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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)

11/16/2017 Advantage Insurance Inc Financials NYSE 100.000 GSO Capital Partners Raymond James & Associates Inc; JMP 
Securities LLC; B Riley & Company

10/19/2017 Watchguard Inc Telecommunications NASDQ - Francisco Partners Barclays; SunTrust Robinson Humphrey

08/10/2017 Preferred Sands Inc Materials NYSE - KKR & Co Credit Suisse Securities (USA) LLC; KKR Capital 
Markets LLC; Morgan Stanley & Co LLC

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

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

02/14/2017 Liberty Oilfield Services Inc Energy and Power NYSE 160.714 Riverstone Holdings Morgan Stanley & Co; Goldman Sachs & Co; 
Wells Fargo Securities LLC

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

Merrill Lynch Pierce Fenner & Smith; Barclays

Source: Thomson One

In the wireless industry’s 
early days, Gary Moon started a 
business based on research he’d 
done as an engineering student 
at Stanford. “There were com-
panies making products, but 
nobody could really figure out 
how to put them together with 
software and make them work 
in systems very effectively,” 
Moon said. “I ended up building 
a nice business around that over 
the years.”

“Like many, I probably 
should have sold the company 
in 2000,” he added with a laugh, 
“but I didn’t.” When he did go 
through an exit process, “I 
became familiar with how that 
can go well and not go well.” As 
he considered what to do next, 
he thought of the dictum “do 
more of what you like all day 
and less of what you don’t like.”

That thought process brought 
Moon “over into the deal uni-
verse,” he said. “I started in 
investment-banking advisory in 
2002, at the bottom of the 2000 
bubble cycle, and just built a 
career from there.”

In 2006 Moon joined 
Ridgecrest Capital Partners, 
seeking a f irm poised for 

growth. “Ridgecrest did a lot in 
mobile and wireless, so that was 
a good sector fit, and they also 
did a lot cross-border between 
the Europe and the U.S., which 
is something I was interested 
in.” Four and a half years later, 
his entrepreneurial bent led 
him to Headwaters MB, which 
offered the chance to build out 
a tech practice.

“I like to call it a sorcerer’s 
apprentice business,” said Moon. 
“At this point, I’d done eight 
years of apprenticeships, so I 
was ready to do something a 
little more of my own.”

Starting in 2011, Moon’s 
team worked on deals involving 
giants in the technology, media 
and telecom space, includ-
ing Alibaba, AT&T, Comcast, 
Cisco, Facebook, Google, IBM 
and Microsoft. Now they’ve 
spun out to form San Francis-
co-based Nfluence Capital Part-
ners, a boutique investment 
bank focused on tech.

Moon says Nf luence will 
eventually “move into a more 
merchant banking model, 
where we deploy capital our-
selves.” That’s one reason he 
wanted to spin out; the other 
was a desire to do more work 
with “purpose-driven, mission-
aligned companies.” He pointed 

to the recent sale of Meetup, an 
online platform for organizing 
real-life gatherings. At a time 
when “messaging products 
were blowing up,” the com-
pany faced pressure to keep its 
users online for longer to drive 
growth. It was important when 
approaching the capital markets 
to find an investor who wouldn’t 
abandon the original mission.

“WeWork is a very commu-
nity-oriented company,” Moon 
said, one that understands the 
value of getting people togeth-
er out in the world. And there 
was “another, very synergistic 
element” to the deal: “One of 
Meetup’s biggest challenges 
was space: Where do you host 
a meetup? One of WeWork’s 
fact patterns is the spaces are 
very busy during the day and 
they’re not very busy in the 
evening. Well, meetups happen 
in the evening.” WeWork agreed 
to acquire Meetup, reportedly 
for around $200 million, late 
last year.

Phone: 415-766-3860
Email: gary@nfluencepartners.
com
Website: www.nf luencepart-
ners.com

By Eamon Murphy

GARY MOON, 
Managing Partner, 
Nfluence Partners
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