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EXECUTIVE
SUMMARY

The independent sponsor segment has endured a
period of scrutiny and hype over the past few years.
As we enter 2026, the narrative is shifting from
speculative optimism to measured reality. Firms that
promised outsized returns with minimal structure are
now being benchmarked against real performance
data, capital access, and operating discipline.

This insight cuts through the noise and lays out what is
actually different in the independent sponsor world
today, and what is not. Supporting data below comes
from the latest reputable industry sources available as
of February 2026.
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WHAT

HAS ACTUALLY

CHANGED

A MORE CANDID
MARKET REALITY

Broader private equity markets have shown signs of real
durability, with dealmaking activity coming off several
subdued years and value creation work now center stage.
According to McKinsey’s Global Private Markets Report
2026, overall private equity transaction value increased
meaningfully in 2025, with large buyouts eclipsing prior
records and exit activity rising more than 40 percent year
over year. This points to real liquidity turning in the market
after a multi-year drought.

What this means for independent sponsors:
Independent sponsors, traditionally reliant on creative deal

structures and relationship driven sourcing, are now operating
in an environment where buyers and sellers have more clarity

on pricing and exits. The volatility and mismatch of
expectations that defined 2023 to 2024 have given way to
more data driven valuation and disciplined underwriting.

SHIFT TOWARD TACTICAL
VALUE CREATION

The push toward genuine operational value creation is not
just a trend for mega funds. It is now essential for
independent sponsor returns. Increasing hold times and
compressed leverage returns have made operational
improvements and revenue acceleration core to exit
outcomes. According to McKinsey’s Global Private
Markets Report 2026, operational value creation is
expected to be the primary source of returns for private
equity sponsors as multiple expansion and leverage
contribute less than in prior cycles.

Indication for independent sponsors:

Independents without a systematic value creation
playbook risk being outpaced by more capable platforms
that can execute complex operational agendas.
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FUNDRAISING
REALITY CHECK

While some traditional private equity funds are seeing
fundraising success, including several large buyout funds
closing above target in early 2026, the broader industry
continues to see pressure on capital commitments and
selection bias among investors. Recent data shows
capital concentration continuing to favor larger and more
established managers, with smaller managers accounting
for a declining share of total fundraising.

For independent sponsors, this means investor appetite
for deal-by-deal commitments may persist but will be
increasingly conditional on clear investment frameworks
and differentiated advantage.




WHAT
HASN’T
CHANGED

THE CORE
INDEPENDENT SPONSOR
VALUE PROPOSITION

Despite shifts in deal volumes and capital markets, the fundamental
appeal of independent sponsors remains: alignment with investors,
bespoke economics, and the flexibility to pursue niche or overlooked
opportunities. Independent sponsors continue to win deals through
focus, creativity, and network advantage, not simply because of
broader market liquidity.

THE CHALLENGE OF SCALE
WITHOUT STRUCTURE

Many independents still struggle to formalize repeatable processes,
as fundraising remains concentrated among scaled platforms with
institutional infrastructure. This reinforces that without institutionalized
capabilities including sourcing systems, operational infrastructure,
and investor servicing, organic growth beyond single deals or small
chains will remain limited.
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STRATEGIC
IMPLICATIONS FOR
INDEPENDENT
SPONSORS

BUILD REPEATABLE
SOURCING AND
EXECUTION SYSTEMS

ALIGN WITH
VALUE-ADD PARTNERS

DEFINE A CLEAR
INVESTOR NARRATIVE
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Broader private equity markets have shown signs of real durability, with
dealmaking activity coming off several subdued years and value creation
work now center stage. According to McKinsey’s Global Private Markets
Report 2026, overall private equity transaction value increased
meaningfully in 2025, with large buyouts eclipsing prior records and exit
activity rising more than 40 percent year over year. This points to real
liquidity turning in the market after a multi-year drought.

The reality of a more competitive market means that alignment with
operating partners and specialty advisors is not optional. Sponsors who
integrate domain expertise early, particularly for value creation and
portfolio acceleration, will outperform peers.

Investors are more discerning. McKinsey’s 2026 private markets analysis
notes that investors are concentrating commitments with managers that
demonstrate differentiated strategy, repeatable execution, and
measurable operational impact. Independent sponsors need crisp, data
backed investment theses that show why this sponsor, this deal, and this
value creation path will deliver returns materially above the market.
Execution alone is no longer sufficient.



WHAT

ACTUALLY

MATTERS NOW

01

Anchor your market
positioning in what is proven
to work: disciplined
underwriting, operational
value creation, and
repeatable deal execution.

02

Invest in technology and
data that supports better
sourcing, diligence, and

portfolio oversight.

03

Formalize partner networks
to fill capability gaps early,
not as an afterthought in

diligence or value creation.

04

Shape clear investment
narratives that attract capital
and command conviction
from investors.



DISCLAIMER

This presentation does not constitute an offer to sell or the solicitation of an offer to purchase any security. Recipients of this presentation agree that none of
Independent Sponsor News (“ISN”) or its affiliates or its or their respective partners, members, employees, officers, directors, agents, or representatives shall have
any liability for any misstatement or omission of fact or any opinion expressed herein. Each recipient further agrees that it will (i) not copy, reproduce, or distribute
this presentation, in whole or in part, to any person or party including any employee of the recipient other than an employee directly involved in evaluating an
investment in any funds (the “Fund or Funds”) without the prior written consent of ISN; and (ii) keep permanently confidential all information contained herein that is
not already public. The information contained herein is preliminary, is provided for discussion purposes only, is only a summary of key information, is not complete,
and does not contain certain material information about the Fund, including important conflicts disclosures and risk factors associated with an investment in the
Fund, and is subject to change without notice. Any offer, sale or solicitation of interests with respect to the Fund will be made only pursuant to the Fund’s confidential
private placement memorandum (the “Memorandum”), limited partnership agreement, and subscription agreement, and will be subject to the terms and conditions
contained in such documents in accordance with applicable securities laws. This presentation is qualified in its entirety by reference to the Fund’s Memorandum,
including without limitation all of the cautionary statements and risk factors set forth therein, the limited partnership agreement and the subscription agreement
related thereto, copies of all of which will be made available in the future to qualified investors upon request and should be read carefully prior to any investment in
the Fund. The information in this presentation is not presented with a view to providing investment advice with respect to any security, or making any claim as to the
past, current or future performance thereof, and ISN expressly disclaims the use of this presentation for such purposes. Each recipient should consult its own
advisers as to legal, business, tax and other related matters concerning an investment in the Fund. Past performance is not necessarily indicative, or a guarantee, of
future results. Information about the Fund and prior investments made by ISN is provided solely to illustrate ISN’ investment experience, and processes and
strategies. Such information is not intended to be indicative of the Fund’s future results. There can be no assurance that the Fund will achieve comparable results as
those presented or that the Fund will be able to implement its investment strategy or achieve its investment objective. Investors in the Fund may lose part or all of
their invested capital. Statements contained in this presentation are based on current expectations, estimates, projections, opinions and beliefs of ISN as of the date
hereof. Such statements involve known and unknown risks and uncertainties, and undue reliance should not be placed thereon. Neither ISN nor any of its affiliates
makes any representation or warranty, express or implied, as to the accuracy or completeness of the information contained herein and nothing contained herein
should be relied upon as a promise or representation as to past or future performance of the Fund or any other entity. Unless otherwise noted, the information
contained herein is unaudited and may be preliminary and subject to change, and ISN and its members, partners, stockholders, managers, directors, officers,
employees and agents do not have any obligation to update any of such information. Certain figures in this presentation have been rounded. In addition, certain
information contained herein has been obtained from published and non-published sources and / or prepared by third-parties, and in certain cases has not been
updated through the date hereof. While such information is believed to be reliable for the purposes of this presentation, ISN assumes no responsibility for the
accuracy or completeness of such information and such information has not been independently verified by it. Certain information contained herein constitutes
“forward-looking statements,” which can be identified by the use of terms such as “may,” “will,” “should,” “could,” “would,” “predicts,” “potential,” “continue,”
“expects,” “anticipates,” “projects,” “future,” “targets,” “i plans,” “believes,” “estimates” (or the negatives thereof) or other variations thereon or comparable
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intends,
terminology. Forward looking statements are subject to a number of risks and uncertainties, some of which are beyond the control of ISN, including among other
things, the risks listed in the Memorandum. Actual results, performance, prospects or opportunities could differ materially from those expressed in or implied by the
forward-looking statements. Additional risks of which ISN is not currently aware also could cause actual results to differ. In light of these risks, uncertainties and
assumptions, prospective investors should not place undue reliance on any forward-looking statements. The forward-looking events discussed in this presentation
may not occur. ISN undertakes no obligation to update or revise any forward-looking statements, whether as a result of new information, future events or otherwise.
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