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BUYOUTS BEAT
IPO REGISTRATIONS BY SELECT PRIVATE EQUITY-BACKED COMPANIES IN 2017 YTD

Filing 
Date

Name Industry Exchange 
Where Issue 
Will Be Listed

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

Investors Bookrunner(s)

07/14/2017 BJ Services Inc Energy and Power NYSE - CSL Capital Management; West 
Street Energy Partners

Goldman Sachs & Co; Morgan Stanley & Co; 
Credit Suisse Securities (USA) LLC

05/09/2017 US LBM Holdings LLC Materials - Kelso & Co Barclays; RBC Capital Markets; Credit Suisse

05/04/2017 Advantage Solutions Inc Consumer Products 
and Services

NYSE - Leonard Green & Partners; CVC 
Capital Partners

Goldman Sachs; Morgan Stanley

05/02/2017 Nine Energy Service Inc Energy and Power NYSE - SCF Partners J.P. Morgan; Goldman Sachs & Co. LLC; Wells 
Fargo

04/13/2017 Tapstone Energy Inc Energy and Power NYSE - Blackstone Group Merrill Lynch Pierce Fenner & Smith
Citigroup Global Markets Inc

03/31/2017 Emerald Expositions LLC Retail NYSE 303.025 Onex Corp Bank of America; Merrill Lynch; Barclays; 
Goldman Sachs

03/23/2017 WidOpenWest Inc Media and 
Entertainment

- 100.000 Crestview Partners UBS Investment Bank; Credit Suisse

02/10/2017 FDO Holdings Inc Retail NYSE - Ares Management; Freeman Spogli 
& Co

Merrill Lynch Pierce Fenner & Smith; Barclays

Source: Thomson One

Underlying the feverish 
healthcare activity these days 
are three imperatives, accord-
ing to John Brock: “a need for 
cutting costs out of the system, 
improving the quality of out-
comes and improving overall 
patient experience.”

Those factors are driving 
consolidation by strategic buy-
ers and pushing PE funds “fur-
ther downstream” as GPs try to 
buy companies “earlier in the 
process to get more reasonable 
valuations.”

In this high-multiple envi-
ronment, “it’s important to do 
a deep dive in diligence,” Brock 
said. That means “understand-
ing not only the company that 
you’re looking to acquire but 
the market it’s in, the patient 
demographics and the claims 
data behind that, seeing how 
that matches up with your 
investment thesis.” Advances in 
analytics offer a new “visibil-
ity” into the revenue streams 
of healthcare businesses. Then 
there’s the operational side: 
revenue cycle assessment, bill-
ing and coding compliance, IT 

and tax.
At Dixon Hughes Goodman, 

a middle-market full-service 
accounting firm, Brock leads a 
dedicated healthcare transac-
tion team. “We do a lot of work 
with private equity firms in 
M&A, specifically financial due 
diligence, as well as audits post-
acquisition and opening balance 
sheet work.” Brock’s group also 
offers integration planning, 
helping acquirers understand 
their to-do list for the first 100 
days of owning a company.

DHG’s healthcare practice 
handles deals ranging from $5 
million to $1 billion in revenue. 
“We have the ability to scale up 
pretty quickly,” and strategic 
clients like hospital systems do 
some fairly large transactions, 
he explained. But the middle 
market is the firm’s sweet spot, 
with a focus on providers and 
services.

Brock started his career in 
2003, in the audit practice of a 
Big Four accounting firm, and 
got into healthcare transac-
tions a little over 10 years ago. 
When the Affordable Care Act 
passed in 2010, “I kind of knew 
I was on the right track.” Antici-
pating a great deal of change, 

Brock decided to specialize 
in the sector. After five years 
at KPMG, where he was direc-
tor of healthcare transaction 
services, he saw an opportunity 
in the middle market and left to 
build a platform at DHG.

Whatever the fate of the 
ACA, Brock said, there’s been 
a conceptual shift in recent 
years to paying for quality, or 
“value reimbursement,” versus 
a fee-for-service model. That’s 
been accompanied by increased 
discussion about the quality of 
patient outcomes. “The market 
has spoken: we have to do a bet-
ter job with our healthcare and 
how we deliver it.”

Achieving scale is “the low-
hanging fruit” of cost reduction, 
so the healthcare consolidation 
craze is unlikely to abate any 
time soon. “You have to be care-
ful,” Brock said about operating 
in such a complex and hyper-
competitive sector. “It’s costly 
to make a mistake.”
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