
In private equity and venture capital firms, selecting the right CRM and operational platform is critical not only for
managing relationships but also for ensuring smooth fund administration, efficient deal execution, and compliant
investor communications. Among the many options on the market, Dynamo and Altvia stand out as prominent
players, yet they cater to fundamentally different needs within the fund lifecycle. While Dynamo leans into robust
fund operations and back-office depth, Altvia zeroes in on investor relations and relationship intelligence.

In this post, we’ll unpack the distinctions between Dynamo and Altvia through the lens of fund operations, LP
reporting, capital calls, and sourcing-led workflows. We’ll also compare how they stack up against other tools like
Affinity and Intapp DealCloud, and discuss what makes a CRM system more than just a database of contacts.

Understanding the Private Equity Tech Landscape
There’s no one-size-fits-all solution when it comes to CRM and fund ops software. Each platform tends to
specialize in certain operational verticals, and firms often deploy multiple tools to cover their entire tech stack.

Affinity is renowned for relationship intelligence, leveraging AI to parse emails and meetings to reveal warm
intros and network patterns.

Intapp DealCloud positions itself as an all-in-one deal and fund management tool with strong governance
and customizable workflows, typically favored by larger, more complex firms.

Altvia has carved out a niche around investor relations (IR), focusing on tracking LP interactions, managing
communications, and streamlining fundraising pipelines.

Dynamo excels in fund administration and back-office management, capital calls, LP reporting, and fund
accounting integrations, blending CRM with operational rigor.

Below, we’ll zoom in on Dynamo and Altvia to assess how their core capabilities align with the practical needs of
private fund managers.

Dynamo: Deeply Embedded in Fund Administration and Deal Ops

Fund Administration and Back-Office Depth

Dynamo is uniquely designed to support the complexities of fund accounting and administration while embedding
CRM functionality. This set-up allows firms to unify capital call workflows, LP commitments tracking, and cash
movement monitoring alongside relationship data.

Key fund ops features in Dynamo include:



Capital Calls & Distributions Management: Automate capital call notices with integration to fund
accounting systems, track unapplied capital, and manage waterfall calculations.

LP Reporting & Compliance: Generate customizable reports for LPs, maintain audit trails, and ensure
regulatory compliance within a governed environment.

Governed Deal Execution: Dynamo supports formalizing the Investment Committee (IC) process by
embedding deal memos, approval workflows, and audit logs into a single platform.

Data Integrity & Source of Truth: With operational data and contact records under one roof, Dynamo
reduces errors caused by siloed spreadsheets—assuming diligent data entry by staff.

Sourcing-led Workflows and Warm Intros

While Dynamo includes CRM capabilities for sourcing and relationship management, it tends to be more manual
compared to AI-driven tools like Affinity. Its workflows emphasize capturing the pipeline alongside rigorous
dealstage governance, rather than automating contact discovery or relationship scoring.

Who enters the data is key here. Dynamo’s value multiplies when your deal team consistently updates activity
logs, qualifying criteria, and meeting notes. Without manual upkeep, you risk the system becoming just another
contact list.

Altvia: Investor Relations and Relationship Intelligence Focus

CRM with an IR Lens

Altvia emerged from the investor relations side of the house, making it a favored choice for firms prioritizing LP
engagement and fundraising transparency. It offers:

Investor Communications: Targeted email campaigns, tracking open rates, and follow-ups designed to
nurture LP relationships.

Syndication and Pipeline Management: Spotlight on fundraising stages, commitment tracking, and event
invitations.

LP Portal Integration: Allow LPs secure, on-demand access to fund performance dashboards, documents,
and reports.



Contact Data Enrichment: Connects to external databases to append LP details and maintain updated
information without heavy manual input.

Altvia’s relationship intelligence features aim to shift CRMs from data repositories to actionable insight engines,
but the platform’s sophistication depends heavily on data hygiene and how integrated your source systems are.

Manual CRM Upkeep vs Relationship Intelligence Automation

Altvia shows clear benefits in automating LP interactions and fundraising workflows. However, the relationship
intelligence capabilities still require active controls to avoid “demo-only features” that don’t truly automate data
capture.

This contrasts with pure-play relationship intelligence solutions like Affinity, which try to automatically surface
network connections and warm intros from inbox activity. Such AI-driven insights can supercharge sourcing, but
often lack fund ops rigor.

Comparing Dynamo and Altvia in Key Fund Themes
Feature Area Dynamo Altvia Fund Administration & Capital Calls Robust fund accounting integrations; automates
capital calls and distributions with compliance oversight Limited; focuses more on LP communication than
execution LP Reporting Generates detailed LP reports; supports data governance and audit trails Strong investor
communications and dashboard portals; less focused on compliance reporting Dealflow & Sourcing Workflows
Governed deal pipeline with formal IC process controls; manual data upkeep emphasized Fundraising pipeline and
syndication workflows; relationship insights depend on data input Relationship Intelligence Manual CRM emphasis;
less automation but tighter operational control CRM with focus on LP engagement; some data enrichment but
not AI-driven sourcing intelligence Back-Office & Fund Ops Depth Comprehensive operational depth; designed for
operations teams managing fund lifecycles N/A; primarily an IR and CRM platform

Where Do Affinity and Intapp DealCloud Fit?
Affinity is worth mentioning as a relationship intelligence pioneer. Unlike Dynamo and Altvia, Affinity uses passive
data aggregation—pulling from emails, calendars, Slack—to automatically suggest warm intros and relationship



strengths. It’s more sourcing-centric and less concerned with fund accounting or LP reporting. But beware: many
“auto-sourced” contacts may require manual verification before trusting the data for deal decisions.

Intapp DealCloud targets larger firms needing customizable, governed deal and fund workflows. It blends deep
fund ops controls like Dynamo but allows extensive configuration for complex approval hierarchies, compliance
tracking, and deal structuring. Though more expensive and harder to implement, it’s a contender if your fund has
multi-jurisdictional compliance or heavily regulated mandates.

Choosing Your CRM / Fund Ops Platform: Questions to Ask
Before picking between Dynamo and Altvia—or mixing in Affinity or DealCloud—consider these:

1. What’s driving your priority—is it fundraising and LP communications, or fund administration and
back-office rigor?

2. Who is responsible for data entry and maintenance? Can your deal and ops teams support manual
updates, or do you need automation?

3. Do you require regulated deal execution workflows with IC approval tracking? If yes, Dynamo or
DealCloud shine here.

4. Are warm intros and relationship intelligence a competitive advantage you want to leverage
systematically? Affinity or Altvia’s CRM may be better suited.

5. How mature are your integrations to fund accounting systems? Dynamo offers more native depth in
capital calls and LP reporting.

Final Thoughts
When evaluating CRM and fund ops platforms, beware of overly polished marketing that claims "one tool fits all"
or "AI solves everything automatically." The real strength lies in matching the platform’s design intent to your
firm’s operational priorities and ensuring staunch discipline in data management.

Dynamo stands out for firms that want to embed fund administration and capital call workflows deeply within
signalscv.com their CRM, enabling governed, compliant operations from LPs to the deal team. In contrast, Altvia
appeals to firms emphasizing investor relations, fundraising cadence, and relationship nurturing—with some
automation to reduce manual upkeep but less fund ops depth.

For deals that depend on warm intros and network leverage, integrating Affinity can complement either platform
by surfacing relationship intelligence unobtrusively. Meanwhile, for sophisticated compliance and multi-office
controls, Intapp DealCloud remains a heavyweight contender, albeit with higher complexity.

Ultimately, clarity on who does the data entry, what workflows need automation, and which fund lifecycle phases
matter most will guide you to the right toolset—rather than chasing buzzword-laden promises.
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