Case Study: Solution for Fund of Interest
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LP Liquidtiy Solution

Situation: 2017 Vintage with multiple assets

GPs need assistance and capital to solve for liquidity needs of their LPs through a discreet process.

Single fund interest managed by brand name private equity sponsor from a broader portfolio of six funds
Possess a long-standing relationship with the GP through both its primary and secondary strategies

The deal team approached this relationship from multiple angles in order to maximize the potential for success as it
pertains to the underlying assets in the portfolio

Solution: Partnering with GP to create value over longer period of time and providing liquidity to 80% of electing LPs
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Key Portfolio Value Drivers: Multiple opportunities for growth

Diversified portfolio with over 10 underlying portfolio companies operating in a wide variety of sectors

2017 vintage fund approaching an inflexion point as it completes its investment period and begins harvesting the assets in
its portfolio

Largest remaining asset (Aerospace & Defense) was in the midst of an IPO process which may lead to a meaningful
increase in valuation compared to the record date value, though uncertainty remains

The portfolio contains a number of additional value drivers that provide the opportunity for outsized returns
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Case Study: Solution for Direct Investment

Industry EV / EBITDA Discount to NAV  Deal Source Region

Situation: A global supplier and manufacturer of industrial valves and valve automation for over 40 years

'E " Family-owned business, that is facing succession challenges, no clear long-term leadership plan

(<] . The company operates in a rapidly growing, $59.2 billion market projected to reach nearly $95 billion by 2030, with demand

g driven by diverse end-user industries such as oil and gas, pharmaceuticals, and manufacturing. While positioned to capitalize
3 on these tailwinds, the company requires strategic capital and operational expertise to scale effectively and maximize its market
é opportunity

- . The company is a U.S.-based manufacturer specializing in fully in-house engineered end products. With an extensive vendor

(] network and long-standing relationships spanning over 30 years, the organization offers multiple value-added services to its

g clients as well

o

Solution: Provide liquidity to owner through acquiring controlling interest, bringing on new leadership to drive
growth, instituting sourcing and lead generation initiatives and augmenting operations

Key Value Drivers: Multiple opportunities for growth

(72}
o) .g " Expand or relocate headquarters to handle larger orders, while sustaining 65% margins (including labor), and ensuring on-time
.E g delivery and exceptional quality (as 50% of sales are returning customers)
(&) ‘9, . Recruit new sales force members and invest in CRM solution to drive strategic market expansion beyond the current
g g comfortable client base and change culture by emphasizing organic revenue growth
2 E . Extensive value-added services, combining deep engineering expertise, a vast vendor network, and flexible sourcing solutions
< to deliver hard-to-find parts, custom manufacturing, light assembly, and rapid 24-hour turnaround.
O . Opportunity to enhance market reach by incorporating independent representatives and expanding distribution channels

through established networks
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