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| Executive Summary

The global private equity landscape has undergone a structural paradigm shift, necessitating a fundamental
reimagining of the due diligence process. In an environment characterized by elevated capital costs,
compressed entry multiples, and intense competition for high-quality assets, the traditional sequence of deal
evaluation is no longer viable. Historically, deal teams secured exclusivity through a Letter of Intent (LOI) based
almost entirely on a high-level financial thesis and commercial market mapping. Operational Due Diligence
(ODD) was routinely reserved as a post-LOI confirmatory exercise, a defensive checklist utilized primarily to
validate previously modeled assumptions. Today, that deferred approach virtually guarantees
underperformance and exposes general partners to unacceptable levels of execution risk.

Financial due diligence illuminates what a company has historically reported, but operational due diligence
dictates whether the business machinery behind those numbers actually functions and can scale. A staggering
60% of mergers and acquisitions fail to meet internal expectations, and a mere 14% achieve full strategic and
operational success, largely because the operational realities of the target are fundamentally misunderstood
until it is too late. To mitigate this systemic failure rate, top-quartile sponsors have aggressively moved
operational diligence forward into the pre-LOI phase. They have transformed ODD from a defensive audit into
an offensive weapon for deal selection, precision bid structuring, and rapid post-close execution.

This transformation is heavily enabled by the integration of artificial intelligence (Al) and advanced data
analytics. Current private markets data indicates that 88% of private equity firms now utilize Al to appraise
investments, with 65% applying it directly during the diligence phase to uncover hidden value pools and
operational bottlenecks before full data room access is granted. By employing Al-enabled data parsing,
predictive analytics, and seasoned operator judgment, elite sponsors are achieving unprecedented visibility into
target companies during the most critical phases of the deal funnel.

This comprehensive research report provides an exhaustive examination of how elite private equity sponsors
engineer competitive advantage before the LOI. The analysis details the sophisticated methodologies used to
triangulate outside-in data, assess genuine Al-readiness, evaluate management execution capacity, and
quantify functional value pools across commercial, procurement, and supply chain domains. It further explores
how top-tier sponsors actively differentiate actionable, controllable value creation from purely theoretical or
market-dependent upside. By institutionalizing these practices, leading deal partners, operating partners, and
investment committees are insulating their portfolios against post-close operational surprises and achieving
sustained alpha in an increasingly unforgiving macroeconomic environment.
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Operational Diligence Tests Whether the Business Machinery
Actually Works

To fully grasp the evolution of Operational Due Diligence, it must be sharply delineated from its adjacent
disciplines within the transaction lifecycle. The modern private equity due diligence process is an orchestrated
investigation that typically spans up to ten distinct workstreams. Each workstream is designed to interrogate a
specific dimension of the target asset, yet they are frequently and erroneously conflated by median-performing
sSponsors.

Financial Due Diligence (FDD), commonly culminating in a Quality of Earnings (QoE) report, focuses rigorously
on historical financial accuracy. It validates revenue recognition policies, normalizes EBITDA by adjusting for
one-time expenses or owner compensation, and assesses fundamental working capital requirements. FDD is
inherently retrospective; it establishes the financial baseline. Conversely, Commercial Due Diligence (CDD)
evaluates market attractiveness, competitive dynamics, customer sentiment, and total addressable market
(TAM) size. CDD is fundamentally theoretical, validating the external growth thesis and answering whether the
company should grow.

Operational Due Diligence sits between the historical reality of FDD and the theoretical future of CDD. ODD
interrogates the internal, physical, and systemic machinery of the business. It maps the people, processes,
physical assets, technology infrastructure, and governance structures required to deliver the product or service.
ODD seeks to answer complex operational questions: Can the overarching investment thesis physically be
executed by the current organization? What structural risks are hidden within the supply chain, production
facilities, or back-office operations? Which value pools, such as procurement savings, pricing optimization, or
labor productivity, are highly credible, and which rely on unachievable implementation assumptions?

Modern ODD is not a mechanical audit or a compliance exercise. It is an empirical test of execution reality. It
evaluates whether the organization possesses the systemic capacity to absorb the rapid, often disruptive
changes typically mandated during a sponsor's first 100 days. If CDD determines that a company has the
market opportunity to double its revenue, ODD determines exactly how it will double its revenue, what capital
expenditure is required to scale the manufacturing or software infrastructure, and whether the current
management architecture will facilitate that growth or fracture under the pressure.

© 2026 The Barnwell Advisory Group | Confidential 3
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The Margin for Error Has Evaporated, So Diligence Moves Before the
LOI

The aggressive migration of operational diligence to the pre-LOI phase is a direct, calculated response to
profound macroeconomic and structural shifts within the private markets. Throughout the previous decade, an
environment of steadily declining interest rates and consistent multiple expansion allowed sponsors to generate
acceptable returns through financial engineering, leverage, and top-line beta. Those macroeconomic tailwinds
have permanently receded.

The contemporary landscape places immense pressure on fundamental EBITDA growth. With persistently
higher interest rates and a tighter credit market, debt service consumes a significantly larger portion of
operating cash flow. Returns must now be driven almost entirely by genuine, operational margin expansion
rather than multiple arbitrage. This paradigm necessitates a precise, actionable value-creation plan that is fully
baked before the deal closes, allowing the sponsor to begin executing and generating cash immediately upon
taking control.

Furthermore, the mechanics of the deal funnel itself demand earlier operational visibility. A typical
lower-middle-market private equity firm screens between 200 and 500 opportunities annually to close a single
platform deal. This screening process operates through a strict six-layer filtering framework: market analysis,
financial quality, management depth, operational levers, exit options, and risk-return mapping. Historically,
operational levers and management depth were deeply evaluated only during Stage 5 (full due diligence), after
an LOI was signed and 30 to 90 days of exclusivity were granted.

Delaying operational scrutiny until exclusivity creates a severe sunk-cost trap. Full diligence is an exceptionally
expensive endeavor. A comprehensive multi-stream review running 60 to 90 days post-LOI typically costs the
buyer between $200,000 and $2,000,000 in third-party advisory fees, depending on deal size and complexity.
Sinking substantial capital and hundreds of hours of deal-team bandwidth into post-LOI confirmatory diligence,
only to uncover fatal operational flaws, such as unscalable legacy technology or absolute owner dependency,
destroys firm resources.

In highly competitive auction dynamics, sellers demand clean, highly priced bids with minimal contingencies. A
sponsor that waits until the post-LOI exclusivity period to discover fundamental operational flaws faces a binary
and deeply unappealing choice: execute a painful price re-trade (which often jeopardizes the deal entirely) or
proceed with a compromised asset. Pre-LOI ODD acts as the ultimate triage mechanism. It provides the
empirical conviction required to submit an aggressive, preemptive bid, or the disciplined clarity to walk away
early, preserving capital and team bandwidth for executable targets.

© 2026 The Barnwell Advisory Group | Confidential 4
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| What Top-Quartile Sponsors Do Differently

The methodological divide between top-quartile and median sponsors is most evident in how they construct and
execute their pre-LOl workflows. While median sponsors rely heavily on the seller-provided Confidential
Information Memorandum (CIM) and accept management presentations at face value, elite sponsors engineer
an independent, hypothesis-driven view of the asset long before full access is granted.

Hypothesis-Driven Diligence

Top-quartile sponsors do not wait for the target's data room to dictate the narrative. They formulate a
preliminary value-creation thesis before the first management meeting. If the overarching investment thesis
relies on consolidating manufacturing facilities to drive margin, the pre-LOI ODD sprint is ruthlessly focused on
facility footprint mapping, union contract structures, and logistics networks. If the thesis relies on pricing
optimization, the operational focus immediately shifts to analyzing customer concentration, historical pricing
power, and competitive elasticity. This hypothesis-driven approach ensures that the deal team identifies the
three to five key variables that will make or break the investment, structuring the entire diligence program
around testing those specific nodes.

Early Integration of Operating Partners

In median firms, operating partners are frequently relegated to a post-close advisory role or brought in only
during the final weeks of exclusivity to draft a generic 100-day plan. In elite firms, operating partners sit
alongside deal partners from the initial screening phase. They actively pressure-test management's
performance narrative during early meetings, separating market-driven uplift from genuine operational
excellence. This dual-track evaluation ensures that the firm sizes the financial opportunity while simultaneously
assessing the target's execution capacity.

Separation of Controllable Value from Market Upside

Leading sponsors maintain a strict conceptual boundary between market-dependent upside (e.g., favorable
commodity price shifts, general GDP growth) and controllable operational value (e.g., procurement savings,
SG&A reduction, working capital optimization). Pre-LOIl ODD focuses intensely on sizing the controllable value
pools. In a competitive auction, controllable operational value is the only reliable metric that justifies paying a
premium multiple.

Implementation Cost Realism

A pervasive failure mode in lower-tier diligence is identifying a gross margin improvement opportunity without
quantifying the capital expenditure, severance, and IT integration costs required to actually achieve it.
Top-quartile sponsors build gross-to-net value bridges pre-LOI. If an operational thesis requires standardizing
three legacy ERP systems into a single cloud instance, the multimillion-dollar integration cost and the 18-month
implementation delay are explicitly deducted from the synergy models before the bid is formulated.

Red-Team Challenge Protocols

Before an LOI is submitted, elite investment committees mandate an institutionalized "red-team" review. This
protocol involves assigning senior partners or specialized functional experts who are entirely divorced from the
deal team to actively attack the operational thesis. This structured skepticism prevents "deal fever" and forces
the deal team to defend their execution assumptions with empirical data rather than narrative momentum.

© 2026 The Barnwell Advisory Group | Confidential 5
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| Al Scales Operator Judgment, It Does Not Replace It

The advent of generative Al, large language models (LLMs), and advanced machine learning analytics has
fundamentally altered the speed, breadth, and depth of operational diligence. Data confirms that 88% of private
equity firms already use Al to appraise investments, with 65% applying it directly within the due diligence
process. However, the strategic differentiation lies in how these tools are deployed. Elite sponsors utilize Al to
dramatically enhance the scale of operator judgment, not to replace it.

Al-Enabled Diligence Capabilities

Leading sponsors are deploying sophisticated Al architectures to execute tasks that were previously impossible
within the compressed timelines of a pre-LOI sprint:

Rapid Document Synthesis and Semantic Search Pre-LOI data rooms, even when heavily restricted, can
contain thousands of pages of complex vendor contracts, standard operating procedures (SOPs), and compliance
records. Al tools execute semantic searches across this unstructured data, instantaneously extracting
change-of-control clauses, pricing escalation caps, and hidden liabilities that would take human associates weeks
to manually review.

payable data and disjointed general ledgers, utilizing machine learning to instantly categorize organizational
spend. This rapid classification identifies supplier concentration risks and immediate procurement consolidation
opportunities before exclusivity is granted.

Customer and SKU Profitability Advanced algorithms parse massive, row-level transaction logs to map price
dispersion and SKU-level profitability. This exposes the "long tail" of unprofitable products or highly demanding
customers that drag down operational efficiency, providing a clear roadmap for post-close SKU rationalization.

Predictive Intelligence and Cash Pacing Al-based solutions are increasingly utilized to forecast portfolio
outcomes, enabling sponsors to model complex cash pacing and commitment planning scenarios based on

Spend Classification and Margin Bridge Analysis Al-driven analytics platforms ingest fragmented accounts |
historical private market datasets. ‘

Limitations and Risk Factors

Despite its transformative power, Al introduces novel systemic risks into the underwriting process. Top
sponsors are acutely aware of these limitations and implement strict governance models:

Hallucination and False Precision LLMs can generate highly convincing but factually incorrect summaries.
Treating Al outputs as inherently reliable without rigorous human validation can lead to disastrous valuation errors.
Al provides the signal; the operating partner must verify the fact.

© 2026 The Barnwell Advisory Group | Confidential 6
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Data Quality Dependency Al models are highly sensitive to the quality of their inputs. If a target company's
underlying ERP data is corrupted, fragmented, or structurally disorganized, Al-generated margin bridges will be
fundamentally flawed.

Confidentiality and Leakage Uploading proprietary, highly sensitive target data into public or improperly secured
Al models violates strict Non-Disclosure Agreement (NDA) requirements and risks catastrophic data leakage. Top
sponsors utilize secure, ring-fenced, enterprise-grade Al instances specifically tailored for private equity data
rooms.

Lack of Causal Understanding Al excels at pattern recognition but entirely lacks causal reasoning. An Al tool
might accurately flag a statistical correlation between increased marketing spend and decreased customer churn,
but an experienced operating partner is required to determine if the relationship is genuinely causal or merely
coincidental.

© 2026 The Barnwell Advisory Group | Confidential 7
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| Build an Empirical View Before the Data Room Opens

Before an LOI is signed, sponsors operate in an information vacuum, heavily restricted by the seller's tightly
controlled release of data. Top-quartile sponsors bypass this limitation by executing aggressive "outside-in"
diligence sprints. This methodology utilizes alternative data and Al-assisted synthesis to build an empirical
profile of the target without relying on internal management access.

Core Outside-In Methodologies

Digital Footprint and Web Traffic Analyzing digital exhaust, such as web traffic velocity, search volume trends,
and app downloads, provides a real-time proxy for customer acquisition health and market share momentum. This
frequently contradicts the smoothed, optimistic growth narratives presented in the CIM.

Labor Market Signaling By algorithmically scraping job boards, LinkedIn data, and professional forums, sponsors
map the target's hiring velocity, turnover rates, and geographic expansion. A sudden, unexplained spike in
engineering departures or a prolonged vacancy in the Chief Financial Officer position serves as a glaring
operational red flag regarding internal stability.

Facility and Geographic Mapping Satellite imagery and geographic information system (GIS) data allow
sponsors to remotely monitor physical throughput. For retail, logistics, or industrial targets, tracking parking lot
density, shipping bay activity, and freight vehicle movement provides highly observable, irrefutable metrics of
operational utilization.

Litigation and Regulatory Scraping Automated screening of public court dockets, regulatory enforcement
actions, patent filings, and occupational safety records identifies hidden contingent liabilities that sellers routinely
attempt to defer disclosing until late in the confirmatory diligence process.

Expert Networks and Channel Checks Engaging industry veterans, former employees (where legally
permissible), and supply chain partners through expert networks provides qualitative validation of the target's
market reputation, product efficacy, and operational bottlenecks.

Outside-in diligence cannot perfectly prove the precise gross margin of a business, but it is highly effective at

disproving false seller narratives. It empowers the sponsor to build a targeted, aggressive question list for the
initial management meeting, immediately shifting the informational power dynamic from the seller to the buyer.

© 2026 The Barnwell Advisory Group | Confidential 8
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| The Value Pools That Justify the Bid

Operational value creation must be broken down into discrete, mathematically quantifiable functions. Before
granting exclusivity, top sponsors develop a preliminary sizing of these functional value pools to justify their
underwriting model and determine maximum bid thresholds.

1. Revenue and Commercial Operations

Commercial diligence overlaps heavily with operational diligence at the execution layer. While CDD confirms
the market exists, ODD evaluates whether the internal sales infrastructure is highly scalable.

Pricing Optimization Is pricing ad hoc, legacy-driven, or systematically optimized? Al tools can analyze public
pricing catalogs, discount behaviors, and historical transaction logs to estimate margin leakage. Identifying a
company that has failed to pass inflationary costs through to its long-tail customer base represents an immediate,
high-probability value pool.

Salesforce Productivity ODD analyzes the ratio of quota-carrying representatives to administrative support staff,
span of control, and Customer Relationship Management (CRM) maturity.

Customer Concentration This is a severe, frequently fatal operational risk. If any single customer accounts for
more than 30% of total revenue, or the top five account for more than 50%, it is widely considered a potential
deal-killer in the lower-middle market. If discovered, this necessitates a substantial valuation discount, an earnout
structure, or an immediate pivot away from the deal.

2. Procurement and Supply Chain

Procurement consolidation is frequently the fastest and most reliable source of post-close EBITDA expansion,
making it a critical pre-LOI focus.

Direct and Indirect Spend Savings Evaluating the fragmentation of the vendor base is paramount. Top sponsors
look for decentralized, undisciplined purchasing behaviors across multiple facilities that can be quickly
consolidated into master service agreements.

Working Capital Efficiency Assessing Days Sales Outstanding (DSO), Days Payable Outstanding (DPO), and
inventory turns. Comparing these internal metrics against stringent industry benchmarks reveals immediate
cash-release opportunities that can be used to pay down acquisition debt.

Supply Chain Resilience ODD identifies single points of failure in critical component sourcing and assesses the
maturity of the target's Sales and Operations Planning (S&OP) cadences.

3. Operations and Manufacturing

© 2026 The Barnwell Advisory Group | Confidential 9



THE BARNWELL ADVISORY GROUP | WHITE PAPER Operational Due Diligence in the Age of Al

For industrial, logistics, and product-based targets, the physical reality of the operation dictates the financial
outcome.

Overall Equipment Effectiveness (OEE) Estimating machine utilization, throughput capacity, and scrap rates. If
management projects a 40% volume increase, ODD must confirm whether the physical plant can accommodate it
without requiring massive, unmodeled facility expansions.

Labor Productivity Evaluating the ratio of direct to indirect labor and identifying excessive overtime dependencies
that mask fundamental inefficiencies.

Facility Network Optimization Assessing whether the current geographic manufacturing and warehousing
footprint is optimized for logistics efficiency, or if it requires immediate, highly disruptive consolidation.

4. SG&A and Organizational Effectiveness

Overhead complexity is a primary target for operational streamlining and margin defense.

Spans and Layers Mapping the organizational chart to identify top-heavy management structures, redundant
administrative roles, and excessive reporting layers.

Shared Services ldentifying opportunities to centralize fragmented back-office functions, such as Finance, Human
Resources, and IT, into shared service centers or outsourced models to drive operating leverage as the company
scales.

Table 3: Value Creation Feasibility Matrix

This framework allows sponsors to plot identified pre-LOI value pools based on their financial impact versus the
operational difficulty of execution, ensuring that valuation models are not built on unachievable assumptions.

Top-quartile sponsors heavily discount or entirely exclude "High Difficulty / High Impact" items from their
pre-LOI base-case valuation, treating them strictly as unpriced upside.

© 2026 The Barnwell Advisory Group | Confidential 10
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Al-Readiness: Separating Real Automation Potential From the Hype
Trap

As sponsors increasingly underwrite deals based on the promise of future digital transformation and Al
integration, assessing a target's "Al-Readiness" has emerged as a mandatory pre-LOl workstream. While
software vendors and aggressive management teams routinely tout impending Al capabilities, the reality is
stark: 95% of enterprise Al pilots fail to deliver any measurable P&L impact, primarily due to underlying
structural and organizational deficiencies.

Al-readiness diligence seeks to distinguish companies with genuine automation potential from those where Al
creates far more risk than value.

Dimensions of Al-Readiness

Data Architecture and Quality Al algorithms require clean, structured, and highly accessible data. If a target
operates on fragmented, legacy, on-premise ERP systems with highly manual data entry protocols, it is structurally
incapable of Al adoption. The substantial cost of standardizing master data and migrating to a modern cloud
infrastructure must be explicitly factored into the post-close implementation budget.

Process Standardization Al automates documented, repeatable processes. If a company relies on bespoke, ad
hoc workflows driven by individual employee heroics, characterized by manual handoffs, offline spreadsheets, and
undocumented work-arounds, Al implementation will fail catastrophically.

Governance and Cybersecurity Deploying Al agents across unstructured data environments without strict,
modernized access controls creates massive cybersecurity and compliance risks. Diligence must rigorously
evaluate the target's current data governance maturity and access permissions.

Cultural Agility Does the executive management team possess the technical fluency required to champion Al
integration? Furthermore, is the broader workforce culturally prepared to adopt algorithmic workflows, or will they
actively resist the transformation?

The Al-Readiness Framework

Sponsors must classify targets into distinct archetypes during the pre-LOI phase:

The Al Native Built on modern data stacks with clean APIs; highly capable of rapid Al scaling and workflow
automation.

The Plumber Fundamentally sound business but requires 12 to 24 months of fundamental data remediation and
ERP modernization ("digital plumbing") before advanced Al can be effectively deployed. Value creation models
must reflect this delay.

© 2026 The Barnwell Advisory Group | Confidential 11
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The Hype Trap Management aggressively claims proprietary Al capabilities, but technical diligence reveals they
are merely utilizing off-the-shelf, third-party wrappers with no proprietary data advantage or defensible
technological moat.

© 2026 The Barnwell Advisory Group | Confidential 12
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| A Perfect Thesis Is Worthless Without a Team That Can Execute It

A brilliant, mathematically perfect operational thesis is functionally worthless if the target's management team
lacks the capacity to execute it. In the lower-middle and middle markets, profound owner dependency is one of
the most critical deal-killers. Top sponsors utilize the pre-LOI phase to ruthlessly evaluate leadership capability,
looking past charismatic presentations to assess structural competence.

Assessing Execution Capacity

The Founder Transition If the founder controls all strategic, financial, and operational decisions, the business
inherently lacks institutionalized processes. Diligence must determine if a capable, empowered second-tier
management team exists. If not, the sponsor must underwrite the cost, timeline, and extreme risk of recruiting an
entirely new C-suite immediately post-close.

Data-Driven Decision Making Does the leadership team manage by anecdote and intuition, or by rigorous
metrics? Top sponsors test this dynamically by asking granular questions about customer acquisition costs (CAC),
marginal profitability, and supply chain cycle times during early meetings. A leadership team unable to rapidly
produce these metrics reveals a severe lack of operational maturity.

Change Capacity Has the management team successfully navigated structural transformation in the past? An
organization that has grown purely through legacy industry relationships may fracture completely when subjected
to the rigorous reporting cadences, KPI tracking, and aggressive governance demanded by private equity
ownership.

© 2026 The Barnwell Advisory Group | Confidential 13
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| The Red Flags That Should Restructure or Kill the Bid

Pre-LOI operational diligence is largely an exercise in aggressive risk mitigation. Identifying operational red
flags early allows the sponsor to logically restructure the bid, demand specific financial indemnities, or abandon
the process entirely before incurring millions in non-recoverable deal fees.

Critical Pre-LOI Red Flags

Severe Customer Concentration As previously noted, a single customer representing over 30% of revenue
poses a catastrophic downside risk. If that customer churns post-close, the debt covenant is instantly breached.
This requires a structural valuation discount, a highly structured earnout, or walking away.

Unexplained Margin Volatility Fluctuating gross margins that cannot be easily explained by external commodity
cycles often indicate a severe lack of pricing discipline, volatile supplier relationships, or fundamentally broken cost
accounting methodologies.

Fragmented IT and Technical Debt Multiple unintegrated ERPs resulting from historical, poorly executed roll-up
acquisitions create a "spaghetti" architecture. This requires massive capital expenditure to unify and severely limits
the sponsor's ability to achieve cross-portfolio synergies or accurate reporting.

Underinvested Maintenance and CapEx Atrtificially inflated EBITDA achieved by maliciously deferring essential
capital expenditures on facilities, fleet, or equipment. ODD must re-underwrite the true maintenance CapEx
required to keep the business operational to calculate accurate free cash flow.

Labor and Union Instability Pending collective bargaining expirations, excessively high turnover in critical
engineering or manufacturing roles, or a documented history of severe OSHA violations point to a brittle
operational foundation that could halt production post-close.

Environmental Liabilities For manufacturing or industrial targets, pre-market environmental reviews (Phase |
assessments) examining historical site use and regulatory database records are critical to avoid inheriting
uncapped remediation liabilities.

© 2026 The Barnwell Advisory Group | Confidential 14
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| Translating Operational Findings Into the Bid

Top-quartile sponsors do not treat operational diligence reports as isolated academic exercises or mere risk
registers; they translate operational findings directly into the financial architecture and legal mechanics of the
bid. The synthesis of ODD fundamentally dictates the LOI.

Valuation Adjustments (Quality of Earnings Impacts) If ODD identifies $5 million in dangerously deferred
maintenance or necessary IT remediation, this is subtracted directly from the enterprise value. Conversely, if
high-probability, low-cost procurement synergies are empirically validated pre-LOlI, the sponsor can confidently
stretch their bid to win a highly competitive auction. Findings regarding owner compensation or personal expenses
run through the business will directly re-trade the headline price.

Deal Structuring Operational risks inform the structural safeguards of the deal. High customer concentration will
almost certainly lead to the implementation of seller notes or earnouts directly tied to the retention of those specific
accounts. Concerns regarding management retention will dictate the size, vesting structure, and stringency of the
management equity pool and seller rollover requirements.

Representations and Warranties (R&W) Specific operational risks uncovered during outside-in diligence (e.g.,
pending regulatory actions, IP chain of title gaps, missing employee assignment agreements) are translated into
explicit indemnification requests and conditions precedent to closing.

Exclusivity Strategy A highly validated operational thesis allows the sponsor to offer a "cleaner" LOI, meaning
fewer contingencies and a highly compressed post-LOI confirmatory diligence timeline. This speed and certainty
make the bid exceptionally attractive to the seller, often winning the deal even if it is not the absolute highest
absolute dollar amount.

© 2026 The Barnwell Advisory Group | Confidential 15
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| The Operating-Partner Model Is the Real Differentiator

The structural integration of operating partners is the ultimate differentiator for leading sponsors. Firms such as
KKR (via KKR Capstone) and Blackstone (via Portfolio Operations) have built formidable, specialized in-house
teams that engage heavily in the pre-LOI phase, treating operational diligence as a core investment capability.

The Diligence Sprint Model

Rather than a sequential, siloed handover from the deal team to the operations team, which frequently causes
critical information to be lost, top sponsors utilize an integrated "sprint" model.

The Deal Partner owns the overall investment thesis, the financial valuation model, debt syndication, and seller
negotiation.

The Operating Partner owns the execution feasibility, functional value pool sizing, technology assessment, and
management capacity evaluation.

Functional Experts (often highly specialized external advisors or dedicated internal vice presidents focused on
narrow domains like supply chain, cyber, or algorithmic pricing) are deployed by the operating partner for rapid,
deep-dive analyses on specific risk nodes identified during the outside-in sprint.

This integrated, concurrent approach prevents the most common behavioral failure mode in private equity: the
scenario where a deal team becomes emotionally committed to a transaction, only for the operations team to be
brought in post-LOI and actively pressured to "make the math work" on an unexecutable, fundamentally flawed
thesis.

© 2026 The Barnwell Advisory Group | Confidential 16
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| Case Studies and Benchmarks

(Note: The following case studies are aggregated and sanitized analogues representing established top-quartile
private equity practices, derived from extensive industry data, consulting benchmarks, and technological
deployment patterns).

Case Study 1: Al-Enabled Data Room Analysis and Pricing Power

Context A large-cap sponsor was evaluating a B2B industrial distributor in a highly competitive auction
environment with a severely compressed two-week pre-LOI window.

Diligence Question Did the target possess genuine, sustainable pricing power, or was its recent margin
expansion merely a temporary artifact of macroeconomic inflation?

Operating Insight The sponsor deployed a secure, localized Al model to ingest thousands of sanitized invoice
records and historical pricing catalogs provided in the preliminary data room. The Al-driven pricing dispersion
analysis revealed a critical flaw: the target consistently failed to pass through cost increases to its "long tail" of
small, highly fragmented customers, resulting in margin erosion that was masked by aggressive price hikes on
top-tier accounts.

Outcome The operations team quantified a $12 million executable EBITDA uplift achievable through basic
algorithmic pricing optimization and policy enforcement. This actionable insight allowed the sponsor to confidently
outbid competitors who relied solely on top-line multiples, securing the asset. Post-close, the pricing guardrails
were implemented within the first 100 days, realizing the identified value and proving the pre-LOI thesis.

Case Study 2: Outside-In IT Diligence Changing Deal Valuation

Context A middle-market sponsor evaluated a tech-enabled logistics provider. The seller's CIM touted a highly
scalable, proprietary software platform that justified a premium technology multiple.

Diligence Question Was the technology stack genuinely proprietary and scalable, or was it a liability
masquerading as an asset?

Operating Insight Before the LOI was drafted, the sponsor's technology diligence team conducted a rigorous
outside-in assessment. They analyzed the target's software architecture through public APl documentation,
software developer job postings, and dark-web credential scans. They discovered the platform was built on
deprecated, unsupported legacy frameworks, relied heavily on third-party licensed wrappers, and suffered from
severe, crippling technical debt.
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Outcome The ODD team estimated a required $8 million capital expenditure to entirely rewrite the core platform to
support the projected growth. The deal team adjusted their bid downward by the precise remediation cost. The
seller, confronted with irrefutable empirical evidence of their technical debt, accepted the revised, lower valuation.

Case Study 3: Failed Deal due to Ignored Owner Dependency

Context A median-performing private equity firm acquired a regional healthcare services provider. Operational
due diligence was deferred until post-LOI and was outsourced to a generalized accounting firm that focused strictly
on Quality of Earnings (QoE).

Failure Mode The diligence team accurately noted the CEQO's exceptionally high salary and normalized it in the
EBITDA model. However, they failed to recognize the operational reality: the CEO personally held all relationships
with key hospital networks and managed all complex regulatory compliance. There were zero documented SOPs,
and no capable second-in-command.

Outcome Three months post-close, the CEO retired with his payout. The business suffered immediate relationship
attrition, revenue dropped by 22% within a quarter, and the firm was forced into a distressed restructuring within
two years. This catastrophic loss underscores why absolute owner dependency is a critical, pre-LOI deal-killer that
FDD alone will never catch.
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| Failure Modes and Blind Spots

Even sophisticated sponsors can fall victim to severe diligence blind spots. The most common operational
failure modes occur when institutional process discipline breaks down under the pressure of deploying capital:

Confirmatory Bias The deal team falls in love with the asset's macro narrative and uses post-LOI operational
diligence merely as a rubber stamp to justify the pre-determined purchase price, actively ignoring or downplaying
glaring operational red flags.

Sizing Value but Ignoring Friction Costs The ODD team identifies massive procurement savings but fails to
account for the operational disruption, supplier transition costs, severance, and IT integration required to realize
them. The gross synergy is perfectly modeled, but the net execution cost is completely ignored, leading to missed
targets.

the operational diligence team assumes a 10% reduction in manufacturing headcount. The physical reality of the
plant cannot mathematically support increased volume with decreased labor, leading to post-close operational
collapse and margin degradation.

Accepting Al Outputs Without Validation Junior deal team members use generic GenAl tools to summarize
massive legal contracts, missing nuanced indemnification carve-outs or change-of-control triggers due to
algorithmic hallucinations.

EBITDA Adjustments Masking Weakness Accepting aggressive seller add-backs (e.g., claiming "lost revenue
from a departing salesperson" or adding back "failed growth investments") without recognizing that these

Double-Counting Value Pools The commercial diligence team assumes a 15% revenue volume increase, while |
represent fundamental operational instability and poor management judgment, not one-time anomalous events. ‘
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| The Synthesis Model: Thesis-First, Execution-Tested

Synthesizing the practices of elite sponsors yields a clear, highly repeatable model for pre-LOI operational
diligence. Top-quartile sponsors operate under a rigid "Thesis-First, Execution-Tested" paradigm.

They do not treat operational diligence as an audit; they treat it as an investment blueprint. They triangulate
outside-in data to bypass curated seller narratives. They integrate seasoned operating partners at the very first
screening phase to evaluate management capacity. They deploy enterprise Al to rapidly parse complex data
arrays without succumbing to false precision. They rigorously separate market beta from controllable
operational alpha. Above all, they ensure that every operational finding directly and mathematically influences
the valuation model, the bid structure, and the draft of the 100-day execution plan.
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| A Practical Pre-LOI Roadmap

To operationalize these principles, private equity firms should adopt the following chronological pre-LOI
roadmap, ensuring maximum visibility before capital or exclusivity is committed:
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| Implications for Leadership Roles

The structural shift toward pre-LOI operational diligence requires a fundamental realignment of roles and
responsibilities within the private equity firm:

Deal Partners Must relinquish total control of the pre-LOI narrative. They must actively invite operating partners to
challenge financial assumptions and execution feasibility before exclusivity is sought, prioritizing operational reality
over closing velocity.

Operating Partners Must transition from post-close project managers to pre-deal underwriters. They are held
directly accountable for sizing the value pools, validating technology infrastructure, and assessing management
capacity before capital is committed.

approve LOls that lack a detailed, friction-cost-adjusted operational execution roadmap.

Al / Analytics Diligence Teams Must act as the critical bridge between raw data and operational insight,
deploying secure Al models to accelerate analysis while rigorously auditing outputs for hallucination and bias to
protect the firm's underwriting integrity.

Management Teams (Sellers) Must recognize that modern buyers will assess their digital footprint, operational
metrics, and technical debt long before the first management presentation. Preparation requires eliminating single

Investment Committees Must rigorously enforce the red-team challenge mechanism, categorically refusing to ‘
points of failure, modernizing ERPs, and documenting SOPs years prior to market entry. ‘
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| Future Outlook (2026-2030)

Over the next three to five years, the evolution of operational due diligence will accelerate along several
predictable technological and strategic vectors:

Ubiquitous Al-Assisted Data Rooms The integration of enterprise-grade Al directly into Virtual Data Rooms
(VDRs) will become standard. This will allow diligence teams to execute complex semantic queries across entire
corporate archives instantaneously, entirely eliminating the "sampling" approach to contract and compliance
review.

ERP, and operational dashboards during the diligence phase. This will move the industry away from static, easily
manipulated Excel exports toward dynamic, continuous data ingestion and verification.

Algorithmic Red-Teaming Investment committees will begin deploying specialized Al agents trained on the firm's
proprietary historical deal post-mortems. These agents will algorithmically challenge new deal models,
automatically flagging optimistic assumptions that have led to past portfolio failures.

Bifurcation of Sponsor Returns The performance gap will widen dramatically. Firms that have built proprietary,
repeatable data analytics and integrated operating systems will consistently outbid and outperform sponsors who

Continuous Diligence Telemetry Sponsors will increasingly demand real-time APl access to a target's CRM, ‘
continue to rely on ad-hoc external advisors and post-close financial engineering. ‘
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| Conclusion

In the modern private equity landscape, waiting until after the Letter of Intent to discover how a business truly
operates is a guaranteed recipe for value destruction. Top-quartile sponsors have recognized that the margin
for error has evaporated. By aggressively moving operational due diligence to the pre-LOI phase, deeply
integrating operating partners at the screening stage, and deploying Al and advanced analytics to pierce the
seller's curated narrative, leading firms secure a decisive informational advantage. This rigorous, thesis-driven
approach ensures that sponsors do not merely win competitive auctions, they acquire assets with highly
validated, mathematically sound, and eminently executable blueprints for transformative value creation.
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| Appendix A: Research and Evidence Framework

Source Selection and Evaluation This white paper synthesizes evidence from primary public disclosures,
aggregated transaction data, and authoritative secondary practitioner research. The analysis relies on
transactional advisory data defining the core metrics of ODD, FDD, and CDD, establishing parameters for
deal-killers such as owner dependency and customer concentration. Furthermore, it incorporates private equity
strategy research to map phase-based diligence methodologies and the critical distinction between pre-LOI
exploratory phases and post-LOI confirmatory phases.

Treatment of Proprietary PE Practices Because elite private equity workflows are highly proprietary, the
practices described herein are derived from triangulating observable public actions, industry survey data regarding
digital transformation and Al adoption (e.g., statistical tracking showing 88% Al utilization for appraisal), and the
documented evolution of post-close 100-day plans back-propagated to the diligence phase. Additional context on
technological and HR execution capabilities is drawn from enterprise strategy frameworks utilized by leading
consultancies.

Limitations and Assumptions The analysis assumes a lower-middle to large-cap buyout context. Venture capital
and minority growth equity diligence frameworks differ materially in their focus on early-stage operational
scalability versus mature profitability. Furthermore, while Al capabilities are described based on 2026 technological
realities, the rapid evolution of LLMs implies that specific tooling will advance continuously, though the underlying
requirement for seasoned operator judgment will remain a constant necessity.
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| Executive Action Checklist

For Deal Partners

O
O

O

Has a preliminary, quantifiable value-creation thesis been articulated prior to the first management presentation?

Have specific operational execution and friction costs (e.g., IT migration, severance) been explicitly deducted from
the baseline synergy model?

Are operating partners fully integrated into the initial screening and management meetings?

For Operating Partners

O
O

O

Has an outside-in digital, labor, and regulatory scan been completed to bypass the seller's narrative?

Is the management team's execution capacity formally scored, specifically regarding data fluency and owner
dependency?

Are functional value pools (procurement, SG&A, manufacturing footprint) sized and risk-weighted?

For Investment Committees

O
O
O

Has a formal red-team challenge been executed by non-deal team members prior to LOI approval?
Are specific operational risks translated directly into LOI contingencies, earnouts, or valuation adjustments?

Does the target demonstrate genuine Al-readiness, or is significant, costly technical remediation required?

For Al / Analytics Teams

O
O

Are data room documents parsed using secure, localized, enterprise-grade NLP tools to prevent data leakage?

Has automated spend classification been run on all available ledger data to identify immediate procurement
synergies?

Have all Al-generated insights and contract extractions been manually validated by domain experts to prevent
hallucination?

© 2026 The Barnwell Advisory Group | Confidential 26



THE BARNWELL ADVISORY GROUP | WHITE PAPER Operational Due Diligence in the Age of Al

| Selected Sources
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