In today's private equity and investment management landscape, managing multiple fund structures is par for the
course. With increasing complexity around fund administration, fee calculation, and regulatory compliance,
choosing the right software stack is crucial. Among the lineup of industry players—Affinity, Dynamo, Intapp
DealCloud—Dynamo often comes up as a go-to for management fee calculation. But is it enough when your firm

handles multi-fund structures and requires end-to-end operational rigor?

Understanding The Challenges: Multiple Fund Structures and
Management Fee Calculation

Before diving into software pros and cons, it's helpful to frame the problem:

* Multiple Fund Structures: Firms often manage a variety of funds—each with unique terms, carry structures,

preferred returns, and waterfall hurdles. Consolidating these streams within one system can be tricky.

* Management Fee Calculation: Fee calculations can be straightforward in theory but complicated in practice

by nuances such as fee cliffs, offsets, tiered rates, fund-level expenses, and fee waivers.

* Fund Administration Complexity: Reporting, audit trails, investor communications, and compliance

management add layers beyond the raw numbers.

Does Dynamo alone handle all these pain points efficiently? Let's explore.

Dynamo: Strengths and Limitations in Multi-Fund Management

Dynamo has garnered attention for its https://signalscv.com/2026/01/10-top-private-equity-crm-options-for-

2026/ robust operational features, particularly in the areas of:

* Management Fee Tracking: Built-in modules to automate fee calculations, supporting tiered rates and

hurdle analysis.
* Investor and LP Portal: Allowing transparency for investors on capital calls, distributions, and fees.

* Deal and Pipeline Management: Basic CRM functions designed for investment workflows.



However, as someone who's implemented and maintained these systems across multiple funds, | keep a running
list of “demo-only features” that never look quite the same in live environments. My first question before praising
any workflow is, "Who is doing the data entry?" because no system magically solves messy upstream data

challenges.

The CRM and Relationship Intelligence Angle

CRM upkeep versus relationship intelligence is a hard divide. Dynamo’s CRM capabilities focus on pipeline and deal
tracking, but do they capture nuanced relationship signals? Tools like Affinity specialize in relationship intelligence
by automatically harvesting communication data (emails, calendar invites) to surface warm intros and relationship

movers. That dynamic sourcing workflow complements Dynamo'’s deal and fee tracking, rather than replaces it.

For firms relying primarily on manual data entry or scattered spreadsheets, Dynamo’'s CRM can feel rigid or
cumbersome when it comes to proactive sourcing. Meanwhile, Affinity's automation in tracking trust signals

liberates time for relationship-driven origination efforts.

Sourcing-Led Workflows and Warm Intros

When exploring sources for deals, warm introductions often define quality over quantity. Without granular
relationship data baked into your CRM, you might miss that edge. Affinity's model of relationship intelligence fits
naturally with sourcing-led workflows: it surfaces who in your network knows whom, and correlates that to deal
flow. Once deals are identified, those can be synced or manually entered into Dynamo for tracking fees and fund-

level reporting.

Governed Deal Execution and Investment Committee (IC) Process
Control

Investment committees require governance, version control, transparent deal document management, and clear
approval processes. Intapp DealCloud has emerged as a specialist in this area, offering customizable deal execution
workflows designed to enforce controls and compliance. It's a favorite of multi-office multi-fund PE firms who want

rigorous deal governance baked in.

By contrast, Dynamo’s deal pipeline features are practical but may not fully replace more robust IC process
management including document versioning, access controls, and audit trails. Intapp DealCloud's strength is in

scalable governance critical for firms juggling complex fund mandates and regulatory expectations.

Fund Administration and Back-Office Depth: The Missing Piece?

One of the toughest operational challenges in multi-fund setups is fund administration itself—investor reporting,
audit prep, capital account reconciliation, and compliance. While Dynamo offers modules aimed at fees, investor

communications, and fund accounting integration, it might lack the depth needed for full back-office automation.

Firms often layer specialized fund administration software alongside Dynamo or handle this via third-party
administrators. Having software tightly integrated with fee calculations is preferable to manual reconciliation work,

but no product is a silver bullet.

Feature Dynamo Affinity Intapp DealCloud Management Fee Calculation Strong—Supports complex fee rules,
investor-level customization None—Focuses on relationship intelligence, not fees Limited—Deal execution focus with
some integration options Multi-Fund Structure Support Good-Designed for multi-fund portfolios with

consolidated view Not Applicable-CRM and relationship data tool Good-Robust deal governance across funds



Relationship Intelligence / CRM Basic deal pipeline management, manual data upkeep Advanced—-Automated data
capture and warm intro tracking Limited CRM capabilities, focuses on deals and compliance Governed Deal
Execution & IC Control Moderate-Workflow controls but limited deep governance None Advanced-Customizable
approval workflows and compliance tracking Fund Administration / Back Office Basic modules, often needs

complementary tools or admin services None Some integration capability, not a fund admin system

So, Is Dynamo Enough?

Short answer: It depends on your firm’s size, operational sophistication, and which parts of the value chain you

want unified vs. best-in-class point solutions.

If your firm is:

* A small to mid-market fund with moderate fund administration needs and a straightforward fee waterfall,
Dynamo's all-in-one approach can work well.

* Highly relationship-driven in sourcing and deal origination, you'll want to augment Dynamo’s CRM with a tool
like Affinity to capture warm intros and relationship signals.

* Managing multi-office, multi-fund portfolios with complex governance and compliance needs, pairing Dynamo
with Intapp DealCloud or similar specialized deal execution platforms can tighten investment committee
controls.

¢ Handling intricate back-office fund admin, you'll likely need dedicated administration software or third-party

services integrated with Dynamo.

What Are the Trade-offs?

1. Data Entry Burden: The best software can only be as accurate as your data inputs. Automated relationship
intelligence (Affinity) reduces manual entry for CRM but adds complexity for integration.

2. Workflow Fragmentation: Combining Dynamo, Affinity, and Intapp DealCloud may require integration
efforts but provides best-in-class tools at each process stage.

3. Cost and Training: More specialized tools increase subscription costs and user training requirements; smaller

firms should weigh benefits carefully.



Conclusion: Matching Software to Your Firm’s Needs

Management fee calculation within multiple fund structures is never a trivial challenge. While Dynamo offers solid
core functionality, it often needs complementing tools to cover relationship intelligence, deal governance, and
deep fund administration. Firms should map their operational workflows, identify where manual work slows

processes or creates risks, and then select software modules accordingly.

Don't fall for the pitch that one tool solves everything. Nor should you accept vaguely promised Al “magic.”
Instead, ask, “Who is doing the data entry? What inputs feed the system? What outputs do we need for accurate

fee calculation, investor transparency, and IC controls?”

Only then can you build the right blend of Dynamo, Affinity, Intapp DealCloud, and potentially other fund admin

solutions that fit your multi-fund firm’s unique needs.



