
www.buyoutsnews.com February 20, 2017 | BUYOUTS | 51

BUYOUTS BEAT
IPO AFTERMARKET REPORT FOR SELECT BUYOUT-BACKED COMPANIES THAT WENT PUBLIC IN 2016-2017

IPO Date Company Name IPO Size 
($Mil)

Post Offer Value 
($ Mil)*

IPO 
Price

Stock Price as of 
2/7/2017

Gain/Loss 
Since IPO**

Company 
Ticker

Firm(s) Invested In Company

01/31/2017 Invitation Homes LP 1771.0 7500.0 20.00 20.80 4.0% INVH Blackstone Group

01/19/2017 Keane Group 584.7 19.00 21.04 10.7% FRAC Cerberus Capital Management

12/13/2016 WildHorse Resource Development 
Corp

447.0 15.00 14.01 -6.6% WRD Natural Gas Partners

12/08/2016 Athene Holding Ltd 1242.0 7550.0 40.00 50.30 25.8% ATH Apollo Global Management

12/08/2016 Ichor Systems Inc 52.9 86.3 9.00 16.63 84.8% ICHR Francisco Partners

10/19/2016 Forterra Inc 331.6 1370.0 18.00 19.01 5.6% FRTA Lone Star Funds

10/05/2016 Advanced Disposal Services South 
LLC

398.5 18.00 21.74 20.8% ADSW Highstar Capital

09/22/2016 e.l.f. Beauty Inc. 162.9 1180.0 17.00 26.69 57.0% ELF TPG Capital

09/21/2016 CAPSTAR FINANCIAL HOLDINGS INC 44.6 167.3 15.00 19.15 27.7% CSTR Renaissance Capital

08/03/2016 Garden Ridge Corp 143.0 622.0 15.00 15.02 0.1% HOME AEA Investors

Median *** 42.8%

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 February 7, 2017
*** 2016 buyout-backed IPOs identified

Conner Searcy got “the 
bug” for the turnaround busi-
ness working at Bain & Co. 
early in his career, experience 
that comes in handy in today’s 
energy environment. “We were 
really operational consultants, 
if you will, and we were work-
ing for private equity firms,” 
Searcy said, “and so we got 
to see the value that could be 
created when those two things 
intersected.”

Searcy remembers one 
particular assignment in the 
maritime industry, a portfolio 
company of a very large, less-
than-hands-on firm. “We took 
it from EBITDA negative to 
pretty profitable in less than 
a year,” he recalled. “The PE 
firm had owned that business 
for a couple of years and had 
not extracted that value, and 
the reason they hadn’t is they 
had hired the wrong manage-
ment team.” Not being onsite, 
the owners couldn’t see that. 
Once the necessary corrections 
were made, “we drove a lot of 
value quickly.”

T he f i rm Searc y now 
leads, Trive C apital,  buys 

middle -market companies 
ripe for operational overhaul. 
Last month, Trive announced 
the acquisition of oil-and-gas 
acreage and facilities in the 
Southern Appalachian region 
f rom Chesapeake E nerg y. 
“We’re standing up a new busi-
ness, effectively, for the assets 
we carved out,” Searcy said. 
Trive brought in new execu-
tive managers, Core Appala-
chia, “because that business 
at Chesapeake didn’t really 
have a management team; they 
reported to corporate.”

There are “a lot similari-
ties to corporate carve-outs,” 
Searcy said, lessons that can 
be applied in concert with the 
management team’s energy 
experience: “There are just 
some tried-and-true operation-
al approaches and levers to 
pull and tools to use that real-
ly are applicable across indus-
tries.” Customer-profitability 
analysis, for instance, provides 
insight “whether you’re selling 
widgets or you’re selling gas.”

The opportunity arose, 
Searcy said, f rom Trive’s 
pat ience and cont ra r ian 
nature. “We typically invest 
in energy at times of disloca-
tion. That is an industry that 

is riddled with optimists, and 
when times are good, values 
are inflated, everybody forgets 
their industry is tied to a very 
volatile commodity.

“No one ever says, ‘Hey, [oil] 
is at 100, my forecast is this 
thing is going down to 30.’ 
But that’s exactly what hap-
pened,” Searcy said. “Our phi-
losophy is, when oil goes from 
50 to 100, we think the odds 
increase that it could decrease 
in value. When it goes to 120, 
we think the odds increase 
further. When it goes to 150, 
we think those odds increase 
even further.”

As for why there’s so much 
irrational optimism, “If your 
entire career is investing in 
energy, it’s hard to just sit on 
your hands,” Searcy explained. 
“Investors in general have a 
very hard time sitting on their 
hands, and it seems to be even 
more pronounced at the exact 
time they should be sitting on 
their hands.”

Phone: 214-499-9722
Email: connersearcy@trivecapi-
tal.com
Website: www.trivecapital.com
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