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2ND QUARTER DEALS

Absent evidence of a pullback, the 
market froth is shaping the behavior of 
both buyers and sellers.

Sponsors are more selective about 
how they play in a process, when deals 
continue to command record valuations, 
Hogan said.

PE buyers recognize that their odds of 
success in this market are low, so they 
are picking their spots carefully, Hogan 
said.

Greater emphasis on asset selectivity 
is also being fueled by what Hogan lik-
ened to a “bandwidth issue.” While the 
amount of equity capital has risen dra-
matically on the sponsor side, the num-
ber of partners at a given firm hasn’t 
grown nearly as fast, he said.

“It’s counterintuitive,” agreed Jeremy 
Holland, who leads Riverside Co’s North 

American origination team.
“While the overall market activity 

continues to grow, what we see is nar-
rowing the number of opportunities 
you’re going to work on,” he said.

The lenders as well
The same can be said for the lenders.
While the volume of deal opportuni-

ties coming in has grown significantly, 
Ryan said, the number of deals Twin-
Brook is spending time on is roughly 
equivalent to a year ago.

That means you end up “saying no” 
more frequently to sponsors, he said.

In a frothy market you always see 
more transactions because a lot of sub-
optimal deals come to market, he said.

Firms’ willingness to stretch for and 
pay up for the best assets is also driv-

ing up prices of more middle-of-the-road 
assets, said Justin Ishbia, founding part-
ner of Chicago’s Shore Capital Partners.

“In these environments it’s really 
hard to find a great company,” Ishbia 
said. “Price is not as relevant for some 
of these players. Even if a buyer overpays 
for a smaller company, if it believes in 
the space, it can still be a win.”

The increasing aggressiveness of the 
“bridesmaids”  — the losing bidders in 
an auction process  — reflects just that, 
Ishbia said.

When a leading asset trades in a given 
segment, it’s not uncommon to see the 
runners-up actively pursue the next best 
or next largest two, three, four, five com-
panies, he said.

“It’s one way to mitigate the wounds 
of losing a deal,” he said. “These parties 
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