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BUYOUTS BEAT
IPO AFTERMARKET REPORT FOR SELECT BUYOUT-BACKED COMPANIES THAT WENT PUBLIC IN 2018

IPO Date Company Name IPO Size 
($Mil)

Post Offer 
Value ($ Mil)*

IPO 
Price

Stock Price as 
of 4/13/2018

Gain/Loss Since 
IPO**(s)

Company 
Ticker

Firm(s) Invested In Company

03/14/2018 Bridgewater Bancshares 78.7 341.4 11.75 13.28 13.0% BWB Castle Creek Capital, EJF Capital, 
Endeavour Capital, GCP Capital Partners

02/13/2018 Quintana Energy Services 102.6 332.0 10.00 8.95 -10.5% QES Annapurna Capital Management, Geveran 
Investments, Quintana Capital Group

02/09/2018 Evolus 60.0 283.1 12.00 9.24 -23.0% EOLS Strathspey Crown

02/08/2018 Cactus Wellhead 437.0 1422.9 19.00 26.94 41.8% WHD Cadent Energy Partners

02/08/2018 Victory Capital Management 152.1 868.6 13.00 10.74 -17.4% VCTR Crestview Partners

02/02/2018 FTS International Services 351.0 1914.3 18.00 18.39 2.2% FTSI Chesapeake Energy, Korea Investment 
Corporation, RRJ Capital, Temasek 
Holdings

01/26/2018 PLAYAGS, INC. 164.0 538.1 16.00 20.83 30.2% AGS Apollo Global Management

01/25/2018 Gates Industrial Corp 731.5 5395.5 19.00 15.78 -16.9% GTES Ardian, Blackstone Group

01/19/2018 ADT Security Services 1470.0 10485.3 14.00 9.05 -35.4% ADT Apollo Global Management

01/19/2018 Nine Energy Service 161.0 533.2 23.00 28.60 24.3% NINE B29 Investments, SCF Partners

01/12/2018 Liberty Oilfield Services 216.4 1172.6 17.00 18.69 9.9% LBRT Concentric Equity Partners, Riverstone 
Holdings

Median *** 2.2%

Source: Thomson One
* The post offer value represents the value of all shares outstanding at the offer date
** Percentage change between the IPO price and the market share close on September 26, 2018
*** 2018 buyout-backed IPOs identified

When the  SEC’s Office of 
Compliance Inspections and 
Examinations released its pri-
orities for 2018, the agency 
made clear it intended to con-
tinue scrutinizing fees and 
expenses charged by private-
fund managers.

That’s been an area of focus 
since 2012, says  Mitch Schul-
man, founder and CEO of fin-
tech firm  IntegriDATA. During 
that time, 11 enforcement 
actions for misallocation of fees 
and expenses have resulted in 
penalties totaling $41 million.

IntegriDATA developed its 
Expense Allocation System in 
2015. The company already 
offered tools for collateral man-
agement and wire payment to 
alternative investment man-
agers, when one client asked 
for help automating allocation 
of  expenses to its funds and 
management company. “We 
then pitched the idea to all of 
our other software clients, and 
two other firms agreed to work 
with us,” Schulman recalled.

The three firms that spon-
sored the project shared a 
common problem: They were 
“living in Excel spreadsheets,” a 
manual effort with high poten-

tial for errors and not a lot of 
transparency.  “Excel is really 
good at doing the calculations, 
and that’s it,” Schulman said. 
“The process was inefficient, 
as well as highly fragmented 
in nature.” And there wasn’t an 
easy way to use the numbers 
for reporting purposes.

I n t e g r i D A T A’s  s o l u -
tion “establish[es] position rules 
within the system that allow us 
to consistently and automatical-
ly compute the sharing of each 
expense,” he explained. The 
rules operate on invoices, with 
default allocations assigned to 
particular combinations of ven-
dors and fund agreements (for 
instance, technology company 
and licensing fee).

Most of the inputs are oper-
ating expenses, but the system 
also handles travel-and-enter-
tainment and compensation 
costs.  “We do the allocation, 
it goes through our workflow, 
in the end we spit out journal 
entries and send them down-
stream to the management 
company and fund accounting 
teams,” Schulman said.  “We 
fashion ourselves as an effi-
ciency play as well as a compli-
ance play.”  IntegriDATA began 
marketing EAS in 2016 and last 
year closed on 10 deals for the 
product.

IntegriDATA  started out  as 
a consult ing business in 
2003, after Schuman left Citi-
group,  where he ran institu-
tional operations following the 
acquisition of  Salomon Broth-
ers, his prior employer.

“We originally were doing 
a lot of project management, 
implementation of third-party 
software, business process and 
control improvements,” Schul-
man said. “Along the way we 
started building software, 
and then ultimately we began 
licensing software.” A turning 
point: the financial crisis, when 
consulting work dried up and 
clients were having trouble 
accounting for collateral for 
derivatives trades.

“We built it organically,” 
Schulman said of the compa-
ny.  “It’s easy to build software 
to meet one client’s needs; it’s 
a little different when you’re 
building software that’s con-
figurable, that can serve mul-
tiple clients.” The process of 
developing and selling it “was 
all learning.”

Phone: +1 212-302-6200 ext. 101
Email:  mschulman@integri-
data.com
Website: www.integri-data.com
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