In the fast-paced world of private equity and venture capital, the art of deal diligence is an intricate dance of
sequencing, dependency management, and collaboration. It's one thing to have a checklist of diligence tasks; it's
another to orchestrate them within a governed, transparent CRM workflow that supports both sourcing-led

strategies and rigorous Investment Committee (IC) readiness.

This is where diligence task sequencing—also called dependency tracking—comes into play. It's not just a fancy
buzzword or a “demo-only” CRM feature without follow-through. When handled properly by a CRM platform, it
can operationalize your entire deal process, from warm intros and relationship intelligence to execution

governance and back-office fund administration.

In this post, we'll unpack what diligence task sequencing means, why it matters, and how leading platforms like
Affinity, Dynamo, and Intapp DealCloud approach these challenges. Along the way, we'll also call out the pitfalls
of manual CRM upkeep and overly vague “Al” promises that some vendors throw around without clear inputs and

outputs.

What Is Diligence Task Sequencing?

Diligence task sequencing is the structured organization of due diligence-related activities based on their logical
order, interdependencies, and timing constraints. Think of it as a project plan embedded within your deal workflow
—where certain key diligence steps must finish before another can begin. This ensures nothing critical is

overlooked and teams move efficiently through the process.

Why Sequence Matters

Imagine you have to:

® Review legal contracts

Obtain CFO financial models

Conduct management interviews

Get IC sign-off

These tasks don't exist in a vacuum. You cannot finalize IC readiness without receiving the audited financials, and
contract reviews might depend on management feedback. Good sequencing tracks these dependencies so teams
know what's blocking progress and what's next in line. It reduces rework and prevents rushed or incomplete

diligence.
Sequence vs. Checklist

A simple checklist of tasks is insufficient because it misses context and flow. A sequencing-enabled system:

® Tracks task dependencies automatically
¢ Highlights bottlenecks based on status updates
® Supports dynamic reprioritization if something changes

® |Integrates with relationship and deal data to inform context

Why Should a CRM Handle Diligence Task Sequencing?



Many firms treat CRMs as just contact databases or lead trackers. But mature private equity operations view CRM

platforms much more holistically—as centralized systems of record that orchestrate workflows across teams,

offices, and external advisors.

1. Relationship Intelligence Meets Deal Execution

Platforms like Affinity specialize in relationship intelligence, automatically capturing and analyzing your network
signals (emails, meetings, warm intros). This rich contextual data can and should inform diligence workflows. For

example:

® Prioritize due diligence tasks linked to your strongest warm introductions.
® Ensure diligence teams are aligned with the internal champions driving the deal.

¢ |dentify relationship gaps or missing stakeholders before key diligence steps.



When your CRM manages the sequencing, you're not relying on isolated spreadsheets or email threads that
require manual upkeep and invite errors. Instead, you create a single source of truth that connects relationship

signals with operational workflows.

2. Sourcing-Led Workflows and Warm Intros
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Diligence doesn't start when you “open” a deal in the system — it begins at sourcing. Platforms like Dynamo
focus on deal lifecycle management where sourcing, pipeline tracking, and early diligence blend seamlessly. In

these models:

® Your warm introductions carry weight within the CRM's task prioritization.
¢ Diligence sequencing jumps in earlier to prepare for IC readiness based on sourcing confidence.

® You have an audit trail that ties sourcing conversations directly to diligence dependencies.
This sourcing-to-diligence continuity ensures your team's effort isn't siloed or duplicated, and the warm
relationship flows through rather than reset with each process phase.
3. Governed Deal Execution with IC Process Control

Investment Committee reviews require rigorous documentation, confidence in data, and awareness of outstanding

diligence activities. Enter Intapp DealCloud, well-known for its governance frameworks and controls baked into
the CRM workflow.

A CRM managing diligence sequencing can enforce:

Automated gating of IC submissions until all critical dependencies complete.

Visibility into task status and blockers for leadership oversight.

* \Version-controlled documentation attached precisely to the appropriate diligence steps.

Collaboration logs that track who reviewed or modified components pre-IC.

Without sequencing in the CRM, IC readiness is often a manual chase — asking “who's doing the data entry?”

becomes a recurring frustration rather than a settled question.

4. Fund Administration and Back-Office Depth

Diligence isn't just a front-office affair. Integrating sequencing with fund administration improves capital call

accuracy, closing logistics, and post-close reporting. When backed by a CRM like Intapp DealCloud, you gain:

* Linkages between deal diligence status and funding triggers in back-office systems.
* Consistent, auditable trails that help compliance teams verify inputs.

* Reduced reconciliation needs because data flows cleanly from diligence tasks into fund management

workflows.

How Affinity, Dynamo, and Intapp DealCloud Approach Diligence
Sequencing

While these platforms share overlapping use cases, their unique strengths illustrate how sequencing fits into

broader fund technology stacks.



Platform Core Strength Diligence Sequencing Emphasis Ideal Use Case Affinity Relationship intelligence and
network automation Integrates relationship signals for prioritizing sequencing; enhances warm intro workflows
Firms emphasizing sourcing-led diligence with strong network effects Dynamo Deal lifecycle management with
flexible pipelines Sequences diligence tasks from early pipeline stage through IC preparation Mid-market funds
needing end-to-end deal workflow orchestration Intapp DealCloud Governance, compliance, and back-office
integration Built-in dependency tracking with gated IC workflows and fund admin depth Larger funds requiring

rigorous IC controls and fund administration synchronization

The Data Entry Question: Who Maintains Sequencing Accuracy?

Before jumping to praise any CRM's sequencing prowess, ask yourself: Who is doing the data entry? Sequencing
only works if task statuses and dependencies are up-to-date and entered consistently. Without disciplined data
governance:

® Sequencing becomes inaccurate.

® Trust in IC readiness flags erodes.

® The system becomes another source of confusion, not clarity.

Top-performing firms allocate clear responsibility for task updates and audit the process regularly. They often
combine this with integrations to automate task status changes where possible—such as linking document

uploads or email confirmations directly into the CRM workflow.

Why You Should Be Wary of “Al” Claims Without Clear Inputs and
Outputs

The market is flooded with CRMs branding so-called “Al-powered” diligence sequencing capabilities. But if the

vendor can't explicitly describe:

* What data feeds the sequencing engine (emails? documents? calendar events?)
* How task dependencies are inferred and updated automatically

* What outputs (dashboards, alerts, gating actions) are delivered to users

Then it's probably just polished buzzwords hiding a manual or incomplete process. Remember, the value is in
operationalizing the sequencing — automating dependency tracking and gating deal stages — not just scanning
data and generating reports. If the deal team must manually enter every update anyway, the sequencing promises

are hollow.

Summary: Making Diligence Sequencing Work for Your Firm

1. Understand sequencing: It's more than a checklist—it's about dependencies, flow, and governance.

2. Choose a CRM aligned with your workflow: Relationship-driven firms may lean Affinity; deal execution-

heavy mid-markets may favor Dynamo; compliance-driven large funds benefit from Intapp DealCloud.
3. Assign accountable data entry owners: Sequencing breaks down without disciplined inputs.
4. Beware of fuzzy Al claims: Demand clarity on data sources, automation, and results.

5. Integrate sourcing, diligence, IC, and back-office processes: A CRM handling the full lifecycle is more

powerful and reduces friction.



Diligence task sequencing isn't just a nice-to-have; it's a critical lever for improving deal quality, speeding pipeline
velocity, and ensuring IC confidence. When embedded in a CRM designed for private equity operations—not just

sales pipelines—you unlock a governance and operational framework that scales across funds, offices, and back-

office partners.

So next time you evaluate CRM platforms, don't just ask “can it track tasks?” Ask how it handles the sequencing—

and most importantly, who's responsible for keeping that data honest.



