In the dynamic world of private equity, investment banking, and fund management, relationship intelligence is the
CRM for middle market PE lifeblood that fuels deal sourcing, due diligence, and investor relations. But managing
and uncovering meaningful connections across a firm is no easy task, especially as firms juggle multiple tools like
Affinity, Intapp DealCloud, and Salesforce, alongside everyday communications through email and calendar

Syncs.

This post dives into how Affinity stands out by building and analyzing a relationship graph through network
analysis and continuous activity signals, enabling firms to discover overlapping relationships effortlessly. We'll also
explore how this approach benefits governance and investment committee control, investor relations and LP

reporting workflows, as well as fund operations, compliance, and accounting functions.

Manual CRM Upkeep vs. Relationship Intelligence

One of the biggest headaches in CRM management—whether using Salesforce, DealCloud, or custom
spreadsheets—is the manual upkeep required to maintain accurate data on contacts, relationships, and deal

pipelines.
¢ Data decay: Contact info drifts out of date, internal notes are incomplete, and crucial relationship signals are
lost.

* Fragmented silos: Different teams rely on varying tools—investor portals, email chains, calendar invites—

making it tough to get a unified relationship view.

* Overlapping relationships invisible: Identifying who knows whom across the firm is often guesswork or

dependent on interpersonal memory.

Affinity approaches this differently by automating the uncovering of the firm's relationship graph via
comprehensive network analysis powered by real-world activity signals. Unlike manual CRM upkeep, Affinity's
system continuously ingests email and calendar syncs from entire teams to build a living, intelligent map of who's

engaging with whom, and at what level.

What Is a Relationship Graph?

Think of a relationship graph as a network map where nodes represent people and organizations, and edges are
interactions or shared connections. This graph isn't static—it evolves as new emails are exchanged, meetings

scheduled, and contacts added or updated.

In Affinity's case, the relationship graph aggregates communication metadata (not the content), such as who
emailed or met with whom, frequency of touches, and recency. This gives a deep, dynamic view on network

density and overlapping interactions across the firm.

Activity Signals: The Intelligence Behind the Graph
Activity signals include:

* Email exchanges with external contacts
® (Calendar meetings

® |ntroductions and shared connections
® |nvestor portal updates

* Deal activity tracked within integrated systems like Intapp DealCloud and Salesforce
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By automating the collection and analysis of these signals, Affinity creates a powerful engine for identifying hidden

overlaps in relationships that humans often miss due to scale and complexity.

How Affinity Finds Overlapping Relationships Across the Firm
Here's how Affinity leverages the relationship graph and network analysis in practice:

1. Enterprise-wide Email & Calendar Sync: Teams sync inboxes and calendars, feeding continuous data on

meeting and communication patterns directly into Affinity.

2. Relationship Graph Construction: Affinity’s algorithm builds and updates the relationship graph, showing

connections at the person and company level.

3. Network Analysis for Overlap Discovery: The system identifies overlapping connections between

teammates and across deal teams, highlighting who shares a relationship with a target company or individual.

4. Actionable Insights for Deal and Investor Teams: Integrations with Salesforce and Intapp DealCloud allow
teams to see these relationship insights in their existing workflows, reducing manual data entry and enhancing

collaboration.

5. Investor Portal Integration: By syncing investor portal data, firms get visibility into LP interactions and

investor relations touchpoints, ironing out blind spots.

For example, if a fundraising team member is preparing to meet a potential LP, Affinity can surface colleagues who

have existing relationships, show prior email threads or meetings, and even suggest introductions.

Governance and Investment Committee Control

Strong governance and investment committee oversight rely heavily on transparent, real-time visibility into who

owns relationships and how deal sourcing overlaps across partners and analysts.
Affinity’s relationship graph combined with with network analytics helps investment committee managers:

® Confirm that all relevant relationship conflicts are surfaced before decisions;
® Ensure deals are sourced and tracked with clarity on partner involvement;

® Monitor communication cadence during due diligence;

Audit interactions for compliance prior to investment approvals.

This data-driven approach contrasts with often subjective, email-chain dependent decision-making. Firms using
Affinity can export relationship intelligence reports summarizing overlapping connections between committees,

deal teams, and investors to promote accountability.

Investor Relations and LP Reporting Workflows
Managing LP relationships and reporting remains a complex task involving multiple stakeholders and data sources.
By integrating investor portal data with the relationship graph, Affinity helps investor relations teams:

* Track LP engagement and identify who in the firm has the strongest connections;
* Coordinate communications and invitations across funds;
* Automate outreach based on network signals, improving responsiveness;

* Surface meaningful relationship insights to fundraising and portfolio teams.



These workflows alleviate the reliance on manual spreadsheets and outdated CRM entries, making LP reporting
more agile and transparent. With Salesforce and DealCloud integrations, data flows smoothly between investor

relations teams and other operational units.

Fund Operations, Compliance, and Accounting Adjacency

Relationship intelligence isn't limited to front-office teams. Fund operations, compliance, and accounting functions
also benefit:

* Fund Operations: Overlapping relationships help reconcile communication threads during fund closings,

subscription agreements, and capital calls.

* Compliance: Automated relationship oversight flags potential conflicts of interest quickly, improving

regulatory adherence and audit readiness.

* Accounting: Better relationship context assists accounting teams in liaising with investors and service

providers, streamlining reporting and billing processes.

In many firms, finance teams often work adjacent to investment teams but lack direct visibility into relationship
networks. Affinity bridges this by embedding relationship insights in existing systems like Salesforce and DealCloud
used by accounting and compliance, reducing silos and manual reconciliation efforts.

Why Affinity's Approach Beats Traditional CRM Maintenance

Traditional CRM Upkeep Affinity Relationship Intelligence Manual data entry prone to errors and stale information
Automated sync of email, calendar, and investor portal data keeps relationship graphs current Limited visibility
into cross-team relationship overlaps Dynamic network analysis surfaces overlapping connections in real-time
Disjointed workflows across Investor Relations, Deal Teams, and Fund Ops Integrates seamlessly with Salesforce
and Intapp DealCloud for unified workflows Governance often based on incomplete or anecdotal relationship

knowledge Data-driven governance tools improve investment committee control and compliance

Checklist: What To Consider Before Implementing Relationship
Intelligence

1. Which communication and calendar platforms does your firm use? Ensure compatibility for sync.

2. Who owns the relationship data fields in your CRM? Clarify ownership to avoid duplication.

3. What integrations are needed? Prioritize connectivity with Salesforce, DealCloud, and investor portals.
4. How will governance teams use relationship overlap insights? Define reporting requirements upfront.

5. Plan for collaboration with compliance, fund ops, and accounting teams to extend relationship visibility.

Conclusion

Relationship intelligence platforms like Affinity transform how firms find and manage overlapping relationships
across their teams. By building a continuously updated relationship graph using email and calendar syncs, network
analysis, and activity signals, Affinity uncovers valuable connections that traditional CRMs miss. Integrations with
Intapp DealCloud, Salesforce, and investor portals enhance workflows across investment committees, investor

relations, fund operations, and compliance functions.



For firms tired of manual CRM upkeep and incomplete relationship visibility, investing in intelligent relationship
graph technology is no longer optional—it's essential to maintain competitive advantage and operational
excellence in today's deal-driven markets.



