
Private equity firms often wrestle with the challenge of managing deal sourcing alongside back-office operations.
With the dailyiowan proliferation of specialized CRM platforms, the question arises: can a firm effectively use
Affinity for sourcing and Dynamo for operations simultaneously? This "layered CRM stack" approach may
offer the best of both worlds — leveraging Affinity’s powerful relationship intelligence for deal origination, while
harnessing Dynamo’s robust execution governance and LP reporting capabilities for operations.

In this post, I’ll cut through the marketing hype and explore how these platforms complement or conflict in key
areas such as email and calendar capture, sourcing velocity, relationship context, execution governance,
permissions, audit trails, and visibility. My goal is simple: help your firm decide if and how to integrate these tools
without drowning deal teams in manual entry or creating data silos.

Understanding the Systems: Affinity vs Dynamo
Before diving into integration considerations, it pays to clarify what each system is designed for, and ultimately,
who the system is for. This helps keep adoption risks front and center and informs workflow design.

Feature Affinity Dynamo Core Function Relationship Intelligence & Deal Sourcing CRM Private Equity Back-Office
Operations & Fund Management Description Aggregates email/calendar interactions for warm intro tracking,
contact graphs, and pipeline management Manages deal execution workflows, investment committee (IC)
processes, LP communications, and compliance Primary Users Deal Teams, Origination Officers Operations, Fund
Admin, IR Teams Data Capture Automatic email & calendar capture, relationship graphs Structured deal data, legal
docs, LP info LP Portal No native LP portal; some integrations Built-in LP portal for reporting and capital calls

Sourcing Velocity and Relationship Context: Affinity’s Strength
Affinity’s core selling point is its automated capture of email and calendar activity, building a dynamic relationship
graph that reveals who knows whom and sheds light on the depth and recency of those connections.

Pros for Sourcing Teams:
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Automated Data Capture: Automatically pulls in email conversations and meeting details without deal team
manual input, cutting clicks and friction.

Relationship Depth: Visualizes warm introductions and relational paths, accelerating sourcing velocity by
highlighting the best intro routes.

Insight into Deal Context: Provides timeline of communication that contextualizes a relationship beyond just
static contact info.

Potential Cons / Risks:

Relationship Ownership Overlap: If multiple teams use Affinity, data cleanup can become a burden without
clear ownership rules.

Data Privacy & Permissions: Email scraping requires strict controls around sensitive data usage and sharing.

Adoption Risk: Heavy manual tagging or notes still prevalent in some workflows, threatening adoption.

Dynamo for Execution Governance and IC Workflows: Ops Backbone
Once the deal is sourced, deals funnel into operations workflows that require governance, compliance, audit trails,
and LP communications. This is Dynamo’s wheelhouse.

What Dynamo Brings to Ops Teams:

Structured Deal Management: Tracks deal stages, diligence tasks, and IC reviews in a controlled, auditable
manner.

Permissions & Visibility: Role-based access controls ensure sensitive data is only accessible to appropriate
users.

LP Portal Integration: Handles investor reporting, capital calls, and document distribution through a secure
portal.

Audit Trail: Detailed record of who did what and when, crucial for compliance and reporting.

Challenges to Watch Out For:

User Adoption: Operational teams may require training to keep data up to date in Dynamo.

Data Entry Overlap: Risk of duplicative entry if not integrated with sourcing data sources.

System Rigidity: Dynamo’s structured processes may frustrate deal teams used to more flexible tools.

Layered CRM Stack: Making Affinity and Dynamo Work Together
Using Affinity for sourcing and Dynamo for operations can work, but only if the integration respects each tool's
strengths and the end-users’ workflows.

Key Integration Considerations:

1. Email and Calendar Capture Linkage: Affinity’s automatic capture should feed relationship data into
Dynamo wherever possible to reduce redundant data entry.

2. Relationship Intelligence Passing: Notes, warm introductions, and key contacts identified in Affinity need to
be accessible in Dynamo’s deal records.



3. Execution Governance Handoff: The handoff from sourcing to ops should be seamless — e.g., a sourced
deal in Affinity automatically generates a Dynamo deal record with relevant metadata.

4. Permissions & Data Governance: Ensure user roles are synchronized so sensitive relationship data isn’t
exposed to unauthorized ops users, and vice versa.

5. LP Portal Data Sync: LP-related information in Dynamo should be linked or referenced appropriately with
contacts tracked in Affinity for consistency.

Pros of a Layered CRM Stack:

Best-in-Breed Functionality: Each team uses the tool best suited to their needs — deal teams get
relationship intelligence, ops teams get governance strength.

Reduced Manual Entry: Well-designed integrations minimize duplicate work, improving data accuracy and
adoption.

Clear Workflow Boundaries: Keeps sourcing and operations processes cleanly separated but linked.

Cons / Risks:

Integration Complexity: Requires custom or middleware development to sync data properly.

Change Management: Teams must adapt to a multi-system flow; risk that some users fall through cracks.

Potential Data Silos: Without rigorous synchronization, information can diverge, causing confusion and risk.

Counting Clicks and Fields: Adoption Risk Assessment
When considering a layered CRM stack, count the number of clicks and data fields required at each step. If deal
teams have to enter the same data multiple times or click through multiple systems to update a record, adoption
will tank.

Best practice:

Automate transfer from Affinity to Dynamo wherever possible.

Reduce manual tagging or relationship logging by leveraging Affinity’s email/calendar capture rules.

Design Dynamo workflows with minimal required fields for deal team input — Ops can fill in the rest
downstream.

Who Is the System For? Deal Team, IR, or Back Office?
This question guides design:

Affinity: Clearly oriented towards deal teams and origination staff who need rapid, frictionless tracking of
relationship context.

Dynamo: Tailored more for fund administrators, IR, and compliance — users focused on execution, reporting,
and auditability.

Aligning your CRM stack with these user personas is critical: forcing deal teams into heavy ops data entry in
Dynamo kills velocity. Conversely, expecting ops teams to manage relationship context in Affinity leads to
underuse.

Final Verdict: Can You Use Affinity and Dynamo Together Effectively?



Yes — but only if you:

1. Map out end-to-end workflows from sourcing to execution, clarifying handoff points.

2. Invest in integration tooling or custom middleware to synchronize key data like contacts, deal stages, and
communications.

3. Define user roles, permissions, and ownership of data fields to avoid conflicts.

4. Continually monitor adoption risks by tracking clicks, fields, and data freshness.

5. Keep communication open between deal teams, IR, and ops for ongoing process refinement.

Attempting to use Affinity and Dynamo in a vacuum, or expecting a magic "all-in-one" solution without
integrating workflows, is a recipe for frustration. But designing a layered CRM stack that respects sourcing velocity
and relationship intelligence on one side, and execution governance plus LP portal requirements on the other can
yield a competitive advantage if done thoughtfully.

Summary Table: Affinity + Dynamo Layered CRM Stack
Aspect Affinity Dynamo Integration Best Practice Sourcing Velocity Automated email/calendar capture accelerates
warm intro tracking Limited or no sourcing velocity functionality Sync relationship data downstream into Dynamo
Relationship Intelligence Advanced graphs and insights on contacts and interactions Core focus on deal record
metadata Link contact graph info to Dynamo deal records Execution Governance & IC Workflows Minimal
governance capabilities Full-featured workflows, permissions, audit trails Handoff deals seamlessly with metadata
and documents Permissions & Visibility Email capture must respect privacy and role boundaries Role-based access
controls with audit logging Synchronize user roles and data restrictions LP Portal Limited or via third party
integrations Built-in portal for LP reporting and capital calls Align LP contact data for accuracy and consistency

In closing, the layered CRM stack approach — using Affinity for sourcing plus Dynamo for operations — makes
strategic sense but demands clear workflow design, thoughtful integration, and recognition that these tools serve
different user groups. With those guardrails in place, your firm can enhance sourcing velocity and relationship
context while maintaining execution governance and LP transparency.


