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EDITORS’ NOTE Immediately 
before founding M&A, Ken Marlin 
led the Business Information and 
Internet practice at the media 
merchant bank and private equity 
fund Veronis Suhler Stevenson. 
Prior to that, among other roles, 
he was Senior Vice President for 
S trategy and Acquis i t ions  at 
Dun & Bradstr eet ,  when D&B 
was  a  holding company that 
owned firms such as AC Nielsen, 
the media measurement com-
pany; Moody’s the bond rating 
agency; The Gartner Group; and D&B Credit 
Services. Marlin left D&B to become President 
of Telekurs (NA), a Swiss-owned technol-
ogy company. Four years later, with venture 
backing, he and his partners acquired a large 
portion of Telekurs NA and used that base to 
form Telesphere Corporation, where he was 
CEO. Three years later, Marlin and his part-
ners sold Telesphere to Bridge Information 
Sys tems,  wher e he took the posi t ion of 
Executive Vice President. He earned a B.A. 
from the University of California (Irvine), an 
M.B.A. from UCLA, and a post-MBA Advanced 
Professional Certificate in Corporate Strategy 
fr om New York Univers i ty .  He i s  a for-
m e r  C a p t a i n  a n d  i n f a n t r y  c o m p a n y 
commander in the U.S. Marine Corps (serv-
ing two tours in the Far East).  He is a reg-
istered securities principal and holds licenses 
in series 24, 7, 62 and 63. He is also the 
author of The Marine Corps Way to Win on 
Wall Street: 11 Key Principles from Battlefield 
to Boardroom.

COMPANY BRIEF Marl in & Associates 
(marlinllc.com) is an independent boutique 
investment bank and corporate advisory firm 
based in New York City, with offices in San 
Francisco, Washington, D.C., and Toronto. 
For more than 14 years, they have focused 
on being the domain experts for mergers and 
acquisitions in business software, financial 
technology, data, analytics, and related ser-
vices. They provide expert strategic and finan-
cial advice to owners and managers of U.S. 
and international companies as well as to 
financial sponsors who invest in these com-
panies. Their professionals have advised on 
more than 200 successfully completed trans-
actions with participants in 26 countries.

Will you touch on the success and 
impact Marlin & Associates has had 
over the years?

I’m proud of the success we 
have had over the past 14-plus years. 
We’ve grown from four people in a 
single shared workspace to a couple 
of dozen professionals in four cities. 
We have advised scores of CEOs and 
Boards at firms of all sizes on a better 
way to reach their goals, and it has 
worked. Along the way, we have won 
a bunch of awards. 

I believe that our success derives 
from a half dozen factors that start with a combi-
nation of focus and expertise. We advise CEOs all 
the time and we talk about those two factors. We 
have seen that focus on being better than anyone 
else on the planet in some clearly defined arena 
makes a huge difference in a company’s ability to 
be successful, and when that focus is combined 
with expertise, it is very powerful.

Expertise has multiple dimensions to it. 
There is generalist expertise: Right now, people 
think of us as a very good investment bank and 
we are, which speaks to a combination of skills 
such as knowing how to value companies, nego-
tiate and structure deals, and understand how 
capital markets work. But also there is domain 
expertise – and that’s where we differentiate 
ourselves. We know the industries we serve. 
We know the key players and how they value 
things and how they think. We have a mix of 
people who have operating expertise in addi-
tion to transaction expertise and that allows us 
to understand how these businesses work at the 
ground level. Domain expertise makes all the 
difference.

Another differentiating factor is our inter-
national clientele. Our clients don’t define 
themselves geographically and neither do we. 
Over the 14 years we have been in business, 
about half of our transactions have involved a 
non-U.S. player and about a third of our clients 
have been based outside the U.S. Some of our 
transactions never touch U.S. shores – we often 
advise one foreign company on a transaction 
involving another. 

Another of our strengths is a deal team 
with expertise in working with companies that 
require a hands-on consultative approach. We 
don’t think of ourselves as only financial advis-
ers to our clients. We also want to be their 
trusted strategic advisors. We like to step back 

and understand why a client wants to sell or 
buy a company or raise capital; where they’re 
going; and what their alternatives are. We take 
joy in helping them achieve their dreams. At the 
same time, it’s surprising how many times we’ve 
advised a management team not to move for-
ward. Those who are used to the typical bank-
ing approach would be horrified because if the 
transaction isn’t completed they won’t get a fee. 
But we believe that by giving people the best 
long-term advice, we build a trust relationship 
that can be even more lucrative over the long 
term. 

As you grow, is it important to maintain 
the culture you created when you began?

It’s very important. During my 30 years in 
business as a CEO, a corporate executive, an 
entrepreneur, and now as a banker and corpo-
rate adviser, I have seen how important culture 
is in organizations. Maintaining a professional 
ethical culture that takes the long view in advis-
ing clients, values teams over individuals, and 
values each person in accordance with their 
merits not their bank account is very important 
to me and to my partners. We want to take a 
global approach to problem solving. We love 
being strategic advisers, not just financial ones, 
and it warms my heart to see people in differ-
ent parts of the organization work together – 
sometimes long into the night – to solve some 
client’s problem.  

One of the more interesting things we’ve 
done here, with a few exceptions, is that people 
in the firm are not compensated on the basis of 
the specific deals they work on. Compensation 
comes in three parts: Everyone but me has a 
base salary plus a fixed deal bonus every time 
a deal closes. Any deal – not just theirs. The 
amount of the deal bonus differs depending 
on where someone is in the organization. The 
third piece is an end-of-year bonus that is based 
on firm profitability and performance – includ-
ing contribution to the overall team effort. This 
approach encourages people to work together 
and it breaks down the silos that exist in a typi-
cal investment bank.

A lot of our approach stems from princi-
ples that I learned in the Marine Corps, some of 
which may seem strange to traditional bankers, 
but they work. It’s our domain expertise com-
bined with our culture that keeps clients coming 
back to us. That’s why we get client testimonials 
and referrals. When I think about it, it makes 
me smile.•
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EDITORS’ NOTE From 2001 un-
til October 2004, Leo Hindery. 
was the founding Chairman and 
CEO of The YES Network. From 
December 1999 until January 
2001, he was Chairman and Chief 
Executive Officer of GlobalCenter 
Inc. Until November 1999, Hindery 
was President and Chief Executive 
Officer of AT&T Broadband, which 
was formed out of the March 1999 
merger of Tele-Communications, Inc. 
(TCI) into AT&T. Hindery was elected 
President of TCI and all of its affili-
ated companies in February 1997. He is the author 
of The Biggest Game of All and It Takes a CEO: 
It’s Time to Lead With Integrity. He has a Master 
of Business Administration degree from Stanford 
University’s Graduate School of Business, and is 
an undergraduate of Seattle University.

COMPANY BRIEF Founded in 1988 by Leo J. 
Hindery, Jr., InterMedia Partners (intermedia
advisors.com) is premised on the philosophy that 
by bringing extensive operating experience to 
media private equity, the fund could drive supe-
rior returns. Over the course of its seven funds, 
InterMedia has invested in cable television sys-
tems and channels, broadcast television, content 
and content production, print, programming, 
and digital opportunities. InterMedia’s Senior 
Partners have decades of operating experience 
and, by making only control investments, they 
are able to bring that knowledge base to bear on 
the acquired assets.

From the vantage point of your understand-
ing of economic trends, where does the U.S. 
economy stand today?

Relative to the rest of the developed world, 
it’s quite strong. However, we first need to mea-
sure our economy based on the circumstances of 
our population, not relative to other countries.

While we’ve had more than decent recov-
ery in the number of jobs, we have had very 
poor recovery in wages, and this goes back sev-
eral decades. We also have far too many women 
and men who are working part-time jobs when 
they need and want full-time employment.

Perhaps most concerning over the long 
term is that we have materially deteriorated our 
manufacturing sector to the extent that no more 
than about 8 percent of women and men in our 
various employment categories actually make 

something. In a country as large and 
diverse as ours, at least 20 percent or 
more of women and men need to be 
making something.

Why has there not been more 
change in these areas?

Because too many people of in-
fluence are currently profiting off of 
the status quo, which is a real tragedy.

It’s about not having fulsome 
representation of the middle class in 
Congress, but right now only of the 
monied class. The financial sector, for 
one, is doing relatively well by any 

measure. But we are not as unaccepting as we 
should be about other parts of our economy; 
and we’re not nearly as concerned as we need 
to be about a manufacturing sector that is only 
about a third the size it should be. We’re also 
not sufficiently concerned about our persistent 
massive trade deficit. Simply stated, we desper-
ately need to get representation of the middle 
class back in Congress, and in a very large part 
that’s what this upcoming election is about. 
I fully support Secretary Clinton but some of 
the anger that Donald Trump has tapped into is 
legitimate and real. 

Everyone talks about leadership, but is 
it even feasible to think a single leader can 
bring such a divided country together?

It’s difficult to contemplate. In some ways 
I’m less concerned with who wins on November 
8th than I am concerned about November 9th 
when half this country will wake up angry at 
the other half.

We have to get women and men back in 
government who are concerned about the cur-
rent divisiveness and I don’t see it easily hap-
pening. So I’m not very optimistic right now 
about the country’s mood and sense of unity.

What do you tell young people who are 
coming into a different working environ-
ment today than in years past?

I tell them that too many people have con-
spired to unbalance the economy for them to 
think that we can rebalance it overnight. 

It’s going to take a real heavy lift, starting 
with education. Every young person in America 
who wants and deserves to go to college should 
have this opportunity and have it be affordable.

We have also spent too much misguided en-
ergy demeaning certain types of employment when 
not every young person in America should go 
to college. 

I don’t know where appropriate anger 
is right now among young people, but it will 
come about, and I welcome and encourage it if 
it is productive.

Even when anger comes about, it seems 
the system never changes. Is anything re-
ally happening? 

There is certainly more anger this year than 
last year and this election cycle is feeding into 
that. There is also much more awareness this 
year of the economic disparities in the country. 

If this election is not handled sensitively, 
we will likely see very visible anger from young 
and older people alike coming soon thereafter.

With so much money needed to run for 
office today, can the system provide the di-
versity needed in political positions?

The next president will appoint four 
Supreme Court Justices during her or his ini-
tial term. Right now it’s impossible to reform 
our campaign finance laws, but depending 
on who those four appointees are, we might 
finally get campaign finance reform that is 
meaningful. 

I no longer support as I once did our elec-
toral college system where the winner takes all 
in our national elections, especially coupled as 
it is with the undue influence that corporate 
lobbyists and the extremely wealthy now have 
over Congress.

We’re not going to fix the electoral col-
lege problem as I see it without a Constitutional 
amendment, but we should at least fix things 
soon in terms of campaign finance.

You’ve always been engaged in public 
service. Will that continue going forward?

It’s possible that someday I may have the 
privilege of effecting change directly, but I’m 
just as comfortable trying to effect change indi-
rectly if that’s the way it comes down.

I’ve always been about giving back to society 
at least as much as any of us have been beneficia-
ries. I’ve been very blessed in my life, despite grow-
ing up in a lower-middle income home and often 
working outside the house from the time I was a 
pre-teenager. So it is that I never forget that I was 
white, male, and fairly clever at a time after the War 
when those were all the ‘assets’ you needed in or-
der to succeed. Yet, today many people still struggle 
mightily to succeed simply because they are female 
and/or of color. How can we tolerate that respect-
ful civil rights movements spawned in the 1960s are 
still struggling against inequities 50 years later in this 
national election year of 2016?•
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