
Private equity firms looking to supercharge their deal sourcing, investor relations (IR), and execution workflows
often come across Altvia as a leading CRM solution. But is Altvia truly built on Salesforce? And if so, what does this
mean for teams wrestling with the challenges of sourcing velocity, relationship intelligence, strict audit trails, and
limited integration options?

In this post, I’ll dig into the nuts and bolts behind Altvia Salesforce, dissect how it compares to other Salesforce
CRM for IR options, and highlight key workflow impacts, particularly around email and calendar capture, LP
portals, execution governance, and permissions. Fasten your seatbelt — I’m counting clicks and fields.

Altvia and Salesforce: Decoding the Relationship
First, the basics: Altvia is indeed built on Salesforce. More precisely, it’s a set of applications and configurations
layered atop the Salesforce platform, bespoke for private equity and venture capital workflows. This means that
under the hood, you get the scalability, security, and extensibility of Salesforce, but with specialized data models
and integrations tailored for the PE lifecycle.

This has two immediate consequences:

Seamless platform benefits: You inherit Salesforce’s robust permissions, audit trails, and reporting
capabilities.

Layered complexity: Altvia adds domain-specific objects, processes, and UI elements — which can also
mean more clicks, potential customization headaches, and dependence on the vendor for certain integrations.

What does this mean for integration?

Because Altvia is built on Salesforce, it inherits standard Salesforce APIs and integration mechanisms. However, you
will frequently encounter restrictive integrations where Altvia prefers you to use their version of email and
calendar capture tools or their proprietary LP portal instead of third-party alternatives. This can be a double-edged
sword: tighter control but less flexibility.

Sourcing Velocity and Relationship Context
One client recently told me learned this lesson the hard way.. Speed is king in deal sourcing. Altvia’s Salesforce
base allows:

Rich relationship data: Native Salesforce contacts, accounts, and custom relationship objects build a detailed
map of relationship context.

Email and calendar capture: Altvia’s integrated tools (like Altvia AIM or integrations with Salesforce Inbox)
automatically ingest communications and calendars to reduce manual data entry.

the the reality check: While automated capture tools are touted as time savers, they often require strict mailbox
configuration and ongoing tuning to avoid noise or missing critical signals. There’s also the question: Who is the
system for — deal team, dailyiowan.com IR, or back office? In many firms, deal teams still resist heavy data entry,
so the smoother and less intrusive the capture, the better the adoption.
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By leveraging Salesforce’s underlying data model, Altvia enables:

Cross-referencing historical relationship notes and previous interactions.

Mapping warm introductions and referral paths via relationship graphs.

Rapid lead qualification by surfacing relationship strength indicators embedded into the UI.

Relationship Intelligence and Warm Introductions
Altvia's Salesforce foundation means relationship intelligence gets closer to the deal team’s workflow rather than
existing in isolated silos.

Visualizing Networks: Custom relationship objects enable a web of connections — LPs, GPs, syndicate
partners — all mapped and searchable.

Warm Introductions: When a colleague or LP makes an intro, the system logs it with context automatically,
cutting down on emails and notes scattered across inboxes.

Collaboration: Leveraging Salesforce Chatter or built-in commenting, team members share intel and raise
alerts about relationships in real time.

Pro tip: Count your clicks on "add relationship note" versus "send email" to gauge if the system is adding value or
just more work.



Execution Governance and IC Workflows
Investment Committee (IC) governance is often where CRMs break down. Altvia addresses this with native
Salesforce workflow automation:

Configurable, step-based IC approval processes embedded in deal records.

Automated reminders, status updates, and task assignments to keep diligence moving.

Integration with document management for keeping versioned term sheets and diligence documents
attached.

What does this mean for execution governance?

The Salesforce backbone means:

1. Auditability: Every status change and user action is stamped with who, what, and when — crucial when
you’re in a regulated environment.

2. Visibility: Dashboards and pipeline reports that pull live data reduce Excel dependencies.

3. Flexibility: Firms can tailor IC processes without building from scratch, but beware—the more customization,
the steeper the admin overhead.

Permissions, Audit Trails, and Visibility
Altvia’s Salesforce base gives it a leg up on robust security and compliance:

Feature How Salesforce + Altvia Handle It Implications Permissions Granular role-based access controls down to
field level Ensures sensitive LP info and deal data are locked down; minimizes insider risk Audit Trails Field history
tracking and system logs embedded Key for compliance audits and identifying workflow bottlenecks Visibility
Customizable dashboards and reports with real-time data Enables leadership to diagnose pipeline health and
operational risks

While this is table stakes for Salesforce-based solutions, Altvia Salesforce configurations optimize the experience
for PE-specific nuances — like LP reporting and fund lifecycle management.

The Restrictive Integration Debate
Altvia’s “all-in-one” lean can feel like a straitjacket. Many private equity firms want to plug best-of-breed tools into
their CRM stack:

Third-party email capture beyond Altvia’s native connectors.

Alternative LP portals or investor communications platforms.

Specialized deal analytics or document automation apps.

Because Altvia is built on Salesforce, in theory, you get open API access. In practice, restrictive integrations or
vendor policies can limit what external tools get priority support or smooth syncing.

This raises questions on an important prestep: Who is the system really for? If it’s more back office and IR-heavy,
tight integration may keep operations smooth. If deal teams need flexibility and less forced data entry, restrictive
integrations add friction.

Summary: What Altvia on Salesforce Changes and What It Doesn’t



Aspect Altvia on Salesforce Changes Still Challenging Email & Calendar Capture Native tools synced to core CRM
reduce manual entry if configured right Requires strict mailbox rules; user discipline needed Relationship Context
Detailed relationship maps and warm intro tracking in one place Team adoption can lag without intuitive capture
or UX Execution Governance Configurable IC workflows with audit trails baked in Customization complexity can
slow rollout, especially if workflows vary a lot Permissions & Visibility Strong Salesforce security model with tailored
dashboards Setting up roles and reports to match firm nuance takes expert admin Integrations Salesforce APIs
enable extensibility Vendor restrictiveness limits third-party tool freedom

Final Thoughts: Counting Clicks and Choosing Wisely
Here's what kills me: if you’re evaluating altvia as your salesforce crm for ir and deal management, ask yourself:

Who is the system for? Deal team busybodies or back office smooth operators?

Are you willing to trade integration flexibility for tightly controlled workflows?

Can your team handle the inevitable clicks involved in capturing relationship intel and approvals?

Altvia built on Salesforce brings solid governance, security, and deal lifecycle coverage — but beware the call of
“all-in-one” promises if your team values agility over rigid structure.

My blunt take: Count your clicks, watch your fields, and never underestimate the value of tight email and calendar
capture. Those little automations often make the difference between tool ignored and deal done.


