FROM ONE-OFF TO
REPEAT BACKER:
HOW INDEPENDENT
SPONSORS BUILD
LONG-TERM
CAPITAL
RELATIONSHIPS
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EXECUTIVE
SUMMARY

The most important capital relationship an Independent Sponsor has is the one
they are building right now: not the one they are asking for. The market for capital
in the IS ecosystem is becoming more competitive and more sophisticated
simultaneously. Family offices and institutional investors who back Independent
Sponsors deal-by-deal have seen enough transactions to calibrate quickly. The
sponsors who continue to attract capital on favorable terms are the ones who have
invested in those relationships between deals, not just during them.

McGuireWoods' 2025 Independent Sponsor Conference produced a clear
statement on this dynamic: as capital tightens and investor expectations climb,
strong sponsor—capital provider relationships are often the deciding factor in
whether deals get done. Long-term partnership dynamics: not just terms: drive
outcomes. Building a successful long-term relationship extends far beyond legal
terms, with key elements including trust, transparency, and consistency across
deals and cycles.

Citrin Cooperman's 2025 Independent Sponsor Report found that family offices
remain the dominant capital source overall, cited by 62 percent of Independent
Sponsor respondents. That dominance reflects the structural appeal of the IS
model to family offices: they get deal-by-deal visibility, full transparency into each
transaction, and a direct relationship with the sponsor. That same structure means
the relationship is highly personal: and personal relationships compound in either
direction.






THE MARKET
FOR IS CAPITAL
IS DEEPENING

The IS capital ecosystem has expanded meaningfully. L.P. Legal's Q2 2025
Independent Sponsor Update noted that for LPs looking to allocate capital to lower
middle market opportunities, Independent Sponsor-led transactions have become a
great: and increasingly preferred: alternative to traditional private equity funds. The
report cited an ever-growing ecosystem of investors specifically focused on
Independent Sponsors, including GEM which closed an over $450 million fund
specifically for Independent Sponsor deals.

That deepening ecosystem is good news for the IS model overall, but it also means
that competition for the best capital relationships: partners who are fast, flexible, and
aligned: is real. McGuireWoods' conference insights emphasize that the key to
building durable capital partnerships is not assuming there is a one-size-fits-all
approach. Each capital provider has different needs around targeted hold periods,
sector focus, check size, investor return expectations, and the investment decision
process. Sponsors who take the time to understand and address those needs
specifically earn a different kind of commitment than sponsors who simply circulate
CIMs.
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WHAT REPEAT
BACKERS
ACTUALLY LOOK
FOR

Capital providers who have backed an Independent Sponsor once and come
back for a second deal are not making the same bet twice. They are extending a
judgment that the sponsor's model, discipline, and communication have earned
continued confidence. That judgment forms in the gap between deals: in how the
sponsor handled the first portfolio company, what updates they sent, how they
managed a challenge, and whether the sponsor reached out proactively or only
when there was something to ask for.

Bite Investments' December 2025 analysis of the evolving investor landscape
cited a CSC survey of 150 LPs in C-suite roles that found the top three LP
priorities are operational transparency, regulatory compliance, and technology
infrastructure. In the IS context, operational transparency means keeping capital
partners genuinely informed about how their portfolio company is performing:
including when performance is behind plan. Sponsors who do that consistently
are building the trust that repeat commitments require.

The Verivend analysis of Independent Sponsor capital stacks, drawing on Citrin
Cooperman's 2025 data, makes the point from the capital provider's side:
success depends not just on sourcing attractive companies, but also on
structuring capital stacks that align equity and debt thoughtfully, while ensuring
economic reward to sponsors for performance. Sponsors who treat capital
partners as genuine partners in both the economics and the information flow
create the conditions for repeat backing.
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BUILDING
RELATIONSHIPS
BETWEEN DEALS

The most effective way to build a repeat capital relationship is to
maintain an active one between transactions. That means sharing deal
flow: not just to raise capital but to demonstrate sourcing activity and
investment judgment. It means sending deal memos on opportunities
that were passed on, with an explanation of why. It means providing
portfolio updates on a predictable schedule, not just when the news is
good.

McGuireWoods' conference data noted that alignment on core
expectations: targeted hold periods, sector focus, check size: must be
established upfront, but the relationship is sustained through consistent
behavior across cycles. Capital providers who trust a sponsor's
judgment and communication will prioritize their deals in a competitive
environment. That prioritization is worth more than any individual fee
negotiation.
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Establish a

regular communication
cadence with capital
partners between deals:
not just during capital
raises. Quarterly updates
on portfolio performance
and deal

flow maintain engagement
and build trust.

WHAT ACTUALLY

MATTERS NOW

Personalize capital partner
relationships. Different
investors have different
priorities; understanding
those differences explicitly
and addressing them
directly earns a different
level of commitment.

Share the bad news as
well as the good. Capital
partners who hear about
portfolio challenges from a
sponsor before they hear
from the market calibrate
trust accordingly.
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Treat the first deal with a
new capital partner as an
audition for the second.
The criteria are behavioral:
communication, honesty,
execution, and respect for
the relationship.
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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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