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Assist the Fund to disseminate the Managed Distribution Plan (MDP) that the Board 
intended to implement in the near future. The Fund was trying to attract new retail 
investors looking for steady cash flows. The Fund had announced that under the MDP, 
the Fund will pay 11% of NAV per year, in quarterly cash distributions.  

to implement in the near future. The Fund was trying to attract new retail investors 
looking for  

steady cash flows. The Fund had announced that under the MDP, the Fund will pay 11% 
of NAV  

per year, in quarterly cash distributions.  

 

 



 

 

                    CASE STUDY: Closed-End Fund 
  Fund seeking additional retail investors, media and visibility  

 

Continued…. 
 
 
 
 
  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

ANALYSIS 
Through our aggressive marketing campaign and use of our proprietary databases, the Fund 
received major publicity, attracted new investors and gained massive visibility in the 
investment community.  The result has continued for years after as well. 
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Aside from our marketing the Fund at the Show – we had also done a pre-mailing 
to 1000 Las Vegas brokers informing them of the Fund and inviting them to visit 
our booth if they were attending the show. (a mailing of 9000 was sent to the 
brokerage community outside of LV- through the US, introducing them to the 
Fund). We also informed the Fund's database of our participation at the show. 
The Financial Conference also does marketing of the event both via print and via 
the web. We believe that through all of the efforts, the web hits clearly show that 
there was an increase in interest, whether it be first-time visitors visiting to learn 
more about the Fund, or repeat visitors who perhaps viewed the webcast and 
wanted to be updated.  

Through our efforts during the last quarter there were 117 articles mentioning 
this Fund in the following publications:  
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