In the ever-evolving private equity landscape, technology stacks continue to multiply and mature, with a growing
focus on leveraging data intelligence and relationship insights to accelerate deal flow and execution. At the
forefront of this evolution are two distinct but complementary approaches: Meridian Al’s deal intelligence layer
and Affinity’s relationship mapping platform. Both aim to improve key workflow stages from sourcing to

execution, but their methodologies, value propositions, and integration scars differ significantly.

Alongside these players, industry stalwarts like Dynamo and Intapp DealCloud provide broader CRM and deal
execution suites, magnifying the discussion about how firms balance manual CRM upkeep with intelligent
automation, as well as how governance and fund administration demands weave into the picture. This post
unpacks these themes, diving into real-world tradeoffs firms face when choosing technologies to bolster their

relationship intelligence, deal sourcing workflows, and operational rigor.

Relationship Mapping vs Deal Intelligence: A Conceptual Primer

The terms relationship mapping and deal intelligence are often loosely used in private equity tech discussions

but hold meaningfully different implications when evaluating tools:

* Relationship Mapping: Visualizing and tracking connections between people, organizations, and deals to

identify warm introductions, network strength, and latent pathways to targets.

¢ Deal Intelligence Layer: Using Al and data analytics to surface actionable insights around deals—such as

valuations, comparable analysis, and deal status updates—without solely relying on manual data entry.

Both approaches serve sourcing-led workflows but from fundamentally different entry points. Relationship
mapping excels at expanding the funnel by tapping into network effects, while a deal intelligence layer optimizes

deal execution by automating insight generation and reducing repetitive manual data entry.

Affinity: King of Relationship Mapping

Affinity has carved out its niche by focusing deeply on relationship intelligence. Its platform automatically extracts
and updates contact data, email communications, and calendared meetings to produce a dynamic, visualized map

of relationships between firms, individuals, and deals.
Key strengths include:

* Automated Contact and Communication Capture: Affinity integrates with email and calendar clients to
reduce the burden of manual CRM upkeep. This is crucial, since one must always ask: who is doing the data
entry? Affinity at least eases the historic pain.

* Warm Intro Identification: The relationship graph highlights indirect connections and the strongest paths

for sourcing warm introductions, making it easier for deal teams to build pipelines without cold-calling.
* Flexible, Sourcing-Led Workflows: The platform is optimized for early funnel expansion activity over
downstream execution governance.

Limitations to consider:

¢ Affinity’s focus on relationship mapping leaves execution workflows—such as due diligence coordination,
investment committee (IC) approvals, and post-deal fund administration—relying on external tools or manual

processes.



* While Al is used to capture and map relationships, there is limited Al-driven deal intelligence in the sense of

automated valuation insights or deal comparables.

Overall, Affinity shines brightest when the priority is broadening and visualizing network connections. It is a
powerful sourcing tool, but firms should evaluate if their deal teams have complementary systems for rigorous

execution controls.

Meridian Al: An Intelligent Layer for Deal Execution

Meridian AlAl-powered deal intelligence layer that sits atop existing CRM and deal management workflows. Its
goal is to reduce manual data entry by using natural language processing (NLP) and machine learning to extract
insights directly from documents and communications, thus improving signalscv.com deal execution quality and

speed.

Core capabilities include:

(]

RRRSF

.
i

-

O =

— N — —
.—' e e m—
:.-—_—
a ; Ty d T T
3
o ' ) [ :
_— B
- H
|
2]
=

e Automated Deal Document Analysis: Extract key deal terms, deadlines, and milestones from legal

documents, term sheets, and due diligence materials.
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* Proactive Alerting and Insights: Flag risks, discrepancies, or missing information in real-time to keep deal

teams ahead of bottlenecks.

® IC Process Control: Provide data-driven summaries and approval workflows that help Investment

Committees make faster, well-informed decisions.

* Integration Compatibility: Designed to integrate with existing platforms such as Intapp DealCloud and

Dynamo, enhancing governance and compliance processes without disrupting legacy systems.

However, Meridian Al is less about relationship graphs and more about the quality and governance of
the deals entering and flowing through the funnel. It is not a CRM replacement focused on contact networks

but a sophisticated analytics layer that automates backend deal intelligence functions.

Sourcing vs Execution: The Practical Tradeoffs

The decision between a relationship-first platform like Affinity and an Al deal intelligence tool like Meridian is really

a question of workflow emphasis:

Focus Area Affinity (Relationship Mapping) Meridian Al (Deal Intelligence Layer) Sourcing Pipeline Expansion
Excellent at network visualization and warm introductions; less manual upkeep needed Not designed for
relationship network growth; depends on existing contacts Deal Data Capture & Analysis Limited to contact and
communication data; manual deal data entry often required Automates extraction and validation of deal terms and
documents Deal Execution Governance Basic task and pipeline tracking, but no enforced IC workflows or
compliance modules Rich IC controls, approval tracking, and risk flagging to reduce dealroom errors Fund
Administration & Back-Office Depth Relies on external fund admin or ERP systems for deeper fund reporting

Integrates seamlessly with fund admin and accounting platforms for end-to-end process control

The Role of Dynamo and Intapp DealCloud

It's worth mentioning industry leaders like Dynamo and Intapp DealCloud, whose systems tend to straddle
relationship management and deal execution functionalities but often depend heavily on manual data upkeep or

customized integrations.

* Dynamo combines CRM, pipeline management, and fund accounting modules but lacks native Al-driven deal

intelligence layers comparable to Meridian Al's automation capabilities.

¢ Intapp DealCloud serves larger firms with a customizable deal and relationship management platform, often
acting as a central hub for multiple systems. Meridian Al's focus on automating intelligence can complement

DealCloud's volume and complexity but requires integration effort.

These legacy platforms offer breadth but sometimes suffer from the “demo-only features” syndrome—
functionality shown in sales pitches that never quite materializes in day-to-day use—especially when it comes to
Al promises. So, a pragmatic question is always: Who will do the data entry, and how much manual effort

remains?

Conclusion: Choosing the Right Tool for Your Firm'’s Priorities

There is no single tool that fits every private equity firm’'s sourcing and execution needs perfectly. Instead, tech

adoption must be aligned with the firm’s operational model and pain points.

* If sourcing and warm intros are your biggest bottleneck, and CRM manual upkeep is a constant

drain, Affinity’s relationship mapping capabilities shine. Their automated contact extraction and robust



network graphs enable deal teams to generate and qualify introductions faster.

¢ If your primary challenges lie in deal execution governance, IC control, and automating extraction
of key deal terms to reduce errors, Meridian Al’s deal intelligence layer is a game-changer. It helps
close the gap between sourcing and successful close by embedding intelligence inside workflows rather than

adding more manual tasks.

* For firms juggling both sourcing and execution at scale, the best solution may be integrated stacks,
incorporating Affinity, Meridian Al, and platforms like Dynamo or Intapp DealCloud depending on

fund size and complexity.

Throughout evaluation, keep your eyes open for “demo-only” Al features that never deliver in production and
always ask the critical question: Who is doing the data entry? Without clear answers, slick interfaces and

buzzword-heavy “Al-powered” claims won't yield the efficiency gains your firm requires.

Investing time into understanding the distinctions between relationship mapping and deal intelligence automation
will enhance your technology strategy, maximize your sourcing funnel, and streamline execution—ensuring your

PE firm stays agile in a competitive market.



