
In today’s complex private equity ecosystem, handling quarterly LP updates and capital calls effectively is a critical
operational pillar. General Partners (GPs) need a streamlined tech stack that not only eases communication with
Limited Partners (LPs) but ensures precise fund administration while maintaining governance over deal execution.
Altvia, a specialized CRM and investor relations platform tailored for private equity, often emerges in conversations
alongside other notable players like Affinity, Dynamo, and Intapp DealCloud. But how well does Altvia really handle
the demands around capital call scheduling, secure LP portals, and investor engagement tracking? This post dives
deep into that question, juxtaposing Altvia’s capabilities with the evolving expectations your fund likely faces.

Understanding the Core Needs: Quarterly LP Updates and Capital Calls
Four distinct but interconnected operational themes usually dominate the quarterly LP update and capital call
workflow:

Relationship Intelligence vs. Manual CRM Upkeep: Maintaining up-to-date LP records and tracking their
engagement without drowning in manual data entry.

Sourcing-Led Workflows and Warm Introductions: Ensuring new potential LPs or co-investors are
smoothly onboarded through trusted networks with documented outreach.

Governed Deal Execution and Investment Committee (IC) Process Control: Keeping fund deal processes
auditable, transparent, and efficient under firm governance.

Fund Administration and Back-Office Depth: Facilitating accurate capital call schedules, distribution notices,
and compliance-critical reporting through robust administrative tools.

How does Altvia tackle these? And how does it compare with platforms like Affinity, Dynamo, and Intapp
DealCloud? Let’s unpack.

Altvia Overview: Built for PE, Focused on LP & Investor Relations
Altvia is built on top of Salesforce, leveraging the CRM backbone with private equity customization. Its modules
provide a cohesive environment to manage investor data, track LP communications, and coordinate capital calls
and distributions. Their secure LP portal feature is designed specifically for safe document sharing and investor
reporting.

Relationship Intelligence vs. Manual CRM Upkeep

One of the fundamental challenges in private equity CRM management is the tension between capturing
relationship intelligence naturally and Outlook email capture the frustrating, often error-prone manual updates.
Altvia addresses this with a user-friendly interface and automation capabilities that reduce manual data entry.
However, from operations experience, the key question remains: Who is actually doing the data entry and how
timely and accurate is it? Without disciplined input governance, even the slickest platform falters.

Altvia Strength: With Salesforce as a base, teams can enforce data quality rules and leverage workflow
automation for reminders on updates such as capital call participation confirmations or LP engagement status.

Consideration: Unlike Affinity’s relationship intelligence engine — which actively mines emails and calendars
to auto-capture engagement signals — Altvia requires deliberate CRM upkeep. This is not a knock but a
distinction that matters for busy teams who want hands-off data capture.

Sourcing-Led Workflows and Warm Introductions
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Efficient fundraising and LP engagement hinge on sourcing pipelines and warm introductions, tracking outreach
origins with clarity. Dynamo and Affinity both excel here with tools explicitly built for deal and relationship sourcing
respectively.

Altvia supports these needs, but it’s less of an out-of-the-box sourcing CRM and more an investor relations and
fund servicing platform. Teams needing intricate sourcing workflows might find it needs augmentation or
customization to manage prospect LP pipelines and capture the nuance of who introduced whom.

Governed Deal Execution and IC Process Control

Robust governance over deal execution and IC decision processes is essential for mid-to-large funds. Here, Intapp
DealCloud leads with deep, native deal execution controls, pipeline oversight, and configurable IC workflows.

Altvia’s core strength is not deal execution governance — it’s optimized for LP management — but its Salesforce
base means that with significant customization, governed deal workflows can be built. However, this typically
requires system admin overhead and skilled Salesforce configuration, not a turnkey solution.

Fund Administration and Back-Office Depth

When it comes to capital call scheduling and the administration heavy lifting of fund accounting operations, Altvia
has made meaningful strides. One of their highlights is the secure LP portal, enabling:

Confidential dissemination of capital call notices and distribution documents

Secure messaging and document sharing

Real-time investor engagement tracking to signal receipt and review of communications

This aligns Altvia with the growing expectations for transparency and responsiveness in LP relations.

Nevertheless, other platforms like Dynamo have deeper native integrations with fund administration tools,
supporting capital call scheduling automation with fewer manual handoffs. Meanwhile, Intapp DealCloud’s broader
operational suite often covers compliance, risk, and pipeline reporting which can be beneficial for firms prioritizing
full lifecycle governance.

Comparative Table: Altvia vs. Affinity, Dynamo, and Intapp DealCloud



Feature / Capability Altvia Affinity Dynamo Intapp DealCloud Relationship Intelligence (auto data capture) Manual
updates + Salesforce workflows Advanced, AI-driven email & calendar mining Limited (focus on deal & fundraising
pipeline) Basic CRM, mostly focused on deal execution Capital Call Scheduling Standard, with secure LP portal Not
primary focus Advanced, with fund admin integration options Strong, integrated with governance & compliance
Secure LP Portal Yes, built-in No Yes (third-party integrations) Yes, with compliance controls Investor Engagement
Tracking Via direct communication logs and portal activity Automatic via AI relationship signals Mostly
manual/tracked by deal teams Integrated reporting & tracking Governed Deal Execution & IC Process Control
Possible via customization Minimal Limited Robust, configurable workflows Sourcing & Warm Intros Support Basic,
CRM-driven Strong, relationship mapping Focused, fundraising and LP prospect pipeline Limited, focus on deal
execution

Who Should Consider Altvia for Quarterly LP Updates & Capital Calls?
Altvia is a compelling choice for mid-market private equity firms that want a CRM platform tightly integrated with
investor relations and fund administration capabilities, particularly those already invested in the Salesforce
ecosystem. If your fund’s priority is:

Maintaining clean, controlled LP data and communications

Leveraging a secure portal for capital call notices and quarterly update delivery

Tracking investor engagement with documentation stored centrally

Enforcing CRM workflow discipline without expecting fully automated relationship intelligence

Then Altvia can deliver significant operational value.

However, teams wanting a more “hands-off” relationship intelligence experience, with AI-driven contact capture
like Affinity, or those needing out-of-the-box deal execution governance and IC workflow controls like Intapp
DealCloud, may require complementary tools or different platforms.

Final Thoughts: No One-Size-Fits-All
Private equity operational ecosystems are inherently complex. Vendors like Altvia excel in some dimensions—in
this case, investor engagement tracking and secure LP portals aligned to quarterly reporting and capital call



demands. Yet, these strengths come with trade-offs: manual CRM upkeep requires clear ownership, and sourcing-
led relationship workflows often need external augmentation.

Be wary of marketing promises around “AI” or “automated” without understanding the underlying inputs, outputs,
and the business roles responsible for maintaining data integrity. Similarly, avoid articles or vendors claiming one
platform fits every fund equally.

Ultimately, selecting Altvia or another vendor like Affinity, Dynamo, or Intapp DealCloud depends on your firm’s
unique workflows, data entry discipline, and priority dimensions across relationship management, deal governance,
and fund administration.
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