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From Our President:

The Power of  Positive Networking

Why did you join the TMA? C’mon, it wasn’t really the 
opportunity for an academic discussion about the zone 
of insolvency. Chances are you joined because you are 
responsible for gaining new clients for your firm, and TMA’s 
diverse membership offered the opportunity to meet people 
who could help you advance that objective.

So how does TMA help you win clients and influence people? 
My theory is that business relationships get built through 
meaningful interactions – conversations and shared experiences that help people 
remember you and your competencies. The ritual exchange of business cards 
is not a meaningful interaction. If your TMA experience is about attending one or 
two meetings and chatting with a few people you already know, you may not have 
optimized the value of your membership.

Jeffrey Gitomer, author of “The Little Red Book of Selling,” says that the best places 
to network are “a networking club or business organization where solid business 
contacts belong and participate,” “someplace where like-minded people belong,” and 
“your trade or professional association.” He also says, “The more you attend, the 
more you get known, grow, and succeed in your market.”  If we accept the premise 
that TMA is a great place to network, then how do we each put that place to work for 
us?

We can put the power of TMA to work in our networking when we engage in 
meaningful conversations about the trends and issues affecting our industries. I had 
some incredible conversations about deal structure and negotiating tactics during 
the chapter’s recent distressed debt program. And my table mates and I debated 
the size and impact of hedge funds during the chapter’s joint program with ACG, 
“Hedge Funds Unwrapped.” The women who attended the chapter’s networking 
lunch explored how to maintain our health in the midst of our full and active lives. 
These conversations sow the seeds of relationships that can grow into referrals, 
transactions, and deal opportunities.

Our chapter has over 1,000 members, each of whom has unique skills and 
experience to contribute to the practice of corporate renewal. These are the “solid 
business contacts” and “like-minded people” with whom you should network. 
Our chapter sponsors over 30 events each year: from heavy-duty education to 
entertainment, community service, case studies and breakfast programs, all of which 
offer the opportunity to help you build meaningful relationships with an influential 
network.

continued on page 3

Lisa Johnson
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Upcoming Events
August 10
BOK Accounting Review
UBS Conference Center
Chicago, IL

August 11
CTP Accounting Exam
UBS Conference Center
Chicago, IL

August 24
Women’s Group Networking Luncheon
East Bank Club
Chicago, IL

September 14
Breakfast Forum
The Mid-Day Club
Chicago, IL

September 14
BOK Management Review
UBS Conference Center
Chicago, IL

September 15
CTP Management Exam
UBS Conference Center
Chicago, IL

September 20-21
MidAmerica Regional Conference
Oak Brook Hills Marriott Resort
Oak Brook, IL

September 26
Milwaukee Brewers Game
Milwaukee, WI

October 5
Women’s Group Networking Luncheon
East Bank Club
Chicago, IL

November 2
Women’s Group Networking Luncheon
East Bank Club
Chicago, IL

November 9
Breakfast Forum
The Mid-Day Club
Chicago, IL

November 15
Senior Executive Forum
The Standard Club
Chicago, IL

December 7
Holiday Gala
One-of-a-Kind Show
Chicago, IL

www.chicago.turnaround.org

The Newsletter of Corporate Renewal is a publication of the 
Turnaround Management Association, Chicago/Midwest Chapter. 

It is issued five times annually. Submissions to the newsletter should be directed to:
Mark Leipold at mleipold@gouldratner.com or 

Kevin A. Krakora at kkrakora@mesirowfinancial.com.

VP’s Corner
“And in this corner”....

Thoughts from Joe Fobbe, VP-Communications
CIT Corporate Finance

Joe Fobbe

Meet Norm Newman, currently president-elect of our chapter. 

Passion is the word that comes to mind as I reflect on my notes 
from my meeting with Norm Newman. Norm and I had a very 
enjoyable visit recently at Smith & Wollensky’s as we discussed 
his background not only with our TMA chapter, but also in the 
turnaround and restructuring profession.  

I’ve known Norm for nearly seven years and have always been 
impressed by his consistent commitment to and visibility within the Chicago chapter. 
What I didn’t appreciate, however, was his intense passion for the work he does outside 
of the TMA (i.e., his “real job”).

Norm started practicing in the bankruptcy, reorganization and creditors’ rights area of 
the legal profession in 1979, which is when the Bankruptcy Reform Act of 1978 was 
enacted, materially revamping how bankruptcy cases would be administered going 
forward.  

Note: This writer is not going to attempt to turn this column into a discussion of the 
bankruptcy code revisions of the late 1970s, but a few notes may help some of the 
younger generation gain more appreciation for the genesis of the turnaround profession 
and, arguably, the Turnaround Management Association.  

Norm explained to me that one significant result of the enactment of the Act was 
that many more professionals became involved in these cases. This historically 
limited, specialized practice area suddenly started attracting a more diverse group of 
professionals, including some of the first turnaround consulting firms. Also, the major 
revision to the code brought tremendous sophistication to the profession as groups 
not only focused on various ways to continue to protect the secured lenders’ interests 
(which historically was the primary focus of the code), but also began focusing more 
on preserving the equity interest of the shareholders and the various interests of all 
stakeholders (unions, unsecured creditors, etc.) involved in a troubled situation. 

Norm’s passion and commitment for what he does also came through in his sharing 
with me that he loves the challenge of helping someone out in a financial crisis. We 
often forget, being equity investors, bankers, lawyers, consultants, service providers, 
etc., that there are human beings behind all that paperwork and legalese. Norm 
reminds us that an individual’s financial health and personal health (including the 
health of one’s family) are often impossible to separate, particularly with closely held 
businesses. He finds it very gratifying to assist business owners with their business 
challenges, knowing that he is also assisting that individual personally.

Ladies and gentlemen, please meet Norm Newman (key data provided by Norm):

Tale of the Tape
 Who:  Norm Newman
 What:  Chicago/Midwest Chapter President-Elect 
 Weight:  Over 100 pounds
 Reach:  The sky
 Biceps:  Two times as large as forearms  
 Forearms:  One-half the size of biceps

continued on page 24



TMA • Chicago/Midwest Chapter • Summer 2007 • Page 3

Of all the challenges healthcare providers face, obtaining

capital can be the most difficult. Medical Capital provides

the leadership and expertise to make this task less 

daunting. For more than a decade, our accounts receivable

and alternative financial solutions have been driving forces

in helping clients change their financial outlook.

Working together, we have the vision to think creatively

about financial solutions and help clients reach critical 

business objectives. Medical Capital’s responsive team can

take immediate action and if the deal gets difficult, we just

work that much harder.

Call 800.824.3700 to learn more about our: 

• No upfront fees

• No-cost analysis

• Fast and flexible solutions

Medical Capital serves clients across the United States with offices in:

Anaheim |  New York | Chicago | Dal las

WWW.MEDICALCAPITAL.COM

continued from page 1

The depth of some of the relationships formed within TMA can now be celebrated 
and recognized in a new way with the formation of the TMA Chicago/Midwest 
Memorial Scholarship Foundation. The initiative for this foundation came from 
chapter members who wished to honor the memory of members and colleagues 
with built relationships within our industry. The development of the foundation is a 
testament to the strength of the bonds that are fostered through TMA.

Besides participating in upcoming events, another key way chapter members 
can build relationships is to work together on chapter programs through our 
committee structure. Any member can sign up to participate in a committee 
at any time simply by contacting me or our chapter administrator, Chris Glatz. 
Additionally, the chapter nominating committee has been formed and is soliciting 
nominations for chapter leadership positions. This year’s nominating committee 
includes President-Elect Norm Newman of Much Shelist et al, Kevin Krakora 
of Mesirow Financial Consulting, Jeff Hyland of Capstone Advisory Group, Sid 
Lambersky of Morris-Anderson, and me. A notice has been sent to all members 
regarding the nominations process, and we welcome nominations of active 
members who feel they can contribute time and energy to a leadership position.

If you’re not yet a TMA member, join us to experience the power of positive 
networking for yourself!
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Conference highlights: 
n  Located just 20 minutes from Midway and O’Hare Airports
n  18-hole golf tournament on September 20 features a buffet 
 luncheon, prizes and concludes with the conference cocktail 
 reception and dinner
n  Oak Brook Shopping Center only minutes away, featuring 
 first-class stores, restaurants and more
n  Keynote speaker Carl Tannenbaum, chief economist at 
 LaSalle Bank
n  Three concurrent panels offered twice:
  q	 Criminal Issues that Arise in Reorganizatoin
  q	 Where is the Money?
  q	 Looking Beyond the Balance Sheet
n  An intereactive roundtable discussion during Friday’s lunch 
 features nationally recognized private equity sponsors and 
 Certified Turnaround Professionals
n  Conference organizers have applied for CEU/CLE credits

Register by August 20 and Save:

On or before 08/20/07 Member Rate Non-Member Rate
Conference $135 $160

Golf Tournament* $150 $175
Spouse Rate $50 $50
After 08/20/07
Conference $160 $200
Golf Tournament* $175 $200
Spouse Rate $60 $60

How to Register:
Register by going to www.turnaround.org. Click “Events/Confer-
ences” and scroll to September 20, 2007. You can either register 
online or download the PDF document from the web site.

Oak Brook Marriott Resort Room Reservations:
Contact the Oak Brook Hills Marriott Resort by calling 
630-850-5555 and reference the Turnaround Management As-
sociation. The conference rate is $119 plus tax. This rate expires 
August 20.

Questions?
Contact the Chicago/Midwest TMA office by calling 
815-469-2935 or email Chapter Administrator Chris Glatz at 
cglatz@managementservices.org.

September Breakfast Forum to Feature Author John Blumberg
TMA’s Breakfast Program Committee is pleased to announce that John Blumberg will be the guest speaker for 
the breakfast forum on September 14 at The Mid-Day Club.

Blumberg’s topic will focus on becoming a leader of substance, particularly in a high-stress, changing world. 
He is the author of a best-selling parable of hope for busy professionals titled “Silent Alarm.”  Ken Blanchard, 
leadership guru and author of “The One-Minute Manager,” says, “The problem with a rat race is, even if you 
win, you’re still a rat. If you want to get out of the rat race, read John Blumberg’s ‘Silent Alarm.’ It might change 
your life.” 

As a professional speaker, Blumberg has spoken for a variety of organizations in ten countries and three 
continents. He has been recognized and quoted as one of the most powerful and moving keynote speakers.

“John Blumberg’s keynote address at our annual conference kept our conference attendees spellbound,” 
Karen Britton, past president, National Association of Law Placement, attests. 

“Thank you for your great presentation at our Summer Finance Conference. It was rated the highest score in the eight years we have 
been holding the conference,” Bruce Paulsen, Carlson Companies Inc., stated in a letter to Blumberg.

“Thank you for your enormous contribution to our Senior Manager Forum. Our group found the message you had to share quite 
helpful,” shared Mike Burke, KPMG’s managing partner for tax on the west coast.

Don’t miss out on this breakfast forum presentation that will benefit anyone in any industry in any role. It will be a program for 
everyone to enjoy.

John Blumberg

2007 MidAmerica Conference Slated for September 20-21
A TMA Regional Experience You’re Sure to Enjoy!

Plan to join the Detroit, Upper Midwest, Missouri, Cleveland and Chicago/Midwest Chapters for this inaugural regional conference to 
be held September 20-21. 



Lending help beyond expectations.

www.textronfinancial.com

Business Credit

Call us at 1.800.333.0242 for asset-based financing products and 

services from $5 million to $100 million for manufacturers, distributors, 

retailers and service providers.

Finance Company Services

Call us at 1.800.333.0242 for financing products and services from 

$5 million to $100 million for asset-based lenders, factors, distressed 

asset purchasers, real estate lenders, leasing companies, and other

commercial finance companies.

Commercial Finance

Call us at 1.800.824.2075 for asset-based and factoring solutions from

$250,000 to $5 million for manufacturers, distributors, retailers and

service providers including transportation and staffing companies.

Healthcare Finance

Call us at 1.800.824.2075 for revolving lines of credit and term loans 

of up to $100 million for healthcare providers, as well as manufacturers 

and distributors who serve the healthcare market.

These days a lender has to bring more to the table than a

big name and an ample balance sheet. A good lender also brings

options and insight and a willingness to work together to find

the right financing solution–the very qualities you find in us.
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Nuts and Bolts of  Buying and Selling Distressed Companies
By Tom Egan, Crowley & Lamb P.C.

On April 20, the Chicago/Midwest Chapter held a first of its kind workshop at The University Club. The workshop was an interactive 
case study and panel discussion titled “The Nuts and Bolts of Buying and Selling Distressed Companies.” The all-day event 
summarized the theory behind underperforming and distressed mergers and acquisitions and provided a context to apply such 
theory. In essence, the workshop case study simulated a distressed sale process.

All attendees were given the basic facts of the case and certain financial 
information of the seller in advance of the workshop. A panel of experts introduced 
the case to the entire group of attendees, who were divided in advance into pods 
made up of four smaller groups: (1) a seller; (2) a buyer which was a competitor of 
the seller; (3) a hedge fund buyer; and (4) a third buyer which was an equity fund. 
After the session began, the seller and each buyer were given a set of “secret 
instructions” revealing financial hurdles, risk profiles and motivations unique to each 
group relating to the case. For example, each hedge fund buyer already owned a 
significant amount of the seller’s unsecured debt. The hedge fund buyer would reap 
a gain if there was an orderly break up and sale of the seller’s assets but would 
suffer a significant loss in liquidation. 

In the morning session, the groups in each pod were to assume that the seller 
in such pod was distressed but not yet in a bankruptcy situation. Due to heavy 
operating losses, the seller was being forced to sell all or most of its assets and 
its complicated capital structure contributed to strained inter-creditor negotiations. 

After discussion of its secret instructions, each buyer in the pod had to submit a bid in the form of a letter of intent to buy the assets 
of such seller. Each unique bid was supposed to provide the stakeholders of the 
distressed seller with an adequate and timely financial return while minimizing the 
financial and non-financial risks of the buyer. Facilitators consisting of investment 
bankers, attorneys and consultants were available to help each group submit or 
evaluate each bid.

After the initial bids were submitted, the program broke for the lunch session which 
included a panel discussion and presentation by some of the facilitators about the 
nuances and hot topics in distressed acquisitions and sales. The panel was able to 
bring real life experience and current events into the case study. 

After lunch, each of the buyer groups was instructed to revise its letter of intent so 
as to submit “stalking horse” bids to the applicable seller based on a Section 363 
bankruptcy situation. A 363 sale is similar to a controlled auction wherein a bidder 
(stalking horse) establishes a floor valuation and terms and conditions for sale and 
the buyer purchases free and clear of most liens and claims. In many cases, the 
buyers were able to include break up fees and expense reimbursements in their 
bids, though in real cases a court may reduce such fees and expenses.

The workshop concluded with a brief summary of the competing bids with commentary from the remaining facilitators. Preferred bids 
were identified by the facilitators but the complexity of the case prevented any one group from being declared a winner. Regardless, 

there was no doubt that all who participated came out ahead for having gone 
through the process. 

A cocktail reception followed the conclusion of the workshop. Everyone had a 
chance to relive the day’s events with their new colleagues. Comments at the 
reception made it clear that the workshop was a great success and that it will 
be the foundation for many TMA workshops to come. Moreover, a number of 
other TMA chapters have approached the Chicago/Midwest Chapter and TMA 
International about using the materials for this workshop to serve as a basis for 
their own workshops.

The TMA and all the attendees would like to thank the following co-chairs of the 
workshop for all of their hard work: Ray Anderson, Graue Mill Partners LLC; Dan 
Wikel, Huron Consulting Group; and Gerald Saltarelli, Conway, MacKenzie & 
Dunleavy.

Special thanks also go to the following panelists for the workshop: John Sieger, Katten Muchin Rosenman LLP; Penny Friedman, 
CIT Business Capital; Adam Gottlieb, Industrial Opportunity Partners; Carl Lane, Deloitte Financial Advisory Services LLP; Champ 
Davis, Davis Capital; and Pat Goy, Lincoln Partners LLC, who assisted with the case analysis.

Photos by Nicole Krakora

Michael Latham and Michael McCann strategize 
during the seminar.

The crowd listens intently as the panel members 
introduce the case study.

One of the teams discusses its options.



Friday, July 13
Law Course
Hon. Robert D. Martin, 
U.S. Bankruptcy Court
(Western District of Wisconsin) 

Saturday, July 14
Law Exam

Friday, August 10
Accounting & Finance Course
James K. Seward, Ph.D., 
University of Wisconsin

Saturday, August 11
Accounting & Finance Exam

Friday, September 14
Management Course
James K. Seward, Ph.D., 
University of Wisconsin

Saturday, September 15
Management Exam

T he ACTP Body of Knowledge courses are ideal for all corporate renewal professionals, and
professionals in the lending and investment communities, who want to gain a broader
understanding of turnaround management. Taught by a university professor and U.S. bank-
ruptcy judge, these courses focus on the operational, financial and legal perspectives of a

turnaround. Distinguish yourself from your peers and sharpen your competitive edge by committing
to the CTP. 

2007 ACTP 
BODY OF KNOWLEDGE
Courses and Exams

Contact Nicole Gibby, 
Manager of ACTP Relations, 
at 1-312-242-6034 or 
ngibby@turnaround.org.

Information
For more information about registering for the courses and/or applying
to take the exam, or for general questions about ACTP, please contact
Nicole Gibby, Manager of ACTP Relations, at 1-312-242-6034 or 
ngibby@turnaround.org.

Fees
Course registration $400/course section
Exam application $595 (one-time, non-refundable fee)
Exam $250/section

Thursday, June 28
Accounting & Finance
Course and Exam
James K. Seward, Ph.D., 
University of Wisconsin

Fluno Center, University of Wisconsin — Madison, WI

Friday, June 29
Law Course 
and Exam
Hon. Robert D. Martin, 
U.S. Bankruptcy Court
(Western District of
Wisconsin)

Saturday, June 30
Management Course 
and Exam
James K. Seward, Ph.D., 
University of Wisconsin

Sunday, July 1
All three exam
sections
offered concurrently

Sunday, October 14
Accounting & Finance
Course and Exam
James K. Seward, Ph.D., 
University of Wisconsin

Boston Marriott Copley Place — Boston, MA

Monday, October 15
Management Course 
and Exam
James K. Seward, Ph.D., 
University of Wisconsin

Tuesday, October 16
Law Course 
and Exam
Hon. Robert D. Martin, 
U.S. Bankruptcy Court
(Western District of
Wisconsin)

Wednesday, October 17
All three exam
sections
offered concurrently

Chicago, IL

Please visit www.actp.org for new information and registration opportunities.

ACTP-JrnlPrivEqty3/07.qxd  2/23/07  12:02 PM  Page 1
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It seems fitting that TMA would host an event at an art 
exhibition organized not by the artist, but by the art dealer 
who had selected these works with the hope of meeting 
the desires and needs of his clients. While the turnaround 
profession is – at its best – an art attempting to meet the 
needs of our respective clients, no one will be hanging our 
spreadsheets in a museum. 

On May 4, TMA hosted a semi-formal reception at The Art 
Institute of Chicago to examine the work of Ambroise Vollard, 
an art dealer with an extraordinary eye for new and upcoming 
artists. The exhibition “Cézanne to Picasso: Ambroise Vollard, 
Patron of the Avant-Garde” was based upon the keen eye 
and thoughtfulness of a single man. The Art Institute of 
Chicago assembled some of the world’s best known works 
by some of the titans of art 
into a single exhibit. Vollard’s 
strong sense of what he and 
his clients wanted allowed 
him to become the principal 
dealer of artists such as Paul 
Cézanne and Paul Gauguin. 
His reputation and support 
for young artists allowed the 

likes of Henri Matisse and Pablo Picasso to find an audience 
at the inception of their careers.

Approximately 100 members and their guests were treated 
to a great buffet followed by unfettered access to the Vollard 
exhibition. The food was great, but not nearly as much as 
the collection of art. It was a special treat to be in an intimate 
gallery with friends and colleagues and come upon van 
Gogh’s Starry Night. Even though this is one of the world’s 
most well known paintings, it is truly breathtaking when you 
see it in person.

This event demonstrates the vision and hard work of our 
Entertainment Committee to provide a variety of events to 
meet the varied needs of all of our members. Special thanks 

to the committee: Suzie 
Koenig, SAK Management 
Services; Kurt Knipp, Lake 
Pointe Partners; Jason 
Leuvoy, Presidential Financial 
Corporation of the Midwest; 
and Jeff Hyland, Capstone 
Advisory Group.

Left: Bernhard Groth, Lisa 
Johnson, Bryan Weinper

Right: Sue Fischer, 
Mark Leipold & Sue Minor, 

Chris Glatz

Gail Heldke & Charles Pettee, David & Carolina 
Baartmans

It was a Starry Night for TMA Members at The Art Institute of  Chicago
By Mark Leipold, Gould & Ratner LLP

Judge Robert & Ruth Martin Bill & Diana Welnhofer

Photos pages 8-9 by Nicole Krakora
Gregory & Cindy Charleston Jen & Gerald Saltarelli
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May Breakfast Forum Highlights Award Winning Case Studies
By Duncan Bourne, Wynnchurch Capital

With more than 150 in attendance, the May 11 Breakfast Forum presented case studies recounting the successes and lessons 
learned from the TMA Chicago/Midwest Chapter Turnaround and Transactions Of The Year Awards for 2006. They included the 
Medium Company Turnaround of the Year awarded to Alvarez & Marsal (A&M), the Large Transaction of the Year awarded to Harney 
Management Partners (HMP) and Medium Transaction of the Year Awarded to Morris-Anderson & Associates (MA&A).

Breakfast Committee Co-Chair Duncan Bourne introduced the panel of award winners which 
included Dan Dooley (MA&A) and Tom Hill (A&M). Unfortunately, Jim Harney (HMP), who had 
been scheduled to present his case study, was called away and unable to attend.

Hill presented the highlights of A&M’s 
successful turnaround of a portfolio 
company of a local private equity firm. 
The company was facing a liquidity crisis 
and was obligated to a number of different 
stakeholders with varying agendas. Hill and 
his team quickly developed a 13-week cash 
flow forecast which was used to stabilize 
liquidity, identified certain assets to generate 
cash and negotiated very favorable deals 

which provided much needed cash and time. A&M and counsel Bob Richards of 
Sonnenschein, Nath & Rosenthal used these initial wins to gain confidence among the various stakeholders, including the fatigued 
bank group which had been seeking an early exit. Other turnaround steps included performing profitability and cash flow analyses 
on each location. A&M and Sonnenschein then implemented a strategy which minimized the losses from the closure of two locations 
without a bankruptcy. 

The corrective actions in many areas of the business provided significant, 
fairly quick profitability improvements which resulted in dramatically improved 
operations and a near doubling of EBITDA. Now, over a year after A&M’s initial 
involvement, the company is operating smoothly, having been transformed 
from a business on the verge of liquidation into a growing, profitable industry 
leader. 

Dooley then provided an excellent overview of MA&A’s key role in the 
successful 363 auction of Hitchcock Industries. The story began with 
successful negotiations that led to the selection of the stalking horse bidder 
which exceeded 
the stakeholders’ 
expectations. Then 
Dooley and his team 
were able to nearly 

double sale proceeds through their handling of the auction process. A 
highlight of Dooley’s presentation was his “Key Points on Selling Distressed 
Businesses” which are as follows:

• Identify and list problem issues upfront and sell as value enhancement 
opportunities

• Your financial point person must be on top of details
• Involve seller management heavily in the process
• Always run parallel paths – at LOI, APA and auction
• Let buyers bump into each other during due diligence
• LOI – Banker should suggest deal structure and work to “Box Value”
• Stalking horse selection should be based more on simple and easy to bid against deal structure than highest price
• Stand behind one clear negotiator
• Working capital adjustments are black holes of value and earn-outs are usually worthless
• Auctions are as much about the human element as the straight numbers – room layouts, control of proceeding, etc., are 

important
• Orderly liquidation value is really a bidder – take the initiative to detail it and communicate it to buyers

In summary, the breakfast forum was a tremendous success, and the audience enjoyed learning about these successful and award 
winning case studies. Special thanks to the Breakfast Committee Co-Chairs Duncan Bourne, Mark Gertzof and Harold Israel.

Marjorie Dunn, Linda Jacobs

Diane Meister, Howard Mullin, Dick Beutel

Michael Traison, David Javdan, Bob Richards
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As an initial welcoming and introductory gathering, the Chicago/
Midwest Chapter hosted the Spring New and Prospective 

Member Cocktail Reception 
on May 17. A lively crowd of 
approximately 56 new members 
and interested prospective 
members gathered at Lloyd’s 
with over 16 representatives 
from the chapter’s leadership 
to mix and mingle as well as 
to learn more about the TMA 
and how to get involved in the 
chapter. 

Lisa Johnson, president of 
the chapter, 
welcomed 

the new members to the TMA, encouraged 
the interested prospective members to 
join the organization, and celebrated our 
chapter’s growth and position as the largest 
TMA chapter with over 1,000 members. 
Membership Committee Co-Chairs Bob 
Handler, David Onion and Tom Thompson 
shared information about upcoming programs 
and networking opportunities while describing 
the numerous chapter committees and 
encouraging all to get involved. As all steering 
committee members in attendance attested 
to that night, the best way to network and get 

involved in the TMA 
is to join one of our 
approximately 19 
active committees.

These bi-annual 
events have proven 
to be an effective 
ice-breaker for new 
members and those 
interested in joining 
the TMA, allowing 
them to network 
with each other 

and the leadership of the chapter while learning about ways 
to get involved and all the opportunities 
and programs that our chapter offers. The 
highlights of the evening were the three 
new members that joined the TMA at the 
event: Tom Corrigan, Richard Lauter and 
Michael Traison. We welcome each of them 
to our chapter.

Please keep your eye out for the next new 
and prospective member reception to be 
held this fall and encourage your non-
member colleagues to attend.

Special thanks to the 2007 Membership 
Committee for all of their efforts.

The Chicago/Midwest Chapter’s  Women’s 
Group hosted the first luncheon of the 
“Health and Wellness Series” at the East 
Bank Club on May 18. The keynote speaker, 
renowned nutrition consultant Deborah 
Arneson, focused on dispelling myths and 
misconceptions about nutrition, fat and 
hormones, which is also the main topic of 
her newly released book, “Fries, Thighs and 
Lies: The Girlfriend’s Guide to Getting the 
Skinny on Fat.” 

In addition, Arneson is well known for her national magazine and 
newspaper columns, television appearances, and as the producer of Channel 25-Cable Chicago’s “Health Quest.”

As always, the informal gathering of industry professionals was a great opportunity 
to meet new faces and network in an intimate setting. The event hopefully helped 
the attendees learn something new about how to stay healthy despite very busy 
schedules.

For more information on upcoming women’s events, please contact 2007 Women’s 
Group Committee Co-Chairs Kim Metzner or Suzanne Yoon and look out for notices 
from Chris Glatz. The incoming committee has an exciting schedule of events 
planned for 2008. We look forward to seeing you!

Tom Bednar, George Couladis, 
Brian Tumpane

Vikram Barad, Gregg Szilagyi

Norm Newman, Gina Johnson, 
Blair Wagner

Three Members Join at New and Prospective Members Cocktail Reception
By Kevin A. Krakora, Mesirow Financial Consulting

Women’s Group Luncheon: The Skinny on Fat
By Suzanne Yoon, CIT Group

Women’s Group luncheon attendees

Arneson’s book “Fries, Thighs and Lies” 

Deborah Arneson
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On May 22, the 
Chicago/Midwest 
Chapter presented 
a half-day joint 
program with the 
Association of 
Corporate Growth 
on hedge funds. 
The program, 
designed to 
demystify hedge 
funds and their 
strategies, was 
a tremendous 
success as 
more than 325 
registrants 
participated in 

the program’s three sessions. Over 100 attendees were 
non-members of the TMA and ACG, thus presenting new 
exposure and membership opportunities for 
both organizations. In addition, the Hedge Fund 
Association assisted with planning the event and 
manned a booth during the program.

The program’s first segment featured Kenneth 
Heinz, president of Hedge Fund Research, 
who analyzed different segments of hedge 
fund investment strategies. He also presented 
graphs depicting the areas of growth, trends 
and performance from their research database 
containing information on more than 11,000 
single- and multi-strategy funds worldwide. 
David Freidland, president of Hedge Fund 
Association and president of Magnum U.S. 
Investments Inc., followed with a report on the 
state of the hedge fund industry, including history and growth, 
capacity, fees, new strategies, hedge fund blow-ups and 
regulation.

In the second segment, Dan Reid, principal of Grant 
Thornton LLP Transaction Advisory Services, discussed the 
convergence of private equity and hedge funds. His data was 
based on an extensive survey of hedge funds and private 
equity funds, combined with his insights on transactions, both 
public and within his organization.

The hedge fund keynote panel highlighted the final segment 
and was moderated by Ron Kahn, managing director of 
Lincoln International. Kahn drilled down on how hedge funds 
lend to middle market companies through direct questioning 
to panelists followed by questions from the audience. The 
panel consisted of Kenneth Lau, vice president at D.B. 
Zwirn & Co. LP; Joel Holsinger, managing director at Atalaya 
Capital Management; John Felix, director at Laminar Direct 
Capital GP Inc.; and Freidland.  

The program was capped off by a cocktail reception where 
networking and lively discussions of hedge funds continued. 
Based on feedback at the networking and cocktail reception, 

this program was well received as both an educational and 
networking program. Opinions varied among the attendees 
as to which segment was most valuable, from the tutorial 

aspect of the first session, the comparison to 
private equity in the second session, to the tough 
questions posed to hedge funds in the final 
segment. All agreed that the program did indeed 
unwrap hedge funds.

Special thanks go our chapter’s Inter-Association 
Committee and program organizers including 
David Enghauser, Paul Krantz, Frank Mack and 
Frank Melazzo. 

Hedge Funds Indeed Unwrapped at Joint TMA/ACG Program
By Paul E. Krantz, GMAC Commercial Finance LLP

Keynote speaker Ronald Kahn

More than 325 people registered for the Hedge Funds Unwrapped program.

Panelists Joel Holsinger, John Felix, Kenneth Lau and David Freidland

Photos pages 10-11 by Nicole Krakora
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The Milwaukee Program Committee hosted its second breakfast networking event for Milwaukee area turnaround 
professionals and related service providers. A mix of approximately 25 accountants, attorneys, bankers, brokers, consultants 
and other professionals attended the event on June 12, which was graciously hosted by Bob Ollhoff and his colleagues at 
M & I Bank Business Banking.

This networking breakfast – free of charge to attendees – was purposely 
unstructured, 
beginning at 7:30 
a.m. and ending 
at 9:00 a.m. The 
purpose was to 
give turnaround 
professionals 
an opportunity 

to network in an informal and casual “open house”-type 
atmosphere. Members and their guests came and went as 
their schedules permitted.

The Milwaukee Program Committee and the entire Chicago/
Midwest Chapter wish to thank M & I Bank Business Banking 
for hosting this event and hope that it is the beginning of 
a new tradition for TMA members in Milwaukee. The next 
Milwaukee breakfast networking event will take place on 
August 14. If you are interested in sponsoring a future 
Milwaukee breakfast networking event, please contact Ed 
Duffy at 414-659-3587.

Crystal Capital provides creatve debt and equity solutions to middle market 
companies across all industries.  Our ability to commit and close quickly is 
the cornerstone of  our success, and yours. 

BOSTON
617-428-8700

Ed Siskin
Ward Mooney
David Peress

Ron Lubin
Ed Terry

CHICAGO
312-924-0228

Colin Cross

LOS ANGELES
323-839-5526

Steve Krawchuk

STAMFORD
203-253-7226
Rich Bochicchio
George Kelakos

$20,000,000 Debt
 $7,500,000 Equity

$50,000,000
Term Loan 

$15,000,000
Term Loan

WWW.CRYSTALCAPITAL.COM

Second Milwaukee Networking Breakfast Event a Success

Photos by Harry Fryatt



Gordon Brothers Group is a principal appraiser for every major asset-based lender in the U.S. and Canada 
and has also conducted appraisals in Europe and Asia.

Gordon Brothers Group has expertise across all asset classes. 

Industrial Assets
Aerospace & Defense
Agriculture 
Automotive
Ceramics, Glass & Potteries 
Chemicals & Pharmaceuticals
Construction Equipment 
Corporate Offices
Electronics & Semi-Conductors 
Energy, Power Generation & Distribution
Food & Beverage
IT, Telecom, Data Processing &  Network
Machine Tools
Metalworking
Mining
Oil & Gas
Paper, Board, Pulp & Printing 
Plastics
Restaurant, Food & Beverage
Rolling Stock, Transport & Logistics
Steel Production & Processing
Ship Building, Port & Marine
Store Fixtures 
Television & Media
Textiles & Apparel Manufacturing 
Warehouse & Material Handling
Woodworking & Timber Processing

Retail & Wholesale 
Inventories
Appliances & White Goods
Apparel
Automotive
Bed & Bath
Carpet & Textiles
Computers
Consumer Electronics
Crafts, Hobby & Pottery
Drugs & Pharmaceuticals
Food & Grocery
Footwear & Athletic Wear
Furniture
Giftware
Hardware, DIY & Building Supplies
Health, Beauty & Cosmetics
Home Accessories
Housewares
Jewelry & Watches
Lawn, Garden & Nursery
Luggage
Media, Music & Books
Musical Instruments
Office Equipment & Supplies
Small Appliances
Small Leather Goods

Stephen B. Sigel 
Director of Business Development 

Appraisal & Valuation Division 
Gordon Brothers Group  

617.422.6245
ssigel@gordonbrothers.com

Intangibles
Accounts Receivable
Brands / Tradenames
Business Enterprise Valuations
Prescription Files

Real Estate
Fee Owned & Leasehold Properties
Corporate Offices
Distribution Facilities 
Manufacturing Plants
Retail Locations

This list represents a sampling of the
major asset classes we have worked in
over the past year. Our extensive
experience spans hundreds of other 
asset classes. Please give us a call to
discuss your specific needs.

About Gordon Brothers Group
Founded in 1903, Gordon Brothers Group is 
an advisory, restructuring and investment firm
specializing in the retail, consumer products,
real estate and industrial sectors. The firm has
unparalleled expertise in assisting companies
in maximizing the value of under-performing
assets and expanding operations through 
new products and distribution channels.

Dispositions, appraisals, acquisitions and capital solutions across all asset classes.

888.424.1903    � gordonbrothers.com

07_AA_AD_XXX_B&WNewsletter  3/7/07  12:51 PM  Page 1
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It was a glorious time! 

No, not the mob life portrayed in the early part of the movie 
“Goodfellas.” We’re talking about the Seventh Annual TMA 
Charity Golf Outing held on June 20 at Harborside International 
Golf Center. The TMA and Mother Nature combined to deliver 
a wonderful experience for members and guests. The outing 
also marked the beginning of our fundraising efforts for the TMA 
Chicago/Midwest Chapter Memorial Scholarship Fund. 
  
Upon arrival at the sun-drenched course, everyone was treated 
to a number of giveaways. Many of our sponsors and other TMA 
friends provided items such as bottled water, sunscreen and sun 
visors to all participants. Also, part of the registration fee went 
toward a handy divot repair tool emblazoned with the TMA logo. 

At the next station golfers could then buy yardsticks and cigars 
from member volunteers which raised even more money for the 
charity. A golfer could use the yardstick to shorten the distance of 
an important putt – maybe not USGA rules, but then again, Tiger 
Woods was nowhere to be seen and it raised money for a good 
cause. Before heading to a luscious breakfast buffet, golfers 
could grab an eye-opening concoction from the Bloody Mary bar. 
  
A shot gun start at 11:00 a.m. sent all 256 golfers to either of two 
Harborside courses – the Port course and the Starboard course 
– for the scramble tournament. Many of the more modest hitting 
golfers were happy the scramble format was instituted given the 
many challenging holes at Harborside. For those attendees who 
preferred not to golf (or who felt their game needed some fine 
tuning), one could attend the inaugural golf clinic hosted by the 
Women’s Group Committee in the afternoon. 

Besides the entertainment of the golf itself, there were many 
contests and other things employed to amuse and satisfy the 
golfers. Ubiquitous beverage carts sponsored by TMA members 
offered periodic respites of refreshment to all. A longest drive, 

closest to the pin (men’s and ladies) and longest putt contests on 
each course kept most golfers on their toes. Last but not least, a 
split the pot hole-in-one challenge was used on a par 3 hole on 
the back 9 of each course. Happy to report, all the money in the 
pot went to charity though there were many valiant efforts to take 
home part of the pot. 

Though no one reported the fulfillment Bill Clinton must have felt 
with his hole-in-one a few years ago on #6 of the Port course, 
a quick survey of some of the TMA golfers yielded comments 
such as: “The pace of play was fantastic for a golf outing of that 
size”; “The food at the turn was excellent as was the food in the 
clubhouse after golf”; and “We could have won if I had bought 
a yardstick.” The winning foursomes on both courses shot 53 
– yardstick shots included, of course.

After golf and the clinic, everyone gathered in the clubhouse 
for the after-golf festivities. A reception greeted the worn-out-
but-good-spirited duffers with a chance to refresh themselves 
before plunging into the program of auctions, golf awards and 
networking. The after-golf program for this year’s outing had a 
new format. Instead of a sit down dinner, heavy appetizers and 
a chili bar were offered to the participants. Also, the live auction 
was cut down to a few special items with a number of other 
items sold in a silent auction. That, of course, didn’t downplay 
the efforts of Ross Ettin and the auction services of Great 
American Group. These changes permitted more opportunity 
for networking and socializing and were very well received. 
Laughter and lively conversation filled the entire reception hall, 
and many relationships were established or renewed. 

By all registered accounts, this was one of the most well-run and 
enjoyable golf outings people had ever attended. The efficiency 
of the outing was a tribute to the efforts of the TMA, its staff and 
volunteers. Everyone can’t wait for next year’s TMA golf outing. 
See you there!

TMA’s Seventh Annual Golf  Outing: It was a glorious time!
By Tom Egan, Crowley & Lamb P.C.

Left - Winners on the Port 
Course include Michael 
O’Malley, Steve Sherman, 
Ross Ettin and Phil Kain

Right - Most Challenged 
Team on the Port Course 
include Diane Schock, 
Angela Verdin, Diana Tsai 
and David Beker.

Photos by Kim Metzner
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Team Award Winners
Scramble Winners - Port Course (53)

Michael O’Malley
Steve Sherman

Ross Ettin
Phil Kain

Scramble Winners - Starboard Course (53)
Phil Renwick

Kellee Thomas
Sam Torroso
Dan Dooley

Most Challenged Team - Port Course (92)
Diana Tsai

David Beker
Diane Schock
Angela Verdin

Most Challenged Team - Starboard Course (77)
Glenn Eisen

Johanathan Young
Peter Kasoglov

Jeff Buhr

2007 Golf  Outing Results

Thank you to all our 2007 Charity Golf Outing Sponsors

AccuVal Associates Inc.
AIC Ventures
BMO/Harris Nesbitt
Bridge Associates
Buccino & Associates Inc.
Capital TempFunds
Chase Business Credit
Chicago Capital Holdings LLC 
CIT Commercial Services
The Collateral Resource Group
Concord Financial Advisors LLC
Deloitte Financial Advisory Services LLP
Fifth Third Bank
First Business Capital Corp.
Getzler Henrich & Associates LLC
GMAC

Goldberg Kohn Bell Black Rosenbloom 
 & Moritz LTD
Gould & Ratner LLP 
Great American Group
Harney Partners
Huron Consulting Group
Kaye Scholer LLC
The Keystone Group
Loeb Equipment & Appraisal Company
Medical Capital Group
Mesirow Financial Consulting LLC
Monroe Capital LLC
Morris-Anderson & Associates Ltd.
North Fork Business Capital
PNC Business Credit
Riviera Finance

RZB Finance LLC
Schwartz Cooper Chartered
Shaw Gussis Fishman Glantz Wolfson 
 & Towbin LLC
Silverman Consulting
Sommer Barnard PC
Stout Risius Ross
Summit Financial Resources
Textron Financial
Thilman Filippini
Wachovia Bank
Wells Fargo Business Credit
Wildman Harrold Allen & Dixon
Winston & Strawn LLP
Winternitz
Wynnchurch Capital

Thank you to all our 2007 TMA Charity Auction Donors for their Contributions
Associated Bank ........................ Six dozen golf balls
Buccino & Associates ................ $50 restaurant gift card
CIT ............................................. Cubs tickets
Home Direct............................... Cubs tickets
Lake Pointe Partners ................. House of Blues gift certificate & Stone Lotus Lounge gift certificate
LaSalle Business Credit ............ Sox tickets
MorrisAnderson ......................... Restaurant gift card
PRP Wine International ............. Two wine tasting gift certificates
Riviera Finance.......................... Cubs tickets
Siemens..................................... Sox tickets
Thilman Filippini......................... Wisconsin summer home stay
Wells Fargo ............................... Sox tickets in memory of Janet Intrieri and Donna Czmiel

Individual Award Winners
Longest Drive - Men’s
Kevin Vakil
Troy Pierce

Longest Drive - Women’s
Diana Tsai
Ann Marie Bredin

Closest to the Pin - Men’s
Kevin Grudzien
Phil Renwick

Closest to the Pin - Women’s
Stephanie Buckles
Kellee Thomas

Longest Putt Made - Port
Kris Liedel

Longest Putt Made - Starboard
Tom Corrigan
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The ABCs as Easy as 1-2…8?
By Mark Leipold, Gould & Ratner LLP

With all due deference to the hit by the Jackson 5, the April 30 program on “The ABCs ‘In Illinois’ of Section 128 Receiverships ‘In 
Wisconsin,’” hosted by the Milwaukee Program Committee, was a truly enjoyable education and networking event. The committee 
was able to secure the beautiful Wisconsin Club in downtown Milwaukee. It served as a fitting venue for the program and the 
reception that followed.

Phil Ostroski, Associated Commercial Finance, welcomed everyone to the event and turned the microphone over to program 
moderator Bob Ollhoff from M & I Bank Business Banking. Ollhoff introduced the panel: Daryl Diesing from Whyte Hirschboeck 
Dudek SC; Tim Nixon from Godfrey & Kahn SC; Alex Moglia from Moglia Advisors; and David Chartier from Khoner, Mann & Kailas 
S.C. The panel engaged in a spirited discussion of the differences and similarities between Assignments for the Benefit of Creditors 
(ABC’s) under Illinois common law and Section 128 Receiverships as set forth in statutes of Wisconsin. Ollhoff then opened the floor 
to questions, and it soon became clear that the experiences of the audience members regarding ABCs and Section 128s was varied, 
ranging from bad to good. However, the cross-pollination of ideas was beneficial and each audience member, hopefully, left with a 
greater appreciation of the other state’s process and took away new ideas to bring to their own practice.

Ollhoff thanked the panelists and invited everyone to join him and the Milwaukee Program Committee for the networking reception 
that followed.

Advertising Space Available for Last Issue of  2007, all of  2008
Advertisers can now take advantage of the full-color feature that you see adorning the pages of this newsletter. With only one issue 
remaining for 2007, we encourage you to make your reservation soon as ad space is filling up. Additionally, sponsors who have 
not yet utilized their free half page black & white ads for 2007 may upgrade to color for only $200. Please contact Mark Leipold at 
mleipold@gouldratner.com or Joanne Krakora at joannekrakora@jckmarketing.com to receive complete ad specification guidelines, 
as well as deadlines for the upcoming issues. 

Finally, reservations for 2008 are currently being accepted. Please contact Chris Glatz at cglatz@managementservices.org for 
further information on rates and availability.

Delivering Powerful Financing Solutions for 
Companies in Transition

Wells Fargo Business Credit delivers. 
We combine extensive experience, national resources and
local presence to provide flexible financing solutions to
help companies in transition reach their business goals. 

• Asset-based lending to meet working capital needs
• Accounts receivable financing, also known as factoring,

to accelerate cash flow

To find out more, contact a local representative from our
Chicago office. 

Wells Fargo Business Credit

© 2007 Wells Fargo Bank, N.A. Equal Opportunity Lender. All rights reserved. Member FDIC. www.wellsfargo.com/com/wfbc

Turnaround Financing
$17.8 million 
Plastic Injection Molder
Illinois
Revolving Line of Credit
Equipment Term Loan
Real Estate Term Loan

Refinancing
$42 million
Annualized Volume
Manufacturer of Radiator Modules
Michigan
Accounts Receivable Financing

Turnaround Financing
$15 million
LCD Screen Manufacturer
Illinois
Revolving Line of Credit

Refinancing
$96 million
Annualized Volume
Manufacturer of Plastic Bottles 
and Chemicals Distributor
Illinois
Accounts Receivable Financing

Asset-based Lending: Kimberly Jablonski, (312) 845-9762 • Mike O’Malley, (312) 845-4457 Factoring: Gail Heldke, (312) 845-4455
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Services available from Hilco include:
• asset appraisals and enterprise valuation
• retail store, warehouse and factory closings
• consumer and industrial inventory disposition
• machinery and equipment acquisition and disposition
• commercial and industrial real estate disposition, 

principal acquisitions, sale-leasebacks, and lease 
mitigation and restructuring

• distressed accounts receivable portfolio acquisitions
• excess wholesale consumer goods inventory acquisition 

and disposition
• senior bridge loans for mergers and acquisitions
• distressed debt acquisition
• private equity funding
• brand management
• investment banking advisory services
• retail chain store acquisitions

Contact Information
International Headquarters:
5 Revere Drive, Suite 206
Northbrook, IL 60062 USA

Toll-Free Phone:  1-800-52-HILCO
Phone:   847-509-1100
Fax:   847-509-1150
Web:   www.hilcotrading.com

Business Unit Web Addresses:
Hilco Appraisal Services: www.hilcoappraisal.com
Hilco Appraisal Europe: www.hilcoappraisal.co.uk
Hilco Industrial: www.hilcoind.com
Hilco Industrial Europe: www.hilcoeurope.com
Hilco Merchant Resources: www.hilcomerchantresources.com 
Hilco Real Estate: www.hilcoerealestate.com
Hilco Receivables: www.hilcoreceivables.com 
Hilco Consumer Capital: www.hilcocc.com
Hilco Financial: www.hilcofinancial.com
Hilco Equity: www.hilcoequity.com
Hilco UK Limited: www.hilcouk.com
Hilco Corporate Finance: www.hilcocf.com
Hilco Retail Acquisitions: www.hilcoretailacquisitions.com
SD Retail Consulting: www.sdretail.com
Merchant Equity Partners: www.merchantequity.eu

Platinum Sponsor Focus: The Hilco Organization
The Hilco Organization (“Hilco”) provides asset appraisal, acquisition, disposition, specialty financing and retail consulting 
services to an international marketplace through a diversified platform of businesses. Each business provides a range of services 
pertaining to specific asset categories, such as inventory, machinery, equipment, real estate, accounts receivable and intangibles 
such as trade names. 

Well-capitalized, Hilco can act as a principal to acquire assets, or serve as an agent and deliver a completely integrated, single-
source solution to retailers, wholesalers, distributors and manufacturers, direct and through their financial institutions; consulting 
professionals including restructuring, legal and accounting firms; and private equity firms, hedge funds and investment banking 
firms.

Members of the Chicago/Midwest Chapter’s Community Service 
Committee volunteered for the Christopher House Family 
Literacy Night on June 13.  This fun-filled evening brought 
together children and families for a themed event focusing on 
literacy and the arts. TMA members included Mike Barratta, 
Patty Wu, Terry Gerlach, Mike Paulsen, Rodger Lederer and 
Pat Donahue. All were involved in activities that included book 
making, facepainting, sculpture and of course, family reading 
time.

Christopher House is a six-site family resource center 
addressing the needs of low-income children and families. 
By providing a web of support that includes early childhood 
education, youth development, teen parent and infant 
development services, literacy, counseling and family support 
services, Christopher House give families the tools they need to 
thrive.

TMA Makes a Difference at Christopher House
By Mike Paulsen, Thilman Filippini/HRH

Rodger Lederer and Mike Paulsen enjoyed volunteering at the Christopher House Family Literacy Night.
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Meet the Committee
Editors’ Note: Each issue, this column introduces and profiles one of our chapter’s 19 active committees. We hope that you will find 
a committee that interests you and encourage you to become involved in any way your time and interests permit. The chapter will 
benefit from your involvement and we hope you will benefit from the leadership opportunities that the chapter provides.

The CTP Committee – Promoting Certification and Professional Education
By Kevin A. Krakora, Mesirow Financial Consulting

In a more competitive corporate restructuring environment, turnaround professionals are looking for ways to distinguish themselves 
from their peers. The Certified Turnaround Professional (CTP) credential offers that distinction for those who have passed the CTP 
exams, completed the application and met the professional requirements.

The CTP Committee’s primary mission is to provide enhanced benefits to current CTPs and those in the CTP process. Co-Chair 
James Rubenstein, CTP, emphasizes, “The benefits include enhanced education, networking, peer and market recognition, 
speaking, publishing, referral marketing, social events and inputs to legislation.”

The CTP Committee sponsors periodic lunch seminars on various topics that enable our chapter’s CTPs to discuss and debate 
timely issues and network with their peers. For example, the committee is sponsoring a luncheon on September 21 at the TMA 
MidAmerica Regional Conference in Oak Brook. This interactive roundtable discussion, presented by nationally recognized private 
equity sponsors and CTPs, will be a unique experience featuring discussion and debate of the emerging opportunities and risks of 
the new private equity dynamic for distressed investors and turnaround professionals.

In addition, the committee promotes the CTP credential and encourages TMA members to complete the certification process. 
This summer, the committee is actively promoting the ACTP’s Body of Knowledge (BOK) courses, a series of review classes 
corresponding to the three sections of the CTP exam.  The BOK courses are offered on three Fridays this summer, followed by the 
exams on Saturday (see page 7 for more details).

The BOK courses are an excellent educational program, not only for the turnaround professional, but also for others such as 
attorneys, workout officers, asset based lenders, hedge fund traders, private equity sponsors and investment bankers. The materials 
not only prepare you for the exam, but give a solid review of 
the accounting, legal and managerial issues we face daily while 
serving our clients. “The body of knowledge is the substance 
of the CTP designation, and contains the legal, financial and 
managerial framework essential for all people participating in the 
corporate renewal industry,” states Frank Mack, CTP.

Bernadette Barron, CTP, adds, “As more people become Certified 
Turnaround Professionals, the designation gains stature, both 
within and outside the industry. It is a credential that one in our 
profession can proudly display.” The Chicago/Midwest Chapter 
currently houses 66 CTPs, the most of any TMA chapter. The 
increasing importance of certifications and credentials in our 
industry will no doubt cause our CTP roster to continue to grow.

The co-chairs of the committee welcome new members. Being on 
the committee gives you the opportunity to meet, introduce and 
host the luncheon speakers, as well as gives you an opportunity 
to network with the distinguished CTP leaders of our chapter. 
For anyone interested in serving on the CTP committee, please 
contact one of the co-chairs listed below. 

2007 CTP Committee Co-Chairs:

Bernadette M. Barron, CTP, Morris-Anderson & Associates, 
 312-254-0880, bbarron@morris-anderson.com

Frank Mack, CTP, Conway, MacKenzie & Dunleavy, 
 312-220-0100, fmack@c-m-d.com

James M. Rubenstein, CTP, Alert Consultants, 
 847-501-5000, jrubensteinalert@aol.com
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Atlas Partners LLC, a Chicago-based real estate consulting 
firm, is pleased to announce the formation of Atlas Partners 
Mortgage Investors LLC, an entity that will be a direct lender 
on real estate owned by asset-based quality buyers. The 
loans will be provided to operating businesses, but without 
regard to either the cash flow or the credit worthiness of 
the borrowing entity. Additionally, the loans will be provided 
without financial covenants or personal guarantees. This 
entity is a classic collateral lender that is prepared to lend into 
troubled financial situations and will operate nationally. 

Gibraltar Financial Corporation has financed the leveraged 
buyout of a 30-year-old plastic injection molding company 
located in central Illinois. The buyout was the result of an 
Assignment for the Benefit of Creditors. In addition to this 
deal, Gibraltar has closed a 12-month, interest-only real 
estate loan to an Indiana sporting goods retailer. A local bank, 
which called the loan due to declining sales, was paid off in 
full 15 days after the introduction of Gibraltar.

Mackinac Partners has guided Sunterra Corporation, one of 
the world’s largest vacation ownership companies, through 
an out-of-court restructuring. Acting as interim president 
and CEO of Sunterra Corporation and COO of Sunterra 
Europe, Mackinac assembled and led a talented team of 
professionals that, among other things, negotiated a tender 
offer and sale of the company. The sale represented a 35% 
premium over the price of Sunterra’s common stock and was 
valued at over $700 million.

Allan Allweiss notes that CIT’s Corporate Finance team in 
Chicago agented a new $45 million credit facility in January 
for Smith-Rothchild, a Chicago-based lender to rehabbers of 
residential properties. The credit facility was increased to $50 
million in June.

Great American Group continues to show its diversity. The 
Wholesale and Industrial Division, alone, has run several 
auctions in the past few months: FCC Equipment Financing, 
Interbath, Pickus Construction, Comptech USA, TD Rowe 
Amusements, Prime Measurement and Pacific Rim, to name 
a few. 

MorrisAnderson recently announced the opening of its St. 
Louis, MO, office. Larry Hennessy, a principal and equity 
holder with MorrisAnderson, will head the office, serving 
clients in St. Louis, Kansas City and surrounding areas. 
This is the fifth expansion facility that Chicago-based 
MorrisAnderson has opened since 2005, and the ninth in the 
firm’s national network. 

Oak Point Partners recently purchased the “stub rights” 
to Visa/Mastercard class action settlement claims from the 
Heilig-Meyers Liquidating Trust. Rather than waiting well into 
the future for a possible “stub” payout, the Heilig-Meyers 
trustee preferred to sell the residual rights on a non-recourse 
basis to Oak Point in exchange for cash today.

Suzanne Koenig of SAK Management Services LLC was 
appointed Patient Care Ombudsman by U.S. Trustee Kelly 
Beaudin Stapleton in the Bayonne Medical Center Case in 
the U.S. Bankruptcy Court in New Jersey. Koenig continues 
to serve as the Patient Care Ombudsman in Region 2 of the 
U.S. Bankruptcy Court, Southern District of New York, in the 
New York Westchester Square Medical Center Case. 

Huron Consulting Group recently celebrated its five-year 
anniversary. CEO Gary Holdren highlighted the anniversary 
by ringing the Opening Bell at the NASDAQ Stock Market.

What’s the Deal? 
Doing Business in Chicagoland and the Midwest

The More You Know...
Did you know that if you pass the Certified Turnaround Professional (CTP) exam, you receive a free membership to the 
Turnaround Management Association (TMA)? As if the benefits of joining the high ranks of current CTP members were not 
enough, as a member of the TMA you have the opportunity to network with other industry professionals and participate in 
conferences and programs that further educate you on the current happenings in the turnaround community.

For more information, please contact Nicole Gibby at 312-578-6900.

Another Benefit for CTPs

Attention all new Certified Turnaround Professionals! Pass the CTP exam and get your certificate framed. That’s right, the 
Chicago/Midwest TMA Chapter wants you to proudly display your new accomplishment, and to accomplish that, you will need 
a nice, new frame for your office wall. 

If you’ve recently passed the CTP exam, please contact Chris Glatz at 815-469-2935 or cglatz@managementservices.org for 
details.
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AEG Partners LLC
Lawrence Adelman

Alan Friedman Consulting LLC
Alan Friedman

Alert Consultants Inc.
James Rubenstein

AlixPartners LLC
Ronald Bienias
John Dischner
Michael Feder

Alvarez & Marsal LLC
Brian Whittman

Atlas Partners LLC 
Biff Ruttenberg

BBK Ltd.
Peter Pappas
Robert Webb

Buccino & Associates Inc.
Harry Novak

Burnham Venture Management
Ray Anderson

Capstone Advisory Group LLC
Jeffrey Hyland

Cerberus Capital Chicago LLC
Matthew Niemann

Chatered Management Co.
William Avellone

Condor Financial Group Inc.
Gilman King

Conway, MacKenzie &
 Dunleavy Inc.
Frank Mack
Joshua Siano
Jeffrey Zappone

Corporate Revitalizaton 
 Partners LLC
Thomas O’Donoghue

Cosi Inc.
William Forrest

Credit Suisse Investment 
 Banking
Pieter Lesterhuis

David C Finkbiner & Co. SC
David Finkbiner

Enterprise Management 
 Group Inc.
Dennis Kraska

FTI Palladium Partners
Michael Buenzow

Gandhi Consulting
Kiran Gandhi

Graue Mill Partners
Ray Anderson

Heartland Capital LLC
Timothy Czmiel

High Ridge Partners
Frank Wojtowicz

Huron Consulting Group
John DiDonato

Kaufman Hall
Anu Singh

KDC & Associates Ltd.
Patric Donahue

Keystone Consulting Group
Brian Stewart

Kutchins, Robbins 
 Diamond Ltd.
Allen Kutchins

Lake Pointe Partners LLC
David Allen
Kurt Knipp
Randall Wright Patterson

Mesirow Financial Consulting
Thomas Allison
Melissa Knoll
Dave Mack

Moglia Advisors
Alan Samsky

Morris-Anderson & Associates
David Bagley
Bernadette Barron
Daniel Dooley
Robert Haldi
John Hennessy
Michael Jakolat
Robert Morris
William Van Der Weele
Robert Wanat

Prairie Capital Inc.
Michael Barry

Promotory Point Partners LLC
Jeff Vogelsang

ReesePartners LLC
Sandra Reese

Shepherd Partners Inc.
Tony Natale

St. Vincent Catholic Medical 
 Center
Paul Rundell

Stonehill Group LLP
Darrell Tamosuinas

Teamwork Technologies Inc.
William Hass

University of St. Francis
Mark Hagar

Vector Consulting LLC
Michael Baratta

White Oak Group
Murray Lessinger

Wynnchurch Capital Ltd
Duncan Bourne

Samuel Williams

The Chicago/Midwest Chapter Certified Turnaround Professionals (CTPs)
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New Members Are the Strength of  our Organization
We welcome the following new members to the Chicago/Midwest Chapter of the TMA.
Justin Alden, University of Chicago
Rick Barfield, First Business Capital
Matt Beresh, Mackinac Partners
William Clapp, White Oak Group
Thomas Corrigan, Associated Commercial Finance Inc.
Timothy Dable, Winston & Strawn LLP
Seth Dizard, O’Neil Cannon Hollman DeJong SC
Zak Doehla, Bridge Finance Group
Folarin Dosunmu, lord Bissell & Brook LLP
Jon Douthit, AIC Ventures
James Elliott, Giuliani Capital Advisors
Barry Freeman, Goldsmith, Agio, Helms & Lynner LLC
Jonathan Friedland, Schiff Hardin LLP
Rebecca Fruchtman
Jay Garner, First American Corporation UCC Division
Jean Germer, Embarq Corporation
Bernhard Groth, VAK Ltd.
Allen Guon, Shaw Gussis Fishman Glantz Wolfson & Towbin LLC
Stephen Hall, Jones Day
Donald Hempson, The Allen Group
Roger Higgins, Kirkland & Ellis LLP
Mark Hoffman, CEO Confidential Inc.
Daniel Hogan
Andrey Ilyasov, University of Chicago GSB
Pradeep Jain, Zeon Solutions Inc.
Patrick Jones, Lord Bissell & Brook LLP

Jake Josko, Ritchie Bros Auctioneers
Jim Kelly, Greentree Partners LLC
John Kemp, Amherst Partners LLC
Stephen Kunkel, AEG Partners LLC
Bruce Lammers, Ridgestone Bank
Forrest Lammiman, Lord Bissell & Brook LLP
Michael Latham, University of Chicago GSB
Richard Lauter, Levenfeld Pearlstein
Scott Moore, Jones day
David Muslin, Perfection Plant Liquidations LLC
Kevin O’Donnell, Hylant Group
William Pugh
Paul Raab, ZW Capital Partners Inc.
David Ratowitz, Garuda Worldwide LLC
Gary Reach, Kellogg School of Management
Greg Richards, RSM McGladrey Inc.
Rahul Sawhney, Z Capital Partners LLC
Dave Schloesser, GE Commercial Finance Corporate Lending
Gustavus Taylor, ZW Capital Partners Inc.
Michael Traison, Miller Canfield Paddock and Stone
Thomas Van der Muelen, Backyard Products LLC
Jeremy VanDerMeid Monroe Capital LLC
Tom Zak, Wells Fargo Business Credit
Jonathan Zidel, Richter Consulting Inc.
Joseph Zito, Keystone Consulting Group

Chicago Chapter Member News
Bob Morris and Howard Korenthal, both Chicago-based 
managing directors with MorrisAnderson, took part in the recent 
AIRA Conference held in Chicago on June 6-9. Morris was co-
chair of the conference and Korenthal was part of a panel titled 
“Alternatives to Bankruptcy, A Better Way?”

Kenneth J. Malek recently joined Grant Thornton LLP as a 
partner and Midwest region leader of the firm’s Recovery & 
Reorganization Services Practice. Velencia Thompson and 
Stuart Kaufman also joined the firm’s R&R practice as a director 
and senior manager, respectively. The practice unit provides 
financial and operational advice to companies, creditors, and 
owners of businesses undergoing transition and distress. The 
newly hired professionals will support the firm in building the 
restructuring advisory practice.

Jeffrey B. Hecktman, chairman and CEO of The Hilco 
Organization, announced that Victor D. Russo has joined the 
firm as executive vice president. He will take a leadership role 
in developing strategic initiatives at the holding company as well 
as sourcing and structuring transactions, particularly when they 
involve specialized credit requirements.

Frank Mack of Conway MacKenzie & Dunleavy was a featured 
speaker at the 2007 ACG China International Private Equity 
Forum at the Tianjin Binhai Convention Center in Tianjin, 
Peoples Republic of China, June 6-8.

Mike Barto, a partner at turnaround consulting firm Promontory 
Point Partners LLC, was a guest panelist on May 23 at the 
DePaul University Coleman Entrepreneurship Center. The 
program was part of DePaul’s entrepreneurial guest seminar 
series titled “The Fruits of Failure: Lessons Learned by 
Entrepreneurs from Their Mistakes and Misfortunes.”

Ed Marks of Marks Consulting Inc. has received the Certificate 
of Director Education from the Corporate Directors Institute of 
the National Association of Corporate Directors (NACD). The 
curriculum includes current regulatory requirements, governance 
practices for boards of directors, research findings, and the 
recommendations of NACD Blue Ribbon Commissions.

Jamie Hadec and Don Shapiro of Foresite Realty Partners 
LLC participated on a panel for the Illinois Mortgage Bankers 
Association on April 24. Shapiro was one of the panelists and 
spoke about the roles and responsibilities of being a court-
appointed receiver while Hadek served as panel moderator. 

Fordham Financial Services, a secured lender serving small and 
medium sized middle market companies, is pleased to announce 
that Ray Neihengen has joined the firm. Neihengen will focus on 
business development and portfolio management. He is co-chair 
of the chapter’s Finance Committee and is a past recipient of the 
Pro Bono Turnaround of the Year award.  

continued on page 23
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Turnaround Management Association
Chicago/Midwest

2007 Board of  Directors 
and Steering Committees

Officers
President
Lisa N. Johnson
Wells Fargo Business Credit Inc.
708-386-0899
lisa.n.johnson@wellsfargo.com

President-Elect
Norman B. Newman
Much Shelist
312-521-2492
nnewman@muchshelist.com

Vice President-Programs
Jeffrey S. Hyland
Capstone Advisory Group
312-674-9674
jhyland@capstoneag.com

Vice President-Communications
Joseph J. Fobbe
CIT Corporate Finance
312-906-5753
joe.fobbe@cit.com

Vice President-Community Service
Sid Lambersky
Morris-Anderson & Associates Ltd.
312-254-0880
slambersky@morris-anderson.com

Secretary
Thomas E. Pabst
Great American Group
847-444-1400
tpabst@greatamerican.com

Treasurer
Carl Lane
Deloitte Financial Advisory Services LLP
312-486-3069
carlane@deloitte.com

Administrator
Christine M. Glatz
Glatz Management Services Inc.
815-469-2935
cglatz@managementservices.org

Ex-Officio Past President
William J. Hass
Teamwork Technologies Inc.
847-564-5575
wjhass@aol.com

Directors
Chad Peterson
American Capital Strategies Ltd.
312-334-1442
chad.peterson@americancapital.com

David Bogetz
Burnham Capital Partners LLC
312-261-6936
david.bogetz@burnhamcapital.com

Mark K. Gertzof
Merrill Lynch Capital
312-499-3338
mgertzof@exchange.ml.com

Harold D. Israel
Kaye Scholer LLC
312-583-2333
hisrael@kayescholer.com

Kelly T. Frank
Auction Servcies Group
312-223-8324
kellyf@bes.com

Kevin A. Krakora
Mesirow Financial Consulting LLC
312-595-8511
kkrakora@mesirowfinancial.com

Thomas E. Jones
Concord Financial Advisors
312-663-6684 x 224
tomjones@concordfinancialadvisors.com

Frank Mack
Conway, MacKenzie & Dunleavy
312-220-0100
fmack@c-m-d.com

Randall Wright Patterson
Lake Pointe Partners
312-857-0001
rwpatterson@lakepointepartners.com

Committee Chairs
Awards
Mitchell B. Rasky
LaSalle Business Credit
312-904-8858
mitchell.b.rasky@abnamro.com

David Bogetz
Burnham Capital Partners LLC
312-261-6936
david.bogetz@burnhamcapital.com

Ken Yager
Morris-Anderson & Associates Ltd.
312-254-0880
kyager@morris-anderson.com

Breakfast Programs
Harold D. Israel
Kaye Scholer LLC
312-583-2333
hisrael@kayescholer.com

Mark Gertzof
Merrill Lynch Capital
312-499-3338
mark_gertzof@ml.com

Duncan S. Bourne
Wynnchurch Capital
847-604-6104
dbourne@wynnchurch.com

Communications
Kelly T. Frank
Auction Services Group
312-223-8324
kellyf@bes.com

Joseph J. Fobbe
CIT Corporate Finance
312-906-5753
joe.fobbe@cit.com

Community Service
Patricia M. Wu
Sage Alliances
312-447-0730
patricia@sageall.com

Mike Paulsen
Thilman Filippini
312-527-2738
michael.paulsen@tf-risk.com

Gerald O’Dwyer
Fuzhen Group
312-235-6620
gerald@fuzhen.com

CTP Relations
Bernadette M. Barron
Morris-Anderson & Associates Ltd.
312-254-0880
bbarron@morris-anderson.com

James M. Rubenstein
Alert Consultants Inc.
847-501-5000
jrubensteinalert@aol.com

Frank Mack
Conway, MacKenzie & Dunleavy
312-220-0100
fmack@c-m-d.com

Continuining Education
Ray Anderson
Graue Mill Partners LLC
630-835-4298
rayanderson@grauemillpartners.com

Gerald Saltarelli
Conway, MacKenzie & Dunleavy
312-220-0100
gsaltarelli@c-m-d.com

Dan Wikel
Huron Consulting Group
312-880-3003
dwickel@huronconsultinggroup.com

Entertainment
Suzanne Koenig
SAK Management Servcies LLC
773-202-0000
skoenig@sakmgmt.com

Kurt Knipp
Lake Pointe Partners
312-857-0002
ksknipp@lakepointepartners.com

Jason LeuVoy
Presidential Financial Corporation of  
 the Midwest
312-222-9655
jleuvoy@pfc-net.com

Jeffrey S. Hyland
Capstone Advisory Group
312-674-9674
jhyland@capstoneag.com

Financial
Raymond M. Neihengen
Fordham Financial Services
847-513-6176
rneihengen@fordhamfinancialservices.com

Carl Lane
Deloitte Financial Advisory Services LLP
312-486-3069
carlane@deloitte.com

Future Leaders
Jason Edelson
Transcap Trade Finance LLC
847-753-9600
jedelson@transcaptrade.com

Navin Nagrani
Hilco
847-504-3218
nnagrani@hilcorealestate.com

Stan Orszula
Loeb & Loeb LLP
312-464-3100
sorszula@loeb.com

Inter-Chapter
Paul E. Krantz
GMAC Commercial Finance
312-775-7062
pkrantz@gmaccf.com

Howard J. Mullin
Fordham Financial Services Inc.
847-513-6851
hmullin@fordhamfinancialservices.com

William Reimnitz
Riviera Finance
630-627-8750
wreimnitz@rivierafinance.com

Membership
Tom Thompson
Chartered One Business Capital
312-777-3559
thomas.f.thompson@chateronebank.com

David Onion
Chicago Capital Holdings
630-455-1002 x 17
donion@chicagocapitalholdings.com

Bob Handler
Commercial Recovery Associates LLC
312-428-4858
rhnadler@com-rec.com

Milwaukee Programs
Philip L. Ostroski
Associated Commercial Finance
414-283-2367
philip.ostroski@associatedbank.com

Michael R. Colloton
First Business Capital Corp.
262-792-7180
mcolloton@fbcapital.com

Daniel G. Quirk
AccuVal Associates Inc.
847-876-1454
dquirk@accuval.net

Bob Ollhoff
M&I Bank
262-767-5680
robert.ollhoff@micorp.com

Newsletter
Mark Leipold
Gould & Ratner LLP
312-899-1651
mleipold@gouldratner.com

Kevin A. Krakora
Mesirow Financial Consulting LLC
312-595-8511
kkrakora@mesirowfinancial.com

Parliamentarian
Chrisopher J. Horvay
Gould & Ratner LLP
312-899-1624
chorvay@gouldratner.com

Pro Bono
David E. Mack
Mesirow Financial Consulting
312-595-8535
dmack@mesirowfinancial.com

Bob Morris
Morris-Anderson
312-254-0880
rmorris@morris-anderson.com
312-727-0180

Harry R. Novak
Buccino & Associates Inc.
312-629-1200
harryn@buccinoassociates.com

Public Relations
Michael Ban 
Capital TempFunds
773-388-8382
mban@capitaltempfunds.com

Drew Cardonick
Goldberg Kohn
312-201-3921
andrew.cardonick@goldbergkohn.com

Sid Lambersky
Morris-Anderson & Associates Ltd.
312-254-0880
slambersky@morris-anderson.com

Special Programs
Frank Melazzo
Getzler Henrich & Associates
312-474-6177
fmelazzo@getzlerhenrich.com

Gail D. Heldke
Wells Fargo Busienss Credit Inc.
312-845-4455
gail.d.heldke@wellsfargo.com

Randall Wright Patterson
Lake Pointe Partners
312-857-0001
rwpatterson@lakepointepartners.com

Anu Singh
KaufmanHall
847-441-8780
asingh@kaufmanhall.com

Sponsorship
David Enghauser
Chase Business Credit
312-661-5576
david.l.enghauser@chase.com

Thomas E. Jones
Concord Financial Advisors
312-663-6684 x 224
tomjones@concordfinancialadvisors.com

Teresa B. Gerlach
North Fork Business Capital Corp.
630-684-7202
tgerlach@nfb.com

Women’s Group
Kimberly A. Metzner
The Collateral Resource Group LLC
847-681-8850
kmetzner.tcr@comcast.net

Barb Yong
Golan & Christie 
312-263-2300
blyong@golanchristie.com

Suzanne Yoon
CIT Group
312-223-9957
suzanne.yoon@cit.com

continued from page 22

Navin Nagrani of Hilco Real Estate 
recently sat on a panel discussing real 
estate leases and designation rights during 
the annual AIRA conference recently held 
in Chicago.

Joe Fobbe is pleased to announce that he 
has joined CIT in Chicago as a senior vice 
president of business development and will 
be working with Allan Allweiss, executive 
vice president of CIT Commercial & 
Industrial. Fobbe will focus on selling 
CIT’s suite of products to middle market 
companies throughout the Midwest, 
leading with asset-based and cash-flow 
financing solutions.  

Michael Goldman’s article titled “Is it 
Fraud or Incompetence?” was published 
in the June/July edition of “The Value 
Examiner,” the professional journal of the 
National Association of Valuation Analysts. 
Goldman has also had a bankruptcy 
fraud case study he prepared chosen for 
publication in “Fraud Casebook: Lessons 
from the Bad Side of Business” published 
by John Wiley & Sons in June.  

Great American Group proudly announces 
the changing of the guard. Gary Mintz, 
chairman emeritus, hands the gauntlet 
to Harvey M. Yellen while Andy 
Gumaer takes over as CEO.  Yellen and 
Gumaer, previously CEO and president, 
respectively, with Mintz’s leadership 
and foresight, have created a respected 
and trusted reputation in the Liquidation 
Industry.   
 
Gould & Pakter Associates LLC is proud 
to announce that Michael D. Pakter, 
a managing member, was recently 
awarded the Certification in Distressed 
Business Valuation by the AIRA. Michael 
provides commercial litigation services, 
forensic accounting, financial analysis of 
disputes and financial fraud investigations.  

Tom Egan is please to announce that he 
has joined the law firm of Crowley & Lamb, 
P.C. in Chicago and will continue to focus 
on general corporate work, including loan 
transactions, workouts and restructurings 
and mergers and acquisitions.

continued on page 25
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continued from page 2

F: Can you briefly share with me your “TMA Career” and share with 
our members why you became involved?        
N: I had previously been active in the Chicago Bar Association 
(CBA) where I was a long-time member. In the CBA I served as the 
Bankruptcies and Reorganization Committee chair, and was also 
the chair of the U.S. Trustee advisory counsel. I was and have been 
a member of the ABI and Commercial Law League. The members 
of these organizations are mostly attorneys. I wanted to expand my 
horizon and network and build relationships with other professionals 
involved in the restructuring arena. 

I became active with TMA because it’s my nature; I’ve always 
believed that it is the best way to really get to know people and build 
substantive relationships. Be active, not passive, is advice I’d give 
anyone joining our chapter or any professional organization for that 
matter. 

My first committee for the TMA was the Education Committee. One 
panel I recall putting together focused on the emotional aspects 

of bankruptcy (the psychological aspect, 
the safety and security aspect, etc.). I 
moderated this panel and the interest 
level of the audience could not have been 
higher. This was because the practical and 
common sense issues and war stories 
were focused on, not just case law.

F: What accomplishment has given you 
the greatest reward during your TMA 
tenure?    
N: Serving as co-chair of two Senior 
Lender Forums (now called Senior 
Executive Forum). In both of these cases, 
I enjoyed meeting with the speakers and 
their representatives (in one case, Terry 

Lundgren of Federated, and the other, Allison Dean, who was the 
head of Strategy and Development for Bank One), and giving them 
more insight into what TMA is and why it is important for them to 
speak to us as a group. (Norm was actually directly involved in 
getting both of these individuals to speak to our chapter).

F: What would you say to a new (or maybe even a not-so-new) 
member about the benefits and importance of becoming more active 
in their chapter?
N: If you’re serious about your career in the professions that 
TMA touches, get involved. I cannot count on my two hands the 
number of rewarding business opportunities I have had to refer 
or receive business because of the substantive relationships I’ve 
developed. Just look at how much influence we’ve had. When I 
first became involved in the bankruptcy practice, there were no 
turnaround or bankruptcy courses in law school; now there are. 
Today we have specialty funds and specialty groups within major 
financial institutions that lend to and/or invest in troubled companies. 
Involvement in the TMA will make your profession more rewarding 
and you will establish meaningful relationships. Let’s face it, it’s a 
lot more meaningful to say you’ve been active within a high quality 
organization like TMA rather than just say, “I’m a member.”

F: What do you do as president-elect?
N: The president-elect role is part advisory, part administration and 
part leadership. I fill in for [President] Lisa [Johnson] if she’s unable 
to attend meetings or functions. I also get a lot of emails! I’ve spent 
time assisting some committees as necessary; for example, the 
MidAmerica Conference in September is something many of us are 
very excited about, and I’ve been involved with that to some degree. 
My law firm and I are delighted to have been involved in the creation 
of the TMA Chicago/Midwest Memorial Scholarship Foundation.

F: As you look ahead to serving as president of the largest TMA 
chapter in the world in 2008, what are your hopes?
N: I very sincerely want to do a good job. We’ve really had some 
tremendously talented people serve as president of our chapter 
in the past 15 years. I want to be sure I can devote the time and 
attention to continue this tradition of leadership. I can’t encourage 
strongly enough the other officers, committee co-chairs, committee 
members and members (new and old!) to continue to participate. 
The president’s job is a big job, but it is only one job. We need 
everyone’s involvement to keep this great organization moving 
forward.

Other miscellaneous, nosey questions:
F: What’s your real job?
N: I’m a principal at Much Shelist and chair of the firm’s Bankruptcy, 
Reorganization & Creditor’s Rights practice group. I represent 
debtors, creditors, creditors’ committees and bankruptcy trustees 
in all phases of proceedings under the bankruptcy code. I am also 
actively involved in out-of-court workouts and assignments for the 
benefit of creditors.

F: What was your favorite television show growing up?
N: Hawaii 5-0. (I couldn’t resist asking Norm what his favorite line 
was. He immediately responded, “Book’m Dano,” as if I had to ask).

F: Are you a Sox or Cubs fan? Do you care?
N: My mother was a fanatical Sox fan, so I am a Sox fan. I will not, 
however, root against the Cubs.

F: What is your all-time favorite movie?
N: “Shawshank Redemption.” I will also always watch “Ferris 
Bueller’s Day Off” any chance I get.

F: What is currently your favorite television show?
N: “Curb Your Enthusiasm” on HBO, produced by Larry David 
(Seinfeld creator).

F: All-time favorite song?
N: “Colour My World,” by Chicago. I walked down the aisle to it at 
my wedding.

F: Any little known fact you’d like to share with our membership?
N: I married my high school sweetheart and we started dating at 
age 15! (Norm attended high school in Skokie and currently lives in 
Buffalo Grove)

F: What are your hobbies?
N: My wife and I are new movie fanatics. It is not unusual for us to 
see three new movies in any given weekend. Also, as you know, 
Joe, I enjoy golf.

F: Anything you’d like to add, Norm?
N: I feel very blessed that I wake up happy almost every morning, 
largely because of my health and family, of course, but almost as 
importantly, because I am in a career and do a job that I really like 
to do. I made a conscious decision to become a lawyer and become 
involved in the bankruptcy aspect of the profession. I cannot 
emphasize enough to people to do something that you like to do, be 
passionate, and follow that passion. And I feel the same way about 
the TMA; I’m passionate about our chapter and encourage members 
to continue to get involved, reach out, and learn more.

Thank you, Norm.

Norm Newman
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continued from page 23

Jon Anderson, partner-in-charge of Lake Pointe’s Shanghai 
office, presented a ground-level perspective on China-based 
manufacturing to the 2007 Asian Private Equity and Venture 
Capital Forum in Chicago. As part of the panel, “Getting to 
Success: Alternatives and Options for Doing Business in China,” 
Anderson discussed a range of cultural, human resources and 
sourcing issues facing foreign-owned businesses operating 
in China, and U.S. companies considering China solutions as 
part of corporate performance enhancement and turnaround 
strategies.

MorrisAnderson & Associates principal and TMA Chicago/
Midwest 2005 President Dan Dooley was part of the chapter’s 
Turnaround of the Year and Transaction of the Year award 
winners’ panel on May 11, speaking on MorrisAnderson’s 
Transaction of the Year Award for its successful sale of 
Hitchcock Industries to CFI Holdings for $46 million.

Bill Welnhofer participated in a panel discussion of a 
restructuring case study at The M&A Advisor Middle Market 
Financing Conference at the Standard Club on June 26.

Murray Lessinger of White Oak Group is pleased to announce 
that Jay Ehrlich has joined the firm as director. Ehrlich brings 
over 18 years of law, private equity and corporate acquisition 
financing experience. His practice will focus on changes of 
corporate control, recapitalizations, debt and equity raising and 
corporate M&A.

Colin Cross of Crystal Capital, Dan Dooley of MorrisAnderson 
and Frank Mack of Conway MacKenzie & Dunleavy were 
featured speakers at the 2007 Dow Jones Distressed Investing 
Conference at the Grand Hyatt in New York City on May 24.

Kevin Krakora of Mesirow Financial Consulting moderated a 
panel at the annual AIRA conference in Chicago on June 8. The 
panel discussion, titled “Current Trends in Workouts and Loan 
Covenants,” included panelists Randy Klein of Goldberg Kohn 
and Mike Kempel of North Fork Business Capital.

David C. Finkbiner, president of David C. Finkbiner & Company 
S.C., authored an article in the special turnaround management 
issue of “The Journal of Private Equity.” He was also featured on 
the front page of the Wisconsin business journal “The Business 
News” in an article titled “He Stops the Bleeding.”

Carl Lane, a partner at Deloitte Financial Advisory Services LLP 
and Jill Murch, a partner at Foley & Lardner LLP came together 
on June 5 to co-sponsor a “Hardships in Homebuilding” forum. 
This event addressed challenges and opportunities within the 
increasingly distressed homebuilder market as they relate to 
homebuilders, developers, their lenders and investors.

Phil Ostroski announces the hiring of Thomas Corrigan 
as first vice president and market manager for Associated 
Corporate Finance’s Elgin office. He is responsible for business 
development in Illinois, bordering states and the greater St. 
Louis market area,

Puritan Finance Corporation is ready with over 48 years
experience in providing asset-based loans.

There’s a better way
to raise money.

Getting funds for clients unable to meet conventional lending requirements would be easier

if money did grow on trees. Fortunately, your clients still can flourish with the help of

Puritan Finance Corporation.      

• Receivables/Inventory Lines of Credit  • Equipment Financing
• Real Estate Financing  • Real Estate Mezzanine Loans

• Monitoring and Auditing of Loans

We work side by side with you and your clients to provide them with the working 

capital they need. 

Allow Puritan to be a part of your solution.

Bank participations welcome. Contact us at 312-372-8833.

Puritan Finance Corporation  •  55 West Monroe Street, Suite 3590  •  Chicago, Illinois 60603  •  www.puritanfinance.com
Member:

Commercial Finance Association

The Better Way to Raise Money Since 1958
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An Introduction to Operations Due Diligence
By Michael Sarlitto and Dan Roman, SummitPoint Management

M&A Failure
Organizations such as A.T. Kearney, PricewaterhouseCoopers, McKinsey, and Business Week have produced conclusive research: 
There is a startling high failure rate for newly-acquired or merged businesses. Within 18 months of closing, 80% of large cap, 50% of 
small cap, and 80% of micro cap transactions fail to meet stakeholder objectives (see Exhibit #1). 

Separately, Mergerstat.com spent two years tracking results from the 8,224 domestic transactions conducted in 2001. The 
study estimates that a staggering $560 billion of business value was destroyed due to M&A failure. What was their conclusion? 
“Companies continually embark upon the merger and acquisition trail without fully understanding the risks ahead.”

Many reasons are cited for M&A failure (see Exhibit #2), including culture clashes, integration challenges and changing market 
conditions. But are these reasons merely a collection of industry-accepted excuses masking the root cause of failure? 

SummitPoint Management conducted detailed root cause analysis1 on more than 200 cases of failed merger and acquisition 
transactions. The results were intriguing. We found that a large percentage of merger and acquisition failures are preventable. 
In fact, very few failures occur because of weak financial valuations, flawed legal opinions or poor auditing skills. Rather, poor 
outcomes most often result from a failure to discover and address operational risks inherent in business and work processes, 
particularly during the due diligence phase of a deal.

Savvy investors are beginning to recognize the value of incorporating operations due diligence along with financial and legal due 
diligence as part of the deal process. An in-depth examination of operational factors can increase the likelihood of long-term deal 
success.

What is Operations Due Diligence?
Operations due diligence is the methodical process of investigating and evaluating the operational details related to a potential 
investment or business initiative. Its purpose is to:

• Discover operational issues and risks material to the transaction
• Verify initial financial, legal, and operational assumptions
• Allow parties to address these issues and risks prior to closing
• Narrow the focus of representations and warranties
• Identify opportunities for post-close value creation
• Prepare for merger integration.

The value derived from the identification and mitigation of operational risks is not just limited to mergers and acquisitions, but also to 
debt or equity placements, joint ventures, institutional lending, angel investing and performance improvement initiatives.

It is important to understand that “operations” in this context must include all business and work processes throughout every 
functional area of the organization such as finance, human resources, information technology, supply chain, property management, 
sales and marketing, strategy and operations. Limiting the assessment to only those few functions of a company that support its 
main activity may omit important factors that could impact a investment success. Early stage (i.e. angel) investing, buy its very 
nature, will have little operational attributes with which to focus operational due diligence activities. Savvy early stage investors will 
attempt to detect evidence that operational understanding and competencies are accessible or resident within the core management 
team. 

We recommend that those performing operations due diligence follow a three-step integrated process. First, gather critical 
operational-based intelligence using an integrated and repeatable process. Second, assess business activities, processes and 
operations in a comprehensive manner. Third, align the due diligence activity and availability of intelligence with the decision-making 
timeline and the goals of the acquisition, merger or investment. This integrated approach toward gathering, assessing and aligning 
a firm’s processes, operations and activities will reveal key interrelationships, disconnects and higher order synergies between 
operations-based functions.

By modifying generally accepted due diligence practices to include a penetrating assessment of operational-based factors, 
stakeholders are able to make more informed investment decisions, add post-close value and are subjected to fewer surprises. 

Conclusion
On average, 80 percent of newly-merged businesses fail within 18 months of closing. The majority of these failures do not take place 
because of poor financial valuations or auditing skills. In fact, the poor statistical performance is caused by a failure to discover, 
assess and account for operational risks inherent in business and work processes.

continued on page 27
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This strongly suggests that operational risks should be included 
in future due diligence audits for proposed mergers and 
acquisitions of all sizes. In order to reveal key interrelationships, 
disconnects, and higher order synergies between operations-
based functions, it is crucial to gather critical operational-based 
intelligence. An integrated and repeatable operations due 
diligence process can meet this charge. 

Using an operations-based assessment process to discover, 
assess and account for operational risks, coupled with typical 
due diligence, can greatly increase the probability for merger and 
acquisition success.

1Root cause analysis is an efficient, systematic, objective and 
comprehensive investigative technique for problem cause 
identification

About the Authors
Michael Sarlitto and Dan Roman are managing partners of 
SummitPoint Management. SummitPoint Management is a 
national professional services firm providing a full array of M&A 
due diligence and transaction advisory services to a wide range 
of publicly traded and privately held companies. 

Exhibit #1:  Failure Rates by Transaction Size

Exhibit #2:  Top Ten Excuses Offered for M&A Failure

Culture clash
Overpayment
Poor business fit
Integration failure
Over-leverage
Boardroom schisms
Regulatory delay
Market conditions
Poor business judgment
World events

1.
2.
3.
4.
5.
6.
7.
8.
9.
10.
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