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Kirkland & Ellis’ Hayward 
has made Chicago a 
hotbed in the IPO game

Getting 
the deal 
done

ROBERT HAYWARD
Partner

It’s always a thrill for Kirkland &
Ellis partner Robert Hayward
when he watches his clients

ring the bell at the New York Stock
Exchange. That long-held tradi-
tional ceremony is the culmination
of Hayward’s and his client’s ded-
ication toward finalizing the com-
pany’s initial public offering.

“That’s a moment in time, but a
lot of hard work went into that and
by the company in particular,”
Hayward said of those NYSE
events. “I’m an advisor, I’m help-
ing execute the deal.”

Recent months offered Hay-
ward — who is nearly 25 years
into his career of making deals —
plenty of opportunities to cele-
brate. Hayward and his Kirkland
team in the capital markets prac-
tice have completed 11 IPOs in
last 18 months. Among those IPO
deals that Hayward took the lead
on were Ryan Specialty Group’s
$1.6 billion (a first IPO in the
pure-play insurance wholesale
broker market), PowerSchool’s
$725 million (a provider of cloud-
based software for K-12 schools)
and Maravai Life Sciences’ $1.6
billion IPO.

The pace of the work is at the
fastest Hayward’s ever seen, but
that doesn’t change his approach.
He focuses on taking a 360-de-
gree view of each potential com-
pany IPO opportunity that comes
across his desk. Hayward has
worked on deals for major tech
firms, high-end fashion outlets,
even a pig farm.

“Yo u ’re doing due diligence on
the company and really learning
about (them) through manage-
ment’s eyes,” he said. “It’s a col-
laborative process with manage-
ment where you learn about the

business, its opportunity, its mar-
ket. You learn about the business’s
strengths and strategies to grow.
And obviously the risk it faces.”

Hayward says he and Kirkland
distinguish themselves from in-
vestment bankers by not staying
in verticals. They don’t just do big
tech or healthcare IPO deals. The
knowledge he’s accumulated from
the variety of marketplaces leads
to clear knowledge for business
throughout the IPO process.

“It helps me deliver the results
our clients expect,” he said.
“There are issues that come up in
businesses all the time that may
not come up in other businesses,
but because I’ve seen that it helps
you deliver the advice that your
client is looking for.”

MAKING CHICAGO A
P L AY E R
Hayward spent the first couple of
years of his law career in Arizona,
but he knew he would always
come back home. He also knew
Chicago could be a prime loca-
tion for his type of business. IPO
deals didn’t just have to be made
in New York, Los Angeles or San
Francisco. In 2000, he lateraled
into Kirkland & Ellis and became
partner in 2003.

“I always prided myself on do-
ing everything I can to develop this
practice in the heartland because
there are a lot of great companies
h e re , ” Hayward said. “And (some
of) those companies are going to
go public someday. But, if they do,
why are they looking to the West
or East Coast to hire their service
p ro v i d e r s ?

“There is amazing talent here
in Chicago — on the legal side,
the accounting side. If you’re

taking your company public
don’t you want people involved
in the process that have the
same values as you? And, quite
frankly, are local.”

The year was busy for everyone
in the capital market industry.
Hayward took pride seeing the
two decades worth of his work in
solidifying his group and the Mid-
west’s presence in the IPO
game.

“It took me 20 years to build
this machine, and it’s finally come
to fruition,” he said. “People are
recognizing that we can do mar-
ket-leading capital markets work
in the Midwest. The results speak
for themselves.”

STAYING POWER
Hayward emphasizes communica-
tion between himself and his
clients, so much so that when a
company CEO sees news on a
regulatory change, for instance,
his or her general counsel already
has an answer as to how it will
affect the IPO process.

He’s also incredibly proud of
the number of clients he contin-
ues to represent after the IPO
process reaches the finish line.
It’s a number Hayward makes
sure to tell every prospective
client; he and his team are in it for
the long haul.

“I’m not focused on the short
term…getting the trophy on the
s h e l f, ” he said. “I want to get the
IPO done and I want to have a long
relationship that lasts beyond
when I leave Kirkland. That’s why I
have all my younger associates in-
volved and speaking with the
client on various issues because I
want them to develop that long-
term relationship.”
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