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Case Study:
Enhancing Market Recognition &
Investor Interest for a Leading CEF

Client Overview

A well-established Closed-End Fund (CEF) focusing on municipal bonds sought to address
persistent discount to NAV issues, improve trading liquidity, and expand its investor base.
Despite consistent tax-free income generation and a strong track record, the fund faced
challenges in market perception and investor engagement.

Challenges

o Limited Understanding of CEF Benefits: Many potential investors lacked awareness of
CEF advantages, including the ability to purchase assets at a discount to NAV and
receive enhanced yield through leverage.

e Persistent NAV Discount: The fund consistently traded at a wider discount to NAV
compared to peers, despite strong underlying portfolio performance and income
generation.

e Low Secondary Market Liquidity: Limited trading volume created challenges for
institutional investors seeking to build meaningful positions and retail investors
concerned about entry/exit flexibility.

o Complex Investment Strategy Communication: Difficulty in effectively communicating
the fund's leverage strategy, tax-free income benefits, and risk management approach to
potential investors.

Our Strategy & Approach
1. Targeted Education & Outreach

o Developed comprehensive educational materials focusing on CEF-specific benefits,
including leverage benefits, discount opportunities, and tax-advantaged income
potential.

« Created targeted content for financial advisors, highlighting portfolio diversification
benefits and income planning strategies.

o Implemented regular investor webinars featuring portfolio managers discussing
market outlook and fund positioning.



2. Market Intelligence & Positioning

Conducted detailed peer analysis to identify competitive advantages and
differentiation opportunities.

Enhanced quarterly commentary with clear explanations of discount/premium
dynamics and fund performance drivers.

Positioned the fund's leverage strategy as a strategic advantage in the current interest
rate environment.

3. Distribution Channel Enhancement

Strengthened relationships with key wire houses and independent broker-dealer
platforms.

Developed specialized training programs for financial advisor sales teams.
Created customized marketing materials for different distribution channels.

4. Digital Presence & Communications

Redesigned fund website with interactive NAV discount tracking and income
distribution history.

Implemented monthly portfolio manager video updates focusing on market
opportunities and positioning.

Enhanced social media presence with regular market insights and CEF education
content.

5. Institutional Investor Focus

Results

Engaged with institutional investors through targeted roadshows and one-on-one
meetings.

Provided detailed analysis of underlying portfolio holdings and leverage management
strategy.

Developed institutional-grade reporting on key metrics including bid-ask spreads and
trading volume.

e NAV Discount Improvement: Reduced average discount to NAV from 12% to 7%
through enhanced market understanding and demand.

e Trading Volume Increase: Achieved 65% increase in average daily trading volume.

e Distribution Channel Growth: Added fund to 5 new major broker-dealer platforms.

e Investor Base Expansion: Increased institutional ownership by 40% while maintaining
strong retail investor base.

« Enhanced Market Recognition: Secured regular coverage from CEF research analysts and
industry publications.

Final Analysis

Through strategic communication, targeted education, and distribution channel optimization, we
successfully improved the fund's market position and investor recognition. The integrated
approach led to meaningful improvements in NAV discount, trading liquidity, and investor
diversification, establishing a stronger foundation for long-term success in the CEF market.
Want to optimize your CEF's market presence and investor engagement? Contact us to learn
more about our specialized CEF solutions!
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