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Growth Through
Disciplined
Execution

2026 Private Equity Survey
Professional Services Spotlight




Professional services investors are pursuing
acquisition-led growth while sharpening diligence,
addressing talent constraints, and prioritizing
pricing and sales growth.

Professional Services remains a prominent investment
avenue for private equity (PE), but investors are becoming
more selective about how they direct their capital. Risk
exposure uncovered during due diligence remains the
leading challenge to deployment, while competition from
other buyers and investors continues to create pressure for
attractive assets. Despite those challenges, investors remain
committed to growth, with new platform acquisitions

and add-on acquisitions accounting for the majority of
anticipated deployment activity.

Meanwhile, talent is emerging as the industry’s biggest
internal constraint, while pricing and sales initiatives, cash
flow management, and technology investments have
emerged as leading value creation priorities. These findings
from BDQO's 2026 Private Equity Survey suggest professional
services-focused PE firms remain committed to growth

but are becoming more disciplined in how they evaluate
opportunities, create value, and position portfolio companies
for future exits.
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FINDING 2 1 FINDING # 2

Professional Services Investors are Balancing Professional Services Investors Say Talent
Growth With Diligence Risk Remains the Biggest Constraint to Growth
What is the top challenge you are facing when it comes to What internal capability is most limiting your firm's ability to execute deals
deploying capital? at speed?
Due Diligence Risks 29%
Talent Qualit
Increased Competition 22% 50% Acquisition 24% > Y
. eal Flow
and Retention
Valuation Gaps 20%
Technology
Cost of Capital 23% and Data 4% Limited Capital
Infrastructure
Macrolevel / Geopolitical
Analysis
Analysis > Talent continues to be the defining operational challenge for professional services
> Professional Services investors continue to pursue growth opportunities but are investors. Half of respondents (50%) identify finding and retaining the right people

at both the fund and portfolio company level as the primary internal limit to deal
execution. Access to quality deal flow (24%) and technology and data infrastructure
(23%) remain important considerations, but neither approaches the significance

of talent.

still highly focused on risk identification and transaction quality.

v

Risk exposure uncovered during due diligence is the most frequently cited
deployment challenge (29%), followed by increased competition from other

buyers and investors (22%). Valuation gaps between buyers and sellers also
remain a meaningful barrier to deployment (20%). » The industry’s talent challenges underscore the growing importance of quality

leadership, operating experience, and workforce strategy as sponsors seek to accelerate
growth and drive value creation across their portfolio companies.

v

Investors are not struggling to find opportunities. Instead, they are carefully
evaluating risk and valuation while competing aggressively for high-quality

assets. That competition will also result in heightened scrutiny throughout the » Competition for quality talent is also connected to the broader competition for quality
investment process. deals and assets, as winning in one arena will make it easier for firms to win in the other.

*Totals may not equal 100% due to rounding.
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FINDING ¢ 3 FINDING £ 4

Professional Services Sponsors Continue to Pricing and Sales Growth Lead Professional
Pursue Acquisition-Led Growth Services Value Creation

In the NEXT year, what is the primary way you anticipate your firm will Which of the following value creation strategies do you feel would have
deploy your dry powder? the most impact this year?

28% Pricing & Sales Growth

23%  Creatively Managing Cash Flow Across the Portco
I New Platform Acquisitions

23% Implementing New Technology
I Add-on Acquisitions
Expected Dry

Powder Deployment

139% Supply Chain Efficiency

I Recapitalizations

Investing in Amplifying Due Diligence 4/
Distressed Businesses

Reducing Finance Costs %/

Outsourcing 1%

Analysis Analysis

> Professional services investors remain committed to acquisition-led growth » Professional services investors are prioritizing sophisticated pricing strategies and
strategies. New platform acquisitions are the leading planned use of dry powder sales growth initiatives as value creation levers. These strategies rank highest at 28%,
(38%), followed by add-on acquisitions (29%). Together, these two strategies followed by cash-flow management and technology and digital capabilities, both
account for more than two-thirds of anticipated capital deployment activity. at 23%.

> Investors' continued focus on putting capital to work through strategic » The results point to a balanced value creation agenda: accelerating revenue growth
acquisitions, even amid competition and pricing pressures, suggests that they through pricing and sales initiatives while strengthening cash flow and
continue to view mergers and acquisitions (M&A) as the most effective path to technology capabilities.

scale up, expand capabilities, and create value. » Executing these value creation strategies will require portfolio companies to have the

right talent and capabilities in place, reinforcing the connection between workforce
strategy and operational performance.
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FINDING # 5
Strategic Buyers Lead Professional Services Exit Planning

Top path you will pursue for your exits in the next 12 months.

Saleto a Saleto a Prolonged Exit via Divestiture of IPO
Strategic Buyer Financial Sponsor Continuation Fund Non-Core Assets

Analysis

> Professional services investors are maintaining flexibility across a range of exit options. Sales to strategic buyers remain the
leading exit path (32%), followed by sales to financial sponsors (22%) and prolonged exits via continuation funds (17%).

> The relatively balanced distribution of preferred exit strategies suggests sponsors are preparing for multiple market outcomes
rather than hedging on a single path to liquidity. As firms continue to navigate evolving market conditions, optionality remains
a key component of portfolio and fund strategy.

*Totals may not equal 100% due to rounding.
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BDO's Take

Professional services investors are actively pursuing
growth, but they are doing so with a heightened
focus on diligence, talent, and operational execution.
Acquisition-led deployment remains the dominant
strategy, while pricing and sales growth, cash flow
management, and technology investments are
emerging as leading value creation priorities. Sponsors
are also maintaining flexibility in exit planning,
responding to a market that increasingly rewards
disciplined execution and multiple pathways to
value realization.

See the full picture. Explore insights from all 400

respondents in the 2026 Private Equity Survey. »

Investment banking products and services within the United States are offered exclusively through BDO Capital Advisors, LLC, a separate legal entity and affiliated company of
BDO USA, P.C., a Virginia professional corporation. For more information, visit www.bdocap.com. Certain services may not be available to attest clients under the rules and

regulations of public accounting. BDO Capital Advisors, LLC Member FINRA/SIPC.

At BDO, our purpose is to be the people you count on to grow with confidence and achieve what matters most. Our professionals provide assurance, tax and advisory services for a
diverse range of clients across the U.S. and in over 160 countries through our global organization. We are proud to be an ESOP company, inspiring an ownership mindset that enables our

collective success.

BDO is the brand name for the BDO network and for each of the BDO Member Firms. BDO USA, P.C., a Virginia professional corporation, is the U.S. member of BDO International
Limited, a UK company limited by guarantee, and forms part of the international BDO network of independent member firms. For more information, please visit: www.bdo.com.

© 2026 BDO USA, P.C. All rights reserved.

Methodology: BDO's 2026 Private Equity Survey, conducted by
Rabin Roberts Research, polled 400 U.S. PE fund managers and
operating partners in May 2026. This spotlight reflects responses
from 136 PE firms that invest in professional services.



https://www.bdo.com/insights/industries/private-equity/private-equity-survey
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