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EXECUTIVE SUMMARY

The argument in brief

In 2026, private equity returns are determined more decisively by operational value creation than by
financial engineering. PwC reports that since 2010, the share of PE value creation attributable to
operational improvements has climbed to 47%, up from 18% in the 1980s, while financing-related
contribution has fallen from 51% to 21%. As interest rates have normalised at higher levels and the
spread between entry and exit multiples has compressed, the operational thesis has moved from

optional to mandatory.

Within operations, the highest-leverage function is revenue. A PortCo that halves its forecast variance
creates more enterprise value than one that cuts an equivalent dollar of cost — because predictable
revenue compounds into multiple expansion at exit, while cost reduction is absorbed into the next
buyer’s base case. A PortCo that decouples revenue from its founder is materially more attractive to the

next buyer than one that hasn’t.

Yet the revenue engines within most PE-backed B2B SaaS companies with $5M to S50M ARR are not
structurally built for scale. They were architected, by accident, around the founder. They reward
intuition over evidence. They surface revenue performance to the fund as a quarterly narrative rather

than a continuous signal. The next-buyer thesis cannot be built on a forecast with a £50% variance.
This paper makes three arguments.

First, the traditional revenue engine — built around individual salespeople, intuition-based forecasting,
and lagging-indicator reporting — is now structurally incapable of delivering the revenue predictability

that PE-backed assets require for an exit at the target multiple.

Second, Al-native revenue engines are a different architectural category, not an upgrade to the existing
one. The shift is from human workflows assisted by Al-to-Al workflows verified by humans. Most firms
claiming to be “Al-augmented” are layering tooling onto legacy structures and capturing the efficiency

gain as firm margin rather than passing it through to the asset.

Third, the build is achievable inside a 90-day engagement and produces measurable EBITDA impact
before the next valuation event. The framework set out in this paper — five components, a phased build
cadence, and a six-metric measurement system — is what we use to architect revenue infrastructure

inside portfolio companies.

This guide is written for investors, operating teams, and senior executives across the PE
ecosystem who are responsible for one or more B2B SaaS PortCos with $2M-530M ARR

and within 12 to 36 months of a defined valuation event.
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SECTION 1

Why traditional revenue engines fail post-acquisition

The revenue operating model inside a typical PE-acquired B2B SaaS company looks like this: a founder-
CEO who personally built the company from idea to first-million-dollar ARR; a handful of generalist
account executives who close on relationships originally cultivated by the founder; an outbound
function that produces inconsistent pipeline because no single person owns it; and a reporting cadence
that surfaces revenue performance to the board on a quarterly basis through slide decks assembled the

week before.

This model is what got the company to acquisition. It is structurally incapable of getting the company to

exit at the target multiple.

The founder dependency trap

Founder-led sales is the dominant revenue risk in PE-backed B2B SaaS. We consistently observe that 50—
70% of new logo revenue at acquisition is directly attributable to the founder’s involvement — as the
primary seller, primary relationship holder, or final-stage closer. Twenty-four months post-acquisition, in
PortCos that have not deliberately re-engineered the revenue motion, that figure typically falls only to

40-55%. The dependency is reduced but not removed.

This is not a coincidence; it is a structural consequence of how bootstrapped companies grow. The
founder is the cheapest, most credible, and most flexible salesperson available in the early years. By the
time the company is acquired, the founder’s role in revenue is so deeply embedded that removing them
causes an immediate pipeline contraction. The buyer inherits an asset whose revenue depends on a

single person who is, structurally and emotionally, ready to exit.

The next buyer in three to five years will price this dependency explicitly. A revenue line that requires
the founder is not a revenue line that supports a 12x ARR multiple. It is a revenue line that supports a 6—
8x multiple, with a transition-risk discount applied. The valuation delta between these outcomes for a

S$25M ARR business is approximately $100M in enterprise value.

The role conflation problem

The second structural defect is role conflation. In a typical $2-10M ARR company, the “sales team” of
five people will collectively handle outbound prospecting, inbound qualification, deal closing, customer
success, and renewals. Every person does some of every job. This is presented internally as flexibility; it

is, in fact, a guarantee that no function is operationally optimised.

The data on role specialisation is unambiguous. Companies that enforce strict role separation — SDRs

and BDRs handling outbound only, AEs handling closing only, CSMs handling expansion and renewal only
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— show 30-60% higher pipeline conversion and 2—3x faster lead response than companies with
conflated roles. Most PE-backed PortCos in this ARR band have not made this transition because the
founder, having scaled the company without specialisation, perceives it as bureaucratic overhead rather

than performance architecture.

The reporting lag

The third structural defect is reporting. A PortCo CEO reports revenue to the PE firm quarterly. The
numbers reported are lagging indicators — closed-won revenue from deals that started 60 to 90 days
earlier. By the time the board sees a problem, the cohort that caused it has already moved through the

pipeline. The remediation window has already closed.

What the fund actually needs is leading-indicator visibility into pipeline health, conversion velocity, and
forecast accuracy at the same cadence the PortCo CEO sees them. Most PortCos do not provide this
because they do not generate it. Their internal reporting is built around what salespeople feel

comfortable committing to, not what the underlying data shows.

Why bolted-on Al does not solve this

A common response inside PE-backed PortCos in 2025-2026 has been to introduce Al tooling into the
existing revenue stack. Al-enabled CRM enrichment, Al-drafted email sequences, Al-generated meeting
summaries, Al-powered pipeline scoring. These tools improve productivity at the margin. They do not fix

the underlying revenue model.

The reason is structural. The revenue engine these tools are bolted onto was designed around the
assumption of human-driven workflow, manual data entry, intuition-based qualification, and individual
judgement at every step. Adding Al to this engine is like installing a turbocharger on an engine block
whose timing belt is broken. The new component generates more power; the underlying mechanism

cannot transmit it.

An Al-native revenue engine is not the old engine with Al inside it. It is a different

architecture.
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SECTION 2

What an Al-native revenue engine actually is

The defining characteristic of an Al-native revenue engine is the direction of work. In a traditional

engine, humans do the work, and Al assists. In an Al-native engine, Al does the work and humans verify.

This sounds like a small distinction. It is not. It reshapes every component of the system.

The architectural inversion

Consider outbound prospecting. In a traditional model, an SDR identifies a target account, researches it
using LinkedIn and Google, drafts a personalised outbound email, sends it, and logs the activity in CRM.
Al tooling has historically been used to make this faster — better enrichment, ChatGPT-assisted drafting,

automatic CRM logging. The SDR remains the primary actor; the Al is a productivity layer.

In an Al-native model, the architecture is inverted. An Al agent operates against a target account list
scored against ideal customer profile fit. The agent performs research using structured data sources —
company filings, recent product launches, hiring patterns, technographic signals — drafts initial outreach
grounded in account-specific context, manages the multi-touch sequence, and logs every interaction.
The SDR’s role becomes: review the agent’s account selection, refine the agent’s reasoning where the
context requires it, intervene on a small percentage of accounts where the agent’s judgement falls

short, and conduct the human conversations the agent has surfaced as ready.

The throughput of an SDR operating this way is not 1.2x the throughput of a traditional SDR. It is five to
ten times higher. And the limiting factor is no longer hours in the day. It is the quality of the target

account data and the calibration of the agent.

This pattern repeats across every revenue function. In each case, the architectural question is the same:
which work is being performed by the Al as the primary actor, and which work is being performed by the

human as the verifier?

A diagnostic question

A useful test for any PortCo claiming to be “Al-augmented”: how many Al agents
operate autonomously in your revenue stack today, and what percentage of revenue-
related actions originate from those agents versus from humans? If the answer is zero or

near-zero, the company is using Al tools but does not have an Al-native revenue engine.
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Traditional vs Al-native: the comparison

Dimension

Traditional Revenue Engine

The PE Guide to Al-Native Revenue Engines

Al-Native Revenue Engine

Workflow direction

Outbound throughput

Lead response time

Forecasting basis

Attribution

Reporting cadence

Founder dependency

prevenance.ai

Humans act; Al assists

1 SDR = 60-80 personalised
touches/week

4-24 hours, business hours only

Salesperson intuition, manually
adjusted

Partial, manual, quarterly

Quarterly to the board

Structural; revenue contracts when
founder steps back

Al acts; humans verify

1 SDR + agents = 400—700 personalised
touches/week

Under 5 minutes, 24/7

Al scoring against historical conversion
patterns

Complete, automated, continuous

Weekly to CEO, monthly to PE,
quarterly to IC

Architectural; founder is excluded
from operational selling
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SECTION 3

The five components of an Al-native revenue engine

We use a five-component framework to architect and evaluate revenue engines in PE-backed B2B SaaS
companies. Each component is structurally independent and can be assessed separately. Together, they
form an integrated system. A revenue engine missing any one component will produce predictable

failure modes.

Component 1. Strict role specialisation

What it is. Distinct accountabilities for SDR/BDR (outbound pipeline generation), AE (qualification and
closing), and CSM (retention and expansion). The founder is excluded from operational selling beyond

strategic accounts and executive sponsorship of named deals.

Why it matters. Role specialisation is the foundation that enables every other component. Without it, Al
agents cannot be designed to assist specific functions because no function is bounded. PortCos that skip
this step typically deploy Al tools that improve individual productivity but cannot improve system

throughput.

How to diagnose. In a 30-minute walkthrough, ask each commercial team member to list the activities
they performed yesterday. If any individual performs more than three of {prospecting, qualifying,

demoing, closing, onboarding, supporting, renewing}, role specialisation is not in place.

Component 2. Al-augmented outbound

What it is. An outbound function in which Al agents perform target account selection, contextual
research, initial outreach drafting, and multi-touch sequence management. Humans review at the
account-selection stage, intervene on edge cases, and own the live conversations the agents have

surfaced.

Why it matters. Outbound is the function where Al-native delivers the largest throughput uplift —
typically five to ten times. It is also the function in which the lift is most visible to the PE firm, as it

produces measurable pipeline within 30 days of activation.

How to diagnose. Examine the outbound activity log over the past 30 days. What percentage of
personalised outbound emails were drafted initially by an Al agent versus by a human? What percentage
of accounts in active outbound were selected by Al scoring versus by human judgement? If both

numbers are below 60%, the outbound function is not Al-native.
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Component 3. Inbound qualification at speed

What it is. A system in which inbound leads receive a personalised first response — qualifying questions,
demo booking, or warm handoff — within five minutes of capture, 24 hours a day, seven days a week. Al
agents handle qualification against a structured ICP and disqualification ruleset; humans engage only

leads scoring above a defined threshold.

Why it matters. Inbound conversion is heavily sensitive to time-to-response. Industry data consistently
shows that a five-minute response window converts at 8-10x the rate of a 30-minute response window.
Most PortCos respond to inbound within 4—24 hours during business hours only. The uplift in conversion

available from this single architectural change is substantial.

How to diagnose. Trigger a test inbound lead through the company’s website outside business hours.

Measure the time to first personalised response. If it exceeds 30 minutes, this component is not in place.

Component 4. Predictable forecasting

What it is. A forecasting system in which deal-level probability is set by Al scoring against historical
conversion patterns, deal characteristics, and current-state pipeline signals — not by individual
salesperson optimism. Salespeople retain veto rights but must justify any material deviation from the Al

score.

Why it matters. Forecast variance is one of the two metrics the next buyer will price most aggressively
(the other is founder dependency). A forecast running at £50% variance signals an asset whose revenue
cannot be trusted. A forecast running at £10-15% variance signals an asset that can be modelled,

financed, and exited cleanly. The valuation difference between these two states is material.

How to diagnose. Compare the last four quarters of the 90-day-out forecast against the actual closed-
won. Calculate the absolute variance for each quarter and the rolling average. Sustained variance above

25% is a clear signal.

Component 5. Attribution and investor-grade reporting

What it is. A reporting infrastructure that traces every closed-won dollar to the marketing campaign,
outbound sequence, inbound channel, or named account-based motion that generated it. Reporting is
structured for three audiences — weekly to the PortCo CEO, monthly to the PE firm and CEO, quarterly
to the full board and IC.

Why it matters. Attribution is what converts a revenue figure into a story the next buyer can verify.
Without attribution, a $20M ARR number is a black box. With attribution, it is a portfolio of revenue
streams with documented unit economics — a materially more valuable asset and a materially easier

diligence process.
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How to diagnose. Ask the PortCo CFO to produce, within 24 hours, a CAC payback calculation broken
down by channel for the most recent quarter. If the answer requires more than a day, attribution is not

operational.
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SECTION 4

Implementation: the 90-day build

The five components describe the destination. The 90-day build is the path. We have refined this build

cadence across multiple PortCo engagements; the architecture is now consistent regardless of starting

state, although the time spent in each phase varies with the maturity of the existing motion.

Phase Activity Output PortCo time
Read-only CRM access. Two-hour Written diagnostic mapping
working session with current state to the five-
Days 0-7 founder/CEO and senior component target, with ~ 4 hours
Diagnostic commercial leader. Al ingestion of prioritised intervention sequence
pipeline data, activity logs, and and 90-day EBITDA impact
90-day financial reporting. projection.
Role redesign and accountability
remap. CRM reconfiguration. Al New revenue engine architecture
agent design and deployment for built in parallel to existing motion.
Days 8-30 e s . .
Architecture outbounq. Inbound q.ualn‘lcatlon PortCo team contln.ues operating = 6—8 hours
agent build. Forecasting model the legacy stack while the new
migration. Attribution layer infrastructure is staged.
architecture.
New role structure goes live. Al
outbound agent begins operating. Live Al-native revenue motion.
Days 31-60 Inbound qualification agent live Twice-weekly working sessions ~ 8-12 hours
Activation against new lead capture. with the senior commercial leader
Forecasting transitions to Al- to manage transition friction.
scored. Legacy reporting sunset.
. Value Creation Roadmap for the
Performance measured against o
e EE e s ok chys next '12 .months. Transition and
Days 61-90 30 60. 90. Continued Continuity Package: full ~ 4-6 hours
Validation Lol documentation, KPl benchmarks,

optimisation. Final handover
preparation.

and governance for the operating
model.

What is and isn’t included in the time commitment

Total PortCo time commitment across the 90-day build is approximately 22—30 hours, distributed across

the CEO, senior commercial leader, and CFO. This is the entire human cost of the engagement from the

PortCo’s perspective. Prévenance does the underlying work.
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By day 90, the PortCo’s internal team will own and operate the new revenue engine. Prévenance’s
continued involvement, if any, is on a retainer basis for continued optimisation and investor-grade
reporting — not for active operation. The Transition and Continuity Package is designed specifically to

ensure a clean handover.

We plan our exit from day one. Every engagement concludes with full documentation

and a 12-month KPI benchmark that the PortCo team can track independently.

prevenance.ai
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SECTION 5

Measuring value creation

The five-component framework produces measurable change against six metrics. We track these from
the pre-engagement baseline through the 90-day build and into ongoing retainer engagements. The
metrics that matter most to the next buyer’s diligence team are forecast variance, founder dependency,
and CAC payback by channel — these are the three lines a sophisticated buyer examines first in a

target’s data room.

Metric Pre-engagement Month 12

baseline

Forecast variance (90-day-

+50-70% +20-25% +10-15%

out)
Founder-attributed revenue 50-70% 30-40% 10-20%
Lead response time . .

. 4+ hours Under 5 minutes Under 2 minutes
(median)
Pipeline conversion (MQL > 8-12% 18-24% 25-30%
closed-won)
CAC back ths, b -

payback (months, by Unknown by channel Known by channel Optimised per channel
channel)

Weekl thl

Reporting cadence Quarterly eekly / monthly / Same, automated

quarterly

On the ranges above

The numbers shown are not guarantees. They are the central tendencaties observed across
engagements in B2B SaaS companies with $2M-$30M ARR. Outcomes at specific PortCos vary based on
starting state, sector, deal velocity, and the quality of the existing commercial team. A PortCo entering
with a stronger baseline (lower founder dependency, better existing role specialisation) will move
through the build faster and exit at higher performance levels. A PortCo entering with a weaker baseline

will require more transition management but will see proportionally larger absolute improvement.

The most important observation is that all six metrics move together. They are not independent levers.
Forecast variance cannot fall without attribution improving; founder dependency cannot fall without

role specialisation; lead response time cannot improve without inbound qualification being architected
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as a system rather than a manual handoff. The components reinforce each other, which is why the

architectural framing matters more than any individual intervention.
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SECTION 6

Where to start

For a reader who has reached this page with one or more PortCos in mind, the practical starting point

depends on where each asset sits in its lifecycle. The framing changes; the underlying work is the same.

Less than 12 months from a valuation event

The priority is forecast variance reduction and founder-decoupling. These are the two lines the next
buyer will price first. A 90-day build started now produces measurable change before the diligence
window opens, with at least one full quarter of operating data under the new model before the data
room goes live. This is the highest-urgency case and the one in which the gap between intervention and

no-intervention is most visible in the exit multiple.

12 to 36 months from exit

The priority is a full five-component architecture. There is runway for the Al-native engine to compound.
An engagement that starts now produces six to twelve months of operating data by exit, which is exactly
the dataset a buyer’s diligence team wants to interrogate. This is the highest-leverage case in terms of

valuation impact.

Immediately post-acquisition

The priority is diagnostic. Understanding the gap between the revenue engine you bought and the one
the next buyer wants to see is the most valuable single piece of information in the first 90 days of
ownership. The first 100-day plan typically attempts to set the operational direction without this data;

doing the diagnostic first sharpens every subsequent decision.

Across all three

The starting point is the same: a written diagnostic of the current revenue engine, with the gap to the
Al-native target state quantified and prioritised. The diagnostic itself is a fixed-fee, 48-hour-turnaround
engagement. It produces a written report and a video walkthrough that you can take to your investment

committee, your operating partner team, or the PortCo CEO for discussion.

If you would like to walk a specific PortCo through the framework, we offer a fixed-fee
Revenue Diagnostic. Two-hour working session, read-only CRM access, written report

and walkthrough delivered within 48 hours.

In closing

The economics of operational value creation have moved decisively toward Al-native revenue

infrastructure. PE-backed B2B Saa$S PortCos that build this infrastructure inside their hold period will exit
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at materially higher multiples than those that don’t. The window for first-mover advantage is open

today but will not stay open through this cycle.

The hardest part of the build is not the technology. Al agents, RAG architectures, and attribution
infrastructure are commodity components by 2026. The hardest part is the operational restructuring
underneath: enforcing role specialisation through a team that built the company without it, removing
the founder from the revenue motion they personally created, and rebuilding the reporting layer so

asset performance is visible at the cadence the fund needs.

This is the work we do.
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ABOUT

Prévenance

Prévenance is the Al-native operating partner for PE-backed B2B SaaS. We work alongside private equity
funds, venture capital firms, and technology scale-ups across the full investment lifecycle — surfacing
risk before acquisition, building the engines that drive growth after, and bridging leadership gaps when

momentum demands it.

The firm is remote-first by design, senior-led on every engagement, and fixed-fee priced against
outcomes rather than hours. We do not bill for time. We do not bring teams of analysts. We do not stay

past our useful life. The same operator who scopes the engagement is the operator who delivers it.

Prévenance is deliberately built to fill the gap between traditional advisory firms and full-time executive
hires — the segment where senior operator capacity is required but neither a $500,000 tier-one
engagement nor a full-time $400,000 CRO is the right fit.

Engagements are delivered remotely across the United States, Australia, the United Kingdom, and APAC.

Shannon Sedgwick, Founder

Shannon is a fifteen-year technology operator. He founded GM Risk Group in 2012, scaled it to eight-
figure ARR across offices in Sydney, Singapore, and Washington, D.C., and exited at 1.5x AR in 2018. He
has subsequently held P&L-owning roles at MinterEllison (Partner, national technology practice), Ankura
(Senior Managing Director, APAC — US PE-backed), Verizon, and Deloitte. Alongside his operating roles,
he has chaired the Al SaaS company Castlepoint Systems through capital raising, led M&A due diligence
on transactions exceeding $100M, and served as a non-executive director across boards, with $30M+ in
aggregate oversight.

He holds an MBA from Deakin University, a Master of Cyber Security from Macquarie University, and is a
Graduate of the Australian Institute of Company Directors. He has completed executive finance

programmes at Oxford and Harvard Business School.

He founded Prévenance to bring this operating history to PE funds and their portfolio companies on the

basis of Al-native economics.

The next step

If this guide is relevant to a PortCo in your portfolio: we offer a fixed-fee Revenue Diagnostic. Two-hour

working session with the founder and senior commercial leader, read-only CRM access, written report
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and video walkthrough delivered within 48 hours. The diagnostic is intentionally self-contained — it

produces a report you can act on whether or not Prévenance is the right operator for the build itself.
To book a Revenue Diagnostic or discuss a specific situation: contact@prevenance.ai

To learn more about Prévenance: prevenance.ai

This paper is published for general informational purposes. It does not constitute investment, legal, or tax advice. The metric ranges presented
reflect central tendencies observed across engagements in B2B SaaS companies at 5$2M-530M ARR; specific outcomes vary by PortCo and

engagement context. © Prévenance 2026. All rights reserved.
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