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I. Direct Lending

1. Maintaining Discipline Amid a Competitive Lending Environment
Junaid Sozer, Managing Director

(What's your outlook for deal flow in the lower middle market?)

Looking into 2026, we feel that the ingredients are there for a very strong deployment year.
Rates have started to come down. The economy seems to be holding up well. There’s
structural pressure on sponsors to distribute to their LPs, and there’s a focus on DPIs, so we
think that that’'s a good environment for exit as well as new deal formation. So we feel pretty
positive around deployment activity in 2026.

(How does Apogem deploy effectively amid competition and term pressure?)

Our approach to this market is meet the market on price on the higher quality assets but
what we will not compromise is our underwriting discipline and documentation terms. In our
view our competitive edge comes from access and a repeatable process. We've been
around for 25 plus years and over this time period we've developed deep relationships with
our private equity sponsors, spanning 650 sponsors across the country. That gives us a wide
funnel to be selective in terms of new credit opportunities. In addition to that we’ve invested
through multiple cycles and we’ve developed an underwriting framework that we view to be
cycle tested and this allows us to evaluate risk quickly and efficiently and deliver timely
responses for our private equity sponsors.

(Can you discuss how higher rates and inflation affect portfolio health?)

In our view the portfolio has held up quite well. We’ve seen strong revenue growth and
earnings growth and we’ve seen our borrowers protect margins through pricing actions as
well as implementation of cost efficiencies. We think this is reflective of our underwriting
approach in terms of supporting strong borrowers with quality management teams and
private equity ownership. What’s also helped has been the construction of our portfolio that’s
majority comprised of our specialty verticals which tend to be non-cyclical.

(In a diversified portfolio, some loans are inevitably going to experience stress. How is that
managed?)

We’ve developed a robust portfolio management apparatus that is able to monitor these on a
close basis. So we have underwriting teams that are tracking financials on a monthly and a
quarterly basis and if we start seeing performance start to slide, we have channels of
communication that we’ve developed to communicate those issues up to the senior
management team, as well as our dedicated workout team that spends time on these on a
day-in and day-out basis. The good thing about being in the lower middle market is the level
of information flow and access to management teams that you have that may not exist as
you go more upmarket. So having some of that access is helpful in kind of getting the
transparency and information flow.
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2. Modernizing Direct Lending Diligence & Monitoring
Speaker: Patrick Koehl, Managing Director

(How is Apogem implementing Al in its private credit workflow?)

| think the private credit market is just beginning to tap into the business with Al. | know for
Apogem, we’ve made a good started effort to adopt and implement them into our workflows.
We use it for benchmarking analysis. So when we get a new deal in, we’'ll compare it to
deals we’ve looked at in our portfolio throughout our history. We use it for efficiency
purposes. So we'll dig through data rooms to identify pitfalls or trends that maybe will
encourage us to pass on a deal or allow us to lean in and win a new deal. And we use it for
portfolio purposes to look across our 300 portfolio accounts to identify trends and themes.
And now with the Al tools that we have, we can provide access to that information to all of
our employees by using those tools, the betterment of the platform.

(How have tariffs and the effects of “Liberation Day” impacted your portfolio?)

| would say by and large it hasn’t been a material impact on our portfolio and | think that’s for
a couple of reasons. First of all, we focus in on U.S. middle market borrowers. And those
borrowers really didn’t have the large global complex supply chains that were most impacted
by tariffs. When we did see an impact, we saw our borrowers pass through price increases
or renegotiate contracts with suppliers. So all in all, it really wasn’t much of an impact. And
the evidence of that is in the gross margin across our portfolio, which was largely flat during
2025.

(What are you seeing with regard to PIK interest in your portfolio and in the broader market?)

PIK interest is definitely a hot button topic these days, but for us, | think you first have to
divide it into what you're talking about. There’s two different types of PIK. Sometimes PIK
can be a good thing. For example, like in a new transaction, a software deal, it's growing
quickly, and PIK is structured at the original close. But | think what most people are focused
in on is what they call bad PIK, where interest that was originally contractually scheduled is
converted into PIK as part of a restructuring. And | think either way, for us, it's not a
significant strategy for our portfolio. We have 300 plus borrowers and we only have two
where we structure PIK interest in at the original close of the transaction. And | would say
that, when we do have PIK involved, it's generally in connection with a large sponsor, equity
contribution or, in connection with the exit strategy. So for us, it's not a big portion of our
portfolio, but we certainly are very mindful of it.
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II. Private Equity Co-Investment

3. Co-Investing with Conviction
Bryan Pendleton, Managing Director

(Co-investing feels more mainstream today. What’s changed?)

When | joined around 15 years ago, it was very much the early days of co-investing. A
sponsor would find a deal, they would call up a couple of their closest LP relationships, and
we would have weeks, if not more, to come back with a decision. Today, it is far more
institutionalized. Everybody says they want co-investment, but what sponsors will often find
is that when it comes time to execute on a tight timeline, a lot of LPs are just not internally
equipped to meet those deadlines.

(How is Apogem navigating this increasingly competitive environment?)

Apogem, living in the lower middle market for the last 25, 30 years, over that time frame,
we’ve built up some really deep relationships with our core sponsors. This relationship
goodwill translates to Apogem often getting an early look. The fact that we’ve typically
completed multiple co-investments and sponsors means that they have the comfort and
confidence in us to know that we are going to ask good questions, provide quick feedback,
and give them certainty in closing.

And for Apogem, from an underwriting perspective, it means that we’ve had a front row seat
to where they’ve been most successful in the past. So with each one of these sponsors, we
have a really deep understanding of what a sweet spot deal looks like. And when we see
those patterns of success emerge in a new opportunity, we’re able to really lean in and move
with conviction. We are constantly focused on continuously improving our speed data site.
We have an eight-person dedicated co-investment team that is deeply integrated with our
fund underwriting colleagues, and we benefit from the cross-platform collaboration from
Apogem Credit, primaries, secondaries, real assets, and GP states.

And so doing this for multiple decades has created what is a very hard-to-replicate repository
of thousands of proprietary comps that help us inform relative valuation as well as what kind
of returns other investors have made in the space. These insights all together allow us to
raise our hand quickly, secure attractive allocations for our LPs, and ultimately make better
investments.

(Independent/fundless sponsors: what’s your approach?)

The underwriting process is very intense because you are not only underwriting the deal, but
you’re also underwriting a sponsor that probably doesn’t have a formal track record
attribution. And so we look to reconstruct track records based on information that we have
from the sponsor’s prior firm as well as extensive reference work both of which would be
very challenging to do if you weren’t living in this market for many many years. One thing we
like about it is the alignment so if you think about an independent sponsor they’ve probably
just recently left a nice job at an established firm. And not only are they putting their personal
capital on the line but they are taking very real career risk deals. So they really need this one
transaction to work if they want to build a successful track record that allows them to go on
and raise a committed fund. Independent sponsors are also less likely to prevail in a
competitive auction process, so they’re almost forced to find off-the-run deal flow.
Proprietary is a very overused term in this industry and truly rare, but this is one segment of
the market where it still exists. And so we typically see that translate into lower entry
valuations, which can be a critical driver of outsized returns.
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III. Private Equity Secondaries

4, Untapped Opportunity in Lower Middle Market Liquidity Solutions
Stanley Xu, Managing Director

(What makes you excited about the secondaries market segment?)

First, I think, our industry has a great value proposition as a solution provider. And the
solution we’re providing is actually liquidity to an otherwise illiquid market. Second, we are
very passionate about the lower middle market, where secondary transactions are still
relatively early on the adoption curve, but are increasingly utilized by both sponsors and
limited partners. And third, | think our history and experience in this market site, both as a
team and at the Apogem level, as a platform, positions us very well to capture these
opportunities. And lastly, we have a fantastic team. We execute secondary transactions in a
highly competent and high integrity way.

(Do you expect continued growth in the secondaries market?)

In the market segment where we focus, which is the lower middle market | do. In fact, when
you look at the sponsors within our network, the majority of them still have not executed a
single GP-led transaction. And LP interest in these sponsors’ funds for the most part, still
have not traded on the broader secondary market. So this white space in the lower middle
market is one of the key reasons why we’re excited about going to work every day.

(How are you positioning your team to capture the market growth?)

| think it’s about being proactive bring intensity and going the extra mile in everything we do,
from sourcing investments to conducting in-depth due diligence to managing portfolio and
ultimately servicing investors. For example, we sourced more than 300 transactions last
year, representing more than $65 billion in total transaction value, which marked the largest
sourcing in the year for our strategy in our history. It's also about harnessing the breadth and
depth of the Apogem platform. We collaborate very closely with the sponsors and the LP
community to provide mutually beneficial solutions. Lastly, going back to our people, we
have a highly competent team that is also very likable. In this relationship-oriented business,
we believe likability matters.
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