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BUYOUTS BEAT
IPO AFTERMARKET REPORT FOR SELECT BUYOUT-BACKED COMPANIES THAT WENT PUBLIC IN 2015-2016

IPO Date Company Name IPO Size 
($Mil)

Post Offer 
Value ($ Mil)*

IPO 
Price

Stock Price as 
of 2/23/2016

Gain/Loss 
Since IPO**

Company 
Ticker

Firm(s) Invested In Company

10/21/2016 Multi Packaging Solutions 
International Ltd

214.5 13.000 14.760 13.5% MPSX Carlyle Group
Madison Dearborn Partners

10/14/2015 First Data Corp 77.5 540.0 16.000 12.330 -22.9% FDC Kohlber Kravis & Roberts

10/09/2015 CPI Card Group Inc 150.0 587.3 10.000 7.890 -21.1% PMTS Mckenna Gale Capital Inc
Tricor Pacific Capital Inc

10/01/2015 Performance Food Group Co 275.5 1893.5 19.000 23.110 21.6% PFGC Blackstone Group LP
Wellspring Capital Management LLC

10/01/2015 Surgery Partners Holdings LLC 271.4 944.8 19.000 13.870 -27.0% SGRY HIG Capital LLC

08/13/2015 Conifer Holdings Inc 32.6 77.2 10.500 6.070 -42.2% CNFR Strength Capital Partners LLC

08/06/2015 Planet Fitness LLC 216.0 1579.4 16.000 14.180 -11.4% PLNT TSG Consumer Partners, L.P.
Praesidian Capital

08/05/2015 Amplify Snack Brands Inc 270.0 1350.0 18.000 9.840 -45.3% BETR TA Associates Management LP

07/16/2015 Ollie's Bargain Outlet, Inc. 142.8 1078.2 16.000 20.360 27.3% OLLI Apax Partners LLP
CCMP Capital Advisors LLC

06/26/2015 Alarm.Com Holdings Inc 98.0 642.6 14.000 16.870 20.5% ALRM ABS Capital Partners LP
Technology Crossover Ventures LP
Egis Capital Partners

* The post offer value represents the value of all shares outstanding at the offer date
** Percentage change between the IPO price and the market share close on February 23, 2016
*** 2015-2016 buyout-backed IPOs identified

If you haven’t raised a fund 
in a while, you may want to give 
some thought to working with a 
placement agent.

“A manager who’s been out 
of the fundraising market for a 
few years may not realize that 
the focus has shifted in terms of 
what people are asking questions 
about,” said Meredith Gendron, 
who was recently named a part-
ner in the Boston office of place-
ment agent Monument Group.

Gendron tries to compile fun-
draising materials that anticipate 
and answer 90 percent of inves-
tor questions before a fund even 
launches. “Some questions from 
consultants are very detailed,” 
she said. “If you’re starting 
f latfooted, you’re really at a 
disadvantage.

Of late, Gendron has seen an 
increased focus on operational 
due diligence. “Once investors 
have gotten comfortable with 
strategy, performance and 
teams, we see them digging 
more into back-office controls, 
procedures and compliance,” she 
said. She has also noticed more 
investors asking for disclosure on 
environmental, social and gover-
nance issues.

This year, Monument Group 
worked with Ecosystem Invest-
ment Partners to raise $303 mil-
lion for Ecosystem’s third private 
equity fund, surpassing its $200 
million target. In 2015, Monu-
ment Group helped CI Capital 
Partners close a $750 million 
fund at its hard cap and target.

As for the current fundraising 
environment, Gendron thinks 
there is still plenty of money to 
be found, but that firms need 
to earn their spot in an LP’s 
portfolio.

She stressed the importance 
of maintaining momentum 
during fundraising. “It’s really 
important to have an early close 
with existing investors,” she said. 
“It’s not just a stamp of approv-
al. If you can hold a sizable first 
close, that starts to create the 
scarcity factor.”

Gendron was just three years 
out of Bates College when she 
started working at Monument 
Group over a decade ago.

“People say: ‘Fundraising is 
such a small niche and corner 
of the private equity and alterna-
tives market, don’t you want to 
try something else?’ They think 
of it as a very focused and lim-
ited role,” said Gendron. “What 
they don’t appreciate is that 
working here has given me an 

opportunity to see so many dif-
ferent fund strategies and work 
with so many different teams. 
It’s given me a great window 
into a wide variety of alternative 
investments.”

Monument Group avoids 
working with competing manag-
ers, so at any one time, the firm 
is fundraising for a diverse set of 
investment pools.

It often invests in the funds 
it helps raise. “We think of our-
selves as investors first,” Gendron 
said. That means conducting due 
diligence the same way a limit-
ed partner would, from making 
reference calls to benchmark-
ing returns and tracking perfor-
mance volatility.

Since its inception in 1994, 
Monument Group has raised $84 
billion of equity for 75 alterna-
tive asset funds, a little over half 
of which are in private equity. In 
addition to its Boston headquar-
ters, the firm has offices in Lon-
don, Tokyo and Hong Kong.

Phone: 617-423-4700
Email: meredith@monument-
group.com
Website: www.monumentgroup.
com
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