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About the survey

Deloitte Private asked

about their priorities around
board governance, succession
planning, and tech adoption over
the next 12 months.
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Deloitte Private’s pulse survey, “Private Company
Outlook,” gauges private company leaders’ perspectives
on opportunities and risks to business now and in

the future. This survey looks specifically at
family-owned businesses.

The survey of 100 family-owned company leaders was
conducted online by an independent research company
between April 28th and May 2nd, 2025. Respondents
included C-level executives, board members, and
partners/owners of family-owned companies in the US
with annual revenues of US$100 million to US$1 billion+.
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Executive summary

Al use is the #1 Strategic Priority
for Family Enterprises

Increasing the use of Artificial
Intelligence (42%) is the top
strategic priority over the next
year, followed closely by
technology investments (37%).

Copyright © 2025 Deloitte Development LLC. All rights reserved.

Family Enterprises are
Seeking Board Members with
Emerging Tech Experience, but
Finding Suitable Candidates
is a Challenge

Two-thirds of family

enterprises already have (27%) or
are in the process (39%) of adding
board members with

specialized expertise in areas
such as technology/emerging
tech expertise.

The biggest barrier to adding
board members with specialized
expertise is difficulty finding
suitable candidates (46%).

Most Family Enterprises
are Well Prepared for
Leadership Succession

While 49% feel well or very well
prepared for succession, many
still face key challenges such as
lack of next generation interest
(87%), unclear selection criteria
(81%), and skill gaps (31%).

Top methods to prepare the next
generation of leadership include
formal education (52%), on-the-
job training (48%), and

mentorship and coaching (45%).

Strengthening supply chains is
the top goal for M&A activities

Around half of respondents
indicated that they aim to
strengthen supply chain and
distribution networks (51%) and
increase market share (48%)
through M&A activities.

When considering future M&A
funding strategies, almost six in
ten (57%) respondents
considered public markets.
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Private company outlook: Family Enterprise

Over four in ten respondents (42%) indicate that increasing the use of Al across the organization is a main growth
and strategic priority over the next 12 months.

Increasing the use of Al across the organization _ 42%

Investments in technology _ 37%
What are the \

Increasing the use 46%

of Al across the
organization - 36%

main growth and Sustainability initiatives 35% Investments in 46%
strategic ecnology . 25%
o es Revenue growth 34%
priorities for
your organization Developing and upskilling talent within the organization 31%
over the next
Pursuing M&A opportunities 0
12 months? grieAopp 30% -
Under $500 million
Expanding to new markets, products, or offerings 26%
Hiring talent for new or existing roles 24% Smaller companies were more
likely to be increasing the use of Al
None of the above =~ 1% across the organization and make

investments in technology.
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Private company outlook: Family Enterprise
Almost half of respondents indicate that their businesses’ main operational priorities over the next 12 months are:
increasing profitability through cost improvement (49%), increasing productivity (48%), and mitigating risk (48%).

Increasing profitability through cost improvement _ 49%
What are the . -
main operatlonal
priorities for
your organization Mitigating risk (e.g., cybersecurity, information technology, etc.) _ 48%
over the next
12 months? Managing liquidity and cash flow 44%
Select up to three.

Improving supply chain resilience 44%

Enhancing customer experience and satisfaction 38%

None of the above 1%
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Private company outlook: Family Enterprise

To ensure effective management and alignment of family and business interests, over eight in ten (83%) businesses
use formal governance structures and almost three-quarters (73%) of businesses use a family board/council.

What approach
does your business
take towards
governance to
ensure effective
management

and alignment

of family and
business interests?

Please select all that apply.

Formal governance structures (e.g., board of directors
or advisory board)

Family board / council

Family charter / constitution / agreement
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12%
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Private company outlook: Family Enterprise
Two thirds (66%) of respondents are either in the process of adding board members with specialized expertise
(39%) or have a board member with specialized expertise (27%).

No but we are in the process of adding board members

0
with specialized expertise 39%

Does your board — 66%
contain any
members with
specialized
expertise in
technology and/or

27%

Yes, we have a board member with specialized expertise

emerglng No but we are considering adding board members with 26%
technology such specialized expertise 0
as Al?

No and we are not considering adding any with
specialized expertise

8%
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Private company outlook: Family Enterprise (cont.)

Respondents indicate that the most important competencies for new board members are financial (59%) and
industry sector experience (52%).

rinoncio. | 5o
Industry/sector experience _ 52%

. 0
Advanced technological (including Generative Al) _47% __ Advancedtechnological 54%

Rate the importance (including Generative Al) - 39%,

of the following Mergers & Acquisitions (M&A) 43%
types of | S .
competenCieS when nternational business 36% Under $500 million
. . B $500 million or above
considering new Marketing and sales 36%
board members?
Succession planning 36%
(Percentage responding “Very
high importance”) Supply chain management 35%
Cybersecurity 30% . .
Smaller companies were more likely to
Human resources/Talent 230 indicate that advanced technological
competencies were of very high importance
Legal/regulatory 20% when considering new board members.
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Private company outlook: Family Enterprise

The biggest barriers to adding board members with specialized expertise are difficulty finding suitable candidates
(46%) and the limited understanding of emerging technologies among current board members (42%), according to

leaders surveyed.

What barriers have
prevented your
board from adding
members with
specialized
expertise?

Select all that apply

Difficulty finding suitable candidates ||| G 46%

Limited understanding of emerging technologies among
current board members

Integration challenges with existing board dynamics

Board resistance

Regulatory or compliance issues

Lack of family members with specialized expertise

Resistance to change

Lack of perceived need

Cost concerns

No capacity to add additional board members at this time

No barriers
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I 2%

38%
33%
Regulatory or 41%
32% compliance issues - 20%
30%
28% Under $500 million
H $500 million or above

27%
26%

Smaller companies were more likely
to indicate that regulatory or
compliance issues were a barrier to
adding board members.

21%

2%
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Private company outlook: Family Enterprise
Almost half of all respondents indicate that their organization is well prepared (33%) or very well prepared (16%) for

leadership succession.

How prepared is
your organization
for leadership
succession?
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4%
Not prepared
I 2%

13%
Somewhat prepared
20%

30%
Moderately prepared
34%

45%
Well prepared

18%

9%
Very well prepared

25%

Under $500 million
B $500 million or above

Smaller companies indicated that
54% were well or very well prepared
for succession compared to 43% of
larger-revenue companies.
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Private company outlook: Family Enterprise

Only 2% of respondents surveyed indicate that their organization faces no challenges in their leadership
succession planning. Challenges are closely distributed, with lack of interest from the next generation (37%) being
the most selected response.

Lack of interest from the next generation _ 37%
Uncertainty about the future direction of the industry/sector 36%
Difficulty in aligning business goals with potential successors 36%
What Chau‘enges IS Resistance from current leadership or employees 32%
your organlzatlon
facing in your Skill gaps in potential successors 31%
leaderSh_lp Lack of a clear process or criteria for selecting successors 31%
succession
p[anning? Insufficient communication about succession plans 31%
Selectall that apply Conflict among family members 27%
Inadequate mentoring and development programs for potential leaders 27%
Financial constraints 23%
No challenges 2%
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Private company outlook: Family Enterprise

When asked about methods used to prepare the next generation of leaders, respondents primarily cite formal
education, leadership programs, and workshops (52%), on-the-job training (48%), and mentorship and

coaching (45%).

Which of the
following methods
does your
organization use
to prepare the
next generation

of leaders

Select all that apply

Formal education, leadership programs, and workshops

On-the-job training

Mentorship and coaching

Engagement in strategic planning sessions

Involvement in cross-functional projects

Rotational assignments in different areas within the organization

Reverse mentorship

Experience in different organizations within the same industry

None of the above
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52%

48%

45%

39%

38%

35%

30%

30%

1%
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Private company outlook: Family Enterprise

In terms of macro challenges to growing their businesses over the next 12 months, almost half (47%) of
respondents indicate market competition. Just over a quarter (26%) indicate customer demand fluctuations.

uncertainty - 48%

Please rate the Tariffs and trade costs 36%
potential macro
challenges to

Under $500 million

Tax policy changes 36% H $500 million or above
growing your
business over the Regulation 35%
next 12 months.
Select up to three. Inflation 31%
Supply chain disruptions 30%

Larger-revenue companies were
more likely to rate economic
uncertainty as a challenge to

Customer demand fluctuations 26% . . -
growing their business.
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Private company outlook: Family Enterprise
Enterprise challenges to growing the respondents’ businesses over the next 12 months are very evenly distributed.

Please rate the
potential enterprise

challenges to
growing your
business over the
next 12 months.

Select up to three.

Technological adaptation

Cybersecurity threats

Finding suitable alliance partners or acquisition targets

Access to financing or capital constraints

Talent acquisition and retention

Cash flow management

Cost and availability of raw materials and/or supplies
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43%

42%
Finding suitable 30%

alliance partners or
B o

/ acquisition targets

Under $500 million
B $500 million or above

38%

38%

38% Larger-revenue companies
were more likely to rate finding
partners or acquisition targets

37% as a challenge to growing
their business.

Private Company Outlook — Family Enterprise 14



Private company outlook: Family Enterprise

Around half of respondents indicate that they aim to strengthen supply chain and distribution networks (51%) and
increase market share (48%) through M&A activities.

Which of the
following goals are
you aiming to
achieve through
M&A activities?

Select all to apply

Strengthening supply chain and distribution networks _ 51 %\

Expanding geographic reach

Acquiring new technologies or capabilities

Diversifying product or service offerings

Accessing new customer segments

Expanding talent and/or leadership pool

Achieving cost synergies and operational efficiencies

Not pursuing M&A at this time
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2%

45%

42%

36%

34%

32%

27%

Strengthening
supply chain and S57%

distribution - 43%
networks

Under $500 million
B $500 million or above

Smaller-revenue
companies were more likely
to use M&A to strengthen
their supply chain.
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Private company outlook: Family Enterprise

When considering future M&A funding strategies, almost six inten (57%) leaders surveyed say their organization is
likely to consider public markets, while less than three in ten are likely to consider mezzanine debt (27%).

Existing capital/reserves 48%

Investment from a financial sponsor (e.g., private 47%
Which funding equity or family office)
strategies is your

. . Commercial bank financing 459%

organlzatlon most
llkely to consider Strategic partnerships or joint ventures 41%
for a future
M&A transaction Capital contributions from existing owner(s) 39%

Select all that apply
Mezzanine debt (financing that combines elements of

0
both debt and equity) 27%

Don’t know / not sure 1%

None of the above (0%
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Deloitte
Private

This presentation contains general information only and Deloitte is not, by means of this presentation, rendering accounting, business, financial, investment, legal, tax, or other professional advice
or services. This presentation is not a substitute for such professional advice or services, nor should it be used as a basis for any decision or action that may affect your business. Before making any
decision or taking any action that may affect your business, you should consult a qualified professional advisor.

Deloitte shall not be responsible for any loss sustained by any person who relies on this presentation.

About Deloitte

Deloitte refers to one or more of Deloitte Touche Tohmatsu Limited, a UK private company limited by guarantee (“DTTL”), its network of member firms, and their related entities. DTTL and each of its
member firms are legally separate and independent entities. DTTL (also referred to as “Deloitte Global”) does not provide services to clients. In the United States, Deloitte refers to one or more of
the US member firms of DTTL, their related entities that operate using the “Deloitte” name in the United States and their respective affiliates. Certain services may not be available to attest clients
under the rules and regulations of public accounting. Please see www.deloitte.com/about to learn more about our global network of member firms.
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