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Executive 
Summary

In private equity, reputation is not a marketing program. It is the accumulated 
output of every interaction: every deal that closed cleanly, every seller who felt 
respected through the process, every capital partner who received an honest 
update when performance was behind plan, every advisor who saw the sponsor 
show up prepared and execute on their commitments. For Independent Sponsors, 
who operate without the institutional brand recognition of a large fund, reputation is 
the primary way they get from one deal to the next. 





The market evidence for this is direct. Citrin Cooperman's 2025 Independent 
Sponsor Report found that 40 percent of deals come through company owners 
and management: a sourcing channel that depends entirely on reputation and 
relationships, not on marketing or advisor access. Industry research and cold 
calling accounted for 35 percent. Business brokers, who route deals toward 
sponsors they trust to close, made up 74 percent. In each of these channels, the 
sponsor's reputation is either opening doors or closing them. 





McGuireWoods' 2025 conference summary captured the principle: building solid 
networks is essential for long-term success, as sponsors who invest in trust with 
capital providers and sellers before transactions are better prepared to act quickly 
when opportunities arise. That preparation: built through repeated credible 
behavior over time: is what reputation actually is. 





REPUTATION 
IS BUILT IN THE 
EXECUTION, 
NOT THE PITCH 

The reputation that matters most in the IS ecosystem is not the one in a pitch deck. 
It is the one that advisors communicate to a seller before the sponsor is in the room. 
It is the one that capital partners reference when a new sponsor asks about a 
potential co-investor. It is the one that a former portfolio company management team 
would give if called as a reference. Those reputations are built through execution: 
specifically, through whether the sponsor did what they said they would do, treated 
people with respect, and handled difficult situations honestly. 





BDO's 2026 M&A landscape guide identifies reputation and credibility as explicit 
components of competitive differentiation: showcasing trust with various key industry 
stakeholders and other advisors, and connecting prospects with past portfolio 
company management teams to validate the firm's track record. For Independent 
Sponsors, that last point is particularly relevant. Former management teams are one 
of the most credible references available: and they will only serve that function if the 
sponsor treated them well. 





The Axial lower middle market buyer landscape data reinforces the structural 
advantage that reputation creates over time. Independent Sponsors have maintained 
a strong and steady presence, accounting for around 30 percent of closed deals 
consistently across recent years. That consistency does not come from having the 
largest deal team. It comes from having a market position that sellers and advisors 
can rely on. 



CREDIBILITY WITH 
ADVISORS IS 
COMPOUNDING 

Investment bankers and business brokers route deals toward sponsors they trust 
to close. That trust is earned through repeated professional behavior: responding 
quickly, preparing thoroughly, communicating clearly, and closing on the terms 
that were agreed. A sponsor who earns a reputation as a serious buyer with a 
sponsor who closes develops a sourcing advantage that is invisible in a pitch 
deck but shows up consistently in deal flow. 





Citrin Cooperman's data on deal sources shows that boutique investment banks 
are cited by 65 percent of Independent Sponsors and regional or national 
investment banks by 51 percent: a significant increase from prior years. That shift, 
which Citrin Cooperman attributes partly to sponsors pursuing larger deals and 
leveraging investment banking relationships from prior institutional PE experience, 
reflects exactly how reputation compounds. Sponsors who have closed deals with 
a boutique bank are trusted with introductions to the bank's next client. 





The same dynamic applies to capital providers. Verivend's analysis of IS capital 
stacks notes that at the end of the day, the deal, the Independent Sponsor, and 
the thesis have to come together: and that is the story capital providers are going 
to buy into. The sponsors who have a history of delivering on that story attract 
capital more efficiently over time, because each prior deal is evidence that the 
next one will be handled with the same professionalism. 



MARKET CREDIBILITY 
IS A SUSTAINABLE 
COMPETITIVE 
ADVANTAGE 

In a market where McKinsey reports that outcomes are increasingly 
shaped by deliberate choices about how firms source deals, create 
operational value, and build leadership, the Independent Sponsors who 
win over time are the ones who have built something that cannot be 
easily replicated: a market reputation that makes sourcing, capital 
raising, and execution all more efficient. 





That reputation is not built in a single deal. It is built over years of doing 
the fundamentals well: treating sellers with respect, closing what was 
committed, communicating honestly with capital partners, and building 
a track record of real operational improvement. For Independent 
Sponsors who are early in their trajectory, that is the most important 
investment they can make. For those who are further along, it is the 
most important asset to protect. 



What Actually 
Matters Now

01
Treat every deal interaction 
as a reputation event. The 
way you behave in 
diligence, through close, 
and during the hold is the 
reputation you are building 
in the market: not the one 
in your pitch deck.

02
Invest in advisor 
relationships proactively 
and consistently. 
Investment bankers and 
business brokers who trust 
you close more deals with 
you; that trust is earned 
through repeated 
professional behavior.

03
Ask former management 
teams and capital partners 
to serve as references 
explicitly. That network is 
among the most credible 
proof of track record 
available to Independent 
Sponsors.

04
Build toward a track record 
narrative. Three or four 
consistently executed deals 
in a sector create a story 
of expertise that 
compounds: and that story 
becomes a sourcing and 
capital-raising asset over 
time.
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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,” “intends,” “plans,” “believes,” “estimates” (or the negatives thereof) or other variations thereon or comparable 
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.




