Affinity CRM Product Teardown — One Page Summary

Sumer Pandey | October 2025
For: Platform/Ops Heads at micro-VCs, Product Hiring Managers

The Problem

Affinity captures relationships brilliantly but can't convert them into reproducible investment
memos. Analysts manually copy signals into Google Docs. Memos lack standard fields.
Partners can't compare deals consistently.

Result: Analyst time wasted on duplicated research, weak audit trails, slow partner decisions.
What Affinity Does Well

Strong automated activity capture, relationship intelligence, and integrations (Pathfinder, API
v2, 40+ enrichment sources). The default relationship database for most funds.

The Gap

No canonical memo template. No one-click signal refresh. No partner approval workflow.
Affinity stores raw data but doesn't structure it for diligence decisions.

What to Build

1. Canonical Memo Builder - Template with required fields + quick-fill from enrichment
Impact: Faster time-to-first-memo

2. "Refresh for Memo' Button - One-click API pull to update all fields with latest data
Impact: Eliminates manual re-research

3. Red-Flag Rule Engine - Auto-surface missing cap tables, founder conflicts, negative
signals
Impact: Catch more diligence risks early

Why It Matters

Micro-VCs screen 10-50x more deals than traditional funds. Without structured memos, they
can't scale diligence or build institutional memory. The memo layer converts Affinity from a
relationship database into a decision engine.

Recommendation

Ship the memo builder first. Everything else follows from reproducible memos. This is
Affinity's highest-leverage product bet - or a greenfield opportunity for a partner startup.

Score: 4.0/5 | Full teardown with UX analysis, SWOT, and execution roadmap: below pages.
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Product Teardown - Affinity CRM

Thesis: Affinity is a relationship-intelligence CRM purpose-built for deal-oriented teams
(VCs, PE, BD teams) that automates activity capture, surfaces relationship paths, and offers
growing API/AI capabilities - but it under-indexes on canonical, reproducible diligence
artifacts and lightweight reusable memo workflows that high-volume small/seed screening
teams need.

Snapshot:
e Product: Affinity CRM (Affinity.co)

o Category: Relationship Intelligence CRM for deal-oriented teams (VCs, PE,
investment bankers, BD)

e Teardown author: Sumer Pandey | Oct 2025

o Primary sources & artifacts used: Affinity blog/feature release (API v2, Al
features), Affinity API docs, public integrations list.

o Target reader: Heads of Platform/Ops at micro-VCs/accelerators, Product Hiring
Managers at platforms, and investors evaluating diligence automation.

1. Executive Summary

Affinity is a high-quality relationship-intelligence CRM that automates capture of
email/calendar activity, surfaces inferred connections, and bundles deal pipeline management
for investor and deal teams. Its strengths are comprehensive activity capture, relationship
scoring, rich integrations (extensions + API), and expanding Al features (meeting notes,
industry insights). These capabilities make it the default “source of truth” for relationship
data at many funds. However, Affinity’s product focus is network + pipeline management
rather than structured diligence outputs: it lacks a turnkey canonical diligence memo schema,
re-runnable signal pulls targeted to diligence workflows, and a lightweight memo builder
optimized for high-throughput screening. For micro-VCs and accelerators that need
reproducible, audit-ready memos, Affinity is a powerful source-of-truth for raw signals, but
requires product & workflow layers to become a full diligence platform.

Key Takeaways:

o Strength: Best-in-class relationship capture + relationship intelligence (automated
activity capture, inferred connections).

e Weakness: Not primarily designed as a canonical memo or reproducible diligence
output product - missing a battery of memo tooling, schema enforcement, and “re-
runnable” diligence pulls targeted at screening workflows.

e Opportunity: Build a lightweight “diligence layer” on top of Affinity (connector +
canonical memo template + re-run engine + red-flag bank) to convert Affinity signals
into reproducible memos for high-volume funds.
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2. Market & Positioning:
Target Customer Segments:

e Primary: Investment teams (VCs, PE, corporate venture) and high-volume deal teams
that rely on network + outreach.

e Secondary: Corporate BD teams, accelerators, and investor relations teams using
pipeline management for outreach and reporting.

Primary JTBD:

e “When I’m sourcing deals, I want a single, up-to-date view of my firm’s relationship
footprint so I can find warm introductions and context quickly.”

e Secondary JTBD for Ops: “When I run the fund’s tech stack, I want reliable
automated capture of interactions and an auditable timeline of engagement.”

Positioning Statement:
Affinity = “Relationship intelligence CRM that automates activity capture and surfaces warm
paths to deals; best used as the relationship and pipeline backbone for deal-centric teams.”

Pricing Summary:

Affinity offers tiered subscription packages (Essentials, Scale, Advanced, Enterprise)
positioned by firm scale and feature needs; published pricing shows enterprise-style per-
user/year pricing tiers and “Essential” plan headline pricing.

Competitive Landscape:

e CRM incumbents & workarounds: Salesforce (heavy enterprise), HubSpot
(marketing/BD), Notion + Sheets (lightweight).

e Vertical competitors: Affinity’s direct competitors for investor workflows include
Dynamo-style workflow tools, but Affinity’s relationship scoring and automation are
differentiators.

e Adjacent tools: Carta (cap table), Visible.vc (portfolio reporting), and bespoke
Google/Notion memos.

3. Product Overview & Core Value Proposition
Core Features:

1. Automated Activity Capture: reduces manual data entry and centralizes interaction
history.

2. Relationship Intelligence & Strength Scoring: surfaces best intro paths and inferred
connections beyond the firm network.

3. Deal Pipeline Management: custom pipeline stages, deal cards, and pipeline
dashboards for deal tracking.

4. Integrations & Extensions: access CRM context in inbox and LinkedIn.
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5. API v2 & Connectors: richer API enabling list/field retrieval and more robust
integrations for data warehousing & automation.

6. Al features: auto-summarize meetings, transcripts, and surface competitor/industry
signals.

7. Enrichment: support for external data enrichment to fill firmographics and funding
info.

Primary User Flows:
1. Sourcing flow: Deal ingestion — auto-capture interactions — assign to list/pipeline

2. Outreach & warm intro: Relationship discovery — outreach via integrated Ul
(Pathfinder) — track engagement

3. Ops & Reporting flow: Reporting / weekly digests — pipeline analytics
Critical Product Assumptions Identified:
o Users want automation of relationship capture more than bespoke memo templates.
o Relationship strength heuristics are sufficiently predictive to guide outreach decisions.

o Firms will pay for data and automation to reduce manual upkeep of contacts.

4. UX Walkthrough - Onboarding to key flows

This section presents a UX walkthrough, leveraging proprietary-tool UX elements gathered
from publicly shared screenshots on Affinity community forums, press releases, and developer
documentation, as we do not have direct platform access.

4.1 Home Dashboard

This is the Affinity Home Dashboard providing an overview of the user's total network size
(Organizations and People) and quick access to favorited, shared, and recently viewed deal
and LP tracking lists.
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4.2 List Creation

Sumer Pandey

This displays a Recruiting Pipeline List View showing granular details of candidates,
including their status, assigned owners, LinkedIn URLSs, associated industry tags, and an

auditable timeline of CRM-captured interactions.
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4.3 Relation Intelligence Feature

This illustrates the Relationship Intelligence feature within an Organization List view,
surfacing a sidebar that uses inferred data to show the specific warm connections ("People

You Know") the user has to the listed organization (Affinity).
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4.4 AI Notetaker

Sumer Pandey

This shows the Al Notetaker functionality, detailing an automated meeting summary with key
highlights, next steps, and topics discussed, directly integrating a structured transcript and

action items into the CRM.

4.5 Deal Pipeline Dashboard

This is a Custom Deal Pipeline Dashboard providing real-time pipeline visualization,
including bar charts for deals segmented by owner and status, and a table showing the most
recent deals with current status and industry tags.
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5. Feature Analysis

Sumer Pandey

Core feature | What it does Maturity | Business Gap
(S/M/L) impact
Automated Ingest emails & L High No direct mapping into
Activity calendar events canonical memo fields
Capture
Relationship | Inferred L High Black box scoring;
Intelligence connections & explainability limited
strength scores
Pathfinder Quick capture L High Capture — not transform
browser from LinkedIn & to memo
extension web
Enrichment Firmographics, M High Data available but not
(40+ sources) | funding standardized to memo
units (ARR/MRR)
API v2 List & field M—L High for UX for re-runable pulls
retrieval (recent integrations | absent
upgrade)
Notetaker & Auto meeting M (new) Medium Not auto-populated into
Al snippets notes & snippets memo with required
fields
Pipeline Ops & reporting | L Medium No memo
dashboards & approval/versioning for
digests diligence

6. Tech & Data posture

Architecture summary:

e Client (web app + Pathfinder Chrome + Outlook/Gmail add-ins) — Affinity backend
(processing & enrichment) — integrations (Crunchbase, enrichment partners) — API
v2 for external access.

Key integrations supported:

e Email/Calendar (Gmail/Outlook), LinkedIn via extension, Crunchbase & enrichment
sources, third-party connectors (Zapier/n8n) and API for custom integrations.

Data model observations:

o Affinity stores deal entities, people, organizations, and activity timelines; API v2
enhances list and field retrieval making it easier to extract structured records.
However, product UI does not expose a canonical, enforced diligence schema out of

the box.
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Security & access posture:

e Role-based permissions for API key generation and admin controls are present; this
supports enterprise adoption and controlled connector access.

7. Business Model & GTM

Monetization approach: Tiered subscription with essential — enterprise tiers (priced per
firm / per seat yearly). Enterprise customers pay for advanced features, increased limits, and
SSO/enterprise provisioning.

GTM channels:

e Direct sales to investment teams and BD orgs, product content (blogs & webinars),
developer ecosystem for integrations (API v2), and partnerships with data providers
(Crunchbase, enrichment vendors).

Customer onboarding model: mix of self-serve and high-touch for larger customers; weekly
digests and admin features indicate an ops-friendly product for firms.

8. Competitive Benchmarking
Competitors chosen:

1. HubSpot / Salesforce - incumbent CRMs that teams adapt as a source of truth
(workaround).

2. Visible.vc - portfolio reporting & communication (adjacent in portfolio management).

3. Notion + Sheets + Zapier - ad-hoc stack widely used by small funds for memos and
tracking (workaround).

Key Competitive Insight:

o Affinity: best-in-class relationship capture & inferred connections; moderate memo
tooling.

e HubSpot/Salesforce: strong for custom objects/workflows but heavier to set up for
relationship intelligence.

e Visible.vc: better at portfolio reporting but not a relationship CRM.
e Notion + Sheets: low cost, high flexibility, but manual and non-reproducible.

Summary: Affinity’s defensibility comes from activity capture + relationship intelligence -
difficult to replicate via Notion/Sheets - but competitors are better at extensible schema
definition (Salesforce) or portfolio outputs (Visible). Thus, a “diligence layer” that leverages
Affinity’s strengths and fills its memo/reproducibility gap is strategically attractive.
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9. Metrics & Success Signals

If Affinity (or a partner product built on top of it) is to serve high-volume diligence, the
following signals matter:

Operational metrics (internal):
e Time to first memo (TTFM): median time from deck ingest — first canonical memo.

e Memo completeness: % memos that contain canonical fields (ARR/MRR, cap table
snapshot, founder history).

o Connector refresh latency: time to refresh GitHub/LinkedIn/Crunchbase stats.
e Re-runnable pull success rate: % of pulls that succeed on first try.

Business metrics (customer):
e Analyst hours per screened lead (baseline & after automation). (Target —30%.)
o Partner decision time (time to partner signoff on invest/no invest).

e Retention / expansion: number of seats & enterprise renewals among funds.

10. SWOT & Prioritized Recommendations
Strengths

1. Robust automated activity capture and inferred connections - immediate signal lift for
sourcing.

2. Rich connector/extension ecosystem (Pathfinder + Gmail/Outlook add-ins).

3. Active investment in API and Al (API v2, Notetaker) enabling automation and
integrations.

Weaknesses
1. Lacks an enforced canonical memo schema for high-throughput diligence workflows.
2. Memo builder & approval/versioning are weak for partner decisions and audit.

3. Re-runable signal refresh (memo-centric) is not a first-class UX despite API
improvements.

Opportunities

1. High impact / low effort (S) - Canonical Memo Builder (template + quick-fill): add
memo template with required fields and quick-populate from Affinity enrichment
fields. Impact: very high for micro-VCs; Effort: M.

2. High impact / medium effort (M) - One-click “Re-run Signals for Memo”: UI action
to refresh LinkedIn/GitHub/funding/notes and re-populate memo fields using API v2.
Impact: high, Effort: M.
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3. Medium impact / medium effort (M) - Red-flag bank & rule engine: configurable

rules that surface automatically (e.g., inconsistent cap table, founder history missing).
Impact: medium-high,; Effort: M.

4. Low impact / small effort (S) - Memo approval & versioning: allow a partner signoff
and immutable memo export (PDF + evidence links). Impact: medium; Effort: S.
Threats

Customers building bespoke memo pipelines with automation tools (Zapier/n8n)
could obviate need for product investments if Affinity is slow to ship these features.

11. Execution checklist & appendix

Immediate product bets (090 days)

1.

Ship a canonical memo template (MVP): implement a memo builder with required
fields and a “Quick Fill” that maps Affinity enrichment fields to memo fields.
(Priority: PO)

Add a “Refresh for Memo” button that triggers API v2 pulls of list/field data and re-
populates memo fields. (Priority: PO) - rely on API v2 to keep backend light.

Create PDF export with evidence links (attachments + timestamps) and a simple
partner approval signature field (email signoff auto-log). (Priority: P1)

Prototype a red-flag ruleset with 5 high-value rules (missing cap table, founder exits
not found, negative churn signal) and measure alert lift. (Priority: P1)

Add memo completeness reporting to dashboards (TTFM, completeness %, avg fields
filled). (Priority: P1)

Medium term (3—9 months)

6.

Enable consented re-pulls for optional sensitive connectors (Stripe/GA) via a secure
auth/consent flow. (Priority: P2)

Partner with 2 accelerators / micro-VCs to run pilots and collect TTFM and partner
satisfaction baselines. (Priority: P2)

Expand AI mapping: have Notetaker suggest memo field values (e.g., populate
traction metrics from meeting notes). (Priority: P2)

10
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Scoring rubric

(0-5 scale, weighted aggregate)

Sumer Pandey

Dimension Score (0— | Rationale

5)
Value clarity 5 Clear JTBD for relationship-driven teams and

clear messaging.

UX execution 4 Strong capture UX; memo-specific UX missing.
Data & connectors 4 Rich connectors + API v2; re-run UI gap.
Auditability / 3 Activity audit exists but memo reproducibility
reproducibility missing.
Scalability / performance | 4 API v2 and platform design indicate good scale.
Business model 4 Enterprise pricing & clear GTM.
Strategic defensibility 4 Relationship graph + activity capture are

defensible.

Weighted aggregate: ~4.0 / 5 - strong platform for relationship intelligence, with specific
product bets to move it toward reproducible diligence.

Closing remark

Affinity is a remarkably strong substrate for any diligence workflow because it reliably
captures the raw signals (emails, meetings, inferred relationships). The highest leverage move
- for Affinity or for a partner startup - is to transform those signals into a canonical, audit-
grade memo workflow that supports re-runs, partner signoff, and red-flag automation. Ship
the memo builder + re-run button first; the rest follows

Appendix - Source links

o Affinity CRM product page: “Relationship Intelligence CRM.” affinity.co

e Affinity Pricing / Subscription Tiers. affinity.co+1

o Affinity Integrations page. affinity.co

o Affinity API docs / API v2 / developer docs. api-docs.affinity.co+1

o Pathfinder extension documentation (Gmail/Chrome). affinity.co

e 3rd party reviews: TrustRadius / product review pages. TrustRadius+1

o Affinity feature blog posts & press release on Al Notetaker & industry insights.

affinity.co+1

e Public reviews & 3rd party commentary (optional). Digital Products+1
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