Implementing a CRM tailored for private equity (PE) firms is no longer a "nice-to-have” — it's an operational
imperative. Yet, with so many solutions pitching themselves as “one-stop” platforms, it's critical to cut through the
buzzwords and get crystal clear on the features that actually support PE-specific workflows and compliance

demands.

From my 12 years leading PE ops and CRM implementations, and consulting across multi-office funds, I've learned
the hard way that demos are often polished showcases that miss key operational realities. So before you praise
any workflow, always ask: who is doing the data entry? Without understanding that, the smoothest demo may

just be hiding a manual nightmare behind the curtain.

In this post, I'll focus on private equity CRMs that have strong permissions models and audit trails—elements
that underpin compliance reporting, protect sensitive information, and provide governance over deal Microsoft
365 integration execution. You'll also see how top solutions like Affinity, Dynamo, and Intapp DealCloud
address these challenges across sourcing, relationship intelligence, governed deal execution, and fund

administration.

Why Permissions and Audit Trails Matter in PE CRMs

PE firms operate in an environment of high confidentiality: deal data, investor info, sensitive communications,
competitive insights. Controlling who sees what—and tracking every change—isn't optional. It's mandated by

compliance frameworks, internal audit controls, and investor transparency obligations.

Two foundational pillars to ask about during demos are:

* Permissions Model: How granular and flexible is access control? Can you configure read vs. write, object-

level, and field-level permissions to match team roles (e.g., deal team, compliance, back office)?

e Audit Trail: Does the system log every action, entry, edit, and deletion with timestamps and user IDs? Are

these logs easily accessible for reporting and investigations?

Without these, any CRM—even one with slick sourcing dashboards or Al-powered relationship intelligence—risks

becoming an operational liability.
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Relationship Intelligence vs. Manual CRM Upkeep

One of the strongest trends in private equity CRMs today is leveraging relationship intelligence to automate
capturing contact and interaction data, reducing the heavy lifting of manual data entry. This contrasts with
traditional CRMs where deal teams or administrative staff must painstakingly input and update contacts, activities,

and pipeline info.
During demos, don't merely focus on the “cool Al” or “smart automation” buzzwords; instead ask:

1. Data Capture Mechanisms: How does the system collect and refresh relationship data? Does it integrate
with email platforms to surface warm intros automatically, or link with calendars to map meetings without
manual input?

2. Data Validation and Cleanup: What tools does it provide to enforce data quality and avoid duplicates or
stale info? Who owns ongoing upkeep?

3. User Burden: What is the daily user effort required? Is it truly automated, or just shifting the data entry

burden?

Affinity, for example, is often praised for its relationship intelligence capabilities and data enrichment from natural
interactions. But in demos, always ask if this intelligence covers your full sourcing workflow or needs manual
supplementation. Similarly, Dynamo offers import and sync options but check the practical limits and whether

relationship data can be segmented by team or fund strategy using permissions.

Sourcing-Led Workflows and Warm Introductions

The best PE CRMs enable sourcing-led workflows—structured pipelines from identifying prospects, tracking warm
introductions, to progressing deals. Warm intros remain the lifeblood of deal origination, and systems must

support tracking these with appropriate access controls.
Here are key points to probe during demos:

* Intro Origin and Confidentiality: Can you record who initiated an intro and restrict visibility to that

relationship data to select teams or individuals?

e Automated Warm Intro Capture: Does the CRM pull intro details directly from inbound emails or user

calendars, reducing manual logging?

* Collaboration and Feedback: Are there workflows for deal teams to comment, share diligence updates, and

assign next steps without compromising confidentiality?

Intapp DealCloud

Governed Deal Execution and Investment Committee Process Control

Governed deal execution is where permissions and audit trails become mission-critical. PE firms must ensure that
only authorized personnel update deal data and that changes are fully traceable, supporting compliance and

avoiding conflicts of interest.
Ask the following when evaluating demos:

1. Stateful Deal Stages with Approval Gates: Are deal stages “locked” pending approvals? Can the system
enforce workflows that prevent premature data changes?
2. Detailed Audit Logs: Does the audit trail show who edited which fields and when? Is the log tamper-

resistant?



3. IC Submission and Voting Support: How does the CRM track IC materials, votes, comments, and minutes?
Can access to sensitive IC info be restricted by role?

4. Compliance Integration: Does the CRM support export of audit trail and permissions reports for internal

and external compliance reviews?

Every PE ops leader must ask: if someone deletes or alters a critical deal term by mistake or malice, can we identify

and reverse it with exact timestamps and actors logged? Intapp DealCloud

Fund Administration and Back-Office Depth

Beyond front-office sourcing and execution, CRM platforms increasingly encroach into fund administration and
back-office functions. Here, permissions become complex—fund accountants, investor relations, legal, and audit

each need filtered views and defined action rights.

When evaluating demos for back-office capabilities, consider:

* Investor Data Permissions: Can you control which investor contacts, capital calls, distributions, and reporting

data each user sees?

* Document Management with Access Control: Are fund documents and contracts stored with fine-grained

permissions and version audit trails?

* Compliance Reporting Automation: Does the platform generate compliance reports tying together deal,

fund, and investor activities with traceable audit logs?

Dynamo

Summary: Critical Questions to Bring to Your PE CRM Demo
Category Key Questions to Ask Permissions Model

* How granular are access controls (object, field, action levels)?
® (Can permissions be configured by team, office, role, or fund?

® Are permission changes audited?



Audit Trails

® |s every create, edit, delete logged with user and timestamp?
* Are logs accessible and exportable for compliance reviews?

® |s there version history for key records?
Relationship Intelligence

* How automated is data capture? Who owns ongoing data hygiene?
® Does it support warm intro tracking linked to emails/calendar?

* (Can you segment relationship data with permissions?
Sourcing Workflows

* Are intro sources and statuses tracked with confidentiality?
® (Can deal teams collaborate securely on deals?

* Are there enforceable approval gates for deal progression?
Governed Deal Execution

e (Can the system restrict modifications pending IC approvals?
® Does IC process support document versioning, voting logs, and permissions?

® |s permission auditability demonstrable for compliance?
Fund Administration

* Are investor data and reporting views permissioned by role?
® |s document management secured with audit trails?

® Does it automate compliance reporting with traceable data?

Closing Thoughts

With so many PE CRM vendors showcasing shiny dashboards and Al magic, it's tempting to get swept away by
demos that look great on screen but fail the reality test. The defining capabilities separating effective PE CRMs
from headaches are the robustness of permissions models and the transparency of audit trails. These underpin

compliance reporting and trustworthy deal execution governance.

Whether you're evaluating Affinity’s relationship intelligence, Dynamo’s mid-market workflow focus, or Intapp

DealCloud’s deal execution mastery, come prepared with detailed questions on:

Who exactly is responsible for data entry and ongoing upkeep?

How do permission settings align with your team's roles and geography?

How does the audit trail support internal and external compliance needs?

* How real and practical are "automated” relationship intelligence features?

As you sift through demos, keep a running list of “"demo-only features” that never surface in your production
usage. Focus on inputs (who feeds the data) and outputs (how you verify and report on it). That discipline will save

your firm time, money, and compliance headaches in the long run.

Good luck with your CRM search—may your permissions be tight and your audit trails unbreakable!



