
 

PROGRAM AGENDA  
Operating Partners Human Capital Forum 2020  

Day 1 October 14, 2020  
9:30 am  Human capital operating partners think tank (invitation-only) 
Invitation-only think tank for full-time PE and VC operating partners and talent partners. This 
closed-door virtual room will allow you to learn and share best practices in human capital, talent 
management and recruiting operations. It will uncover this year’s new challenges in human capital. 
The think tank will allow you to submit topics to be introduced by the facilitators and discussed in 
the room. 
 
Room 1  
Room 2  
 
10:25 am PEI’s welcome and opening remarks 
 
10:30 am Talent recruitment best practices in the post COVID-19 world and beyond 

• Recruiting talent during and after COVID-19: how companies will recruit talent differently 
from different parts of the world  

• Transitioning to virtual workforce recruitment: utilizing the hottest technology & state of 
the art resources for talent acquisition, assessment & development 

• How AI and big data can help you win the talent war  
• Profit through people: what recruiting processes are generating returns 
• What is the biggest hinderance to recruiting top tier talent in your portfolio companies 

nowadays? 
• Evaluating and selecting search firms  
• What levels in the organization does your PE firm get involved in talent and leadership 

selection? 
 
11:10 am A spotlight on culture — critical steps for PE firms and their portcos to successfully 
execute strategy  

• Getting smart about cultural assessments: using today’s tools during the due diligence and 
post deal periods  

• Grasping the complex interplay between leadership, talent, corporate culture, and 
investment strategy  

• What beliefs, values, and behaviors should senior leaders embody to transform cultures  
• Assessing leaders’ speed and ability in executing strategy defined by the PE sponsor   



• Understanding which elements of a company’s culture should be sustained and which must 
change to support the investment thesis  

• Understanding forces and trends that are transforming businesses in a digital and virtual 
world 

 
 

FUNCTIONAL BREAKOUTS 1 
 
11:50 am Track 1 Transitioning to a virtual workforce: leveraging unified communications  

• What is unified communications and why it is important  
• The future of work: understanding how to take an onsite workforce and put them in ideal 

conditions to work remotely via virtual platforms  
• How portfolio company executives are working/communicating in the current environment 

and what works best 
• Operating partner stories: how to help manage your portfolio via cloud communications 
• Cloud communications in a global, mobile workplace: integration with core cloud business 

systems 
• How can your PE firm and portfolio companies best leverage these technologies to improve 

communications and operations while also cutting costs? 
 
11:50 am Track 2 Workforce analytics: uncovering initiatives in people data science  

• Key perspectives in understanding the role of data in a post pandemic world 
• Utilizing workforce analytics to quantify performance improvement across the portfolio: 

what tools have you used to effectively analyse team dynamics and make comparisons of 
management capability across your assets 

• Innovations in “people data science” to uncover hidden patterns in data to make you 
reconsider how you pay, retain, incentivize, and engage your employees 

• People assessment best practices during the due diligence phase  
• Leadership assessments: getting leadership right and understanding governance as a key 

value creation lever 
 

 
FUNCTIONAL BREAKOUTS 2 

 
12:20 pm Track 3 Tackling diversity and inclusion at your portfolio companies 

• What is holding PE back from achieving diversity? 
• What are you doing at your companies to tackle diversity and open dialogue? What specific 

initiatives/programs have you taken that were successful?       
• How are companies leveraging data to augment their efforts with portfolio companies? 
• KPIs for diversity: measuring effectiveness  
• Diversity and leadership: what can be done better? How are you thinking about diversity of 

boards? 
 
12:20 pm Track 4 Exploring talent growth opportunities within carve-out deals 
internationally 

• Uncovering the top challenges associated with carve-outs in onboarding and keeping talent 
on an international scale 



• Looking at roadblocks when onboarding new employees in countries where their company 
does not have an established entity and isn’t registered to run payroll 

• How to cut down complexity and notorious lag time while staying compliant 
 
 
12:50 pm How to recruit brilliant CFOs, and unleash the OP–CFO–CEO partnership 

• What makes an ideal private equity CFO? 
• What does the CFO role in portfolio companies look like today? 
• How to identify and attract in-demand CFOs 
• How can PE best support portco CFOs? 
• How to partner with CFOs effectively; CFO-CEO-OP partnerships 

 
12:50-1:50 pm Women in PE & VC portfolio operations lunch (invitation-only) 
This closed-door session will explore what it’s like being a woman in PE & VC portfolio operations: 

• What are the issues causing a disparity in genders? 
• Exploring career paths, development, and how to position yourself as female leaders 
• Is your firm focused on women’s leadership at portfolio companies?  
• Does your company have any specific programs, leadership coaching and assessments 

geared towards promoting women’s leadership? 
• Are there any changes in recruiting that will create a more equal playing field? 
• Looking at trends and stats in gender in PE & VC  

 
1:20 pm Virtual networking lunch (please use this time as an opportunity to connect with 
conference attendees and sponsors via the video chat function one-on-one or as a small group) 
 
 
 
Operating Partners Forum: Virtual  
 
1:50 pm The unique challenges of managing revenue growth during the COVID-19 era  

• Understanding shifts in customer demand caused by COVID-19 
• Focusing on customers that will be “winners” since they are most likely to drive volume 

growth 
• Managing and supporting virtual sales organizations  
• Rethinking the structure and economics of your go-to-market model 
• Retaining and attracting the best talent 
• Dissecting the economics and ROI of selling 
• Operating partner and CEO lessons learned in different industries  

 
2:30 pm Due diligence done right: uncovering opportunities in a challenging year  

• New challenges: assessing management teams/opportunities without face to face 
• Understanding where the opportunities lie in looking at distressed investments and the 

future of economic growth 
• How are operating teams working effectively with investment teams? 
• Cost savings identification practices in due diligence  
• Understanding what to expect for valuations and the unique advantages to go after 



• Coming out of the crisis, how do you think PE's behavior will change across strategy/deal 
making, portfolio diversification, extent of due diligence? 

 
FUNCTIONAL BREAKOUTS 3 

 
3:00 pm Track 5 Navigating the supply chain in today’s waters 

• Sharing supply chain disruption stories and post-COVID best practices 
• How will the global supply chains of your portfolio companies change? What are the 

business implications? 
• Supply chain cost optimization: individual company vs. cross-portfolio programs 
• What has been the main focus of your companies’ supply chain programs? How have your 

companies used supply chain cost savings to drive growth? 
• Leveraging technology & data to enhance your global supply chain process in today’s fast 

paced e-commerce world  
• Strategic sourcing strategies to be most effective in your sector  

 
3:00 pm Track 6 Optimizing private equity carve-outs: key steps to achieve full potential  
Carve-out transactions can be very rewarding for private equity firms, but they require special 
skillsets and key steps to execute efficiently in minimizing risk. The panel will discuss key practices 
and pitfalls to avoid when doing carveouts: 

• Negotiating and structuring faster transitional services agreements (TSA) 
• Determining the back-office requirements for the business: hiring key IT and finance back 

office services 
• Performing a gap analysis of what is included/excluded from the transaction 
• Developing 100-day plans outlining detailed steps to execute the transaction 
• Leveraging internal resources and third-party advisors for smooth and profitable execution 
• Finalizing the stabilization of the business to operate as a standalone and generate returns  

 
 
3:30 pm Top trends that will shape private equity in the coming years 

• Identifying and discussing the emerging trends and disruptive factors that will have the 
largest impact on private equity in the coming years 

• Estimating when these changes may really begin to take effect and the severity of their 
impact across various industries 

• Providing guidance on how private equity companies can adapt to these imminent changes 
and utilize unconventional strategies to stay ahead 

 
3:30-4:10 pm Birds of a feather deep dive discussion: Pricing strategy (invitation-only) 
Hosted by: 
“Simon Kucher”  
 
4:10 pm Virtual networking reception (please use this time as an opportunity to connect with 
conference attendees and sponsors via the video chat function one-on-one or as a small group) 
 
 
 



 
 
Day 2 October 15, 2020  
 
10:00 am Think tanks for full-time operating partners: value creation war room (invitation-
only) 
This closed-door virtual room will allow you to learn and share best practices of successful 
operating partners. The think tank will allow you to submit topics to be covered in looking at best 
value creation practices and the toughest challenges operating partners face daily. It will allow you 
to select one of the rooms based on how long you have been a PE/VC operating partner: 
 
Room 1: Advanced/Seasoned Operating Partners 
Room 2: Emerging Operating Partners 
 
11:00 am Navigating the crisis and its long-term effects: how PE operating groups are taking 
on the challenge 

• How are PE firms helping their portfolio companies? How operating partners/PE firms are 
working with their portfolio companies in the midst of this year’s crisis 

• Crisis response strategies — tackling the challenge: global recession, severe liquidity 
impact, vendor management, and effects on workforce and customers 

• What is essential? What is non-essential? What cash levels are needed to run the business?  
• New strategies for cost reduction in a post covid-19 world to bolster cash positions 
• Understanding how to position your companies for growth taking advantage of the current 

environment 
• What key factors across your portfolio have lessened the damage caused by COVID 19? Has 

government support been an eligible resource? 
• How long do future growth plans need to be put on hold? How can you leverage speed to 

more effectively make-up for lost time?   
• Driving value creation initiatives in the aftermath of the downturn: blueprints/playbooks 

for downturns and the years following it: comparing this year to 2008  
• What sectors will be the winners and losers over the next five years? What is the impact to 

investments in different industries? How should long-term owners position themselves? 
 
11:40 am The future of value creation and the operating partner model  

• Analyzing the operating partner model post-COVID: how will the value creation recipe 
change?  

• Will the operating partner role in PE grow in numbers/importance? Will operating partners 
with distressed/turnaround experience become more relevant?  

• With the re-set of the current market’s growth curve, how do you generate more benefit 
from operational capability going forward? Does the focus shift while the market recovers?   

• Challenges and novel approaches: how to drive faster/better results with virtual teams, 
how to create a “control” tower to aggregate data, provide visibility, problem solve 

• Working/communicating with management remotely: what will the future of the OP-
portfolio company relationship look like? 

• Implementing value creation with the new hybrid of remote & limited on-site collaboration 
• Discussing firms’ different approaches in looking at the movement from generalist to 

specialists and the growing relevance of technology, digital marketing, ecommerce  



• Novel powerful approaches in engaging with companies to conduct due diligence  
 
12:20 pm What makes an effective portfolio company CEO? 

• CEOs: what to look for, how much control is given to them, what are the qualities and 
characteristics needed from them 

• Elevating successful CEOs and their management teams who lead businesses 
• How are CEOs dealing with this year’s crisis? What will be needed from CEOs in the 

aftermath of COVID 19 and the years to come? 
• Leading organizations and people through significant change 
• Operating partner-CEO alignment best practices  

 
12:20-1:00 pm Birds of a feather deep dive discussion: Climbing back up the revenue ladder 
— structuring a more effective revenue recovery plan (invitation-only) 
Hosted by: 
“Blue Ridge Partners” (include sponsor logo here in online agenda) 
 
12:50 Virtual networking lunch (please use this time as an opportunity to connect with conference 
attendees and sponsors via the video chat function one-on-one or as a small group) 

 
 

FUNCTIONAL BREAKOUTS 4 
 
1:30 pm Track 7 Developing a successful ecommerce and digital marketing strategy in an 
increasingly digital world 

• Focusing on digital sales transformations and profit driven digital marketing channels to 
drive topline growth and scale your business  

• Data-driven digital marketing strategies to maximize brand growth 
• Key insights in demand generation, voice of customer, messaging, and content creation  
• Understanding your digital marketing effectiveness in looking at the consumer and 

customer interaction via technology  
• Pivoting your strategy with ecommerce: shifting product lines, achieving direct profitability 

across digital channels   
• Driving value through digital B2B and B2C 

 
1:30 pm Track 8 Key success factors in turnarounds to go from distressed to transformation 

• Understanding warning signs and weaknesses early on to develop your strategy 
• Sharing successful turnaround war stories: dos and don’ts in troubled situations 
• How can operating partners work with management teams to enact an effective turnaround 

plan? 
• Focusing on a viable business with growth potential and the workforce of the future 
• Utilizing data-driven analysis in your turnaround strategy 
• CEO perspectives in looking at turnarounds, distressed situations, and driving 

transformations 
 

 
FUNCTIONAL BREAKOUTS 5 

 
2:00 pm Track 9 Advanced data science and analytics: turning data into revenue & EBITDA 



• Portfolio management new tools: best methodologies for portfolio company reporting   
• How do you help a company become more data-oriented? 
• Using predictive analytics, data integration, and supplemental data lakes to augment 

decision making 
• Applying growth KPIs and ongoing metrics in different stages  
• What has been the biggest challenge in collecting the “right” data?  How are you dealing 

with it? 
• How is the data team set up and how closely does it work with the management team and 

investment team? 
• Monetizing data: how best to impact the performance management & operational 

improvement processes  
 
2:00 pm Track 10 Portfolio company case study  
 
 

FUNCTIONAL BREAKOUTS 6 
 
2:30 pm Track 11 Customer experience  
 
2:30 pm Track 12 Portfolio company case study 
 
 

FUNCTIONAL BREAKOUTS 7 
 
3:00 pm Track 13 Procurement transformations in the first 100 days 
 
3:00 pm Track 14  
 
 
3:30 pm Moving businesses from transactional to recurring models 
COVID-19 is accelerating recurring models as the multiples on businesses with recurring revenue 
are becoming more attractive to private equity. Here we will uncover: 

• Best practices in moving businesses from transactional to recurring models 
• Keeping your recurring revenue stream: understanding what your future product will look 

like and how to price it  
• Building recurring relationships: key strategies for pricing, getting the sales organization 

involved, utilizing software, cross-selling and up-selling 
 
3:30-4:10 pm Birds of a feather deep dive discussion for operating partners (invitation-only)  
Hosted by: 
“AlixPartners”  
 
 
4:10 pm Virtual networking reception (please use this time as an opportunity to connect with 
conference attendees and sponsors via the video chat function one-on-one or as a small group) 
 
 
 



Day 3 October 16, 2020  
10:00 am Think tanks for full-time operating partners: value creation war room (invitation-
only) 
This closed-door virtual room will allow you to learn and share best practices of successful 
operating partners. The think tank will allow you to submit topics to be introduced by the 
facilitators and discussed in the room. It will allow you to select one of the two rooms:  
 
Room 1 Digital & Technology Operating Partners 
Room 2 Finance Operating Partners   
 
10:00 am Operating partners portfolio operations breakfast (invitation-only) 
Hosted by: 
“AlixPartners”  
 

FUNCTIONAL BREAKOUTS 8 
 
11:00 am Track 15 Leveraging artificial intelligence and machine learning for value creation 

• Highlights of value creation journeys leveraging analytics and AI/ML to drive business 
outcomes 

• Best practices for identifying opportunities inside the private equity portfolio to leverage 
AI/ML 

• Examining opportunities to adopt AI/ML to support value creation 
 
11:00 am Track 16 How to build value through finance 

• Outsourced finance as a service (FaaS) vs. in-house model 
• Compressing time to value when upgrading ERP systems and common mistakes 
• Playbook approach to value creation in finance vs. more flexible/collaborative approaches 

 
 

FUNCTIONAL BREAKOUTS 9  
 
11:40 am Track 17 Accelerating digital transformations to drive investment value  

• Digital transformations in the time of COVID-19: how transformations have accelerated and 
what does the future hold 

• Digital transformation: what to do in the first 60-100 days  
• Digital workplace transformation and product transformation stories in the time of corona  
• Leveraging intelligent automation to optimize process efficiency and improve operating 

margins 
• Building new digital and technology solutions to drive out costs, improve performance and 

drive EBITDA growth 
• How can PE firms utilize innovative technologies that return near-term, sustainable 

investment value without getting stuck in a never-ending cycle of transformation projects? 
 
11:40 am Track 18  
 
 



FUNCTIONAL BREAKOUTS 10  
 
12:20 pm Track 19 
 
12:20 pm Track 20  
 
 
1:00 pm LP views of operating partners and portfolio value creation initiatives  

• How LPs view and value GPs using operating partners at a critical time  
• Looking at the current and future landscape of fundraising and how it will affect operating 

partners 
• How do LPs diligence operating partners and value creation?  
• LP views and demands in looking at differences in operating partners models and how they 

are applied 
• Are LP views of operating partners/value creation influencing how PE utilizes operating 

partners?       
• What could the industry do better according to LPs: what do LPs expect to see in future  

 
1:30 pm End of conference & virtual networking lunch (please use this time as an opportunity to 
connect with conference attendees and sponsors via the video chat function one-on-one or as a small 
group) 
 
 


