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Attracting capital is one of the most challenging aspects of launching 
and scaling a new investment fund. While a solid investment strategy is 
essential, it alone is rarely sufficient to convince investors to commit their 
capital.  Because the private fund industry is hyper-competitive, only those 
funds that both perform well and excel at marketing are likely to have great 
success at scaling AUM.

This guide is designed to help new and emerging fund managers elevate 
their investor communications, professionalize their materials, and 
avoid common mistakes that hinder fundraising success. By mastering 
branding, messaging, the art of creating compelling materials, and LinkedIn 
networking and content marketing, fund managers can establish trust, 
credibility, and authority in the eyes of discerning investors. Over time, this 
should translate directly into accelerating growth in AUM.

Develop Your Brand 
What Is a Brand?

A brand is far more than a logo or a tagline. It is the sum of  
perceptions that investors hold about your fund, specifically  
about your values, vision, investment philosophy, and  
professionalism.  In other words, it is a reflection of  
your reputation.

Your brand acts as a signal to investors, conveying who  
you are, what you stand for, and why they should trust you.  
It provides the foundation for all your investor-facing  
communications, helping to ensure that every touchpoint  
reflects authenticity, credibility, and expertise.

Best Practices in Brand Development
Developing a great brand is typically a three-step process.

Define Your Brand’s Essence
 » Mission and Vision 

Clearly articulate your fund’s purpose and long-term objectives.

 » Core Values 
Identify the principles that guide you, your organization, and your investment philosophy.

Create Your Graphical Elements and Brand Guidelines
 » Logo Design 

Develop a professional and memorable logo that reflects your brand’s essence.

 » Color Palette and Typography 
Choose colors and fonts that align with your brand personality.

 » Brand Guidelines 
Document how to use your brand elements consistently across all platforms; this will become increasingly 
important over time as your fund grows. 

Introduction

First Impressions Matter. 
Your brand often provides 
the first point of contact 
between your fund and 
potential investors. A 
polished, professional 
brand creates a positive 
initial impression, opening 
the door for deeper 
engagement.



Craft a Compelling Brand Narrative
 » Your Story 

Share the journey that led to the creation of your fund, highlighting your experiences and how they forged you 
into the person you are today.  Start the process of forming a connection with investors by being authentic and 
passionate.

 » Value Proposition 
Clearly define what sets your fund apart and why investors should entrust you with their precious capital.

Why Your Brand Matters

Many fund managers believe that having good performance alone will attract lots of capital to their fund; these 
managers tend to remain ignorant about the power of good marketing (and they also tend to remain small). Having a 
great brand and message will help you stand out as being more professional than many other fund managers, even 
those who have been around for a while.  A well-crafted brand provides evidence that you are serious, professional, 
and more than capable of managing your investors’ capital.

Developing Effective Messaging
Your messaging should resonate with your target investors,  
and both clearly and concisely communicate the benefits of  
investing in you and your fund.

Strategies for Creating Effective Messaging
 » Know Your Audience 

Understand the preferences and sophistication levels  
of your target investor groups and create messaging  
that shows you understand them and how they think.

 » Simplify Complex Concepts 
Translate technical investment strategies into accessible language with the help of infographics.

 » Focus on Benefits 
Highlight how your fund can help investors receive great risk-adjusted returns.

 » Maintain Consistency 
Ensure your messaging is uniform across all materials and platforms.

 » Maintain Compliance 
Avoid making unsubstantiated claims, guarantees, or showing hypothetical or previous-firm performance 
without including properly constructed explanations and disclaimers.

Authentic storytelling 
builds trust. Investors are 
more likely to engage with 
a fund whose values and 
vision align with their own.

Professionalism

Values

Investment Philosophy

VisionBRAND
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Creating Impeccable 
Investor Materials 
Investor materials are the backbone of your communications  
strategy, acting as both a first impression and a reference  
point during each stage of the investor acquisition process.  
Professional-grade investor presentations and tear sheets  
are essential tools to clearly and effectively convey your  
fund’s value proposition and grow your AUM.

Best Practices for Pitchbook Design

Clarity and Conciseness
 » Structured Content 

Organize information logically, starting with an executive summary followed by detailed sections including 
investment philosophy and strategy, fund manager spotlight, risk management, portfolio construction and 
parameters, and historical performance and metrics vs. benchmarks’ performance.

 » Bullet Points and Headlines 
Use these to make key points more easily digestible.

Visual Appeal
 » Professional Design 

Invest in high-quality graphics and layout design.

 » Infographics and Charts 
Use visuals to illustrate data and complex concepts.

Good Storytelling
 » Narrative Flow 

Weave your fund’s story throughout the pitchbook to engage the reader.

 » Investor Focus 
Address how your fund meets the specific needs of your target investors.

Do’s and Don’ts
 » Don’t overwhelm with excessive detail or data; focus on what is most relevant to investors.  Keep it as simple as 

possible.

 » Don’t neglect the visual presentation. Aesthetics matter.

 » Do use clear, jargon-free language that is accessible to your target investor group(s).

 » Do keep all content current, especially performance data and metrics.  Nothing looks less professional than an 
investor deck lacking previous months’ performance data.

 » Do make it easy for investor prospects to contact you, by including multiple contact points such as phone, 
email, WhatsApp, LinkedIn, and even Calendly-type appointment system access.  All can be hyperlinked in a PDF 
document.

Tear Sheets

Tear sheets act as one-page snapshots of your fund’s key details. Their role is to quickly convey the most basic and 
important aspects of your fund and its performance.

Essential elements of your tear sheet should include: 

 » Fund name, strategy, and structure.

 » Performance highlights and analytics.

 » Unique selling points and differentiators.

 » Contact information for easy follow-up.

Investors are judging 
not just your numbers 
but your ability to clearly 
communicate your vision. 
High-quality materials 
inspire confidence and 
demonstrate operational 
excellence.

4



5

Why Professional-Grade Design Matters

The presentation quality of your materials reflects directly on you and your fund. Amateurish designs can signal a lack 
of attention to detail or resources, and reflect negatively on your professionalism. In contrast, high quality materials:

 » Enhance readability and engagement.

 » Build trust by reflecting your professionalism and preparedness.

 » Differentiate your fund and investment strategy from myriad other funds.

For all of your investor materials, including your website  
and LinkedIn page, it is very important to keep all information 
current and accurate, especially performance data.

Creating an Engaging and Compliant Website
Your website is often the first destination for potential  
investors researching your fund. A well-designed website  
enhances credibility and provides a platform to share your  
fund’s story and investment approach.

Websites for Funds Using the Reg D.  
Rule 506(b) exemption

Under Rule 506(b) of Regulation D, general solicitation and  
advertising are prohibited. This means you much craft your  
website avoid even the appearance of publicly marketing  
your fund.  However, you can and should use it to explain  
who you are and what you do, providing: 

 » High-level information about your investment philosophy,  
mission/vision, and team.

 » Contact details so prospective investors can reach out to you.

 » A disclaimer created by counsel clarifying that nothing on  
the site constitutes an offer to sell securities or interests  
in an investment.

Websites for Funds Using the Reg D. Rule 506(c) exemption

For funds operating under Rule 506(c), which allows general solicitation, websites can take a more open approach. In 
addition to content allowable under 506(b), additional content may include:

 » Details about the fund’s strategy, performance, and investment criteria

 » Marketing materials designed to attract high net worth and ultra-high net worth investors.

Access-Controlled Document Area

All private fund websites can benefit from secure, access-controlled sections that contain detailed fund documents. 
This feature allows you to:

 » Share materials like investor decks and tear sheets easily and selectively.

 » Track investor access to determine engagement levels and ensure compliance.

Your website isn’t just 
an online brochure – 
it’s a critical touchpoint 
for building trust and 
establishing credibility. 
Done right, it can 
significantly enhance 
your visibility and 
professionalism.



Website Design and Functionality Tips

Most importantly, keep in mind that we live in a mobile-first world.  All websites should be designed with this in mind, 
ensuring that your prospects can easily access and navigate your website from mobile, tablet, and desktop browsers.

Additional important considerations include:

 » Clear Navigation 
Make it easy for users to navigate your site regardless of how they access it.

 » Visual Appeal 
Use professional design elements to create a polished and engaging user experience on any mobile or desktop 
device

 » Compliance Integration 
Prominently display disclaimers and disclosures when and where necessary.

Leveraging LinkedIn
LinkedIn has become an indispensable tool for fund  
managers seeking to expand their network, nurture  
relationships, and establish credibility within the investor  
community. Its unique positioning as a professional  
networking platform makes it a powerful medium for  
building relationships with prospective investors.

Maximizing LinkedIn’s Potential

Best Practices for Linkedin

Carefully Complete Your Personal Profile
 » Professional Photo 

Use a high-quality, professional headshot.

 » Headline and Summary 
Craft a compelling headline and summary that highlight your background, expertise, and role as an investment 
manager.

Carefully Create a Company Page
 » Company Overview 

Provide a clear and concise description of your fund management company, and if operating under Rule 506(c), 
your fund.

 » Regular Updates 
Share news, insights, and updates to engage followers.

 » Consistent Branding and Messaging 
Use your logo and brand colors only, and take care to keep your messaging consistent.

Engage with your Network
 » Connect Strategically 

Build connections with potential investors, industry influencers, and peers with whom your management style 
will resonate.

 » Share Content 
Regularly post articles, insights, and thought leadership pieces.

 » Participate in Groups 
Join LinkedIn investor and other groups to expand your network.

LinkedIn is not a “set it 
and forget it” platform. 
Consistent activity and 
meaningful engagement 
signal professionalism 
and build trust with your 
network.
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Compliance
 » Prioritize Compliance 

Regulators regularly review social media along with other investor content you create.

 » Avoid Prohibited Content 
Do not share testimonials or non-compliant performance data.

 » Review Posts 
Ensure all shared content is allowed under SEC fund marketing rules.

Content Marketing on LinkedIn

Posting relevant, educational, and engaging content establishes you as a thought leader and builds credibility with 
your audience. Effective content might include:

 » Articles or posts that explain your investment approach or market insights.

 » Updates about your fund’s progress, accolades, or milestones.

 » Market commentary or curated articles that reflect your expertise and thought process.

Content marketing is a powerful tool that can overtime build your reputation as an authority and expert in the field.  
Consistency is key; it is very important to continue regularly posting your content to LinkedIn once you begin to do so. 
However, content marketing takes time to gain traction, so plan on a delay of 12 months or more before you expect to 
see substantial results from your content marketing.

LinkedIn “Dos and Don’ts”
 » Do respond promptly to LinkedIn messages and comments.

 » Do regularly update your profile and company page.

 » Don’t post confidential or proprietary information.

 » Don’t engage in discussions that could be considered as investment advice or recommendations.

 » Don’t neglect the compliance aspect of your social media presence.

Establishing Authority Through 
Podcasts and Educational Videos
In an industry where trust and credibility are of paramount  
importance, positioning yourself as a knowledgeable and  
authoritative figure can significantly enhance investor  
confidence. Podcasts and educational videos offer unique  
opportunities to connect with your audience on both personal  
and intellectual levels.

The Power of Podcasts

Podcasts allow you to share your expertise, market insights,  
and personal journey in an engaging, conversational format.  
By appearing on reputable podcasts within the finance and  
investment sectors, you can:

 » Reach a targeted audience of accredited investors  
and industry insiders.

 » Build personal rapport by humanizing your  
professional expertise.

 » Amplify your reach as episodes are shared and archived online.

Well-executed podcasts 
and videos position you as 
more than a fund manager 
– they establish you as 
a trusted expert, which 
can be a decisive factor in 
securing commitments 
from investors.
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Educational Videos

Short, impactful videos are a dynamic way to communicate complex ideas and showcase your investment acumen. 
These videos can cover topics such as:

 » Explaining your investment strategy or a unique aspect of your approach.

 » Breaking down market trends or recent news in your niche.

 » Providing educational content that aligns with your investment philosophy.

The Impact of Thought Leadership Content

Podcasts and videos help you establish authority and trust by demonstrating your knowledge and strategic vision.

 » Investors often perceive fund managers who share educational content as more transparent, accessible, and 
professional

 » Consistently delivering high-quality thought leadership and educational content builds a narrative that is proven 
to resonate with prospective investors.

Common Mistakes to Avoid
Emerging fund managers often face steep learning curves  
when developing their investor-facing materials and  
messaging strategies. Avoiding common mistakes can  
save valuable time and enhance your credibility with  
prospective investors.

Messaging Mistakes
 » Overloading with Complexity 

While your strategy may be sophisticated, investor  
materials should distill key concepts into clear,  
digestible narratives. Overly technical language  
can alienate potential investors.

 » Inconsistent Messaging 
If your story changes across different  
touchpoints – decks, tear sheets, website,  
LinkedIn – investors may perceive a lack of clarity  
or professionalism that will reduce their engagement  
with you and your fund.

 » Lack of a Clear Value Proposition  
Failing to articulate what sets your fund apart can result in you being overlooked, regardless of your capital 
management skills.

Compliance Mistakes and Oversights
 » Insufficient Disclosures 

Missing or incomplete compliance language can lead to regulatory scrutiny and potential enforcement action.

 » Improper Use of Performance Data 
Misrepresenting past or projected performance, even  
inadvertently, undermines your credibility and may result in  
legal consequences.

Each interaction with an 
investor, whether through 
materials or online, shapes 
their perception of you and 
your fund. Avoiding these 
common mistakes will 
ensure every impression is 
a positive one.
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Ignoring the Shortcomings of a Do-it-Yourself Approach to Marketing
 » Unprofessional Design 

Amateur-looking materials can create doubts about your  
professionalism and operational sophistication, even if your  
performance is strong.

 » Poor Readability 
If your materials are difficult to read or follow, investors may become turned off, miss key points, or just decide 
to “read through it later.” (never)

Neglecting Your Digital Presence
 » Subpar Website 

A non-responsive or poorly designed website will hurt your credibility and potentially spook investors who might 
have otherwise invested with you.

 » Ignoring LinkedIn 
Failing to maintain an active and professional LinkedIn presence diminishes your visibility and potential reach, 
leading to suboptimal growth in AUM

Conclusion
Raising capital as a new or emerging fund manager requires  
more than just a strong investment strategy – it demands a  
professional approach to branding, messaging, and investor  
engagement. By understanding the importance of your brand,  
crafting high-quality materials, and leveraging digital tools like  
websites and LinkedIn, you can establish trust, credibility, 
and authority with your target audience.  This in turn leads to  
steadily growing your investor base and assets under  
management.

While this guide offers a roadmap to professionalizing your  
investor-facing materials, executing these strategies  
effectively often requires time, expertise, and resources that  
many fund managers lack. Engaging professional assistance  
allows you to stay focused on managing your fund and  
finding new investors while other professionals ensure you’re  
your investor marketing and communications meet the  
highest standards of excellence.

Your story deserves to be 
told with clarity, authority, 
and professionalism. By 
investing in your investor 
materials and marketing 
initiatives now, you best 
position your fund for 
strong growth over both 
the short and long term.
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About Exponential AUM 

At Exponential AUM, we help emerging alternative fund 
managers enhance their brand, strengthen investor 
trust, and grow assets under management. 
 
Through professional pitch decks, tear sheets, 
websites, and compliant content marketing strategies 
– including podcast appearances and thought 
leadership content – we position you as an authority 
in your investment niche. This approach fosters 
stronger investor relationships, increases your visibility, 
enhances your status as an expert, and makes capital 
raising efforts more successful. 
 
To learn more about how we can help your fund stand 
out, contact us today.

Brian Connell, CFA
(770) 766-1177 
brian@exponentialaum.com

About Richey May 
 
Richey May is a leading accounting and advisory firm 
specializing in serving alternative investment funds, 
mortgage banking firms, and other specialized industries. 
Founded in 1985 and headquartered in Denver, Colorado, 
the firm provides a comprehensive suite of services, 
including audit, tax, business advisory, cybersecurity, and 
compliance solutions. 
 
For alternative investment firms—including hedge funds, 
private equity, and venture capital—Richey May offers 
tailored solutions that address financial reporting, SEC 
compliance, and operational efficiencies. The firm’s 
expertise extends to emerging fund managers and 
established firms, helping them navigate the complexities 
of fund structures, investor reporting, and regulatory 
requirements. 
 
Richey May is known for its commitment to innovation and 
industry insights, leveraging technology to enhance risk 
management, data security, and financial performance. 
It also provides benchmarking reports and thought 
leadership to help clients stay ahead in a competitive 
landscape. 
 
With a client-centric approach and a reputation for deep 
industry expertise, Richey May continues to be a trusted 
partner for financial and investment firms seeking to 
optimize their operations, ensure regulatory compliance, 
and achieve long-term growth.

Stephen A. Vlasak
Richey May & Co.
Partner, Alternative Investments Practice
(720) 407-5549 Work
(303) 721-6131 Work
svlasak@richeymay.com


