
learn more about opportuni-
ties to get involved with the 
BPEN.  
 
Finally, please join us in wel-
coming the newest members 
to the BPEN listed in the box 
to the lower left.  
 
Go Bears! 
 
Your Co-Chairs,  
Tom Beerle, Bertram Capital 
Tim Heston, Bertram Capital 
 

In our attempt to supply you 
not only with a Cal network 
(now ~350 names) but also 
with valuable industry infor-
mation, we are very pleased to 
present the launch of the 
BPEN newsletter. This peri-
odic publication seeks to pro-
vide industry insights from 
fellow alumni and Cal aca-
demics as well as news on 
upcoming events.   
 
For those new to the network, 
the mission of the BPEN is to 
facilitate and foster the net-
working of Berkeley alumni 
working in the Private Equity 
industry (including Limited 
Partners). Ultimately we envi-
sion the BPEN will become a 
collaborative network for ex-
changing ideas, sharing best 
practices, and developing last-
ing friendships. While still in 
our nascent stages of develop-

ment, we are proud of our 
accomplishments to date in-
cluding:   

 Launch of an Online Direc-
tory of members 

 Hosting of our first BPEN 
mixer in San Francisco  

 Weekly Haas MBA Private 
Equity Speaker Series  

 2nd annual Berkeley Fi-
nance Conference in Nov.  

 
But we’re not stopping there! 
We have a number of exciting 
initiatives in the pipeline in-
cluding a new website, more 
networking events, mentoring 
of new members, and more.  
 
Again this effort is mainly 
aimed to support you so your 
feedback and contributions 
will be greatly appreciated.  
See the “Get Involved” box 
on the left of this page to 

Message from the Editors: 

Upcoming Social Event (Thurs March 12th in San Francisco) 

The Berkeley Private Equity 
Network is hard at work plan-
ning our second networking 
event scheduled for 5:30pm 
on Thursday, March 12h at the 
Gordon Biersch Brewery in 
downtown San Francisco. Our 
inaugural event last April was 
a great success and hoping we 
can have an even better turn-
out this time around. Hope-

fully many of you will be in 
town and will be able to drop 
by to have a beer and grab a 
bite to eat with your fellow 
Cal grads from your industry. 
An invitation (with directions) 
will be sent in the next few 
days to enable you to RSVP 
and see who else will be com-
ing.  

Details 
Date: Thursday, March 12h 
When: 5:30pm - 9pm 
Where: Gordon Biersch  

 
 
Many thanks to our generous 
sponsor, Steve Etter of      
Greyrock Capital  
 

February 2009 

Berkeley Private 

Equity Network 
Get Involved: 

 Social event on 
March 12th in San 
Francisco 

 Volunteer to present 
at Haas Private Eq-
uity Speaker Series 

 Contact us to serve 
as a mentor for a 
younger PE profes-
sional 

 Send us feedback/
comments on how to 
improve the BPEN 

Newest Members to BPEN 
Community: 

Jens Dueing  
Senior Associate 
Fidelity Equity Partners 
jens.dueing@fidelity.com 

Ken Kan 
Associate 
Rosewood Capital  
ken@rosewoodcap.com            

Kavita Sahai 
Associate 
Sun Capital                            
ksahai@suncappart.com 

Rachel Senko 
Associate 
Weston Presidio            
rsenko@westonpresidio.com 

Suken Vakil 
Associate 
Hellman & Friedman  
suken@hf.com 

Page 1 



 124 from Bay Area 

 35 from New York 

 52 International 

The intent of the database is 
to serve as a tool for you 
when doing deals, visiting 
cities, or looking to expand 
your professional network.  

Please contact us if you have 
additional names that should 

After many months of scour-
ing firm websites, running 
Capital IQ searches, and bug-
ging many of you, we are 
pleased to present the up-
dated and expanded BPEN 
Directory. 

While we believe we have just 
scratched the surface of the 
depth of the network we have 
identified ~350 practitioners, 
including... 

be included in the database.  

To view the latest database 
please go to the following 
website (Password: BPEN): 

http://
groups.haas.berkeley.edu/fc/
Careers_pec.htm 

We are working on develop-
ing a new stand-alone web-
site, stay tuned! 

In the Fall Peter Goodson, a 
professor at Haas and former 
partner at Clayton, Dubilier 
& Rice, presented his 
thoughts on the changing 
private equity landscape to a 
group of limited partners at 
the ILPA Conference in San 
Diego.  Goodson is a firm 
believer in bringing opera-
tional improvements to man-
agement buyouts and advo-
cates that funds focusing on 
this strategy will be best posi-

tioned when the dust settles.   
 
Goodson has watched from 
the inside as the private eq-
uity industry changed from a 
few firms bootstrapping deals 
in the late '70s, to the 
"Golden Era of Buyouts" of 
the past few years.  This latest 
era, "was a period of excess 
chasing excess" says 
Goodson, "that was ulti-
mately marked by too much 
new equity money, ATM 
access to excess leverage and  
where little assessment of risk 
ruled."  Goodson's experi-
ence stems from his days as a 
partner at CD&R, where the 
firm acquired and improved 
dozens of businesses over the 
span of two decades.  

Goodson's view of the indus-
try goes back over 25 years to 
when he founded the M&A 
Group at Kidder Peabody 
and personally advised on 
over 800 deals.  
 
Goodson used the CD&R 
experience of buying and 
improving IBM's office prod-
ucts business Lexmark to 
demonstrate the success of 
this operational approach to 
the LP audience at ILPA.  
Though the deal is now  
18yrs old, the environment 
was surprisingly similar to 
today with huge volatility in 
oil prices, a war in the middle 
east, a major financial melt-
down and a recession.  Lex-
mark, which primarily made 
typewriters and printers, was 
non-core to IBM and viewed 
as a dinosaur given the prolif-
eration of personal com-
puters.  It lacked a quality 
leadership/sales team, was 
loaded with excess inventory, 
and was generating substan-
tial losses annually.   The 
CD&R team saw inherent 
value in the printer business 
and believed they could right 
the ship through several ini-
tiatives.  CD&R focused Lex-

mark on key niches in the 
printer business and extended 
distribution channels to mass 
merchandisers by creating a 
new sales force, doubled the 
product mix sold, consoli-
dated plants and rationalized 
the work force.  In this par-
ticular case, Lexmark had to 
avoid instigating a price war 
with HP, so it gave up share 
on existing low-end inventory 
but quickly rolled out product 
improvements to capture 
share on the high-end. 
 
"Ultimately, Lexmark proved 
to be a highly successful deal 
that returned nearly 4.5 times 
CD&R's initial investment. 
The same operational im-
provement principles hold 
today" says Goodson.  First, 
enhance revenue through 
volume increases either with 
existing market growth, share 
gains or new product / new 
markets.  Next, improve mar-
gins through price increases, 
manufacturing efficiencies 
and a richer product / cus-
tomer mix.  And finally, de-
crease structured costs 
through overhead reductions 
and asset rationalization. 
(cont’d on p4) 

Prof. Goodson Presents at ILPA Conference in San Diego 
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Alumni Database grows to nearly 350 members 

“Investors find 

that it is a lot 

easier to talk 

about operating 

improvements 

than to achieve 

them.” 



A group of MBA ’09 stu-
dents, led by John Pettus, 
have recently launched a new 
investment firm, The Bear-
Fund.  Though independent 
of the school, the BearFund's 
strategy is to leverage the 
knowledge of Berkeley stu-
dents to assist in acquiring 
high-quality California-based 
companies ($0.5 to $5.0M 
EBITDA). This strategy will 
allow the BearFund to pro-
vide an unprecedented op-
portunity for students to gain 
exposure to real deals while 
putting into practice the fi-
nance, strategy and opera-

tional skills they have devel-
oped in the classroom. Al-
ready, over 40 students from 
the MBA, MFE, Law School 
and undergraduate business 
programs at Cal have joined 
the BearFund. 

 
The BearFund is backed by a 
network of investors repre-
senting over $7MM of in-
vestable capital, who have 
signed up to receive invest-
ment opportunities without 
obligation.  Many of these 
investors are private equity 
investors themselves that see 
the value in the smaller end 

of the market. The BearFund 
enables smaller companies, 
with limited management 
bandwidth to arrange teams 
of experienced MBA consult-
ants to address the company's 
growth challenges.  With this 
assistance, the experience of 
its advisors and the capital 
provided by the fund, portfo-
lio companies will have the 
resources to target excep-
tional growth  opportunities 
 
To learn more about the 
BearFund, please go to 
www.bearfund.biz or contact 
john@bearfund.biz. 

Cal Students Create Fundless Sponsor 

Perspective: Michael Connolly, Partner Leonard Green , LA 

Given the current unfavorable market conditions, in what industries, geographies or company types (stage, size) 
are you finding interesting investment opportunities? 

MC: There are some tremendous values in the public equity markets.  Many terrific compa-
nies have traded down dramatically due to technical and cyclical fundamental issues.  Some of 
these companies have ongoing capital needs that are not being met by the bank and public 
debt and equity capital markets.  The private equity industry is in an excellent position to pro-
vide this capital in a non-control equity position that will preserve the companies current (and 
irreplaceable) capital structure 

Looking forward 5 to 10 years, what is one thing that will be fundamentally different about the Private Equity 
landscape? 

MC: I think the private equity industry will shrink over the next 5-10 years, both in terms of 
number of participants and the size of the largest participants.  Returns from private equity 
will likely be lower and slower over the next 5 years compared to the last 5 years which will 
reduce the dollars flowing to the asset class.  That said, I think investments made over the 
next two to three years will eventually have some of the best returns in history, so the industry 
is far from dead.  Good managers will continue to generate good returns and attract capital.   

What is the single most important metric/criteria you use when evaluating an investment  

MC: It’s hard to pick one but if I had to pick two I would say secular (as opposed to cyclical) 
trends in the industry and quality of management would be at the top of my list.   

If you were fresh out of Berkeley what type of fund would you join today and why? 

MC: When making a career decision in any industry but especially private equity, I would fo-
cus on the people as opposed to the size, focus or strategy.  I believe who you are working 
with is far more important than the stated objectives of the fund.  The fund can and will 
change with the market over time but the people will not. 

“Investments 

made over the 

next two to 

three years will 

eventually have 

some of the 

best returns in 

history” 
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http://www.bearfund.biz
mailto:john@bearfund.biz


BerkeleyPENetwork@gmail.com 
 

Tom Beerle, MBA ‘09: 
tom_beerle@mba.berkeley.edu  

 

Tim Heston, MBA ‘09 
tim_heston@mba.berkeley.edu 

 

Adam Valainis, MBA ‘10 
adam_valainis@mba.berkeley.edu 

BERKELEY PRIVATE 

EQUITY NETWORK 

http://groups.haas.berkeley.edu/

fc/Careers_pec.htm 

The Berkeley Private Equity Network strives to foster the network of 

Cal alumni working in PE and to mentor current students interested in 

pursuing a career in the industry. To achieve these aims, we 

 organize mixers of PE alumni in SF and other cities 

 provide a directory (for alumni only) of Cal alumni PE professionals 

facilitating networking efforts among the alumni 

 mentor current students interested in PE by assisting in the devel-

opment of a personalized search plan, reviewing resumes, and es-

tablishing contact with the most appropriate alumni 

 develop targeted curriculum at UC Berkeley (e.g. speaker series) to 

foster the continued education of students pursuing  PE careers 

“Developing a Cal Community within Private Equity” 
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able in the new economy. 
Finally, funds that simply 
parachute in consultants to 
execute the required operat-
ing improvements usually 
come up short.  

 
Since the time of the confer-
ence the economic situation 
has spiraled into a freefall. 
Mr. Goodson believes that 
“for the few surviving firms, 
as LP’s aim to cut back com-
mitments by 50% or more to 
reduce their PE exposure, the 
operating-centric firm can 
benefit in a number of ways."  
Prices are falling to attractive 
levels and competition is fal-

ling given the lack of available 
leveraged finance capital, 
certain funds vanishing alto-
gether and a shift away from 
leverage driving returns.  
Deals will be smaller, seller 
paper frequently accepted, 
divestitures greater in number 
and equity capital availability 
a real asset as a prolonged 
period of asset deflation takes 
its toll. Better operators that 
can accomplish a triple in 
EBITDA will be the stellar 
performers. 

Goodson concluded by pro-
viding some tips for LPs to 
follow when performing dili-
gence on funds cautioning 
that "investors find that it is a 
lot easier to talk about oper-
ating improvements than to 
achieve them."  LPs should 
seek governance alignment 
and full partnership between 
financial partners and operat-
ing executives in a fund.  
"Renting" outside CEOs on a 
case by case basis where that 
executive's fortunes are tied 
to a particular investment 
creates conflicts.  Captive 
operating executives must be 
more than window dressing 
to make a buyout shop valu-

Goodson (cont’d) 


