Private equity (PE) firms looking for CRM solutions that scale with their complex operations face a critical challenge:
finding a platform that balances user-friendly relationship management with robust fund administration and deal
execution workflows. Clienteer offers an accessible, straightforward CRM experience catered towards smaller firms

and first-time PE users. But how does it hold up once a firm crosses the Rubicon of managing multiple funds?

As PE firms grow beyond a single fund, their operational demands multiply—requiring seamless coordination
across fundraising, sourcing, due diligence, investment committee (IC) processes, and portfolio monitoring. In this
review, I'll examine where Clienteer shines, and where it can feel too basic, especially in comparison to other

players like Affinity, Dynamo, and Intapp DealCloud.

Clienteer at a Glance: A CRM Designed for Early-Stage PE Teams

Clienteer’s strength lies in its simplicity and CRM-first approach. It is built to help smaller or emerging PE firms

gain control over their deal flow and contact data without overwhelming them with complexity.

* Contact & relationship management: Clienteer offers a centralized address book that captures LPs,
portfolio company executives, advisors, and other key contacts, with activities and notes logged per
relationship.

* Deal tracking: Straightforward deal stages and pipeline views keep the team aligned on sourcing and
execution status.

* Portfolio monitoring: Basic dashboards provide insight into portfolio company statuses.

* Fund management: Supports a single fund's workflow tracking and reporting, including commitments and

capital calls.

The interface is modern and clean, emphasizing ease of use and fast onboarding. This appeals to smaller teams

that want to avoid the customization quagmire typical of larger platforms.
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Clienteer Scalability - When One Fund Turns to Two



Managing multiple funds is the litmus test for CRM scalability. Once a firm launches Fund Il, the following

challenges come front and center:

* Data segregation and governance: Fund-specific records and permissions help avoid cross-contamination.
* Complex IC processes: Structured templates that guide diligence, scoring, and approvals become critical.
¢ Advanced portfolio dashboards: Summarizing aggregate and fund-level performance metrics.

* Fund administration depth: Tracking multiple capital calls, distributions, and LP communications.

While Clienteer offers the basics needed for these activities, it quickly reveals limitations in fund-specific
governance and workflow templates. Its portfolio dashboards are functional but lack the granular reporting and

drill-down capabilities into multi-fund performance available in platforms like Dynamo or Intapp DealCloud.

Relationship Intelligence vs. Manual CRM Upkeep

A key differentiator deal pipeline dashboard for PE in the modern PE CRM landscape is the use of relationship
intelligence—automated capture of communications, deal sourcing signals, and network analytics—to reduce
manual data entry. Affinity is a pioneer here, enriching contacts and interactions using Al to surface warm

introductions and reduce the mundane upkeep that drains teams.

In contrast, Clienteer’s approach remains largely manual. While this reduces complexity, it places heavy reliance on
user discipline. | always ask potential users: Who is doing the data entry? If your team is small and motivated, this
might work initially. But as you add funds and expand deal sourcing, relying on manual data input can lead to

gaps in relationship visibility and missed warm intros.

Sourcing-led Workflows and Warm Intros

Warm introductions are the lifeblood of PE deal origination, and sourcing workflow tools help capture and
prioritize these signals. Dynamo shines here by integrating sourcing pipelines that track everything from early

interest to commitment, backed by activity intelligence and network maps.
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Clienteer provides basic pipeline tracking for sourced deals, but lacks integrated sourcing workflows designed to
systematically capture and route warm intro opportunities. As funds multiply, the absence of governed sourcing

processes can hinder collaboration and transparency.
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Governed Deal Execution and Investment Committee Process Control

Investment Committee workflows require strict governance, documentation, and version control. Intapp
DealCloud leads in this domain, offering customizable IC templates that enforce approval gates, capture detailed

diligence notes, and generate audit trails.

Clienteer provides simple deal stages but does not support robust IC templates or deal execution guardrails out of
the box. Firms needing controlled deal gate workflows will quickly outgrow Clienteer’s basic templates, risking

inconsistent diligence and approval processes as more deals and funds are managed simultaneously.

Fund Administration and Back-Office Depth

Fund administration involves tracking commitments, capital calls, distributions, LP communications, and
compliance—all crucial for transparency and reporting. Intapp DealCloud and Dynamo include modules to

streamline these fund admin functions, linking fundraising and portfolio management seamlessly.

Clienteer covers basic commitment and capital call tracking but stops short of offering deep fund accounting
integrations and LP portal functionality. This can force back-office teams to supplement with external systems or

manual reconciliations, increasing operational risk as fund complexity grows.

Comparative Overview: Clienteer vs. Affinity, Dynamo, Intapp
DealCloud

Feature Clienteer Affinity Dynamo Intapp DealCloud Relationship Intelligence (auto capture) Minimal, manual entry
Advanced Al-driven Strong Al-enabled Moderate with integrations Scalability for Multiple Funds Basic support,
limited fund segregation Good multi-fund handling Robust multi-fund support Enterprise-grade multi-fund
management Sourcing-Led Workflows Simple pipeline tracking Focused on relationship insights Comprehensive
sourcing pipelines Customizable deal workflows Investment Committee Process Templates Basic, manual Limited
Configurable templates Full IC workflow governance Fund Administration Depth Basic capital call tracking Minimal
Strong admin features Full fund accounting & LP portals Portfolio Dashboards Basic at fund & portfolio level

Focused on network insights Advanced analytics Enterprise reporting & analytics

Final Thoughts: When Is Clienteer the Right CRM Choice?

Clienteer delivers a clean, straightforward CRM experience well-suited to smaller PE firms managing a single fund.
Its strength is in low-friction relationship and deal tracking that avoids overwhelming new users with over-

engineered workflows.

However, as firms add a second fund and seek to scale their deal sourcing, IC rigor, and fund admin processes,
Clienteer shows its limitations. The lack of advanced relationship intelligence means more manual upkeep, which
can become a heavy lift without dedicated ops support. Its sourcing pipelines and IC process templates are basic
compared to the governed frameworks in Dynamo and Intapp DealCloud. Likewise, its fund admin capabilities

don’t match the depth required by more complex portfolio and LP management demands.

For firms anticipating growth beyond a single fund or requiring sophisticated workflow governance and portfolio
intelligence, investing in platforms with proven multi-fund scalability and automation—like Dynamo or Intapp
DealCloud—is advisable. Affinity remains a strong choice for firms emphasizing relationship intelligence and

sourcing insights.

In sum, if you're evaluating Clienteer scalability, think carefully about your firm's trajectory. Will a clean CRM

with basic dashboards meet your future needs when you roll out Fund [I? Or will the lack of IC process



templates, automated data capture, and fund admin depth create growing pains that outweigh early simplicity?

Deploying the right platform early prevents painful migrations later — and more importantly, it ensures your ops

and investment teams have trustworthy data and workflows to propel your fundraising, sourcing, execution, and
portfolio management at scale.



