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Wade Hansen travels in some
pretty impressive circles. While

in his early 30s, he was among a
small group of people personally
advising computer magnate
Michael Dell on which hot new
high-techs Dell Computer should
invest in — or steer clear of. Today,
as founder and manager of his own
business valuation and investment
banking firm, Hansen is much

less concerned about which circles
he’s in, and much more interested
in creating and connecting new
circles that help individuals and
businesses grow and succeed.




arly in his Caneer, which

heecpan i Hhe Howston

Ernst & Young LLP olfice
in 1990, Hansen recognized "a desire to
organize people around social, professional
and philanthrogic interests.” He lked looking
for ways Lo match people from thesa threa
areds inthe name of a specil ic issue ¢
cause, and creating "cicles of commectiviby™
Chver time, Hansen recognized his talent
for nurfuring such circlies, which would
expand and overlap, creating new circles of
interest — and a vast nefwork
Everything i1s new again
Following nis time at EY and a two-year
stint with Bank Cne, Hansen realized ha
wanted (o bae more directly ivalved with
the dients he was serving: he wanbed
to expand his circle. He enrodled van
MEA program at the Kalogo Schood ol
Management at Morthwestern University.
There, Hansen was introdeced fo
Intermational corsulting. "I just loved the
idea thal evary few months you would

came into a new client sifuation that didn't
have a defined sobtion — one that would

test your creative and analytic skills and

require you to move peopie to take action.”

That. says Hansen, is when he undersiood
what it meant o e an advisor — and thal
hewantad to become ong,

S0 in June 1994, Harsen jolned
McHInsey & Company, For five years he
acvised cEents on menger and acquisition
matters and growth strategies, witha
Tocus on high-tech clients. Even though
R Phorowghly enjoved his work, lor
Hansen, there was still something rmissing:
"Managemen!t consulting leaves one sbep
wredomE — g @l ian of irmplermeniation.”

To scratch that itch, in 1999, just
a year awdy from making partner at
McKinsey. Hansen joined Dell Venlures,
thee irmeestrment arm of Dell Computer
Lorporatlon. The apporiunity to work
with Michael (Dell) around stralegic
Imvesting n fech compames — thal was the
egecution step 1'd been missing,” notes
Harsen. Hansen adimits his Dell days were

around the world.

EY alumnus Wade Hansen (lefty with David O'Brien, EY*s Americas Director of
Communications and Marketing, The two worked in the Dallas office together in the
early 1990s and recently reconnected at the EY Capital Growth Strategies conference.
Amaong obher things, the two discussed Hansen's success at Mokinsey & Comipany (of
which he is also an alum) in creating “informal, organic alumni circles™ that dovelal
inba the company™s welbrespected, but more Structured, alumni program.

David O'Brien was recently tapped by Mike Cullen, EY*s Global Vice Chair of
People, to lead the development of & global akumni effort at EY. According to
{¥'Brien, the primary focus is to strengthen relationships with our nearly 750,000
alumni —one of the organization's langest and most valued stakeholder growps —
while creathng an engaging, valuable and consistent axperbence for our alumin

heady times. He was barely 30 years ald
and adwising "probably one of the top five™
pacple in technoiogy. O tha 20 companies
Hansen recommendad that Dell imeest in
L8 went publc. Whike Dell gave Hansen
The exeCul ion exper enoe b Craved, iIF also

opaned new doors,

Business modeis with traction
Curing his time at Dell, Hansen came to
recognize anothar of his strengths: the

abillity 10 recognize patterns. ~Id haar

the same story from four individuals ina
particular sector who were trying 1o solve
a similar problem,” Hansen says. Armmed
with growing Insight Into which business
maodels “had the most gas,” Hansen found
himself increasmngly inlerested in tapping
inko his circies of influence to help the
vely Compantes that he was identifying
as invvestment s, In June 2000, on the
heels of the gol.com meRdown, he el
Dwil to form MHT Partners, a merchant
bank specializing in high-tech mergers,
acquisitions and capital farmation. Three
vears later, he lormed Cabrilio Advisors
Lo focus more specilically on Ehe bypes of
companies he wanted fo serve

Hansen's alent for matching up peaple
o solve problams goes bayond the business
deal. Anavid wine collector, Hansen provwed
true o Ms nature and started (o orgarize
diflerent groups around wine tastings. As
president of the San Diego Bordeau s group,
lasl year he anganited the 5an Disgo Wine
Affair, bringing 25 to 40 wineries together
for the benefit of Hady Children's Hospital
“Mast of the peaple iwolved wene Misiness
assaclales in one way or anolher,” says
Hansen. "Having the opporiunity to dowetall
iy Dusimess interests with my owve of wine
and foing semething for charity — it just
doesm't get much betier”

Hansan's suctess, and that of he
hundreds of venture and start-up
CHNpanies he has assisiad over the years,
all cormes Dack 1o his cirches of relatonships.
= cirncies that
reinlorce each other Increating and

“I've learmed that there ae

gpowing successful businesses,” he notes
“If | can help form the circles that allow
pacple fo connect, resobve issues, consider
opportunities and welgh the options — that™
what | truly value and enpoy. =



