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MEET THE LATEST 
RISING SUPERSTARS OF 
INVESTMENT BANKING 
AND PRIVATE EQUITY. 
THEY’RE SHAPING THE 
GLOBAL ECONOMY AND 
LEADING THEIR FIRMS 
AND CLIENTS THROUGH 
DIFFICULT TIMES, 
SHOWING GUTS AND 
GRAVITAS — DESPITE 
BEING YOUNG ENOUGH 
TO HAVE MISSED THE 
FAMOUS FINAL EPISODE 
OF M*A*S*H  BECAUSE 
IT AIRED PAST THEIR 
BEDTIME 

BY RICH BLAKE, SCOTT EDEN, 
DANIELLE FUGAZY, CHRIS 
 GILLICK AND MICHAEL MARTIN  
PHOTOGRAPHS BY IAN SPANIER 

As youth-dominated industries go, 
private equity and M&A don’t really 
compare to, say, sports or entertain-
ment. Relative to other Wall Street 
specialties — trading comes to mind 
— dealmaking often involves longer 
hours, and many people scramble 
for a dozen years or more just to 
 secure themselves a seat at the 
table. In a field requiring consider-
able experience, though, some 
never theless rise faster than others.

Covering a wide array of PE and 
i-banking segments, Dealmaker 
has once again assembled a heady 
roster of young talent. We spoke 
with scores of industry members, 
deal lawyers and M&A/PE recruiters, 
as well as our readers and assorted 
Street sources, to do our best to 
reach terms on a robust lineup of 
under-40 talent. 

In compiling this list, we consid-
ered dealmaking activity, leadership, 
operational accomplishments and 
other intangibles. Make no mistake: 
This list, like any, is subjective — 
ultimately, we made all decisions for 
inclusion after lengthy evaluations 
to come up with 40 of today’s finest 
young industry stalwarts.

Enough, though, about how we 
chose them. Read on, and you’ll  
find out why.
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AGE: 34 FIRM: GENERAL ATLANTIC 
TITLE: PRINCIPAL CITY: NEW YORK 
SECTOR: ENERGY AND  RESOURCES

When ConAgra wanted to bail on 
its commodity trading and mer-
chandising operations business amid 
the Dow’s dive early this summer, 
General Atlantic tapped Ma and 
her team to join forces with Ospraie 
Special Opportunities Fund and 
Soros Fund Management to close  
a $2.8 billion deal — a whopper 
completed during Hurricane Sub-
prime in June.

Ma loved the challenge of  deal-
ing with Ospraie and Soros, both 
legendary commodity players. “I 
think each of  the three of  us appre-
ciate what the other two bring to 
the table,” she says, “and the value-
added is complementary.” 

The new holding company  
will be known as Gavilon, and  
will remain based in Omaha.  
“I am passionate about building  
the energy-and-resources sector, 
because it provides me — and our 
global team — the opportunity to 
work with excellent management 
teams and to have a positive impact 
globally,” she says. “That’s why we 
invested in Gavilon.” 

Ma, the oldest of  three daugh-
ters, emigrated from Beijing to 
Queens with her family in 1982. 
She went on to attend the Massa-
chusetts Institute of  Technology, 
obtaining a B.S. and a master’s in 
engineering. After two years with 
HP as a technology project man-
ager, she headed to Harvard Busi-
ness School for an MBA. (Her par-
ents still live in the same house.) 

Ma then spent five years at 
 Morgan Stanley in M&A before 
joining GA in 2005. “I love to break 
down complex industries to see 
where we can parachute in and 
make things more efficient,” she 
explains with enthusiasm. “Tech-
nology, logistics, information ex-
change, capital and execution — all 
of  these interconnecting forces — 
will shape global businesses in the 
coming decades.” 

AGE: 36 FIRM: TPG TITLE: PARTNER 
CITY: NEW YORK SECTOR: ENERGY/
INDUSTRIAL

After completing the largest LBO in 
history — the $48 billion buyout of  
TXU in October 2007 — MacDou-
gall went on to show the world that 
private-equity deals aren’t always 
just about money. Prior to TPG’s 
buyout of  the Texas utility com-
pany, TXU raised rates seven times 
in three years. At the time of  the 
buyout, MacDougall made a prom-
ise unthinkable to many private-
equity firms: to cut rates. He also 
agreed to build only three new coal-
burning power plants instead of  the 
11 that had been planned. His team 
is also considering cleaner technolo-
gies and increasing energy-saving 
initiatives. “What TPG implemen-
ted might make it take longer to 
make money, but it’s a step they were 
willing to take to win customer 
share,” says one PE player. 

MacDougall’s willingness to 
make concessions has surprised 
many. Perhaps he’s just better able 
to relate to the average consumer. 
After graduating from the Univer-
sity of  Texas in 1993 with a business 
degree, he went to work at P&G as 
an assistant brand manager for 
Bounty paper towels.

While the TXU deal will surely 
cement MacDougall’s status as a 
quicker picker-upper, it wasn’t his 
first impressive cleanup; he led 
TPG’s $3.65 billion buyout of  
 Texas Genco — the largest U.S. 
power deal since the electricity-
market deregulation in 1999. 
 Additionally, he worked on TPG’s 
$3.2 billion purchase of  aluminum 
recycler Aleris International. 

AGE: 33 FIRM: LEHMAN BROTHERS 
TITLE: MANAGING DIRECTOR  
CITY: NEW YORK SECTOR: GLOBAL 
M&A–HEALTH CARE

Mehta, who focuses on generic 
drugs and managed health care, 
came to Lehman in 2000 from his 

native India, where he obtained a 
bachelor of  commerce degree from 
Sydenham College and an MBA 
from the Indian Institute of  Man-
agement. He made MD last De-
cember and has been on a tear  
ever since, having helped his firm 
score a sole advisory role in the 
pending $9 billion acquisition of  
Barr Pharmaceuticals by Teva 
Pharmaceuticals, an Israeli concern; 
and in Sierra Health Services’ $2.6 
billion sale to UnitedHealth Group. 
“Sierra’s multiple was more than 
three points higher than anyone else 
in its trading-multiple peer group,” 
Mehta explains, “which made it 
tough to find a buyer.” 

Known for being adept at both 
relationship management and deal-
structure execution, Mehta has also 
impressed clients with his creativity. 
“He has scoured the landscape in 
health-care services,” says Drew 
Asher, head of  business develop-
ment at Coventry Health Care, 
which used Lehman and Mehta  
in its $1.8 billion purchase of  First 
Health Group in 2005. “He’s great 
at sourcing deals and coming up 
with ideas.” 

Keeping him on his toes now-
adays: advising Altria, along with 
boutique Centerview, on its $110 
billion spin-off  of  Philip Morris 
International. 

AGE: 39 FIRM: CD&R TITLE: PARTNER 
CITY: LONDON SECTOR: GENERALIST

(See “Power Trio,” page 84)

AGE: 39 FIRM: PROVIDENCE EQUITY 
PARTNERS TITLE: MANAGING 
 DIRECTOR CITY: LONDON  
SECTOR: EMERGING-MARKETS 
MEDIA AND TELECOM

Born in Lebanon during a time of  
political upheaval, Nsouli has no 
qualms doing business in parts of  
the world that might make the 
 average rainmaker queasy. Most 
recently, as the leader of  Provi-
dence’s efforts in Central and 

JIM RATIGAN 
AGE: 39 FIRM: MERRILL LYNCH 
TITLE: MANAGING DIRECTOR 
CITY: NEW YORK SECTOR: M&A

Since last fall, Ratigan, like 
most bankers, has had to shep-
herd clients through  closing 
processes that might now take 
twice as long as during the 
easy-credit days of yore. Case 
in point: Ratigan served as Mer-
rill’s M&A point man for Navteq 
in its $8.1 billion sale to Nokia, 
a transaction announced in Oc-
tober 2007. Held up by share-
holder and regulatory issues, it 
didn’t close until this July. 

“There’s a big difference 
between spiking the ball in the 
end zone and a pending deal 
with a lot of work still to fight 
through,” says Ratigan, a 1991 
Brown University graduate 
whose work this year has also 
included DRS’s $5.2 billion  
sale to the Italian concern Finn-
meccanica, and a role advising 
Delta in its pending merger with 
Northwest. 

For Ratigan, who has spent 
his entire career in Merrill’s 
M&A group, the projects just 
keep getting more challenging. 
He and his firm, sole adviser 
to the garbage-collection outfit 
Republic Services in its $13.1 
billion agreement to merge with 
Allied Waste, had to morph 
quickly into defense mode when 
the sector’s largest  player, 
Waste Management, made its 
all-cash hostile offer for Repub-
lic just weeks after the initial 
merger was announced in June. 
Admits Ratigan with a sigh: 
“We’ve got a lot of work to do.”


