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INTRODUCTION AND OVERVIEW



WHITNEY
• Parents were in the Peace Corps 1962-64
• Grew up in Tanzania, Nicaragua, Stanford, western MA, 

Boston, moved to NYC 24 years ago
• Harvard ‘89
• Helped Wendy Kopp start Teach for America
• Two years at Boston Consulting Group (the only real job I’ve 

ever had)
• HBS ‘94
• Worked with Prof. Michael Porter for five years as Executive 

Director of The Initiative for a Competitive Inner City
• Discovered Buffett and value investing in the mid-1990s; 

was a classic bull market genius
• Launched my own fund with $1 million out of my bedroom 

on Jan. 1, 1999 and ran it for nearly two decades



GLENN
• Grew up in New Jersey
• Princeton
• Worked in family business, Blonder-Tongue, Inc., 

a manufacturer of pay television and cable 
television distribution equipment

• Wharton MBA
• Managing Director at DLJ
• President of DLJdirect
• Managing Director and Head of Acquisition 

Finance at UBS
• Worked with Whitney for eight years
• Founded Deerhaven Capital



LAUNCHED KASE LEARNING
• My parents are both educators, I love to teach, and I’ve done a lot of teaching, writing and 

mentoring over the years, so it was a natural transition

• There’s a large global market of sophisticated investors – both professionals and avid 

amateurs – who want to learn and become better, many of whom want to start/grow their 

own investment funds

• There’s almost nobody teaching high-level investing and fund entrepreneurship

– Continuing Legal Education (CLE) and Continuing Medical Education (CME) are major industries, but 

there’s nothing comparable for investors

• My long-time partner at Kase Capital, Glenn Tongue, has rejoined me

• We seek to capture all of the lessons we learned in nearly two decades in the hedge fund 

trenches, both as investors and entrepreneurs, and impart that knowledge to others so they 

can stand on our shoulders and achieve even greater success 

I CLOSED MY HEDGE FUNDS IN OCTOBER 2017 AND SHORTLY THEREAFTER



INVESTING IS A BATTLE

• The reason we call Kase Learning’s core program Lessons from the Trenches is that 
investing is a battle

• This long bull market combined with the rise of indexing and the increasing 
sophistication of supercomputers has made the job of investors and fund 
managers much harder

• Thus, to succeed you must be better than ever before: do even more in-depth 
research, do better analysis, be more patient and disciplined, etc.

• Most importantly, you have to get on a steep learning/experience curve and stay 
on it for a lifetime

• There are only two ways to get experience: learning from veterans (like us) or 
stumbling around on your own, making mistakes and getting scars on your back

• Which do you prefer?



REAL-WORLD EXPERIENCES & CASE STUDIES

• We are not interested in academic theories; we only teach via case studies rooted 
in our own real-world experiences

• There are many value investing programs and books that teach the basics: intrinsic 
value, margin of safety and sustainable competitive advantage; various valuation 
methodologies; how to do a discounted cash flow, etc.

• But understanding these topics is far from what is truly necessary to successfully 
navigate today’s difficult markets

• We teach dozens of lessons we learned – in many cases, the hard way – over two 
decades in the trenches: how to find great stocks, avoid value traps, manage a 
portfolio effectively, short sell, be an activist, control one’s emotions, hire the right 
people at the right time, make a name for yourself, raise money, communicate well 
with investors, and much more



WE FOCUS ON SUCCESSES AND MISTAKES

• During our years at Harvard and Wharton business schools, we read hundreds of 

case studies and pretty much every one featured a heroic protagonist, facing a 

difficult issue, but almost every time reaching the right decision and achieving 

great success

– We can’t recall a single one in which the protagonist made wrong decisions and 

screwed it all up

• This is not how the world works — everyone makes mistakes and suffers setbacks

• We believe that it’s just as important to teach and learn from mistakes, so we 

honestly share the many we made so that others can avoid them

– “Only a fool learns from his own mistakes. The wise man learns from the mistakes of 

others.” – Otto von Bismarck



HOW WE THINK ABOUT INVESTING

• We are value investors, so anyone looking for hot stock tips or advice on 

how to get rich quick should not take our programs 

• That said, we are primarily “make money” investors, so we define value 

broadly

– We believe that value can be found in many places, even among growth 

stocks, so we teach case studies that include Netflix, Alphabet, Facebook 

and SodaStream



WE ALSO TEACH ENTREPRENEURSHIP

• The hedge fund industry is now very large, but at its core it’s still an 

apprenticeship business: young investors learn the business from grizzled 

veterans

• But what about the 99% of investors who dream of being the next Warren 

Buffett or Julian Robertson, but aren’t lucky enough to land a job at an 

established firm? 

• How are they supposed to learn what they need to know to have a 

reasonable chance of success?



KASE LEARNING’S THREE CORE PROGRAMS

1. An intensive, three-day, 36-hour bootcamp: Lessons from the Trenches: Value Investing, 
Entrepreneurship and Life

2. A one-day seminar (generally taken with the bootcamp): How to Launch and Build an 
Investment Fund

3. A one-day program: An Advanced Seminar on Short Selling
• These programs are scheduled over five consecutive days and can be taken together (at a discount) or a la carte

• We’ve scheduled these programs over five days in NYC and around the world over the next year (generally Friday-Tuesday): 

– London (July 7-11), NYC (Oct. 25-28), Hong Kong (Oct. 17-23), Sydney (Nov. 28-Dec. 4), NYC (Dec. 10-14), Mexico City 
(Jan. 9-15), Zurich (Jan. 28-Feb. 6), Tokyo (Feb. 20-26), NYC (Mar. 6-12), Singapore (Apr. 3-9), Toronto (Apr. 17-23), 
Omaha (Apr. 29-May 2), and Sao Paulo (May 15-21)

• In addition, via live webinar we will teach our bootcamp over nine days (2½ hours/day from 7:30-10:00pm NY time) from 
July 23-Aug. 1, followed by our fund seminar from Aug. 2-4

• Lastly, we are teaching two five-day introductory seminars in NYC June 17-21, 2019 for high school and college students 
entitled An Introduction to Economics, Business, Finance and Investing and An Advanced Seminar on Finance and Investing



KASE LEARNING’S CONFERENCE
ON SHORT SELLING
• This long bull market has inflicted absolute carnage on short books, and even seasoned 

veterans are throwing in the towel

• This capitulation, however, combined with the increasing level of overvaluation, 
complacency, hype and even fraud in our markets, spells opportunity for courageous short 
sellers

• On May 3rd in New York City, Kase Learning hosted the first-ever conference dedicated 
entirely to short selling, which featured 22 of the world’s top practitioners, including David 
Einhorn and Carson Block, who shared their wisdom, lessons learned, and best, actionable 
short ideas

• The conference was such a success that we’re hosting another one in NYC on Monday, 
September 24

• Contact Kase Learning for an early-bird discount



TESTIMONIALS

• “The greatest teacher of investing was Benjamin Graham. He was followed by Warren Buffett and Charlie 

Munger. Believe me, the third person is Whitney Tilson. He’s a natural teacher.” – Chris Stavrou, Stavrou

Partners (watch the video here)

• “It was a wonderful, almost life-changing experience. In a nutshell, it felt like an intensive infusion of 

wisdom and practical advice. I also really enjoyed meeting the people in the group who were, without 

exception, intelligent, hard-working, open-minded and friendly.” – Gabriel Grego, Quintessential Capital 

Management LLC

• “I would absolutely recommend this seminar to anyone aspiring to run their own investment management 

business. What is taught in this seminar is pure gold. It’s not taught anywhere else and there aren’t that 

many people in the world who really understand what it takes to raise a billion-dollar fund. I think that this 

is an incredible product. It’s not really a proxy for business school or Columbia’s value investing program. 

It’s more advanced and for someone farther ahead in their career. There are so many start-up, emerging 

managers who have no idea how to raise money and where to start.”

https://youtu.be/Nq6lGFyI9zw


TESTIMONIALS (2)

• “As a young analyst trying to get ahead, this was the shot in the arm I needed. I know the hedge fund 
world has become increasingly difficult and competitive, so I’ve been looking for any leg up I could find –
and the seminar delivered, far surpassing my expectations. I was blown away by the one-on-one, 
personalized attention and can’t imagine a better way to learn than from Whitney’s case-based format. I 
left the seminar a better investor, entrepreneur and, unexpectedly, better person. Highly recommended!” 
– Jeremy Lichtman, SevenSaoi Capital

• “At the beginning of Whitney’s course, I didn’t know what to expect and had little idea of how to set up 
and market my business, but after only a few days it’s not an understatement that the seminar will make 
me millions of dollars and save me a great deal of trouble. Whitney laid out everything he did right in 
launching and growing his fund for more than a decade and then, perhaps more importantly, very honestly 
detailed what he did wrong. Through his connections, we also met with investors at the very top of the 
industry who were very generous with their time and open to all questions. Lastly, I now have 12 friends 
who are very bright and at a similar point in their careers who I can bounce ideas off of, a clear plan for 
how to market and grow the business (it’s encouraging when you hear Bill Ackman tell you he likes your 
plan), and most importantly I know what pitfalls to avoid.” – Angelo Martorell, Martorell Capital Partners



ARTICLES BY/ABOUT KASE LEARNING

• So You Want to Be a Hedge Fund Star?, Barron’s, 5/11/18
– www.barrons.com/articles/so-you-want-to-be-a-hedge-fund-star-1526069114

• The Last Days of Whitney Tilson’s Kase Capital, Institutional Investor, 3/20/18
– www.institutionalinvestor.com/article/b17f19gwp3595r/the-last-days-of-whitney-tilson's-

kase-capital

• Whitney Tilson On The Rise And Fall Of Kase Capital, Forbes, 5/1/18 
– www.forbes.com/sites/kevinharris/2018/05/01/whitney-tilson-on-the-rise-and-fall-of-kase-

capital

• How My Success Led to My Fall, Yahoo Finance, 5/23/18 
– https://finance.yahoo.com/news/success-led-fall-174512177.html

• The Launch Of Kase Learning And Running A Hedge Fund, Seeking Alpha interview, 
5/26/18
– https://seekingalpha.com/article/4177128-sa-interview-whitney-tilson-launch-kase-learning-

running-hedge-fund



HOW TO RAISE $1 BILLION (OR NOT)
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IN LIGHT OF OUR EXCELLENT RETURNS AND 
REPUTATION, WE COULD HAVE RAISED $1 BILLION

• Assets under management went from $1 million at inception to nearly $200 
million at the peak, but we now know that we could have raised far more 

• We estimate that, with a well-organized and well-executed fundraising plan, 
we could have raised $1 billion

• Doing so would have entailed taking in a lot of hot money, which is very 
dangerous (we’re glad we didn’t) – but we should have raised at least $500 
million of good money

• This was an enormous lost opportunity that cost us a fortune (literally)

• In this presentation, we lay out my lessons learned and the key elements of 
an effective fundraising effort
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THE THINGS WE DID WELL
Beyond excellent returns, we were highly effective in making a name for ourselves:

• Wrote compelling letters & public articles & distributed them widely

• Built mass email lists and sent emails to them regularly

• Published notes from BRK and WSC meetings; transcribed Buffett Partnership 
letters and Munger’s speeches, etc.

• Became an expert on: a) Buffett, Munger and Berkshire; and, later b) the housing 
crisis

– For each area, we developed a variant perception, regularly updated and 
expanded it, and then marketed our ideas broadly via email, speaking at 
conferences, giving quotes to reporters, going on TV regularly, etc. – and then 
we were proven right

20



SUMMARY OF OUR MISSED OPPORTUNITY

However, we did not do a very good job of using our excellent returns and 
reputation to maximize the amount of capital we raised

• We never hired a marketing person internally or a third-party 
marketer

• We had a good system for initially responding to inquiries, but did no 
follow up whatsoever

• We didn’t ask for the sale often enough, either directly or in our 
letters
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WE FAILED TO FOLLOW UP

• We got hundreds of emails every year along these lines: “I’ve been reading your articles for quite 
some time and I’m very impressed with your thinking and the performance of your stock picks (and 
pans). Are you open to new investors? If so, could you please send me information?”

• We would always reply, thanking them for their interest, describing our fund, attaching our investor 
presentation and recent investor letters, and conclude with: “Please call me anytime at (212) 386-
7162 or let me know when would be a good time to call you to discuss this further. Again, thank you 
for your interest and I look forward to hearing from you.”

• And then we never followed up because we were too busy.

• This was an enormous mistake! 

• Very few people invest based on one email reply – you need to email or call them a week later, 
asking “Have you had a chance to review the materials I sent you last week? I’d be delighted to have 
you as an investor. Might there be a convenient time I could call/visit you?”

• If we didn’t have the bandwidth to follow up, then we should have hired a marketing person to do so

22



MAXIMIZING 
THE SALES PROCESS



ONE NEEDS TO MAXIMIZE EVERY ELEMENT OF THE 
SALES PROCESS

1. Adopting the right mentality (extreme confidence)

2. Hiring a marketing person and/or third-party marketer

3. Generating prospects

4. Increasing your conversion rate

5. Increasing amounts people invest

6. How to keep investors

Note: this process is for those managers who are “bootstrapping” funds. For managers (such as 
“Tiger Cubs”) who are spinning out of multi-billion dollar funds, hiring a full team, and looking to 
raise hundreds of millions of dollars on the launch, the process is entirely different.
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1) ADOPTING THE RIGHT MENTALITY: 
EXTREME CONFIDENCE

• If you don’t believe that you’re a super talented investor who’s highly 
likely to deliver great risk-adjusted returns over time (not necessarily beat 
the market), then what the hell are you doing running money?

• Given that you do believe this, then anyone who invests with you is going 
to do great and be very, very happy

• Therefore, you are doing investors a favor by allowing them to invest with 
you

• To be a successful salesperson (and raise money), you need to have this 
level of inner confidence – and then project it!

25



2) HIRING A MARKETING PERSON AND/OR
THIRD-PARTY MARKETER

• An effective marketing effort requires tremendous, focused effort

• It’s unlikely that the founder/portfolio manager can do this properly while 
also picking stocks, etc. once the fund starts to scale

• Therefore, fairly early in the firm’s growth (perhaps ~$15 million under 
management), the manager will want to hire a full-time marketing person 

• In addition to an internal marketing person, consider hiring one or more 
third-party marketers

– But be very careful of hot money
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3) GENERATING PROSPECTS

• Mathematically, the amount you raise is: 

1. How many prospects you pitch to, times

2. Your conversion rate, times

3. The amount they invest

• The first two are batting average and the third is slugging percentage

• You need to generate a lot of prospects on an ongoing basis and then take 
lots of quality “shots on goal”

• Track this and set objectives (e.g., one/day, 200/year)

27



4) INCREASING YOUR CONVERSION RATE

• Have a great track record (duh – but this is 60% of the game)

• Investors care about a) safety, b) high returns, and c) likeability

• Become a great salesperson: build relationships, persuade people to like you and think you’re 
super smart & talented, and then ask for the sale

• The more personal, the better: in person is best; then phone; then email

• At every meeting, make a compelling pitch for a few stocks that you are buying right now
• Regularly post to social media (weekly?) and send out mass emails (monthly?) with your 

investor letters and other items of interest
–These aren’t high-quality shots on goal, but you reach thousands of people at a time
–This is a way to stay on prospects’ radar screens and remind them that you’re still out 

there, kicking butt (hopefully), and ready to invest their money

• Develop a well-organized process, with very professional materials
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5) INCREASING AMOUNTS PEOPLE INVEST

• Focus on prospects who have the ability to invest a meaningful amount

– Allocate your time/effort using the 80/20 rule

• Project (and deliver!) conservatism/risk management 

– Message: it’s safe to invest a lot with you

• Anchor prospective investors high

– Set a high stated minimum, even if you’re willing to take less

– Ask for a high amount
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6) HOW TO KEEP INVESTORS

• Generate solid returns
– This is 90% of what matters for institutions and 50% for individuals

• Write great letters, ideally monthly instead of quarterly
– Letters can be very effective fundraising tools, so monthly is 3x better than quarterly, especially in the 

early days

• Keep in regular contact with as many investors and as personally as possible
– Go visit them in person (best) or at least call them; email is least effective (though highly efficient)
– Host one or more annual investor meetings
– Hold conference calls

• Be nice/likeable

• Be an open book, super customer friendly, and distribute in-depth monthly updates

• Give investors your cell phone number

• When times are bad, make a special effort to communicate
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