Private equity (PE) firms operate in a high-stakes world where relationships, data accuracy, and governance are
paramount. As these firms grow from boutique setups into multi-fund operations managing billions in assets, the
question inevitably arises: Can a PE firm realistically switch CRMs as it scales? The decision isn't just about
moving data—it's about managing process change, adoption risk, preserving investment committee controls, and

ensuring seamless investor relations workflows.
In this post, we'll explore the realities behind CRM migration in private equity with practical insights on:

® The clash between relationship intelligence tools and manual CRM upkeep
® Governance & investment committee controls

® |nvestor relations and LP reporting workflows

® Fund operations, compliance, and accounting integration

* Key risks and mitigation strategies for migration planning and adoption

Along the way, we'll touch on proven platforms like Affinity, Intapp DealCloud, and Salesforce—not as buzzword

punchlines but as real choices PE firms face.

Why Switching CRMs Isn’t Just a Tech Replacement

When a firm first starts, it might rely on simple spreadsheets or a basic CRM. But as assets under management
grow and the number of stakeholders multiply, those small-scale solutions buckle under complexity. That's when
firms start eyeing purpose-built platforms like Intapp DealCloud tailored for PE, relationship intelligence platforms

like Affinity, or broad but customizable giants like Salesforce.

However, switching CRMs is never “plug and play.” It's a comprehensive orchestration involving people,
processes, data, and governance rules. Ignoring this reality invites adoption failure, broken reporting, and even

compliance risks.

Relationship Intelligence vs Manual CRM Upkeep

PE deal teams thrive on relationships. Traditionally, manual data entry into CRMs has been a grueling, error-prone
task. Enter relationship intelligence tools like Affinity—which sync with email and calendar data to automatically

capture connection activity, reducing manual upkeep.

This automation can be a game changer for data freshness and deal pipeline transparency, but it adds complexity
during CRM migration:

* How to migrate historically accumulated communication intelligence?

¢ Will the new CRM support equivalent email/calendar sync capabilities?

® (Can relationship graphs be recreated without data loss?

Neither Affinity nor Intapp DealCloud have plug-and-play data connectors with each other, and while Salesforce

integrates broadly, it often requires custom development to capture relationship intelligence at scale.

Before a switch, firms should inventory all “relationship data” sources and map how these translate into the
new CRM’s objects and workflows. Skipping this invites huge data gaps that undermine user trust and Kkill

adoption.

Governance and Investment Committee Control



Unlike sales orgs, PE firms operate under strict governance frameworks. Investment committees enforce rigorous

deal approval workflows with multi-party input tracking. CRMs often centralize notes, deal stages, conflicts checks,

and document sharing related to these approvals.

Switching CRMs means reimplementing these controls:

* Workflow rules for committee reviews
® Access restrictions by user role and deal sensitivity
® Audit trails to ensure regulatory compliance

* Integration with document management systems

Intapp DealCloud shines here—it was built specifically to manage complex governance workflows inherent to PE.
Salesforce can https://www.fingerlakes1.com/2026/01/26/10-best-private-equity-crm-solutions-for-2026/ be
tuned but often requires heavy customization and ongoing maintenance. Affinity is less focused on governance
and more on relationship intelligence, so firms need to consider whether it complements or replaces existing

controls.
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Who “owns” governance configuration data fields? Does the new CRM support granular permissions out of the

box? These are critical questions from day one.

Investor Relations and LP Reporting Workflows

Managing LP relationships involves more than storing contacts. It requires timely communication, fund
performance reporting, capital calls, and compliance disclosures. Investor portals are essential tools here, providing

LPs direct access to reports and documents.
Implications for CRM switching include:

® Integrating with or replacing investor portals.
® Preserving historical communication and commitment data.
* Ensuring seamless workflows for investor queries and surveys.

e Connecting CRM data with fund accounting platforms for up-to-date metrics.

Salesforce offers robust customization and integration options with investor portal solutions, while Intapp
DealCloud includes modules addressing LP relationship management and reporting. Affinity is limited here and

typically used in conjunction with other tools.

Missing or broken LP workflows post-migration are risky: they directly affect capital deployment timing and

stakeholder confidence.

Fund Operations, Compliance, and Accounting Adjacency

Often overlooked in CRM discussions is the adjacency of fund ops and accounting platforms. PE firms commonly

use cloud or on-prem solutions for fund accounting, compliance monitoring, and regulatory reporting.
CRM migration requires:

* Mapping fund and investor entities correctly.
* Synchronizing ownership stakes and transaction records.
® Ensuring compliance data flows correctly to or from the CRM.

* Maintaining audit and regulatory reporting integrity.
Integration complexity varies widely:

Platform Accounting/Compliance Integration Typical Setup Effort Intapp DealCloud Native modules plus API
integrations to fund accounting Medium to high, often consultant-led Salesforce Custom integration with third-
party apps (e.g. eFront, Investran) High, requires ongoing IT support Affinity Limited to relationship data; usually

separate from accounting systems Low to medium

Decisionmakers must assess total integration costs and risks, not just front-office CRM features.

Migration Planning and Adoption Risk: A Short Checklist

After decades of shepherding PE teams through CRM changes, my advice boils down to this checklist:

1. Inventory all data sources: Deals, contacts, communication, approvals, LP info, compliance data.

2. Map process dependencies: Investment committee workflows, investor reporting cycles, fund ops

integrations.



3. Establish clear data ownership: Who maintains each data field? Is it deal team, IR, compliance, or ops?

4. Evaluate tool fit gaps: Does the new CRM support email/calendar sync? Investor portals? Compliance

workflows?
5. Plan phased migration: Pilot key teams first, validate workflows before full cutover.
6. Communicate and train: Prepare users for process changes; share clear “why” behind the switch.

7. Build fallback plan: Avoid "big bang” switch failures; have rollback options.

Ignoring any one of these invites unanticipated setbacks or outright failure.

Final Thoughts: Can PE Firms Switch CRMs as They Scale?

The short answer: Yes, but only with rigorous migration planning, process discipline, and stakeholder

alignment.

Platforms like Intapp DealCloud offer PE-tailored governance and workflow controls that can scale with funds,
while Salesforce provides unmatched customization at the cost of complexity and maintenance. Affinity excels for

teams prioritizing relationship intelligence and automation but lacks full coverage for governance or fund ops.

Whatever your choice, don't treat CRM migration as just a technical “lift and shift.” It's a transformational change
touching governance, investment committee control, investor relations, and fund operations. The greatest risk isn't

data loss but user adoption failure and broken workflows that impair deal execution and LP servicing.

Plan carefully. Collaborate across teams. And above all, ask: Who owns this data field? Before you add or migrate

it, know that answer.

That's how PE firms keep deal pipelines healthy, investors informed, and operations compliant—even as their

technology stack evolves.



