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Quarterly Overview

Dear Friends: While many companies continue to struggle in this economic environment, Ex-
cellere Partners remains committed to creating value through its industry focused buy-and-build
investment strategy, proactive portfolio management, and high level of service offered to its
management partners. Despite challenging economic conditions, Excellere is pleased to report
that its portfolio companies are experiencing strong organic growth, which is allowing the firm to
pursue new platform investments and add-on acquisitions.

During the second quarter of 2009, Excellere Partners deployed Project Experts in multiple plat-
form companies; continued refining and utilizing its proprietary tools and processes; and pursued
new investment opportunities within its targeted industry sectors. In addition, Excellere contin-
ued executing its multi-faceted Origination Platform, resulting in a 10% year-over-year increase
in deal flow (qualified transactions reviewed) within its industries of interest through the twelve
months ended June 2009.

Excellere Partners is immensely grateful for your support, knowledge and trust! Specifically,
Excellere values its limited partners, portfolio management partners, intermediary partners, debt
financing partners, and Project Experts, all of which support Excellere’s mission of building en-
during value with a spirit of partnership and excellence. As the firm finds itself mid-way through
the year, it remains committed to aggressively pursuing transactions within its targeted indus-
tries, while continuing to drive organic growth and add-on acquisition opportunities within its
expanding portfolio.



Excellere Industry Segments

» Outpatient services
HEALTHCARE » Specialty distribution and consumables
» Outsourcing services and manufacturing

» Business and government outsourcing
BUSINESS SERVICES » Business process outsourcing
» Revenue cycle management/Collection services

» Allied health
» Advanced degree/Post-Secondary
» Specialized career training

EDUCATION
AND TRAINING

» Organic/Ethnic
SPECIALTY FOODS » Prepared foods
» Ingredients, additives and flavorings
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» Infrastructure and utility services
» Specialty products and services
» Industrial safety and maintenance

INVESTMENT DYNAMICS

» $4-20 million in EBITDA

Majority recapitalizations with significant rollover equity

Management with vision for growth and desire for partnership
Differentiated business model with compelling customer value proposition
Potential for customer centric buy and build consolidation

INDUSTRIAL
SERVICES

v v v v
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Precision Manufacturing

Excellere Partners recently added Precision Manufacturing as an industry sector focus.
The firm’s interest in this segment is driven by its compelling value proposition, growth
characteristics, and strong buy-and-build opportunity.

Overview: The Precision Manufacturing industry encompasses value-added engineering,
design, and manufacturing services for highly customized, mission-critical components for
aerospace, medical, and industrial products. The category is broadly defined as any design
or manufacturing service that commands a premium price due to the highly-engineered spe-
cialty nature of the end product. Excellere’s segments of interest include, but are not limited
to medical device, aerospace and defense, energy and industrial technology end markets.

Compelling Value Proposition: The highly-engineered nature of Precision Manufacturing
creates a partnership between customers and manufacturing companies that can provide a
broad suite of upfront design and specialization services. This partnership results in OEMs
directly incorporating into their final products many of the products and components created
by precision manufacturers. In addition, these niche design and engineering capabilities
allow larger customers to outsource this function and realize significant cost savings, further
enhancing the value proposition.

Large and Growing Sector: The niche focus of Precision Manufacturing is expected to
grow 8-12% annually in large and attractive end markets such as medical devices ($350
billion market among the top 25 device manufacturers) and aerospace and defense ($150
billion sector).

Buy-and-Build Opportunity: The Precision Manufacturing sector is highly fragmented
and comprised of more than 20,000 niche providers. By adding new products and services
to their existing customer base, precision manufacturing companies can diversify their rev-
enue, while simultaneously becoming more valuable to their end customers. This provides
an excellent opportunity for Excellere to execute a customer-centric, buy-and-build strategy
through which to create a best-in-class precision manufacturer.

Please contact Ryan Heckman (303) 765-2409 or Ryan Glaws (303) 765-2404 to discuss
the Precision Manufacturing industry further. Excellere Partners is pleased to pay a buy-
side transaction fee to any intermediary who provides an introduction that results in a closed
transaction.
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Javelin Technical Training

Excellere closed its fourth platform investment, Javelin Learning Systems, Inc. (“Javelin”) (www.
javelin.edu), on March 2, 2009. Javelin is a for-profit, post-secondary education institution located
in Atlanta, GA. Founded in 1996, Javelin has established a reputation as one of the region’s lead-
ing providers of allied health education services. Javelin’s core program, allied health, has multiple
areas of certification including medical billing and coding, medical office administration and medical
assisting.

Soon after closing, Excellere’s investment team and management partners began executing the
proprietary Value Creation Guidelines and Post Investment Roadmap, which together represent
step-by-step processes that build a strong corporate foundation, accelerate organic growth and
outline the preferred types of strategic acquisitions. Through a strategic planning session, Javelin
established a mission to become “the largest provider of healthcare and wellness employee candi-
dates in the markets served.” Javelin has executed on the following initiatives since closing:

Foundation
» Redesigned the organizational structure with a newly recruited CFO and other senior lead-
ers from within the education and healthcare industries

» Initiated the process of upgrading Javelin’s accounting and operating systems

» Recruited two outside board members with a combined 35 years of experience in the post-
secondary education industry

Growth
» Established an acquisition strikezone with a focus on healthcare and wellness in the eastern
and midwestern United States

» Entered into letters of intent to acquire two schools that will add four campuses, four new
curriculum programs, and three new states/regions

» Held a partnership summit with prospective schools to participate in the Javelin platform

To learn more about Javelin Technical Training, please call Ryan Heckman (303) 765-2409, Patrick
O’Keefe (303) 765-2412, or Scott Friar (303) 765-2408.



FOCUS TOPIC

Update: Excellere’s Process-Based Approach to Investing

In the June 2008 newsletter Excellere Partners highlighted its process-driven approach to invest-
ing. Now, one year later, Excellere would like to provide an update on the progress it has made
developing and enhancing its tools, processes and disciplines.

Internal Operations: The firm’s investment professionals view Excellere, itself, as a platform
company. They believe the success of Excellere Partners’ investments starts within the orga-
nization and that, over the long term, this disciplined and consistent approach to investing will
achieve the best outcome. As such, the professionals at Excellere have spent significant time
developing, implementing and utilizing tools and processes that they believe will lead to more
consistent returns and maximized value for all stakeholders. A sample of the firm’s core invest-
ing processes include: Origination, Due Diligence and Portfolio Management.

Origination: In early 2008, Excellere Partners devel-
oped and documented an Origination Platform to drive a

Highlights of ExcellereOs
Origination Platform

consistent, disciplined approach to sourcing investment
opportunities and, importantly, creating strong relation-
ships with the firm’s investment banking and business
advisor partners. This has resulted in significant and
measurable success, as evidenced by a 10% year-over-
year increase in qualified opportunities reviewed within
the firm’s sectors of focus for the trailing twelve months
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ended June 2009 versus the same period in 2008 — a
significant achievement in light of the material downturn
in overall M&A volume.
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Due Diligence: In order to ensure consistent execution of its strategy during the due dili-
gence phase, Excellere Partners has continually developed, documented and improved best
practices utilizing its proven tools and following a thoughtful, multi-phased approach to due
diligence. This approach provides all stakeholders in a transaction with visibility to the clos-
ing process, while ensuring that due diligence is both efficient and thorough. The firm’s due
diligence processes and tools include a documented process timeline and checklist, which are
followed closely and communicated regularly during diligence.

Portfolio Management:
Excellere takes a proac-

Weekly Flash
tive role in value creation Project Expert Report
by empowering its portfo- Netwapk
lio management teams to Post Investment 56 5&

Roadmap

maximize their potential.
This includes providing
not only strategic guid-
ance and tactical support,
but also tools, processes
and direct assistance to
help management effect
change in their organi-
zation. Excellere’s “tool
chest” of post-investment

Monitor
x Support o
Erm emen ress

Value Creation

Guidelines § E
Operational
Assessment

Prepare
dentify opportunities
for value creation

value creation includes the proprietary Value Creation Guidelines, Post Investment Roadmap,
Project Expert Network, and Weekly Flash Report, among many others — all of which have been
created and documented by the firm and are customizable for each portfolio company.
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Pursuit of Strategic Add-On Acquisitions

An important component of Excellere’s buy-and-build strategy is growth through strategic and
complementary add-on acquisitions. To assist its portfolio companies — many of which have little
or no experience pursuing, closing and integrating add-on acquisitions — the investment profes-
sionals at Excellere have developed a process that utilizes the firm’s knowledge, processes and
tools; portfolio company resources; and the assistance of Excellere Project Experts.

Strategic Planning: A successful acquisition strategy begins with strategic planning. Beginning
during due diligence, Excellere works with management to understand how the company might
further deepen its relationship with its customers, first and foremost, and how an acquisition strat-
egy might augment this effort. Key questions guiding the development of an acquisition strategy
include: How can this company deepen its relationship with customers across the value chain,
thus moving from a traditional vendor into a solution partner for those customers? Is an acquisi-
tion strategy appropriate given the nature and dynamics of the industry? What are the benefits
of acquiring certain products and capabilities versus developing them internally?

Sourcing High Quality Candidates: Through an orchestrated team effort, Excellere and its
portfolio managers seek add-on candidates through two key avenues: 1) the firm’s Origination
Platform, which has shown significant success sourcing strategic add-on acquisitions from both
the investment banking and business advisor communities; and 2) management’s relationships
with competitors that share cultural similarities and complementary products and services.

Due Diligence: Due diligence for an add-on acquisi-
tion is in many ways different than that of the original
platform. A perspective must be formulated with regard
to cultural and operational fit, synergistic opportunities,
as well as possible legal and regulatory issues.

CExcellere utilizes a formalized due
diligence process that has greatly
helped ASI in developing a deep
understanding of potential add-on
acquisitions. The tools they have
developed provide a roadmap for a

Integration: Statistics show that the majority of stra- very efpcient and thorough diligence
tegic add-on acquisitions face challenges, reducing process with collaboration across all
shareholder value. This has led Excellere to partner of the teams.O

with a dedicated Project Expert that specializes in ac-

. . ) i Greg Dunn, Chief Financial Ofpcer
quisition integration. A strong process-driven integra- Acquisition Solutions

tion includes hundreds (and as many as thousands, in

some cases) of individual tactical items, each assigned

to a specific individual with a timeline for completion.

In addition, creating an integration team, led by a single leader, helps to drive progress on a
continual basis and identify issues as quickly as possible. This process has been refined by the
firm’s Partners as well as its Project Experts over many years of experience, and was the central
component to integrating five add-on acquisitions for MedExpress over the past two years.
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THE TEAM

Overview of Excellere Portfolio Companies

COMPANY

ACQUISITION
SOLUTIONS®

DESCRIPTION

Acquisition Solutions is an outsourced
provider of acquisition lifecycle solutions
to a diverse cross-section of federal cli-
entele, including civilian,  defense and
homeland security agencies.

ACQUISITION STRATEGY

Seeking government
acquisition  consulting
groups, staff augmenta-
tion firms and training
providers.
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ADVANCED PAIN MANAGEMENT

Advanced Pain Management oper-
ates interventional pain medicine am-
bulatory surgery centers (“ASC”) and
provides management and operational
services to medical care clinicians at
locations in the Midwest.

Seeking interventional
pain management ASCs
and physician groups
desiring to join a highly
scalable service plat-
form.

==

VELIN

TECHNICAL TRAINING CENTER

Javelin Learning Systems, Inc. is a for-
profit, postsecondary education institu-
tion located in Atlanta, GA and is one of
the region’s leading providers of allied
health education services.

Seeking acquisition op-
portunities that acceler-
ate its geographic and
program expansion, par-
ticularly institutions with
an emphasis in health
and wellness programs.

MeHExpres’sﬂﬁ

Great Care. Fast.*

MedExpress is a leading provider of
outpatient urgent care services. The
Company provides high-quality urgent
care (including digital X-ray, laboratory
work, EKGs, IV therapy, and minor sur-
gery) in Colorado, Florida, Pennsylvania
and West Virginia.

Seeking other urgent
care or “walk-in” clinics
within existing and new
markets.

David L. Kessenich | 303.765.2405
dkessenich@excellerepartners.com

Robert A. Martin | 303.765.2407
rmartin@excellerepartners.com

Ryan Heckman | 303.765.2409
rheckman@excellerepartners.com

Matthew Hicks | 303.765.2410
mhicks@excellerepartners.com

Patrick O’Keefe | 303.765.2412
pokeefe@excellerepartners.com

Ryan Glaws | 303.765.2404
rglaws@excellerepartners.com

Lindsay T. Lewellen | 303.765.2413
llewellen@excellerepartners.com

Scott Friar | 303.765.2408
sfriar@excellerepartners.com



