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As we approach 2026, the CAS team wanted to share our predictions for the new i EMPEEEaE to FIN P\aﬁoﬂ‘m
calendar year across the broader tech-enabled outsourced business landscape, as ) AR " I _ gnee pcauire
well as within our core coverage industries. al) : c—;,ﬁéﬁ% e 2

CAS acted as the sell-side
Since 2024, CAS has fagllltated 10 trangactlon§ SiX of which closed in the @ C AS @ C AS @ C AS e bope
current calendar year — with several more in the pipeline expected to close over the Corpte Advary S Corrae Aty Sl CopSale Advsoy Solts industry in its sale to a

January 2025 JANUARY 2025 MAY 2025 financial acquirer.
d [Hmugh Finalis Securities LLC Member FINRASIPC. Securities conducted through ias LLC Member FINRA/SIPC. SO s COMRTIG T eeag® LLE Mammbar §FIMRA N

coming months. In parallel with this transaction activity, CAS completes more than
25 valuation and other strategic advisory engagements annually, and based on our

ongoing dialogues with market participants, we do not anticipate deal activity — — )
. . e
slowing any time soon. consu™
g any * PROFESSIONAL sale O ons Age“:y
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attract robust interest. Across CAS’s coverage sectors — ARM, healthcare RCM,

and BPO/CX — distinct themes are emerging for 2026; we highlight several of these
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Executive Summary
A Continued Seller’s Market Favoring High-Quality Assets

Outsourced Business Services Sector

Market Conditions in 2026 to Favor Sellers Quarterly Transaction Value & Volume

M&A volume across CAS’s coverage industries remained in line with prior quarters, $25,000 60
while overall deal value increased — driven largely by several significant transactions
in the BPO/CX sector. CAS expects 2026 to show similar trends in both volume and
value, supported by continued consolidation across ARM, healthcare RCM, and
BPO/CX. 2026 is shaping up to remain a strong seller’s market. While each of
CAS’s coverage industries has its own idiosyncratic dynamics (outlined on the
following slide), the overarching theme is continued consolidation. Below are

CAS’s three key M&A predictions for 2026:
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1) High-Quality Assets Will Command Premiums: Targets with niche services, Q4 Q@2 Q@ a4 Qf Q3 Q4 af Q4 Q@
specialized asset classes, defined client verticals, focused geographic footprints, 2022 2023 2024 2025
or industry-leading technology will attract motivated acquirers willing to pay m=Value -O-Volume
valuation premiums for the right asset.

2) Financial Sponsors Will Drive Elevated Activity: Tariff uncertainty, Transaction Value by Industry & Volume

accelerating Al adoption, and fragmented market structures favor tech-enabled
outsourced services businesses. Coupled with anticipated lower interest rates
and record-level dry powder, financial sponsors are poised to increase their
participation meaningfully.
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3) Emergence of Tech-Driven Acquisition Vehicles: Beyond traditional strategic 59,000

and financial buyers, a growing group of acquirers will focus on “skipping” the
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sales cycle by purchasing established client bases and deploying internally 20

developed tech — becoming an increasingly influential category in the market. $3,000 = I 10
Across these industry-specific themes, CAS expects M&A activity to remain elevated $0 = — m = 0
as companies of all sizes look to supplement resource-intensive organic initiatives o . = r023 = o a Q2 sopa - = poe -
with targeted inorganic growth. mmARM =mSRCM ==BPO/CX —O-Volume
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In 2026, the accounts receivables management ("“ARM?”) industry will be shaped by widening consumer credit divergence, rising sponsor activity across law firms,
and accelerating consolidation among smaller agencies driven by escalating operational and technology costs/expenses.

\ Y,
K-Shaped Consumer Divide Poised to Persist in 2026 Accelerated Acquisition Interest in Law Firms
In 2026, the K-shaped economy is expected to become even more pronounced, Private equity is increasingly targeting one of the few remaining industries with
with prime consumers maintaining strong financial footing while subprime limited sponsor penetration: law firms. Recent successful transactions utilizing the
borrowers face rising delinquencies amid persistent headwinds. Indicators such Management Services Organization (MSO) model have helped validate this
as climbing auto loan delinquency rates continue to underscore this divide. approach and are accelerating sponsor interest.
ARM vendors should anticipate heavier volumes from the lower-income segment Creditor-rights firms with placement-driven billing models are particularly
— intensified by pressures like resumed student-loan payments and elevated attractive to financial sponsors, who place a premium on revenue
living costs — while prime debtors are likely to remain stable in the current predictability. Larger operators with experienced management teams seeking to
macroeconomic environment. scale alongside a capital partner are expected to see elevated demand in 2026.
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Expenditures-Driven M&A in the Smaller Agency Market
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The already rapidly consolidating collection agency landscape is expected to
accelerate further in 2026. Rising expenditures across technology, compliance,
operations, security, and service capabilities continue to erode competitiveness
for smaller players in the ARM ecosystem.
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60+ Days Auto Loan Delinquency Rates

Strong acquisition demand from larger operators positions smaller agencies well

— — for successful exits, as strategic and sponsor-backed platforms remain willing to

O.O%Nov-18 May-19 Nov-19 May-20 Nov-20 May-21 Nov-21 May-22 Nov-22 May-23 Nov-23 May-24 Nov-24 May-25 pay premiums for high-quality assets with specialization in targeted asset
—Prime ——Subprime classes, geographies, or service offerings.

Source(s):
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Healthcare RCM 2026 Predictions

In 2026, healthcare revenue cycle management ("“RCM”) will see Al-driven mid-cycle disruption, a shift in M&A toward high-value add-on acquisitions, and rising
provider demand for outsourced, end-to-end revenue-cycle services as operational and financial pressures intensify.

Al Goes Mainstream in Revenue Integrity M&A Focus Shifts to Add-On Opportunities

The healthcare RCM cycle — especially the mid-cycle — is headed for continued, After a wave of platform acquisitions in healthcare RCM over the past two years,
material Al-driven disruption in 2026. Denials are climbing as payer algorithms financial sponsors are now shifting their focus to add-on opportunities. As PE-
scrutinize claims more aggressively, flagging coding, documentation, and backed platforms work to expand their capabilities, valuation premiums for high-
medical-necessity gaps that humans have historically missed. quality add-ons continue to rise.

To stay competitive, RCM vendors will feel growing provider/client pressure to Bootstrapped and owner-operated vendors with distinct niches — across the
shift from reactive denial work to Al-driven, predictive pre-bill integrity that RCM cycle, specific services, geographies, or client segments — are especially
anticipates payer behavior, prevents denials, and protects provider performance. well positioned to command premium valuations as sponsors deploy primary

capital to accelerate growth.
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2 $1,000 )
% $809 $817
e 9800 > As providers face mounting headwinds — including a difficult labor market,
S 3600 — $588 deteriorating operating margins, and cuts to government-program reimbursement
§ $450 — they are increasingly inclined to retain only complex, high-value tasks in-house
g 0 couo 5208 while outsourcing other back-office functions.
s 5200 . . A preference to consolidate vendors further benefits larger RCM platforms
$0 offering end-to-end services, which are also better positioned to meet growing
Average Denied Amount - Coding Related Average Denied Amount - Info Average Denied Amount - Medicare . . .
Need/Medical Necessity Advantage technology, compliance, and security requirements.
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Source(s):
Annual Benchmark Report — 2025 Edition (MDaudit).
*Past performance may not recur, and there is no guarantee of future results.
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Corporate Advisory Solutions

BPO/CX 2026 Predictions

CAS 2026 M&A Outlook

Predictions for Tech-Enabled
Outsourced Business Services Sector

In 2026, the business process outsourcing/customer experience ("‘BPO/CX") landscape will be defined by Al-driven commoditization, intensifying price pressure, and
the rise of flexible, hybrid contact centers that blend human, offshore, and automated capabilities to deliver performance-based, margin-focused outcomes.

Since the launch of ChatGPT three years ago, Al adoption has accelerated
rapidly, especially in the call/contact center space. VoiceAl has evolved quickly —
from a niche technology offering to a near-commodity in the BPO/CX market.

In 2026, VoiceAl startups will likely shift their focus from pure technology
development to aggressive logo acquisition, as the addressable market continues
to shrink; already, four out of ten contact centers are using Al tools. The winning
pitch will no longer hinge on superior technology, but on delivering competitive
unit economics and seamless integration with contact centers’ platforms.

m Currently use Al tools m Planning on implementing Al m Considering implementing Al ® No plans to use Al

. Source(s):
Al in customer service trends report 2025 (PolyAl).
*Past performance may not recur, and there is no guarantee of future results.

The already fragmented and commoditized call/contact center ecosystem has
grown even more crowded with emerging technologies. Human-agent
incumbents now compete with automation-driven entrants for the same
customers, increasing pricing pressure amid a widening supply-demand
imbalance.

Outcome-based pricing will gain traction — not only because compensation is tied
to performance, but also as call/contact center vendors shift from traditional cost
centers to data-driven customer journey platforms.

With continued technological advancement and a growing focus on client
profitability, call/contact centers that offer domestic and nearshore/offshore
delivery — along with both human and Al agent capabilities — will become the
preferred vendors due to their broader service arsenal and scalability.

Technologies like accent softening now enable nearshore agents to reduce
cultural friction while delivering higher margins for both vendors and clients.
Combined with the ability to support additional time zones beyond domestic
operations, this creates a clear win-win scenario for all parties.
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Specialized Tech-Enabled Outsourced Business Services Boutique Investment Bank

Three Core Industries with
Expanding Reach

Specialized M&A Advisory for
Regulated Markets

Suite of Transaction, Strategic,
and Valuation Services

20+ Years of Relationships in
Proprietary Database

CAS is an investment and merchant
banking' firm exclusively focused on
the tech-enabled outsourced business
services sector, dedicating 100% of

As specialists in our core industries,
CAS delivers a comprehensive suite of
services that equip our partners with
the resources needed to achieve their

CAS specializes in ARM, healthcare RCM,
and BPO/CX — three core industries —
while actively expanding into adjacent

verticals through deep market insights and

CAS leverages a proprietary database
that enhances our ability to connect,
engage, and nurture relationships,
delivering strong outcomes to our

our time and expertise to this space. Strategic goals. domain knowledge. clients.
A 10 Transactions Closed in Service Expertise from L'Wé’_. Software Expertise Amid (Q o g Strong Relationships
gT@ the Past 12 Months Deep Specialization &1 G Technological Disruption ) Across the CAS Network
@ Extensive Network from

@ Geographically Agnostic —
Domestic and International

150+ M&A Transactions
w and 25+ Valuations
Annually
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About CAS

Our Team

CAS 2026 M&A Outlook

Predictions for Tech-Enabled
Outsourced Business Services Sector

This market report is prepared by Corporate Advisory Solutions, LLC (“CAS”). While CAS makes every effort to use reliable and comprehensive data, it does not warrant the accuracy or completeness of the information contained within this
document. The information presented reflects the authors’ understanding as of the date of publication and is subject to change without notice. Forward-looking statements included in this report are made based on current expectations and are
inherently subject to risks and uncertainties, which could cause actual results to differ materially.

Readers should not solely rely on this information for investment decisions and are encouraged to consult with CAS associates for further clarification or questions.
No part of this publication may be reproduced or utilized for any purpose other than personal review without the express written permission of CAS, its affiliates, or representatives.

This information is for general and educational purposes and not intended as legal, tax, accounting, securities, or investment advice, nor an opinion regarding the appropriateness of any investment, nor a solicitation of any type.
Securities offered through Finalis Securities LLC Member FINRA/SIPC.

All inquiries should be directed to any of the individuals at CAS listed below:

Michael Lamm
Managing Partner
mlamm@corpadvisorysolutions.com

Drew Sacher
Vice President

dsacher@corpadvisorysolutions.com

Note(s):

Mark Russell

Managing Partner
mrussell@corpadvisorysolutions.com

Pat Felstedt

Senior Analyst

pfelstedt@corpadvisorysolutions.com

Nick Ciabattone

Director
nciabattone@corpadvisorysolutions.com

Simon Skala-Rosenbaum
Analyst

srosenbaum@corpadvisorysolutions.com

Mickey Kaiser
Vice President
mkaiser@corpadvisorysolutions.com

Allie Baurer
Operations & Administrative Assistant

abaurer@corpadvisorysolutions.com

*Securities conducted through Finalis Securities Member FINRA/SIPC — Michael Lamm, Mark Russell, Nick Ciabattone, Drew Sacher, Patrick Felstedt, and Simon Skala-Rosenbaum are Registered Representatives of Finalis Securities, LLC. Finalis Securities is not

affiliated with Corporate Advisory Solutions, LLC.
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