
 

 YALE CASE DECEMBER 10, 2022 

Garth Parker Considers a Post-MBA Search Fund and 
Other Career Choices 
Exploring the pros and cons of several career trajectories 

Joe Higgins1 
Felix Cardenas2 
A. J. Wasserstein3 
 
Garth Parker (Kellogg School of Management at Northwestern University 2023) casually 
walked across the Northwestern University campus. It was October of his second year in his MBA 
program, and the campus was radiant with mature trees turning vibrant red, orange, and yellow. 
He took in the magnificent foliage, and, for a few moments, it distracted him from his thoughts. 
Then, while the autumn leaves danced lightly in the breeze, his mind returned to contemplating 
his future. 

Since returning to campus after a summer in New York City at global consulting firm McKinsey, 
Parker had been focused on what to do professionally after his upcoming graduation. As he 
crossed the campus, he reflected back on his summer at McKinsey. McKinsey had given him a 
return offer at the end of the summer, and, while he had entered business school with aspirations 
of becoming a consultant, he was no longer sure that was what he desired to do. Nevertheless, 
McKinsey was a positive experience, and Parker enjoyed meeting other MBA students from top 
business schools. He had quickly forged friendships and developed professionally as well. 

As he waved to some classmates while walking to his Evanston apartment, Parker reflected on 
his pre-MBA career. Before matriculating at Kellogg, he had been a junior executive with the 
Columbus Clippers, a minor league baseball team in Columbus, Ohio, and an affiliate of the 
Cleveland Guardians. Parker had loved the thrill of being part of a professional sports franchise. 
It had been a fun and exciting job. Although it was not the pinnacle of the sports business world, 
like a senior executive job at a major league franchise in a tier-one city, he had truly enjoyed the 
environment and everything about the sports world. He had reported directly to the Columbus 
Clippers’ CEO and had tackled several exciting projects in his six-year stint with the Clippers 
before business school. For his final three years with the Clippers, he had been chief of staff and 
project executive, a senior executive position alongside the chief operating officer, reporting to 
the CEO and the ownership group. The Clippers’ CEO had encouraged him to attend business 
school to broaden his skill set and get a more commercial perspective. Parker considered the 
Clippers’ CEO a mentor and an influential force in his life. In their last conversation, he had been 
offered the chance to return to the Clippers as their chief operating officer. Parker was fast 
approaching his apartment and thought about how a senior executive position in a minor league 
team could catapult him toward a major league opportunity. 

Parker strode by the Firehouse Grill, the bar where he would be joining some friends later that 
evening, and he knew post-MBA career steps would be the conversation topic of choice. He 
thought about one more post-MBA option as he approached his apartment – launching a search 
fund. Search funds had not been on his radar screen when he had arrived at Kellogg, but since 
taking Professor Alex Schneider’s course on this alternative approach to entrepreneurship 
(Entrepreneurship Through Acquisition ENTR-905-5), Parker had been consumed with the 

possibility of sourcing, acquiring, and leading a small business immediately after graduation. He had always 
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envisioned himself as ultimately becoming a CEO and wondered if this was the best path to fulfill that 
dream. To trial the search option further, he had landed an in-semester internship at NextGen Growth 
Partners, a Chicago-based search fund investment firm headed up by Brian O’Connor, a former search 
funder, a prolific search fund investor, and a faculty member at the University of Chicago Booth School of 
Business, where he taught a popular course on entrepreneurship through acquisition with Professor Mark 
Agnew. 

As Parker inserted the key into his apartment door, he paused and considered how lucky he was to have 
three desirable and actionable post-MBA career choices. However, despite his good fortune, he knew he 
needed to set a path for himself. He dropped his backpack on the floor and plopped down on the 
comfortable sofa, bathed in the late afternoon sunlight. He leaned back, closed his eyes, and thought about 
how best to decide which avenue to pursue. To complicate matters, he knew the decision was not his 
exclusively; his fiancée, Vineeta Majumdar, would have a voice too. 

Garth Parker 

Parker grew up in suburban Indianapolis as the youngest of three children. High school for him was filled 
with sports, particularly baseball, in three seasons and rigorous academics. He excelled both on the fields 
and in the classrooms. He also demonstrated a curiosity and passion for business and entrepreneurship 
through a handful of small projects, including a series of newspaper routes, a residential home painting 
business, and a swimming lesson business that employed a dozen instructors in the busy summer months. 
It was not surprising that he had a zeal for business and entrepreneurship; he came from a family of 
entrepreneurs and small business owners. His father owned and operated several small businesses, 
including three auto dealerships, a handful of quick-service restaurant franchises, and a small portfolio of 
commercial real estate assets. His mother was also entrepreneurial; she operated a vibrant digital marketing 
agency that serviced small businesses. 

For college, Parker remained in the Midwest and attended the Honors College at Miami University in 
Oxford, Ohio. He majored in business and was a burly, power-slugging first baseman on the Division I 
baseball team for two years before suffering a career-ending injury. After his RedHawks baseball career 
wound down, he redoubled his academic efforts and started two on-campus businesses. The first provided 
summer storage services for students. Parker secured proximate warehouse storage space and facilitated the 
packing, transportation, and storage of students’ furniture and other possessions at the end of the spring 
semester. When students returned to campus in the fall, the process was reversed, with goods being 
removed from storage, transported to campus, and unpacked at the appropriate destination. In the busy 
season, the fledgling business employed up to 25 people, a mix of students and locals, and it grossed 
$125,000 at its high point. Parker also operated a small student transportation services business. He had 
a corps of drivers who dropped off and picked up students at the half dozen nearby airports providing access 
to Oxford, Ohio. Parker thrived in college and loved the mix of academics, athletics, and his two 
entrepreneurial ventures. 

After college, Parker pursued a series of sports-centric jobs in baseball, culminating in a position in 
marketing and ticket sales with the Columbus Clippers. While with the Clippers, Parker tackled group sales, 
food service operations, and strategic planning, and his final role prior to enrolling at Kellogg was chief of 
staff and project executive. This catchall position was akin to being the right-hand man to the CEO. In this 
role, he had the chance to see the business and sports sides of the team and understand how the entire 
organization worked – including how it grew, financed itself, and made money. He thoroughly enjoyed his 
six years with the Columbus Clippers, but at the end of his tenure, he began to feel confined and as if he 
had stopped growing and learning. It was at the CEO’s suggestion that he explored graduate business 
programs. 

https://nextgengp.com/
https://nextgengp.com/
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Parker entered Kellogg with an open mind about post-MBA careers, but a part of him loved the notion of 
being an entrepreneur like his parents and having control of his life and the organization he was running. 
Looking back on his childhood, he remembered his dad coaching youth baseball, being home for a family 
dinner every evening – and being a successful businessperson in Indianapolis. If Parker stayed in sports 
management, he wanted to have an equity position, not just an employment role. 

How to make a choice 

Parker met two MBA classmates at the Firehouse Grill later that evening to watch the baseball World Series, 
drink beer, talk about classes, and, inevitably, discuss various job offers and post-MBA pathways. As the 
group settled into a corner table and ordered the first round of local Goose Island beer, Bernard Nguyen 
wasted no time questioning Parker about the Clippers. “Have you locked into the Clippers yet? That seems 
like an awesome gig and could lead to something big in sports in a few years. You could be the next Theo 
Epstein,” * Nguyen began. Parker was certainly not ready to accept the incredibly attractive Clippers’ offer 
yet. He told the group that he was confused about what he wanted to do after school and that each arc had 
enticing elements. He further confessed to his friends that he did not even know how to make a choice and 
felt a bit paralyzed with three desirable options. 

Isabella Gallego chimed in and suggested that the group take a break from their beer and the baseball game 
and ask Parker to enumerate the pros and cons he was thinking about for McKinsey, the Clippers, and the 
search fund. Gallego thought that by discussing each career pathway and sharing what was appealing and 
unappealing, Parker could determine the best choice. Parker began to analyze and articulate what he 
thought the advantages and disadvantages of each path were. He realized McKinsey seemed like a safe, 
typical, generic post-MBA choice, while returning to the Clippers would be a cool and exciting opportunity, 
and a search fund would fulfill a long-held dream to be a CEO. 

The threesome ordered another round of beer to prepare themselves before Parker launched into his pros 
and cons soliloquy. Parker initiated his analysis with McKinsey, the classic post-MBA coveted professional 
avenue filled with prestige and high starting salaries. 

I like McKinsey for a bunch of reasons. First, I feel like it will give me broad exposure to a 
cluster of industries. I’ll learn more about business in general, industry models, 
management, and leadership. There will be senior executive exposure to clients, and my 
peers will be smart, talented elite MBA types. There will be a positive, collegial social vibe, 
and this will allow me to build and expand my personal and professional networks. I’ve 
heard that there is a lot of training and mentorship at McKinsey, and I think this will help 
me season, mature, and grow professionally. Generally, McKinsey seems like a safe bet. 
The firm has a pristine reputation, and the name will look good on my resume. The 
compensation is appealing, and I think it puts me in the top decile for post-MBA 
remuneration, according to the Kellogg career services office. I hope that doesn’t sound 
shallow, but I am competitive and want to make some money, and it makes me feel good 
to know I have a great comp package relative to my classmates. Additionally, the McKinsey 
recruiters talk about a chance to make many multiples of your first-year salary in ten years 
as a partner in a big office with a specialty practice. So, in a decade, I could be earning 
millions. Furthermore, being in Manhattan will be awesome. Most importantly, I will be 
with Vineeta. Finally, there will be lots of folks from Kellogg in town, which will be fun. 

 
* Theo Epstein (Yale College 1995) is a baseball executive wunderkind who has worked for the Boston Red Sox and 
Chicago Cubs. He led the Red Sox and the Cubs to World Series championships in 2004, 2007 and 2016, 
respectively. 
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Manhattan is the center of the world; it’s stylish, fun, and energy-filled. Overall, McKinsey 
in Manhattan seems like a dream package on the surface. 

As I think more about McKinsey, though, I’m not sure it’s all perfect. I don’t see myself 
there long-term, perhaps two to four years, but not more. The work sounds very 
transactional, with no real stake or ownership in the consulting services. I know I will spend 
lots of time in PowerPoint perfecting slides, and there is plenty of travel. So, I’ll be based 
in Manhattan but on the road every week and away from Vineeta. The hours will be long, 
and I won’t have control over my schedule or calendar. Despite the lucrative compensation, 
it is all current comp, and there is no equity opportunity. I’m not sure how fulfilling 
McKinsey will be either or whether it will propel me toward my ultimate career goal – 
being a CEO and owning my own business with lots of equity rewards. McKinsey is great, 
but will it really teach me to be an entrepreneur and CEO? 

Gallego and Nguyen took in Parker’s thoughts, nodding and listening. The pair agreed with much of what 
Parker had verbalized. They nursed their drinks and asked Parker to dissect the Columbus Clippers 
opportunity. 

I am a huge sports fan, so the opportunity to go back to the Clippers as the COO is, in some 
ways, a fantasy job. There is a real wow factor in being part of a professional sports 
franchise. I like the CEO and the ownership group, which is good. Columbus is a great 
town, but it’s not a major city like New York, Chicago, Boston, or San Francisco. I like that 
I will actually be part of running a real business, as compared to being an advisor at 
McKinsey. There is profit and loss statement responsibility, and I will get to make a real 
impact in the organization. I am excited to coach people, lead an organization, work on 
culture, and drive strategy. I don’t see the Clippers as my last stop, but I think a chapter as 
the COO could help land me a role at a major league franchise or in sports private equity. 
Being at the Clippers is fun and exciting, and you feel a real connection to the community. 
I also think I could be an amazing sports executive. I don’t say this with hubris, but I just 
think in some ways this could be a calling that I could really excel at. 

I do think there are some cons with the Clippers gig. For some reason, it feels a bit 
regressive despite returning in an amplified role. I loved my time at the Clippers, but maybe 
I need something more and something new. The CEO was a fantastic mentor and coach, 
but will he have more for me to learn and absorb after already being there for six years? 
The compensation is certainly fair at the Clippers, but it is not consulting or private equity, 
and there is no path to an equity interest. One thing I really don’t like about the Clippers 
is that I am just the hired help reporting to the CEO and ownership group – I want to be 
the ownership group. I’ll basically be running a small business and dealing with that daily 
grind but without any equity upside. I like Columbus, and I know it well, but not a lot of 
our friends from Kellogg will land there, and Vineeta will be in Manhattan. Working with 
the Clippers is happening and sexy, but it’s still a small organization, and I will be the only 
MBA besides the CEO, who is twenty-five years older than me. I won’t be in contact with 
nearly as many peers on a daily basis. 

Gallego and Nguyen listened carefully to Parker’s thoughts and appreciated his considerate and objective 
analysis. They were excited and curious to hear what he had to say about search funds. 

Search funds are extraordinarily appealing to me. I loved Professor Schneider’s course, and 
my internship at NextGen has been awesome. I want to be those entrepreneurs and CEOs 
I read about in class and met at NextGen. They are just a few years older than us, and they 
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are CEOs running businesses – and they have a material equity opportunity. It all looks 
appealing to me. I want to be a CEO at some point, and I’m not shy about saying I want to 
have ownership and equity too. Search funds feel like the fastest way to get there. I want 
to architect, build, and lead a business, but I don’t care that much what the company does. 
I don’t have some brilliant idea to start a business, so I would rather just buy one. With a 
search fund, I don’t have to have an idea or capital, and I still get to be a CEO with a 
considerable equity slug. It seems compelling to me. 

The search fund road is not easy, though. Although raising the search capital seems like a 
low bar now, finding a desirable and actionable company to buy is challenging, and they 
say that only 65% of searchers close a deal. And even those searchers who do purchase a 
business don’t necessarily have an easy go at it. Some have their business implode, and 
some just drift along for years and never really thrive. Even if I do a search, I then need to 
decide if it should be partnered, funded or self-funded, or be in an accelerator. I’m also 
concerned about winding up buying an elevator services company in Kalamazoo. I don’t 
want to be in a boring business in a third-tier city with no peers at the company and no 
friends in my community. Geography is a big deal to me. I guess I can search from 
Manhattan and be with Vineeta, but I’m not sure Vineeta will be happy living in 
Kalamazoo.  

After a meandering and disjointed analysis, the group summarized the pros and cons on a few napkins 
(Figure 1). 

Figure 1: Pros and cons of various career arcs 

 

After the group sketched out the various pros and cons of each path, Nguyen, the most mathematical in the 
circle, asked Parker what the compensation looked like for each choice. The team acknowledged that, while 
compensation was not the only or most important dimension, it should not be ignored entirely. Nguyen 
asked Parker to make some assumptions about the future expected cash flows in each career role over the 
next ten years and quickly created a simple model calculating the net present value for each stream of cash 
flows. Nguyen discounted the McKinsey and Columbus Clippers cash flows at ten percent because those 
cash flows felt fairly riskless. The group debated just how risky a search fund was and decided to discount 
the search fund cash flows by twenty percent to capture the venture’s unpredictable nature. Gallego agreed 
that the search fund cash flows felt more unpredictable. Those cash streams were characterized by a lower 
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post-MBA salary for two years while searching for a business to purchase, with a salary reset when a 
company was finally acquired and a terminal value representing the equity proceeds when the business was 
to be sold. 

Furthermore, Gallego argued that the search fund path really had two outcomes. The first (path A) would 
be buying a business and having a positive outcome that creates equity value for Parker at the exit in year 
ten. The second (path B) would be failing to buy a business and getting an alternative job after two years 
of searching or buying a business and running it but not creating any equity value. The trio agreed the 
search path needed to be bifurcated into both good (path A) and bad (path B) outcomes. Finally, the group 
decided to discount the B outcome for search funds by ten percent because if Parker failed to find a business 
to acquire, he would just shift into a traditional post-MBA career path that had similar risk characteristics 
to McKinsey or the Clippers. 

Nguyen shared the present value calculations (Figure 2), and, if the group had correctly estimated the 
probability of the cash flows, the net present values ranged from $1.5 to $2.8 million. Gallego pointed out 
that a search fund likely had the greatest dispersion in outcomes. It could result in the B outcome or a 
virtually uncapped A outcome. Nguyen cautioned the triad not to over-rely on their rudimentary math since 
it was just simple conjecture and directional at best. Parker built on Nguyen’s comment by adding that the 
cash flows were pre-tax and that current income in Manhattan was highly tax-inefficient, with ordinary 
income taxes at the federal, state, and local level as compared to search funds that have most of the cash 
flow taxed at comparatively lower capital gains tax rates. 

Figure 2: Estimated net present value calculations 

 
Based on the conversation with his friends, Parker was no further along with a decision. If anything, he was 
more perplexed. As the group wrapped up their last round of beer and began to leave the Firehouse Grill, 
Gallego broached a topic that was obviously important but had not been discussed in the friends’ 
conversation – how did Parker’s fiancée, Vineeta Majumdar, perceive the situation? Majumdar was a few 
years younger than Parker and worked in finance in Manhattan. She was an analyst at a mid-market private 
equity firm specializing in East Coast–based service businesses. Majumdar and Parker had been juggling a 
long-distance relationship, and they both wanted to be in a city together – especially one that could satisfy 
their mutually ambitious career aspirations. Majumdar also planned on pursuing an MBA degree at some 
point, but it was not urgent. Although Parker was deeply curious and passionate about search funds and 
the Clippers, he was unsure how to make all the pieces of the puzzle fit. 

As the trio strolled along the streets of Evanston filled with students who had just watched the World Series, 
Nguyen asked Parker if he had read anything by Alan Waterstone, a faculty member at a prestigious East 
Coast–based business school who frequently wrote on all things search funds. Nguyen specifically 
highlighted a case note entitled Some Thoughts for Graduating MBA Students, which offered perspectives 
on career advice and how MBA students could architect a fulfilling life with competing professional and 
personal goals. Additionally, he recommended A Framework to Contemplate Post-MBA Career Paths, 

https://yale.box.com/s/qfeq3rpjf8bwhfs4scl72m8wocmebo33
https://yale.box.com/s/r79b65u0b9kg7yy4bksvi85noneraixe
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which provided a lens for thinking about the very conundrum Parker was attempting to solve. Nguyen 
hinted that it might be helpful to talk to someone who understood the issues at hand but was completely 
objective and did not have a personal relationship with Parker. 

Parker had heard of Waterstone and had read some of his somnolent work in Professor Schneider’s course. 
He had also read some additional case notes on Waterstone’s bio page. As Parker approached his apartment, 
he said goodnight to Nguyen and Gallego and thought about reaching out to Waterstone and asking for an 
opportunity to speak. He entered his apartment and tried to synthesize and process the evening’s 
conversation. He was no further along in his decision-making process. Before bed, he called Majumdar to 
recap the night’s discussion and events. She was still learning about search funds and what it would mean 
for Parker to embark on one. She liked the idea of him working for McKinsey in Manhattan and the 
opportunity of sharing a city instead of wrestling with a long-distance relationship. He explained to her 
that he could run his search from New York City, which would assure them two years in the same location. 

Before going to sleep, Parker dashed off a hasty email to Waterstone explaining his situation and the career 
choices he was contemplating and asking for an opportunity to speak. As he clicked the send icon, he 
doubted if Waterstone would even reply to him; after all, he was not a student in his class. 

A conversation with Waterstone 

A week later, Parker dialed Waterstone’s number at the appointed time. They quickly slipped into a pleasant 
conversation about post-MBA career choices and search funds. Parker laid out his triple crown of career 
choices while Waterstone attentively listened. Parker rambled on about the pros and cons of each choice 
just as he had with his friends at the Firehouse Grill while watching the World Series. Waterstone was 
impressed with Parker’s thoroughness and thoughtfulness. While Parker was excitedly sharing his story, 
Waterstone thought about what a lucky place Parker was in – an embarrassment of riches with three 
desirable and attractive career options. 
 
Once Parker finished framing out the situation, he paused and asked Waterstone, “What should I do?” 
Waterstone replied in jest, “I am a teacher; I don’t have answers. I just have questions.” Parker chuckled 
and waited for the queries to commence. The first question Waterstone asked was, “Where do you want to 
be at 40? I assume you are about 30. So, what do you want your life to look like in a decade?” Waterstone 
could hear the wheels turning in Parker’s head. Finally, after a minute of thinking, Parker blurted out, “I 
want to be my own boss. I want to own and run a business that is mine where I can be the CEO. I want a 
chunk of the equity and the business to reflect my values, vision, culture, and strategy. I want autonomy 
and control over my time, and I want to make an impact in the company and in my community.” 
Waterstone smiled as he listened to Parker’s energy and enthusiasm build. He thought to himself, Of course 
– this is what all my MBA students want. 
 
Waterstone patiently listened as Parker wrapped up his thoughts and then asked Parker, “Those are all very 
reasonable professional goals for a young MBA like you, Garth, but what about your personal goals? For 
example, do you want to get married, have a family? Do you want to live near a big city within a vibrant 
community or a smaller, family-friendly suburb? How do all these important life decisions factor into your 
professional goals? How and when do you begin to plant the seeds to get to where you want to be at 40 
both professionally and personally?” The two discussed that there are no right answers – just choices.   
 
Waterstone introduced Parker to his friend Jake Hopkins’ life framework of perpetually managing the 3 Ps: 
personal, professional, and pocketbook goals (Figure 3). Jake Hopkins was a successful former search fund 
entrepreneur and current executive in residence at Harvard Business School. 
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Figure 3: The 3P framework: Personal, professional, and pocketbook goals 

Waterstone elaborated on the meaning of each dimension of the framework. 

 He explained that the personal element includes important life-fulfilling milestones like being 
married or having a life partner, starting a family, being active in a faith community or charity, 
living in a place that is fulfilling, maintaining mental and physical health, and generally living a 
satisfying and happy life. He further noted that part of the personal vector includes how to measure 
success and happiness, where personal relationships are, and if a significant other’s needs should 
be considered. 

 He described the professional portion as being the vocational components that build into a 
dynamic and growing career. These goals tend to orient around the need to be challenged and 
stimulated, the opportunity to learn and grow personally, a desire to be a leader or your own boss, 
and an interest in having an impact in a broader community. 

 Finally, he presented the pocketbook segment as being defined by financial rewards, a path to 
financial independence and wealth accumulation, and current income. 

 
Parker and Waterstone dissected Hopkins’ 3P philosophy for a while, and Waterstone noted that not many 
MBAs strongly consider personal goals at this stage of their lives. Ironically, however, these goals usually 
drive the most fulfillment and happiness in life. Waterstone explained that he understood why many MBA 
students prioritize financial compensation but cautioned Parker to recognize that money is not correlated 
with happiness. Financial independence brings choices and autonomy but not necessarily joy and 
fulfillment. And more is not necessarily better. At some point, more wealth has decreasing utility. Parker 
shared that he felt the need to ‘go for it now’ while he was young, which would free him up later in life and 
provide the financial flexibility to do more of what he wanted to do. Waterstone nodded in thought and 
commented that life is an endless series of tradeoffs and balance. “While going for it now may seem right,” 
he asked, “what does that mean for opportunity costs and your other life goals?”    
 
Parker reflected on his important personal relationship with Majumdar, his strong professional 
opportunities, and his current pocketbook situation (or lack thereof) and wondered how he could boost his 
3 Ps. It seemed easy to optimize around any one P. The riddle was to hit the intersection point of the 3P 
Venn diagram. 
 
Parker then asked his new adviser what he thought about the concept of going to McKinsey for a few years 
and then pursuing a search once he had gained some more professional experience, extinguished his student 
debt, and sorted out Majumdar’s geographic, professional, and educational needs. Waterstone indicated it 
was a fine option as long as Parker was not trading an easy short-term choice for a harder long-term one. 
Finally, Waterstone provocatively suggested that, if Parker wanted to join McKinsey for a few years but 
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ultimately pursue a search fund, he should write a resignation letter today and give it to a close friend to 
mail if he does not resign within three years. This comment was a launching point for the two of them to 
analyze the risks of Parker becoming incrementalized at the firm and unintentionally getting stuck in a place 
he did not intend to be a decade later. Before the conversation closed, Waterstone suggested that Parker 
read two articles his colleagues, friends, and mentors, Harvard Business School Professors Rick Ruback and 
Royce Yudkoff, had written in Harvard Business Review: Which MBAs Make More: Consultants or Small-
Business Owners? and Why More MBAs Should Buy Small Businesses. 
 
Parker thanked Waterstone for his time, questions, and perspective. He hung up the phone with more to 
think about but still no conclusive answers or any clearer sense of direction. 

Conclusion 

With Thanksgiving approaching, Parker knew he had to decide between McKinsey, the Columbus 
Clippers, and a search fund. He wanted to be respectful to the Clippers’ CEO, who had been so kind as a 
coach and mentor, and if he was going to pass on the COO role, he did not want to drag things out 
unnecessarily. McKinsey expected an answer on their summer offer, and, if Parker responded affirmatively, 
he would enjoy the $30,000 signing bonus – a welcome windfall. Committing to McKinsey would also 
bring closure to the process and allow him to savor his final semester at Kellogg with a clear post-graduation 
path forward. On the other hand, if he chose to launch a search fund, Parker needed to get a jump on his 
private placement memorandum and fundraising – activities that would take time and consume his 
remaining months as an MBA student. 

Parker was committed to making a decision before returning to Kellogg after the Thanksgiving break. He 
thought it was fascinating that this one decision could set the foundation and stage for his life for the next 
decade or more. Parker would be sharing part of the holiday with Majumdar, and, after his conversation 
with Waterstone about the 3P framework, he knew that this was really a joint decision that needed to fit 
both of their lives and careers. He was flying to the East Coast for the holiday after classes finished and 
realized he had to answer several questions to help make a firm decision: 

 Where did he want to be at 40, and how would he get there? 
 Which path would be the best personal fit for him and make him happiest and most fulfilled? 
 Which choice would provide the most attractive risk-adjusted and lifestyle-adjusted financial 

rewards? 
 How could he make a choice that would work for Majumdar’s needs and goals? 

As Parker headed to Chicago O’Hare, he felt increasingly drawn to one choice but was not ready to codify 
a final position until he had discussed the matter more thoroughly with Majumdar.   

https://hbr.org/2016/06/which-mbas-make-more-consultants-or-small-business-owners
https://hbr.org/2016/06/which-mbas-make-more-consultants-or-small-business-owners
https://hbr.org/2016/03/why-more-mbas-should-buy-small-businesses
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Exhibit 1: Garth Parker’s resume 

Garth Parker 
 

EDUCATION  
 
Kellogg School of Management at Northwestern University Evanston, IL 
Master of Business Administration: Majors in Economics and Management Science Sep 2021 – Jun 2023 
• GMAT: 740 (97th Percentile)  
• Co-chair of Kellogg Consulting Club 
 
Miami University Oxford, OH 
Bachelor of Science in Education and Health Sciences Aug 2011 – May 2015 
• Major in Business Economics  
 
EXPERIENCE  
 
McKinsey & Company New York, NY 
Summer Consultant Jun 2022 – Aug 2022 
• Drove comprehensive product portfolio analysis and recommendations for a billion-dollar pharmaceutical company, 

providing a potential $250M+ EBITDA improvement once implemented   
 
Columbus Clippers Columbus, OH 
Chief of Staff Aug 2018 – Jul 2021 
• Established, operated, and executed the hiring process for three C-level positions – Chief Legal Officer, Chief HR Officer, 

and VP of Player Personnel, including making final candidate recommendations – and six other senior or mid-tier positions  
• Developed medium- and long-term financial models, assessed ownership structure, and raised $5M in new owner equity 

while managing relationship with outside investment bank 
• Created and supervised Business Intelligence department, leading the development of a proprietary research platform, an 

internal data warehouse, and organization-wide infrastructure, including growing internal database by 35%+ in 18 months 
• Liaised with elected officials and their deputies at city, county, state, and federal levels, in addition to engaging with various 

community stakeholders on behalf of club for immigration, municipal funding, political, and other matters 
• Guided management, compliance, and strategic application of MiLB roster rules for 2019 season 
 
Special Assistant to the President Jan 2018 – Jul 2018 
• Ran organization-wide zero-based budgeting process for FY2019 $10M+ budget, including ownership approval process, 

and oversaw budget execution for FY2019, resulting in beating operating budget by 10%   
• Authored team’s new mission statement, values, and strategic growth plans in collaboration with the President 
• Crafted and directed organization’s strategy, priorities, and short-, medium-, and long-term operating plans at an executive 

level, which continue to guide business budgeting and operations for the team  
 
Operations Manager Oct 2015 – Dec 2017 
• Advised President/General Manager on player personnel decisions and negotiations, and drafted all 15 player contracts in 

conjunction with parent MLB organization 
 
ADDITIONAL  
 
• Forbes “30 Under 30 for Sports” – recognized nationally as one of 30 in class of people to watch in sports  
• Avid reader of business and cognitive science books and a particular fan of Adam Grant 
• Eager domestic traveler with a focus on college campuses – have toured over 100 campuses in my life  
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Exhibit 2: Additional resources 

 Burnett, William, and David J Evans. Designing Your Life: Build a Life That Works for You. London, 
Vintage Books, 2018. 

 Christensen, Clayton M, et al. How Will You Measure Your Life? London, Thorsons, 2019. 

 Shell, G Richard. Springboard: Launching Your Personal Search for Success. New York, New York, 
Portfolio/Penguin, 2014. 

 Nash, Laura, and Howard Stevenson. Just Enough. John Wiley & Sons, 28 Dec. 2010. 

 Ruback, Richard, and Royce Yudkoff. “Which MBAs Make More: Consultants or Small-Business 
Owners?” Harvard Business Review, 28, June 2016. H02WSN. 

 Ruback, Richard, and Royce Yudkoff. “Why More MBAs Should Buy Small Businesses” Harvard 
Business Review, 25, March 2016. H02R9Q. 

 Ruback, Richard, and Royce Yudkoff. “You Should Consider Buying a Small Business. But 
When?” Harvard Business Review, 15, February 2017. H03GJH. 

 Sinoway, Eric C, and Merrill Meadow. Howard’s Gift: Uncommon Wisdom to Inspire Your Life’s 
Work. New York, St. Martin’s Griffin, 2013. 

 Vaillant, George E. Triumphs of Experience: The Men of the Harvard Grant Study. Cambridge, The 
Belknap Press Of Harvard University Press, 2015. 
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This case has been developed for pedagogical purposes. The case is not intended to furnish primary data, serve as an endorsement 
of the organization in question, or illustrate either effective or ineffective management techniques or strategies. 

Copyright 2022 © Yale University. All rights reserved. To order copies of this material or to receive permission to reprint part or 
all of this document, please contact the Yale SOM Case Study Research Team: email case.access@yale.edu. 

Endnotes 
 
1 Joe Higgins is an executive in residence at Harvard Business School. He is the former CEO and current Chairman 
of Generation Brands, the parent company of LBL Lighting, Monte Carlo Fan Company, Murray Feiss, Sea Gull 
Lighting and Tech Lighting.  

2 Felix Cardenas is the Director of the Center of Innovation and Entrepreneurship at EGADE Business School, 
Tecnologico de Monterrey. 

3 A. J. Wasserstein is the Eugene F. Williams, Jr. Lecturer in the Practice of Management at Yale School of 
Management. 
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