
www.buyoutsnews.com September 26, 2016 | BUYOUTS | 47

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

IPO Date Company Name IPO Size 
($Mil)

Post Offer 
Value ($ Mil)*

IPO 
Price

Stock Price as 
of 9/9/2016

Gain/Loss 
Since IPO**

Company 
Ticker

Firm(s) Invested In Company

08/10/2016 Medpace Inc 185.2 863.0 23.000 29.55 28.5% MEDP Cinven

08/03/2016 Garden Ridge Corp 130.0 622.0 15.000 11.02 -26.5% HOME AEA Investors

07/27/2016 Kinsale Capital Group Ltd 105.6 314.5 16.000 21.00 31.3% KNSL Moelis Capital Partners; Virginia Capital Partners

07/20/2016 DPx Holdings BV 718.8 2650.0 21.000 26.69 27.1% PTHN JLL Partners

07/20/2016 Impinj Inc 77.3 100.0 14.000 32.55 132.5% PI GF Private Equity; Polaris Partners

07/14/2016 AdvancePierre Foods Inc 449.2 1700.0 21.000 24.81 18.1% APFH Oaktree Capital Group

06/09/2016 Atkore International Inc 192.0 16.000 17.72 10.8% ATKR Clayton Dubilier & Rice

05/25/2016 Cotiviti Holdings Inc 237.5 1740.0 19.000 32.64 71.8% COTV Advent International

05/25/2016 Gypsum Management and Supply Inc 147.0 896.0 21.000 22.33 6.3% GMS AEA Investors

05/25/2016 US FOODS HOLDING CORP. 1175.6 5100.0 23.000 23.43 1.9% USFD Clayton, Dubilier & Rice; Kohlberg Kravis & Roberts

Median *** 18.1%

Source: Thomson One
* 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 September 9, 2016
*** 2016 buyout-backed IPOs identified

One of Ron Hopkinson’s first 
clients was Carlyle Group, work-
ing on its 1992 acquisition of 
LTV Corp’s aerospace business. “I 
kind of grew up with that from 
a very young age,” he said, “at 
least as a lawyer.”

Now the big buyout shops 
“find themselves sometimes at 
a disadvantage,” Hopkinson, a 
partner at Cooley LLP, said. “Tra-
ditional private equity firms, old 
longtime firms that everybody 
knows about, are moving very 
heavily into tech.”

Not only does this require 
a new level of industry exper-
tise, it also opens up different 
kinds of deals, in which found-
ers may, for instance, want to 
retain significant stakes in their 
companies.

“Deals that wouldn’t have 
been done even five, 10 years 
ago are being done, but not 
just your venture and growth-
equity firms” — by mainstream 
PE firms as well. “They have to 
go in there and win the trust 
of the founders, and it’s much 
more of a partnership,” he says. 
For a law firm, “what’s really, 
really important is to be able 
to offer these private equity 
firms knowledge of the target’s 
business.”

This is Cooley’s selling point. 
The firm has deep roots in Sili-
con Valley: Founded in San Fran-
cisco in 1920, it advised on the 
formation of National Semicon-
ductor, an early chip company, 
and in 1958 formed Draper, 
Gaither and Anderson, the first 
VC limited partnership on the 
West Coast.

Hopkinson joined Cooley in 
May, along with Eric Schwartz-
man. The two were formerly 
partners at Latham & Watkins; 
Hopkinson left for Cadwalader, 
Wickersham & Taft, where he 
was head of the PE group, and 
Schwartzman went to Weil, 
Gotshal & Manges’s Silicon Val-
ley office.

They said they were attracted 
to Cooley for its large client base 
and the business know-how of 
its lawyers, which can add a 
dimension beyond the transac-
tional to the PE practice.

“They have 5,000 compa-
ny clients,” Hopkinson said, 
“everything from startups to 
large companies where Cooley 
does day-to-day work.” They 
intend to leverage the resulting 
experience, during and after 
dealmaking.

Schwartzman, based in Palo 
Alto, said the software space, 
where some very large PE 
deals have been done, requires 
“almost like a quasi-legal con-

sulting type of arrangement. It’s 
a specialized business to under-
stand where the real growth 
opportunities are, where the 
potential concerns are.”

“The private equity folks are 
not just betting on businesses 
within proven industries; they’re 
betting on industries,” Schwartz-
man explained. “As things move 
to a software component, what-
ever used to be done in the 
physical world might be done 
online or through [software as 
a service].”

He mentioned a firm that 
bought a publisher of car own-
er’s manuals; the opportunity is 
in digitizing that information so 
it can be accessed via onboard 
computer or smartphone.

“That’s a whole new industry 
born out of what used to be the 
boring owner’s manual in your 
glove compartment,” he said. 
“Who knows if that will play out 
and be successful, but I suspect 
it will be.”
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