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” put everything on a spreadsheet. I even put CICS exists in the narrow but critical space
holiday presents on spreadsheets. Everything’s ~ where regulation meets execution, where one missed
a spreadsheet for me, and that’s really who I signature, one unpaid Delaware franchise fee, one
am. I'm a spreadsheet.” overlooked indemnity clause, or one delayed response can
It’s the kind of sentence that sounds like a  halt or unravel a deal worth hundreds of millions of dollars.
joke until you spend an hour with Melissa Stark. In that space, Stark has built a reputation that borders on
Then it starts to feel like a thesis statement legendary: always available, relentlessly precise,
that explains not just how she thinks, but ‘ ‘ and unshakably present.
how an entire company quietly but She will answer your email. Quickly.

relentlessly works behind the scenes IT' S MY She will read the documents. All

of some of the most complex of them.

financial structures in the market. NAM E AN D I She will catch what others
| ]

The founder and managing miss.

member, Stark’s  company, WANT S 0 M E 0 N E And she will stay with the

CO ISSUER CORPORATE entity—from  formation  to

STAFFING, LLC (CICS), WITH TH E S AM E dissolution—long after most

has  provided independent people have emotionally checked

director, manager, and co- I NTE G R ITY TO out.

issuer  staffing  services  for What makes this compelling,
regulated  financial ~ structures, R U N IT though, isn’t just what she does. It’s
particularly  collateralized  loan - how she does it and why she refuses to
obligations (CLOs), structured finance - ,, do it any other way.
vehicles, and entities that exist largely to
satisfy regulatory, governance, and fiduciary An Accidental Beginning That
requirements, for more than two decades. Turned Into a Calling

It is not flashy work. It does not come with splashy  Stark did not set out to build a career in structured finance,
marketing slogans or glossy promises of transformation.  corporate governance, or issuer services. Her early path
And that, perhaps, is exactly why it matters. pointed somewhere else entirely.




After graduating from college as a biology major, she
planned to go to medical school. She was waitlisted. Then
rejected. Like many defining moments in life, the pivot that
followed didn’t feel monumental at the time—it felt practical.

She went to New York to visit her sister. While waiting
to figure out her next move, she took a job at Citicorp as a
secretary. That job changed everything.

L

Her boss quickly realized two things: first, that Stark

was extraordinarily organized; and second, that she had an
intuitive grasp of numbers. He began teaching her finance,
pulling her into analytical work, and eventually using her as
a personal analyst. Citicorp paid for her to take finance and
accounting classes and later paid for her MBA. She learned
how to model companies, how to evaluate leveraged buyouts,
and how to understand balance sheets not as static reports but
as living systems.

At one point, the chairman of the group—who also
happened to be a professor at Columbia—asked her to analyze
a company and assess whether it was a viable leveraged buyout.
The report she produced was so strong that he distributed it
to his entire class.

That was the moment it clicked.

“This is my gift,” she realized. Modeling. Numbers.
Seeing how systems move, where they break, and how they
can be held together.

She went on to work as a financial analyst handling
distressed loan portfolios, restructurings, bankruptcies, retail
industry analysis, venture capital deals, and leveraged buyouts.
She learned how markets behave under stress, how forecasts
can be shaped to tell difterent stories, and—critically—how
much of financial modeling is part science, part narrative, and
part controlled fiction.

That realism, combined with discipline, became
foundational to everything she would later build.

A Business Built on Presence

When Stark founded Co Issuer Corporate Stafting, she wasn’t
trying to build a massive firm. She was solving a very specific
problem: regulated entities needed independent directors and
managers, and those roles were often treated as check-the-box
formalities.

Stark approached them differently. Yes, regulations
required her presence. Banks and investors demanded it.

But she understood that once her name was on an entity,
responsibility followed—whether or not it was explicitly
written into the scope of work. Her value proposition became
deceptively simple:

She would be the sole point of contact. She would always
be available. She would take personal responsibility for the
entity’s integrity.

And she would care—deeply—about every deal.

Clients don’t get routed through layers of staft. They don’t
wait days for responses. They don’t wonder whether someone
is “on it.”
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| PUT EVERYTHING ON A
SPREADSHEET. | EVEN PUT
HOLIDAY PRESENTS ON
SPREADSHEETS. EVERYTHING'S
A SPREADSHEET FOR ME, AND
THAT'S REALLY WHO | AM. I'M A

SPREADSHEET.
They email Stark. They call Stark. They get Stark.

Behind the scenes, CICS does have the support of trusted
family members and close friends who act as independent

contractors, but the structure is intentional. The client
experience remains singular and consistent, and accountability
is never diluted.

“I'tell them: you’ll only work through me,” she explains. “It
makes things easier for them. And it makes me responsible.”

That responsibility is not theoretical. In the world of
CLOs and structured finance, timing is everything. A missed
closing call can derail a deal. A delayed signature can freeze
capital. A dissolved Delaware entity can trigger cascading legal
and financial consequences.

Stark knows this. And she operates accordingly.

Life inside the Fire Drill

One of the most time-consuming aspects of Melissa’s work is

serving as manager for CLO issuer entities. Each closing involves
thousands of pages of documents—often similar to prior deals,
but never identical enough to skim.

She reads them anyway.

That diligence once uncovered a serious industry-wide
problem during the early 2010s, when CLO structures
transitioned from corporations to LLCs. As documents were
revised en masse, an indemnity clause quietly disappeared.

“All  of wus, every independent director, had lost
indemnification,” she recalls. “That was a huge deal.”

She contacted law firms across the board and pushed for
corrections before execution. The indemnities were restored.
That’s the pattern. She signs off on documents not as a formality,
but as a gatekeeper. She believes being present at the “end of
the beginning” matters, with closing call attendance being as
important as signing on with new clients.

There are FedEx runs at the last minute. Sunday calls.
Opvernight signatures. Emergency corrections. Deals where she’s
added the day of a closing and still expected to perform flawlessly.

“It’s fun,” she says, without irony. “I love the fire drill. I love
getting through it and making my client happy.”

And clients notice.

Precision for Precision’s Sake

Stark is candid about something unusual: sometimes her precision
doesn’t directly benefit the client. It benefits the integrity of the
system.

In one case, she served as director for tax blocker entities
that were never supposed to generate income. Years later, she
discovered that one had been doing exactly that—and that tax
filings had been incorrect.

The odds of discovery were low. The administrative
confusion was high. The effort required to fix it was
enormous. She fixed it anyway.

She hired her own CPA. Refiled returns. Chased down
institutional accountability. Repeated the story endlessly as
personnel changed. Why?

“Because I signed the return,” she says. “It had to be
done correctly.”

That mindset defines CICS more than any marketing
message ever could.

Looking Ahead—Carefully

The next 18 to 24 months feel uncertain in a good way.
Visibility brings opportunity. Opportunity brings volume.
Volume brings risk. Stark is thinking about systems, email
triage, and support structures that preserve what matters
most: her being the point person.

She doesn’t want distance. She doesn’t want abstraction.
She wants connection.

“I can read an email so fast,” she says. “I just need to
know—do I need to sign something?”

If the business grows, she’ll adapt. She always has. But
the core will remain unchanged.

Although approached repeatedly—about once a year—
by companies interested in acquiring CICS, she listens. She
considers. She always says no.

“It’s my name,” she says. “And I want someone with the
same integrity to run it.”

She envisions keeping the business in the family
someday. Perhaps a daughter. Perhaps a daughter-in-law.
Someone who understands not just the work, but the
responsibility that comes with it. There is no rush. There
is only care. I's



