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Private Equity (PE) offshoring is becoming increasingly popular among asset managers, as this allows
them to screen and evaluate more opportunities within the limited time they have at hand. Onshore
analysts are able to focus more on idea generation and other revenue-generating activities, as most
routine – yet time-sensitive – tasks are taken care of by the offshoring partner.
Typical challenges faced by PE ﬁrms when offshoring:
A PE ﬁrm may need support across the investment value chain, from identiﬁcation, pre-acquisition
diligence, and transaction advisory to post-acquisition support. Identifying the right offshoring partner is a
key challenge, as the partner needs to be agile and deliver quickly while providing ﬂexibility to scale up the
relationship. No doubt the expectation is to deliver high-quality work at competitive costs.
At MA Knowledge Services, we understand client needs and strive to provide an experience that is
different from a typical offshoring relationship – one that is more often than not transactional and process
based. Our approach is closer to insourcing than outsourcing where we work as an extension of the PE
ﬁrms.
Leveraging Offshoring to Scale Private Equity Practice
5 ways in which we deliver exponential value to PE ﬁrms
1. Support at each stage of the investment life cycle
Supporting the PE ﬁrm right from the time of initial screening to target evaluation, portfolio
monitoring, value enhancement, and investment exit.

Direct support to portfolio companies
Directly supporting different portfolio companies on both strategic and research-based projects,
including performance improvement projects.

Enhanced skill set, including consulting support
Serving both ends of the spectrum – deep dives, which would include both commercial and
strategic support in the due diligence carried out before acquisitions, and also quick-turnaround
assignments, where the key differentiator is speed. Support includes understanding the objective,
designing the issue tree analysis, performing rigorous business and ﬁnancial research, developing
insight, and conducting client walk through.

Stringent processes
Following a highly interactive model with clients, where the team focuses not only on providing data
but also understanding broad objectives and overall client requirements. Documenting quality-check
procedures, with a focus on client-speciﬁc requirements related to templates, graphics, and
storylines.

Effective client engagement
Understanding client needs and providing support at different levels, which is the key success factor
for an outsourcing partner. MA Knowledge Services plays a critical role in evaluating client needs
and documenting learning’s to meet client expectations and support them on projects with varied
levels of complexity.
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