
“It’s hard 
to find a 
company 
today 
where 
tech is 
not a 
major 
piece 
of the 
business.”
—Alan Peyrat, The Riverside Co.
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Inside Word

Time for Tech

M&A involving technology is expected to soar in 2017, as we explore in 
our cover story (page 20). Activity is being driven by companies in a wide 

array of industries seeking to improve efficiency in business processes and increase 
protection against cyberattacks.

“The software industry is entering a new phase of secular growth as it expands 
into all segments of the economy,” says managing director Orlando Bravo, co-
founder of Thoma Bravo, one of several tech-focused private equity firms that 
raised new funds in 2016.

“Technology, in and of itself, is invading every end market, and it is driving 
companies to be more competitive than their peers,” says Rich Lawson, CEO 
of HGGC, which closed its third fund in December. “What’s changed is the 
proliferation of a computer in everyone’s pocket. There’s a much more sophisticated 
end-user base, and that is driving change in how businesses will have to compete.” 
HGGC looks to invest in companies involved in updating end markets that are still 
steeped in outdated technology, such as grocery stores, car dealerships, marketing 
agencies and insurance providers.

Software-as-a-Service is playing a big role in dealmaking. “SaaS is now the 
predominant way to deliver software, for good reason,” says Alan Peyrat of the 
Riverside Co., which in 2016 increased significantly the percentage of tech-related 
businesses the firm backed. “There are two major benefits of SaaS. One is that 
the methodology to provide service from one centralized platform is much more 
efficient than the old paradigm of license maintenance, which meant multiple 
versions of software. The other benefit that is so attractive is the recurring revenue 
model. Instead of selling a license once and getting small residual fees for updates, 
SaaS provides a steady, predictable revenue model.”

Dealmakers expect the M&A activity in the tech sector to continue rise in 2017, 
according to Mergers & Acquisitions’ Mid-Market Pulse (page 26).
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Watercooler

Call for Nominations

Nominations are now open for 
Mergers & Acquisitions’ 10th 
Annual M&A Mid-Market 

Awards. To help us select the 2016 
winners, submit your nominations online 
by Jan. 31, 2017.

The M&A Mid-Market Awards honor 
leading dealmakers and deals that set the 
standard for transactions in the middle 
market. To determine the winners, 
Mergers & Acquisitions considers a variety 
of factors. We look for companies and 
individuals who overcame the challenges 
the year brought, embodied the trends of 
the period and took their businesses to the 
next level.

Market leadership and performance 
are important, but league tables aren’t 
everything. Growth counts for a lot, 
especially when it outpaces peers and 
the overall industry. Innovation also 
counts. We value companies that changed 
the M&A landscape, expanded into 
new territories and transformed their 
businesses. Thought leadership in the 
industry is also relevant.

Looking at past winners provides a 
good guide to what we’re seeking. David 
Brackett and John Martin, co-CEOs of 
Antares Capital, who won Dealmakers of 
the Year for 2015, offer great examples. 
The pair built Antares into the largest 
lender in the middle market over 20 years 
and steered it through a highly successful 
sale process. The lender had a strong 2015, 
but it was also a year of transition. Early in 
the year, GE (NYSE:GE) announced the 
sale of most GE Capital assets, including 
GE Antares, which it had acquired 10 
years earlier. After a highly competitive 
process with many bidders vying for the 
coveted target, Canada Pension Plan 
Investment Board (CPPIB) won Antares 

in a $12 billion transaction to form a long-
term partnership to grow the business and 
its product offerings. Today, Antares is 
thriving and growing.

Another example is Newell 
Rubbermaid (NYSE: NWL), which won 
the 2015 Award for Strategic Buyer of 
the Year. The company wielded M&A 
in 2015 to fine-tune its product mix, 
including acquiring Elmer’s Products 
Inc. In 2016, Newell continued to buy 
and sell, following up the purchase of 
Yankee Candle by acquiring WoodWick 
Candles and selling the Irwin tools brand 
to Stanley Black & Decker Inc. (NYSE: 
SWK).

A third example is HGGC, which won 
Private Equity Firm of the Year for 2014. 
The firm founded in 2007 as Huntsman 
Gay Global Capital raised a second fund in 
2014, demonstrating its viability, despite a 
change in leadership and a new company 
name. Today, HGGC is run by three of the 

original founders -- CEO Rich Lawson, 
former San Francisco 49ers quarterback 
Steve Young and former Bain Capital 
executive Greg Benson -- plus former 

Citigroup Inc. (NYSE: C) chief 
financial officer Gary Crittenden. 
The Palo Alto, California-based 
firm continued to soar in 2015 and 
2016. In December, HGGC raised 
a third fund with aggregate capital 
commitments of $1.84 billion, 
including $90 million from the firm’s 
general partners. Fund III was raised 
in less than 100 days, according to 
the firm, which invests in middle-
market companies in such sectors 
as technology and information 
services, business and financial 
services, and industrial services. As 
the private equity industry matures, 
smart succession plans will prove 
crucial for many firms, and HGGC 
is serving as a model for how to 
make a smooth transition.

To be eligible for our awards, 
deals must meet the following 
criteria: be valued at or below $1 

billion; involve at least one U.S.-based 
company as buyer or seller; and have 
been completed by Dec. 31 of the award 
year (2016 in this case). We encourage 
nominations, but they are not required. 
Ultimately, the winners are chosen by our 
editorial team. The nomination process 
opens in December, and the deadline 
for all nominations is Jan. 31. (Note: No 
extensions are granted). We announce the 
winners in the April issue of Mergers & 
Acquisitions and on our website www.
themiddlemarket.com in late March. 
We’re always looking for input, so if you 
have any suggestions or questions, please 
send email to Mergers & Acquisitions 
editor-in-chief Mary Kathleen Flynn at 
marykathleen.flynn@sourcemedia.com.

—By Mary Kathleen Flynn

Newell Moves Forward 
With Growth Strategy

Newell Brands Inc. (NYSE: 
NWL) has agreed to buy food 
container maker Sistema Plastics 

and candle producer Smith Mountain 
Industries for a combined $570 million. 
The acquisitions are part of Newell’s 
Growth Game Plan strategy to reshape 
its portfolio through M&A in order to 
focus on core business lines. Newell won 
Mergers & Acquisitions’ 2015 M&A 
Mid-Market Award for Strategic Buyer of 
the Year.

Sistema, based in Auckland, New 
Zealand, makes food storage containers 
under the Sistema brand, and has about 
$145 million in annual sales. The target 
will expand Newell’s international 
presence into regions including: Austria, 
Belgium, Croatia, Denmark, Germany 
and New Zealand. Newell is paying $470 
million for Sistema.

Smith Mountain produces candles 
under the WoodWick brand. Newell is 
paying $100 million for the Lynchburg, 
Virginia-based target, which has about 
$65 million in annual sales. Hoboken, 
New Jersey-based Newell says WoodWick 

fits in its home fragrance division, which 
owns Yankee Candle. Newell completed 
its $15 billion purchase of Yankee Candle 
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original founders -- CEO Rich Lawson, 
former San Francisco 49ers quarterback 
Steve Young and former Bain Capital 
executive Greg Benson -- plus former 

Citigroup Inc. (NYSE: C) chief 
financial officer Gary Crittenden. 
The Palo Alto, California-based 
firm continued to soar in 2015 and 
2016. In December, HGGC raised 
a third fund with aggregate capital 
commitments of $1.84 billion, 
including $90 million from the firm’s 
general partners. Fund III was raised 
in less than 100 days, according to 
the firm, which invests in middle-
market companies in such sectors 
as technology and information 
services, business and financial 
services, and industrial services. As 
the private equity industry matures, 
smart succession plans will prove 
crucial for many firms, and HGGC 
is serving as a model for how to 
make a smooth transition.

To be eligible for our awards, 
deals must meet the following 
criteria: be valued at or below $1 

billion; involve at least one U.S.-based 
company as buyer or seller; and have 
been completed by Dec. 31 of the award 
year (2016 in this case). We encourage 
nominations, but they are not required. 
Ultimately, the winners are chosen by our 
editorial team. The nomination process 
opens in December, and the deadline 
for all nominations is Jan. 31. (Note: No 
extensions are granted). We announce the 
winners in the April issue of Mergers & 
Acquisitions and on our website www.
themiddlemarket.com in late March. 
We’re always looking for input, so if you 
have any suggestions or questions, please 
send email to Mergers & Acquisitions 
editor-in-chief Mary Kathleen Flynn at 
marykathleen.flynn@sourcemedia.com.

—By Mary Kathleen Flynn

Newell Moves Forward 
With Growth Strategy

Newell Brands Inc. (NYSE: 
NWL) has agreed to buy food 
container maker Sistema Plastics 

and candle producer Smith Mountain 
Industries for a combined $570 million. 
The acquisitions are part of Newell’s 
Growth Game Plan strategy to reshape 
its portfolio through M&A in order to 
focus on core business lines. Newell won 
Mergers & Acquisitions’ 2015 M&A 
Mid-Market Award for Strategic Buyer of 
the Year.

Sistema, based in Auckland, New 
Zealand, makes food storage containers 
under the Sistema brand, and has about 
$145 million in annual sales. The target 
will expand Newell’s international 
presence into regions including: Austria, 
Belgium, Croatia, Denmark, Germany 
and New Zealand. Newell is paying $470 
million for Sistema.

Smith Mountain produces candles 
under the WoodWick brand. Newell is 
paying $100 million for the Lynchburg, 
Virginia-based target, which has about 
$65 million in annual sales. Hoboken, 
New Jersey-based Newell says WoodWick 

fits in its home fragrance division, which 
owns Yankee Candle. Newell completed 
its $15 billion purchase of Yankee Candle 

owner Jarden in 2016.
Newell CEO Michael Polk says both 

acquisitions will strengthen the company’s 
presence in core categories, particularly in 
food storage, home fragrance and writing. 
Newell launched its Growth Game 
Plan in 2012 to create a “larger, faster 
growing, more global and more profitable 
company.” For example, in 2015, Elmer’s 
was added to the writing division, which 
houses the Sharpie brand.

Newell is in the process of selling 10 
percent of its portfolio so it can focus on 
fast-growing businesses. The company 
has agreed to sell the Irwin tools brand 
to Stanley Black & Decker Inc. (NYSE: 
SWK) for $1.95 billion. That sale also 
includes the Hilmor and Lenox brands. 
Cameron Partners and Rothschild are 
advising Newell on the Sistema deal.

—By Demitri Diakantonis

Home Furnishing Deals 
Rise, Bain Backs Innocor

Bain Capital Private Equity is buying 
Innocor Inc., a manufacturer 
of foam and home furnishing 

products, from Sun Capital Partners Inc. 
While financial terms were undisclosed, 
the deal is expected to close in the first 
quarter of 2017.

Innocor, headquartered in Red Bank, 
New Jersey, is a producer of polyurethane 
foam products for a variety of industries. 
Through its Innocor Comfort consumer 
division and Innocor Foam Technologies 
commercial division, the target 
manufactures an array of products, 
including: memory foam mattresses, 
pillows, specialty sleep products, carpet 
cushions, furniture, kitchen and utility 
mats, and mattress toppers. Innocor 
markets its products under the Sleep 
Innovations and Novaform brands from 

the company’s 22 manufacturing plants 
and distribution centers across the U.S.

Bain Capital is a Boston-based private 
equity firm that has made more than 270 
investments since its inception in 1984. 
The firm’s investment portfolio consists of 
companies across a variety of industries, 
including: consumer and retail, financial 
services, business services, healthcare, 
industrials, and technology media and 
telecommunications. Bain Capital 
recently sold Apple Leisure Group, a 
vacation hospitality conglomerate for the 
Caribbean and Mexico region, to private 
equity firms KKR & Co. (NYSE: KKR) 
and KSL Capital Partners LLC.

Sun Capital, founded in 1995, is 
a global private equity firm based in 
Boca Raton, Florida. The PE firm has 
more than $9.2 billion in capital under 
management and has invested in more 
than 300 companies across a variety of 
industries, including: consumer products 
and services, food and beverage, industrial, 
packaging, chemicals, building products, 
automotive, restaurant and retail. Sun 
Capital targets companies with between 
$50 million and $500 million in sales, but 
also targets companies with up to $1.5 
billion in revenues.

Manufacturers of home furnishings 
are benefiting from trends that show an 
increase in new home sales in the real estate 
market. Recent deals for makers of home 
goods include: Z Capital Partners LLC’s 
investment in Twin-Star International 
Inc.; Hooker Furniture Corp.’s (Nasdaq: 
HOFT) agreement to buy Home 
Meridian International Inc. and Mattress 
Firm Holding Corp.’s (Nasdaq: MFRM) 
completed deal for rival Sleepy’s.

Sawaya Segalas & Co. LLC and 
Macquarie Capital are serving as financial 
advisers to Innocor, while Kirkland 
& Ellis LLP is acting as legal counsel. 
Barclays plc (NYSE: BCS) and Bank of 
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America Merrill Lynch (NYSE: BOAC) 
are serving as financial advisers to Bain 
Capital Private Equity, while Ropes & 
Gray LLP is serving as legal counsel.

—By Kamaron Leach

More Home Décor M&A

Quad-C Management has bought 
carpet manufacturer Stanton 
Carpet Corp. from Norwest 

Equity Partners for an undisclosed 
amount.

Stanton designs and distributes 
premium carpeting and soft flooring 
products to more than 4,000 retailers 
across the U.S. The Syosset, New 
York-based target was founded in 
1980 as a family business and now 
the company’s flooring brands brands 
consist of: Stanton, Antrim, Royal 
Dutch, Atelier, Rosecore and Crescent. 
Stanton currently employs nearly 100 
staff members and recently completed 
construction on its new distribution 
facility in Calhoun, Georgia. The target 
has “realized significant expansion of its 
product portfolio, penetration of new 

markets, augmentation of its sales force 
productivity, and the optimization of its 
supply chain” over recent years, according 
to Todd Solow, a partner at NEP.

Quad-C, based in Charlottesville, 
Virginia, invests in $75 million to $400 
million companies in the business services, 
consumer, general industrial, healthcare, 
specialty distribution and transportation/
logistics sectors. The middle-market 
private equity firm has invested more than 
$2 billion in more than 40 companies 
since its 1989 start. Earlier in 2016, the 
firm backed Inmark Packaging in early 

2016 and acquired Rainbow 
Early Education Holding LLC 
for an undisclosed amount.

NEP is a middle market 
private equity firm based in 
has been investing in growing, 
profitable, and scalable middle 
market companies since 1961 
and has deep experience 
working with industry-leading 
distribution companies, 
including Bix Produce, 
Momentum, Lindstrom Metric 
and Imperial Supplies.

Makers of home good 
products are benefiting from 
trends in the real estate market, 

including an increase in new home 
sales. Recent deals include: Ardian’s 
agreement to buy SLV, a maker of 
residential and commercial light fixtures; 
Hooker Furniture Corp.’s (Nasdaq: 
HOFT) purchasing of Home Meridian 
International Inc.; and Mattress Firm 
Holding Corp.’s (Nasdaq: MFRM) 
completed deal for its rival Sleepy’s.

BB&T Capital Markets (NYSE: 
BBT) served as financial adviser to NEP. 
Winston & Strawn LLP served as legal 
adviser to Stanton.

—By Kamaron Leach

Moving Footwear Targets

Caleres (NYSE: CAL) has 
purchased Allen Edmonds Shoe 
Corp., a U.S. manufacturer of 

men’s leather footwear and accessories, in 
a $255 million deal from private equity 
firm Brentwood Associates. The deal for 
Allen Edmonds will allow the combined 
company to benefit from brand and 
product development, as well as material 
sourcing.

Allen Edmonds was founded in 1922 
to create custom-made men’s dress and 
casual shoes. The target’s shoes use only 
“premium” leathers that repel moisture and 
hold shape. The shoes are all handcrafted 
using a 212-step process from its factory 
on the shores of Lake Michigan in Port 
Washington, Washington. In addition to 
shoes, Allen Edmonds manufactures belts, 
breifcases, backpacks, travel bags, cufflinks 
and lapel pins, wallets and money clips, 
umbrellas, bar ware, pens and eyewear.

“The addition of Allen Edmonds to 
the Caleres brand portfolio allows us to 
rapidly increase our exposure in men’s 

 S
tan

to
n 

Ca
rp

et

Al
len

d 
Ed

m
on

ds

008_MAJ020117   8 1/6/2017   12:55:31 PM



Donnelley Financial Solutions provides software and services that enable clients to communicate 
with confidence in a complex regulatory environment. With 3,500 employees in 61 locations across 
18 countries, we provide thousands of clients globally with innovative tools for content creation, 
management and distribution, as well as data analytics and multi-lingual translations services. 
Leveraging advanced technology, deep-domain expertise and 24/7 support, we deliver cost-
effective solutions to meet the evolving needs of our clients.

Venue Deal Solutions Comprehensive Slate of Solutions:
Venue offers a full suite of Deal Solutions built around the core of our best-in-class Virtual Data 
Room to provide the most comprehensive slate of services in the industry to improve every stage 
of every deal. We offer our clients the highest level of service and access to the most cutting edge 
technology, to streamline your entire deal process.

For more information visit venue.dfsco.com

Unmatched Expertise and Global Scale

Donnelley
Financial Solutions

Donnelley Financial Solutions provides software and services that enable clients to communicate 
with confidence in a complex regulatory environment. With 3,500 employees in 61 locations across 
18 countries, we provide thousands of clients globally with innovative tools for content creation, 
management and distribution, as well as data analytics and multi-lingual translations services. 
Leveraging advanced technology, deep-domain expertise and 24/7 support, we deliver cost-
effective solutions to meet the evolving needs of our clients.

Venue Deal Solutions Comprehensive Slate of Solutions:
Venue offers a full suite of Deal Solutions built around the core of our best-in-class Virtual Data 
Room to provide the most comprehensive slate of services in the industry to improve every stage 
of every deal. We offer our clients the highest level of service and access to the most cutting edge 
technology, to streamline your entire deal process.

For more information visit venue.dfsco.com

Unmatched Expertise and Global Scale

Donnelley
Financial Solutions

Donnelley Financial Solutions provides software and services that enable clients to communicate 
with confidence in a complex regulatory environment. With 3,500 employees in 61 locations across 
18 countries, we provide thousands of clients globally with innovative tools for content creation, 
management and distribution, as well as data analytics and multi-lingual translations services. 
Leveraging advanced technology, deep-domain expertise and 24/7 support, we deliver cost-
effective solutions to meet the evolving needs of our clients.

Venue Deal Solutions Comprehensive Slate of Solutions:
Venue offers a full suite of Deal Solutions built around the core of our best-in-class Virtual Data 
Room to provide the most comprehensive slate of services in the industry to improve every stage 
of every deal. We offer our clients the highest level of service and access to the most cutting edge 
technology, to streamline your entire deal process.

For more information visit venue.dfsco.com

Unmatched Expertise and Global Scale

Donnelley
Financial Solutions

009_MAJ020117   9 1/10/2017   12:32:44 PM



10  MERGERS & ACQUISITIONS February 2017

Watercooler

footwear, solidifying a new revenue stream 
to drive overall growth,” states Caleres 
CEO Diane Sullivan.

Founded in 1878, Caleres is a global 
footwear brand manufacturer for the 
family, healthy living, and contemporary 
fashion consumer. For more than 135 
years, Caleres has looked “to inspire 
people to feel good, feet fi rst.” � e buyer, 
boasting itself as the pioneer of the 
modern footwear industry, distributes its 
brands to more than 2,500 retailers in 
the U.S., Canada, and across more than 
60 countries globally. Caleres’ family and 
contemporary fashion brands include: 
Dr. Scholl’s, Sam Edelman, Franco Sarto, 
Vince, Via Spiga, LifeStride, George 
Brown Bilt, Diane von Furstenberg, and 
Carlos Santana.

Brentwood is a Los Angeles private 
equity fi rm with more than $1.4 billion 
in assets under management. Since the 
fi rm’s inception in 1984, Brentwood 
has invested in 50 portfolio companies 
focused on consumer goods and retail. 
� e PE fi rm has invested in companies 
such as: Boston Proper LLC., Taco Bell 
Corp. and KFC owner K-Mac Holdings 
Corp., Marshall Retail Group, Sundance 
and Veggie Grill.

Middle-market deals for footwear 
brands include: CCMP Capital Advisors 
LLC purchase of slip-resistant shoe maker 
Shoes for Crews and DSW Inc.’s (NYSE: 
DSW) deal for Ebuys Inc. to expand 
online and into international markets. 
� e deal by DSW comes as the footwear 
retailer, along many others, is combatting 
the challenge of shifting consumer habits 
from store fronts to e-commerce. In 2015,  
Coach Inc. (NYSE: COH) completed 
acquisition of Stuart Weitzman for nearly 
$574 million; and Berkshire Partners 
along with New Balance Athletic Shoe 
Inc. acquired the Rockport Co. from 
the Adidas Group (ETR: ADS) for $280 

million. Wells Fargo Securities (NYSE: 
WFC) served as fi nancial adviser to 
Caleres in the deal for Allen Edmonds.
 —By Kamaron Leach

Smithfi eld Grows 
Customer Base

Smithfi eld Foods Inc. (NYSE: SFD) 
is buying competitor Clougherty 
Packing LLC, a manufacturer of 

two branded pork and meats brands, 
from Hormel Foods Corp. (NYSE: HRL) 
for $145 million. � e deal includes the 
target’s two facilities plus three additional 
farm operations in California, Arizona 
and Wyoming.

Clougherty Packing, established by the 
Clougherty family and based in Southern 
California, owns food brands Farmer 
John and Saag’s Specialty Meats. Farmer 
Johns was founded in 1931 and makes 
pork products such as fresh-cut loin, 
lunch meat, breakfast sausage, bacon, and 
boneless and bone-in cooked ham. Saag’s 
Specialty Meats is a premium brand of deli 

meats and specialty sausage products made 
without any artifi cial fl avors, colors, fi llers, 
extenders or monosodium glutamate, 
according to the company. Clougherty 
Packing packages and distributes the 
products of its subsidiaries to brand retailers 
such as: Costco Wholesale Corp. (Nasdaq: 
COST), Safeway Inc. (NYSE: SWY), Wal-
Mart Stores Inc. (NYSE: WMT), Food 4 

Less of Southern California Inc., and Stater 
Bros. Holding Inc. � e target sponsors the 
Los Angeles Dodgers professional baseball 
team and makes team’s Dodger Dog.

“By folding Farmer John into our 
operations, we are better positioned to take 
advantage of our long-term strategic growth 
goals, which includes an increasingly 
diversifi ed customer and consumer base 
and greater supply chain effi  ciency,” states 
Smithfi eld Foods CEO Kenneth Sullivan.

Smithfi eld Foods is a U.S. meat and 
hog processing company with domestic 
and international facilities across nearly 
26 states. � e buyer’s brands consist of: 
Smithfi eld, Eckrich, Nathan’s Famous, 
Farmland, Armour, John Morrell, Cook’s, 
Kretschmar, Gwaltney, Curly’s, Margherita, 
Carando, Healthy Ones, Krakus, Morliny 
and Berlinki. Smithfi eld Foods reported 
approximately $1.34 billion in gross profi t 
for nine months ending in Q3 2016.

Hormel, located in Austin, Minnesota, 
was founded in 1891 as a seller of pork 
and meat products. Driven by changes in 
consumer preferences for food, Hormel has 
been expanding beyond traditional meat-
based options – into non-meat proteins, 
organic meats and non-meat proteins, 
and into ethnic-style protein meals. For 
example, the company recently purchased 
nut butter producer Justin’s LLC to grow 
beyond traditional meats and acquired 
natural meat distributor Applegate Farms 
in 2015. In 2014, Hormel purchased 
Muscle Milk maker CytoSport Inc. 
Hormel won Mergers & Acquisitions’ 
2013 Mid-Market Award for Deal of the 
Year for the $700 million acquisition of 
the Skippy brand. Hormel’s vice president 
of corporate development Fred Halvin 
spoke to Mergers & Acquisitions about 
the company’s eff orts to focus on segments 
that attract the growing population of 
millennials and Hispanics.

 —By Kamaron Leach
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ophthalmology division. Financial 
terms of the deal were undisclosed.

Encore Vision is a Fort Worth, 
Texas-based start-up that develops 
and distributes pharmaceuticals 
for the treatment of presbyopia, a 
vision disorder caused by the loss 
of elasticity in the lens of the eye. 
The age-related condition affects 
approximately 80 percent of people 
over the age of 45. While there are 
some therapies for presbyopia that 
only provide optical correction 
without addressing the cause of vision loss, there are no safe 
treatments available that could stop progression or reverse 

Diverse Perspectives

At a time when independent 
sponsors are giving private equity 
firms a run for their money, two 

investment bankers have teamed up to 
form a new firm with a distinct approach. 
Co-founders Chijioke Asomugha and 
Marques Martin have launched The 
Inkwell Group LLC to leverage racial 
and gender diversity.

The firm, based in Washington, 
DC and Cleveland, Ohio, will look to 
enhance lower middle-market companies 
through the addition of diverse executive 
and boardroom leadership. The firm’s 
investments will target businesses 
within the healthcare, financial services, 
industrial manufacturing, and tech, 
media and telecom industries. On 
average, The Inkwell Group anticipates 
investing from $3 million to $30 million 

in equity to companies with up to $10 
million in Ebitda. The firm has yet to 
make its first investment, however plans 
to invest on a deal-by-deal basis before 

establishing its first fund.
“Our goal is to help owners receive 

partial liquidity while remaining invested 
in the growth of their companies, should 
they so choose,” states Martin.

“We are focused on driving growth and 
believe in the additive impact that diverse 
executive perspectives and an inclusive 
culture can have on that process,” states 
Asomugha. “Small businesses rarely have 
complete management teams and tend 
to seek support within their existing 
network, resulting in group think that 
runs contrary to igniting innovation. 
Our approach directly addresses this 
obstacle to growth.” As part of the firm’s 
strategy to leverage diversity, Asomugha 
and Martin have created The Inkwell 
Executive Suite, a leadership network 
for experienced women and minority 
executives to source deals. Companies 
found in the top quartile for gender and 
ethnic diversity are are 15 percent and 35 
percent, respectively, more likely to have 
financial returns above their national 
industry medians, according to a 2015 
McKinsey & Co. report.

Asomugha, prior to launching the 
new firm alongside Martin, led corporate 
development at Erico Global Co. for 
three years. Before then, he served as a 
senior associate at private equity firm 
Cyprium Partners and also worked in 
investment banking for Goldman Sachs 
Group Inc. (NYSE: GS). Asomugha 
holds a Bachelor of Arts degree in 
Economics from Stanford University 
and also received his Master of Business 
Administration degree in Finance and 
Management from Columbia University.

Martin, who received his Bachelor of 
Arts degree in Business Administration 

from Morehouse College, brings nearly 
10 years of industry experience to the 
firm. Before establishing The Inkwell 
Group, he served as a senior associate for 

The Riverside Co., worked as an analyst 
for H.I.G. Capital, and most recently 
led KeyBank’s (NYSE: KEY) small 
business team as senior vice president. 
KeyBank’s small business team managed 
approximately $4 billion in assets at the 
time.

The Inkwell Group coming to market 
is rather timely as some executives say 
minorities and women are “grossly 
under-represented” in the sector. In fact, 
Robert L. Johnson recently launched his 
investment bank, RLJ Capital Markets, 
for some of those very reasons. Johnson 
owns middle-market private equity firm 
RLJ Equity Partners and founded Black 
Entertainment Television. Johnson is no 
stranger to paving the way for minorities 
in business.

—By Kamaron Leach

Expanded Vision

Novartis International AG 
(NYSE: AG) has agreed to 
buy Encore Vision Inc., a 

developer of novel treatment for loss of 
near distance vision, to add to the buyer’s 
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ophthalmology division. Financial 
terms of the deal were undisclosed.

Encore Vision is a Fort Worth, 
Texas-based start-up that develops 
and distributes pharmaceuticals 
for the treatment of presbyopia, a 
vision disorder caused by the loss 
of elasticity in the lens of the eye. 
� e age-related condition aff ects 
approximately 80 percent of people 
over the age of 45. While there are 
some therapies for presbyopia that 
only provide optical correction 
without addressing the cause of vision loss, there are no safe 
treatments available that could stop progression or reverse 

the disorder. Encore Vision’s 
product, called EV06, has been 
used in two phases of clinical 
trials, showing advancement in 
distant corrected near vision.

Novartis is a global healthcare 
company headquartered in 
Basel, Switzerland that develops 
treatments for both the front 
and back of the eye conditions, 
including: retina diseases, 
glaucoma, dry eye and other 
external eye diseases. � e deal 

comes as the buyer combined its retina medicines business with 
the Alcon pharmaceuticals business in 2016. � e business now 
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� e Riverside Co., worked as an analyst 
for H.I.G. Capital, and most recently 
led KeyBank’s (NYSE: KEY) small 
business team as senior vice president. 
KeyBank’s small business team managed 
approximately $4 billion in assets at the 
time.

� e Inkwell Group coming to market 
is rather timely as some executives say 
minorities and women are “grossly 
under-represented” in the sector. In fact, 
Robert L. Johnson recently launched his 
investment bank, RLJ Capital Markets, 
for some of those very reasons. Johnson 
owns middle-market private equity fi rm 
RLJ Equity Partners and founded Black 
Entertainment Television. Johnson is no 
stranger to paving the way for minorities 
in business.

 —By Kamaron Leach
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Novartis International AG 
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Chijioke Asomugha

 

 
 

 
 

 

 
 

 
 

 
 

 

 

 

  
  

  

®

013_MAJ020117   13 1/6/2017   12:56:00 PM



14  MERGERS & ACQUISITIONS February 2017 February 2017 MERGERS & ACQUISITIONS  15

Be
ne

sc
h

Watercooler

operates as one ophthalmology division 
under Novartis Pharmaceuticals.

Deals for companies in the medical 
sector continue to receive strong interest 
from buyers. Recent acquisitions include: 
Johnson & Johnson’s (NYSE: JNJ) 
agreeing to buy Abbott Laboratories’ 
(NYSE: ABT) eye-surgery equipment 
unit; Windjammer Capital Investors’ 
investment in medical test equipment 
maker Advanced Instruments; Genstar-
backed Tecomet Inc. purchased 
Mountainside Medical, a maker of 
endoscopes and laparoscopes; TPG Capital 
acquired Beaver-Visitec International, 
another eye surgery device maker; and 
Teleflex Inc.’s (NYSE: TFX) deal to buy 
Vascular Solutions Inc. (Nasdaq: VASC) 
for approximately $1 billion.

—By Kamaron Leach

Opening Doors

The Cook & Boardman Group, 
backed by Ridgemont Equity 
Partners, has purchased door 

and frame distributor Delta Door and 
Hardware LLC. M&A for the construction 
industry is expected to expand in 2017.

Founded in 1964, Delta Door is a 
Memphis, Tennessee-based distributor 
of commercial doors, frames and 
hardware equipment such as hinges and 
security systems for doors. The target 
also offers a range of services including: 
new construction management, tenant 
renovation, city sales, architectural 
specifications, key system management, 
access control systems, and building 
standards development. Delta Door 
distributes a variety of hardware brands, 
including: Ceco Door, Falcon, LCN, 
Hager Companies, Ives, Detex, Yale, 
Stanley, McKinney, and Sargent.

Cook & Boardman is also a distributor 

of branded metal and wood doors, door 
frames, door hardware. The buyer targets 
the non-residential construction sector 
with clients in the education, municipal, 
healthcare, commercial, office, multi-
family, and hospitality industries. The 
deal for Delta Door helps Cook & 
Boardman expand its geographic reach 
into Tennessee, Arkansas and Mississippi.

Ridgemont is a Charlotte, North 
Carolina private equity firm that typically 
invests $25 million to $100 million in 
companies that have up to $30 million 
in Ebitda. Recently, the firm purchased 
WoodRidge Behavioral Care through its 
portfolio company Perimeter Healthcare; 
bought Corrosion Specialties Inc. through 
its portfolio company APE Cos.; and 
acquired Unishippers Global Logistics, 
a third party packing and heavy freight 
services company. In 2015, the firm raised 
its second fund of 2015 with $995 million 
in capital commitments. Ridgemont has 
invested more than $3.5 billion in more 
than 130 companies.

Recent construction acquisitions 
include: Blue Wolf Capital Partners 
LLC’s acquiring Nacs USA Inc., a North 
American millwork business, from Tenon 
Holdings; Southwire Co. LLC’s buying 

United Copper Industries Inc., a maker of 
electrical wire, from KPS Capital Partners; 
United Subcontractors Inc.’s purchase 
of insulation contractor Southern 
Foam and Coating; Meridian General 
Capital’s buying of PowderCoat Services 
Inc., which provides coating services to 
construction, automotive, consumer and 
electronics sectors; and ABC Supply Co.’s 
purchase of L&W Supply, a distributor 
of drywall, ceiling tiles and steel framing 
materials to building contractors, from 
USG Corp. (NYSE: USG).

—By Kamaron Leach

Remembering James Hill

Law firm Benesch has reported the 
passing of longtime partner James 
Hill, a highly respected M&A 

adviser to the middle market. Readers of 
Mergers & Acquisitions know Hill well 
from his hosting many of our roundtable 
discussions over the years.

Here is how his colleagues at Benesch 
remember him:

We are deeply saddened to note the 
passing of our longtime partner, colleague 
and friend, James M. Hill.

Jim was a partner at Benesch for nearly 
30 years, having joined the firm in 1987. 
He served as Benesch’s Managing Partner 
from 1999 to 2007 and was instrumental 
in growing the firm.

Above all, Jim was a consummate 
deal maker with exceptional business 
acumen. He focused his practice on 
publicly and privately held growth 
companies in addition to representing 
equity funds, mezzanine funds and family 
offices. Jim built a nationally-recognized 
private equity practice. He especially 
enjoyed working with family-owned 
business, having grown up in a family-
owned building materials manufacturing 
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ACG Raleigh Durham provides the perfect 
environment to make new connections and 
catch up with established contacts. Whether it 
is over a game of golf, learning the new skill of 
curling, enjoying the networking reception or, 
in pre-arranged meetings at DealSource, con-
nections are here waiting to be made.
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 Don’t miss your opportunity to learn about PE 
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•  Ag and Ag BioTech
• The ReBirth of Textiles
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share their expertise
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business. He was very active and valued 
as a strategic advisor to companies as they 
evolved, and sat on a number of boards of 
directors.

Jim was always eager to do deals and 
build relationships to help clients. He 
truly was a leader in client service and an 
excellent lawyer who kept in touch with 
all legal industry trends.

 Jim perennially earned recognition 
from The Best Lawyers in America® 
and was selected by Chambers USA as 
a 2015 Leader in his Field (Corporate 
Law and Mergers & Acquisitions). Jim 
most recently served as Vice Chairman 

of Benesch, Chair of its Private Equity 
Group, an Executive Committee Member, 
and an active and practicing member 
of its Corporate & Securities Practice 
Group. Jim frequently spoke at national 
conferences.

 All of us in the Benesch family mourn 
Jim’s passing and extend our deepest 
sympathies to his wife, Freda, and their 
children and grandchild. Jim left big shoes 
to fill, and we will work hard to honor 
his many contributions to the firm by 
building on his strong platform of growth 
and continuing his legacy of excellence.

—By Mary Kathleen Flynn
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United Copper Industries Inc., a maker of 
electrical wire, from KPS Capital Partners; 
United Subcontractors Inc.’s purchase 
of insulation contractor Southern 
Foam and Coating; Meridian General 
Capital’s buying of PowderCoat Services 
Inc., which provides coating services to 
construction, automotive, consumer and 
electronics sectors; and ABC Supply Co.’s 
purchase of L&W Supply, a distributor 
of drywall, ceiling tiles and steel framing 
materials to building contractors, from 
USG Corp. (NYSE: USG).

—By Kamaron Leach
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ParkerGale-Backed ATP Makes 
Add-On Deal

ParkerGale Capital LP, through its portfolio 
company Aircraft Technical Publishers, 
has purchased aviation diagnostic service 

provider CaseBank Technologies Inc. ParkerGale 
closed a $240 million buyout fund in Nov. 2016 
to invest in tech-enabled business services.

CaseBank Technologies is a software and 
service company that provides diagnostic and 
troubleshooting for complex equipment. The 
target, founded in 1998 and based in Ontario, 
Canada, serves the aerospace and defense, aviation, 
automotive, heavy equipment, transportation and 
high tech industries. As equipment performance 
deteriorates and machines break down, CaseBank 
Technologies’’ software delivers real-time 
diagnostic reports and improves the performance 
of product support personnel with best practices 
for field technicians. Some of the target’s clients 
include: Bombardier Inc., Hawker Beechcraft 
Acquisition Co. LLC., Gulfstream Intl. Group, 
Lockheed Martin Corp. (NYSE: LMT), and Pratt 
& Whitney Canada.

ATP is a San Francisco-based information 
management and service provider for 
manufacturers, owners and maintenance providers 
for the aviation industry. ParkerGale invested 
in ATP in Nov. 2015 before making this add-
on acquisition. From compliance tracking 
and inventory management to fault detection 
and diagnostics, the buyer’s software helps 
businesses manage their maintenance process. 
ATP chief executive officer Charles Picasso 
believes the deal for CaseBank will “drive greater 
improvements in maintenance processes and 
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Private Equity Perspective

The total amount raised in 2016 by PE funds 
globally was $345 billion, based on data collected 
by Jan. 3. As more information becomes available, 
the figures are expected to rise by up to 10 percent, 
which would put 2016 beyond the post-crisis record 
of $348 billion raised in 2014. 

In a sign of health, 2016 
was the fourth consecutive 
year in which annual 
fundraising totals exceeded 
$300 billion. However, the 
figures still lag the nearly 
$400 billion raised by funds 
that closed before the crisis 
in 2007 and 2008, points 
out Christopher Elvin, head 
of private equity products 
for the London-based 
supplier of data, analysis and intelligence services to 
the alternative assets industry.

At 807, the number of funds closed in 2016 
was down from the 944 that closed in 2015. 
Consequently, the average fund size in 2016 reached 
a record $476 million, surpassing the previous 
record of $446 million in 2007.

Private equity funds have been growing more 
successful in their fundraising efforts over recent 
years, says Elvin. Half the funds raised in 2016 
exceeded their target size, compared with about a 
third in 2012. Only 25 percent of the funds raised 
in 2016 failed to reach their target size at final close, 

down from 41 percent in 
2012.

In response to increased 
enthusiasm for the private 
equity asset class, the number 
of new vehicles being 
marketed to investors has 
been climbing over the past 
few years. There are currently 
1,835 new funds on the road, 
up from 1,630 a year earlier. 
Funds being marketed to 

investors currently are seeking an aggregate $526 
billion, up from $488 billion at the start of 2016.

Elvin observes, “The congested nature of the 
marketplace can make the fundraising process 
difficult, especially for smaller or less experienced 
managers, who will need to find effective ways of 
differentiating themselves and their funds.” 

MARY KATHLEEN FLYNN

Robust Fundraising Bodes Well for 2017

The private equity coffers are primed for M&A deals in 2017,  thanks to successful 

fundraising in 2016. The dollars raised were on par with 2014, the best year 

since the financial crisis, according to preliminary data from Preqin. Providing further 

call for optimism about future dealmaking, a record number of new private equity 

funds are currently being marketed to investors.

“The number
of new vehicles
being marketed
to investors has

been climbing
over the past

few years.

”
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The Buyside

There are “huge unmet needs” among patients 
of heart disease, Edwards Lifesciences CEO 
Michael Mussallem told investors. “As well 
as they’re treated today, there’s so much more 
opportunity.”

Irvine, California-based Edwards Lifesciences 
Corp. (NYSE: EW) is buying Valtech Cardio 
Ltd for up to $690 million to expand 
its services in heart valve repair and 
replacement.  Valtech, located in 
Or Yehuda, Israel, is known 
for developing the Cardioband 
System used to treat and repair 
heart valves by inserting a 
catheter into a vein that reaches 
the heart. Cardioband has been 
approved for sales in Europe but 
not in the U.S. “The opportunity to 
go in into directly affect the annulus is 
one that we think is powerful therapy and will 
be important in the future,” added Mussallem. 
The annulus is a ringlike structure that supports 
the heart valve’s leaflets. The leaflet is part of a 
heart valve designed to open in the direction of 
bloodflow and close to prevent backflow. Some of 

Edwards Lifesciences products include catheters, 
pressure monitoring systems and surgical 
heart valves. The company estimates that the 
transcatheter market will surpass $5 billion by 
2021.

Edwards Lifesciences’ competitors have 
also been making acquisitions in the heart 

treatment space. For example, Dublin-
based Medtronic plc (NYSE: 

MDT) bought HeartWare 
International Inc. for about $1.1 
billion. HeartWare, located in 
Framingham, Massachussetts, 
manufactures miniaturized 
implantable heart pumps 

for patients who suffer from 
advanced heart failure.
Teleflex Inc. (NYSE: TFX), 

based in Wayne, Pennsylvania, is adding 
Vascular Solutions Inc. (Nasdaq: VASC) for 

approximately $1 billion. Minneapolis-based 
Vascular Solutions makes catheters that are 
designed to improve vascular procedures.M&A 
among heart device makers is poised to rise, as 
patients continue to seek better treatments.  

DEMITRI DIAKANTONIS

Investing in the Heart

Heart disease is the No. 1 killer in the world. Heart disease and strokes kill 

more than 786,000 Americans annually, according to the American Heart 

Association. That figure is larger than the population of several states, including 

North Dakota and Wyoming. Innovations in medical devices are giving heart disease 

patients more options, and strategic buyers are snatching up device makers.
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Finance Finesse

Along with co-CEO David Brackett, Martin 
predicts a 10 to 15 percent increase in business for 
Antares in 2017. “We have visibility into at least 
the first half of 2017 indicating that we’re going 
to be very busy.”

Brackett and Martin foresee a lower tax rate for 
corporations and capital gains, and a more lenient 
regulatory environment during Donald Trump’s 
presidency. Among other things, Brackett says 
a Republican-controlled executive branch will 
likely spearhead a positive boost in infrastructure 
spending. As for other sectors, the healthcare 
industry may experience pushback with the 
potential repeal of Obamacare.

These aren’t the only changes to come. Prior 
to Trump taking office, the U.S. Federal Reserve 
voted unanimously to raise interest rates for the 
second time in a decade. The federal fund rates 
tightened modestly, as the bank’s target range rose 
to between .25 percent and .50 percent. With 
respect to interest rates, Brackett and Martin say, 
“We’re still in a very conservative time.” 

Brackett and Martin offer a one-two punch 
as leaders of the most prolific middle-market 
lender in the U.S. They met at Heller Financial, 

the Chicago-based finance firm that rose to 
prominence in the ‘80s and ‘90s. They left Heller 
with about a dozen dealmakers in 1996 to launch 
Antares, with backing from Mass Mutual Life 
Insurance Co. In 2001, GE acquired Heller and 
then in 2005, GE bought Antares. As soon as GE 
announced it would sell GE Capital’s Sponsor 
Finance group in April 2015, a bidding war broke 
out with a long list of reported would-be acquirers, 
including Apollo Global Management (NYSE: 
APO), Ares Management (NYSE: ARES), the 
Blackstone Group (NYSE: BX), Kohlberg Kravis 
Roberts & Co. (NYSE: KKR), Mitsubishi UFJ 
Financial Group Inc. (NYSE: MTU), SunTrust 
Banks Inc. (NYSE: STI) and Guggenheim 
Securities. Ultimately, the winning $12 billion 
bid came from Canada Pension Plan Investment 
Board (CPPIB). The highly competitive deal gave 
CPPIB access to U.S. middle-market loans and a 
rolodex of nearly 300 PE firms and won Brackett 
and Martin our 2015 award for Dealmakers of 
the Year.

For more of our conversation with Antares’ co-
CEOs, watch the video on our website at www.
TheMiddleMarket.com  

KAMARON LEACH

Leading Lenders

Coming off the heels of a robust fourth quarter, the beginning of 2017 offers a 

much better lending environment than the same period a year earlier, when the 

availability of financing was volatile. “We look at our pipeline of transactions right 

now, and it’s about as robust as it’s been in quite some time,” says John Martin, co-

CEO of middle-market lending powerhouse Antares Capital.

Columns
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Benesch is sad to note the passing of our longtime 
partner, colleague and friend, James M. Hill. 

Jim was a partner at Benesch for nearly 30 years, 
having joined the fi rm in 1987. He served as Benesch’s 
Managing Partner from 1999 to 2007 and was 
instrumental in growing the fi rm. 

Above all, Jim was a consummate deal maker with 
exceptional business acumen. He focused his practice 
on publicly and privately held growth companies in 
addition to representing equity funds, mezzanine funds 
and family offi ces. Jim built a nationally-recognized 
private equity practice. He especially enjoyed working 
with family-owned business, having grown up in a 
family-owned building materials manufacturing business. 
He was very active and valued as a strategic advisor 
to companies as they evolved, and sat on a number of 
boards of directors. 

Jim was always eager to do deals and build relationships 
to help clients. He truly was a leader in client service 
and an excellent lawyer who kept in touch with all legal 
industry trends.

Jim perennially earned recognition from The Best 
Lawyers in America® and was selected by Chambers 
USA as a 2015 Leader in his Field (Corporate Law and 
Mergers & Acquisitions). 

Jim most recently served as Vice Chairman of Benesch, 
Chair of its Private Equity Group, an Executive 
Committee Member, and an active and practicing 
member of its Corporate & Securities Practice Group. 
Jim frequently spoke at national conferences. 

All of us in the Benesch family mourn Jim’s passing and 
extend our deepest sympathies to his wife, Freda, and 
their children and grandchild. Jim left big shoes to fi ll, 
and we will work hard to honor his many contributions to 
the fi rm by building on his strong platform of growth and 
continuing his legacy of excellence. 

JAMES M. HILL
8/30/53 – 12/13/16

Remembering our friend and colleague

www.beneschlaw.com

IN MEMORIAM
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Technology in general, and software 
in particular, have become inherent 
in so many businesses, says Alan 

Peyrat, a partner at the Riverside Co. 
“It’s hard to find a company today 
where tech is not a major piece of the 
business.” Private equity firms are racing 
to acquire tech targets, as innovations, 
including Software-as-a-Service, cloud 
computing and cybersecurity, are 
expected to drive M&A throughout 
the middle market in 2017. Here’s a 
look at the tech investment strategy 
of generalist Riverside, as well as 
the strategies of three tech-focused 
middle-market firms that have raised 
recent private equity funds.

EMBEDDED

Tech deals  
are everywhere, 
as even 
old-school 
industries get 
updates from 
SaaS and 
cybersecurity
BY MARY KATHLEEN FLYNN

020_MAJ020117   20 1/6/2017   10:46:54 AM



20  MERGERS & ACQUISITIONS February 2017 February 2017 MERGERS & ACQUISITIONS  21

Technology in general, and software 
in particular, have become inherent 
in so many businesses, says Alan 

Peyrat, a partner at the Riverside Co. 
“It’s hard to fi nd a company today 
where tech is not a major piece of the 
business.” Private equity fi rms are racing 
to acquire tech targets, as innovations, 
including Software-as-a-Service, cloud 
computing and cybersecurity, are 
expected to drive M&A throughout 
the middle market in 2017. Here’s a 
look at the tech investment strategy 
of generalist Riverside, as well as 
the strategies of three tech-focused 
middle-market fi rms that have raised 
recent private equity funds.

EMBEDDED
Alan Peyrat
The Riverside Co.

EMBEDDED
Alan Peyrat
The Riverside Co.

EMBEDDED
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of secular growth as it expands into all segments of 
the economy,” states managing director Orlando 
Bravo. “Significant industry trends, including 
changes in software companies’ business models 
and the current dissatisfaction with the public 
equity markets, have created a new opportunity 
for private equity in the software industry.”

With a series of funds representing more than 
$17 billion in capital commitments, Thoma 
Bravo’s strategy is to partner with a company’s 
management team to implement operating best 

practices, invest in growth initiatives and make 
accretive acquisitions intended to accelerate 
revenue and earnings, with the goal of increasing 
the value of the business. Representative past 
and present portfolio companies include: 
Blue Coat Systems, Deltek, Digital Insight, 
Global Healthcare Exchange, Hyland Software, 
PowerPlan, Riverbed, SolarWinds, SonicWall, 
Sparta Systems and TravelClick. Mergers & 
Acquisitions awarded Thoma Bravo with the 
2014  M&A Mid-Market Award for Deal of the 
Year for the $930 million purchase of TravelClick. 

In 2016, Thoma Bravo made many 
acquisitions, including: Bomgar, which sells 
secure access software for computer systems 
and devices, from TA Associates; Elemica, 
which provides supply chain operating network 
management software;  Imprivata, a healthcare 

The Riverside Co.

Riverside, which won Mergers & Acquisitions’ 
M&A Mid-Market Award for Seller of the 

Year for 2014 and 2015, is certainly not a tech-only 
PE firm. But technology permeates the industries 
it invests in, which include: business services; 
consumer brands; education 
and training; franchisors; 
healthcare; software and IT; 
and specialty manufacturing 
and distribution. 

The firm, headquartered 
in Cleveland and New 
York, has significantly 
ramped up its investments 
in technology companies. 
Thirty percent of the 
companies Riverside 
backed in 2016 were tech-
related, up from 20 percent 
traditionally. The firm’s 
portfolio is now 25 percent 
tech-related. 

Software-as-a-Service 
(SaaS) plays a big role in 
Riverside’s investments. The SaaS distribution 
model was pioneered by Salesforce.com Inc. 
(NYSE: CRM ) and NetSuite Inc., both of 
which played a role in M&A in 2016.  Oracle 
Corp. (NYSE: ORCL) bought NetSuite in a deal 
valued at about $9.3 billion. And Salesforce made 
numerous acquisitions during the year, including 
picking up Demandware for $237 million. All 
of the recent M&A activity surrounding SaaS 
validates the model.

“SaaS is now the predominant way to deliver 
software, for good reason,” says Peyrat. “There 
are two major benefits of SaaS. One is that 
the methodology to provide service from one 
centralized platform is much more efficient 
than the old paradigm of license maintenance, 
which meant multiple versions of software. The 
other benefit that is so attractive is the recurring 
revenue model. Instead of selling a license once 
and getting small residual fees for updates, SaaS 
provides a steady, predictable revenue model.”

Just one example of dozens of recent SaaS 
investments made by Riverside is a majority stake 
in Competitive Edge Software of Oak Creek, 
Wisconsin. The company develops a software 
suite called Report Exec, which provides cloud-
based security and law enforcement reporting 

and management solutions 
to customers in a variety 
of industries including 
education, healthcare, 
corporate, private security 
and law enforcement.

Report Exec was 
founded in 1995 by Sean 
Mars, a former police officer 
who saw firsthand the 
reporting and compliance 
requirements of his 
colleagues and the need for 
a comprehensive software 
solution to automate 
these processes. Since that 
time, Report Exec has 
invested heavily in product 
development to provide its 

customers with industry-leading solutions.
“Report Exec has a compelling value 

proposition and significant untapped market 
potential,” says Riverside partner Joe Lee. “Given 
our expertise in the space, we are excited about 
continuing to invest in the product, grow the sales 
team and expand the company’s footprint.”

————————————

Thoma Bravo

Thoma Bravo LLC, which focuses on the 
software and technology-enabled services 

sectors, closed its 12th fund, Thoma Bravo Fund 
XII, at a hard cap of $7.6 billion in September. 
The Thoma Bravo Fund XII allows the Chicago 
and San Francisco-based private equity firm to 
pursue software and technology investments 
of “almost any size.” The fund was significantly 
oversubscribed, according to the firm. 

“The software industry is entering a new phase 

“SaaS is
now the

predominant
way to
deliver

software,
for good
reason.
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of secular growth as it expands into all segments of 
the economy,” states managing director Orlando 
Bravo. “Significant industry trends, including 
changes in software companies’ business models 
and the current dissatisfaction with the public 
equity markets, have created a new opportunity 
for private equity in the software industry.”

With a series of funds representing more than 
$17 billion in capital commitments, Thoma 
Bravo’s strategy is to partner with a company’s 
management team to implement operating best 

practices, invest in growth initiatives and make 
accretive acquisitions intended to accelerate 
revenue and earnings, with the goal of increasing 
the value of the business. Representative past 
and present portfolio companies include: 
Blue Coat Systems, Deltek, Digital Insight, 
Global Healthcare Exchange, Hyland Software, 
PowerPlan, Riverbed, SolarWinds, SonicWall, 
Sparta Systems and TravelClick. Mergers & 
Acquisitions awarded Thoma Bravo with the 
2014  M&A Mid-Market Award for Deal of the 
Year for the $930 million purchase of TravelClick. 

In 2016, Thoma Bravo made many 
acquisitions, including: Bomgar, which sells 
secure access software for computer systems 
and devices, from TA Associates; Elemica, 
which provides supply chain operating network 
management software;  Imprivata, a healthcare 

IT security company, for $544 million; and Qlik 
Technologies Inc.,  provider of enterprise software 
that helps companies analyze and share data for 
insights into business patterns, for $3 billion.

In January, the firm sold Landesk, a provider 
of endpoint security and systems lifecycle and 
IT service management, to Clearlake Capital 
(which also bought data protection software 
provider Vision Solutions from Thoma Bravo 
in 2016). Thoma Bravo’s exit from Landesk 
culminated a six-year partnership between the 

two companies. Thoma Bravo acquired 
Landesk in 2010 through a carve-out 
from Emerson. Following the acquisition, 
Landesk completed seven strategic add-
on acquisitions, including Shavlik and 
AppSense, to create a more robust product 
portfolio and accelerate revenue growth.

In December, Thoma Bravo completed 
the sale of portfolio company Deltek, 
a provider of enterprise software and 
solutions for project-based businesses, to 
Roper Technologies Inc. (NUSE: ROP) 
for $2.8 billion. Thoma Bravo also sold 
Mediware Information Systems Inc., a 
provider of software for healthcare and 
human services, to TPG Capital.

Many of Thoma Bravo’s deals have 
been fueled by strong interest in cybersecurity, 
as high-profile breaches have underscored the 
need for protection, including: denial-of-service 
attacks on Internet tech provider Dyn, currently 
being acquired by Oracle; huge breaches of Yahoo 
accounts in the midst of the struggling Internet’s 
planned acquisition by Verizon Communications 
Inc. (NYSE: VZ); and the cyber-intrusions 
into the computers of the Democratic National 
Committee and other Democratic Party groups.

————————————

HGGC

In December, HGGC closed its third fund with 
aggregate capital commitments of $1.84 billion, 

with $90 million from the firm’s general partners, 
including Steve Young, the former San Francisco 

“The software
industry is
entering a
new phase 
of secular
growth as
it expands
into all
segments
of the
economy.

”

Just one example of dozens of recent SaaS 
investments made by Riverside is a majority stake 
in Competitive Edge Software of Oak Creek, 
Wisconsin. The company develops a software 
suite called Report Exec, which provides cloud-
based security and law enforcement reporting 

and management solutions 
to customers in a variety 
of industries including 
education, healthcare, 
corporate, private security 
and law enforcement.

Report Exec was 
founded in 1995 by Sean 
Mars, a former police officer 
who saw firsthand the 
reporting and compliance 
requirements of his 
colleagues and the need for 
a comprehensive software 
solution to automate 
these processes. Since that 
time, Report Exec has 
invested heavily in product 
development to provide its 

customers with industry-leading solutions.
“Report Exec has a compelling value 

proposition and significant untapped market 
potential,” says Riverside partner Joe Lee. “Given 
our expertise in the space, we are excited about 
continuing to invest in the product, grow the sales 
team and expand the company’s footprint.”

————————————

Thoma Bravo

Thoma Bravo LLC, which focuses on the 
software and technology-enabled services 

sectors, closed its 12th fund, Thoma Bravo Fund 
XII, at a hard cap of $7.6 billion in September. 
The Thoma Bravo Fund XII allows the Chicago 
and San Francisco-based private equity firm to 
pursue software and technology investments 
of “almost any size.” The fund was significantly 
oversubscribed, according to the firm. 
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-  plus Gary Crittenden, former chief financial 
officer of Citigroup Inc. (NYSE: C). Mergers & 
Acquisitions named HGGC the winner of the 
M&A Mid-Market Award for Private Equity 
Firm of the Year for 2014, when the firm raised 
its second fund after the departure of Huntsman 
and Gay.

————————————

ParkerGale

In November, ParkerGale Capital LP closed its 
debut buyout fund of $240 million, exceeding 

the original target of $200 million. The private 
equity firm, founded by the 
former technology investment 
team of Chicago Growth 
Partners, focuses on acquiring 
profitable, founder-owned 
tech companies in the 
lower middle market.

The Chicago firm makes 
majority investments in 
businesses that generate $2 
million to $10 million in 
Ebitda. Portfolio companies 
specialize in providing tech-
enabled business services 
that use, or are moving 
toward using, the Software-
as-a-Service (SaaS) 
model for distributing 
applications. ParkerGale has 
already invested in two tech-enabled business 
service providers, Aircraft Technical Publishers, 
which made an add-on acquisition of CaseBank 
Technologies in December; and waste monitor 
OnePlus Systems, which made an add-on deal of 
SmartBin in March.

“Private equity people love the visibility and the 
recurring nature of revenue in the SaaS model,” 
says ParkerGale co-founder Kristina Heinze, who 
was named one of Mergers & Acquisitions’ Most 
Influential Women in Mid-Market M&A. “Small 
funds outperform larger funds, and specialists 
outperform generalists,” says Heinze, making the 

49ers quarterback. Fund III was raised in less than 
100 days, according to the private equity firm, 
which is based in Palo Alto, California. HGGC 
invests in middle-market companies in such 
sectors as technology and information services, 
business and financial services, and industrial 
services.

Fund III, which was launched on 
Sept. 6 and closed on Dec. 14, was raised 
much more quickly than the firm’s 
previous funds, HGGC CEO Rich 
Lawson tells Mergers & Acquisitions. 
The firm’s first fund took about a year 
and a half to raise, and the second one 
took about a year, Lawson recalls.

The completion of HGGC’s 
fundraise comes at a time of high 
interest in tech M&A. The firm looks 
to invest in companies involved in 
updating end markets that are still 
steeped in outdated technology, such 
as grocery stores, car dealerships, 
marketing agencies and insurance 
providers.

“Technology, in and of itself, is invading 
every end market, and it is driving companies to 
be more competitive than their peers,” Lawson 
says. “What’s changed is the proliferation of a 
computer in everyone’s pocket. There’s a much 
more sophisticated end-user base, and that is 
driving change in how businesses will have to 
compete.”

HGGC’s current portfolio companies 
include: Dealer-FX, a provider of software 
to automotive dealers; FPX, a provider of 
enterprise configure-price-quote software; 
Integrity Marketing Group, a senior life and 
health insurance distribution business; and 
Survey Sampling International, a provider of 
data and analytics for consumer and business-
to-business survey research. Prior investments 
include: Sunquest Information Systems, sold 
for $1.4 billion to Roper Technologies; Hybris 
Software, sold for more than $1 billion to SAP 
AG; and Serena Software, sold to Micro Focus 
International for $540 million.

With the closing of Fund III, HGGC boasts 
more than $4.25 billion of cumulative capital 
commitments from a range of public and private 
pension funds, sovereign wealth funds, insurance 
companies, family offices and other institutional 
investors in North America, Europe, Asia and the 

Middle East. HGGC raised $1.25 billion from 
existing investors and $500 million from new 
investors to round out the Fund III hard cap of 
$1.75 billion.

Fund III surpassed its target of $1.5 billion 
and reached its $1.75 billion hard cap, exclusive 
of the general partner commitment. HGGC 
professionals are substantial personal investors in 
Fund III and remain collectively one of the largest 
investors across HGGC’s three funds, driving a 
strong alignment of interests between HGGC 
and its limited partners, according to the firm.

HGGC was founded as Huntsman Gay 
Global Capital in 2007. The investors for 
which the firm was named  - Jon Huntsman Sr., 
chairman of chemical maker Huntsman Corp. 
(NYSE: HUN), and Robert Gay, a leader in the 
Church of Jesus Christ of Latter-Day Saints – 
did not participate in the firm’s second and third 
funds.  The team running HGGC today includes 
three of the original founders  - Lawson, Young 
and Greg Benson, a former Bain Capital executive 
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-  plus Gary Crittenden, former chief financial 
officer of Citigroup Inc. (NYSE: C). Mergers & 
Acquisitions named HGGC the winner of the 
M&A Mid-Market Award for Private Equity 
Firm of the Year for 2014, when the firm raised 
its second fund after the departure of Huntsman 
and Gay.

————————————

ParkerGale

In November, ParkerGale Capital LP closed its 
debut buyout fund of $240 million, exceeding 

the original target of $200 million. The private 
equity firm, founded by the 
former technology investment 
team of Chicago Growth 
Partners, focuses on acquiring 
profitable, founder-owned 
tech companies in the 
lower middle market.

The Chicago firm makes 
majority investments in 
businesses that generate $2 
million to $10 million in 
Ebitda. Portfolio companies 
specialize in providing tech-
enabled business services 
that use, or are moving 
toward using, the Software-
as-a-Service (SaaS) 
model for distributing 
applications. ParkerGale has 
already invested in two tech-enabled business 
service providers, Aircraft Technical Publishers, 
which made an add-on acquisition of CaseBank 
Technologies in December; and waste monitor 
OnePlus Systems, which made an add-on deal of 
SmartBin in March.

“Private equity people love the visibility and the 
recurring nature of revenue in the SaaS model,” 
says ParkerGale co-founder Kristina Heinze, who 
was named one of Mergers & Acquisitions’ Most 
Influential Women in Mid-Market M&A. “Small 
funds outperform larger funds, and specialists 
outperform generalists,” says Heinze, making the 

case for the young firm.
And while the firm is new, the team has worked 

together for more than a decade, she points out. 
ParkerGale was formed in 2014 by the former 
technology investment team from Chicago 
Growth Partners, including Heinze and partners 
Dave Chandler, Devin Mathews, Jim Milbery, 
Ryan Milligan, chief financial officer Corey 
Dossett and office manager Sharon Janowski. 
Private equity industry veteran Tim Murray 
serves as the fund’s senior adviser. BearTooth 
Advisors acted as strategic fundraising adviser, 
and Kirkland & Ellis acted as fund counsel.

As the private equity industry matures, new 
players, including family 
offices, independent 
sponsors and spin-offs 
from established firms are 
entering the asset class.

More M&A Ahead
More tech funds are 

on the horizon. Vista 
Equity Partners, which has 
become an important buyer 
of middle-market tech 
companies from other PE 
firms, is currently raising its 
sixth fund with a hard cap 
of $10 billion, which would 
make it one of the largest 
technology-focused funds 
ever raised. Led by CEO 

Robert Smith, Vista bought Solera Holdings 
Inc., which provides software for the automobile 
claims-processing industry, in a take-private deal 
valued at $6.5 billion. Vista’s portfolio includes 
business software provider Tibco Software Inc. 
and cybersecurity company Forcepoint LLC.

Tech M&A is expected to soar over the next 
year, according to Mergers & Acquisitions’ 
Mid-Market Pulse (MMP). Activity will 
be fueled by companies in a wide array of 
industries that are seeking to improve efficiency 
in business processes and increase protection 
against cyberattacks.

“Private equity
people love
the visibility
and the
recurring
nature of 
revenue in the
SaaS model.

”

With the closing of Fund III, HGGC boasts 
more than $4.25 billion of cumulative capital 
commitments from a range of public and private 
pension funds, sovereign wealth funds, insurance 
companies, family offices and other institutional 
investors in North America, Europe, Asia and the 

Middle East. HGGC raised $1.25 billion from 
existing investors and $500 million from new 
investors to round out the Fund III hard cap of 
$1.75 billion.

Fund III surpassed its target of $1.5 billion 
and reached its $1.75 billion hard cap, exclusive 
of the general partner commitment. HGGC 
professionals are substantial personal investors in 
Fund III and remain collectively one of the largest 
investors across HGGC’s three funds, driving a 
strong alignment of interests between HGGC 
and its limited partners, according to the firm.

HGGC was founded as Huntsman Gay 
Global Capital in 2007. The investors for 
which the firm was named  - Jon Huntsman Sr., 
chairman of chemical maker Huntsman Corp. 
(NYSE: HUN), and Robert Gay, a leader in the 
Church of Jesus Christ of Latter-Day Saints – 
did not participate in the firm’s second and third 
funds.  The team running HGGC today includes 
three of the original founders  - Lawson, Young 
and Greg Benson, a former Bain Capital executive 
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MID-MARKET PULSE: Tech Deals to Flourish in 2017

ABOUT THE MERGERS AND ACQUISITONS MID-MARKET PULSE (MMP)
The MMP is a monthly barometer for the outlook of M&A activity and conditions from the collective viewpoint of approximately 250 business executives in private equity firms, 
investment banks, lenders and advisor firms, such as accounting, law, and consulting firms, involved in M&A activity. Various sub-indicators that make up the overall MMP 
composite include projected deal volumes and pricing, staffing and resource utilization levels, and the expected impacts of economic conditions, taxes, and regulatory policy on 
respondents’ future M&A activity. 

MMP results are presented as rolling aggregate indicators for both three- and 12-month outlook periods for macro M&A issues as well as for individual industry sector issues in 
healthcare, consumer/retail, manufacturing, energy, and technology/media/telecommunications on a monthly rolling basis. A diffusion index is produced by calculating the sum 
of percentages of those indicating on survey responses that describe a change in sentiment for three and 12 months (e.g., increase/positive, decrease/negative, or no change/
neutral) to arrive at three-month and 12-month aggregate index values that are then averaged to create a total composite for the month. A reading of over 50 indicates an 
expansion relative to the prior month, and a reading below 50 indicates a contraction. 

Mergers and acquisitions in the technology, 
media and telecommunications (TMT) sector will 
soar over the next 12 months, as companies in a 
wide array of industries seek to improve efficiency 
in business processes and increase protection 
against cyberattacks, according to Mergers & 
Acquisitions’ Mid-Market Pulse (MMP). The 
MMP is a forward-looking sentiment indicator 
based on a monthly survey of approximately 250 
middle-market M&A professionals and published 
in partnership with CT, a provider of business 
compliance and deal support services.

Survey participants gave the TMT sector a 
composite score of 75.1 for the 3-month outlook 

and a score of 72.5 for the 12-month outlook. 
Companies in many industries, including retail, 
manufacturing and financial services, are 
hoping to update their business processes with 
innovations, including cloud computing and 
Software-as-a-Service (SaaS).

Companies are also looking to manage and 
analyze data better and to protect themselves 
from cyberattacks, which have grown increasingly 
prevalent. All of these trends are raising the value 
of tech companies, placing strategic buyers and 
private equity firms in fierce competition for the 
best technology targets.

The scores for overall M&A, at 71.0 for the 
3-month outlook and 72.4 for the 12-month 
outlook, were the highest since mid-2015, 
reflecting respondents’ optimism about 
dealmaking in 2017. 

Participants predicted that Republican control of 
the federal government will translate into lower 
corporate taxes and fewer regulations, and those 
developments will fuel M&A in general. Other 
sectors that scored particularly high on the MMP 
were: energy; manufacturing; financial services; 
and consumer goods and retail. ■
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•   Access to an UNLIMITED number of 
articles on TheMiddleMarket.com

•   Exclusive M&A E-newsletters delivered 
daily to your inbox
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Momentum picked up in December, 
reflecting enthusiasm about 
the election results  as well as 

representing the traditional year-end push 
to wrap up deals, according to Mergers 
& Acquisitions’ M&A Conditions Index 
(MACI). The December composite score 
rose to 55.4, up from 50.8 the previous 
month, and tying with October for the 
highest composite score achieved in 2016.

Most components of the index registered 
growth, with several rising out of 
contraction and solidly into expansion. 
The robust 54.1 score for completed 
deals indicates the erosion of obstacles 
that thwarted M&A earlier in the year. The 
even higher scores for Leads at 60.8 and 
Signed Letters at 60.4 suggest the pipeline 
for future transactions is full.

December’s high level of activity followed 
a brief lull in November, when uncertainty 
about the U.S. election caused dealmakers 
to pause. Once the election ended and 
Republicans won control of the federal 
government, dealmakers returned to 
business with enthusiasm, predicting the 
new administration will lower corporate 
taxes and ease regulations. Survey 
participants say the moves will lead to 
more M&A in 2017. ■

After a brief lull in November, M&A activity accelerated in December, tying with October 
for highest composite score of 2016, as dealmakers wrapped up transactions before 
year end and expressed optimism about 2017.

December composite at 55.4

Month to Month Trends

ABOUT THE MID-MARKET MERGERS AND 
ACQUISITIONS CONDITIONS INDEX (MACI)
The MACI is a composite index of mergers and 
acquisitions activity and conditions in the U.S. It is 
the result of the Mergers & Acquisitions’ survey of 
executives in private equity firms, investment banks, 
lenders and advisor firms to track activity such as 
deals announced and deals completed, as well as 
acquisitions and divestitures.

Each sub-indicator is based on survey responses that 
describe a change from the previous month (e.g., 
increase, decrease, or no change). Respondents are 
also asked to elaborate on any of the changes and 
provide their opinions about other internal or external 
conditions that affect their firm’s operations or business 
outlook. A diffusion index is produced for each sub-
indicator by calculating the sum of percentages of 
those indicating “higher” (for positive sub-indicators) 
and “lower” (for negative sub-indicators) and half 
of those indicating the “same.” A reading of over 50 
indicates an expansion relative to the prior month, and 
a reading below 50 indicates a contraction.

Index
December

Index
November

Index
% Point 
Change

Direction
Rate of 
Change

Trend 
(months)

Composite 55.4 50.8 4.6 Expansion Faster 7

Leads 60.8 56.1 4.7 Expansion Faster 11

Signed Letters 60.4 51.3 9.1 Expansion Faster 6

Completed Deals 54.1 48.8 5.3 Expansion
From

Contraction
1

Divestitures 51.9 46.3 5.6 Expansion
From

Contraction
1

Financing Availability 52.2 48.8 3.4 Expansion
From

Contraction
1

M&A Business Activity 58.0 51.5 6.5 Expansion Faster 7

M&A Business Staffing 54.8 51.2 3.6 Expansion Faster 10

Bidders 41.5 48.7 -7.2 Contraction Faster 11
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Danielle Fugazy (moderator): How would you 
characterize market conditions today? 

Michael Fanelli (RSM): We’re at a time where middle-
market deal volume is actually down 15 percent to 
20 percent in terms of closed deals. However, there 
are a lot of interesting dynamics in the marketplace. 
The lending market is pretty good and dry powder is 
actually at the highest it’s ever been, but there seems 
to be a supply-and-demand issue. There aren’t as many 
good-quality companies for private equity firms to 
acquire these days. As a result, you’re seeing a very 
competitive landscape out there—investment bankers 
are holding very competitive processes.

Brad Vaiana (Winston & Strawn): The companies 
that have been taken through one turn of private 
equity ownership are now looking to trade either 
to a secondary or a strategic. Those companies have 
always, and continue to be, really hot assets. They’re 
trading at very high multiples and they are easily 
financeable businesses. 

Mike Hogan (Harris Williams & Co.): We are in an 
environment where the level of private equity dry 
powder is incredibly high and private equity firms 
continue to raise significant amounts of new capital. 
There’s a lot of pressure to deploy that capital. Large 
corporations have generally healthy balance sheets 
and are using M&A to supplement organic growth, 

which is helping drive increased strategic activity. This 
combination creates a large demand for high quality 
assets, making it a great time for sellers to come to 
market. 

Mark Poff (Swander Pace Capital): Through the lens 
of consumer products, because that’s where we invest, 
it’s definitely a competitive market. In consumer, in 
addition to the dry powder that you have with private 
equity buyers, you have strategic buyers that have a lot 
of interest in acquiring assets; they are diving down 
and looking at smaller and smaller companies and it 
adds pressure on a competitive process. 

Scott Spielvogel (One Rock Capital Partners): Our 
strategy is more special situations, corporate carve-
outs, and the like. The strategics typically don’t 
like the uglier, hairier, messier situations, and that’s 
what we focus on today. I agree that it’s a tough 
environment for nice, clean businesses. And we’ve 
definitely had to pick our spots because there are some 
buyers out there that are willing to overlook some 
of the complexities and justify their involvement in 
a business because there is pressure to put capital to 
work in this environment.

Fugazy: Do you anticipate the market to remain 
competitive through out 2017?

Spielvogel: It’s hard to say. What we’ve found over 

With 2016 in the rearview mirror, dealmakers are now focused on 2017. At the end of 2016, Mergers 
& Acquisitions hosted a roundtable to explore what dealmakers can expect in 2017. RSM US LLP 
sponsored the event. �e wide ranging conversation covered how the private equity market is 
changing, how the credit markets are impacting M&A activity, where deal flow is coming from, how 
private equity firms and strategic buyers are winning deals and what challenges dealmakers face as 
they transact in 2017. What follows is an excerpted version of the conversation. 

M O D E R AT O R

Danielle Fugazy 
Contributing Editor, 
M&A
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the years is that we are not good 
prognosticators of what happens 
from a GDP perspective, so we don’t 
try to play the market. Interest rates 
have started to creep up and that 
may have an effect. The election 
certainly created a scenario where 
there could be some tax breaks, there 
could be some repatriation of capital 
back to the U.S. for reinvestment in 
the North American market, which 
could be positive, but that’s highly 
dependent on whether the new 
President can work with Congress 
to get that achieved. It’s hard to say 
what sort of unintended consequences 
that will have on the M&A market. 
I think we just have to be ready to 
react.

Fugazy: How are firms accelerating 
growth at the portfolio level? Are 
private equity firms doing anything 
different today?
 
Poff: I would say that it’s incumbent on the private 
equity owner to help drive growth and drive the 
business forward. It’s really about the actions that you 
can take to build a portfolio company. That can be 
everything from focusing on new markets to extending 
channels. This greater emphasis on value creation is not 
new. A lot of what we see on the consumer side will be 
a business that is very good in one particular channel, 
but there are owners who aren’t in a position to expand 
the business into another channel for various reasons. 
In those situations a private equity firm can bring in 
the resources, best practices, and experience from other 
categories to help move businesses into other channels 
and create growth. 

Vaiana: When I first started working with private 
equity funds in the late 1990s, it was really unusual to 
see a private equity fund that had a dedicated business 
development person as part of their team. Even as you 
got into the 2000s, it was still a bit unusual to see that. 
But over the last five years, I’ve seen a trend in the 
middle market where people are dedicating internal 
resources and hiring a dedicated business development 
person whose role is to go out and find not just new 
platform investments, but also add-ons for portfolio 
companies as well. This speaks to private equity shops 

that are recognizing that they need 
to continue to build infrastructure 
internally to create opportunities. 
That trend will continue.

Fanelli: The reality is we’re in a 
relatively slow-growth environment, 
and people are buying growth. 
Add-on acquisitions were 60 percent 
to 65 percent of total closed deal 
volume at the end of 2016. There’s 
a big push toward buying businesses 
in fragmented industries and having 
a roll-up strategy. In a lot of the 
instances, it’s working because 
it also typically helps lower the 
average multiple paid for the total 
investment. That is a recent trend I 
expect to continue into 2017.

Fugazy: We’ve been in a strong 
M&A environment for quite some 
time now. People are thinking 
about a potential downturn. How 

are the dealmakers thinking about the cycles 
today?

Poff: You could have made an argument that we were 
at the top of the cycle two years ago. It kind of had 
that end-of-the-cycle feel, but in the lower and middle 
market—and particularly in consumer—we don’t 
spend a lot of time thinking about where we are in 
the cycle because with that thinking, you would have 
said two years ago, ‘Well, maybe I should hold off on 
deploying capital, because I think we’re at the top of 
the cycle,’ and the market hasn’t really changed in the 
last two years.

For us, it’s about finding good assets that you can do 
something good with in any market and bring value to 
the table. If we do those things there will be a strategic 
buyer for our company at the end of the day. Business 
owners in this market sell more based on the evolution 
of that business, or the age of the entrepreneur, or the 
evolution within the family. Those factors are cycle-
independent. You could drive yourself nuts thinking 
about where the cycle’s going to be. If you’re a private 
equity firm where you need to put money to work to 
generate good returns for investors, it’s about waking 
up every day and focusing on investing.

Spielvogel: As someone who focuses mostly on 

“There’s a big push 
toward buying 
businesses in 
fragmented industries 
and having a roll-up 
strategy.”

Michael Fanelli, Partner, RSM US LLP
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industrial manufacturing and 
industrial services businesses, the 
expectation on us from our investors 
is to keep deploying capital. You 
can’t sit out the macro environment, 
expecting that a downturn is coming. 
You just have to price it into the 
deal and structure it to be able to 
withstand the twists and turns that 
the business may take in a downturn. 
Price becomes that much more 
important when you are looking in 
a choppier environment or expect 
a choppier environment on the 
horizon. You just have to be prepared 
for it.

Vaiana: Cycles affect every investor 
and every fund differently. There 
could be a cycle that absolutely 
knocks out retail or consumer, but 
doesn’t have the same level of impact 
on healthcare or industrial. The funds 
that have been successful in the past 
are not trying to game the cycle. They 
partner with good financing partners 
that they trust and they work through 
the cycles. Good partners won’t ever make a deal cycle-
proof, but they could make it a little cycle-resistant. 

Poff: And even within a sector like consumer 
products, there are sectors within that sector that are 
completely cycle-independent. When you think about 
pet products, for example, they’re completely cycle-
independent. Consumers are going to continue to buy 
pet food regardless of if GDP goes up or down. 

Fanelli: For this cycle and whenever it’s transitioning, 
there doesn’t seem to be anything systemic that would 
make it negative in the near-term. We talk a lot with 
our chief economist at RSM, Joe Brusuelas, and right 
now everything is okay, but it’s slow growth. Wages 
have been okay, new jobs have been okay, and housing 
has been okay. So all the different things behind the 
scenes from an economic standpoint seem to be okay. 
There doesn’t seem to be anything systemic behind 
the scenes that would put us into a very near-term 
downturn.

Actually, if President Donald Trump and the 
Republican Congress are able to actually put in some 
new investment friendly policies it actually may 

benefit the middle-market economy. 
However, the long-term is kind of up 
in the air. Who knows at this point, 
because we don’t know how some of 
these things are going to turn out. 
But I think 2017 is going to continue 
to be a good year for sellers because 
there’s really no systemic reason why 
lending would be tougher or why 
multiples would go down. 

Fugazy: What are some differences 
we may see in 2017? 

Vaiana: The club deal, which was all 
the rage five, six, seven years ago, has 
been replaced by the co-invest deal. 
The bigger funds have moved away 
from clubbing and instead rely on co-
investments to acquire larger targets. 
That should continue.

Fanelli: We are seeing larger private 
equity firms coming down market 
for deal flow because there aren’t as 
many big deals. Similarly, we’ve seen 
a lot of the middle-market funds 

going down to the lower middle-market to find deal 
flow, and maybe it’s not for platforms, but for add-on 
acquisitions. 

Spielvogel: Now you see the Carlyles of the world and 
even mid-market firms like AEA raising separate funds 
that have a strategy focused on smaller deals. I suspect 
this trend will remain because the larger players are 
looking to grow their assets under management and it 
certainly makes sense for them to try to compete in all 
parts of the market.

Vaiana: That permutation of creating a sub-fund with a 
strategy that’s designed to invest in that lower middle-
market asset class, or the middle market, is the only 
solution long-term. On a one-off basis you might see 
one of the mega-funds come down into the middle 
market for a specific reason, but in general the math 
doesn’t work. The answer is creating a new dedicated 
sub-strategy, which firms are starting to do.

Poff: There is an important point here though: what 
do you do with the business afterwards? In middle-
market businesses, it’s not just the investment, it’s what 

“As long as lenders 
are willing to lend, I 
think we’ll be okay in 
2017. That tends to be 
the driver of a lot of 
the sponsor-backed 
activity that is keeping 
multiples high.”

Brad Vaiana, Co-Chair Private Equity,  
Winston & Straw
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can you do with the businesses when 
you own it. This is very different in the 
middle market or in the lower end of 
middle market than it is in the large-
cap market. 

Hogan: If you start looking at deals 
that are $500 million to maybe $1.5 
billion, we’ve seen a big migration 
down from the mega-funds — groups 
like KKR, Apollo, or Bain Capital that 
five to 10 years ago would be looking 
at just larger deals are coming down 
market and actively participating 
in deals that are $50 million to $75 
million of EBITDA where there’s a 
buy-and-build opportunity. We expect 
to continue to see them pursue those 
kinds of deals with the ability to find 
a great platform where they can do a 
lot of smaller add-on acquisitions that 
are six to eight times EBITDA.  Even 
if they’re paying 10 to 12 times for the 
base platform, that’s attractive math 
for them. 

Fugazy: We are constantly hearing 
about sector-focused funds today. 
I assume that will continue in 2017. 
But can firms find enough quality 
deal flow if they become so niche?

Spielvogel: This is commentary on people looking for 
returns out there. If you look across the landscape—
at the moment there just aren’t a lot of places for 
institutions to achieve their investment return objectives 
other than in private equity. Private equity firms are 
trying to come up with new products to put that capital 
to work for their LPs who are asking them to please take 
more capital and generate strong returns.

Fanelli: In general, we are seeing more specialization, 
and therefore, many of our clients are asking us to be 
more specialized. The market is becoming such that if 
you don’t know that industry, subsector, all the players 
in that subsector and all the deals in that subsector, 
you’re not going to win that deal, and we’re not going to 
be the service provider on that project if we don’t have 
that knowledge. 

Hogan: Being sector focused for funds may be less of a 

function of structurally how the fund 
is formed, i.e., it’s a consumer fund 
like Swander Pace, but rather how the 
investment thesis is sold to investors: 
‘There are three silos that we do, and 
these are the things that we do well. 
This is where we’re going to focus 
given our strong track record investing 
in those sectors.’ Given the market is 
more competitive, there is a need for 
sponsors to have a deep understanding 
of sector dynamics and key players 
as well as relationships with industry 
executives well in advance of finding 
out about an opportunity in order 
to put themselves in best position to 
prevail in a competitive process. 

Danielle Fugazy: Does sector 
specificity influence you during a 
process when you’re looking for 
buyers?

Hogan: It influences how we think 
about relative risk of a buyer as they 
move through a process and at what 
point do we feel like they have a well-
developed enough view of specific 
industry and business dynamics, as 
opposed to somebody coming in and 
just being smart and trying to get up 
to speed on all of that. Today, more 

than ever, it’s critical as we think about who our clients 
ought to spend time with in the context of a process.

Vaiana: It’s a game-changer. In a highly competitive 
process, it adds certainty of close and it adds to the 
potential future value of that rollover investment. Unless 
you’re prepared to go way up in value, which people 
don’t like to do, if you’re trying to create a differentiating 
factor for yourself in a competitive marketplace, 
knowing the industry without having to resort to 
consultants and consulting reports totally separates 
yourself from the rest of the herd.

Fugazy: In addition to becoming more sector 
focused, are there any other practices that you’re 
seeing dealmakers do today that are giving them a 
leg up on the competition? 

Fanelli: On the buy side, we are getting phone calls 

“...Groups like KKR, 
Apollo, or Bain Capital, 
that five to 10 years 
ago would be looking 
at just larger deals, 
are coming down 
market and actively 
participating in deals 
that are $50 million to 
$75 million of EBITDA 
where there’s a buy-
and-build opportunity.”

Mike Hogan, Managing Director,  
Harris Williams & Co
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earlier than ever. We’re getting phone 
calls, not when they have a letter 
of intent signed, but now buyers 
are calling and saying, ‘We are in a 
process where we’re hoping to get a 
letter of intent signed in the next two 
weeks. Can you help start looking 
at this with me?’ And whether that 
turns into actual detailed work or 
not, TBD, but we’re seeing more and 
more pre-LOI work. 

There are even certain instances 
where the banks are saying, ‘You have 
30 days. We want all of the potential 
buyers to do as much work as they 
think they need to do, and one of 
you will get one week of exclusivity 
after that.’ There was an instance 
recently where we went in, and our 
private equity firm client said, ‘We 
want this asset. We think we can 
differentiate ourselves. We want to 
turn on financial, tax, IT, legal due 
diligence work streams.’ They spent 
money doing that. And ultimately 
they found things about the company 
that changed the valuation. And so 
now they had to go to the investment 
banker and say, ‘We’ve spent X 
amount of money doing work because 
we are really interested in this asset. 
However, we found A, B, and C.’ And 
they also had to convince the banker 
that the other three firms, if they 
haven’t brought it up, they’re going 
to, and they’re going to ask for the same thing. The 
good news is they were able to move forward, but it’s 
tricky.

Fugazy: You could potentially be penalized for 
doing the work?

Fanelli: It’s a risk, but you want to go in to a deal 
knowing what to expect.

Hogan: In the context of a process, that’s why you 
want to have multiple parties working. It is also why 
it puts the onus on the seller to really anticipate all of 
those issues upfront and spend an enormous amount 
of time thinking through not just the basic positioning 
and how people are going to look at it, but also what 

are the things that buyers are going 
to find when they get in and dig 
three layers deep. Sellers have to be 
ready to proactively address those 
issues and think through how that 
impacts process. It definitely requires 
a much different level of preparation 
than historically.

I’d say there’s also a flip side, 
where we see successful investors 
coming in, and because of 
their industry expertise, they’re 
identifying opportunities that maybe 
management doesn’t have in their 
strategic plan. 

Fanelli: It’s a competitive 
environment, and the behavioral 
change is that you have to just act 
with a lot of conviction. And I 
think the conviction might mean 
spending money on advisors earlier. 
It might mean doing more work with 
consultants or lining up managers 
or whatever it is to be able to 
demonstrate credibility, conviction 
and knowledge in the space. 

That’s where sector focus really 
does matter, particularly in a 
competitive environment like this, 
where it’s not just that you found 
a white paper and said, ‘Hey, I 
understand this category,’ but 
when you’re sitting down with an 
entrepreneur or a management team, 

you’re talking about real examples of where you helped 
expand a business or develop a new channel. 

Fugazy: Do you expect the environment to remain 
this competitive in the first half of 2017? 

Spielvogel: There’s no reason for me to think that 
2017 is going to be any less competitive than 2016. 
And everyone that I’m talking to does not see anything 
that would be negative to middle-market M&A in 
2017, so I’m looking forward to a good year.

Vaiana: As long as lenders are willing to lend, I think 
we’ll be okay in 2017. That tends to be the driver of 
a lot of the sponsor-backed activity that is keeping 
multiples high. 

“The positive aspects 
in M&A that don’t 
change in 2017 from 
2016 also means that 
the challenges that 
the industry faced 
in 2016 persist in 
2017. These are the 
same challenges 
that have been here 
throughout the cycle—
finding quality assets 
and dealing with 
competitive pricing.”

Mark Poff, Managing Director,  
Swander Pace Capital

006_MAJ0217   6 1/4/17   1:15 PM



A6 A7

What to Expect in 2017 Sponsored Roundtable

Hogan: Short of some sort of shock 
to the system on the financing side, 
which is hard to see now, we’re going 
into 2017 prepared for the market to 
look a lot like 2016.The underlying 
drivers here of growing interest from 
strategic buyers and abundant dry 
powder on the private equity side, 
along with the ongoing evolution of 
businesses that continue to grow and 
develop to a point where they need a 
sponsor, we don’t really see changing 
in the near term. 

Fugazy: What challenges are 
thinking about going into 2017?

Vaiana: For me, the challenges are 
always the same. You need to be 
disciplined, you need to be patient, 
you need to be non-reactive to 
everyone else. In a competitive 
environment, you need to stay the 
course, continue to manage your 
portfolio the right way and be 
measured and smart about where you 
participate and when you participate.

Poff: The positive aspects in M&A 
that don’t change in 2017 from 2016 also means that 
the challenges that the industry faced in 2016 persist 
in 2017. These are the same challenges that have been 
here throughout the cycle—finding quality assets and 
dealing with competitive pricing.

Hogan: Because of the challenges that these guys 
face in putting capital to work, as a representative to 
sellers, one of the difficulties is buyers are less patient 
with processes and want to make a decision earlier. 
So you can have a dynamic where processes thin out 
more quickly if you’re not very careful about fostering 
the right interest. It’s not just about numbers and 
how many visits you have and how many buyers are 
in the mix, but it’s about having the right buyers in 
the mix and an ability to either draw some interest 
from strategics or financial sponsors that have enough 
industry expertise that they’re looking at it from a little 
bit of a different perspective.

Fugazy: Do you think private equity or strategic 
acquirers will be more active in 2017? 

Fanelli: In certain instances it can 
be tough for the private equity 
firms from just a pure valuation 
perspective. It depends on the growth 
prospects of the larger corporations 
in 2017. And if $2 trillion of cash 
from overseas comes back to the 
U.S., the question becomes do 
these companies end up putting 
that money to work in M&A versus 
research and development and 
infrastructure? 

Vaiana: If Donald Trump has 
his way, and if he’s to fulfill his 
campaign promises, then I would 
expect strategics to be incredibly 
active, because he’s trying to promote 
bringing the money back, putting 
the money to work, lowering taxes 
on companies—this should increase 
the amount of cash available to 
strategic buyers. That, coupled with 
the fact that the longer we get in an 
up cycle, the more skittish people are 
going to be about ultimately hitting 
a brick wall, and you’ll start seeing 
advisors counsel sellers towards 
exiting and getting out before it’s too 

late type thing.

Hogan: We tend to see strategics more active in the 
later stages of the cycle. In the early stages of the cycle, 
either they are so focused on what’s going on in their 
businesses, or they just don’t have the drive to go out 
and do something when they’re in a challenged market, 
despite the fact that that’s probably the best time to 
find attractive assets.

Poff: The fundamental reason for strategics to do 
acquisitions is to buy growth and innovation. As the 
consumer products markets continue to develop and 
there’s growth and innovation out there, the strategics 
can’t develop it themselves, and they’re going to have 
to buy that. That’s independent of tax policy. That 
fundamental trend will keep strategics active in the 
processes, but also, from a private equity perspective, 
that means strategic buyers are there, and if you can 
find those businesses and help them develop, grow, and 
add value, those strategic buyers will still be there in 
2017 to 2018 and beyond.

“If you look across 
the landscape—at 
the moment there 
just aren’t a lot of 
places for institutions 
to achieve their 
investment return 
objectives other than 
in private equity.”

Scott Spielvogel, Managing Partner,  
One Rock Capital Partners

007_MAJ0217   7 1/4/17   1:15 PM



Roundtable

A SUPPLEMENT TO MERGERS & ACQUISITIONS  |  PRODUCED BY SOURCEMEDIA MARKETING SOLUTIONS GROUP

008_MAJ0217   8 1/4/17   1:15 PM



C

M

Y

CM

MY

CY

CMY

K

M&A full page ad 12.29.16.2.pdf   1   12/29/16   12:25 PM

037_MAJ020117   37 1/4/2017   2:12:12 PM



38  MERGERS & ACQUISITIONS February 2017 February 2017 MERGERS & ACQUISITIONS  39

Justin Green was promoted from principal to 
managing director at New York-based Palladium 
Equity Partners. Green joined the PE firm in 
2004 from Citigroup Inc. (NYSE: C). 

Aly El Hamamsy has joined Freshfields 
Bruckhaus Deringer LLP’s New York office 
as a partner. Most recently with Cadwalader 
Wickersham & Taft, Hamamsy concentrates on 
private equity.

Matthew Harrison was promoted from principal 
to partner at New York-based Wellspring 
Capital Management. Harrison has been 
with Wellspring since 2005 and focuses on the 
consumer and industrial sectors.

Jane Haxby was named European managing 
partner at Squire Patton Boggs. She previously 
served as the chair of the firm’s Europe, Middle East 
and Africa, global corporate group, and managing 
partner for its Manchester, England, office. Haxby 
joined Squire Patton in 1993.

Fazle Husain was hired by CVC Capital 
Partners as head of U.S. healthcare. Based 
in New York, Husain was most recently with 
Metalmark Capital.

Daniel Ilundain was promoted from prinicpal to 
managing director at New York-based Palladium 
Equity Partners. IIundain joined Palladium in 
2005 from BBVA’s private equity division. 

Sheon Karol was hired by Rochelle Park, New 
Jersey-based the DAK Group as a managing 
director. Previously with Newlands Consulting, 
Karol concentrates on middle market M&A in 
the manufacturing, healthcare and consumer 
sectors.

Nikole Kingston was promoted from counsel 
to partner at O’Melveny & Myers. Based in 
Newport Beach, California, Kingston focuses on 
private equity and M&A in the consumer products, 
healthcare and technology sectors.

People

Aleksander Bakic was promoted from counsel to 
partner at O’Melveny & Myers. Based in London, 
Bakic focuses on mid-market buyouts in Europe 
and Africa.

Judith Raoul-Bardy was promoted from 
associate to partner at Gibson Dunn & Crutcher 
LLP. Based in Paris, Raoul-Bardy concentrates on 
M&A and private equity in the media and telecom 
sectors.

David Bellaire has joined Waud Capital 
Partners as an operating partner. Based in 
Chicago, Bellaire was previously with Bain & Co. 
and focuses on the healthcare sector.

Jay Bhatt was hired by Boston-based Thomas 
H. Lee Partners’ information services and 
technology group as a managing director. Bhatt was 
most recently the CEO of Blackboard Inc.

Mark Bourgeois was hired by Dubai-based 
Abraaj Group as global head of investor 
engagement. Most recently with Atlantic-Pacific 
Capital, Bourgeois will lead the firm’s global 
fundraising efforts.

Andy Bryant was hired by BDA Partners as chief 
operating officer. Based in London, Bryant most 
recently served as the CEO of Suzu Technologies, 
which provides marketing tools for online retailers.

David Campbell has joined Getzler Henrich 
& Associates to lead the firm’s Midwest region. 
Based in Chicago and most recently with Fifth Third 
Bank, Campbell has experience with restructurings 
and leveraged finance.

Andrew Collina was hired by Alantra’s Boston 
office as a managing director. Previously with BB&T 
Capital Markets, Collina will manage the firm’s U.S. 
financial sponsor relationships.

Gerard Comizio was hired by Fried Frank Harris 
Shriver & Jacobson as a partner in Washington, 
D.C. Most recently with Paul Hastings, Comizio 

will head Fried Frank’s banking practice.

Rick Costello has joined Align Capital 
Partners’ Cleveland office as an operating partner, 
where he will help the firm develop portfolio 
companies. Costello previously held positions at 
Spectrum Surgical Instruments and Steris Corp.

Alan Crossley has joined Toronto-based Osprey 
Capital as a partner. Crossley has experience 
in operations, management buyouts and initial 
public offerings. He was previously with petroleum 
products company Parkland Fuels.

Rob Day has joined Proskauer’s London office as 
a partner. Previously with King & Wood Mallesons, 
Day focuses on M&A and private equity across the 
financial services, consumer, media and technology 
sectors.

Matthew Doull was hired by BDA Partners as 
head of Internet and digital Media in Hong Kong. 
Doull, who previously served as a senior adviser for 
BDA, was also the owner and operator of Hollywood 
Reporter parent Prometheus Global Media.

Michael Drai was promoted from principal to 
managing director at Chicago-based Sterling 
Partners. Drai concentrates on the business 
services sector.

Matthew Dubeck was promoted from associate 
to partner at Gibson Dunn & Crutcher LLP. 
Based in Los Angeles, Dubeck focuses on M&A 
and venture capital.

Anthony Forshaw has joined Houlihan Lokey 
Inc. (NYSE: HLI) as a managing director. Based in 
London and previously with Deutsche Bank (NYSE: 
DB), Forshaw focuses on corporate financing.

Laron Galea was hired by Wimington Trust as 
head of product planning and development. Based 
in New York and previously with Deutsche Bank, 
Galea will work on Wilmington’s M&A escrow and 
paying agent practice.

Jane Haxby

Fazle Husain

Jeeho Lee

New Hires and Promotions By Demitri Diakantonis
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Justin Green was promoted from principal to 
managing director at New York-based Palladium 
Equity Partners. Green joined the PE firm in 
2004 from Citigroup Inc. (NYSE: C). 

Aly El Hamamsy has joined Freshfields 
Bruckhaus Deringer LLP’s New York office 
as a partner. Most recently with Cadwalader 
Wickersham & Taft, Hamamsy concentrates on 
private equity.

Matthew Harrison was promoted from principal 
to partner at New York-based Wellspring 
Capital Management. Harrison has been 
with Wellspring since 2005 and focuses on the 
consumer and industrial sectors.

Jane Haxby was named European managing 
partner at Squire Patton Boggs. She previously 
served as the chair of the firm’s Europe, Middle East 
and Africa, global corporate group, and managing 
partner for its Manchester, England, office. Haxby 
joined Squire Patton in 1993.

Fazle Husain was hired by CVC Capital 
Partners as head of U.S. healthcare. Based 
in New York, Husain was most recently with 
Metalmark Capital.

Daniel Ilundain was promoted from prinicpal to 
managing director at New York-based Palladium 
Equity Partners. IIundain joined Palladium in 
2005 from BBVA’s private equity division. 

Sheon Karol was hired by Rochelle Park, New 
Jersey-based the DAK Group as a managing 
director. Previously with Newlands Consulting, 
Karol concentrates on middle market M&A in 
the manufacturing, healthcare and consumer 
sectors.

Nikole Kingston was promoted from counsel 
to partner at O’Melveny & Myers. Based in 
Newport Beach, California, Kingston focuses on 
private equity and M&A in the consumer products, 
healthcare and technology sectors.

Andrew Kleiman was promoted from associate to 
partner at Proskauer. Based in New York, Kleiman 
focuses on M&A in the hospitality, pharmaceuticals, 
real estate and banking industries.

David Klein was promoted from associate to 
partner at Paul Weiss Rifkind Wharton & 
Garrison LLP. Based in New York, Klein focuses 
on M&A, private equity and joint ventures.

Alexander Kollmorgen was hired by K&L 
Gates’ Berlin office as a partner. Most recently 
with Wilmer Cutler Pickering Hale and Dorr LLP, 
Kollmorgen advises German and other international 
companies on M&A and resrtucturings.

Arman Kuyumjian was hired by Baker & 
McKenzie as a partner in New York. Most recently 
with Haynes and Boone, Kuyumjian focuses on 
M&A in the healthcare space.

Stuart Landucci was hired by Wilmington 
Trust as head of sales strategy. Based in Boston 
and most recently with Deutsche Bank, Landucci 
will work in the firm’s M&A escrow and paying 
agent practice.

Tracey Larsen has joined Honigman Miller 
Schwartz and Cohn LLP where he will co-chair 
the firm’s M&A practice. Based in Grand Rapids, 
Michigan, Larsen was previously with Barnes & 
Thornburg LLP.

Brian Lavin was promoted from associate 
to partner at Paul Weiss Rifkind Wharton 
& Garrison LLP. Based in New York, Lavin 
concentrates on M&A.

Jeeho Lee was promoted from counsel to partner 
O’Melveny & Myers. Based in Los Angeles, 
Lee represents issuers and underwriters on debt 
offering and initial public offerings.

Aneek Mamik has joined Värde Partners as 
North American head of specialty finance. Based in 
New York, Mamik was previously with GE Capital.

People

will head Fried Frank’s banking practice.

Rick Costello has joined Align Capital 
Partners’ Cleveland office as an operating partner, 
where he will help the firm develop portfolio 
companies. Costello previously held positions at 
Spectrum Surgical Instruments and Steris Corp.

Alan Crossley has joined Toronto-based Osprey 
Capital as a partner. Crossley has experience 
in operations, management buyouts and initial 
public offerings. He was previously with petroleum 
products company Parkland Fuels.

Rob Day has joined Proskauer’s London office as 
a partner. Previously with King & Wood Mallesons, 
Day focuses on M&A and private equity across the 
financial services, consumer, media and technology 
sectors.

Matthew Doull was hired by BDA Partners as 
head of Internet and digital Media in Hong Kong. 
Doull, who previously served as a senior adviser for 
BDA, was also the owner and operator of Hollywood 
Reporter parent Prometheus Global Media.

Michael Drai was promoted from principal to 
managing director at Chicago-based Sterling 
Partners. Drai concentrates on the business 
services sector.

Matthew Dubeck was promoted from associate 
to partner at Gibson Dunn & Crutcher LLP. 
Based in Los Angeles, Dubeck focuses on M&A 
and venture capital.

Anthony Forshaw has joined Houlihan Lokey 
Inc. (NYSE: HLI) as a managing director. Based in 
London and previously with Deutsche Bank (NYSE: 
DB), Forshaw focuses on corporate financing.

Laron Galea was hired by Wimington Trust as 
head of product planning and development. Based 
in New York and previously with Deutsche Bank, 
Galea will work on Wilmington’s M&A escrow and 
paying agent practice.

Aneek Mamik

Saee Muzumdar

Michael Silverstein
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John Mann was hired by K&L Gates’ Melbourne 
office as a partner. Most recently with Clarendon 
Lawyers, Mann concentrates on M&A and private 
equity.

Timothy Martin was hired by Wilmington 
Trust as senior relationship manager. Based in 
Chicago and previously with Wells Fargo & Co. 
(NYSE: WFC), Martin will work in the firm’s will 
work in the firm’s M&A escrow and paying agent 
practice.

Christopher Mead has joined Perella 
Weinberg Partners as a partner in Los Angeles. 
Mead was most recently with Bank of America 
Merrill Lynch where he was responsible for M&A 
in the construction, engineering and industrial 
sectors.

Dana Mead was named CEO at TPG Capital-
backed medical device manufacturer Beaver-
Visitec International. Mead was a previously 
partner at Kleiner Perkins Caufield & Byers.

Marcus Meyer was hired by Madison Capital 
Funding LLC as a managing director in New York. 
Previously with NXT Capital, Meyer concentrates 
on investment opportunities for private equity firms 
in the Northeast.

J.P. Michaud has joined Petsky Prunier as 
a managing director. Based in Charlotte, North 
Carolina and previously with 7 Mile Advisors, 
Michaud focuses on M&A in the technology and 
business services sectors.

Kim Vender Moffat was promoted from principal 
to managing director at Chicago-based Sterling 
Partners. Vender Moffat focuses on the middle 
market healthcare and business services industries.

Thomas Mulvihill has joined KeyBanc Capital 
Markets Inc. (NYSE: KEY) as a managing 
director. Based in New York and previously with 
KPMG, Mulvihill will be responsible for business 
development in the firm’s public sector group.

Saee Muzumdar was promoted from associate 
to partner at Gibson Dunn & Crutcher. Based 
in New York, Muzumdar focuses on M&A and joint 
ventures.

Katie Noggle has joined Align Capital Partners’ 
as director of business development. Based in 
Cleveland, Noggle previously worked in debt capital 
markets for KeyBank National Association.

Dierk Paskert was hired by Quarton 
International as a partner in Munich, Germany. 
Paskert focuses on the energy and chemical sectors. 
He was most recently the CEO of Ressource Alliance.

Seth Pearson was promoted was promoted from 
principal to partner at New York-based Wellspring 
Capital Management. Pearson has been with 
the PE firm since 2007 and concentrates on the 
healthcare and industrial sectors.

Donald Persinski has joined KeyBanc Capital 
Markets as a managing director in Pittsburgh. 
Most recently with Ponder & Co., Persinski focuses 
on healthcare public finance, including business 
development.

Krish Prabhu was hired by New York-based Siris 
Capital Group as an executive partner, where he 
will help the firm look for investments, particularly 
in the technology sector. Prabhu most recently 
served as AT&T Inc.’s (NYSE: T) chief technology 
officer.

Luis Ramírez has partnered with New York-
based Post Capital Partners to form a platform 
company that will look for acquisitions in industrial 
plant equipment, parts and services. Ramirez most 
recently served as CEO of Global Power Equipment 
Group Inc.

Michael Saarinen was hired by Alston & 
Bird as a partner in New York. Most recently with 
Goodwin Procter, Saarinen represents private equity 
firms and hedge funds on fund formations and 
operations.

Jeff Schiamberg has joined New York-based 
Cowen Group Inc. (Nasdaq: COWN) as a managing 
director. Previously with RBC Capital Markets, 
Schiamberg focuses on the consumer sector.

Sid Shaver was hired by Houston-based BVCA as 
a managing director. Most recently with Statesman 
Capital, Shaver focuses on sell-side transactions 
in the energy, technology, logistics, consumer and 
food and beverage sectors.

Adam Shebitz was promoted from principal to 
managing director at New York-based Palladium 
Equity Partners. He joined the firm in 2006 from 
Banc of America Securities.

Michael Silverstein has joined the Carlyle 
Group LP (Nasdaq: CG) as an operating 
executive in the firm’s global retail and consumer 
group. Previously with Boston Consulting Group, 
Silverstein will advise Carlyle and its portfolio 
companies on investments, management and 
operations in the retail and consumer sectors.

Anthony Siu was hired by BDA Partners as 
a managing director. Based in Shanghai, Siu 
previously led greater China investment banking for 
Robert W. Baird.

Harris Siskind was promoted to global head 
of McDermott Will & Emery’s corporate and 
transactional practice group. He previously led the 
corporate and transactional practice for the firm’s 
Miami office. Siskind concentrates on private equity 
and M&A.

Joel Telpner has joined Sullivan & Worcester 
as a partner in New York. Previously with Jones 
Day, Telpner has experience in M&A and debt 
transactions.

Andrew Wingfield has joined Proskauer’s 
London office as a partner. Most recently with King 
& Wood Mallesons, Wingfield concentrates on 
private equity and M&A in the financial technology 
and cybersecurity industries. 

People
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www.hilcoglobal.com
North America  /  South America  /  Europe  /  Asia  /  Australia

An examination of Hilco Global today illuminates the unparalleled depth and breadth of our integrated services. Our 
team has a unique understanding of tangible and intangible assets built upon decades of experience in providing both 
healthy and distressed companies with creative solutions. We often support our recommendations with capital, sharing 
both risk and reward. As principal or agent, we have completed billions of dollars of transactions, and are truly vested 
in your success. Please contact Gary Epstein at +1 847 418 2712 or gepstein@hilcoglobal.com.

ACCOUNTS RECEIVABLE   l   APPRAISAL   l   BRAND ADVISORY   l   EQUITY INVESTMENTS

INVENTORY DISPOSITION   l   IP   l   M & E   l   RETAIL CONSULTING   l   REAL ESTATE   l   SECURITY

Look closely and see the world’s preeminent
authority on maximizing asset value.
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