Al FOR
INDEPENDENT
SPONSORS:
Al AS AN
EDGE, NOT AN
EXPERIMENT
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STRONGER OUTCOMES.
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EXECUTIVE
'SUMMARY

Artificial intelligence is=dominating headlines, capital flows, and boardroom discussions.
Yet for independent sponsors, the question is not whether Al is transformative. It is
whether it is practical.

Recent industry research confirms that Al adoption in private equity is.accelerating.
Bain & Company’s 2026 Global-Private Equity Report notes that over 70% of private
equity firms are now using generative Al tools in some part of*their investment process,
up materially from the prior year. McKinsey’s 2025 State of Al report further indicates
that financial services remain among|the leading sectors in Al deployment, particularly
in analytics; automation, and|workflow acceleration.

But enthusiasm does not equal advantage. The firms seeing measurable gains are not
those experimenting broadly. They are the ones applying Al in targeted, repeatable
ways that directly improve sourcing, diligence, and portfolio performance.

For|independentssponsors operating with lean teams and limited infrastructure, Al is not
abaut replacing judgment. It is about amplifying it.






The public narrative around Al often centers on large
language models and enterprise transformation. For
independent sponsors, the opportunity is narrower and

more tactical.

H I PI I o PitchBook’s late 2025 analysis of PE technology adoption

shows that smaller and mid-market sponsors are

prioritizing Al tools that reduce manual workload rather
than complex proprietary builds. In other words, execution
leverage matters more than experimentation.

Independent sponsors who focus on practical integration,
not broad ambition, are the ones seeing results.
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s MAR E R Sourcing remains relationship driven. That has not
changed. What has changed is the ability to

D EAL systematically surface patterns within fragmented data.
Al-enabled tools are now capable of scanning industry
news, trade publications, hiring trends, customer reviews,
and regional business filings to flag emerging acquisition
targets earlier than traditional broker channels. Bain’s

T T 2026 research highlights that firms using Al-supported

WI H U sourcing report higher rates of proprietary deal flow and
improved early screening efficiency.
For independent sponsors, this does not replace network
driven sourcing. It strengthens it. A lean team can monitor
more subsectors, identify founder inflection points earlier,

and prioritize outreach with better context.
The practical impact is simple: better pipeline visibility
without adding overhead.
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FASTER,
MORE
FOCUSED
DILIGENCE

OPERATIO
NAL VALUE
CREATION
AT THE
PORTFOLIO
LEVEL

Diligence compression is real. With deal timelines
tightening in competitive processes, speed matters.

According to KPMG’s 2025 Private Equity Outlook,
sponsors are increasingly deploying Al to analyze
customer concentration, contract risk, churn trends, and
pricing sensitivity across large data sets. Tools that once
required weeks of analyst work can now produce
structured outputs in hours.

For independent sponsors, the advantage is not just
speed.lt is depth. Al models can stress test revenue
assumptions, compare margin structures across peer
sets, and summarize legal documents to flag anomalies.

The key is discipline. Al should support underwriting
frameworks, not replace them. Sponsors that integrate
outputs directly into their investment memos and IC
materials create a repeatable edge.

Operational value creation has become central to private
equity returns. McKinsey’s 2026 private markets analysis
underscores that revenue growth and margin expansion,
not multiple expansion, are driving outcomes in the
current cycle.

Here, Al is proving most valuable post close.

Use cases that are gaining traction include demand
forecasting for distribution businesses, pricing
optimization in fragmented service industries, Al assisted
sales lead prioritization, and workflow automation within
portfolio company back offices.

Deloitte’s 2025 global Al survey reports that companies
implementing targeted Al automation initiatives are seeing
measurable cost reductions in finance, procurement, and
customer service functions within 12 months.

For independent sponsors, especially those without large
operating teams, Al can serve as a force multiplier. It
enables focused interventions without building institutional
scale.
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INVESTOR
COMMUNICATION
AND
FUNDRAISING
EFFICIENCY

Independent sponsors also face increasing scrutiny
from capital partners. Investors want clarity, speed,
and transparency.

Al assisted reporting tools now streamline quarterly
updates, automate KPI tracking, and surface portfolio
risks in real time. According to Pregin’s 2026
alternatives outlook, LPs are placing greater
emphasis on data transparency and standardized
reporting across managers.

Sponsors who leverage Al to produce clearer, data
backed narratives improve credibility. The output is
not marketing language. It is structured insight that
reinforces conviction.

This is particularly relevant in deal by deal capital
raising, where responsiveness and precision influence
allocation decisions.
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WHAT
ACTUALLY
MATTERS NOW

The independent sponsor advantage has always been agility.
Al enhances that advantage only when applied with focus.

Apply Al to sourcing systems that expand visibility
without diluting selectivity.

Integrate Al outputs directly into diligence
workflows to increase speed and analytical depth.
Deploy targeted Al initiatives within portfolio

O 3 companies to drive measurable revenue or cost
impact.
Use Al to strengthen reporting discipline and
investor communication.

The firms that win will not be those with the most tools. They will
be those with the clearest use cases. Independent sponsors do
not need enterprise scale Al strategies. They need practical
deployment that supports disciplined underwriting and operational
value creation. Al will not redefine the independent sponsor
model. Discipline will.

But sponsors who use Al to strengthen sourcing systems, sharpen
underwriting, and accelerate operational execution will compound
that discipline. In a market that rewards measurable performance

over narrative, practical deployment wins.

Independent sponsors do not need more noise. They need
leverage that translates into returns.

1SN.

INSIGHTS



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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