEEEEEE— © / %0
Equity Long/Short I S 3 %0

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%



Do the NI 81-102 amendments for alternative mutual funds/ETFs
generally fit your clients’ investment strategies?

Unsure 0%

17%

No, exemptive relief not available

33%

No, exemptive relief required and available
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What compensation structure do your clients in your practice prefer
for alternative investment funds?

Performance fee/carried interest only 0%
Management fee only 0%

Management fee + performance fee/carried interest, no hurdle 0%

Management fee + performance fee/carried interest, with hurdle _1 00%
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Where do your clients in your practice focus distribution efforts for
their alternative investment fund offerings?

508, 100%

90%
80%
70%
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33%
30%
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0% 0%

Canada us Global ex-US Other (please specify)



What are the challenges most cited by your clients with regards to
alternative investment funds?

100%

90%

80%

70%

60%

50%

40%

30%

20%

10%

0%

83%

67%

17%

Regulatory Exemptive relief Distribution
burden

33%

Operational

0%

Staffing

33%

Cost

0%

Other (please
specify)




What would you like the Canadian regulators to focus on with regards
to liquid or other alternative investment funds?

Other (please specify) = (0%
Proactive policies to support alternative investment industry _ 33%
Exemptive relief codification | Q0

Distribution access at IIROC dealers 67%

Regulatory Burden | 67%
Further amendments to NI 81-102 ||| GGG 33%
Proficiency requirements | 50
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What service do you primarily provide to fund managers?
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