Private equity (PE) firms face unique challenges when it comes to managing relationships, deal pipelines, investor
reporting, and operational workflows. Many have standardized on Salesforce as their core CRM platform, but the
question often arises: How can you best extend Salesforce to meet the specialized needs of PE workflows without
resorting to cumbersome spreadsheets or disconnected tools? In this post, we will explore the best CRM solutions
and enhancements for PE firms that already use Salesforce, focusing on practical capabilities, governance

requirements, and fund operations adjacency.

Why PE Firms Choose Salesforce as Their CRM Foundation

Salesforce offers unmatched customizability, a fingerlakes1.com large ecosystem of partners, and robust data
management capabilities. PE firms appreciate that it can be tailored for managing contacts, companies, deals,
tasks, and notes—all critical for relationship and pipeline management. More importantly, Salesforce offers
comprehensive email and calendar sync features, which help automate key data capture without manual entry.
This is a great starting point, but the platform requires thoughtful customization and integration to fully serve PE-

specific workflows.
Before diving into partner solutions, a quick checklist PE firms should evaluate when using Salesforce:

1. Who owns each data field? Avoid creating unused or redundant fields.
2. What manual processes remain that could be automated?

3. How does governance restrict who can edit or approve pipeline data?
4. Are investor relations and LP reporting workflows integrated or siloed?

5. Is compliance and fund accounting data easily referenced or exported?

Relationship Intelligence vs Manual CRM Upkeep

One of the biggest pain points for PE firms using Salesforce natively is the balance between relationship
intelligence and the manual upkeep required. Traditional CRM data entry—contacts, notes, tasks—can quickly

become stale or incomplete, especially when dealmakers rely on memory or external spreadsheets.

Affinity offers a relationship intelligence platform that integrates with Salesforce to solve this problem. Instead of
manually inputting relationship data, Affinity uses email, calendar, and other communication signals to

automatically track and score relationships. Key features include:

* Automatic extraction of contacts and companies from inbound/outbound emails
® Relationship strength scoring based on interaction frequency
* Visualization of network maps to identify key connectors and track new relationships

® |ntegration with Salesforce to keep the CRM updated without manual labor

This automation reduces the dreaded "fields nobody uses" syndrome and increases data accuracy for investment
committee prep and sourcing. PE firms can prioritize outreach based on real relationship data rather than relying

solely on deal team updates.

Governance and Investment Committee Control

PE firms require strict governance around deal pipeline updates, approvals, and recordkeeping. Salesforce on its

own provides role-based access control, but firms often need more rigorous workflows aligned with their
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investment committee processes.
Intapp DealCloud

® (Centralized pipeline and deal management with audit trails
* Configurable workflows for data capture, approvals, and compliance checks
* |nvestment committee portal for secure deal review and collaboration
® Granular permissions ensuring only authorized users can modify sensitive data
DealCloud integrates with Salesforce and can synchronize CRM data to maintain a single source of truth. The

platform ensures governance without slowing down deal momentum—a critical balance for PE firms managing

complex pipelines under tight timelines.

Investor Relations and LP Reporting Workflows

Managing investor portals and LP communications often sits outside Salesforce for many firms, leading to

fragmented data and extra work for investor relations (IR) teams. Salesforce partners like Navatar offer industry-

specific CRM templates and modules designed to address these gaps.

Navatar’s PE workflow templates include IR-specific features such as:

* |nvestor engagement tracking and contact segmentation
* LP data management with built-in compliance workflows
* Automated capital call and distribution tracking
® |ntegrated document management and investor portal feeds
Deploying Navatar within Salesforce extends the CRM's capability to support fundraising and ongoing LP

relationships more seamlessly. Investor communications become easier to manage and measure with fewer

manual handoffs.

Fund Operations, Compliance, and Accounting Adjacency



While Salesforce excels at relationship and pipeline management, PE firms also require tools tightly linked to fund
operations, compliance, and accounting. Having disconnected systems for CRM and back-office functions leads to

data inconsistencies.
Some Salesforce partners and integrations focus on bridging this divide by providing:

® Real-time data exchange between CRM and fund accounting platforms

® Compliance tracking tied to investment and divestment activities

* Workflow automation for capital calls, distributions, and regulatory filings
* Unified dashboards for operational and investor reporting teams

When considering the best CRM for PE firms standardized on Salesforce, it's critical to factor in how deeply the

CRM partner integrates with fund operations and compliance functions. Tools that create silos of data or require

extensive manual reconciliation decrease operational efficiency and increase risk.

Comparing the Leading Options in Salesforce Ecosystem

Feature / Vendor Affinity Intapp DealCloud Navatar Primary Focus Relationship Intelligence & Automation
Governance, Pipeline & Investment Committee Control PE CRM Templates & Investor Relations Workflows Email
& Calendar Sync Automatic & Deep Integration Supported via Integrations Included with CRM Templates Investor
Portals Limited / via Partner Tools Built-In Secure Portals Integrated & Managed Fund Operations & Compliance
Minimal Coverage Strong Back-Office Integration Moderate - Focus on CRM & Reports Salesforce Partner

Ecosystem Yes Yes Yes (Strong Presence)

Recommendations for PE Firms Using Salesforce

Choosing the best CRM extension or partner solution depends on your firm's current pain points and strategic

priorities. Here's a quick decision checklist:

1. If manual data entry and relationship visibility is your biggest drain, start with Affinity. Automate

relationship intelligence to boost sourcing and deal team collaboration.



2. If governance, deal pipeline control, and investment committee rigor are paramount, consider
Intapp DealCloud. Its specialized workflows and portals improve control and auditability.

3. If investor relations, LP reporting, and fundraising workflows need more structure inside Salesforce,
explore Navatar. They bring tailored PE CRM templates and investor portal integration.

4. Invest in email and calendar sync tools regardless. Consistent and automatic activity capture is
fundamental to reliable CRM data.

5. Always ask — who owns the data fields and workflows? Avoid adding unused fields or parallel systems

that increase overhead.

Final Thoughts: Avoid Buzzwords, Focus on Real Use Cases

In the PE CRM space, buzzwords like “Al-driven” or “quick implementation” abound but often lack context or
realistic timelines. Salesforce and its partners offer powerful tools, but success depends on clearly understanding

your workflows, governance needs, and investor relations complexities.

Don't get caught in hype about new features without concrete use cases tied to your deal process, fund
operations, and compliance requirements. Clear ownership of data fields, enforcement of governance policies, and

seamless integration with fund accounting systems are far more valuable than flashy demos.

By combining Salesforce’s solid CRM foundation with a targeted partner like Affinity, Intapp DealCloud, or Navatar,
PE firms can dramatically improve efficiency, control, and stakeholder communications across the lifecycle—from

deal origination through investor reporting.



