Private equity teams know sourcing deals fast is only half the battle. Once a deal enters formal evaluation, the
focus shifts to rigorous execution governance, maintaining structured pipelines, and ensuring protected
visibility with airtight permissions and audit trails. Choosing the right CRM-end-ecosystem to support these

steps is critical.

Two market leaders called on frequently by PE firms for deal and relationship management are DealCloud and
Affinity. Both tout powerful functionalities but differ conceptually and functionally — especially once a deal team

moves beyond sourcing velocity to formal diligence, Investment Committee (IC) workflows, and LP reporting.

In this post, | break down key themes relevant after the sourcing signal turns serious: email and calendar capture,
relationship intelligence and warm intros, execution governance with IC workflows, and permissions, audit

trails, and visibility. I'll weigh DealCloud vs Affinity honestly, counting clicks and workflow risks, not hype.

Who Is the System For?

Before diving in, always ask: Who is the system really for after formal evaluation? s it the deal team, Investor
Relations (IR), or the back office? This question shapes how you value features. Deal teams want minimal data
entry and fast access to relationship context while locking down workflows. IR needs smooth LP portal integrations
and reporting. Back office wants audit trails and permissions to avoid operational risk. Both platforms attempt to

target all, but one usually strikes a better balance after formal evaluation.

Email and Calendar Capture: Relationship Context at Scale

Why It Matters

Once you have a live deal on the table, understanding the full relationship context with executives, co-investors,
and advisors is critical. Email threads reveal tone, history, and commitments. Calendar events show actual face time

versus blind spots.

Affinity's Approach
¢ Automatic Capture: Affinity aggressively captures emails and calendars from the deal team’s inboxes on the
backend to populate the CRM automatically, minimizing manual entry.

* Relationship Intelligence: Their relationship graph surfaces warm introduction paths using communication

frequency and recency, critical for navigating touchpoints during diligence.

e User Experience: Few clicks involved, largely invisible to users, which means low adoption risk.

DealCloud's Approach
* Configured Capture: Email and calendar integration is available but often requires customized connector
setups and manual tagging or entry to relate communication to specific deals and contacts.

* Context Within Deals: Links emails under deal entities but less emphasis on relationship-intelligence graphs

and warm intro surfacing compared to Affinity.

® Clicks and Steps: Typically more clicks for deal team members to associate correspondence contextually —

higher adoption risk.

Verdict



Affinity wins for capturing relationship context with speed and minimal fuss, essential early in diligence when

connection warmth matters. DealCloud demands more upfront configuration and user discipline.

Relationship Intelligence and Warm Introductions

Why It Matters

Your network is your strongest leverage. Formal evaluation phases need warm intros and relationship intelligence

to secure diligence calls, references, and co-investor alliances.

Affinity's Edge
* Network Graph: Visualizes connection strengths, mutual contacts, and warm intro paths dynamically.

* Mobile-First: Provides deal teams with relationship nudges on-the-go.

¢ Automation: Suggests next best steps based on historical communication patterns.

DealCloud's Edge
* Deal-First Intelligence: More rigidly organized around deal record workflows than ambient relationship
intelligence.

* Integrated Messaging: Supports notes, document sharing within deal records but less on relationship graph

insights.

® Customization: Can build relationship models but requires consulting time — not out-of-the-box.

Verdict

Affinity sets a higher standard out of the box for active relationship intelligence and warm intros, crucial for

sourcing and early diligence. DealCloud can be tailored but with added complexity.

Execution Governance and IC Workflows

Why It Matters

After formal evaluation starts, deals progress through strict Investment Committee (IC) gates. Document

approvals, fund-level compliance, and pipeline movement require structured, auditable workflows.

DealCloud's Strengths

® Structured Pipelines: Customizable pipeline stages with mandatory fields per deal stage minimizing missing

critical data.

* IC Workflow Tracking: Native features for routing deal approvals, recording IC votes, and versioning

materials.

* Execution Governance: Detailed audit trails on data changes, user actions, and approval history for internal

and LP scrutiny.

* LP Portal Integration: Direct feeds to LP portals reducing double data entry for quarterly reporting.

Affinity's Limitations

* Pipeline Flexibility: More deal-flow focused but less extensive control over strict gating mechanisms.



* IC Workflows: Mostly manual tracking of approvals outside the system or via integrations. No built-in voting

or document control workflows at scale.

e Audit Trails: Basic activity logs exist, but not tailored for regulated audit requirements.

Verdict

DealCloud is purpose-built for execution governance and scaling compliance workflows with lower risk and

administrative overhead after formal evaluation. Affinity shines early but lacks depth here.

Permissions, Audit Trails, and Visibility

Why It Matters

Visibility controls prevent information leakage, protect competitive intelligence, and comply with regulatory

expectations. LP reporting often demands clarity on who changed what, when.

DealCloud's Approach

* Granular Permissions: Role-based access control by deal, pipeline stage, and data fields.
e Audit Logs: Full history of edits, status changes, and user activity with timestamped records easily exportable.

¢ Visibility Controls: Can restrict sensitive info to operating partners, IR, or compliance teams as needed.

Affinity's Approach

* Basic Access Controls: User and team-level permissions but more focused on open collaboration.
e Audit Capabilities: Activity tracking but not designed for compliance audits or legal discovery.

* Visibility: Less granular, better for early-stage networking than post-evaluation confidential governance.

Verdict

DealCloud offers robust governance controls — essential for formal evaluation phases where sensitive data and

committee decisions are locked down. Affinity is lighter and better for open team collaboration.



Summary Comparison Table

Feature DealCloud Affinity Best For Email & Calendar Capture Manual tagging + integrations; more clicks Auto-
capture; minimal user steps Affinity (relationship context) Relationship Intelligence / Warm Intro Configurable, but
complex setup Out-of-the-box relationship graph & warm intro Affinity (relationship-driven sourcing) Execution
Governance & IC Workflows Structured pipelines, voting, compliance-ready Limited; mostly manual or external
tools DealCloud (formal evaluation & compliance) Permissions & Audit Trails Granular, detailed audit logs,
compliance-ready Basic access controls and activity logs DealCloud (confidentiality & governance) LP Portal

Integration Native feed for LP reporting Third-party integrations required DealCloud (IR & back office)

Final Recommendations: Which To Choose Post-Formal Evaluation?

If speed and relationship context is your primary need during pipeline buildup and early diligence, and you aim
to capitalize on warm introductions fast, Affinity outperforms with less friction and a superior relationship

intelligence model.

However, once you hit formal evaluation, need structured, auditable pipelines that contain mandatory deal
stages, support Investment Committee workflows, enforce permissions, and feed a reliable LP portal, DealCloud

takes the lead. Its execution governance features mean fewer clicks for compliance teams, more confidence for

senior partners, and tighter operational controls.

Bottom line: Many firms end up operating both tools or transitioning deals from Affinity (sourcing velocity) into

DealCloud (execution governance) to balance adoption risk, data quality, and operational rigor.

Parting Thought

Beware vendors pitching "all-in-one" solutions that promise Al-powered magic but deliver dailyiowan.com clunky
data entry or vague workflow improvements. Always return to: Who is the system for now? After deal teams enter
formal evaluation, the demands are less about who you know and more about how rigidly you can govern the

deal process without manual overwhelm.

Clicks and fields matter. Minimal deal team burden + strong compliance controls + visible activity = lower

adoption risk and a smoother private equity lifecycle.
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