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

IPO Date Company Name IPO Size 
($Mil)

Post Offer Value 
($ Mil)*

IPO 
Price

Stock Price as 
of 7/17/2017

Gain/Loss 
Since IPO**

Company 
Ticker

Firm(s) Invested In Company

05/24/2017 Wideopenwest Holdings LLC 310.0 17.00 16.72 -1.6% WOW Crestview Partners

05/11/2017 Gardner Denver Inc 949.9 3900.0 20.00 22.97 14.9% GDI KKR & Co

05/11/2017 Solaris Oilfield Infrastructure Inc 121.2 722.0 12.00 12.93 7.8% SOI Yorktown Energy Partners

04/27/2017 NCS Multistage LLC 161.5 747.0 17.00 22.85 34.4% NCSM Advent International

04/26/2017 Floor and Decor Outlets of America Inc 213.1 1000.0 21.00 39.47 88.0% FND Ares Management; Freeman Spogli & Co

04/20/2017 Select Energy Services, Inc 140.1 1100.0 14.00 12.01 -14.2% WTTR Crestview Partners

03/16/2017 ProPetro Services Inc 402.5 14.00 13.82 -1.3% PUMP Energy Capital Partners

03/09/2017 Presidio Inc 262.7 14.00 14.46 3.3% PSDO Apollo Global Management

03/08/2017 J Jill Group Inc 162.9 13.00 12.10 -6.9% JILL TowerBrook Capital Partners

02/09/2017 Foundation Building Materials LLC 206.1 14.00 12.33 -11.9% FBM Lone Star Funds

Median *** -1.3%

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 July 17, 2017
*** 2017 buyout-backed IPOs identified

In late 2006, Rosemary 
Fanelli launched a compliance 
consulting business called 
CounselWorks. She had been 
the chief compliance officer 
of investment bank Allen & 
Co — a position in which “I 
was able to become extremely 
familiar with both sell-side and 
buy-side regulations,” she said 
— when her soon-to-be partner 
approached her about setting 
out on their own.

“We launched a new busi-
ness and headed straight into 
the financial crisis,” Fanelli 
recalled, “so it was a time 
of great upheaval and great 
change.”

The original idea was “to 
provide traditional compliance 
consulting services in a more 
sophisticated fashion and a 
broader context.” But that mis-
sion shifted slightly as the fledg-
ling company found itself “with 
an abundance of opportunities 
to support back offices that had 
been decimated by the crisis.”

At the same time, the indus-
try was clamoring for insight 
into then-President Barack 
Obama’s legislative goals, as 
the administration worked to 
assemble a regulatory package 
that would dramatically change 
what was expected of financial 
firms.

“Once the Dodd-Frank Act 

was implemented,” Fanelli said, 
“then the business simply took 
off.” Not only was there a host 
of new obligations to meet, but 
many mandated rules hadn’t 
even been written yet. Clients 
were looking for big-picture 
advice that could help them 
understand what was in the 
offing.

Towards that end, Coun-
selWorks “reached out and 
partnered with the regulators 
and the legislators,” providing 
training to SEC examiners and 
conferring with congressional 
committees. “We helped them 
understand how the industry 
works, and by doing so, we were 
able to help our clients better 
understand how the govern-
ment works,” Fanelli explained.

As the business grew, clients 
began asking about regulation 
overseas. “We started to have 
a need for a more global and 
more comprehensive service,” 
which led to CounselWorks 
being acquired in January 2016 
by Duff & Phelps.

At D&P, Fanelli is chief regu-
latory affairs strategist. “Firms 
come to us because they’re 
launching or spinning out and 
they want to understand: What 
is the regulated world that 
they’re entering? They want to 
set up their firm in a way that 
will give them credibility and 
respectability in the investor 
marketplace. We’ll walk them 
through what we see as neces-

sary.” That includes staffing, 
marketing materials, disclo-
sures and registration with the 
appropriate entity.

Fanelli said the SEC remains 
focused on expense allocation 
and conflicts of interest in PE. 
“We see continued focus on 
relationships with operating 
partners: Are they participat-
ing in investment management 
committees? Do they do more 
than simply sourcing deals? If 
they are sourcing deals, how are 
they compensated? That gives 
rise to broker-dealer questions.”

From the agency’s new lead-
ership, she expects “a relaxation 
of certain requirements around 
capital raising. … Chairman 
[Jay] Clayton really does believe 
that making market liquidity 
more available and less com-
plicated is good for everybody.” 
During his confirmation hear-
ing Clayton expressed disap-
proval of “regulations that are 
unnecessarily complex,” and 
Fanelli expects an effort to 
clarify certain rules: “He wants 
to avoid any perception the 
industry would have of a ‘got-
cha’ mentality.”

Phone: +1 212-983-7710
Email: rosemary.fanelli@duf-
fandphelps.com
Website: http://www.duffand-
phelps.com/
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