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EDUCATION

IVY LEAGUE UNIVERSITY - GMAT: 780 Somewhere Near But Definitely Not in Boston, MA
Master of Business Administration — Concentrations in CorpSpeak, PowerPoint, Excel, MiniTab

Sole Member of: The “Didn’t Have Sex With the Co-Chair of the Investment Banking Club” Club;

Member of: The “No, Seriously, | Didn’t” Club;

Member of: The “Only Went To One Meeting But I1t’s On My Resume” Club;

Only Non-Belgian member of the “Belgian Students Association”;

ANOTHER IVY LEAGUE UNIVERSITY Totally Not the Same City as Business School
Master of Arts in Totally Unrelated to Finance Type Studies
Member of: The “Two Wasted Years” Club

SAME AS THE FIRST IVY LEAGUE UNIVERSITY Somewhere Near But Definitely Not in Boston, MA
Bachelor of the Arts in Hopelessly Obscure Foreign Poets
Recipient of: Three Greek Letters That Translate To: “I Had High Grades and No Social Life”

EXPERIENCE
SUB ROSA CAPITAL, LLC New York, NY
Vice President 2005 to Present

Private Equity Firm with a not so hidden disdain for the rest of the industry but entirely similar practices

o Designed “tell all” weblog exposing the foibles and silliness of the industry but that had exactly zero effect in
deterring any crazed applicants from joining the frenzied quest for slave-like positions in the space.

o Directed all leveraged financing relationships (except for the steamy one between our Debt Associate and that
short guy from Morgan Stanley). Leveraged this last relationship into reduced interest rates for critical
leveraged transaction saving an estimated $3.75 million dollars over 5 years.

e Managed the incompetence of portfolio firms’ management, extinguished fires and candy coated bad news for
the partnership. Spun news of subsequent firings into sweet, creamy filler for limited partner newsletter.

o Ordered the creation of financial model projections to analyze potential acquisitions and evaluate financing
proposals and subsequent returns that have not so far realized amounts predicted (but are still quite healthy).

e Supervised (read: observed) the performance by analyst and associate resources in the comprehensive
business, financial and industry due diligence for several acquisitions the substance of which was totally
ignored when political and ego considerations became the dominant “go/no-go” criteria.

e Brownnosed with luminaries/bigwigs (Icahn, Wintour, Weill, Lampert, Spitzer, Paulson, Thain, Cohen, etc.)

e Hiton by (and invited back to the home of) Vice-Chairman of bulge bracket investment bank in dark, quiet
corner during Manhattan charity fundraiser. Leveraged “soft-skills” to avoid awkward situation and limit any
potential dilution to expected social capital returns. Saved by semi-famous District Attorney’s timely arrival.

¢ Hit on by semi-famous District Attorney in dark, quiet corner during Manhattan charity fundraiser.

o Representatlve transactions include:

Lead exec for $220 million financial services firm acquired for $125 million and change via flirtation
with and exploitation of poor understanding of discount rate mechanics by sell-side banker.

= Lead negotiator in exclusive diligence period for $190 million acquisition deal that imploded due to
aggressive posture on representations and warranties far outside of the realm of our original LOI.

= “Bad Cop” in exclusive diligence period for $110 million valued manufacturer of FAA certified metal
parts. Closed deal for $123 million but immediately sold totally worthless subsidiary for $36 million.
Was recipient of greatest number of obscene remarks and gestures from any Seller in history of Sub Rosa.

FORTUNE 500 COMPANY Not New York, NY

Associate, Corporate Development Group Before 2005

Large Publicly Held Firm with a microscope on acquisition policy

o Participated in Training Program: “Sexual Harassment - A High Price to Pay.” Was only participant not
caught laughing at training film.

o Performed quantitative and qualitative analysis in connection with divestiture of call-center business and
performed presentation of recommendation to no one at all after management elected to retain the business.

e Sharpened critical artistic skills through the creation of wide range of sculptures using only office supplies.

e Representative transactions include:
= Acted as deal lead in protracted and contentious acquisition of sinking sense of disillusionment.

INTERESTS AND HOBBIES

o Liquidity; Cute Bankers; Cute Lawyers; Taunting Opposing Counsel; Avid Closet Procrastinator



