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Accelerating the exit pipeline by
_preparing early. |

What does this entail ?>
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Exit preparation still starts under pressure

Across most PE portfolios, exit preparation still begins 7-10
months before the targeted sale. Precisely when time is
tight and pressure is highest.

At that point, leadership attention shifts heavily toward:
« Crafting a compelling equity story
» Refining strategic ambition into a multi-year plan
« Packaging the business to highlight upside,
scalability, and growth potential

Historically, this approach worked. Buyers were willing to
underwrite projections, trust the value-creation narrative,
and assume execution would follow.

But late-stage polish was never the same as operational
readiness, it was accepted as such but no longer holds.
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Promises don'’t close deals anymore
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Today exits are slower, more fragile, and less predlctable Even
‘when market fundamentals appear supportive:

Dealpipelines -  Capital is : Strategy interest
~are full ~available” @qgt?( -

-

, - Yet deals stall, diligence expands, and valuation gaio"';‘:Widen
rzete This isn'tjust macro volatility or PE cycle maturity. It: reflects a
: structural shift in buyer behawor |

—l

Buyers face greater scrutiny themsel__ves from investment
committees, regulators, and LPs. As a result, they are far less
willing to price future performance without evidence that the
organization can actually deliver it.

The old model, sell the upside and trust execution later, no
longer survives.
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The real gap: execution caﬁacity
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Buyers now focus less on what the strategy says and more on

how the orgamzatlon actually runs.

During diligence, they test for: e
S / : .
- A clear operating rhythm that drives deC|S|ons _/\ §
_.Repeatable performance patterns across quérters ’
-Leadership depth beyond a few key individuals / :
‘ AV|S|ble link between strateglc priorities and actlfzfns

” v

In other words: what they are really assessing is execution
resilience.

Many companies struggle here not because the strategy is
wrong, but because execution has never been systematized.
Processes are inconsistent, accountability is unclear, and
results depend too heavily on heroic effort. This creates risk in
the buyer’s eyes and risk slows deals and depresses value.
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From proof to promise -
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Buyers are no longer interested in how the business plans to
‘operate post-transaction. They want to see how it operates
today. Spemﬁcally, they look for: SRP

P

. Forecasts that con5|stently match outcomes E gy

+ - Reporting that supports decisions, not just complrance

+ ... Evidence that lnltlatlves move from plan to execthOn
Cultural assighment around strateglc priorities . /// :

...... /

<

Th|s level of credibility takes tlme to build. In practice; |t
requires 18 months or more t|me for

Leadership behaviors to shift ‘New processes to stabilize

Performance patterns to repeat--and compound

This period allows companies to stress-test initiatives,
strengthen organizational design, and demonstrate execution
discipline. Creating proof that survives diligence.
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Accelerating the exit: |
readiness beats timing - -
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The fastest exits and strongest valuatigns consistently share
‘one trait: they are operational ready well before the exit wmdow

opens. - e 0 4o
Early maturity: ' == A
-+ Reduces perceived execution risk = / k
i Builds buyer confidence early in dlllgencef_ /A
« Makes value claims more defensible

Shortens negotlatlon cyctes and deal tlmél1nes =

Therefore, early operational maturity shifts the exit from
managing execution risk to realizing full value. They enter the
exit process with leverage; shortenmg -deals and strengthening
value claims.
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From Amsterdam throughout Europe™

“Overschiestraat 65 * 1062 XD Amsterdam

office@orgx.com * wwax.orgx.com



	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7

