
Capital account statement generation is a critical function for private equity firms, venture capital funds, and other
investment managers. Accurate investor reporting ensures transparency, compliance, and smooth fund
administration. However, generating these statements directly inside a Customer Relationship Management (CRM)
system remains a challenge, as it involves both complex fund operations data and relationship management
workflows.

In this blog post, I’ll break down how various tools—particularly Affinity, Dynamo, and Intapp DealCloud—
support capital account statement generation, fund operations, and investor reporting inside or alongside CRM
systems. Along the way, I’ll unpack important themes like the tension between relationship intelligence and
manual CRM upkeep, sourcing-led workflows and warm intros, governed deal execution, and back-office depth in
fund administration.

Why Generate Capital Account Statements Inside a CRM?
At first glance, generating capital account statements from a CRM might feel like spreading yourself too thin.
CRMs excel at managing contacts, tracking deal pipelines, and maintaining communications history, but they’re
traditionally not built to handle complex fund accounting or back-office processes.

So, why the interest in capital account statement generation inside CRM platforms or at least tightly integrated
with them?

Centralized Investor Data: The CRM contains up-to-date relationship details, commitment info, and deal
interactions.

Streamlined Investor Reporting: Reducing manual data entry and reconciliation between the CRM and fund
ops software minimizes errors.

Sourcing-to-Execution Visibility: Linking warm introductions and relationship intelligence to governed deal
and fund operations improves workflow transparency.

That said, the reality is most PE and VC firms rely on a combination of specialized fund ops software integrated
with CRM platforms to cover the full scope of capital account statement generation and investor reporting.

Relationship Intelligence vs Manual CRM Upkeep
One of the chronic headaches in private equity CRMs is data hygiene. Without rigorous processes, CRMs quickly
become stale or inaccurate for capital account tracking, limiting their usefulness in fund reporting. This is where
relationship intelligence platforms like Affinity come into play.

Affinity: Automating Relationship and Contact Data

Affinity emphasizes automated relationship intelligence, capturing contact details, email interactions, and
networking signals without relying on manual data entry. With its AI-driven data enrichment, Affinity reduces the
common problem in legacy CRMs where the “who is doing the data entry?” question becomes a dealbreaker.

For capital account statements, this robust relationship data is the backbone of accurate investor profiles. While
Affinity itself isn’t a fund accounting tool, it integrates or can feed cleaned, relevant investor data into systems that
generate capital account statements.

Pro tip: Before praising any workflow that promises “end-to-end CRM to capital statement” capabilities, ask who is
responsible for the data entry and validation. Without that control, capital account reports will contain



embarrassing errors.

Sourcing-Led Workflows and Warm Intros: The Dynamo Approach
Moving from pure relationship management to deal workflow governance, Dynamo offers a middle ground. It
bills itself as a deal and investor management platform tailored to capital raising and fund operations.

Dynamo tracks not only investor commitments and capital calls but also sourcing workflows, warm introductions,
and progress along the capital lifecycle. This setup helps firms link the CRM relationship pipeline directly with
reporting requirements.

In Dynamo, the sourcing and capital account data live in closer harmony, enabling smoother creation of investor
reports and capital account statements with fewer manual reconciliations. Plus, it supports notification workflows
for capital calls and distributions — aligning back-office fund administration with front-office relationship tracking.

Governed Deal Execution and IC Process Control with Intapp
DealCloud
If you’ve ever worked in an institutional fund with complex governance needs, you understand how essential
orderly deal execution and investment committee (IC) controls are. Intapp DealCloud caters heavily to these
requirements through a flexible platform that integrates CRM, deal management, and fund operations.

How DealCloud Supports Capital Account Statement Generation

Governed Data Capture: Ensures capital commitments, calls, and distributions data are input with audit
trails.

Configurable Workflows: Allows defining process steps for investment approvals, linking directly to fund
accounting events.

Integrated Investor Reporting: While DealCloud can store capital account data, many firms integrate it with
specialized fund ops systems for the heavy lifting.

Custom Reporting: DealCloud’s reporting engine supports investor reporting needs with drill-downs and
dashboards.



DealCloud is less about replacing fund administration software and more about governing the upstream deal and
investor data that feeds those processes, reducing risks in capital statement generation and fund ops.

Fund Administration and Back-Office Depth: Why You Still Need Fund
Ops Software
Despite advances in CRM and deal management platforms, capital account statement generation and investor
reporting rely heavily on fund administration and accounting software. These systems handle complex calculations
involving partnership structures, IRR calculations, waterfall models, capital calls, distributions, and more.

Common fund ops software systems include:

Geneva

Investran

eFront

Allvue

These platforms rarely stand alone; PE firms integrate CRM platforms like Affinity and DealCloud for relationship
and deal workflow management, syncing investor and deal data into fund accounting tools. Capital account
statements are then generated in a governed, auditable process, ensuring accuracy for investor distribution.

Remember: Relying on manual exports or spreadsheet juggling introduces risk. Invest in strong integrations or
middleware to keep data moving seamlessly between CRM, deal management, and fund accounting platforms.

Summary Table: CRM Platforms and Capital Account Statement
Support
Platform Focus Capital Account Statement Generation Key Strengths Limitations Affinity Relationship intelligence,
automated data capture Indirect; feeds clean investor data to fund ops Automates contact management, reduces
manual data entry No native fund accounting or investor reporting Dynamo Deal and investor lifecycle
management Partial; tracks commitments and capital call workflows Bridges sourcing to investor reporting, warm
intro tracking Less robust fund accounting capabilities; often integrated Intapp DealCloud Governed deal
execution, IC process control Partial; integrates upstream data for fund ops systems Strong data governance,
investment committee workflows Capital statements mainly generated externally

Final Thoughts
Capital account statement generation inside a CRM ecosystem is not about forcing a one-size-fits-all tool. Instead,
it’s about intelligently combining relationship intelligence, sourcing workflows, governed deal data, and fund
operations to provide seamless investor reporting.

Affinity helps solve the perennial CRM data hygiene problem through relationship intelligence automation,
drastically reducing errors in investor contact data. Dynamo advances deal-to-investor workflow synergy with
sourcing-led capital management functions. And Intapp DealCloud ensures rigorous governance around deal
and IC workflows, crucial for clean data feeding fund accounting.

However, don’t overlook the indispensable role of dedicated fund administration software in the back office.
Properly linking these layers together—relationship intelligence, deal workflow governance, and back-office fund



ops—provides the foundation to generate accurate capital account statements and deliver confident investor
reporting.

As you evaluate your firm’s stack, always start by asking: “Who owns the data entry for these capital account
details?” Without clear responsibility and governance, investor relations CRM even the most polished demo won’t
translate to reliable production workflows.
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