NEW SCHOOL
DEAL MAKING

MANIFESTO
Traditional deal making is dead. Whether you’re in M&A or a private company investor, the science (and art) of deal
making is radically changing. The cause? Trillions of dollars coming into PE coﬀers looking for “above market”
returns – which, in turn, has increased the competition for private company transactions. This in addition to
increased M&A activity as corporate buyers try to stay on top of ever more competitive markets.
Deal makers can no longer rely on the traditional old-school approaches to sourcing and transacting. Companies
are transacting at ever earlier stages and operators are increasingly savvy. If ﬁrms aren’t identifying and building
relationships with prospects early in their life cycle, they are getting cut-out of deals. For investors, relying on intermediated deals is increasingly a failing strategy. For M&A professionals, relying on networks to identify targets is
no longer suﬃcient.
The availability of new data services that give visibility into historically opaque private markets is driving an entirely
new school of sourcing strategies. Software systems that enable small teams to have an outsized impact are
revolutionizing the business development process. Firms that aren’t aggressively embracing these new school
techniques are quickly being passed by their counterparts.
We at SourceScrub believe the time to reinvent your deal sourcing is now. The following is our set of guiding principles in the New School of private company deal sourcing.
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The New School Manifesto calls for radical transformation within the ﬁrm. And the challenges of transformation
are non-trivial. Though the undertaking is diﬃcult, we believe it is essential. Firms that adapt and embrace New
School stand to emerge on the other side with a signiﬁcant advantage over competitors. And one that is sustainable beyond well beyond a given deal or fund or transaction.
We at SourceScrub have made it our mission to help ﬁrms through this transition and honor those of you that
engage in the New School journey.

