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BUYOUTS BEAT
IPO REGISTRATIONS BY SELECT PRIVATE EQUITY H-BACKED COMPANIES IN 2015-2016 YTD

Filing 
Date

Name Industry Exchange 
Where Issue 
Will Be Listed

Current Amt Filed 
- sum of all Mkts 
($M)

Investors Bookrunner(s)

10/16/15 TransFirst Holdings Corp Consumer Products 
and Services

NASDQ 100.000 Vista Equity Partners Goldman Sachs & Co
JP Morgan & Co Inc
Credit Suisse Securities (USA) LLC

10/09/15 FS Investment Corp Financials NYSE - Franklin Square Capital Partners

10/02/15 Laureate Education Inc Consumer Products 
and Services

- 100.000 Kohlberg Kravis Roberts & Co. Credit Suisse Securities (USA) LLC
Morgan Stanley & Co
Barclays

09/04/15 McGraw-Hill Education Inc Media and 
Entertainment

NYSE 100.000 Apollo Global Management Credit Suisse Group
Morgan Stanley & Co

08/17/2015 Petco Holdings Inc Retail - 100.000 TPG Capital; Leonard Green & 
Partners

Goldman Sachs & Co
Merrill Lynch Pierce Fenner & Smith
JP Morgan & Co Inc

08/04/15 Neiman Marcus Group Inc Retail - 100.000 Canada Pension Plan Investment 
Board; Ares Management

07/15/15 UTAC Holdings Ltd High Technology NYSE 350.000 TPG Capital; Affinity Equity 
Partners

Merrill Lynch Pierce Fenner & Smith
Citigroup Global Markets Inc
Credit Suisse

07/08/2015 Albertsons Companies Inc Retail NYSE 1600.000 Cerberus Capital Management Goldman Sachs & Co
Merrill Lynch Pierce Fenner & Smith
Citigroup Global Markets Inc
Morgan Stanley & Co

Source: Thomson One

As a long-time investment 
banker, Brennan Libbey special-
izes in matching deals and pri-
vate equity firms. He’s working 
on those connecting skills in 
the Los Angeles market, where 
he opened an office for global 
investment bank Livingstone 
earlier this year. He also leads 
the firm’s U.S. business services 
group.

Libbey joined Livingstone in 
February to build up the firm’s 
West Coast presence after about 
three years as managing direc-
tor at Houlihan Lokey and nine 
years as managing director at 
UBS Investment Bank, among 
other career moves.

He wants to add one or more 
senior executives in Los Angeles 
with sector expertise in con-
sumer companies and industrial 
as well as media and technology, 
and then build a junior team 
around them.

“We’re in growth mode,” Lib-
bey said. “We’ve spent a lot of 
time meeting people in the LA 
market, and we’re really focused 

around building a long-term plat-
form of relationships we can 
grow over time.”

Along with his own Rolodex 
of contacts from his experience 
in the area, Libbey said Living-
stone offers prowess in cross-
border deals via its network of 
offices in Beijing, Dusseldorf, 
London, Madrid and Stock-
holm, and its headquarters in 
Chicago. More than three-quar-
ters of its deals get marketed 
internationally.

The firm offers a simple 
value proposition to its clients: 
a higher close rate because of its 
greater focus on each transac-
tion, with senior people working 
on deals.

“We’re not a volume shop,” 
he said. “We harken back to the 
golden days when investment-
bank partners ran the transac-
tion, with a thin organization 
and people very focused on get-
ting great outcomes for their 
client. That’s what driving our 
business.”

Libbey’s skill in finding con-
nections extends to an interest-
ing coincidence in his career 
arc: Now at Livingstone the 

investment bank, he grew up 
in Livingston, Montana. At an 
early age he became fascinated 
with business through his fam-
ily’s ownership of a beer dis-
tributorship. He headed out of 
Montana to attend the Univer-
sity of Pennsylvania’s Wharton 
School and his career took off 
from there.

Livingstone deploys sector 
experts in each global market 
in business services, consumer, 
health care, industrial, media 
and technology. It focuses on 
middle-market deals with enter-
prise values of $25 million to 
$250 million.

Livingstone offers sell-side 
M&A services, as well as some 
buy-side. It also operates a debt 
capital markets group to help 
finance transactions and a spe-
cial situations group to handle 
financial distress faced by clients.

Phone: 424.282.3611
Email: libbey@livingstonepart-
ners.com
Website: livingstonepartners.
com/us/
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