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“What is now proved was 
once only imagined.” 

William Blake, Auguries of Innocence, 1803

The private equity industry remains 
a staunchly conservative, relation-
ship-driven industry, fuelled by the 

operational and financial expertise of deal 
teams to identify the right companies to invest 
with and transform. 

It relies on human rationality, and a strong 
dose of intuition to spot an opportunity in the 
market; not to mention that rare human abil-
ity to look years ahead into the future. This is 
not something current technology (including 
AI-based analytics) is predisposed to do, from a 
deal making perspective, but there is no doubt 
the pace of technology innovation is beginning 
to play a more prominent role in how PE firms 
digitise their approach to investing. 

In short, technology is becoming an adjunct, 
an enabler to support GPs, as they steadily 
modernise their operating model. According 
to a study by Altvia last year, 39 per cent 
of firms said they had implemented tech-
nology to mitigate margin erosion in their 
management companies, closely followed by 
increased use of outsourcing (37 per cent). 

It is still early days, but as GPs start to dis-
cuss the potential of technology to automate 
workflow processes, improve fund accounting 
and reporting, streamline due diligence, and 
analyse huge data sets (both structured and 
unstructured), there is every chance PE firms 
of the next decade will look quite different. 

Assessing the digital curve 
The size and provenance of PE groups will 
influence the extent to which management 
teams are willing to embrace new technol-
ogies and commit capital. Multi-billion dollar 

Private equity steps up its 
technology adoption 

By James Williams

http://www.privateequitywire.co.uk
https://altvia.com/how-technology-powers-deal-management/
https://altvia.com/how-technology-powers-deal-management/
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as part of on ongoing data strategy, on what 
challenge the manager is looking to overcome. 
Only then can a proof of concept be rolled 
out to determine how technology might lead 
to incremental gains for the business. 

Global firms like Riverside have a complex 
web of relationships with companies they 
interact with and track in their CRMs. With 
approximately 350-plus employees and 30 
years’ worth of investing experience, one can 
imagine the extent of these relationships.

“The way we communicate is through email 
and there is a treasure trove of data within our 
email system, specifically in regards to who 
knows who,” says Feldman.

“What we’ve been thinking about is how 
to tap into that treasure trove so that if I’m 
a deal team member looking at a pet food 
company, for example, who at Riverside might 
have expertise in that sector, or might know 
somebody? 

managers like Hg, which specialise in technol-
ogy investing, are, culturally speaking, more 
predisposed to embrace new digital solu-
tions, for example, than a first-time consumer 
retail-focused fund. 

As such, it is difficult – nay, facile – to offer 
broad generalities on the pace of technol-
ogy adoption, but there are a few key areas, 
including AI-based data analytics to improve 
deal sourcing and ongoing portfolio manage-
ment, digitising the due diligence process, and 
using cloud technology for data management 
– providing a single version of the truth – that 
are beginning to make a tangible difference.

Eric Feldman is Chief Information Officer 
at The Riverside Company, a global PE group 
that has been investing in the lower end of 
the middle-market since 1988. Discussing the 
digitisation trend, Feldman says: “Gone are 
the days when you can manage relationships 
in a spreadsheet. You need the integrations 
between your deal tracking platform or CRM, 
your portfolio management platform and the 
regulatory considerations are a lot different 
now, so reporting is more complex. 

“Having sources of truth that you can trust, 
and having the ability to pull data from multi-
ple systems to get an accurate report to the 
regulators and your investors, is increasingly 
important.”

Digitising relationships
Part of this comes down to PE firms partnering 
with the right service providers to do a lot of the 
heavy lifting, as part of the ongoing outsourc-
ing trend within the asset class. The efficacy 
of how well a fund administrator can transport 
data and provide customised reporting has 
become an important selection criterion. 

“Data is so important when it comes to 
sharing information with investors, and telling 
a story in a way that’s meaningful,” says Jill 
Calton, EVP and Executive Director, Alternative 
Investments, UMB Fund Services. 

“I think it really comes down to having data 
available in a timely manner. Think about pri-
vate equity in the past; investors would wait 
six months to get information. I think the 
reason technology is so important is because 
it improves efficiency, accuracy and dependa-
bility of data sharing.” 

There are myriad ways that PE firms might 
go about using technology to enhance data 
management. It starts with having a clear idea, 

Having sources of truth that you can trust, and 
having the ability to pull data from multiple systems 
to get an accurate report to the regulators and your 
investors, is increasingly important.
Eric Feldman, The Riverside Company

http://www.privateequitywire.co.uk
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“We believe a platform that is able to analyse that kind 
of information and infer what a meaningful relationship is, 
could be a powerful connection valuation tool.” 

Feldman confirms that Riverside is engaged in a proof of 
concept discussion with a company, and test driving their 
platform. Then, he says, it is a case of determining how to 
operationalise it, should they move forward:

“How do we explain what the opportunity is? The hard 
work is the internal marketing – proving what the original 
thesis was behind a new technology tool and in this exam-
ple, we know there are a few players testing the platform. 
The next step is to validate what we believe could be a 
very effective tool, not only for the deal origination team but 
potentially our investor relations team as well.”

Cloud technology enhances data automation
As the PE space begins to embrace digital transformation, 
one of the most important technology enablers in the last 
five or more years has been the incredible success of cloud-
based infrastructure. By increasing the level of available 

computing power, PE firms are now exploring the myriad 
benefits of Big Data, and with it, find new ways to apply 
automation to data sets and associated workflow processes, 
which are inherently complex in private markets. 

Data automation within an organisation cannot happen 
at the click of a finger. For some PE firms with legacy 
technology and disparate IT systems, digital transformation 
should best be thought of as an iterative process, using 
the cloud as the focal point, like a raindrop that forms by 
coalescing around a grain of dirt. 

Using the cloud, each new system, be it in the front or 
the back-office, can be seamlessly integrated and help the 
GP move a step closer to achieving an enterprise-wide 
IT environment where data is ingested, managed and 
automated such that the firm increases its operational 
efficiency. 

As the fund administrator, Citco pointed out last year in 
its Outperformance at Scale white paper, pan-European 
manager Triton Partners had adopted SharePoint to stream-
line document management.

There are some benefits to virtual 
meetings: for example we are able 
to spend more time with managers 
and they can be more transparent, 
and it has facilitated our ability to 
have more conversations across 
the team.
Alex Lesch, Adams Street Partners

http://www.privateequitywire.co.uk
https://www.citco.com/assets/Publications/PE-Report-2019.pdf
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George Ralph, Managing Director of RFA in London con-
firms that many of its PE clients are increasingly asking for 
a single source of truth for automated reporting. “We’ve 
partnered with Snowflake to provide data warehouse ser-
vices that allow clients to rationalise their disparate data in 
a central location, ready for transformation and analysis,” 
he says.

Snowflake is a SaaS enabled, multi-cloud data platform 
that allows users to create their own private data exchange 
to share and collaborate with business partners, suppliers, 
and employees in a centrally managed data hub. 

This type of cloud-enabled technology is moving things 
forward by allowing firms to focus on using data rather 
than get side-tracked by managing data. 

“I think within the last five years, the cloud has been 
a game changer,” says Riverside’s Feldman. “A lot of the 
work my team is able to do is directly connected to access 
and ease of use of complex systems on the cloud, that 
previously would have taken weeks or months to build. 

“We are able to create data points using a variety of 
cloud-based tools and this has made things faster, more 
reliable, more resilient, we can scale up and down on 
demand to manage the economics of it and so on. But you 
need a team of people to direct a line of questions so that 
those ecosystems are properly built, and the right informa-
tion is gathered, to enable everything to fire on all cylinders. 

“It’s an orchestration across different departments 
that historically might have worked in isolation. All of the 
research and analysis being done within Riverside is now 
much more of a partnership, which I really enjoy.” 

Knowledge is power 
PE firms are looking at how new technology can facilitate 
the flywheel of gathering, sourcing, analysing and reporting 
data. It still feels like the industry is in the early innings as 
managers work out what data automation means to them, 
and where they feel they can make operational gains within 
the management company. 

Some firms are more predisposed to using AI-based 
tools to improve their analytics, such as PE secondary 
managers and FoF managers, who have to analyse poten-
tially hundreds of Funds and thousands of underlying 
portfolio companies to monitor performance, and seek out 
the best investment opportunities. 

Jared Barlow is Partner at Kline Hill Partners, a PE 
secondaries house that focuses on deals in the lower 
middle-market. “For every technology we look at bringing 
on board, we need to think in terms of how it fits in with 
our existing cloud ecosystem and how easily it might inte-
grate,” asserts Barlow. 

“We are invested in over 600 funds and the challenge 
can be that all of those funds have their own reporting 
styles and formats – how do you then take that information 
and feed it into a single source of truth? 

“We’re currently looking at a solution to best integrate all 
of our data in the cloud. We are evaluating various digital 
processing tools because if you can find a way to capture 
unstructured data, and structure it to be used in that single 
source of truth, it can be very valuable. 

“I think it is still relatively early days for how PE second-
ary funds and PE fund-of-funds might capture the power 
of data and automation in their businesses. Right now, we 
use a dynamic search function in the cloud that is quite 
effective.” 

Roger Woolman is Sales and Business Development 
Director, Fund Management & Alternative Investments at 
SS&C Advent. In his view, data consolidation has been one 
of the key technology trends in PE.

“PE firms want to produce reports, which look through 
into their investments to provide transparency to investors 
on underlying assets or holdings. Technology is great for 
that and is a requirement we see often,” states Woolman.  

Automating pre-deal due diligence 
That whole push towards data automation and aiming to 
achieve a single version of the truth to enhance reporting 
capabilities is clearly in train. 

What is also now undeniably gaining traction is how 
technology might be applied to support critical functions 
such as the ODD process. 

According to an Intertrust survey last year, 56 per cent 
of respondents felt digital innovation was currently having 
the biggest impact on the back office, by generating greater 
operational efficiencies. Moreover, 37 per cent said innova-
tive technology was also being deployed to speed up the 
due diligence process when completing transactions.

At RFA, Ralph says that the way technology is evolving 
in terms of workflow automation and operational automa-
tion “means that there is greater scope for collaboration 
with employees and gathering data from third parties when 
doing due diligence”. 

This move towards digitising due diligence was dis-
cussed during Private Equity Wire’s US-focused COO/
CFO digital summit last month, and is the latest sign of 
how the industry is evolving along the digital curve. 

Alex Lesch, Partner and member of the Investment 
Strategy and Risk Management team at Adams Street 
Partners, a prominent PE investor with USD41 billion in 
AUM, felt that virtual ODD signalled a fundamental shift 
but on-site meetings would remain a key element. 

“There are some benefits to virtual meetings: for example 
we are able to spend more time with managers and they 
can be more transparent, and it has facilitated our ability 
to have more conversations across the team,” said Lesch. 
“I think that element might prevail long-term, leaving the 
on-site meetings for more focused, high-level discussions 
to validate certain things and get to the real issues and risk 
concerns that an LP has when diligencing a manager.”

http://www.privateequitywire.co.uk
https://www.snowflake.com
https://www.intertrustgroup.com/news-and-insights/press-releases/2019/private-equity-firms-believe-ai-will-disrupt-their-sector-by-2024
https://www.privateequitywire.co.uk/event/pewlive-north-america-coocfo-summit
https://www.privateequitywire.co.uk/event/pewlive-north-america-coocfo-summit
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Digital communication
In many respects, it is not technology 
holding PE firms back, it’s a mindset; 
a cultural commitment to embrace 
technology with full buy-in from senior 
management downwards. 

The pace of adoption is a function 
of leadership. As more millennials 
become Founders and CEOs of their 
own PE firms, one can expect tech-
nology integration to move along at 
a far greater pace over the coming 
years. 

Covid-19 has arguably accelerated 
this, as PE firms have had to transition 
from the office to the home environ-
ment. The increased use of video 
conferencing to stay in communica-
tion with investors, and fellow work 
colleagues, has radically changed the 
way the industry operates. 

Speaking as a panellist during 
Private Equity Wire’s COO summit, 
Riverside Company’s Pamela 
Hendrickson, COO and Vice Chairman 
Strategic Initiatives, said: “We’ve 
been using Zoom for a long time. 
We have 40 operating partners 
on standby working all over the 
place so we were all very much 
used to this remote work environ-
ment and that helped us a lot.”

Cathay Capital, a Sino-French 
PE firm with approximately 
EUR3.5 billion in AUM, has 97 
investment professionals working 
across four continents. Speaking 
alongside Hendrickson, Mark 
Woods, Partner and Head of North 
American Private Equity, said the firm 
had been integrated in its approach to 
working with teams in different time 
zones. 

“We were as well prepared as we 
could have been (for remote work-
ing),” Woods remarked. “We are 
power users of WeChat, a messaging 
platform similar to WhatsApp, which is 
incredibly efficient for video communi-
cations as well. 

“One of the lessons we’ve learned 
has been the frequency of team calls 
to keep people’s spirits up, as we’ve 
adapted to not being in a live office 

with our local teams. It took a while 
to get the dials correct on that but 
it’s been surprisingly effective and 
efficient.” 

Barlow believes that the pandemic 
has accelerated how investors are 
interfacing with GPs for their interim, 
annual and fundraising meetings.

“We are an LP in hundreds of 
funds,” says Barlow. “Given less need 
for travel, we can actually attend more 
digital meetings and webinars being 

hosted by GPs than we might other-
wise be able to. Interestingly enough, 
the pandemic might increase the 
number of touch points that investors, 
who might be dispersed geographi-
cally, receive from their GPs. 

“Nothing can beat in-person meet-
ings, but I think many GPs might opt 
to take a permanent hybrid approach 
using remote sophistication combined 
with in-person events. In the end, 
hopefully this gives LPs more options 
to interact with GPs.”

Digital transformation also extends 
to sourcing talent. Take, for exam-
ple, one of The Carlyle Group’s 

investments in Carlyle Fund VII called 
HireVue, a video interviewing technol-
ogy that helps companies to improve 
their hiring practices by finding the 
most qualified and diverse candi-
dates. A number of Carlyle’s portfolio 
companies are now using HireVue to 
improve the way they build diverse 
teams. 

“What is interesting is this is help-
ing remove unconscious bias in the 
hiring process,” says Megan Starr, 
Principal and Global Head of Impact 
at The Carlyle Group. “Companies 
have the imperative to build diverse 
teams but they don’t always have the 
tools to know how to do it. If they can 
use technology that is cheaper, more 
effective and far more impactful at cre-
ating diversity, that’s a great growth 
market.” 

It is not inconceivable that PE firms 
will themselves start to use tools like 
HireVue themselves, to improve their 
recruitment process in the back-office. 

Covid-19 scoring systems
Scraping an email system to 
mine data insights is just one 
example of how PE groups might 
introduce business intelligence 
tools into the operating models. 
Front office tools are far from 
prevalent, at the moment, but 
as suggested by Hackernoon, 
“sourcing and secondary liquidity 
platforms are two large and grow-
ing categories that look to solve 

a meaningful pain point for private 
equity funds”.

At Kline Hill Partners, Barlow 
explains that they’ve built a Covid 
scoring system “that we incorporate 
to our underwriting of a transaction. It 
starts with a scoring system on indus-
tries that we think are being more or 
less impacted by the pandemic, and 
then drills down to company-level 
Covid impact ratings. This informs our 
view on sourcing and elevating trans-
actions in our deal pipeline. 

“Each transaction we’re looking 
at and elevating in the pipeline is 
assigned a Covid score. Our deal 

Nothing can beat in-person 
meetings, but I think many GPs 
might opt to take a permanent 
hybrid approach using remote 
sophistication combined with 
in-person events.
Jared Barlow, Kline Hill Partners

http://www.privateequitywire.co.uk
https://hackernoon.com/private-equity-technology-in-2020-xe3o372z


EMBRACE THE DIGITAL AGE AND GET  EMBRACE THE DIGITAL AGE AND GET  
UNLIMITED ACCESS TO YOUR INVESTMENTSUNLIMITED ACCESS TO YOUR INVESTMENTS

AssetMetrix is Europe‘s leading next generation asset servicer for private capital investors.

We reduce your middle and back office workload with our modular services:

To find out more, please visit asset-metrix.com.

•  Web Portal

•  Reporting

•  Portfolio Analytics

•  Document Management

•  Data Capture

•  Fund Administration



OV E RV I E W

TECHNOLOGY INNOVATIONS | Jul 202010 | www.privateequitywire.co.uk

pipeline is very full, so if a deal opportunity shows negative 
impact by Covid based on this scoring, it gets filtered out 
and we save time for more attractive deal situations. It is a 
lens we’ve developed to look at transactions in real time in 
the current pandemic environment.” 

Could AI take a board seat?
Barlow’s example of a Covid scoring system demonstrates 
that PE firms are evolving their approach to deal sourcing. 
The concept of using AI-type tools is particularly relevant to 
an investor like a PE secondaries house, which might have 
exposure to hundreds of funds and thousands of underly-
ing portfolio companies, because of the sheer breadth of 
data involved. But that’s not to say a typical PE buyout fund 
shouldn’t be looking at AI adoption to optimise the deal 
process. According to the Intertrust survey, 90 per cent 
of private equity firms expect AI to have a transformative 
impact on the industry within five years. 

“I’m optimistic about automation and the structuring of 
unstructured data in the private markets, especially for PE 
secondary fund investors who have such diverse portfolios. 
The technology is getting better and better all the time,” 
suggests Barlow.

He does, however, point out that most technology ven-
dors who pitch to the firm are either a front-end CRM and 
deal-related solution, or a general ledger solution for the 
back office. There aren’t as many ‘soup to nuts’ solutions 
that cover the front-end all the way to back-end accounting, 
although there are some technology companies seeking to 
provide this, he says. 

“Our task thus far has been to use separate technology 
solutions for portfolio tracking, monitoring and sourcing on 
the one side, and a general ledger accounting system on 
the other side, and build effective “pipes” between them. 
This has worked fine for us as we feel we’ve found best 
of breed technology providers on both the front-end data 
collection and the back-end accounting.”

Riverside’s Feldman believes that now is the time to 
evaluate its systems (fund accounting, HR, deal-related 
CRMs, etc) and the connectivity between those systems, 
“with the idea being to create a platform where all of the 
data can be accessed and used by everybody within 
Riverside, from the front-office to the back-office, to do their 
jobs successfully”. 

“The pipedream of one of our CEOs is to have an AI 
system that is able to take in all of the different data from 
specific deal research, and become a voting member in the 
investment committee alongside the humans; it is poten-
tially achievable,” states Feldman. 

That vision of AI is reflective of how data analytics is 
becoming a more integral part of PE investing. And whilst 
adding AI systems to investment committees is likely some 
way off, the central premise is that by building a data sci-
ence capability, that leverages the power of the cloud and 

Big Data, could really empower the way PE firms operate 
from front to back. 

Feldman confirms that one of Riverside’s funds recently 
hired a data scientist. He explains: “My team has part-
nered with him to understand the project, the questions 
he’s trying to ask, where the data he’s using is coming 
from, and built an environment to do all the data ingestion, 
transformation and reporting for him. 

“I see this data science approach being applied to more 
of our funds over time.” 

AI-driven cybersecurity 
PE groups must increasingly pay heed to the increasing 
cybersecurity risks they face as they head down the path 
towards digitisation. As they ingest more data and seek 
out process automation within the cloud, they expose 
themselves to a new set of business risks; a natural con-
sequence for anyone increasing their digital footprint. 

This requires COOs and CTOs to carefully evaluate the 
extent to which they embrace new technologies such that 
the cost benefits are not gained at the expense of oper-
ational vulnerability; which could lead to a serious data 
breach, impacting them financially and reputationally. 

Over at RFA, they have introduced a machine learning 
tool to enhance their clients’ cyber defences by analysing 
historical and applying behavioural analysis to monitor staff 
activity. It all sounds rather Orwellian but the purpose of 
using an AI sentinel is to guard against any human-related 
data breaches. 

“Its inevitable that as people have more access to tech-
nology and it becomes more available to them from an 
ease of use perspective, there will be more file sharing. 
Microsoft teams has a file sharing element built into it, for 
example. Our AI tool sits within the network and looks at 
the files people are downloading and what they are doing 
with them: not in terms of content but the behavioural use 
of it. Since the lockdown started, we haven’t had to change 
anything for our clients,” explains Ralph.

Conclusion
Cloud technology is re-shaping the way PE firms think about 
the way they run their business operations. By using inte-
grated systems within the cloud that support many different 
tools – be they analytics, data automation, reporting – PE man-
agers are starting to see how data automation could bring 
marginal gains. And improve the way they analyse unstruc-
tured data, build greater collaboration across teams, enhance 
LP communications, and make them more cyber secure. 

But there is still an awful long way to go before PE, as 
an asset class, gets comfortable relying on technology to 
support deal teams. This remains a very relationship-driven 
industry, and while Covid-19 has accelerated the pace of 
digitisation, we’ve barely scratched the surface from a 
front-office perspective. n

http://www.privateequitywire.co.uk
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Multiple siloes of data 
When it comes to technology solutions, five to 
10 years ago, private capital firms used to try 
to select a single software vendor to deliver 
all functional requirements across the front, 
middle and back office. This approach had 
limited success. Most vendors had strengths 
in certain areas but key weaknesses in others. 
None could deliver all functionality well. 

Over the last five years, a series of new 
solutions delivering specific functionality suc-
cessfully entered the market. As a result, most 
managers have now moved towards a ‘best of 
breed’ approach, where their technology stack 
is made up of multiple different solutions cov-
ering particular functionality. 

While these solutions deliver their special-
ist functionality very well, they often fall down 
when it comes to integration and reporting 
capabilities. The result is that most private 
capital managers now have multiple siloes 
of unconnected data. They often have differ-
ent versions of the truth across systems and 
teams, with no easy way to combine data and 
deliver unified reporting. There are inevitably 
gaps in functionality which are not covered 
by any system, which results in duplication of 
data in Excel. 

Some managers have tried to solve the 
challenge of having multiple best of breed 
systems by integrating systems across 
their business. This is an expensive and 
onerous exercise which also means 
they can’t easily switch systems in and 
out of the organisation. Also, manag-
ers still face the issue of inadequate 
reporting. 

Another impact of system frag-
mentation is that the overheads 
and the need for systems profes-
sionals within private capital firms 
has increased. Barnaby Piggott, CEO 
at Holland Mountain, advises: 
“Having multiple best of 
breed solutions and point 
technology increases the 

need for data governance and dedicated 
system expertise. This was less of a consider-
ation five to 10 years ago.”

Bringing it back together
The most efficient solution to the challenge 
posed by multiple data siloes is to imple-
ment a data platform that sits above all the 
operational systems and spreadsheets, con-
solidating and aggregating the data and 
creating one source of truth for the firm. This 
was the rationale behind the development and 
launch of Holland Mountain’s Data Platform. 

Recognising the private capital industry’s 
increasing data challenges, Holland Mountain 
acquired data warehousing and data analytics 
company, Consolidata, in 2018. This business 
was made up of a team of highly skilled data 
scientists who had been developing a data 
platform over the last decade, deploying it 
across various industries. Having worked with 
Consolidata on several mutual clients, Holland 
Mountain saw the enormous value the data 
platform, along with this team’s expertise, 
could bring to the private capital industry. 

“After the acquisition, we focused the team 
on the needs of the private capital industry, 
spending two years honing the data platform 
and building out a series of connectors to the 

key private capital systems. We now have 
a relatively ‘plug and play’ solution which 
can be easily layered on top of a firm’s 
current technology stack, and deliver 
value faster than traditional, internally 
developed data warehouses and for a 
far lower cost,” explains Piggott. 

With the power of this platform, 
Holland Mountain can work with 
private capital GPs, LPs and fund 
administrators to understand what 

they want to do with reporting and 
analytics, AI or machine learning. 

“Then, we can overlay our 
platform, which allows us to 
aggregate data across the 
front, middle or back office 

Achieving one source of truth 
Interview with Barnaby Piggott
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source systems and Excel. The result is a single source of 
truth within the firm,” he says.

“We are not here to replace existing operational sys-
tems. Investors and managers should be purchasing the 
right operational systems to meet their functional require-
ments. But once those are in place, they can benefit from 
a solution like ours that draws the data back together so 
firms can use their “data as an asset””. 

The potential offered by ‘one source of truth’ 
Once private capital firms have achieved ‘one source of 
truth,’ they can truly start leveraging their data as an asset. 
Their highly paid employees can spend time analysing data 
rather than manually aggregating and reconciling it. They 
can begin to combine data and ask new, interesting ques-
tions. This will produce meaningful analysis and insights, 
giving the firm a competitive advantage. 

If all the data is in one place and properly governed, 
more innovative projects such as Machine Learning and 
Artificial Intelligence suddenly become much easier.

A rapidly evolving technology landscape 
The private capital technology landscape is changing faster 
than ever. What is today’s best technology might not be the 
same in two years. CFOs and COOs are having to contin-
ually analyse the technology market to ensure they are not 
being left behind. When selecting a system for any part of 
their business, without proper scoping and requirements 
and market research, they run the risk of making the wrong 
choice.

One other thing to keep an eye on is the amount of 
M&A activity and private equity investment going on in the 
technology space. Business ownership will have an affect 
on the quality of service and the product roadmap. 

A question we get asked all the time is, “how do we 

future-proof our technology stack?”. The only way to truly 
future-proof a firm’s operating model is to design it for 
flexibility. The traditional data warehousing route leads to 
systems which are intricately meshed together and are 
very difficult and costly to unwind. Our ‘plug and play’ Data 
Platform enables firms to be nimble as they are able to 
change one of the underlying components of their technol-
ogy stack if they need to. 

Discussing the industry trends more broadly, Piggott 
says: “Private capital managers need to move away from 
their inherent reliance on Excel. For that to happen, the 
industry needs more technology and better technology. 
Private capital is a low volume, high complexity business. 
For vendors building solutions that are flexible and robust 
enough to cater for the industry’s needs, it is a significant 
challenge.” 

Private capital managers have historically been slow to 
invest in systems, technology and data solutions. The firms 
that gain competitive advantage over the next five years will 
be those that have made a significant investment in their 
technology and data strategy. n

H O L L A N D  M O U N TA I N
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Simply put, portfolio performance data is 
a GP’s most valuable asset. It is their 
record of achievement, their recipe for 

future success, and their best fundraising tool, 
all in one. That is why it is unfathomable that 
most GPs are still relying solely on spread-
sheets, 30+ year-old software, as their primary 
tool for collecting, managing, and analysing 
their performance data. 

Historically, spreadsheet-based perfor-
mance data management 
and analytics meant that 
any “analysis” was limited 
by the cumbersome nature 
of the tool, and so output 
was centred on high-
level performance figures. 
Fundraising conversations, 
as a result, only focused 
on these numbers too. 

However, the era of 
“check the box” due dil-
igence and portfolio 
reviews has come and 
gone. This depth of infor-
mation is no longer enough for GPs or for 
their increasingly sophisticated and inquisitive 
investors. Limited partners are now digging 
behind headline performance figures to get a 
true understanding of what drove performance 
and how repeatable that is. 

The Global Financial Crisis was a key cat-
alyst in this trend, and the current market 
crisis is acting as a further accelerator in the 
demand for transparency and insights.

Fund managers who continue to leverage 
spreadsheets for such a critical part of their 
business and restrict themselves to speaking 
only in top-line figures are at risk of losing 

investor confidence, missing critical issues 
and opportunities in their portfolio, and being 
outmanoeuvred by peers. 

Tomorrow’s leaders aren’t relying on yester-
day’s technology to get there.

Adapt and evolve to mitigate risks
In the past, when there was admittedly a lack 
of appropriate technology available, fund man-
agers could be forgiven for not truly leveraging 

granular performance data. 
However, in today’s market 
where a wide range of pri-
vate markets specific tools 
and platforms are avail-
able, fund managers no 
longer have that excuse. 
In fact, failing to use and 
learn from performance 
data can become a source 
of substantial risk.

With the right data 
visualisation tools, fund 
managers can easily 
identify trends in portfolio 

returns that help inform their investment pro-
cess moving forward. Conversely, without the 
required level of insight, fund managers may 
be dooming themselves to making similar 
under-performing investments in future funds.

Failing to leverage granular performance 
data can also create a disconnect between 
fund managers and LPs. Research we 
conducted in 2019 revealed that there is a sub-
stantial gap between GPs and LPs in terms of 
the value they place on metrics. For example, 
our study found that while 68% of LPs viewed 
loss ratios as “important” or “very important,” 
only 32% of GPs shared that view. 

Why GPs need to move 
beyond Excel to move 

their firms forward
By Katey Bogue
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Zero-based and neutral-weighted IRR analysis 
being an example: zero-based IRR combats 
the timing effect of deals on IRR and neu-
tral-weighted IRR removes bias of deal size. 
We are seeing more and more LPs use this 
technique to tackle some of the well-known 
issues of IRR when evaluating funds.

Implementation is just as important as 
execution
Making the decision to implement technology 
for this area of a firm is an important decision 
but not one that can be executed overnight. 
Fund managers must start by identifying the 
discrete problems they want to solve, or the 
specific new analytics capabilities they want 
to add to guide the decision: there is no single 
tool on the market that meets all the needs of 
all GPs.

A common question in this process is also, 
“buy versus build.” When asking this question, 
GPs would do well to consider the quality of 
their in-house technology skillsets and the 
hidden costs involved in building proprietary, 
customised technology. Ongoing maintenance 
is required and building an internal data system 
doesn’t allow for easy integration with other 
external platforms. Leveraging a SaaS-based 
tool benefits GPs in a number of ways – not in 
the least that they will gain from the “wisdom 
of the crowd” and be able to take advantage of 
new analytics and technology that is developed 
based on other clients’ feedback.

Most importantly, once an appropriate tech-
nology tool is identified and purchased, GPs 
need to remember that technology innovation 
and adoption is an evolutionary process. It is 
not a one-time project that can be a major pri-
ority, be accomplished and then no longer be 
a priority. 

As the industry evolves and data plays a 
bigger role in driving decision making, your 
firm and your technology must also evolve 
with it. n

With investors committing increasing per-
centages of their portfolios to private markets, 
the level of due diligence and scrutiny placed 
on GPs is higher than it has ever been. During 
a fundraising process, managers who fail to 
take an in-depth and critical look at their per-
formance data risk not having answers about 
their own performance that potential investors 
will want. Or perhaps more alarming, they will 
encounter a potential LP who knows more 
about their performance than they know them-
selves. Moving forward, fund managers would 
do well to make sure their views on the value 
of data align more with those of LPs.

On the flipside, GPs who have deep insight 
into their performance will have the opportunity 
to build investor confidence and differentiate 
themselves from the market by proactively 
using their performance data to evidence 
strengths and strategy to LPs. 

Moving from analysis to insights
While many of the benefits of technology 
empowered performance analysis are tied 
to LP-related initiatives: fundraising, handling 
investor requests, et cetera, there are also 
many benefits for a GP’s own operations. 
Moving performance data management from 
Excel means that it becomes much more flex-
ible, processing becomes more automated, 
and the risk of manual errors is mitigated. 
Rather than focusing time and effort building 
models and checking formulas, GPs can focus 
time on gaining insights and also be more 
confident in the integrity of the outputs.

Take for example Excel-based bench-
marking or Public Market Equivalent (“PME”) 
models. These are large-scale and delicate 
projects that can function in Excel but not with-
out time and careful attention at each step of 
the model-building process. 

Purpose-built technologies for PME allow 
fund managers to simply input cash flows, 
select methodologies and comparison 
indexes, and run analysis. Moving away from 
Excel for analyses like PME helps eliminate 
opportunities for manual and data entry errors, 
while giving fund managers and their stake-
holders the data they need, more efficiently. 

Moving beyond Excel and using 
purpose-built tech also offers GPs the capa-
bilities to understand their performance in 
the evolving ways that LPs are, as many 
are very difficult to recreate in spreadsheets. 

E V E S T M E N T
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The secondary market is on an upward 
trajectory. More institutional investors 
are looking to streamline their hold-

ings and take an active approach to portfolio 
management. This, in conjunction with travel 
restrictions resulting from the Coronavirus pan-
demic, has led to investors becoming more 
comfortable with the concept of trusting an 
online platform. 

Julien Gervaz is the CEO at Palico, an online 
platform that facilitates secondary transac-
tions. He gives more detail on the outlook for 
growth in this market: “Everybody knows that 
the current hot spot in PE is in the secondar-
ies market. LPs are getting more familiar with 
it and last year saw almost $90 billion in sec-
ondary transactions. Investors are beginning 
to understand that if they want to invest in pri-
vate equity and not suffer through the J-curve, 
they have to look at the secondary market.” 

An active secondary market can also allevi-
ate pressure on under-resourced institutional 
investors. “Some institutional PE portfolios 
include dozens, if not hundreds of funds, 
including vintages of around 15 years, 
managed by a lean staff complement with 
multiple jobs. So naturally people are start-
ing to think about pruning their portfolio and 
reducing the number of relationships they 
have with managers,” Gervaz notes.

The drive to go green is also encourag-
ing growth in the secondary space. Gervaz 
comments: “The increasing impor-
tance of ESG and climate change 
awareness means institutional 
investors are selling some 
of their non-green assets 
to better align their invest-
ment programme with their 
ESG goals. Typically, we 
see some endowments 
and foundations using 
the secondary market 

to reduce their oil and gas exposure in their 
private equity programme to align with new 
guidelines.”

On an even broader scale, there is a cul-
ture change taking place among institutional 
investors which is promoting their increasing 
participation in the secondary market. Gervaz 
observes: “The secondary market is fast 
becoming a tool to help investors be more 
active in their portfolio management. This is a 
huge shift. Nowadays, selling a PE investment 
on the secondary market no longer means 
you’re distressed. The stigma is gone.”

Generating liquidity
Palico provides liquidity to LPs through its sec-
ondary marketplace. If institutional LPs want 
to sell a fund or even many funds, they can 
list them on the firm’s online platform. They 
will be matched to relevant buyers. The buyers 
then get in touch with the sellers through the 
platform, and the transaction is initiated.

“Private equity is currently one of the least 
liquid asset classes. If we can help make it 
a little more liquid, we’re really contributing 
to improving the industry for the LP commu-
nity. If you look at what has been done on 
the public side in the 80s was standardise 
trading information and the logistics associ-

ated to it which made everything easier. PE 
is usually 10 to 15 years behind the public 

markets in the way information is handled. 
So, if we can bring innovation to PE it 

makes a huge difference.”
Palico targets smaller 
transactions – usually deals 
below USD20 million, with 
a sweetspot between 
USD3 million and USD15 
million. “Brokers and 
human intermediaries 
aren’t interested in small 
and simple lines while 

Secondary PE market 
primed for strong growth

Interview with Julien Gervaz
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making these trades through a screen,” high-
lights Gervaz.

A new wave of secondaries
The implications of this could be significant 
for LP investors and the secondary market 
as a whole. For LPs, there is suddenly an 
opportunity to divest a larger swath of their 
PE portfolio, which may include PE invest-
ments sitting in older vintages. Palico reports 
that for 2007 to 2012 vintages, there is an 
estimated $750bn worth of NAV sitting in PE 
funds. Those older funds have amassed a vast 
number of smaller lines which now remain on 
investors books. Now, LPs can look at those 
lines with a renewed perspective. “’What lines 
are administratively detrimental?’ or ‘what do 
I want to divest to in order to shift towards 
a new investment strategy?’ These are the 
questions we want all LPs of all sizes to ask 
themselves confidently” – said Gervaz.

The exact potential is hard to measure 
just yet, but with numbers at that scale, the 
market is poised to see a new wave of sec-
ondaries where divesting becomes a simple 
and proactive exercise. However, instead of 
blockbuster sized deals, the growth will come 
from volume as frictions are reduced for LP-led 
transactions.

“You could boil down our efforts for the 
secondary market into one word – access. 
Access, to the secondary process, to second-
ary buyers, and to liquidity for PE fund stakes 
that traditionally didn’t have the size to be 
marketable.”

This access has begun to unlock potential 
for LPs and continues to chip away at the idea 
that PE is a highly illiquid asset class when, in 
reality, there is already a marketplace for it. n

the platform doesn’t discriminate according to 
size. Plus sellers and buyers don’t need the 
heavy weight of legal and admin documenta-
tion for such small transactions,” he says.

When it comes to encouraging growth in 
the secondary market, Gervaz says the Covid-
19 pandemic has underscored the benefits of 
Palico’s digital platform: “It’s odd to say but 
Covid and confinement has helped us grow 
faster. Encouraging people to do business 
online is very much aligned with being con-
fined. So, we’ve seen a sharp increase in 
activity.”

He points out: “Palico is very user friendly 
and intuitive. We explain to new members how 
it works, give them a demo and after being 
vetted by our internal compliance department, 
they are onboarded. After that, they’re happy 
to handle it themselves and they do it very 
well. The best analogy is the travel business: 
for a flight, even with a hotel room and a car, 
everybody does it online and on their own. So 
it’s just a matter of time until smaller transac-
tions are done this way as well.”

A key characteristic which can provide an 
institutional LP comfort with selling PE funds 
online is that the platform is solely accessible 
to institutional buyers. Gervaz comments: “We 
only have institutions that are accredited and 
regulated on the platform. We really spend a 
lot of time on making sure of this. We have 
the biggest pension funds and most promi-
nent asset managers active on the platform, 
together with hundreds of family offices and 
smaller institutional players. It’s a private club 
with very restricted access which ensures a 
hiqh-quality, professional environment.”

Although the elements for full scale LP 
adoption are there and activity is increasing, 
challenges remain. There are two main hur-
dles facing advocates of the secondary PE 
market. The first is related to awareness and 
education and the second is linked to digital 
adoption.

“The fact is a lot of LPs – even some of 
the most sophisticated and long-standing 
PE investors – don’t have a lot of experience 
transacting in the secondary market. We need 
to educate them on what it means to sell some 
of their PE investments The second challenge 
is about the adoption of an online platform. We 
need to reassure LPs of the safety and secu-
rity we have provided which is a top priority for 
us at all times. They need to feel comfortable 

PA L I C O
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As private equity managers become more 
comfortable adopting technology, a meas-
ure of which has been accelerated by the 

Covid-19 crisis, their needs are also developing 
further. The increased adoption of public cloud 
services is leading to more data-warehousing 
which in turn results in more in-depth analysis 
of that data. However, as these firms progress 
along the technology adoption timeline, they must 
ensure their cybersecurity is air-tight.

George Ralph, Managing Director at RFA dis-
cusses the changing needs and demands of PE 
firms: “There is going to be a huge ramp up in the 
use of public cloud solutions within private equity. 
In conjunction with that, almost every conversation 
I’m having with PE clients is about consolidating 
software platforms and bringing all of their data 
into a single database – a data warehouse.”

This, according to Ralph will help managers 
analyse their data more effectively which will ulti-
mately help them make better decisions. He also 
expects artificial intelligence to have a significant 
impact on analysis as well as on predictivity of 
growth and performance both in PE portfolios and 
funds.

One of the crucial elements of success in these 
exercises is cybersecurity. Ralph explains: “There 
is more data available and its flowing more freely. 
The security of those data warehouses and the 
ETLs feeding the data in and out of those plat-
forms is going to be a key factor. You’re creating 
more entry points for those who may want to 
access the data and therefore security is crucial.”

Another aspect which PE managers need to 
keep top of mind when looking to build a data 
warehouse is the vendor risk this can potentially 
generate. According to Ralph, trust between the 
manager and the partners they choose is vital to 
any new process: “Wherever you are on the tech-
nology roadmap, you’re pulling and manipulating 
data so you have to rely on the expertise of the 
people helping you.

“PE managers need to think about the risk of 

the vendor hosting the data. If you have a client 
relationship management system (CRM) and all 
your client data is in that CRM, your risk lies with 
the CRM provider. 

“If you’re going to go down a data warehous-
ing route, and looking at an off the shelf product 
rather than developing your own, then you need 
to trust that the provider has good backups, 
redundancy, security of access, etc.”

All this points to the importance of running 
robust due diligence exercises on IT providers, 
something Ralph says PE managers are doing 
more of. 

His advice to managers buying IT solutions or 
services is: “Make sure the IT service provider 
can clearly outline their strategy. Are they looking 
to grow the business fast? If they are, they may 
ask you to sign a long contract to tie you in. Are 
they going to invest in new technology and inno-
vation? It will be clear that they are expecting to 
build new technology as the contract will contain 
a lot of information about release management 
and updates.

Always check out client references 
and it goes without saying that 
financials should be reviewed. 
What you are looking for is a pro-
vider with longevity, stability, a 
solid client base, a good R&D team 
and a clear commitment to investing 
in innovation. n

Cybersecurity crucial as 
data warehousing increases

Interview with George Ralph
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Providing investors with a compelling 
digital experience is becoming a key 
component to the service private equity 

managers offer their clients. When looking to 
implement such service, managers need to be 
aware of specific dimensions which can help 
support their efforts to deploy this successfully 
for their benefit and that of their investors.

PE has moved at a different pace to the 
rest of the asset management world when 
it comes to adopting technology solutions 
in the client-facing part of its business. As it 
requires more of a white-glove approach, it 
has not been as easily transferable to a digital 
platform. 

This is now changing. Roger Woolman 
Sales and Business Development Director, 

Fund Management & Alternative Investments 
at SS&C Advent comments: “The digital 
experience is becoming a key part of my 
conversations with clients. It’s not just about 
providing PE firms with solutions for their 
back-office operations. We are now offering 
them a digital experience for their investors 
and internally for oversight and management. 
Internally, technology has improved, but the 
growing need for that external experience rep-
resents a significant development.”

He expands on this further: “Due to the 
nature of PE client servicing, there has been 
less of a natural tendency towards this digi-
tal experience, but the world moves on and 
demands change. We’ve seen this accelerate 
in the last few months since people cannot 

The digital experience – a 
new piece of the PE puzzle

Interview with Roger Woolman
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meet face to face and therefore need to interact and be 
serviced through mobile devices. It’s a natural progression 
given people are using personal banking and other ser-
vices in this way. So, the PE world is moving towards a 
self-servicing model. It is important to note that it doesn’t 
take away from the client experience, but rather, it aug-
ments it.”

The cloud question
Woolman goes on to explain how this digital online element 
works particularly well when firms deploy their technology 
into a private cloud: “When working with firms, our goal is 
to take away the technology maintenance headache by 
deploying the solution in a private cloud – over 70% of our 
new clients take their technology in a private cloud wrap-
per. In PE we’re starting to see this trend as well.

“People have come to realise that private cloud solutions 
offered by a service provider like us are secure and robust. 
They get a lot of assurance around things like disaster 
recovery and cybersecurity. We can provide a more secure 
environment than they might get from less-specialised 
providers.”

This development also helps support PE firms in their 
journey towards greater transparency.

“Transparency is a word we use a lot these days, not 
just from a regulatory aspect but also driven by investor 
demands. As a result of this digital experience, investors 
may see more information than they’ve been used to, deliv-
ered in a readily consumable manner,” notes Woolman, 
“Look-through capability is a big draw. Data is critical and 
being able to fully service that data and offer investment 
management services together with transparency to the 
investor is crucial; it is performance and risk transparency 
enabled through technology.”

Preparing for future change
When selecting technology partners, PE firms need to be 
mindful of the potential for changes to their business in 
the future. 

Woolman gives further detail on this: “It’s not just about 
putting new systems alongside an existing business. Often 
there are changes to the nature of that business which the 
technology can drive. We may change the way our opera-
tions run or the way we deal with stakeholders along the 
chain. We expect industry standardisation, but we need to 
be aware that those standards can move with advance-
ments in technology.”

Also, PE managers should be aware that their needs 
today may not necessarily remain the same in the future. 
Therefore, any solution they buy into should offer the flex-
ibility to make changes to support their business growth, 
whatever that may be.

Woolman talks about how he’s seen PE firms some-
times outgrow their software solutions: “Firms need to be 

realistic and see whether their software solution is going to 
serve their future aspirations and the risk of things chang-
ing in the future.

“There are some lessons to be learnt as to why firms 
replace systems they’ve invested time and money into. 
Often, it’s about things like asset class coverage or diver-
sification, say expanding the book of liquid investments. 
In some of these cases, their existing technology may not 
offer coverage of other types of assets, particularly if it’s 
from a specialist provider. As a result, businesses can run 
into difficulties when they need to change or pivot.”

He points out that the SS&C Advent solutions cover 
specialist assets like private equity and private debt, but 
they handle all asset types which lends some futureproof-
ing. “Investing in other asset classes may not be on the 
horizon, but we’ve seen things can change and PE man-
agers need to prepare for that,” Woolman warns, “It’s not 
just assets which can change but also the way funds are 
structured. Many PE managers run closed-end funds, but 
some may want to move into offering open-ended funds or 
SPVs and HF structures. So, when choosing a technology 
partner, managers need to be mindful of diversification, 
change in their business and scalability.”

Exploiting technology in the right way can give PE man-
agers a competitive advantage. 

According to Woolman, the three key themes impacting 
technology in the PE sector are self-servicing, the private 
cloud and elements of operational outsourcing to the right 
partners. He rounds off by saying: “When working with 
technology firms managers should look for a partnership 
which will allow them to build a self-servicing model for 
clients, deploy it in a private cloud, which takes away the 
technology headache and the risk component, and per-
haps augment the operational team with some outsourcing 
for the low-value operations.  n

S S & C  A DV E N T

Roger Woolman
Director, Funds & Alternatives,  
SS&C Advent

Roger Woolman joined SS&C Advent in 2011 and currently holds 
the position of Director, Funds and Alternatives. He is responsible 
for the management and oversight of SS&C Advent’s funds and 
alternatives business segments for the EMEA and APAC regions. 
He coordinates all sales efforts for the alternative investment 
platforms; hedge funds, private equity, private real estate funds, 
credit and other alternative investment strategies and executes 
the respective business development and marketing plans.
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As terrible as the Covid-19 crisis has been, it has 
forced private equity players to accelerate their 
adoption of technology to replace previous prac-

tices. This will likely be the impetus needed for full 
implementation across the industry. “As an example, in 
June 2020, the US Department of Labor issued guidance 
effectively opening the door for plan sponsors to add pri-
vate equity funds to their 401(k) funds. While there are 
many viewpoints on the risks and rewards, the democra-
tisation of private equity to the ‘Main Street’ investor will 
force industry participants to leverage digital platforms to 
accelerate data access and investment decisions.” says Dr 
Daniel Schmidt, Founder and CEO of CEPRES.

“We are seeing a general trend for the wholesale adop-
tion of technology as an integral part of a holistic framework 
for private equity investing,” observes Christopher Godfrey 
President of CEPRES and Chief Innovation Officer. For this 
to happen extensively however, there needs to be cultural 
buy-in from PE investors to switch from their legacy pro-
cesses to a digital framework.

CEPRES, a Fintech firm, has been supporting this 
progress through development of tools and innovative tech-
nology solutions which can help improve efficiency in PE 
front office functions, particularly in deal-making.

“For decades, both LPs and GPs longed for secure 
technology which would allow them to exchange detailed 
transactional private equity data. Now this is possible 
through the CEPRES Digital Data Hub. This empowers 
LPs and GPs to finally wean off old fash-
ioned and unreliable PDF scraping and 
manual data entry to support their invest-
ment decisions. It is amazing to think 
that personal investors with USD100 of 
Apple stock could get more reliable and 
digital investment data than USD100 

million institutional investors in private equity funds!” 
remarks Schmidt.

Godfrey notes that the technology conversation within 
PE has now moved to front office functions, as the back-of-
fice processes have long been solved for GPs. “What has 
been lacking is innovative technology for the front office, 
especially for deal making. While some solutions have 
helped around specialised CRM and web crawling for 
company information, what has been missing until now 
is true deal underwriting and due diligence solutions,” he 
comments.

Working with Bain & Company, CEPRES has developed 
the first of many specialised solutions that directly support 
deal teams at GPs and advanced LPs, who invest directly- 
or co-invest with sponsors. Schmidt explains: “Especially in 
the current volatile markets, having empirical tools and data 
that help GPs choose the right deals, price them appro-
priately and provide banks trustful comps & fact-based 
analysis that support the underwriting of lending will be 
critical as we progress through this crisis.”

Daniel Schmidt discusses the support CEPRES has 
provided clients over the course of the Covid-19 pandemic: 
“For our LP clients, transparency has become critical to 
understand the impact Covid-19 will have on the Asset 
side of the ALM equation. LPs rely on private equity to 
generate alpha to help underwrite their liabilities, but they 
can also have asset allocations covenants linked to NAV, 
which may demand rebalancing of allocations with their 
other investments in case of write-downs. 
Working with their GPs, our technology 
has helped accelerate and ease the 
burden of accurate reporting and 
detailed analysis to help make the right 
decisions in a timely manner in this 
challenging time.” n

Cultural buy-in needed for 
switch to digital framework

Interview with Dr Daniel Schmidt & Christopher Godfrey
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Dr Daniel Schmidt
CEO, CEPRES

Christopher Godfrey
President, CEPRES

Daniel Schmidt is the CEO and Founder of CEPRES. He has more 
than 20 years’ experience in private equity investing and corporate 
business development. Before founding CEPRES, Daniel served 
as Managing Director at Deutsche Bank Private Equity Partners 
and led the buyout of CEPRES from Deutsche Bank in 2010.

Chris Godfrey is President of CEPRES Corp and responsible for 
all North American business, Product Management and Marketing 
functions globally. Chris has 18 years of experience in the private 
markets industry. His career is focused on driving change in 
finance through transformational technology.
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Private equity managers are being driven 
along the curve of technology adoption 
by greater institutional investor interest 

in the asset class. Managers are having to 
re-fashion their approach to data to ensure 
they can meet their clients’ demands with 
ease and simplicity in a scalable manner.

“You’re seeing more institutional inves-
tors allocating to private equity and their 
needs go beyond what an individual investor 
might have needed. They have specific and 
unique requests for information,” notes Jill 
Calton, Executive Vice President of Alternative 
Investments at UMB Fund Services.

PE managers have been motivated to adopt 
technology solutions to ensure their institu-
tional clients’ needs are met. Calton gives 
examples of what these requirements involve: 
“Broader information reported out on state-
ments, for example. Many times, investors 
want data fed directly from the fund into their 
internal systems. There needs to be compati-
bility among the data, and the manager needs 
to have the ability to transfer it.”

She describes fund managers’ efforts in 
this regard and their focus on how to adapt 
and respond to these demands in an efficient 
way: “They cannot be moving mountains every 
time someone needs a unique piece of infor-
mation or asks for a specific report. This 
limits what they can handle if they’re still 
pulling data from multiple systems or from 
spreadsheets.”

By and large, private equity favoured more 
manual processes and excel spreadsheets. 
According to Calton: “This was pri-
marily due to a lack of system 
availability to meet the spe-
cial needs of private equity 
managers. Spreadsheets 
continue to be very flex-
ible, however, not 
sustainable.”

Calton comments, “It is not sustainable 
given the greater information and data needs 
of institutional investors. Managers relying 
on spreadsheets are at higher risk of errors 
occurring. There are no automated processes, 
controls or system design that prevent errors. 
It’s manual and it’s inefficient.”

For the best chances of success, private 
equity managers need to have a system which 
maintains the underlying fundamental informa-
tion in a way that’s easy to track and simple to 
query. “Managers need data they can rely on. 
It has to be accurate,” warns Calton.

Sheer volume of information
Managers can face a number of hurdles in 
making this switch. The most significant is 
related to the sheer volume of data they would 
need to transfer and how far it dates back. 
In Calton’s words: “One of the big issues is 
that there is a history involved with these 
funds. Some have many years, if not decades 
of information. In order to consolidate and 
maintain that history, you have to include fund 

information back to inception for data to be 
useful and provide what managers and 
investors need.”

The data is usually not just ample, 
but also would have been tracked 
across multiple systems or held by dif-
ferent providers. Extracting that data 
and consolidating it all down into 
a single platform is a challenge. “It 
takes a team of people dedicated to 
getting it done. Also, the longer a firm 

waits, the harder it’s going to get,” 
Calton says.

Cost is naturally another 
concern. Investors are 
demanding more for less 
and fee pressure in the 
industry remains consid-
erable. Managers need 

Investor demands drive 
technology adoption in PE

Interview with Jill Calton
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A single system
UMB has helped PE managers work through 
this data consolidation process: “We’ve 
worked with clients through a process of con-
solidating all of their information into a single 
platform or backend system that they maintain 
because they want to have all of their informa-
tion in one place.

We worked closely with them to customise 
data feeds directly to their in-house systems. 
That data needs to be shared on a daily, 
weekly, monthly basis, whatever they need to 
access what they need when they need it.”

The firm’s AltPro® platform has the ability 
to assist PE managers looking to carry out this 
consolidation exercise. Calton elaborates: “We 
maintain and develop a proprietary accounting 
system specifically for alternative investment 
funds. Our mission is to have one system 
which could do everything for a private equity 
fund from start to finish.”

Managers can see all their investor and 
fund information in one place. They can see 
how things are allocated out to investors, 
how fees are calculated. Calton adds: “It 
puts our clients at ease knowing everything 
is maintained, accurate and easy to access. 
Also, we’re able to turn information requests 
around a lot faster because we’re not trying to 
maintain multiple systems or feed data across 
different systems. 

UMB’s AltPro has an online portal that sits 
on top of this accounting system to offer cli-
ents greater accessibility to data. “We want our 
clients to have access to their information 24 
hours a day, seven days a week. They should 
be able to log in, see their account and have 
access to all of their data – from the investors 
to the accounting, through to the investments,” 
Calton concludes. n

to think about how much they can afford to 
invest in such a system while maintaining their 
operations and generating the returns they need.

Given the adoption of such a system is a 
big undertaking, managers need to make sure 
the investment is worthwhile and the final 
product gives them what they need. Calton 
advises: “Is it expected that managers ask 
why they should invest time and money to 
do something like this. They want that assur-
ance that it is going to be worthwhile. The only 
way to get that reassurance is developing a 
well-defined strategy. They need to identify 
what is most important to them, in terms of 
the data they want to have maintained and 
tracked.

She adds managers need to understand 
how their information is being maintained and 
stored today: “Is it multiple systems that you 
would have to tack together to get what you 
need? Also, how transportable is the data 
various third parties are maintaining for you? 
Considerations should be made for ease of 
conversion if managers deem it necessary or 
prudent to change platforms or providers. It is 
crucial that the information is accurate, acces-
sible and transportable if and when the time 
comes for change.”

U M B  F U N D  S E RV I C E S

Jill Calton
EVP, Executive Director Alternative  
Investments, UMB Fund Services

Jill Calton oversees alternative investment servicing 
at UMB Fund Services. In this role, she provides 
leadership and oversight to all of the Company’s 
alternative investment client-servicing teams. 
Jill holds bachelor’s and master’s degrees in 
accounting, plus a minor in mathematics, from 
Weber State University. She is a certified public 
accountant and a member of the Utah Association 
of CPAs. She also serves on the Hedge Fund 
Association’s board of directors.
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The increasing need for transparency 
and efficiency across the private equity 
industry has led to higher investments 

into modern IT platforms on a large scale 
within manager firms. This development will 
help GPs reach their goals of generating better 
quality data, responding to investor requests 
and keeping up to date with regulatory norms.

A number of factors, both internal and exter-
nal, are calling on PE managers to improve 
their technology. Moritz Haarmann, head of 
research as AssetMetrix discusses: “First of 
all, managers are aiming to reduce their cost 
and improve organisational efficiency. Second, 
they are being driven to digitise their business 
by complex regulator and LP requests. They 
need better quality data to adequately respond 
to these demands.”

In addition, GPs are choosing to focus 
on their core activities, like investing and 
fund-raising. “For example, during the 
Coronavirus crisis everyone at the GP was 
working hands-on with portfolio companies. 
They had no time for data capture or to carry 
out back and middle office tasks. In times like 
these, its vital that the firm is able to rely on 
robust technology to which they can delegate 
these functions,” Haarmann observes.

Also, GPs cannot afford to get left behind. 
Most of their peers and competitors in the 
industry have begun their digitisation journey 
and therefore they need to follow the trend in 
order to compete.

Various routes to technology
There are two primary development paths 

GP focus on core activities 
highlights need for 

technology
Interview with Kevin-Matthias Gruber & Moritz Haarmann
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GPs can take when making this foray into technology. 
Haarmann explains: “They can choose the full approach, 
for example the AssetMetrix offering. Using this, the GP 
is outsourcing its complete IT platform, cash and data 
handling to a third-party provider. This means the GP 
consumes data, analysis results and reports in the cloud, 
without the need to invest into own IT systems.

“Another route is the partial approach, which sees GPs 
outsourcing manually onerous and time-consuming tasks 
like calls/distribution handling, accounting and data capture 
to third party administrators or providers.”

Whichever route the GPs select, outsourced IT partners, 
like AssetMetrix have to contend with various and complex 
existing client systems which need to be integrated and 
interfaced.

As GPs start to rely on technology more, there are some 
key risks they need to be aware of. If they decide to take 
on the partial solution chief risk offices within the GP need 
to be aware of the need for maintenance of those IT capa-
bilities. “Once you have installed a complex, for example 
eFront or Investran system on premise, you typically need 
several IT experts in-house to guarantee proper opera-
tions,” Haarmann advises.

While in the case of wholesale outsourcing of the IT por-
tion, GPs are fully dependent on their provider. Therefore, 
they need to carry out a robust due diligence exercise to 
confirm the partner is solid and ask for daily data mirroring.

The greater adoption of technology within GPs has led 
to CFOs adjusting their approach to risk management in 
certain areas. Haarmann notes: “Technological advances 
have significantly improved the data GPs gather. It’s more 
granular, deeper, higher quality, timelier and more available. 
This is because various feeder systems are now better 
integrated and data exchange with portfolio companies is 
more efficient.

“As a consequence, CFOs have started to track com-
pany performance in more detail and with higher frequency. 
In addition, new topics have come about, like the tracking 

of ESG and materiality risks.”

Changing nature of data
Technology is helping GPs overcome 
a number of challenges they face. LPs 

are asking for more structured data 

on portfolios while their internal staff are making frequent 
requests for access via a cloud or online platform. In addition 
to these client requests, managers have regulators pushing 
for data to be exchanged in a fully auditable manner.

Haarmann believes these are challenges which also 
have the potential to drive growth in terms of technology 
adoption and development within GPs: “Driven by organisa-
tions like ILPA and investment trends like ESG, we will start 
to see further standardisation of reporting and of terms and 
legal documents. GPs will also begin capturing data using 
artificial intelligence of exchange standards.”

Looking ahead, he expects GPs to adopt a higher 
level of system integration: “We will see front-to-back and 
CRM to accounting data all flowing into one place. Also, 
intelligent statistical models will emerge, based on ever 
better and cleaner data dumps – as a consequence of the 
improving data quality.”

Supporting the digitisation journey
The PE industry still has some way to go in terms of digiti-
sation. Haarmann considers: “PE had a late start compared 
to many other industries. Excel as a core “ERP system” is 
still standard for a large number of GPs and LPs.”

However, the industry is moving ahead, driven by inves-
tor demand, manager need and regulatory standards.

And AssetMetrix aims to support GPs in their journey to 
digitisation. The firm offers modular outsourcing solutions 
for private capital investors. Its services enable GPs to free 
up their own resources for making investment decisions, 
benefit from the firm’s secure IT system and state-of-the-art 
analytics, and increase in-house transparency to optimise 
decision-making.

Haarmann talks about the firm’s own experience in set-
ting up a robust front-to-back IT platform: “Doing it well 
is challenging and requires strong investment in a highly 
skilled IT team. Once up and running, systems then need 
ongoing maintenance and development.

“The regulatory angle is also something we have had to 
consider. For example, some of the 

data, usually accounting, LP-related 
data needs to be hosted in situ, in 
the same country of the funds for 
example, in Luxembourg.” n
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Moritz Haarmann
Head of Product Development, AssetMetrix GmbH

Kevin-Matthias Gruber
Managing Director, AssetMetrix GmbH

Moritz Haarmann is Head of Product Development and with 
AssetMetrix since 2013. Before joining AssetMetrix Moritz worked 
in banking and has 10 years experience in the PE industry. He 
holds a master’s degree in business and a master’s degree in 
political science.

Kevin-Matthias Gruber is a Managing Director of AssetMetrix 
GmbH, that he has joined in the early startup days in 2015. Prior 
to joining AssetMetrix, Kevin has spent over 15 years in various 
positions in PE fund management, banking and management 
consulting. He is a trained mathematician, holding master’s 
degrees from University of Ulm and Texas A&M University.
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PALICO
Palico is a PE secondary marketplace where institutional investors are unlocking liquidity for their 
PE fund investments. Our digital platform is uniquely designed for LPs, from single family offices 
to large pension funds, to streamline the LP-led secondary sales process and features a member 
base that includes a diverse array of almost all major traditional and non-traditional PE secondary 
buyers. The platform was built by PE experts to provide an easy and secure experience for buying 
and selling PE fund stakes.

Contact: Antonie Brandt | antonie.brandt@palico.com
www.palico.com

HOLLAND MOUNTAIN
Holland Mountain is the leading European consulting firm delivering operational improvement and 
maximising efficiency in the Private Capital sector. The firm has a well-established reputation for 
delivering successful end-to-end operational & data strategy and change management services, 
from upfront strategic advice to solution selection, implementation, data migration and data 
analytics & BI. Holland Mountain’s scalable team of Private Capital experts and specialised 
project resources has delivered 250+ successful engagements to over 65 private capital clients.

Contact: Barnaby Piggott | barney.piggott@hollandmountain.com | +44 (0)7977 464769
www.hollandmountain.com

EVESTMENT
eVestment Private Markets provides market intelligence and performance analytics tools for 
GPs, LPs and Consultants, and is a division of eVestment, a Nasdaq company. We are focused 
on enhancing access to data and insights to empower private markets participants to achieve 
their respective goals across fund selection and investor relations. With TopQ, our sophisticated 
performance data management and analytics tool, clients can more accurately calculate, more 
securely communicate, and more efficiently analyze private markets performance at the track record, 
fund and deal level. Market Lens, a one-stop market intelligence platform provides fund managers 
with more granular, timely and actionable insights into commitment plans, fund selection decisions 
and much more from leading US, UK and Canadian public plans and their consultants.

Contact: Cam Nicol | camnicol@evestment.com

EVESTMENT
Private Markets

www.evestment.com/
privatemarkets

CEPRES
CEPRES is the leading digital platform for investment analytics & data solutions for private capital 
markets. CEPRES began in 2001 as the Center of Private Equity Research and was the first 
to ‘look-through’ private market funds to underlying deal and asset performance. Today, our 
award winning online platform securely connects thousands of professionals in the largest private 
investment network in the world. 

CEPRES combines the most secure digital data exchange with sophisticated SaaS solutions and 
expert analysis frameworks to empower LPs, GPs and related professionals. Through CEPRES, 
decision makers can secure their investment data to gain true insights on their portfolio of funds 
down to single operating assets within a confidential yet fully flexible framework.

Contact: Birgit Wiggert | birgit.wiggert@cepres.com | +49 89 232 495 610www.cepres.com

ASSETMETRIX
AssetMetrix is Europe’s leading next generation asset servicer. We offer modular outsourcing 
solutions for private capital investors: front-, middle- and back-office solutions for Limited Partners 
and General Partners. Our services enable private capital investors to free up their own resources 
for making investment decisions, benefit from our secure IT system and state-of-the-art analytics, 
and increase in-house transparency for optimal decision-making.

AssetMetrix has more than 20 years of experience as a service provider in institutional capital 
investment and operates without conflicts of interest. AssetMetrix is not an investor, an investment 
consultant, or a placement agent, but currently administers portfolios with a total volume of over 
EUR12 billion and more than 1500 funds.

Contact: Anna Sophia Lahner | info@asset-metrix.com | +49 89 543 28800www.asset-metrix.com
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UMB FUND SERVICES
UMB Fund Services provides a customisable, proprietary technology platform for accounting, 
recordkeeping and reporting for private equity, hedge funds, funds of funds, opportunity zone 
funds, private debt, real estate and venture capital. Our full-service lineup includes product 
formation assistance, fund administration and accounting, investor servicing, tax preparation and 
reporting, and custody. UMB’s flexible solutions, high-touch service and product expertise are 
backed by the stability of a highly capitalised parent that has been around for 100+ years. 

Visit us at umbfs.com.

Contact: UMB Fund Services | umbfs@umb.com
www.umbfs.com

SS&C Advent, a business unit within SS&C Technologies Holding Inc. (SSNC: NASDAQ), provides 
software and software-enabled services to the global financial services industry. SS&C’s selection 
of software and rapidly deployable software-enabled services allows its clients to automate 
and integrate front-office functions such as trading and modeling, middle-office functions such 
as portfolio, collateral and FX management and reporting, and back-office functions such as 
accounting, performance measurement, reconciliation, reporting, processing and clearing. Our 
solutions enable our clients to focus on core operations, better monitor and manage investment 
performance and risk, improve operating efficiency and reduce operating costs.
As a pioneer in portfolio accounting and reporting software, we have seen continued growth 
and today have more than 3000 clients on multiple platforms serving asset managers, wealth 
managers, hedge funds, endowments, foundations and family offices of all sizes.
Contact: Roger Woolman | rwoolman@sscinc.com | +44 (0)20 7631 9240www.sscinc.com

RFA
RFA is the technology partner to alternative investment firms who require end-to-end cloud, 
cybersecurity, infrastructure and application solutions. RFA is a global, next-generation MSP with 
a distinguished 30-year pedigree

Unlike other industry offerings, RFA does not put firms “in a box”; its culture of innovation and 
thought leadership empowers businesses to compete how they want to – securely. 

Contact: George Ralph | sales@rfa.com | +44 (0)20 7093 5000www.rfa.com
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