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Inside Word

Pendulum Swing

Many dealmakers are predicting that 2017 will be a strong year for M&A, 
betting that Republican control of the federal government will produce lower 

business taxes and fewer regulatory hurdles. Nearly 70 percent of our monthly 
survey participants said they expect the outcome of the U.S. election to result in 
more middle-market deals. 

Some sectors are expected to fare better than others, with energy and financial 
services among the potential winners. In the cover story, we explore the potential 
impact on financial services. “After the credit crisis, banks sold, shut or de-
emphasized many lines of business, but there was still demand for the products, 
so there was a strong emergence of specialty finance companies formed to take 
advantage of the void,” says Brad Cooper, a managing partner with Capital Z 
Partners, which invests in financial services companies. “But with a more business-
friendly administration, banks may want to get back into those businesses and 
some will do so by making acquisitions.” 

The first steps in dismantling post-recession rules came in early February. 
After a White House meeting with business leaders, including Blackstone Group 
CEO Stephen Schwarzman, President Donald Trump signed a directive calling 
for a rewriting of major provisions of 2010 Dodd-Frank Wall Street Reform and 
Consumer Protection Act, a move welcomed by many dealmakers.

But not all sectors are expected to see a boost in M&A under the new regime. 
Healthcare and cross-border deals are likely to suffer. And not all moves made in 
the early days of the new presidency were embraced by all business leaders. The 
CEOs of nearly 100 technology companies – including Apple, Facebook, Google, 
Intel, LinkedIn, Microsoft, Twitter and Uber  –  signed a brief arguing that the Jan. 
27 executive order on immigration “hinders the ability of American companies to 
attract great talent; increases costs imposed on business; makes it more difficult 
for American firms to compete in the international market-place; and gives 
global enterprises a new, significant incentive to build operations—and hire new 
employees—outside the United States.” We’ll be watching closely to see how the 
new administration’s policies affect the middle market. 
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Watercooler

Retailers Get Personal

Consumers are increasingly 
demanding, and e-commerce 
providers have more information 

than ever to meet the demands. Retailers 
are looking for ways to improve 
convenience and add more personalized 
experiences for customers. As a result, 
strategic buyers and private equity firms 
are turning to M&A.

L Catterton has agreed to buy pool 
supplies company Leslie’s Holdings Inc. 
from CVC Capital Partners in January 
2017. GIC, an investment firm and 
sovereign wealth fund in Singapore, is also 
investing alongside L Catterton. 

Leslie’s, based in Phoenix and founded 
in 1963, sells pool equipment such as 
covers, ladders and filters. According to 
L Catterton, Leslie’s “provides best-in-
class, personalized services, including 
professional on-site installation 
and repairs.” Leslie’s plans to grow 
geographically, while improving  customer 
service. In addition to nearly 900 retail 
stores, Leslie’s sells through e-commerce 
sites including IntheSwim.com.

In November 
2016, Bain Capital 
Private Equity and 
Bow Street LLC 
agreed to acquire 
online diamond 
ring seller Blue 
Nile LLC for $500 
million. Blue Nile, 
based in Seattle, 
sells engagement 
and wedding rings 
online. The company tries to make it 
easier for customers to buy jewelry on the 
Internet. For example, Blue Nile’s website 
features an education section that explains 
diamond cuts, shapes and carat weights. 

The company even sells ring sizers. Blue 
Nile labels itself as the “smartest, easiest, 
and most pressure free way for consumers 
to buy a diamond.”

Also in 2016, Bed Bath & Beyond 
Inc. (NASDAQ: BBBY) bought 
PersonalizationMall.com for $190 
million. Based in Burr Ridge, Illinois, the 
target offers digital printing and engraving 
on products that range from jewelry to pet 
accessories. Bed Bath says the acquisition 
gives the company an opportunity to add 
differentiated customized products, while 
expanding e-commerce services.

—By Demitri Diakantonis

Medtech Demand Rises

McKesson Corp. (NYSE: MCK) 
is acquiring CoverMyMeds, a 
technology-enabled company 

known to automate prescription drug 
approvals, from private equity firm 
Francisco Partners. The deal, which 
follows a previous partnership between 
the buyer and target, is valued up to $1.14 
billion.

The quest for improvements and 
advancements within 
technology has 
been a driving force 
for M&A across a 
variety of industries. 
H e a l t h c a r e 
technology is one of 
the many industries 
seeing the influence. 
Recent deals 
include: Zimmer 
Biomet Holdings 

Inc.’s purchase of physical therapy tech 
manufacturer RespondWell and its 
completed deal for CD Diagnostics, 
a developer of medical tests designed 
to advance joint infection treatments; 

Auris Surgical Robotics Inc.’s purchase 
of medical robot manufacturer Hansen 
Medical Inc.; MedData’s acquisition 
of hospital software developer Cardon 
Outreach; and Thoma Bravo’s deal for 
medical IT security firm Imprivata.

CoverMyMeds is a healthcare software 
company most useful for health insurance 
companies across the U.S. The target’s 
software automates electronic prior 
authorizations (ePA), which is typically 
manual and time consuming, for more 
than 500 electronic health record 
(EHR) systems, 47,000 pharmacies, 
700,000 healthcare providers and most 
health plans. Founded in 2008 by co-
founders Matt Scantland and Sam Rajan, 
CoverMyMeds strives to help clients 
minimize administrative waste and 
medical spending caused by prescription 
abandonment.

The relationship between 
CoverMyMeds and McKesson dates 
back to 2010, when both companies 
aligned missions to improve the business 
of healthcare. McKesson’s RelayHealth 
division partnered with CoverMyMeds 
to offer ePAs to its customers, a service 
that is still a growing trend. New York 
Governor Andrew Cuomo signed a bill in 
November 2016 requiring the Insurance 
Commission and Superintendent of 
Financial Services to develop standards for 
drug ePAs. McKesson provides healthcare 
information, pharmaceuticals, medical 
supplies and care management tools 
across the U.S. The San Francisco-based 
healthcare company reported revenues of 
$50.1 billion for the third quarter in fiscal 
year 2017, up 5 percent year over.

“The entire industry is evolving 
to meet new macro-level shifts and 
challenges, such as the increased global 
nature of healthcare, new entrants into 
the value chain and expanded patient 
access,” states Bansi Nagji, a McKesson 

EVP of corporate strategy and business 
development, in a previous statement 
to Mergers & Acquisitions in October 
2016. “We have 
placed a priority on 
deals that extend our 
channel influence 
and provide value-
added services in the 
specialty space.”

Francisco Partners 
backed Cleveland, 
O h i o - b a s e d 
CoverMyMeds in 
2010. The growth investment supported 
CoverMyMeds’ expansion across the 
pharmacy, provider, manufacturer and 
payer ecosystem. Founded in 1999, 
Francisco Partners is a private equity firm 
with more than $10 billion in capital and 
invests exclusively in the technology sector. 
The firm was conceived by a group of 
West Coast private equity and investment 
bank executives, consisting of: Stephens 
& Co. founder Sanford Robertson, TA 
Associates alumnus Benjamin Ball, and 
TPG Capital’s Depanjan Deb and David 
Stanton. Neil Garfinkel joined the firm 
from Friedman Fleischer & Lowe. The 
firm, which raised a $2 billion fund in 
2011, has invested in more than 175 tech 
businesses since its inception..

—By Kamaron Leach

HP Buys Again

Hewlett Packard Enterprise Co. 
(NYSE: HPE) has agreed to buy 
software company SimpliVity 

for $650 million in cash. The target is 
backed by Accel Partners, Charles River 
Ventures, DFJ, Kleiner Perkins Caufield 
& Byers, Meritech Capital Partners and 
Waypoint Capital.

SimpliVity, founded in 2009 and 
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Auris Surgical Robotics Inc.’s purchase 
of medical robot manufacturer Hansen 
Medical Inc.; MedData’s acquisition 
of hospital software developer Cardon 
Outreach; and Thoma Bravo’s deal for 
medical IT security firm Imprivata.

CoverMyMeds is a healthcare software 
company most useful for health insurance 
companies across the U.S. The target’s 
software automates electronic prior 
authorizations (ePA), which is typically 
manual and time consuming, for more 
than 500 electronic health record 
(EHR) systems, 47,000 pharmacies, 
700,000 healthcare providers and most 
health plans. Founded in 2008 by co-
founders Matt Scantland and Sam Rajan, 
CoverMyMeds strives to help clients 
minimize administrative waste and 
medical spending caused by prescription 
abandonment.

The relationship between 
CoverMyMeds and McKesson dates 
back to 2010, when both companies 
aligned missions to improve the business 
of healthcare. McKesson’s RelayHealth 
division partnered with CoverMyMeds 
to offer ePAs to its customers, a service 
that is still a growing trend. New York 
Governor Andrew Cuomo signed a bill in 
November 2016 requiring the Insurance 
Commission and Superintendent of 
Financial Services to develop standards for 
drug ePAs. McKesson provides healthcare 
information, pharmaceuticals, medical 
supplies and care management tools 
across the U.S. The San Francisco-based 
healthcare company reported revenues of 
$50.1 billion for the third quarter in fiscal 
year 2017, up 5 percent year over.

“The entire industry is evolving 
to meet new macro-level shifts and 
challenges, such as the increased global 
nature of healthcare, new entrants into 
the value chain and expanded patient 
access,” states Bansi Nagji, a McKesson 

EVP of corporate strategy and business 
development, in a previous statement 
to Mergers & Acquisitions in October 
2016. “We have 
placed a priority on 
deals that extend our 
channel influence 
and provide value-
added services in the 
specialty space.”

Francisco Partners 
backed Cleveland, 
O h i o - b a s e d 
CoverMyMeds in 
2010. The growth investment supported 
CoverMyMeds’ expansion across the 
pharmacy, provider, manufacturer and 
payer ecosystem. Founded in 1999, 
Francisco Partners is a private equity firm 
with more than $10 billion in capital and 
invests exclusively in the technology sector. 
The firm was conceived by a group of 
West Coast private equity and investment 
bank executives, consisting of: Stephens 
& Co. founder Sanford Robertson, TA 
Associates alumnus Benjamin Ball, and 
TPG Capital’s Depanjan Deb and David 
Stanton. Neil Garfinkel joined the firm 
from Friedman Fleischer & Lowe. The 
firm, which raised a $2 billion fund in 
2011, has invested in more than 175 tech 
businesses since its inception..

—By Kamaron Leach

HP Buys Again

Hewlett Packard Enterprise Co. 
(NYSE: HPE) has agreed to buy 
software company SimpliVity 

for $650 million in cash. The target is 
backed by Accel Partners, Charles River 
Ventures, DFJ, Kleiner Perkins Caufield 
& Byers, Meritech Capital Partners and 
Waypoint Capital.

SimpliVity, founded in 2009 and 

based in Westborough, Massachusetts, 
provides hyperconverged infrastructure 
software. Hyperconverged technology 

combines storage 
and networks into 
a pre-configured 
system that is 
managed by “user-
friendly” software 
and usually 
doesn’t require a 
lot of IT support. 
HP expects the 
market to be 

valued at almost $6 billion by 2020. One 
of SimpliVity’s competitors, Nutanix Inc. 
(Nasdaq: NTNX), went public in 2016.

“This transaction expands HPE’s 
software-defined capability and fits squarely 
within our strategy to make hybrid IT 
simple for customers,” says HP CEO Meg 
Whitman.

HP has been 
active in M&A. 
The company 
combined some of 
its software assets 
with Micro Focus 
I n t e r n a t i o n a l ; 
bought data 
analytics company 
Silicon Graphics; 
and merged its technology-services division 
with Computer Sciences Corp. (NYSE: 
CSC).

In other recent technology deals, AEI-
backed Belcan purchased information 
technology outsourcing company the 
Kemtah Group; LLR Partners bought 
cybersecurity company BluVector from 
Northrop Grumman Corp. (NYSE: NOC); 
and Thompson Street Capital Partners is 
buying legal software provider Software 
Technology Inc.

—By Demitri Diakantonis

Carmel Invests in 
Apartment Buildings

Carmel Partners has closed 
its sixth real estate-focused 
investment fund, called 

Carmel Partners Investment Fund 
VI. The fund attracted 35 existing 
and new investors, including several 
from Europe, and it is valued at 
$1.025 fund.

“We are pleased to announce the 
successful closing of Fund VI, which 
we believe confirms our investors’ 
confidence in the Carmel value 
creation strategy,” says Carmel CEO 
Ron Zeff. Fund VI has made its first 
investment in Oakland, California.

San Francisco-based Carmel 
invests in U.S. multifamily 

development and 
construction properties. 
The firm has bought 
$10 billion worth of 
apartment of units since 
it was founded in 1996. 
Carmel has offices in 
New York, Los Angeles, 
Seattle, Denver and 
Washington, D.C.

In other real estate 
related deals, GI Partners bought 
data center Komo Plaza and Verizon 
Communications Inc. (NYSE: VZ) 
agreed to sell its data centers business 
to Equinix Inc. (Nasdaq: EQIX).

Private equity firms had an 
eventful year of fundraising in 2016. 
Recent fund raises include: Kainos 
Capital’s raising a $895 million fund; 
Jaguar Growth Partners’ $350 million 
fundraise; and the Carlyle’s Group 
LP (Nasdaq: CG) $2.8 billion credit 
fund.  —By Demitri Diakantonis
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significant role. Recent deals 
involving the entertainment 
and media business include: 
AMC Networks Inc.’s (Nasdaq: 
AMCX) $65 million investment 
in RLJ Entertainment Inc. 
(Nasdaq: RLJE), a company 
backed Black Entertainment 
Television founder Robert L. 
Johnson; Rupert Murdoch’s 21st 
Century Fox Inc.’s agreement to 
buy European pay-TV provider 
Sky Plc for nearly $14.6 billion; 
Kohlberg & Co. LLC recently 
investment in research analytics 

Watercooler

Seasoning M&A Spices Up

San Francisco Equity Partners (SFEP) 
has purchased a majority stake in 
organic spice manufacturer Red 

Monkey Foods. SFEP will partner with 
the target’s founder, 
Jeff Brinkhoff, as 
part of the deal. 
Financial terms of 
the deal were not 
disclosed.

Red Monkey 
Foods makes 
“premium” organic 
s e a s o n i n g s , 
spices and other 
natural dry food 
products. The 
target distributes 
its products to 
gourmet stores 
and mass retailers 
in the U.S. from 
its 60,000 square 
foot facility 
in Springfield, 
Missouri. Red Monkey Foods’ line of 
products include all natural herb and spices 
such as: cayenne pepper, chili powder, 
basil, cinnamon, coriander, cumin, curry 
powder, dill weed, garlic granules, ginger, 
oregano, paprika, cracked pepper citrus, 
bistro poultry, parmesan herb and more.

“Red Monkey Foods is at the 
intersection of two clear trends in the 
food industry: the rise of gourmet store 
brand programs and the continued 
growth of organic products in numerous 
categories,” states SFEP managing partner 
Scott Potter. 

Founded in 2005, SFEP is a private 
equity firm launched with $80 million in 
backing from U.K investment firm LMS 
Capital. The San Francisco-based PE firm 

targets consumer-growth companies with 
up to $100 million in revenue and up 
to $10 million in Ebitda. In Sept. 2010, 
SFEP inked a deal to acquire California 
eyewear maker Zoom Eyeworks. The firm 
typically makes equity investments, both 
control and minority, between $5 million 

and $25 million. 
Method Products, 
Japonesque, ICU 
Eyewear, Artful 
Home, and Yes 
To are all among 
SFEP’s portfolio 
companies.

M&A for 
b u s i n e s s e s 
i n v o l v i n g 
seasonings and 
ingredients have 
begun to increase 
in the middle 
market. Recent 
deals include: 
McCormick & 
Co.’s (NYSE: 

MKC) $127 
million cash deal for Italian flavor 

maker Enrico Giotti S.p.A.; Vantage 
Specialty Chemicals Inc.’s buying oil and 
shortenings maker Mallet and Co. Inc. 
to expand into the ingredients business; 
ConAgra Foods Inc.’s (NYSE: CAG) sale of 
JM Swank, distributor of grains, sweeteners 
and seeds, to Platinum Equity; ConAgra’s 
completed deal to sell Spicetec, a maker 
of flavors, spices and seasoning products 
for food manufacturers, to Givaudan for 
$340 million; and middle-market PE firm 
Highlander Partners’ acquisition of Fuerst 
Day Lawson Holdings Ltd., a distributor 
of amino acids, syrups and sweeteners for 
food, beverage, fragrance and chemical 
companies.

—By Kamaron Leach

AMC Grows in Europe

AMC Entertainment Holdings 
Inc. (NYSE: AMC), operating as 
AMC Theatres, is buying Nordic 

Cinema Group for its portfolio of 68 
movie theaters. AMC Theatres’ $929 
million cash purchase of Nordic includes 
the target’s nearly 50 percent ownership 
in another 201 associated movie screens. 
The buyer anticipates realizing $5 million 
in annual cost synergies as part of the 
deal. 

Nordic, based in Stockholm, Sweden, 
manages 463 screens and 68,000 seats 
among its theatres in the Nordic and 
Baltic nations. Previously owned by 
European private equity firm Bridgepoint 
and Swedish media business Bonnier 
Holding, Nordic generated revenues of 
approximately $349 million in 2015. The 
target will retain its headquarters location 
in Stockholm and operate as a subsidiary 
of London-based Odeon Cinemas Group, 
a company with which AMC acquired 
in November 2016, as part of the deal. 
Nordic operates locally in seven markets 
using several brands, including: SF Bio in 
Sweden, SF Kino in Norway, Finnkino in 
Finland, and Forum Cinemas in Estonia, 
Latvia, and Lithuania.

AMC Theatres is one of the largest 
motion picture exhibitors in the U.S. 
with additional operations in Europe and 
across the globe. As part of the deal for 
Nordic, AMC will reach the milestone of 
1,000 movie theaters with 11,000 screens. 
Odeon, AMC’s European operation, 
will increase to 361 theaters and 2,926 
screens with Nordic. The buyer expects to 
complete the transaction before Jun. 30, 
2017.

The business of movie making 
is huge and made up of many types 
of companies, with M&A playing a 
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significant role. Recent deals 
involving the entertainment 
and media business include: 
AMC Networks Inc.’s (Nasdaq: 
AMCX) $65 million investment 
in RLJ Entertainment Inc. 
(Nasdaq: RLJE), a company 
backed Black Entertainment 
Television founder Robert L. 
Johnson; Rupert Murdoch’s 21st 
Century Fox Inc.’s agreement to 
buy European pay-TV provider 
Sky Plc for nearly $14.6 billion; 
Kohlberg & Co. LLC recently 
investment in research analytics 

firm MarketCast LLC for 
the target’s data insights 
and advisory services into 
the entertainment industry; 
Moore Frères & Company’s 
completed purchase of Opera 
TV for its over-the-top (OTT) 
video streaming software; and 
Walt Disney Co.’s (NYSE: 
DIS) June 2016 agreement to 
buy a one-third stake in the 
video-streaming unit of MLB 
Advanced Media.

—By Kamaron Leach

AMC Grows in Europe

AMC Entertainment Holdings 
Inc. (NYSE: AMC), operating as 
AMC Theatres, is buying Nordic 

Cinema Group for its portfolio of 68 
movie theaters. AMC Theatres’ $929 
million cash purchase of Nordic includes 
the target’s nearly 50 percent ownership 
in another 201 associated movie screens. 
The buyer anticipates realizing $5 million 
in annual cost synergies as part of the 
deal. 

Nordic, based in Stockholm, Sweden, 
manages 463 screens and 68,000 seats 
among its theatres in the Nordic and 
Baltic nations. Previously owned by 
European private equity firm Bridgepoint 
and Swedish media business Bonnier 
Holding, Nordic generated revenues of 
approximately $349 million in 2015. The 
target will retain its headquarters location 
in Stockholm and operate as a subsidiary 
of London-based Odeon Cinemas Group, 
a company with which AMC acquired 
in November 2016, as part of the deal. 
Nordic operates locally in seven markets 
using several brands, including: SF Bio in 
Sweden, SF Kino in Norway, Finnkino in 
Finland, and Forum Cinemas in Estonia, 
Latvia, and Lithuania.

AMC Theatres is one of the largest 
motion picture exhibitors in the U.S. 
with additional operations in Europe and 
across the globe. As part of the deal for 
Nordic, AMC will reach the milestone of 
1,000 movie theaters with 11,000 screens. 
Odeon, AMC’s European operation, 
will increase to 361 theaters and 2,926 
screens with Nordic. The buyer expects to 
complete the transaction before Jun. 30, 
2017.

The business of movie making 
is huge and made up of many types 
of companies, with M&A playing a 
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Bob Evans Exits 
Restaurant Biz

Golden Gate Capital has agreed to 
buy Bob Evans Restaurants from 
Bob Evans Farms Inc. (Nasdaq: 

BOBE) for $565 million plus debt. The 
deal comes as private equity firms show a 
renewed interest in restaurant chains with 
growth potential.

Separately, Bob Evans said it will 
purchase Pineland Farms Potato Co. for 
up to $140 million. Both transactions will 
allow the latter to focus on its BEF Foods 

packaged foods business and concludes 
the company’s strategic review process.

“The sale of Bob Evans Restaurants 
enables us to concentrate exclusively on 
BEF Foods, our fastest growing and most 
profitable segment,” says Bob Evans CEO 
Saed Mohseni. BEF Foods makes frozen 
packaged products such as breakfast 
sausages and macaroni and cheese under 
the Bob Evans and Owens brands.

The restaurant division operates 522 
full service eateries in 18 states, mostly in 
the Midwest and Southeast. The menu 
ranges from a farmer’s choice breakfast to 
a pot roast dinner.

Pineland Farms, located in Mars 
Hill, Maine, produces packaged mashed 
potatoes, diced potatoes, along with 
various cheeses that are sold to restaurants 

and retailers. Pineland and Bob Evans 
have had a business relationship since 
2002. New Albany, Ohio-based Bob 
Evans will initially pay Pineland Farms 
$115 and up to another $25 million if the 
target reaches certain financial goals.

San Francisco-based Golden Gate 
holds investments in more than 35 
companies across sectors that include: 
industrials, financial services, technology, 
retail and restaurants. In 2014, Golden 
Gate acquired Red Lobster from Darden 
Restaurants Inc. (NYSE: DRI) for $2.1 
billion. The firm has also invested in 
California Pizza Kitchen.

PE firms have been showing strong 
interest in restaurant deals. A group that 
includes the Caryle Group LP (Nasdaq: 
CG) is buying a stake in McDonald’s 
Corp. (NYSE: MCD) China business; 
General Atlantic has taken a minority 
stake in Joe & the Juice; Roark Capital 
bought a majority stake in Jimmy John’s 
Sandwiches.

J.P. Morgan Securities LLC (NYSE: 
JPM) is advising Bob Evans on the 
restaurants sale. UBS Investment Bank 

and Ropes & Gray are advising Golden 
Gate.

—By Demitri Diakantonis

Buyers Race for 
Snowmobile Deals

Textron Inc. (NYSE: TXT) has 
reached an agreement to buy 
Arctic Cat Inc. (Nasdaq: ACAT), 

a manufacturer of all-terrain vehicles 
(ATVs) and snowmobiles, for $247 
million in cash. The deal aims to help 
Textron extend its portfolio of outdoor 
recreational products, as the company 
saw a decline in revenue across its aviation 
division that sales Cessna business jets.

“With our recent product introductions 

in the outdoor recreational vehicle market 
under the Stampede name, we believe 
Arctic Cat...provides an excellent platform 
to expand our portfolio, increase our 
distribution and create growth within 
our Specialized Vehicles business,” states 
Textron CEO Scott Donnelly.

Artic Cat is a Minneapolis-based 
designer and manufacturer for the 
recreational vehicle industry. The 
target engineers ATVs, side-by-sides, 
snowmobiles, garments and other 
related accessories under the Arctic Cat 
and Motorfist brand names. Artic Cat’s 
accessories consist of: float avalanche 
airbags, bumpers, cabs, luggage racks, 
lights, snow plows, backrests, windshields, 
wheels, track systems, and winch kits. The 
company sells its products using a network 
of independent dealers and distributors 
across the U.S., Canada, Europe, Russia 
and the Middle East.

Textron is a multi-industry company 
that services the aircraft, defense, 
industrial and finance industries. The 
buyer manufactures and sells business jets, 
turboprop aircraft, military trainer and 
defense aircraft, commercial and military 
helicopters, smart weapons, and airborne 
and ground-based sensors. Textron 
distributes products to clients under brand 
names such as: Bell Helicopter, Cessna, 
Beechcraft, Hawker, Jacobsen, Kautex, 
Lycoming, E-Z-GO, Greenlee, Textron 
Systems, and TRU Simulation + Training.

Textron operates from five divisions, 
including: Textron Aviation, Bell, 
Textron Systems, Industrial, and Finance. 
Revenues for the aviation division 
dropped $51 million in the fourth quarter 
of 2016, accounting for nearly 38 percent 
of total revenue. The decline comes 
amid stagnant global growth, nudging 
business jet manufacturers to offer more 
discounts and incentives to prevent buyers 
from canceling or delaying orders. The 

company opted to experience a decrease in 
sales rather than to cut prices, according 
to Donnelly.

“Frankly we are not willing to go to the 
price levels where some people wanted to 
go in order to get deals done,” Donnelly 
told analysts on a conference call.

Recent outdoors-related deals include: 
Falconhead Capital’s deal to acquire Kwik 
Tek, a maker of Airhead wakeboards and 
other outdoor branded products; Peak 
Rock Capital’s purchase of Do Outdoors 
Inc., the owner of fishing product 
manufacturer Lew’s Fishing; Cabela’s Inc.’s 
(NYSE: CAB) agreement to purchase Bass 
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catch up with established contacts. Whether it 
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in pre-arranged meetings at DealSource, con-
nections are here waiting to be made.
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in the outdoor recreational vehicle market 
under the Stampede name, we believe 
Arctic Cat...provides an excellent platform 
to expand our portfolio, increase our 
distribution and create growth within 
our Specialized Vehicles business,” states 
Textron CEO Scott Donnelly.

Artic Cat is a Minneapolis-based 
designer and manufacturer for the 
recreational vehicle industry. The 
target engineers ATVs, side-by-sides, 
snowmobiles, garments and other 
related accessories under the Arctic Cat 
and Motorfist brand names. Artic Cat’s 
accessories consist of: float avalanche 
airbags, bumpers, cabs, luggage racks, 
lights, snow plows, backrests, windshields, 
wheels, track systems, and winch kits. The 
company sells its products using a network 
of independent dealers and distributors 
across the U.S., Canada, Europe, Russia 
and the Middle East.

Textron is a multi-industry company 
that services the aircraft, defense, 
industrial and finance industries. The 
buyer manufactures and sells business jets, 
turboprop aircraft, military trainer and 
defense aircraft, commercial and military 
helicopters, smart weapons, and airborne 
and ground-based sensors. Textron 
distributes products to clients under brand 
names such as: Bell Helicopter, Cessna, 
Beechcraft, Hawker, Jacobsen, Kautex, 
Lycoming, E-Z-GO, Greenlee, Textron 
Systems, and TRU Simulation + Training.

Textron operates from five divisions, 
including: Textron Aviation, Bell, 
Textron Systems, Industrial, and Finance. 
Revenues for the aviation division 
dropped $51 million in the fourth quarter 
of 2016, accounting for nearly 38 percent 
of total revenue. The decline comes 
amid stagnant global growth, nudging 
business jet manufacturers to offer more 
discounts and incentives to prevent buyers 
from canceling or delaying orders. The 

company opted to experience a decrease in 
sales rather than to cut prices, according 
to Donnelly.

“Frankly we are not willing to go to the 
price levels where some people wanted to 
go in order to get deals done,” Donnelly 
told analysts on a conference call.

Recent outdoors-related deals include: 
Falconhead Capital’s deal to acquire Kwik 
Tek, a maker of Airhead wakeboards and 
other outdoor branded products; Peak 
Rock Capital’s purchase of Do Outdoors 
Inc., the owner of fishing product 
manufacturer Lew’s Fishing; Cabela’s Inc.’s 
(NYSE: CAB) agreement to purchase Bass 

Pro Shops for $5.5 billion; and Bass Pro 
Group LLC’s deal to acquire Fishing 
Holdings LLC from Platinum Equity 
Partners. In 2015, Norwest Equity 
Partners picked up a stake in ski and 
snowboard equipment retailer Christy 
Sports and Johnson Outdoors said it will 
add underwater watch maker Seabear.

Shearman & Sterling is serving as 
legal counsel to Textron on the deal. 
Robert W. Baird & Co. is serving 
as financial adviser to Artic Cat and 
Fredrikson & Byron is acting at legal 
counsel.

—By Kamaron Leach
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Private Equity Perspective

Deal recognizes a transformative transaction that 
made a significant impact on the buyer’s strategy or 
sector or overall M&A. The award goes to the buyer. 
Corporations and private equity firms are eligible.

Dealmaker honors an individual who made 
a significant impact on M&A, or who led a 
transformative transaction. The award goes to 
the person who led the deal. All 
dealmakers are eligible.

Private Equity Firm
recognizes a PE firm that stood 
out in a competitive landscape. 
We take into account the 
acquisitions, exits, fundraising and 
other activities made by the firm 
throughout the year, including 
growth. Thought leadership also 
plays a role. The award goes to the 
firm, and only PE firms are eligible. 

Investment Bank honors a bank that outshone 
the competition. We take into account the volume of 
deals advised on, as well as their significance. We also 
consider the firm’s growth, thought leadership and 
influence on the M&A industry. The award goes to 
the bank. Full-service investment banks are eligible.

Seller recognizes a firm that produced stellar exits 
throughout the year. The award goes to the firm. 

Strategic Buyer honors a corporation that wielded 
M&A to transform its business, or sector or overall 
M&A. Acquisitions and divestitures emblematic of 
the company’s M&A strategy are considered. The 
award goes to the company. Corporations are eligible.

Law Firm of the Year 
recognizes a law firm that 
excelled. We take into 
account the volume of deals 
advised on, as well as their 
significance. We also consider 
the firm’s growth, thought 
leadership and influence on 
the M&A industry. The award 
goes to the firm, and law firms 
are eligible.

Lender of the Year honors a lender that ran ahead 
of the pack. We take into account the volume of loans 
made, as well as their significance. We also consider 
the firm’s growth, thought leadership and influence 
on the M&A industry. The award goes to the lender, 
and lenders are eligible. Check back next month for 
the winners. 

MARY KATHLEEN FLYNN

Setting the Stage

We will announce the winners of the 2016 M&A Mid-Market Awards in the next 

issue of Mergers & Acquisitions. The awards honor leading dealmakers and 

deals that set the standard for transactions in the middle market. We value companies 

that changed the M&A landscape, expanded into new territories and transformed 

their businesses. As a preview, here’s a rundown of the eight award categories.

“Dealmaker 
of the Year
honors an
individual

who made
a signi�cant

impact
on M&A, 

or who led a 
transformative

transaction. 
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Trends in Middle Market M&A

What are some of the broader trends you’re 
seeing in middle market M&A?

While we saw reasonably strong deal 
activity from 2010-2012, in 2013, tax rate 
increases and federal government dynamics 
combined with macroeconomic challenges 
to cause a tightening in the M&A market.  
Many sellers pulled back and buyers became 
cautious. However, in the spring of 2014, 
we saw M&A activity in this segment of the 
market pick up considerably.

The economy pushed through the issues 
of 2013, the public markets continued to rise 
and inexpensive and abundant debt capital 
provided the opportunity for aggressive 
buyers to pay higher multiples and lure sellers 
off the sidelines. This active M&A market has 
persisted through 2016. 

Over the past several years, we have seen 
significant demand from acquirers.  Strategic 
buyers, especially publicly traded companies, 
have amassed cash on their balance sheets and 
are looking for areas to deploy this capital and 
ways to grow in the face of relatively lackluster 
GDP growth. The continued evolution of 
private equity and other institutional capital 
has added to the mounting demand in the 
marketplace. Combine all these buyers with 
the abundant availability of debt financing, 
and you have the recipe for high multiples 
and attractive valuations.

One trend that has become evident in 
this post-recession era is the lengthening 
of transactions. Buyers are more thorough 
with diligence, which has resulted in longer 
deal processes. Well-run companies with 
clear differentiators, strong infrastructure 
and solid reporting are attracting multiple 
suitors, a myriad of transaction options and 
strong valuations, and are experiencing more 

efficient transaction processes.  Conversely, 
companies that are unprepared for a process 
or not as attractive to the markets can have 
great difficulty in successfully completing a 
transaction and may find valuations not as 
lofty as expected.

Do you expect deal activity to remain 
robust in 2017?

In the near term, we expect strong market 
conditions and continued opportunity for our 
clients to sell or raise capital.  There remains a 
significant amount of capital that needs to be 
put to work. While a small bump in interest 
rates may increase the cost of capital slightly, 
this is less significant than the availability 
of debt capital. Assuming banks and
non-bank lenders continue to provide senior
debt to these transactions, we believe the 
strong market trends will continue. While the
changing political administration creates some
uncertainty, absent something unexpected 
early in the new term, we don’t believe this 
will affect the markets in the short run. 

How is the private equity industry changing?
The private equity community has grown 

and changed dramatically over the past 10-
15 years. Record amounts of capital with 
defined investment periods have been raised 
and continue to be raised every year.  This 
abundant capital has added aggressive, well-
funded buyers to the market.  To differentiate 
themselves from competing funds, private 
equity and other institutional capital have 
adopted new fund strategies, like minority or 
growth equity investments.  Middle market 
business owners looking to sell have more 
options available than they may realize, and 
an investment banker with a well-run process 

can help these business owners understand 
those opportunities and the tradeoffs between 
different transactions. 

Another recent change in the industry 
is the growing influence of family offices.  
While family offices have been around 
for some time, we have seen substantial 
growth and more formalization of the direct 
investment and portfolio management side of 
these offices.  Family offices can provide a nice 
alternative to private equity funds for certain 
middle market business owners.  These funds 
do not typically have a time horizon on their 
investments and their return requirements 
may be less than a typical private equity fund.   

Are there any interesting transaction trends 
that you have seen lately?

We engage in a wide variety of transactions, 
from sell-side M&A to growth capital raises.  
As such, we see natural cycles where certain 
transactions are in favor based on the general 
environment. With the lofty multiples of late, 
the majority of our transactions since 2014 
have been straight sell-side M&A, often to 
strategic buyers. Interestingly, in 2016 we 
have done a disproportionate number of 
carve-out transactions, whereby we assist a 
client with the sale of a piece of its business, 
not the entire operation.  In most cases, our 
involvement was triggered by unsolicited 
interest from strategic acquirers.  Carve-out 
transactions can be a great way for buyers 
to strategically add to their businesses and 
for sellers to take advantage of the lofty 
valuation environment while still maintaining 
ownership of much of their businesses. �

©2017 M&T Bank. Member FDIC. Equal Housing Lender. 

All rights reserved.

Middle market M&A has been extremely active, with aggressive 
buyers and abundant capital leading to strong valuations. 

Rob White is a Managing Director at the Investment Banking division of M&T Bank. He is an 
investment banker with the group and was a leader in the development of a service line focusing 
on middle market M&A and corporate finance transactions. Below is a Q&A with White about his 
experiences in middle market M&A and some of the current industry dynamics.

Outlook SPONSOR CONTENT FROM M&T BANK
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The Buyside

Renesas Electronics Corp. has been making a 
push to expand in auto tech. In September, the 
Tokyo-based company, which makes electronics 
for power windows and doors, announced plans 
to buy Intersil Corp. (Nasdaq: ISIL) of Milpitas, 
California, for $3.2 billion. Intersil makes chips 
and semiconductors that are used in batteries 
and on-board cameras for electric and hybrid 
cars. The target lists Ford Motor Co. (NYSE: F), 
Toyota Motor Corp. (NYSE: 
TM) and Nissan as some of 
its customers.

Renesas is taking 
steps to prepare itself for 
the mass production of 
self-driving cars, which 
it thinks will become a 
“reality for consumers 
by 2020.” In January, the 
company announced that it teamed with TTTech 
Computertechnik AG and developed a prototype 
electronic control unit designed for “mass 
production vehicles with integrated software 
and tools.” In addition, the company produces 
Bluetooth-compatible devices used for hands-free 

calling and connecting music players to car radios.
Other non-traditional strategic buyers have 

been looking to grow in the auto tech industry as 
well. Verizon Communications Inc. (NYSE: VZ) 
agreed to buy GPS vehicle-tracking company 
Fleetmatics Group plc for $2.4 billion in 2016. 
Fleetmatics, based in Dublin, develops software 
that tracks commercial drivers’ vehicle location, 
fuel usage, speed and mileage. Also in 2016, 

Samsung Electronics 
Co. said it will pay $8 
billion for Stamford, 
Connecticut-based 
Harman International 
Industries Inc. (NYSE: 
HAR), which makes 
software used to 
connect auto audio 
systems. “We conclude 

that organic growth will not get us where we 
want to go fast enough,” Samsung chief strategy 
officer Young Sohn told investors. Auto tech is 
poised to create ample acquisition opportunities 
for strategic buyers as the use of software in cars 
continues to rise. 

DEMITRI DIAKANTONIS

Connected Cars

The automotive industry is going through a major shift, as cars are being 

made with additonal technology, including software for self-driving cars and 

connected devices. The auto tech sector is highly fragmented, and software makers 

are getting snatched up, as more companies invest in the sector. Renesas, Samsung 

and Verizon are some of the buyers in the space.
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Finance Finesse

“Credit funds are a bit sexier than they were 
10 to 15 years ago,” says Monroe Capital CEO 
Ted Koenig. In October 2016, the Chicago-based 
lender raised an $800 million credit fund with 
nearly 30 percent of capital invested at the time. 
The fund’s strategy focused primarily on senior-
secured and unitranche loans.

Monroe Capital, founded in 
2004, has seen a lot interest in the 
credit fund space, Koenig says. But a 
crowded field means that “those who 
are trying to get into the space now 
are having trouble.” Sellers average 
between 12 and 15 buyers for every 
deal, according to Koenig, so PE 
firms want lenders with experience 
in closing and executing deals.

The Carlyle Group LP (Nasdaq: 
CG) also raised a $2.8 billion credit fund, the 
second of its kind, in 2016. The fund targeted 
the energy sector, including: power generation, 
renewable energy, oil and gas production, oilfield 
services and midstream infrastructure. Carlyle’s 
credit fund underlines the firm’s strategy of 
making mezzanine loans to companies in the 

power and energy industries.
For lenders serving niche industries, such 

as healthcare, the credit fund space is not as 
crowded as it is for firms covering multiple 
sectors. “We’ve actually seen several specialists 
exit the sector after poor investment decisions, as 
well as limited participation from multi-strategy 

asset managers that would like 
to dabble in healthcare lending,” 
says Mike Weinmann, managing 
director of healthcare investment 
firm CRG. Weinmann says many of 
the asset managers that tip-toe into 
the healthcare space lack the credit 
fund experience to structure and 
underwrite deals properly.

Houston, Texas-based CRG 
closed a healthcare-focused private 

credit fund in January with nearly $1.2 billion 
in capital and committed approximately $900 
million of the fund to more than 16 companies.

Among Carlyle, CRG and Monroe Capital, 
experience is the common thread. More credit 
funds are expected, as Monroe anticipates another 
fundraise in 2017. 

KAMARON LEACH

New Wave of Credit Funds

Middle-market financing is in full swing. Firms have begun shifting towards 

credit funds, as investors pursue credit strategies. The demand for credit 

financing is growing as credit funds make loans to private equity firms backing 

companies using various strategies: senior secured, unitranche and mezzanine. 

Monroe Capital, CRG and the Carlyle Group raised credit funds recently.
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"The Art of the Cross Border Deal"

Refund Policy
Notice of cancellation must be made the event planner by email, or by phone at 312.856.9590. Any 
cancellations made more than 48 hours in advanced can be given a full refund. Cancellations made 
less than 48 hours before the start of the event will be given credit towards the next Chapter event 
upon request. If the credit is not applied to the following event, the registrant forfeits the amount.

Marina Bay Sands Hotel

10 Bayfront Avenue,
Singapore 018956 
+65 6688 8868

Golf - Tuesday, May 9, 2017 || 10:00 AM

Dinner - Tuesday, May 9, 2017 || 7:00 PM - 9:00 PM

Conference - Wednesday, May 10, 2017 || 9:30 AM - 5:00 PM

The Alliance of M&A Advisors will present a full day conference concentrating 
on different aspects of the cross-border deal. Experts with completed cross 
border deals will present and discuss different phases of the deal, pitfalls to 

avoid and ways to improve your chances of success on your next international 
deal. Please join us for this exciting day of education and networking with 

fellow professionals from around the globe. 

This event is being held in conjunction with IR Global's "On the Road" event in 
Singapore. IR Global members consist of the world's leading legal, accountancy 
and financial advisors. Each firm passes a stringent vetting process upon joining 

and are recommended are exclusively by jurisdiction and area of expertise. 
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WHERE Ronnie Lyall

dbelew@amaaonline.org
773-800-2231
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Banks divested all kinds of assets over the last several years 
to comply with regulations put in place after the financial 
crisis. Now that the regulations may be dismantled 

through executive orders and other moves, traditional banks 
may have a renewed appetite for business lines they left years 
ago, including loans to middle-market companies.

The new 
administration 
seems intent
on a rollback of 
crisis-era rules 
that could boost 
bank M&A
BY DANIELLE FUGAZY
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to middle-market companies. In 2015, 
GE Capital sold Antares Capital to 
Canada Pension Plan Investment 
Board for $12 billion. Additionally, 
specialty finance companies have grown 
through M&A. For example, in 2016, 
Business Financial Services acquired 
Entrust Merchant Solutions while First 
Financial Bank, National Association 
acquired Oak Street Funding LLC from 
Angelo, Gordon & Co.’s private equity 
group. And perhaps most notably, Ares 
Capital bought American Capital for 
$3.4 billion. 

“The growing demand for capital 
from middle-market borrowers has 
created the need for flexible capital 
providers like us to fill the financing 
gap as banks continue to retrench from 
the market,” said Mike Arougheti, Ares 
Management’s president, in 2016 after 
the American Capital acquisition was 

The specialty finance industry, 
broadly defined as financing outside 
the traditional banking system, is 
one sector that may see an uptick in 
M&A activity. Since the financial 
crisis in 2008, banks divested or closed 
leveraged-loan businesses to comply 
with the Dodd-Frank Wall Street 
Reform and Consumer Protection Act. 
On Feb. 3, President Donald Trump 
signed an executive action, designed 
to significantly scale back the system 
put in place in 2010. As the pendulum 
swings back, banks may set their sights 
on specialty finance businesses.

“After the credit crisis, banks sold, 
shut or de-emphasized many lines of 
business, but there was still demand 
for the products, so there was a 
strong emergence of specialty finance 
companies formed to take advantage of 
the void,” says Brad Cooper, a managing 

partner with Capital Z Partners, 
a New York-based private equity 
firm specializing in investing 
in financial services companies 
in the middle market. “But 
with a more business-friendly 
administration, banks may want 
to get back into those businesses 
and some will do so by making 
acquisitions.” 

There are plenty of specialty 
finance companies today. As 
banks divested or closed their 
leverage finance business lines, 
firms like Abacus Finance and 
Avante Mezzanine Partners 
started up and established firms 
like Bain Capital moved into 
the credit business. In 2016, 
the Boston-based Bain launched 
its first business development 
company to make direct loans 
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Bankers are celebrating the prospect of 
lower corporate taxes and fewer regulations 
under President Donald Trump and a Republican-
controlled Congress. “It’s a new day, and we’re 
excited about it,” said Kelly King, CEO of BB&T 
Corp. (NYSE: BBT), in an earnings call on Jan. 19, 
the day before Trump’s swearing in. “It’s a really 
good proposition for the banking industry.”

Other bank CEOs are similarly optimistic, 
contending that Trump’s proposed policy 
changes – which also include investing heavily 
in infrastructure and repealing and replacing the 
Affordable Care Act (ACA) – will be a boon to 
banks’ bottom lines.

“It’s remarkable the difference an election 
can make in the economic outlook,” said James 
Smith, CEO of Webster Financial Corp. (NYSE: 
WBS), on the company’s fourth-quarter earnings 
call Jan. 26. “Nearly all of the forecasted policy 
changes in a Trump administration, supported by 
a Republican Congress, appear to be positive for 
our business and our company.”

Much, of course, depends on how quickly 
Trump and his fellow party members can move 
on implementing their proposed changes – and 
how much pushback they get from Democrats in 
Congress. Bank CEOs should be cautious about 
setting expectations too high too soon, said Terry 
McEvoy, an analyst at Stephens Inc..

“There’s very little upside for management 
teams to be overly bullish in light of the high 
amount of uncertainty around changes coming 
out of Washington,” McEvoy said. “For any bank 
to be overly optimistic, given the uncertainty, may 
be doing injustice to shareholders.”

Yet most bankers are more bullish about the 
sector than they have been in years.

On BB&T’s Jan. 19 earnings call, King said 
that after the election he directed his 26 regional 
presidents at the Winston-Salem, North Carolina-
based-company to canvass their best business 
customers and gauge their interest in investing 
in expansion. All of them expect the economy to 
pick up steam in 2017, he said. “Everybody was 

optimistic,” King said. “Individual companies are 
already requesting loans to buy trucks, to expand 
their plant, expand inventory.”

Smith, the longtime CEO at Waterbury, 
Connecticut based Webster, said he is keeping 
close tabs on the potential reform of the ACA, 
known as Obamacare. Many experts believe 
that reform would result in higher out-of-pocket 
costs for insured Americans, and that could mean 
more people enrolling in health savings accounts. 
Webster’s HSA Bank subsidiary manages more 
than 2 million health savings accounts.

Nationwide, the number of people with HSAs 
is increasing at a rate of about 20 percent a year, 
“and that could increase significantly, given the 
recent election results and the increasingly likely 
reform of the Affordable Care Act,” Smith said. 
“While no action has been taken, it’s possible 
that eligibility for HSAs could expand by multiples 
of previous expectation, and contribution limits 
could potentially double. Hundreds of millions of 
Americans may ultimately qualify for HSA plans 

versus the 18 million who had them as of midyear 
2016,” he said.

Also high on bankers’ wish lists, of course, is 
regulatory relief, though big-bank CEOs said that 
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to middle-market companies. In 2015, 
GE Capital sold Antares Capital to 
Canada Pension Plan Investment 
Board for $12 billion. Additionally, 
specialty finance companies have grown 
through M&A. For example, in 2016, 
Business Financial Services acquired 
Entrust Merchant Solutions while First 
Financial Bank, National Association 
acquired Oak Street Funding LLC from 
Angelo, Gordon & Co.’s private equity 
group. And perhaps most notably, Ares 
Capital bought American Capital for 
$3.4 billion. 

“The growing demand for capital 
from middle-market borrowers has 
created the need for flexible capital 
providers like us to fill the financing 
gap as banks continue to retrench from 
the market,” said Mike Arougheti, Ares 
Management’s president, in 2016 after 
the American Capital acquisition was 

announced.
Specialty finance companies have 

accounted for only 5 percent to 7 
percent of bank acquisitions over the 
last six years, according to William 
Blair’s market update at the end of 
2016. However that could be changing. 

If banks do indeed want to dip 
their toes back into the specialty 
finance market, they will likely do so 
by acquiring companies rather than 
trying to start businesses from scratch. 
“Many banks aren’t typically good at 
starting new businesses,” says Capital 
Z’s Cooper. 

“The better approach for some is to 
make acquisitions. Many in the private 
equity world believe their specialty 
finance portfolio companies will be 
targets of the banks. The key is they 
have to be built properly. Banks aren’t 
going to buy poorly run businesses.”

If banks do get back in the 
specialty loan business, it could be 
good for middle-market investors and 
companies. “It could be a benefit to the 
middle market companies that struggle 
to secure loans now. There will be more 
money available for lending and that 
will push deal multiples higher,” says 
Murray Schwartz, a partner with New 
York-based law firm Warshaw Burstien 
LLP. “That said, fewer quality deals may 
get done. More lending is generally 
good, unless it’s abused and creates an 
equity bubble.” 

Because of the slow growth 
environment, banks have faced 
limited opportunities for organic 
growth, so they have instead been 
aggressively acquiring other regional 
and community banks over the past six 
years. Rising interest rates, which will 
be good for banks’ bottom line, may 

optimistic,” King said. “Individual companies are 
already requesting loans to buy trucks, to expand 
their plant, expand inventory.”

Smith, the longtime CEO at Waterbury, 
Connecticut based Webster, said he is keeping 
close tabs on the potential reform of the ACA, 
known as Obamacare. Many experts believe 
that reform would result in higher out-of-pocket 
costs for insured Americans, and that could mean 
more people enrolling in health savings accounts. 
Webster’s HSA Bank subsidiary manages more 
than 2 million health savings accounts.

Nationwide, the number of people with HSAs 
is increasing at a rate of about 20 percent a year, 
“and that could increase significantly, given the 
recent election results and the increasingly likely 
reform of the Affordable Care Act,” Smith said. 
“While no action has been taken, it’s possible 
that eligibility for HSAs could expand by multiples 
of previous expectation, and contribution limits 
could potentially double. Hundreds of millions of 
Americans may ultimately qualify for HSA plans 

versus the 18 million who had them as of midyear 
2016,” he said.

Also high on bankers’ wish lists, of course, is 
regulatory relief, though big-bank CEOs said that 

they expect most reform efforts to be directed 
toward smaller institutions.

Many bankers say they hope to see a change 
in the tone of bank supervision under the Trump 
administration. “It’s not just the regulations, it’s 
the degree of intensity with which the regulators 
apply those regulations,” King said.

The Consumer Financial Protection Bureau 
CFPB), under the leadership of Richard Cordray, 
has focused too heavily on setting policy through 
enforcement actions, said Richard Davis, CEO 
of U.S. Bancor (NYSE: USB). “I’ve pleaded with 
Richard Cordray to consider making the CFPB 
an endorsement agency, not an enforcement 
agency,” Davis said during a Jan. 18 earnings 
call. The White House may influence the mission 
of the bureau by replacing Cordray, suggested 
White House National Economic Council Director 
Gary Cohn  in an interview with The Wall Street 
Journal in early February.

Joseph DePaolo, the CEO of Signature 
Bank (NASDAQ: SBNY), said he hopes the 
administration and Congress will place a high 
priority on raising the threshold for determining 
if a bank is systemically important to well above 

the current $50 billion-asset mark. Signature 
has $39 billion of assets and at its current rate 
of growth, it will cross the threshold sometime 
in 2019.

The $50 billion threshold is “anti-competitive 
and protectionist of the big banks,” because it 
gives smaller banks a disincentive to cross the 
threshold, DePaolo said in an interview with 
American Banker. Policymakers “should want 
more banks to grow past $50 billion, because 
these banks are the only ones that can compete 
with the megabanks.”

DePaolo said that a bill that would raise 
the cutoff to $125 billion would win bipartisan 
support in the House and the Senate if it were 
its own piece of legislation. It will fail, though, if 
its passage hinges on changes to other aspects 
of Dodd-Frank.

Lawmakers “just need to move the number 
to allow for more competition in the marketplace 
and then they can deal with the rest.”

—By Alan Kline, with additional reporting 
by Andy Peters and Kristin Broughton

Bl
oo

m
be

rg

Kelly King

Murray Schwartz

Bankers Count the Ways Trump will Boost Financial Services

021_MAJ030117   21 2/7/2017   9:55:37 AM



22  MERGERS & ACQUISITIONS March 2017 March 2017 MERGERS & ACQUISITIONS  23

spur them to engage in more M&A activity. 
Banks are excited about their prospects under 
Republican control. “It’s a new day and we’re 
very excited about it,” said Kelly King, BB&T’s 
chief executive, in an earnings call with analysts 
on Jan. 19, the day before Trump’s inauguration.

The idea of banks moving back into the 
specialty finance business is music to the ears of 
private equity sellers, but it gives private equity 
buyers reason for pause. If regulations do loosen 
and banks pursue specialty finance businesses, 
PE firms may not want to continue to own 
or buy specialty finance businesses. Specialty 
finance companies typically can’t compete on 
price with banks, which traditionally have a 
lower cost of capital when lending. “In many 
areas it will be difficult for independent specialty 
finance businesses to compete against banks 
who can use deposits to fund the business,” says 
Cooper. 

While specialty finance companies may draw 
the interest of the banks, they won’t create a 
free-for-all. Regulations are not expected to 
disappear overnight or roll back so dramatically 
that banks will become reckless. BB&T’s King 
said on earnings call that his firm isn’t ready 
to engage quite yet. “We’re not ready to get 
back into M&A yet,” King said. “Our buying 
constraints are our own.”

Additionally, banks will likely still look 
to acquire the least-risky finance companies 
available. “Most likely, regulations won’t be 
lightened by a lot, so there will still be some of 
the same road blocks,” says Cooper. 

“The specialty finance industry is pretty 
well developed,” says J.P. Young, a director at 
William Blair & Co., who covers the financial 
services sector. “I am not sure the banks’ risk 
appetite is going to grow all that much, even if 
regulation is rolled back.”

With or without bank interest in specialty 
finance businesses, most experts believe the 
financial services industry will see positive 
change with the Republican controlled 
government. This sentiment actually started in 
2016 after the presidential election. At the end 

of 2016, respondents to Mergers & Acquisitions 
Mid-Market Pulse (MMP), believed dealmaking 
in the financial services sector would accelerate 
significantly over the next 12 months because 
of deregulation of the financial services industry 
under a Republican president and Congress. The 
MMP is a forward-looking sentiment indicator, 
published in partnership with CT, a provider of 
business compliance and deal support services. 
It is based on a monthly survey of approximately 
250 middle-market M&A professionals.

M&A professionals believe that many 
financial services companies will grow, creating 
more M&A transactions in the sector this year 
and in the next few years. Industry professionals 
are keeping a close eye on what the banks will do 
in an era of less regulation. “There is a common 
perception that there will be less regulation for 
the next four years and people think this could 
cause M&A volumes to increase in the financial 

“I am not sure
the banks’ risk

appetite is 
going

to grow
all that much,

even if 
regulation is
rolled back.

”
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services industry,” says Mike Hollander, a 
principal with GTCR, a Chicago-based private 
equity firm that specializes in financial services, 
healthcare and technology, media and telecom. 

Young says William Blair is already seeing 
activity pick up in the financial services sector. 
“Our pitch activity has increased significantly 
in the last two to three months, and consumer 
finance stocks have gone up three- and four-
fold since Donald Trump was elected. People 
are hopeful about the future when it comes to 
financial services businesses,” he says. 

M&A in the financial services sector should 
be more active because buyers are less scared of 
regulation when the Republicans are in control. 
Case in point: William Blair had a client that 
received an eight-figure fine for a system glitch 
that the company self-reported to government 
agencies. When that company was ready for 
sale, the potential buyers, strategics and private 
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of 2016, respondents to Mergers & Acquisitions 
Mid-Market Pulse (MMP), believed dealmaking 
in the financial services sector would accelerate 
significantly over the next 12 months because 
of deregulation of the financial services industry 
under a Republican president and Congress. The 
MMP is a forward-looking sentiment indicator, 
published in partnership with CT, a provider of 
business compliance and deal support services. 
It is based on a monthly survey of approximately 
250 middle-market M&A professionals.

M&A professionals believe that many 
financial services companies will grow, creating 
more M&A transactions in the sector this year 
and in the next few years. Industry professionals 
are keeping a close eye on what the banks will do 
in an era of less regulation. “There is a common 
perception that there will be less regulation for 
the next four years and people think this could 
cause M&A volumes to increase in the financial 

services industry,” says Mike Hollander, a 
principal with GTCR, a Chicago-based private 
equity firm that specializes in financial services, 
healthcare and technology, media and telecom. 

Young says William Blair is already seeing 
activity pick up in the financial services sector. 
“Our pitch activity has increased significantly 
in the last two to three months, and consumer 
finance stocks have gone up three- and four-
fold since Donald Trump was elected. People 
are hopeful about the future when it comes to 
financial services businesses,” he says. 

M&A in the financial services sector should 
be more active because buyers are less scared of 
regulation when the Republicans are in control. 
Case in point: William Blair had a client that 
received an eight-figure fine for a system glitch 
that the company self-reported to government 
agencies. When that company was ready for 
sale, the potential buyers, strategics and private 

equity firms, were scared away by the risk, 
Young says. 

“In my experience, in the last three to five 
years the buyer market for financial services 
assets has shrunk because buyers are afraid of 
the risk,” Young says. “Potential buyers will hire 
regulatory experts who lay out all the potential 
risks and buyers get scared away. Since the 
election there is a perception that regulations 
will be pulled back and there will be reform. 
The pendulum had swung so far left, we are 
hopeful it will come back to center and fewer 
buyers will be scared off, and we will see more 
deal activity in the sector.”

Experts also believe that the financial services 
sector may perform better just because the 
U.S. economic environment will be more pro 
business. “A friendly economic environment 
toward U.S. companies is giving people a more 
favorable view of the future and dealmakers are 
thinking about that as they look at any type of 
business that makes loans,” Cooper says. “Also, 
a credit cycle downturn is less likely to occur, 
or occur further down the road, under the new 
administration, which makes these assets more 
attractive now.” 

Consumer finance businesses, anything 
from auto financing to consumer loans, are also 
expected to be targets of banks for acquisitions. 
Payday lender share prices have been increasing 
substantially. This is expected to continue, 
making short-term unsecured lending an area 
that banks and others may want to get into. 
The Consumer Financial Protection Bureau was 
created to protect consumers from bad credit 
practices, mainly caused by subprime mortgage 
companies. Most of the credit companies the 
CFPB was enacted to protect consumers against 
no longer exist. “I expect banks will start to buy 
consumer and commercial finance companies 
again,” says Young. “You may see an uptick in 
banks buying mortgage companies, but only 
mortgage companies with prime credit. They 
will not buy nonconforming-loan companies. 
They won’t take on that risk no matter what 
happens in the regulatory environment.”

“Private equity
�rms that
specialize
in �nancial
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M&A is 
likely to
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MID-MARKET PULSE: Energy M&A Expected to Zoom

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. 

Deals in the energy sector will skyrocket over 
the next 12 months, as domestic oil projects, 
unfettered by regulatory restrictions, are expected 
to expand, according to Mergers & Acquisitions’ 
Mid-Market Pulse (MMP). The MMP is a 
forward-looking sentiment indicator, published 
in partnership with CT, a provider of business 
compliance and deal support services. The MMP 
is based on a monthly survey of approximately 
250 middle-maker M&A professionals. 

Survey participants gave the energy sector a 
composite score of 86.0 for the 3-month outlook 
and a score of 90.3 for the 12-month outlook, 

among the highest MMP scores delivered by any 
sector ever. Dealmakers expect activity in the 
energy sector to benefit from President Donald 
Trump’s pledge to boost the U.S. fossil fuel 
industry by opening more areas to drillers. On 
Feb. 1, the Senate approved Rex Tillerson, the 
former CEO of ExxonMobil Corp. (NYSE: XOM), as 
the next Secretary of State.

One notable deal announced in January was the 
acquisition of Clayton Williams Energy Inc., for 
$2.7 billion in stock and cash, by Noble Energy 
Inc. (NYSE: NBL). The combination will create the 
second-largest acreage position in the Southern 

Delaware Basin of the Permian shale formation, 
Houston-based Noble said in a statement. The 
deal provides more than 4,200 drilling locations 
on about 120,000 net acres, with resources of 
more than 2 billion barrels of oil equivalent.

Although lower than the energy scores, the overall 
M&A scores of 78.0 for the 3-month outlook 
and 79.7 for the 12-month forecast were the 
highest since mid-2015, reflecting respondents’ 
optimism about dealmaking in 2017. Nearly 70 
percent of survey participants said they expect 
the outcome of the U.S. election to result in more 
middle-market M&A. ■
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Dealmaking activity expanded in 
January, but the rate of growth was 
slower than in December, according 

to Mergers & Acquisitions’ M&A Conditions 
Index (MACI). The composite score dipped 
to 51.9 from 55.4. The movement is in 
keeping with seasonal patterns.

Most components of the index registered 
growth. The component that measures 
leads for new transactions was especially 
noteworthy. At 55.4, the Leads score was 
more than 17 points higher than the 38.2 
of the previous January. The component 
has shown growth for 12 months now, 
indicating an abundance of potential future 
transactions. Survey participants have 
expressed optimism about M&A in 2017, 
encouraged by the prospect of lower taxes 
and fewer regulations.

The M&A Business Staffing component 
dropped to 49.2 from 54.8 the previous 
month, representing a rare dip into 
contraction. The component has registered 
consistent growth almost all months since 
the MACI launched in September 2014. 
We will be monitoring the component 
closely in the coming months to see if the 
decline persists or is a momentary drop. ■

Leads for new deals in January were significantly more plentiful than at the same time 
one year ago, providing a positive sign for the months to come. Overall, M&A grew but at 
a slower rate than in December.

January composite at 51.9

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
January

Index
December

Index
% Point 
Change

Direction
Rate of 
Change

Trend 
(months)

Composite 51.9 55.4 -3.5 Expansion Slower 8

Leads 55.4 60.8 -5.4 Expansion Slower 12

Signed Letters 50.0 60.4 -10.4 Even
From 

Expansion
1

Completed Deals 52.7 54.1 -1.5 Expansion Slower 2

Divestitures 51.5 51.9 -0.4 Expansion Slower 2

Financing Availability 50.5 52.2 -1.7 Expansion Slower 2

M&A Business Activity 56.5 58.0 -1.5 Expansion Slower 8

M&A Business Staffing 49.2 54.8 -5.6 Contraction
From

Expansion
1

Bidders 45.1 41.5 3.6 Contraction Slower 12
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�e New Norm?

Private equity firms and lenders have been 
substantially expanding their capabilities over 
the last five to 10 years to make sure they 
are capturing more of the market. Mergers & 
Acquisitions hosted a roundtable to explore 
how private equity firms are changing, why 
these firms are successful, how it impacts the 
market and what dealmakers can expect going 
forward. The event was sponsored by Golub 
Capital. What follows is an excerpted version of 
the conversation. 

  Moderator

Danielle Fugazy 
Contributing Editor, 
M&A

Danielle Fugazy, Contributing 
Editor, Mergers and Acquisitions  

Pamela Hendrickson, COO & Vice 
Chairman, Strategic Initiatives, 
The Riverside Company  

Chip Schorr, Senior Managing 
Director, One Equity Partners  

Andrew Steuerman, Head of 
Middle Market and Late Stage 
Lending, Golub Capital  

Heather Mosbacher Reiner, 
Director, William Blair & Co.
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Sponsored Roundtable

Danielle Fugazy (moderator): 
How has the private equity 
industry changed? What’s 
different today than five or 
even 10 years ago?

Heather Mosbacher Reiner 
(William Blair): The private 
equity industry has grown 
exponentially. There has been a 
tremendous amount of capital 
raised, outpacing M&A activity 
and creating a highly competitive 
environment. Multiples are high 
and a lot of the larger, upper-
middle-market, firms are now 
playing in the true middle market.  
It is increasingly hard to get deals 
done at attractive multiples that 
make sense.

Pam Hendrickson (The Riverside 
Company): There’re 3,000 private 
equity firms in the United States. 
The bulk of them work in the 
middle market. In general, you 
have a lot more capital chasing fewer deals.  
Hence, multiples have been very high for the 
past three or four years. Just the fact that you 
used the word industry when you were talking 
about private equity is certainly a change. We 
are now an industry: we have regulation, we 
have publications, we have conferences and we 
have trade organizations. Private equity is a real 
industry now and it’s being challenged by all the 
things that industries face as they evolve—margin 
pressure, regulatory pressure and public relations 
issues. 

Andrew Steuerman (Golub Capital): We’re 
seeing the larger private equity firms stratify 
their investment product base where they have 
upper, mid, and lower market strategies. They 
are trying to play to all sizes and they’re using 
their brand and scale to try to gain an advantage 
over generalist middle market private equity 
firms. We are seeing this actively play out in our 
pipeline of deals. This is creating challenges and 
opportunities for the broader market.

Chip Schorr (One Equity 
Partners): Historically, you used 
to have a lot of generalist firms.  
Now people are trying to become 
more specialized, but some don’t 
have specialization—they talk 
about it, but they don’t have it. 
In some cases, where firms are 
trying to become diversified asset 
managers, the ability to generate 
deal flow has been lost because 
they don’t have the depth of 
specialization and those private 
equity firms are clustered in the 
auctions. And then, of course, 
the prices are too high in the 
auctions. Firms have lost the skill 
set or they don’t have it because 
they were generalists who didn’t 
develop the specialization and 
they’re not finding ways to create 
opportunities. So, the opportunities 
they’re seeing are priced too high.

Fugazy: In addition to 
specialization, what types of 

things are private equity firms emphasizing 
now that they weren’t 10 years ago? 

Schorr: The value creation processes. If you can’t 
add value to your portfolio companies and you 
don’t have a plan for how you’re going to create 
value, then you’re lost. In the early days, you 
could buy something and create value on the buy. 
Today, there’s no owner in America who doesn’t 
know how to price an asset— you can go on 
Google and find five tools as an entrepreneur that 
will tell you what your company is worth. So as an 
investor, you must be able to make that company 
worth more. If you can’t, you’re not making any 
money.

Reiner: That is hard to do now with multiples 
high and leverage levels not being stretched 
to the levels they once were. There are firms 
that historically created value in the financial 
engineering of the deal. They did not have that 
specialization in terms of operations and creating 
value at the business level. 

“To continuously 
improve you need to 
make investments in 
the best people and 
invest in technology 
and infrastructure.”

Andrew Steuerman
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Hendrickson: You have to make 
it the old-fashioned way, right? 
Create value. You buy a chimney 
company, you have to make more 
chimneys, better chimneys and 
sell more chimneys. 

Steuerman: All of this 
specialization has an impact on 
us. As a middle market lender, we 
have built industry specializations 
that put us on par with our 
private equity client base.

Hendrickson: Makes sense 
because we need that level of 
understanding to move quickly on 
deals. 

Steuerman: We have dedicated 
industry teams so that we can 
limit the borrower specific learning 
curve and have a fast, intelligent 
view of the opportunity. This level 
of expertise allows us to provide 
high levels of certainty in auctions 
where all stakeholders are looking 
for a point of view. Also, as a lender, we have 
to have financing solutions that match our 
clients’ investment thesis—while everyone cares 
about depth of leverage most also want flexible 
financing structures. Golub Capital has created 
a capital base that allows us to approach clients 
as “ask what they need” and design a custom 
solution that works best. No longer does one size 
fits all, today private equity investors want to buy 
a big company, or do a buy-and-build, or execute 
de novo strategy, and all of those come with 
different challenges. We have to keep pace with 
everything that private equity is doing and try to 
anticipate what’s going to happen next.

Fugazy: Is there room anymore for that 
middle market $400 million generalist fund, 
or that generalist lender anymore? 

Steuerman: If M&A volume goes back to prior 
levels and choice becomes more prevalent, then 
firms will see value in different places and there 
will be more room for everyone. But given that 
significant amounts of private equity capital 

have been raised and that M&A 
volume has not kept pace, it 
seems more difficult for the 
generalist to flourish. You have to 
pick certain themes and have lots 
of conviction today. It’s hard to 
have conviction if you don’t have 
knowledge and insights from 
specialization, especially with 
shorter time horizons with less 
perfect information.

Hendrickson: Specialization is 
also helpful for your origination 
function. The specialization helps 
to get in front of these deals 
before they’re coming to the 
market, then evaluate them faster 
and ultimately grow the portfolio 
company more effectively. 

Reiner: The origination function 
at private equity firms has really 
grown and become a unique 
role in itself. It seems 10-plus 
years ago the origination 
responsibilities rested with the 

deal professionals. Now some private equity firms 
have entire business development teams.

Schorr: We have our own research department 
which helps us research opportunities and 
supports us in our outbound calling effort. 
It’s a terrific resource. You’ve got to get more 
specialists.

Fugazy: Is that the way the industry is 
heading—more capabilities at all private 
equity firms? 

Steuerman: I think it depends on a firm’s DNA. 
Using Golub Capital as an example, we have a 
culture that is focused on continuing process 
improvement and investment for today and the 
future. I think we’re fortunate enough to have 
both the mindset and scale where we can make 
investments where needed. We are constantly 
assessing elements such as: how do we make 
our client relationships better, our deal sourcing 
better, how do we make our deal selectivity 
better and how do we improve our portfolio 

“Private equity is a real 
industry now and it’s 
being challenged by all 
the things that industries 
face as they evolve— 
margin pressure, 
regulatory pressure and 
public relations issues.”

Pam Hendrickson
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management elements? To 
continuously improve you need 
to make investments in the best 
people and invest in technology 
and infrastructure. All of these 
investments are more easily 
accomplished with scale. 
I believe the best way to assess 
your effectiveness is as follows: 
how would you judge your firm 
if it were a portfolio company? 
What shocks me is that many 
firms seem to accept less-perfect 
elements for themselves than 
they would for their portfolio 
companies. The private investing 
industry is a maturing industry and 
with maturation comes the need 
for improvement, investment and 
continued relevancy.

Hendrickson: An additional point 
about why scale is important is 
because it gives firms the ability to 
retain talent because they have growth avenues 
for their young talent. If you’re not scaling, 
young talent is going to leave because there’s no 
upward mobility for them. 
 
Fugazy: How many private equity firms can 
really survive in today’s market? 

Hendrickson: What I’m seeing and hearing is 
that the LPs are trying to write bigger checks to 
fewer managers because it’s just gotten to be 
too much. I’m going to my scotch analogy — if 
you think about Scotch Whiskey, it’s been around 
since 1800, it survived prohibition, two world wars, 
and they did it because they stayed consistent 
with their brand and they met the needs of 
their consumers. So when we think about our 
consumers, we’re listening to our investors: They 
want yield, but less risk, and more liquidity. 
Scotch has made more blends, but it stuck to 
scotch. We have to stay consistent, whatever we 
do at Riverside it still has to be at the small end 
of the middle market. That’s what we’re built for. 

Steuerman: We have a long-term track record of 
consistent returns and not succumbing to style 

drifts. We need capital to support 
our private equity client demand 
and we believe we have the 
right balance between capital 
raising and capital deployment. 
The long-term capital and 
more direct control over asset 
purchases and asset divestitures 
allow private equity firms to have 
very long lives. While lenders 
have similar elements, there is 
a continuous need to have the 
appropriate scale and solutions 
to meet private equity client 
needs. While there are numerous 
firms considered middle market 
lenders, there’re only a handful 
of firms that have the scale and 
foundation to be a full-service 
lender. For example, having 
appropriate revolver capabilities 
and back-office infrastructure 
takes skill and scale. There are 
many direct lending platforms 

that focus on participating in syndications 
arranged by others as opposed to self-origination 
– which is a different model than Golub Capital. 
We are a full-service private equity centric firm 
that has evolved to our current scale over 20 
years. The barriers to entry for a self-origination, 
full-service agency model are more challenging 
than ever — which is why there are only a 
handful of lenders with significant market share.

Schorr: Riverside has built a model around the 
lower end of the middle market, which is one way 
to go and then at the other end of the spectrum 
you have firms building financial supermarkets. 
These are the asset managers who are going to 
be all things to all people. Neither model is bad, 
just different. And lastly, you have the stragglers 
who haven’t actually considered what they are 
doing. They’re just doing it by happenstance. 
They’re not hyper-specialized, they don’t have 
diversification with specialization, nor are they 
broad based asset managers. They will not last. 
It will be interesting to see long-term which 
model is the most successful because it’s two 
diametrically opposed ways to go after the 
investing market.

“The uncertainty is 
going to change the 
financing markets a 
little bit and it’s going 
to require more skill to 
navigate the boat.”

Chip Schorr
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Hendrickson: I do think it’s 
important to understand that 
the small and large markets are 
different animals. If you’re not 
built to play in the lower part of 
the market or you’re not built to 
play above it, tyring to do so can 
be extremely challenging. We 
could never play in the big part of 
the market; we don’t know what 
we’re doing—so it will be very 
interesting to see whether people 
can successfully do that. 

Fugazy: Are you finding you 
have competition coming down 
from the larger markets? 

Schorr: Sometimes yes, you will 
have been talking to a company 
for a while and then they’ll tell 
us that they had a visit from 
somebody and we’re scratching 
our heads wondering why that 
firm has interest. It’s a $240 
million sales company doing 
$40 million of EBITDA and the smallest check 
the new competitor will normally write is $600 
million. It’s happened before. In 2001 and 2002, 
you saw the same thing. There’s always been slow 
periods where bigger firms come and try different 
strategies. I don’t think it’s new. 

We’re unique in that so much of what we do 
is going out and talking to people about how 
we can use our capital to help them buy their 
competitors. We’re not really talking to people 
about selling us their business. Our lead is “we 
love your industry, here are 15 players that we’ve 
talked to in your industry, here’s why we think 
you’re unique. Use our capital and let’s work 
together to consolidate your nearest and dearest 
competitor.” That’s a different dialogue and that’s 
allowed us to be differentiated. 

Steuerman: Historically, most private equity 
firms transacting at various sizes or stages 
did so via one core fund. Now it is becoming 
common for firms to create segmented funds. 
PE firms have the same corporate umbrella, but 
they are deploying multiple strategies. I don’t 

think this is a fad. I think they’ve 
made commitments to a multi-
fund strategy. Private equity 
professionals now describe 
themselves as asset managers. 
I think they’re looking at asset 
management like you would a 
mutual fund, you have a small 
cap, a mid cap, and you have 
a large cap. I think some of 
these firms are taking that same 
strategy just on a private equity 
platform versus a mutual fund 
platform. 

For us, when it comes to 
competition we try to assess our 
chance for success — on credit, 
on structure, and on the basis of 
competition — we will frequently 
self-select out where we have no 
identifiable advantage. We have 
valuable resources and have to be 
judicious where we will spend our 
time. We know what we’re good 
at and we know what we’re not 

good at. For example, on deal sourcing, we are 
really good at relationship lending. We’ve made 
a two-decade investment in having that skill set 
and expertise. With regard to credit, we have 
specific criteria and borrower profiles we find 
more attractive versus others. Every model works 
differently and there are examples of success in 
all strategies.

Reiner: I speak with lenders weekly and one of 
the biggest issues they talk to me about is the 
difficulty in sourcing quality deals and then the 
competitiveness to win. There has been a lot of 
capital raised and these funds are looking to 
invest it and are having difficulty. There’s a firm I 
met with recently, they’ve done two deals in all of 
2016. That is not a sustainable model.

Fugazy: What are some of the challenges 
that firms face as they look to grow? Is 
growth really a key to success today? 

Schorr: I would say consistency in strategy 
and consistency in team are critical elements 
of success. So if you outgrow what you’re 

“It seems 10 plus 
years ago the origination 
responsibilities 
rested with the deal 
professionals. Now some 
private equity fi rms 
have entire business 
development teams.”

Heather Reiner
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strategically good at, or where you’re 
differentiated, or where you have a competitive 
advantage, you’re going to have a challenge. And 
so growth-for-growth’s sake alone rarely ends 
well. It’s got to be consistent and take advantage 
of the team’s abilities and the firm’s DNA.

Steuerman: I consider Golub in the client service 
business. We provide loans when a private equity 
client or portfolio company needs our assistance. 
In some ways we’re beholden to someone else 
creating an opportunity, but then have to react 
as a preferred provider to solve their need. As our 
private equity client base grows, we have to grow 
with it or we become less relevant. For us, one 
challenge is managing our human capital. For 
the past four or five years we have significantly 
grown our assets under management. At that 
level of growth you have to add solid people and 
successfully managing and investing in our team 
drives our success.

How we impart our culture during the new 
employee on-boarding process is critical. I’ve 
been at Golub a long time and I’ve hired a lot of 
the people. It’s my job to get to know as much 
about my team members as possible. It’s my job 
to talk with them. I explain how we go to market, 
our credit tolerances and what we do. We have 
check-in points. We have gates that need to be 
crossed. No commitment goes out until we can 
confirm we did everything we were supposed 
to do. Those are things you have to think about 
as you keep scaling. You have to keep your 
culture while you scale. When I started, we had 
10 people. Now we have over 400 people. So 
how do you get the tenured team members and 
that last person hired understanding they are on 
exactly the same mission? That’s critical. I have to 
be the champion of that. That’s my mission, my 
job. 

Hendrickson: It’s consistency and values, but 
you can’t erode the value system within your 
company for the sake of growth. 

Reiner: A very high priority of William Blair is to 
keep our core values and culture as we grow. We 
have invested a lot of effort into how we onboard 
new employees and keep the strength of the 
culture that the firm was built on.

Fugazy: What’s on the horizon for your firm 
expansion or the market? 

Hendrickson: We might get some regulatory 
relief, which might be nice. I’m trying to look at 
the glass half full situation. 

Schorr: I think you’re going to get volatility. 
You’re going to have inflation. You’re seeing wage 
inflation and inflation over the policy index rate. 
You’ve seen interest rates start to back up just on 
the talking of infrastructure spend and you’ve got 
trade uncertainty. 

Hendrickson: The geopolitical issues are 
uncertain and scary. 

Schorr: You’ve got more uncertainty, so you have 
more volatility. I’ve started handing out case 
studies to some of the younger guys on how to 
manage an inflationary environment and what 
it does to working capital, because surprisingly, 
none of them have ever lived in an inflationary 
environment. 

Hendrickson: Right, exactly. 

Schorr: They whine about Libor plus 600, and I’m 
like really? I remember low teens interest rates 
with a point and a half PIK and warrants—I’m 
just fine because I have seen it before. The 
uncertainty is going to change the financing 
markets a little bit and it’s going to require more 
skill to navigate the boat.

Steuerman: I remember when Libor was 500.

Hendrickson: Welcome to the real world. 

Steuerman: So are we going to do fine? Yes. 
Are we deploying capital in new loans at a 
reasonable pace? Yes, but we’re being cautious. 
But we are big believers in the middle market 
and believe the middle market drives growth in 
the U.S. Besides generational M&A, we believe 
that there is a backlog of long-dated portfolio 
companies in private equity portfolios. At some 
point they have to be released. We watch those 
companies and we have ways of anticipating 
when they come out. ■
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Month by Month Look at 5 Years of Mid-Market M&A by Volume
More deals closed in the fourth quarter of 2016 than any other quarter, and December was one of the most active months.
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Month by Month Look at 5 Years of Mid-Market M&A by Value ($bil)
The fourth quarter delivered the highest total deal value of 2016. 

November and December were the two most lucrative months of the year.
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M
omentum is building in the middle market 
during the opening months of 2017. 
Transaction professionals are forecasting 
a strong year, betting that Republican 

control of the federal government will produce lower 
business taxes and fewer regulatory hurdles. While some 
areas of M&A may suffer in the transition of power, 
such as healthcare and 
cross-border deals, many 
sectors are expected to 
fare well under the new 
regime, especially energy 
and financial services.

Uncertainty about 
the U.S. election caused 
M&A to slow down in 
2016, which failed to 
reach the heights of the 
previous two years, as 
the charts that follow 
demonstrate. But once 
the election ended, dealmaking picked up, making 
the fourth quarter the year’s best for M&A. December 
proved to be one of the most active months of the year, 
as buyers and sellers pushed to close deals before the 
year ended.

“We look at our pipeline of transactions right now, 
and it’s about as robust as it’s been in quite some time,” 
said John Martin, co-CEO of middle-market lending 
powerhouse Antares Capital, in an interview near the 
end of the year.

In January, the overall M&A scores for the 3-month 
and 12-month outlooks on Mergers & Acquisitions’ 
monthly survey of 250 dealmakers hit the highest 
mark since mid-2015, reflecting widespread optimism. 
Nearly 70 percent of survey participants said they 
expect the outcome of the U.S. election will drive more 

middle-market M&A.
The private equity coffers are primed for M&A deals 

in 2017, thanks to successful fundraising in 2016. In a 
sign of health, 2016 was the fourth consecutive year in 
which annual fundraising totals exceeded $300 billion, 
although the figures still lag the nearly $400 billion 
raised annually by funds that closed before the crisis in 

2007 and 2008.  In 2016, 
PE funds globally raised 
$355.3 billion, according 
to Preqin, based on data 
collected by Feb.2. That 
figure is expected to rise, 
as more data is collected. 
It already surpasses the 
post-crisis record of $348 
billion raised in 2014. 

Providing another sign 
of optimism about future 
dealmaking, a record 
number of new private 

equity funds are currently being marketed to investors.

Editor’s Note: To measure activity in the middle market, 
Mergers & Acquisitions looks at transactions that fulfill 
several requirements: Deals must have a value of roughly 
$1 billion or less, or an undisclosed value; they must be 
completed (not just announced) within the timeframe 
designated; and they must include at least one U.S. 
company in the role of buyer and/or seller. Excluded from 
our charts are: recapitalizations; self-tenders; exchange 
offers; repurchases; stake purchases; and transactions with 
undisclosed buyers or sellers. Except where noted, our data 
provider is Thomson Reuters, which updates its databases 
continuously. We use the data available at press time. For 
this article, data was collected on Jan. 20, 2017.
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middle-market M&A.
The private equity coffers are primed for M&A deals 

in 2017, thanks to successful fundraising in 2016. In a 
sign of health, 2016 was the fourth consecutive year in 
which annual fundraising totals exceeded $300 billion, 
although the figures still lag the nearly $400 billion 
raised annually by funds that closed before the crisis in 

2007 and 2008.  In 2016, 
PE funds globally raised 
$355.3 billion, according 
to Preqin, based on data 
collected by Feb.2. That 
figure is expected to rise, 
as more data is collected. 
It already surpasses the 
post-crisis record of $348 
billion raised in 2014. 

Providing another sign 
of optimism about future 
dealmaking, a record 
number of new private 

equity funds are currently being marketed to investors.

Editor’s Note: To measure activity in the middle market, 
Mergers & Acquisitions looks at transactions that fulfill 
several requirements: Deals must have a value of roughly 
$1 billion or less, or an undisclosed value; they must be 
completed (not just announced) within the timeframe 
designated; and they must include at least one U.S. 
company in the role of buyer and/or seller. Excluded from 
our charts are: recapitalizations; self-tenders; exchange 
offers; repurchases; stake purchases; and transactions with 
undisclosed buyers or sellers. Except where noted, our data 
provider is Thomson Reuters, which updates its databases 
continuously. We use the data available at press time. For 
this article, data was collected on Jan. 20, 2017.
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WRAP UP 2016
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10 Years of Mid-Market M&A by Volume
Completed deals dipped in 2016, a year of uncertainty surrounding the presidential election.

10 Years of Mid-Market M&A by Value ($bil)
Total deal value also dropped in 2016.
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10 Years of Mid-Market Leveraged Buyouts by Volume
Middle-market LBOs were down in 2016, compared with the previous two years.

10 Years of Mid-Market Leveraged Buyouts by Value ($bil)
The total deal value of LBOs also fell.
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Houlihan Lokey 172
JP Morgan 96
Jefferies LLC 91
Moelis & Co 77
Stifel/KBW 75
Piper Jaffray Cos 74
Raymond James Financial Inc 70
Evercore Partners 69
Morgan Stanley 65
Lazard 64
Goldman Sachs & Co 61
Generational Equity 60
Barclays 58
Lincoln International 57
KPMG 54
Bank of America Merrill Lynch 53
Sandler O’Neill Partners 53
Robert W Baird & Co Inc 49
William Blair & Co 46
Duff & Phelps 45
RBC Capital Markets 45
Credit Suisse 40
Rothschild & Co 40
PNC Financial Services Group 39
PricewaterhouseCoopers 39
Stout Risius Ross Inc 39
Citi 35
PJT Partners LP 34
Deutsche Bank 32
Wells Fargo & Co 32
UBS 29
Deloitte 26
Greenhill & Co, LLC 26
Oaklins (FKA M&A Intl Inc) 24
Stephens Inc 24
BMO Capital Markets 23
Ernst & Young LLP 23

Investment Bank Number of Deals

Most Active Mid-Market 
Investment Banks by Volume
Houlihan Lokey topped the investment bank league table, 
advising on 172 completed middle-market deals.

WRAP UP 2016
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10 Years of Mid-Market Cross-Border Deals with U.S. Targets by Volume
2016 delivered the second-highest volume of cross-border deals with U.S. targets since the recession.

10 Years of Mid-Market Cross-Border Deals with U.S. Targets by Value ($bil)
Total value of cross-border deals with U.S. targets was higher in 2016 than any year since the recession.
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Houlihan Lokey 172
JP Morgan 96
Jefferies LLC 91
Moelis & Co 77
Stifel/KBW 75
Piper Jaffray Cos 74
Raymond James Financial Inc 70
Evercore Partners 69
Morgan Stanley 65
Lazard 64
Goldman Sachs & Co 61
Generational Equity 60
Barclays 58
Lincoln International 57
KPMG 54
Bank of America Merrill Lynch 53
Sandler O’Neill Partners 53
Robert W Baird & Co Inc 49
William Blair & Co 46
Duff & Phelps 45
RBC Capital Markets 45
Credit Suisse 40
Rothschild & Co 40
PNC Financial Services Group 39
PricewaterhouseCoopers 39
Stout Risius Ross Inc 39
Citi 35
PJT Partners LP 34
Deutsche Bank 32
Wells Fargo & Co 32
UBS 29
Deloitte 26
Greenhill & Co, LLC 26
Oaklins (FKA M&A Intl Inc) 24
Stephens Inc 24
BMO Capital Markets 23
Ernst & Young LLP 23

JP Morgan 29.0
Morgan Stanley 20.7
Jefferies LLC 18.7
Barclays 18.1
Bank of America Merrill Lynch 17.9
Goldman Sachs & Co 16.6
Evercore Partners 13.3
Citi 12.4
Credit Suisse 11.8
RBC Capital Markets 11.0
Moelis & Co 10.5
Houlihan Lokey 9.8
Lazard 8.9
UBS 8.8
Centerview Partners LLC 7.3
Deutsche Bank 6.7
Rothschild & Co 6.6
Greenhill & Co, LLC 6.5
Stifel/KBW 6.2
Piper Jaffray Cos 6.1
Sandler O’Neill Partners 5.9
Wells Fargo & Co 5.5
William Blair & Co 5.1
Raymond James Financial Inc 5.0
Robert W Baird & Co Inc 4.3
Nomura 4.1
BMO Capital Markets 3.9
KPMG 3.9
Duff & Phelps 3.6
Macquarie Group 3.3
Stephens Inc 3.1
GCA Corp 2.6
Ernst & Young LLP 2.4
Perella Weinberg Partners LP 2.4
PJT Partners LP 2.2
PNC Financial Services Group 2.0
Lincoln International 2.0

Investment Bank Number of Deals Investment Bank Value ($bil)

Most Active Mid-Market 
Investment Banks by Volume
Houlihan Lokey topped the investment bank league table, 
advising on 172 completed middle-market deals.

Most Active Mid-Market  
Investment Banks by Value ($bil)
JP Morgan advised on the highest total deal value  
of mid-market transactions.
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WRAP UP 2016

Kirkland & Ellis 275
Jones Day 222
Latham & Watkins 197
DLA Piper LLP 190
Goodwin Procter LLP 135
Morgan Lewis & Bockius 130
McGuireWoods LLP 112
Bryan Cave LLP 108
Cooley LLP 106
Hogan Lovells 99
Weil Gotshal & Manges 99
Wilson Sonsini Goodrich & Rosati 98
Sidley Austin LLP 97
Skadden 93
Paul, Weiss 79
Orrick Herrington & Sutcliffe LLP 75
Gibson Dunn & Crutcher 72
Baker & McKenzie 70
White & Case LLP 70
Paul Hastings LLP 66
Ropes & Gray 64
Willkie Farr & Gallagher 64
Dorsey & Whitney LLP 61
Davis Polk & Wardwell 59
McDermott Will & Emery 58
Norton Rose Fulbright 54
Shearman & Sterling LLP 53
Morrison & Foerster 50
Sullivan & Cromwell 49
O’Melveny & Myers 48
Dechert 47
Dentons 47
Fenwick & West LLP 47
King & Spalding 47
Simpson Thacher & Bartlett 47
Stikeman Elliott 46
Greenberg Traurig 44

Latham & Watkins 33.1
Skadden 23.1
Kirkland & Ellis 21.6
Jones Day 15.4
Davis Polk & Wardwell 14.6
White & Case LLP 13.5
Sullivan & Cromwell 13.2
DLA Piper LLP 12.8
Sidley Austin LLP 12.1
Paul, Weiss 11.8
Cravath, Swaine & Moore 11.2
Weil Gotshal & Manges 11.0
Shearman & Sterling LLP 10.2
Gibson Dunn & Crutcher 10.1
Wachtell Lipton Rosen & Katz 9.6
Simpson Thacher & Bartlett 8.2
Willkie Farr & Gallagher 8.2
Goodwin Procter LLP 8.2
Hogan Lovells 8.2
Cooley LLP 7.8
Debevoise & Plimpton 7.8
Morgan Lewis & Bockius 7.5
Wilson Sonsini Goodrich & Rosati 7.3
Morrison & Foerster 6.8
Vinson & Elkins LLP 6.5
Bryan Cave LLP 6.0
Akin, Gump, Strauss, Hauer & Feld 5.9
Baker & McKenzie 5.9
Mayer Brown LLP 5.6
Alston & Bird 5.4
Norton Rose Fulbright 5.4
Orrick Herrington & Sutcliffe LLP 5.4
King & Spalding 5.3
Freshfields Bruckhaus Deringer 4.9
Covington & Burling 4.8
O’Melveny & Myers 4.5
Fried Frank Harris Shriver & Jacobson 4.4

Law Firm Number of Deals Law Firm Value ($bil)

Most Active Mid-Market 
Law Firms by Volume
Kirkland & Ellis advised on more completed mid-market 
transactions than any other law firm.

Most Active Mid-Market 
Law Firms by Value ($bil)
Latham & Watkins advised on the highest total deal value of 
mid-market M&A deals.

So
ur

ce
: T

ho
m

so
n 

Re
ut

er
s

044_MAJ030117   44 2/7/2017   10:03:05 AM



Sponsored by

As more and more of our M&A readers seek new and efficient ways to consume 
their news and information, the Mergers & Acquisitions video page 

is the premier destination for interactive, in-depth commentary 
and analysis in this rapidly growing market. 

Visit today at themiddlemarket.com/video

LEADING FIGURES IN 
MERGERS & ACQUISITIONS

d30734_MA_RRD_HouseAd.indd   1 1/15/16   10:17 AM033_MAJ010117   33 12/6/2016   2:15:26 PM



46  MERGERS & ACQUISITIONS March 2017 March 2017 MERGERS & ACQUISITIONS  47

Sun Capital Partners. Florian joined the firm in 
2007 and focuses on the industrials and packaging 
sectors.

Joseph Fortunato has joined Boston-based 
J.W. Childs Associates as an operating partner. 
Fortunato, the former CEO of GNC Holdings Inc. 
(NYS: GNC), will help the firm evaluate potential 
investments in the retail sector.

Bo Griffith was promoted from senior associate 
to partner at Alston & Bird. Based in Atlanta, 
Griffith concentrates on M&A in the financial 
services sector.

Thomas Groh was promoted from principal to 
partner at Atlus Capital Partners. Groh, based 
in Lincolnshire, Illinois, joined Atlus in 2014 and 
focuses on new business development and deal 
generation.

Matt Gullen has joined Comvest Partners as 
a partner. Based in West Palm Beach, Florida, and 
most recently with H.I.G Capital, Gullen will be 
responsible for sourcing and executing transactions.

Adam Gwaltney has joined Nixon Peabody 
as a partner. Based in Providence, Rhode Island, 
and previously with Hinckley Allen, Gwaltney 
focuses on M&A in the retail, technology and 
manufacturing sectors.

John Higgins has joined EisnerAmper LLP as 
a managing director. Field & Higgins has merged 
with Princeton, New Jersey-based EisnerAmper.

Russell Hilton was promoted from senior 
associate to partner at Alston & Bird. Hilton, 
who is based in Atlanta, focuses on M&A in the 
healthcare space.

Bradley Houser has joined Holland & Knight’s 
Miami office as a partner. Most recently with 
Akerman, Houser focuses on M&A, particularly 
with real estate investment trusts (REITs) and 
special purpose acquisition corporations.

People

Birker Bahnsen was promoted from director to 
managing director at TA Associates. Based in 
London, Bahnsen focuses on European healthcare 
investments. He joined the firm in 2009 from 
HCapital.

Ahmed Baladi has joined Gibson Dunn & 
Crutcher LLP as a partner in Paris. Previously 
with Allen & Overy, Baladi concentrates on digital 
transactions, including cybersecurity.

Jeremy Berry was hired by Fried Frank Harris 
Shriver & Jacobson LLP as a partner. Based in 
New York and most recently with Akin Gump, Berry 
advises private equity and hedge funds on M&A 
and fund formations.

Mark Briggs has joined Boston-based 
Silversmith Capital Partners as a senior 
adviser. He will advise the firm and its portfolio 
companies on investment opportunities and trends 
in the technology and healthcare sectors. Briggs 
was most recently the CEO of healthcare data firm 
Ability Network.

Elvir Causevic has joined Los Angeles-based 
Houlihan Lokey Inc. (NYSE: HLI) as co-head of the 
firm’s technology and intellectual property advisory 
group. Houlihan acquired Black Stone IP LLC, an 
intellectual property-focused investment bank.

Chris Chrisafides was hired as CEO of 
Elite Comfort Solutions, a foam bedding 
manufacturer backed by Arsenal Capital 
Partners and located in Newnan, Georgia. 
Chrisafides most recently served as commercial 
vice president for Dow Chemical Co.’s (NYSE: 
DOW) North American polyurethane division.

David Chung was hired by Palto Alto, California-
based HGGC as executive director. Before joining 
HGGC, Chung was with Blum Capital Partners.

Martin Dozier was promoted from counsel to 
partner at Alston & Bird. Based in Atlanta, Dozier 
focuses on M&A in financial services.

Steve Duke was promoted from principal to 
managing director at Harvest Partners SCF. Duke 
joined the firm in 2014 and concentrates on the 
business services and healthcare sectors.

Nathalie Duguay has joined Willkie Farr & 
Gallagher LLP’s Paris office as a partner. Previously 
with King & Wood Mallesons, Duguay concentrates 
on private equity.

Mikel Durham has been named CEO at Seattle-
based American Seafoods, which is backed by 
Bregal Partners. Durham is a former executive 
of PepsiCo Inc. (NYSE: PEP) and Burger King North 
America.

Athena Yvonne Eastwood has joined Willkie 
Farr & Gallagher’s Washington, D.C.,office as a 
partner. Previously with Cadwalader Wickersham 
& Taft LLP, Eastwood represents energy companies 
and agricultural cooperatives in transaction and 
regulatory matters.

Robin Feiner has joined Winston & Strawn 
LLP’s New York office as a partner. Most recently 
with Proskauer Rose, Feiner represents financial 
sponsors, issuers and underwriters in initial public 
offerings.

Kenneth Field has joined EisnerAmper LLP as a 
managing director. Field & Higgins has merged with 
Princeton, New Jersey-based EisnerAmper.

Edmund Fish  has joined Los Angeles-based 
Houlihan Lokey Inc. (NYSE: HLI) as co-head of the 
firm’s technology and intellectual property advisory 
group. Houlihan acquired Black Stone IP LLC, an 
intellectual property-focused investment bank.

Liam FitzGerald was hired by Clayton Dubilier 
& Rice as an operating adviser for the healthcare 
space. Based in London, FitzGerald is the former CEO 
of UDG Healthcare plc.

Daniel Florian was promoted from principal to 
managing director at Boca Raton, Florida-based 

Mikel Durham

Amit Kataria

Cem Koray

New Hires and Promotions by Demitri Diakantonis
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Sun Capital Partners. Florian joined the firm in 
2007 and focuses on the industrials and packaging 
sectors.

Joseph Fortunato has joined Boston-based 
J.W. Childs Associates as an operating partner. 
Fortunato, the former CEO of GNC Holdings Inc. 
(NYS: GNC), will help the firm evaluate potential 
investments in the retail sector.

Bo Griffith was promoted from senior associate 
to partner at Alston & Bird. Based in Atlanta, 
Griffith concentrates on M&A in the financial 
services sector.

Thomas Groh was promoted from principal to 
partner at Atlus Capital Partners. Groh, based 
in Lincolnshire, Illinois, joined Atlus in 2014 and 
focuses on new business development and deal 
generation.

Matt Gullen has joined Comvest Partners as 
a partner. Based in West Palm Beach, Florida, and 
most recently with H.I.G Capital, Gullen will be 
responsible for sourcing and executing transactions.

Adam Gwaltney has joined Nixon Peabody 
as a partner. Based in Providence, Rhode Island, 
and previously with Hinckley Allen, Gwaltney 
focuses on M&A in the retail, technology and 
manufacturing sectors.

John Higgins has joined EisnerAmper LLP as 
a managing director. Field & Higgins has merged 
with Princeton, New Jersey-based EisnerAmper.

Russell Hilton was promoted from senior 
associate to partner at Alston & Bird. Hilton, 
who is based in Atlanta, focuses on M&A in the 
healthcare space.

Bradley Houser has joined Holland & Knight’s 
Miami office as a partner. Most recently with 
Akerman, Houser focuses on M&A, particularly 
with real estate investment trusts (REITs) and 
special purpose acquisition corporations.

Greg Hughes has joined Palto Alto, California-
based HGGC as executive director. Hughes 
previously served as CEO of Serena Software, 
which HGGC sold to Micro Focus in 2016.

Blake IIstrup has joined Orrick’s technology 
practice as a partner in Seattle. IIstrup was most 
recently the general counsel at biotechnology 
startup KPI Therapeutics.

Alex Jacobs was hired by KeyBanc Capital 
Markets Inc. (NYSE: KEY) as head of the  
firm’s food and beverage group. Based in  
Chicago, Jacobs was previously with BMO Capital 
Markets.

Kristin Johnson was promoted from principal 
to managing director at San Francisco-based 
Altamont Capital Partners. Johnson heads 
the firm’s business development efforts

Amit Kataria was promoted from counsel to 
partner at Morrison Foerster. Based in Hong 
Kong, Kataria, focuses on M&A in the financial 
services, technology, logistics and pharmaceutical 
sectors.

Brian Kelley has joined New York-based 
Lindsay Goldberg as a partner, where he will 
focus on investments in the consumer products 
and services sectors. Kelley was most recently the 
CEO at Keurig Green Mountain.

Guillaume Kessler has joined Orrick as a 
partner in Paris. Previously with Freshfields, 
Kessler concentrates on M&A and private equity in 
technology, media and retail sectors. 

Sarah Kim was promoted from principal to 
partner at New York-based Clayton Dubilier & 
Rice. Kim joined the firm in 2008 and focuses on 
the healthcare sector.

Kenichi Ko was promoted from associate to 
partner at Morrison Foerster. Based in Tokyo, 
Ko concentrates on M&A.

People

Steve Duke was promoted from principal to 
managing director at Harvest Partners SCF. Duke 
joined the firm in 2014 and concentrates on the 
business services and healthcare sectors.

Nathalie Duguay has joined Willkie Farr & 
Gallagher LLP’s Paris office as a partner. Previously 
with King & Wood Mallesons, Duguay concentrates 
on private equity.

Mikel Durham has been named CEO at Seattle-
based American Seafoods, which is backed by
Bregal Partners. Durham is a former executive 
of PepsiCo Inc. (NYSE: PEP) and Burger King North 
America.

Athena Yvonne Eastwood has joined Willkie 
Farr & Gallagher’s Washington, D.C.,office as a 
partner. Previously with Cadwalader Wickersham 
& Taft LLP, Eastwood represents energy companies 
and agricultural cooperatives in transaction and 
regulatory matters.

Robin Feiner has joined Winston & Strawn 
LLP’s New York office as a partner. Most recently 
with Proskauer Rose, Feiner represents financial 
sponsors, issuers and underwriters in initial public 
offerings.

Kenneth Field has joined EisnerAmper LLP as a 
managing director. Field & Higgins has merged with 
Princeton, New Jersey-based EisnerAmper.

Edmund Fish  has joined Los Angeles-based 
Houlihan Lokey Inc. (NYSE: HLI) as co-head of the 
firm’s technology and intellectual property advisory 
group. Houlihan acquired Black Stone IP LLC, an 
intellectual property-focused investment bank.

Liam FitzGerald was hired by Clayton Dubilier 
& Rice as an operating adviser for the healthcare 
space. Based in London, FitzGerald is the former CEO 
of UDG Healthcare plc.

Daniel Florian was promoted from principal to 
managing director at Boca Raton, Florida-based 

Julie Mediamolle

Sabine Pittrof

Jeffrey Wu
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Cem Koray was promoted from managing director 
to partner at New York-based Perella Weinberg 
Partners. Before joining the firm in 2013, Koray 
was with JP Morgan Chase & Co. (NYSE: JPM). He 
focuses on the retail and consumer product sectors.

Michael Krigbaum was promoted from associate 
to partner at Morrison & Foerster. Based in Palo 
Alto, California, Krigbaum concentrates on M&A in 
the life sciences and technology sectors.

Matthew Lau was promoted from associate to 
partner at Morrison & Foerster. Based in Hong 
Kong, Lau focuses on tax structuring related to 
M&A and private equity in the U.S. and Asia. 

Fatine Layt was hired by LionTree to lead the 
technology, media and telecommunications-
focused firm’s new Paris office. Layt was previously 
with Oddo Corporate Finance.

Rita Lei has been hired as CFO at the Carlyle 
Group LP (Nasdaq: CG)-backed engine parts 
maker Paradigm Precision. Lei is a former 
executive at United Technologies Corp. (NYSE: 
UTX). Carlyle invested in Manchester, Connecticut-
based Paradigm in 2013.

Jared Manes was promoted from associate to 
partner at Jenner & Block. Based in New York, 
Manes concentrates on M&A in the healthcare, 
food and beverage, energy and manufacturing 
sectors.

Julie Mediamolle was promoted from senior 
associate to partner at Alston & Bird. She is 
based in Washington, D.C., and focuses on M&A.

Sean Murphy was promoted from principal to 
managing director at New York-based Harvest 
Partners SCF. Murphy joined the firm in 2016 and 
concentrates on the retail and consumer sectors.

George Pain has joined Jenner & Block’s 
Chicago office as a partner. Pain most recently 
served as general counsel at chemical producer 

Olin Corp. (NYSE: OLN), where he was involved in 
several M&A transactions.

Chirs Paldino has joined Fort Lauderdale, 
Florida-based Hidden Harbor Capital Partners 
as founding partner, where he will oversee the firm’s 
investment process. Most recently, with H.I.G 
Capital, Paldino has experience in the business 
services, manufacturing and logistics sectors.

Paul Pantano has joined Willkie Farr & 
Gallagher’s Washington, D.C., office as a partner. 
Previously with Cadwalader Wickersham & Taft 
LLP, Pantano represents energy companies and 
commodity dealers in transaction and regulatory 
matters.

Bob Pender was hired by Palto Alto, California-
based HGGC as executive director. Pender 
most recently served as Serena Software’s chief 
operating officer.

Eric Petersen was promoted from vice president 
to senior vice president at New York-based Abacus 
Finance. Petersen, who has been with Abacus 
since 2013, focuses on structuring, underwriting 
and executing new investments. Led by co-founder 
Tim Clifford, Abacus has completed more than 50 
transactions with $1.5 billion in total financings 
since its launch in 2011.

Stephen Pevsner has joined Proskauer’s 
London office as a partner. Most recently with King 
& Wood Mallesons, Pevsner concentrates on tax 
matters related to M&A and private equity.

Sabine Pittrof has joined Squire Patton 
Boggs’ Frankfurt office as a partner. Previously 
with Deloitte, Pittrof focuses on energy M&A in 
Germany and Australia.

Todd Plosker was promoted from principal to 
managing director, head of capital markets at Boca 
Raton, Florida-based Sun Capital Partners. 
Plosker joined the firm in 2007 and serves as head 
of capital markets.

Edward Prokop was promoted from associate to 
partner at Jenner & Block. Based in New York, 
Prokop focuses on private equity and M&A across 
the energy, healthcare and manufacturing sectors.

Alex Rolfe was promoted from principal to 
managing director at San Francisco-based 
Altamont Capital Partners. Rolfes concentrates 
on the software and business services sectors.

Nick Romano was promoted from principal to 
managing director at New York-based Harvest 
Partners. Romano joined the firm in 2015 and 
focuses on the industrials and consumer sectors.

Andrew Schoenthal was promoted from 
managing director to senior managing director at 
New York-based Harvest Partners. Schoenthal 
joined Harvest in 2005 and focuses on investments 
in the business services and consumer sectors .

Tyler Sewell was promoted from associate 
to partner at Morrison & Foerster. Based in 
Denver, Sewell concentrates on M&A and private 
equity.

Stephen Shapiro was promoted from principal to 
partner at New York-based Clayton Dubilier & 
Rice. Shapiro joined the firm 2002 and focuses on 
the services sector.

Jeremy Stone was promoted from principal to 
managing director at Boca Raton, Florida-based 
Sun Capital Partners. Stone joined the firm in 
2005 and concentrates on the industrials, building 
products, chemicals and packaging industries.

Derek Strum was promoted from principal to 
partner at New York-based Clayton Dubilier 
& Rice. Strum joined the firm in 2002 and 
concentrates on the healthcare industry.

Jeffrey Wu has been promoted from principal 
to partner at New York and San Francisco-based 
Behrman Capital. Wu focuses on the aerospace 
and healthcare sectors.

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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