In the private equity (PE) world, operational efficiency and data integrity are paramount. The rise of specialized
Customer Relationship Management (CRM) platforms like Affinity, Intapp DealCloud, and even heavyweights
like Salesforce tailored to PE firms promises enhanced relationship intelligence and pipeline management. But a
frequent question arises: can these CRMs fully replace dedicated fund accounting systems? This post unpacks the
relationship between PE CRMs and fund accounting software, focusing on governance, investment committee

control, investor relations, compliance, and fund operations.

Understanding the Core Functions: CRM vs Fund Accounting
First, let's ground ourselves in the essential role each system plays.

System Core Function Typical Modules/Features Private Equity CRM (e.g., Affinity, Intapp DealCloud, Salesforce)
Manage relationship intelligence, deal pipeline, contact and communication tracking Email and calendar sync,
relationship graphs, deal flow management, investor portals Fund Accounting System (e.g., Dynamo modules)
Manage fund financials, accounting, compliance, fund cash flows, LP capital account management Capital calls,

distributions, waterfall calculations, audit trails, regulatory reporting

While there is some operational adjacency, the two are fundamentally built for different purposes. The CRM

focuses on relationship data and pipeline visibility; the accounting system owns the financial truth.

Relationship Intelligence vs. Manual CRM Upkeep

PE CRMs like Affinity and Intapp DealCloud differentiate themselves with relationship intelligence capabilities. They
automatically capture communication data via seamless email and calendar sync, reducing the burden of
manual data entry. This reduces the legendary spreadsheet chaos many of us have endured and increases the
fidelity of CRM data.

However, even the best CRMs have limits:

¢ Data Ownership: Before adding any new field or custom object, always clarify who owns that data. Fields

nobody uses clog the system and complicate workflows.

* Manual Cleanup: Despite automation, stale contacts, outdated opportunities, and duplications still happen—

especially in fast-moving deal cycles.

¢ Data Scope: CRMs excel at tracking relationships and deal progress, but they do not track fund cash flows, LP

capital accounts, or account reconciliations.

Thus, the CRM's strength is relationship intelligence—not fund financial oversight.

Governance and Investment Committee Control

Governance and investment committee control are vital in ensuring disciplined decision-making, approvals, and

compliance.

® CRMs: Platforms like Intapp DealCloud offer modules to manage deal approvals and track committee
decisions. They enable structured workflows for deal-level governance, document storage, and audit trails

related to investment decisions.

* Fund Accounting Systems: These systems focus on financial governance. Dynamo modules provide

transparency over fund capital, compliance with regulatory requirements, and audit-ready accounting trails.



While there's overlap, it's not a replacement scenario. In fact, integrating CRMs with fund accounting systems
creates a tighter governance loop—from deal sourcing and committee approval through to capital management

and LP reporting.

Investor Relations and LP Reporting Workflows
Investor relations is another area where CRMs and fund accounting intersect but remain distinct.

* CRM Use Case: Investor portals embedded within systems like Salesforce and Intapp DealCloud give GPs a

platform to manage communications, track investor preferences, and distribute updates.

® Fund Accounting Role: Fund accounting platforms like Dynamo modules generate capital account
statements, manage distributions and capital calls, and produce LP financial reports aligned with fund

performance.

Try replacing fund accounting with a CRM portal, and you risk losing precision in LP capital accounting and
regulatory compliance—a red flag for auditors and investors alike. Instead, the the best practice is to integrate

investor portals on CRM platforms with fund accounting data for accuracy and transparency.

‘

Fund Operations, Compliance, and Accounting Adjacency

Compliance and operational rigor require systems built for fund accounting
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* Cash Flow Management: Accurate tracking of capital calls, distributions, fees, and expenses is paramount.
Only fund accounting systems manage these reliably.

¢ Audit Readiness: Dynamo modules, for example, provide built-in audit trails and support tax and regulatory

schedules. CRMs are not designed for this.

* Operational Efficiency: Combining CRMs (Affinity, Salesforce, DealCloud) with fund accounting software

reduces manual reconciliation, improves reporting, and enhances operational transparency.

Trying to consolidate everything within a CRM often results in ‘feature bloat' with shallow capabilities, which

invariably leads to operational risk.
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Summary Checklist: When to Use PE CRMs vs Fund Accounting
Systems

1. Use PE CRMs when you need:

© Relationship intelligence and deal pipeline management
© Email and calendar sync to automatically track communications
© Investor portals focused on communications and document sharing

© Investment committee workflow management at the deal level
2. Use Fund Accounting Systems (e.g., Dynamo modules) when you need:

o Full fund accounting, including capital calls, distributions, and fee accounting
© LP capital account management with integrated compliance and audit-ready reporting
o Regulatory reporting and tax compliance workflows

© Cash flow and fund performance tracking
3. Integrate both systems to:

o Streamline data flows between deal pipelines and capital management
© Maintain rigorous governance from deal sourcing through LP reporting

© Avoid duplicate data entry and ensure a single source of truth

Closing Thoughts: No Silver Bullet, Just Complementary Tools

It's tempting to view CRMs like Affinity, Intapp DealCloud, or Salesforce as all-in-one solutions for private equity
funds, especially given their slick interfaces and automation around relationships, emails, and calendars. However,
these platforms do not replace fund accounting systems—Dynamo modules or otherwise. What they do is provide

invaluable relationship intelligence and workflow tools that complement fund accounting functions.

Before adding new fields, modules, or expanding CRM scope, always ask, “Who owns this data?"—a question

that keeps systems clean and workflows efficient.




In short, private equity firms should embrace both their CRMs and fund accounting systems, integrating them

thoughtfully to achieve governance clarity, operational rigor, and seamless investor relations.



