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EXECUTIVE
SUMMARY

An Independent Sponsor closes a deal with a team of one or two, then has to
operate like an institution. The gap between those two realities is filled by the
advisor network around the deal, not by the sponsor alone. Citrin Cooperman's
2025 Independent Sponsor Report, drawn from 172 sponsor and capital provider
respondents, found that the model has matured into a competitive force, with
independent sponsors no longer fringe players but leading the charge in private
equity. That maturity shows up directly in how deals get sourced and funded. The
same research found that regional or national investment banks went from being
cited by only 26% of respondents the prior year to 51% this year as a deal source,
a shift the report's authors attribute partly to sponsors leveraging investment
banking relationships carried over from prior institutional private equity experience.

The same dependency runs through capital raising. Gitrin Cooperman's data
shows that 59% of capital partner re-engagements in 2025 were repeat
relationships, and separate analysis of that same survey notes that warm referrals
from an M&A attorney who sees 20 to 40 Independent Sponsor deals a year, or
an accountant who works on quality of earnings reports, are often faster paths to
new capital partners than cold outreach. For Independent Sponsors, the advisor
network is not a support function around the deal. It is increasingly part of the deal
machine itself.
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LEGAL AND
ACCOUNTING
PARTNERS DO
MORE THAN
PROCESS PAPER

Counsel experienced specifically in Independent Sponsor transactions has
become a recurring theme across the legal market serving this segment.
Levenfeld Pearlstein's 2026 commentary on the capital raising environment
stresses the importance of using counsel and other advisors who have experience
with the specific characteristics of Independent Sponsor deals, noting that its own
team covers every aspect of the Independent Sponsor lifecycle, from LOI to
structuring, acquisition, financing, governance, tax planning, and exit. The same
firm's Q2 2026 market update is more direct still, advising sponsors to get good
legal and financial advice early, since structural mistakes can be expensive to fix
later, and to work with law firms, accounting firms, and other service providers that
understand and regularly work with Independent Sponsors.

Accounting firms play a parallel role on the diligence and structuring side.
CohnReznick describes its work with sponsors as covering industry-specific
transaction expertise, comprehensive due diligence, and post-close support,
alongside helping sponsors find the right investment partners to form trustworthy
and long-term working relationships. For a sponsor managing diligence on a $20
million to $50 million deal without an in-house team, the accounting partner is
often doing work that a traditional PE fund would staff internally.
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DEAL ECONOMICS ARE
BUILT TO SHARE RISK
WITH THE NETWORK

The advisor relationship is not purely transactional. Boyne Capital's analysis of
Independent Sponsor financing notes that some accountancies and law firms offer
success and failure fee schedules tied to the stages of due diligence and acquisition,
structures designed to align the service provider with the progression of the
transaction and maintain momentum toward a close, though it adds that these
arrangements are uncommon and typically develop over time as service providers
work with sponsors across successive deals. That detail matters. The advisor network
compounds in value with repetition, not on a single deal.

Capital partners reinforce the same pattern from their side. Citrin Cooperman's data
shows that 32% of Independent Sponsors cover broken-deal costs themselves, a real
cost of doing business without a fund behind them. Sponsors with a tested bench of
legal and accounting partners are better positioned to negotiate fee structures that
share that risk, rather than absorbing it deal by deal.

SBIC AND LENDING
PARTNERS HAVE
BECOME A CORE PART
OF THE STACK

The lending side of the ecosystem has grown more specialized and more central to
closing. Citrin Cooperman's 2025 survey found that SBIC use in Independent Sponsor
deals grew from 34% to 53% over three years, and that SBICs alone led 18% of
Independent Sponsor deals in 2025 while funding 53% of all such deals in some
capacity. That growth has been driven by active fund formation in the space, including
Tecum Capital's $325 million SBIC close in July 2025, Cyprium Partners' $190 million
SBIC | close in February 2025, and Argosy's $175 million SBIC vintage, named the
SBA's SBIC of the Year.

For Independent Sponsors, a lending partner that understands SBIC mechanics,
leverage limits, and debenture covenant compliance is no longer a nice-to-have. It is
increasingly the difference between a capital stack that closes on time and one that
stalls during exclusivity.
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OPERATING
PARTNERS ARE THE
DIFFERENTIATOR
THAT IS HARDEST TO -
BUY ON THE FLY

Unlike legal, accounting, or lending relationships, operating
expertise is harder to assemble after an LOI is signed.
Manufacturing-focused capital partner analysis of the Independent
Sponsor market notes that for sponsors who are former industry
executives, operating credibility is worth more to capital partners
than a percentage point or two of equity concession, and that
capital partners increasingly value firms where the sponsor brings
direct operational experience to the table rather than only financial
structuring skill.

Levenfeld Pearlstein's market commentary makes the same point
from the value-creation side, advising sponsors to focus on value
creation from the beginning, since the closing of the transaction is
just the starting point, and to work with management on
developing the plan so they have a sense of ownership and buy
in. An advisor network that stops at legal and accounting leaves a
real gap. The sponsors building durable platforms are pairing
transaction advisors with operating partners who can sit on the
board or work directly with management post-close.
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Treat legaliand accounting
partners as repeat
relationships, not one-off
vendors, Fee structures
and deal efficiency both
improve with deals two,
three, and four.

WHAT ACTUALLY
MATTERS NOW

Build SBIC and specialty
lending relationships

before a deal is-.under LOI.

The exclusivity clock does
not leave room to vet a
new capital source mid-
process.
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Negotiate shared risk into
advisor engagements
where possible. Success-
based fee structures exist,
but they are built over time,
not requested cold on a
first deal.

Bring operating expertise
into the ecosystem early,
not after close. A credible
operating partner shapes
the value-creation plan and
gives management a stake
in it from day one.
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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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