Private equity firms increasingly rely on technology platforms to sustain sourcing velocity, maintain relationship
context, and enforce execution governance once deals enter formal evaluation. Among the leading contenders,
DealCloud and Affinity are front and center. But which is the better fit at the critical stage of structured pipelines
post-sourcing? This comparison zeroes in on four core dimensions: email and calendar capture, relationship
intelligence and warm introductions, execution governance with Investment Committee (IC) workflows, and

permissions, audit trails, plus visibility.

Who is the System For?

Before diving into feature lists, ask: Who primarily needs this system after a deal hits formal evaluation? The

deal team, Investor Relations (IR), or back office? This simple filter bends the entire decision tree. Broadly:

* Deal teams prioritize seamless integration into their workflow with minimal manual overhead.
* Investor Relations

¢ Back office

Both DealCloud and Affinity offer robust solutions but cater differently to these groups beyond sourcing.

Email and Calendar Capture: Saturating the Relationship Context

Affinity's Strengths in Relationship Intelligence

Affinity automates contact and relationship tracking by harvesting email and calendar activity with minimal manual
input. It aggressively scans inboxes for relationship signals, essentially logging every warm intro, response, and
meeting detail into a CRM timeline. From a deal team perspective, this saturation of data enhances sourcing

velocity and nuance in formal evaluation phases—knowing who talked to whom, when, and about what.

® Click count/risk: Zero to minimal clicks for deal teams since capture runs in the background.

¢ Relationship context: Rich timeline visualization surfaces hidden connections and raises warm introduction

probabilities.

However, this richness can occasionally clutter the interface if not filtered properly, which may require some

configuration overhead.

DealCloud's Hybrid Capture Approach

DealCloud leans toward structured capture bolstered by user inputs alongside API integrations, including email
and calendar systems. Rather than automatic "saturation," it focuses on curated data points critical for pipeline
stage advancement, encouraging deal teams to confirm or enrich entries. This reduces noise and dailyiowan.com

keeps the data aligned tightly with evaluations.

® Click count/risk: Moderate clicks to ensure data accuracy and stage gating.

¢ Relationship context: More guarded but higher signal-to-noise, linking emails and meetings explicitly to

deals and companies.

The question is whether deal teams can accept a bit more manual commitment in exchange for curated insight.

Relationship Intelligence and Warm Introductions
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Affinity's Algorithmic Warm Intros

Affinity's core differentiator is its relationship intelligence engine—ranking contacts by strength of connection
and suggesting warm introductions automatically during formal evaluation. This Al-backed signal helps reveal

second-degree links and strategic pathways to decision-makers, accelerating sourcing velocity even mid-pipeline.

® Pros: Extensive network graphs, real-time scoring of relationship strength, automatic warm intro

recommendations.

® Cons: The Al can produce false positives without deal team vetting, potentially creating noise.

DealCloud’'s Manual and Network-Based Approach

DealCloud does not emphasize Al-based relationship scoring but enables teams to plug in detailed relationship
notes and map manually curated networks. This approach demands more user upkeep but avoids the reliability
threat of opaque Al-driven suggestions. For formal evaluation, this ensures only quality connections influence
investment decisions.

® Pros: Controlled, auditable relationship data aligned with due diligence notes.

® Cons: Limited automation in uncovering latent warm introductions.

Execution Governance and IC Workflows

Once deals enter formal evaluation, execution governance and Investment Committee (IC) workflows dominate.

The platform must make it easy to:

Track deal progress across structured pipeline stages

Enforce data completeness gating before advancing stages

Route deals through configurable IC approval steps

Ensure document centralization and version control

DealCloud's Pipeline and Governance Framework

DealCloud shines in this domain. Its deep-built structured pipelines feature offers custom stage definitions,
granular gating (mandatory fields, document uploads), and automated IC workflows including voting capture.

Execution governance tools deliver audit readiness and consistent cross-deal comparability.

® Pros: Built for PE deal lifecycle management, integrates deal data with compliance and reporting needs.

® Cons: Can be rigid if deal teams deviate from predefined workflows.

Affinity's Lightweight Execution Features

Affinity, being relationship-centric, has lighter execution governance capabilities. It supports deal stages and notes
but lacks native IC workflow automation and gating functionality. Teams seeking rigorous audit trails and

governance must augment Affinity with other tools, risking complex integrations.



* Pros: User-friendly deal tracking, powerful for pre-evaluation stages.

® Cons: Execution governance often incomplete for formal evaluation rigor.

Permissions, Audit Trails, and Visibility

DealCloud’'s Compliance-Grade Controls

DealCloud deliberately embeds strict role-based permissions, field-level security, and comprehensive audit trails.
Access can be segmented by deal team role, geography, and investment status, enabling compliance with

confidentiality standards. Every data modification is logged, supporting back office and compliance teams.

® Pros: Robust permissions model, transparent history of deal activity, LP portal integration for controlled
reporting.

® Cons: Complexity may require dedicated admin resources.

Affinity's Simpler Permissions Model



Affinity offers basic user permissions focusing on transparency for deal teams. Audit logs exist but are less detailed
and not purpose-built for compliance teams. While this suits front-line users, it diminishes the system’s viability as

a single source of truth in formal evaluation when strict visibility control is mandatory.

® Pros: Easy setup and intuitive sharing for teams.

® Cons: Limited audit trail depth and granular permissioning.

LP Portal Integration
Both platforms offer integration possibilities with LP communication portals but with different focus points:

Feature DealCloud Affinity LP Portal Integration Native LP portal capabilities and seamless pipeline data sharing
with LPs. Supports dynamic reporting and document access controls. Requires third-party tools or custom
integration for robust LP reporting. Limited built-in LP portal features. Use Case Ideal for firms wanting a unified
platform from sourcing to LP reporting. Better for firms who separate sourcing relationship management from LP

communications.

Summary Table: DealCloud vs Affinity After Deal Enters Formal
Evaluation

Dimension DealCloud Affinity Email & Calendar Capture Structured hybrid capture; moderate manual entries;
clean, deal-focused context. Automated saturation capture; minimal clicks; rich but sometimes noisy data.
Relationship Intelligence & Warm Introductions Manual network mapping; no Al warm intro automation; reliable
connections. Al-driven scoring; automatic warm intro suggestions; potential for false signals. Execution
Governance & IC Workflows Robust structured pipelines, gating, IC voting, document management. Lightweight
deal stages; lacks IC workflow automation. Permissions & Audit Trails Granular role-based controls; detailed audit
logs; compliance focused. Basic permissions; limited audit depth. LP Portal Support Integrated LP portal; robust

reporting and control. Limited native support; relies on external solutions.

Final Take: Which is Better After Formal Evaluation?

If your priority after formal evaluation is execution governance, structured pipelines, strong compliance, and
native LP reporting, DealCloud typically wins. It's specifically built for the exacting demands of PE deal execution

and ensures data integrity, auditable workflows, and clear visibility across deal teams and back offices.

On the other hand, if your deal team values maximizing relationship intelligence, automated warm
introduction discovery, and minimal manual data entry, especially in early formal evaluation stages, Affinity

offers superior CRM automation and network insights. However, it trades off execution rigor and audit controls.

As always, beware promises of “all-in-one” solutions—no platform fully replaces the need to design workflows
around your team’s unique needs and balance clicks versus insights. Ask yourself: Who is the system for? For
formal evaluation and execution governance, the answer is typically the deal team supported by compliance and
IR. DealCloud aligns well with that triad’s needs, while Affinity excels earlier in the sourcing journey.
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