THE BUY-SIDE CRM GUIDE

Why an Industry-Specific CRM Matters

How purpose-built CRM software for institutional asset managers, private equity
firms, hedge funds, family offices, fund distribution teams, and wealth managers
drives AUM growth, investor relations excellence, and compliance confidence.
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The Unique Demands of Buy-Side CRM

The financial services industry is unlike any other sector when it comes to relationship management.
For buy-side investment firms, generic CRM platforms simply fall short. Here’s why:

Sales cycles span years, not days or weeks

Investor relationships involve consultants, gatekeepers, third-party

[ 2
® Compliance requirements are non-negotiable
[ 2
marketers, and multi-generational family structures
4

Data integrity is critical - a single error can mean lost AUM, damaged trust, or regulatory risk

Satuit Technologies has served investors
and asset managers for over 30 years,
longer than most CRM vendors have
existed. That depth of experience is
embedded in every feature of SatuitCRM.

This quide is designed for decision-makers,
operations leads, and investor relations
professionals across the buy-side spectrum.
In the chapters ahead, we cover:

® Who SatuitCRM is built to serve
® Thedistinct challenges each firm type faces

® How purpose-built, Al-enabled CRM
software transforms investor relations,
fundraising, compliance, and client service

Whether you are evaluating your first CRM,
replacing a legacy system, or seeking a
competitive advantage in Al-powered relationship
management, this guide will help you understand
why firms across the buy side choose SatuitCRM.
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Institutional Asset Managers,
Managing Complex
Relationships at Scale

Institutional asset managers operate in one of the most relationship-intensive environments in
finance. Every mandate involves multiple stakeholders, investment consultants, plan sponsors,
pension fund administrators, endowment managers, and sovereign wealth fund representatives, each
with their own history, preferences, reporting requirements, and compliance obligations.

At this scale, the right CRM is not just a contact database. It is the operating
backbone of your sales, operations, and investor relations teams.

Core Challenges Why Al-Powered CRM
Matters Here

® Managing hundreds or thousands of relationships across

consultants, plans, and allocators simultaneously
Al-enabled CRM gives institutional asset

4 Track-in.g.sales pipelines that span 12 to 36 months managers a meaningful edge:
from initial outreach to funded mandate

® Maintaining audit trails and compliance ®  Surface relationship gaps before
documentation for regulatory review they become outflows

® Breaking down data silos between sales, ® Identify which consultants are
marketing, and investor relations teams most likely to allocate

® Integrating data from third-party sources like ® Flag dormant accounts with renewed potential
Dakota Marketplace, FinSearches, Pitchbook, ® Automate routine follow-up tasks that consume

and portfolio accounting systems hours of senior relationship manager time

SatuitCRM is engineered with these capabilities

How SatuitCRM HelpS in mind, helping institutional managers move
faster, prioritize smarter, and convert relationships
SatuitCRM gives institutional asset management teams a into mandates with greater consistency.

single platform to track every stage of the sales pipeline, from
initial interest to funded mandate, including sales activities,
marketing campaigns, and mass mail initiatives. Management
reporting and dashboards are deployable immediately without
technical consultants, so insights are available from day one.

The centralized information repository preserves institutional
knowledge even as team members change. Every interaction,
document, and piece of correspondence is linked to the

right relationship record, enabling deep client, consultant,
and prospect analysis at any time. SatuitSDX supports
seamless importing from industry-standard portfolio
accounting software and third-party vendors, eliminating

the manual data entry that creates errors and bottlenecks.
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Private Equity
Firms - Deal Flow,
Fundraising &
Investor Relations
in One Platform

Private equity firms face a dual CRM challenge. The
deal lifecycle, from sourcing through due diligence,
closing, portfolio monitoring, and exit, is long,
complex, and document-heavy. At the same time, LP
fundraising demands careful relationship stewardship,
customized reporting, and rigorous compliance.

Managing these two high-stakes workflows on

separate systems creates dangerous information
silos and competitive disadvantages.

9

satuit.com

Core Challenges

® Tracking deal flow by stage, status,
market segment, and deal size
across a complex pipeline

[ 2 Centralizing deal financials - EBITDA,
estimated revenues, investment size,
projections, and terms, in one place

® Managing LP relationships through
long fundraising cycles with capital
calls and compliance reporting

’ Sharing sensitive documents securely
across LPs, co-investors, and advisors

’ Keeping legal workflows, investor reporting,
and compliance obligations synchronized

How SatuitCRM Helps

SatuitCRM’s award-winning private equity
platform supports every stage of the deal flow
lifecycle from initial contact to close, with
flexible reporting by virtually any attribute,
stage, status, market segmentation, size, and
source. All deal financials are centralized in

a single location, giving deal teams a clean,
consistent view of every opportunity.

For LP relations, SatuitCRM allows PE

firms to track investor interests, manage

complex onboarding, automate capital call
communications, and generate compliance-ready
reporting, all without leaving the platform. Third-
party list importing enables proactive LP outreach
and reactivation of prospective investors.

Sensitive documents are shared securely
through SatuitCRM'’s investor portal with
watermarking, and all Outlook and Gmail
correspondence is automatically linked to the
correct deal or relationship record. Teams can
manage contracts, legal workflows, capital
calls, and distributions via desktop or mobile.
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Hedge Funds - Streamlining Capital
Raising & Investor Relations

Hedge fund managers operate under intense competitive pressure. Capital is concentrated, allocator
relationships are fiercely guarded, and the margin for operational inefficiency is zero. Whether you're
an emerging manager building your first $100M fund or an established multi-strategy firm, the CRM
demands are the same: efficiency, customization, and airtight relationship management.

Generic CRM platforms force hedge fund teams to build workarounds. SatuitCRM is configured
for hedge fund workflows from day one, requiring little to no setup time.

Core Challenges

4 Managing a customizable fund-raising pipeline with
onboarding processes specific to each fund structure

® Tracking subscriptions, redemptions, share
classes, and tranche information across
open-ended and closed-ended funds

® Organizing group conference calls, analyst
briefings, and investor events at scale

® Analyzing complex investor relationships
including advisor networks and gatekeepers

aring sensitive documents, s, fact sheets,
® Sharing sensitive d ts, DDQs, fact sheet
performance reports, securely and with watermarking

How SatuitCRM Helps

SatuitCRM allows hedge fund managers to customize

the investor pipeline and onboarding workflow to their
fund’s unique structure, whether long/short equity, macro,
credit, or multi-strategy. All critical investor-facing data,
subscriptions, redemptions, tranche details, investment
dates, and share classes, is tracked in one place, giving

IR teams a complete and current picture at all times.

Group conference calls, analyst briefings, and investor
events are managed directly within the platform. Users
can invite contacts from multiple companies, send
confirmations, and log follow-up activities automatically.
Personalized email templates support individual or bulk
outreach with dynamic fields, custom signatures, and
watermarked attachments. Automated workflow triggers
create tasks and notifications to reduce manual work
and keep processes consistent, a critical capability for
lean hedge fund operations teams. All communication is
archived through seamless Outlook and Gmail integration.
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Fund Distribution Teams -
Connecting Sales, Marketing
& Channel Management

Fund distribution is a high-velocity, relationship-driven business. Field representatives manage hundreds of
advisor and broker-dealer relationships across vast territories. Inside sales teams drive lead nurturing, event
coordination, and marketing follow-through. Real-time data on fund flows, which funds are gaining assets,
which are losing ground, where new opportunities are emerging, is essential to staying competitive.

Most CRM platforms are built for linear B2B sales. Fund distribution requires something fundamentally different.

Core Challenges

4

Aligning inside sales and field sales
around shared pipeline data and
marketing-qualified leads

Tracking fund flows at the advisor,
team, branch, and network levels to
identify risk and opportunity

Managing platform approval processes to ensure
products are available in the right channels

Monitoring fund exchanges
and identifying which firms and
representatives are moving assets

Connecting marketing campaign
spend to tangible AUM outcomes

How SatuitCRM Helps

SatuitCRM gives fund distribution teams the ability to
identify funds gaining or losing assets in near real time, spot
new market entrants, and analyze emerging fund trends
before competitors do. Advisor productivity tracking and
territory management tools ensure that no relationship

falls through the cracks, and data can be imported and
aggregated at the advisor, team, branch, and network level.

The integration with e-marketing platforms and an
embedded advisor portal help identify neglected parts

of the platform approval process and ensure no channel
opportunities are missed. Critically, SatuitCRM links
marketing campaigns directly to sales results, closing

the loop between spend and AUM growth, and giving
distribution leadership clear visibility into which campaigns
are actually driving leads to field representatives.

sales@satuit.com

satuit.com 781-871-7788


https://satuit.com
mailto:info%40satuit.com?subject=I%20just%20read%20your%20onepager%20and%20I%27m%20interested%21

Family Offices -
Security, Privacy &
Multi-Generational
Relationship

Management

Family offices represent the most relationship-
intensive environment in wealth management.
A single family office may manage the financial
affairs of multiple generations across dozens
of entities, trusts, foundations, operating
companies, real estate partnerships, and
personal accounts. Multi-family offices face all
of this complexity multiplied across numerous
client families, each with unique structures,
preferences, and confidentiality requirements.

Core Challenges

’ Protecting sensitive contact information,
banking details, and portfolio data
with advanced security protocols

Delivering multi-tiered reporting for
different family members across
generations and trust structures

Centralizing legal contracts, presentations,
letters, financials, and due diligence
documents in one place

Coordinating securely with third-
party representatives, accountants,
attorneys, and trustees

Integrating with portfolio accounting tools,
custodians, and fund administrators

Managing user permissions and access
controls tailored to each team member’s role

9
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How SatuitCRM Helps

SatuitCRM’s family office platform is built around the
principle that security and usability must coexist. Flexible
security rules can be set for each team member, controlling
access and editing rights at the field level, protecting
sensitive contact information, banking details, and portfolio
data without creating friction for authorized users.

Families can access documents 24/7 through a secure,
branded investor portal, and multi-tiered reporting gives
visibility to select family members. a practical solution for
multi-generational families and complex trust structures.
All documents are centralized in one repository and can be
shared securely with family members and their advisors.
Customizable modules handle manager selection, investment
monitoring, subscriptions, redemptions, and meeting records.

The platform integrates with Outlook, Gmail, portfolio
accounting tools, custodians, and fund administrators
for seamless day-to-day operations. And Satuit’s client
success team, staffed by professionals with genuine

asset management backgrounds, provides exceptional
support through licensing, configuration, and training.
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Wealth Managers - Elevating
Client Service Across
Complex Households

Wealth management is a trust business. Clients are making consequential financial decisions and
placing enormous confidence in the professionals who guide them. Wealth managers who win and
retain clients are those who demonstrate deep knowledge of each client’s complete financial picture,
deliver proactive communication, and provide seamless service across every touchpoint.

SatuitCRM’s wealth management platform is designed by investment professionals who understand
this dynamic, built to eliminate the data silos that obscure key relationships and influencers.

Core Challenges

® Managing complex investor relations across individuals, The client onboarding module manages forms, KYC

households, families, and trusts in one view documentation, and compliance workflows, reducing
. . . administrative overhead and allowing wealth

’ Tracklng'ema|ls, meeting notes, f-‘md phone calls managers to focus on relationship dgvelopment. A
across clients and households without gaps self-service portal provides clients with round-the-

® Managing client onboarding, KYC forms, document clock access to statements, reports, and portfolio
collection, and compliance workflows efficiently ‘s;‘:]it;?:‘;’ ‘évrt‘(::]e a;&?c?;ﬂtgg l;fa?‘?tfnst:g:t(i:gnthe

’ Identlfylng inﬂuencers, attomeys, aCCOUHtantS, monitoringcaptgres emails’ meeting notesy and
family members, who affect financial phone calls across individual clients and households,
decisions but aren’t direct clients ensuring no important touchpoint is missed.

® Delivering regular reporting and portfolio updates

. : ; . The platform integrates with Outlook and Gmail for
without consuming excessive staff time

seamless email capture and marketing campaign
tracking, and comprehensive tools for opportunity
tracking, event management, and document

How SatuitCRM HelpS management round out the full-service picture.

SatuitCRM’s entity-based architecture combines all related
parties, individuals, households, trusts, and businesses,
into a single view, eliminating the fragmented picture

that results from contact-centric CRM platforms. This
means relationship managers can see not just the

client, but the full web of advisors, family members,

and influencers who shape their financial decisions.
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Why SatuitCRM Outperforms
Generic Al CRM Platforms

The CRM market is crowded with platforms that claim to serve financial services firms.
Salesforce, HubSpot, Microsoft Dynamics, these are powerful general-purpose tools. But general-
purpose means exactly that: built to serve every industry, optimized for none.

When buy-side firms try to adapt generic CRM platforms to their needs, they face the same recurring problems:

Endless customization projects and expensive consultants

Systems that still don’t capture the nuances of institutional investor relationships,
wealth management, alternative investments, or PE deal flow

Al features trained on generic sales data, not buy-side workflows
No native integration with portfolio accounting, third-party data vendors, or industry-standard platforms

Vendor support teams with no financial services experience

SatuitCRM addresses all of these gaps directly. The platform comes
pre-configured for institutional asset management, private equity,
hedge funds, family offices, fund distribution, and wealth management,
with built-in workflows, reporting, and compliance tools that generic
platforms require months of customization to approximate.

The Integration Advantage

SatuitCRM integrates with the leading technology platforms across the
buy-side stack, including Microsoft 365, Outlook, and Gmail; marketing
automation tools like ProFundCom, Mailchimp DotDigital, Act-On,

and Constant Contact; data and analytics platforms including S&P
Global, Pitchbook, FinSearches, and Dakota Marketplace; portfolio
management systems from SS&C, Addepar, Orion, and Broadridge;
and workflow automation tools like Zapier and Pipedream.

This ecosystem approach means SatuitCRM doesn’t replace your
existing technology stack, it serves as the relationship intelligence
layer that connects your tools, your data, and your people.

Over 30 Years of Buy-Side Focus

Perhaps the most important differentiator is the one that can’t be
replicated by a new entrant: over three decades of exclusive focus

on buy-side investors and asset managers. That history means

Satuit understands the workflows, the compliance environment, the
relationship dynamics, and the language of professional investment
management in a way that no general-purpose CRM vendor can match.
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The Role of Al \éVhftsfc\il E&e;ina
in Buy-Side CRM “ e

Artificial intelligence is not a future aspiration
for CRM software, it is a present competitive
advantage. Buy-side firms that leverage Al-
powered CRM tools today are outpacing

Analyzes interaction patterns and relationship
depth to identify investors ready to re-engage,

Competrtors in speed to engagement, qua“ty of C0nSU|tantS WhO need attention, and re|atlonshlp

investor interactions, and operational efficiency. risk building before it becomes an outflow

Al in CRM is not about replacing relationship o
managers. It is about amplifying them,

ensuring that senior professionals spend o } >

more time on high-value interactions and O

less time on manual data management, Programmatically creates tasks, follow-up reminders, and

reporting, and administrative follow-up.

Scores prospects and opportunities to help
sales teams focus limited resources where
they’ll have the greatest AUM impact

/
Lk
B3
Ensures all correspondence is captured, linked

to the correct relationship record, and surfaced
for follow-up at the right moment

l]ﬂu....

Surfaces insights from complex data sets
automatically, enabling IR teams to deliver
personalized, compelling communications to
allocators without hours of manual preparation

For buy-side firms competing for allocator
attention in an era of information overload,
Al-powered CRM is the difference between
reactive relationship management and
proactive investor engagement.

@ satuit.com | 781-871-7788 | sales@satuit.com

compliance notifications, ensuring that critical steps in the
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Conclusion: The Right CRM
for the Right Firm

The buy side is not a monolith. Institutional asset managers,
private equity firms, hedge funds, family offices, fund distribution
teams, and wealth managers each face unique relationship
management challenges, and they deserve a CRM platform built
to address those challenges specifically, not generically.

SatuitCRM has earned the trust of buy-side firms for over three decades by
doing exactly that. Not by adapting a generic platform with workarounds
and expensive customization, but by building a purpose-fit solution

that understands the language, workflows, compliance demands, and
relationship dynamics of professional investment management.

What Sets SatuitCRM Apart

Over 30 years of exclusive focus on buy-side investors and asset managers

Pre-configured workflows for institutional sales, investor
relations, deal flow, fundraising, and compliance

Entity-based CRM architecture designed for the complex,
multi-stakeholder relationships of the buy side

SatuitSDX for seamless integration with portfolio accounting,
third-party data, and industry-standard platforms

Secure Investor Portal for 24/7 client document
access and reporting delivery

A client success team with real asset management
backgrounds — not generic software support

9 @ 9O 9 9 99

An Al-enabled platform that amplifies relationship
managers rather than replacing them

If your firm is evaluating buy-side CRM solutions and wants to see
how SatuitCRM maps to your specific workflows and firm type, the
next step is a personalized demonstration with the Satuit team.

Book a demo at satuit.com

@ satuit.com | 781-871-7788

sales@satuit.com
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About Satuit
Technologies

Satuit Technologies provides purpose-built CRM software for the investment
management industry, serving asset managers, hedge funds, private equity firms,

wealth managers, and other buy-side institutions. Satuit’s platform is designed
to support the complete investor lifecycle, from prospect identification and
outreach through onboarding, ongoing relationship management, and reporting.

Satuit’s Professional Services team works with clients to configure,
customize, and integrate the platform to meet the specific operational needs
of each firm. Engagements range from targeted configuration projects

to comprehensive system reviews and multi-system integrations.

satuit.com | 781-871-7788 | sales@satuit.com


https://satuit.com
mailto:info%40satuit.com?subject=I%20just%20read%20your%20onepager%20and%20I%27m%20interested%21

	The Unique Demands of Buy-Side CRM
	Institutional Asset Managers, Managing Complex Relationships at Scale
	Private Equity Firms - Deal Flow, Fundraising & Investor Relations in One Platform
	Hedge Funds - Streamlining Capital Raising & Investor Relations
	Fund Distribution Teams - Connecting Sales, Marketing & Channel Management
	Family Offices - Security, Privacy & Multi-Generational Relationship Management
	Wealth Managers - Elevating Client Service Across Complex Households
	Why SatuitCRM Outperforms Generic AI CRM Platforms
	The Role of AI in Buy-Side CRM
	Conclusion: The Right CRM for the Right Firm
	Book a Demo
	About Satuit Technologies

	Satuit Book a Demo: 


