SPECIALIZATION
WINS: WHY
GENERALIST
POSITIONING IS
HARDER FOR
INDEPENDENT
SPONSORS IN THIS
MARKET
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WHAT
SPECIALIZATION
ACTUALLY
PROVIDES

Sector specialization is not about limiting deal flow. It is about deepening the quality
of every interaction in the deal process: with sellers, with management teams, with
lenders, and with capital partners. A sponsor who has closed three deals in
specialty manufacturing services can walk into a fourth with a thesis, a network, a
value creation playbook, and lender relationships that are sector-calibrated. That is a
fundamentally different position from a generalist sponsor approaching the same
business for the first time.

Woozle Research's 2026 diligence guide captures this advantage clearly: in
competitive auction processes, teams who win are the ones who start primary
research early and surface deal-breakers before the LOI. Sector experts have that
research built in. They know the competitive dynamics, the common operational
inefficiencies, the key customer metrics, and the exit buyer universe before the CIM
arrives. That institutional knowledge is not available to a generalist at the same
depth or speed.

From a sourcing perspective, sector depth also produces better proprietary access.
A sponsor who is known in a specific industry category: through operating partners,
industry association involvement, customer relationships, and direct outreach: is
visible to founders who are thinking about a sale before they have retained an
advisor. That visibility is the prerequisite for winning proprietary deals, and it is very
difficult to create without a specific and defensible sector focus.
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LP CONFIDENCE
FOLLOWS
SPECIALIZATION

Bite Investments' December 2025 analysis noted that sector-focused funds
appeal to LPs seeking targeted diversification. By demonstrating a deep
understanding of specific industries, these funds attract investors looking for
reliable returns in increasingly volatile markets. In the IS context, that LP
preference is reflected in how capital partner conversations go. A sponsor who
can explain not just what a specific deal is but why it fits into a larger pattern of
sector expertise is presenting something more compelling than a one-off
opportunity.

Private Equity International's March 2026 analysis of emerging managers found
that solid opportunities remain for first-time and emerging managers, particularly
those with deep sector specialization, differentiated strategies, and strong
operational track records. That observation maps directly to the IS ecosystem. The
sponsors who are attracting capital and winning deals in 2026 are,
disproportionately, the ones who can articulate a specific lane: and demonstrate
that they are already in it.

PwC's 2026 US Deals outlook describes the larger structural dynamic: for mid-
sized firms, this environment presents both challenge and opportunity. Those that
sharpen their specialization, forge strategic partnerships, or thoughtfully diversify
their offerings can regain momentum, while those that stand still risk a gradual
erosion of their competitive position. For Independent Sponsors, standing still on
positioning is the same as moving backward.
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MAKING
SPECIALIZATION
LEGIBLE

Specialization only creates competitive advantage when it is visible. A
sector focus that exists in a sponsor's head but is not clearly articulated *
in outreach materials, deal memos, and capital partner conversations
does not function as a positioning tool. The work is to make the
specialization legible: to ensure that sellers, advisors, lenders, and
capital partners can quickly understand what the sponsor ‘knows, why
they are the right buyer, and what specifically they will do with the
business.

That legibility is built through consistent communication over time: deal
memos that demonstrate sector-specific insight, outreach to industry
networks that establishes credibility before a deal is in process, and

capital partner conversations that connect the current opportunity to a g
broader thesis. The Independent Sponsors who are winning in this

market have done this work. The ones who are struggling are often still
trying to compete on breadth.
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Define your sector focus in

- a statement that can be
communicated in two
sentences. If you. cannot
do that, the focus is not
clear enough to create the
competitive advantages it
is supposed to provide.

WHAT ACTUALLY

MATTERS NOW

Build sector-specific
sourcing infrastructure:
operating partners, industry
contacts, association
relationships, and direct
outreach programs: that
makes your focus visible
before a deal is in process.

McKinsey & Company, Global Private Equity Report 2026, published March 2026.
PwC, Private‘Equity: US Deals 2026 Outlook, published December 2025.

Woozle Research, Private Equity Due Diligence: A Practical Guide for Deal Teams in 2026; published April 2026.

Bite Investments, The 2025 Investor Shift: What It Means for Private Capital Managers in 2026, published December 2025.
Private Equity International, Private Equity: Emerging Managers to Watch in 2026, published March 2026.

Connect your sector thesis
to your capital partner
pitch. LP confidence
follows demonstrated
expertise; the sector focus
should be the frame
around every capital-raising
conversation.

Review your deal history
for patterns. Iflyou have
closed multiplg deals in

one sector, thafjis a track
record of sector expertise:
make sure the market
knows it.
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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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