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Firm Background
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We provide leadership capital and management-led buyout strategies for
private equity firms

Our Mission: to maximize our clients’ returns in every stage of the investment

process through high-impact relationships with industry-leading C-level
executives

Ten years of experience delivering value to private equity clients
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Notch Partners Services k PARTNERS

| Client Initiated Notch Initiated

Executive Angles for Proprietary Deal
Competitive Deals Opportunities

Expanded & differentiated
investment opportunities

Backable Executives &

Industry Exploration and Operating Partners

Expertise

Enhanced portfolio C-level executive search,
company leadership Management Assessment
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Presentation Notes
Shift blue circles down, and bring target company CEO intros up to 1:00
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Extending investment opportunity k PARTNERS

Turning executive relationships into results
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The State of Private Equity



Private Equity in 2010 !\lAg)T-II\-IE:Ri_%l

Significant increase in deal activity in 2010
— $180B total buyout capital invested = 250% of 2009 levels, but only 27% of 2007 levels

— US deals roughly evenly split between public-to-private, carve-outs and sponsor-to-sponsor
deals

— 70% of capital invested in deals over $500M

« Significant capital overhang (approximately $500B) in the US
— 2005-2007 vintage funds have called less than 2/3 of their committed capital
— 2008 vintage funds have called less than 1/3

 Debt markets have improved dramatically since 2009

« 2010 average purchase multiples reached 8.5X EBITDA, exceeding the 2005 and 2006
levels as well as 2009 level of 7.9X.
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Private Equity in 2010 (cont.)

* Fundraising challenges worsened in 2010.

— Second half of 2010 proved worse six months since 2003, with $30B raised and 32 funds
closed .

— Average time fundraising 2010 (19 months) doubles from 2007 vintage funds
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Developing an Effective
Private Equity Career Strategy



MORE THAN 600,000 COPIES SOLD

GREAT
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Your Private Equity Career Strategy - Going from Good to Great ‘ INAQ-II\I-ECIJ-Sl

Meeting/Interview
Preparation

Capabilities Discussion

Developing a Proactive
Posture

Investment Thesis
Discussion




The Notch “ARC” Model ‘ 1 NOTCH
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The “sweet spot” for executive-PE
partnership exists at the intersection of
three inter-related components:

Relevant

12

© 2011, Notch Partners LLC



NOTCH

How Notch Can Help PARTNERS

e Conducting Research
— Understanding your PE audience
— ldentifying relevant PE firms to your background and skills
— ldentifying potential deals/targets in your relevant sector(s)
— Providing information on specific targets
e |dentifying and articulating your strengths and weaknesses relative to PE
e Coaching and Preparing for PE interviews and meetings
e Defining your “sweet spot” in the Notch ARC model
e Articulating and “packaging” your deal thesis/opportunity set to PE
e Providing or opining on feedback from PE firms
e Negotiating employment/deal terms
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