
four or fi ve custodians that we have 
been working with who will be able to 
use Altigo directly to review, approve, 
accept and otherwise process invest-
ments that come through the plat-
form. This acts on a major sticking 
point for the industry on the way to 
full straight-through processing.

 This 
functionality will make pre-subscription, 
post-trade, ongoing client mainte-
nance and other standalone forms 
accessible alongside the standard 
fi rm, custodian documents and spon-
sor subscription agreements for new 
business that are fully automated on 
Altigo today.

In the alts space, you typ-
ically fi nd that each broker-dealer has 
a slightly different fl avor of data inte-
gration needs; transfer agents and 
fund admins are looking for either API 
integrations or they want to receive 
a CSV file through a secure FTP 
upload; custodians want to receive 
data in an automated fashion — but 
no approach is the same. So, we’ve 
invested in technology that allows us 
to automate that data exchange, with 
an unlimited variety of endpoints, 
without having to use developer 
resources to customize integration.

These new features represent a quantum 
leap forward in our ability to add value for 
the fi rms and the funds that we work with.

The good news is that there are multiple 
options in the market, so it’s helpful for 
fi rms and funds to know how to evalu-
ate the differences that are out there. 
First, I would look at the participants that 
are in the market and the product types 
they support. Broadly speaking, you can 
break down the alternative investment 
market into two groups: 1) private funds 
(private equity, private credit venture 
funds and hedge funds) that are typi-
cally offered to qualifi ed purchasers, and 
2) what we call ”retail alts” or products 
typically available to accredited investors 
or below (registered, non-traded prod-
ucts including REITs, BDCs, preferreds, 
and closed-end funds; tax-advantaged 
structures, such as qualifi ed opportunity 
zone funds and 1031 exchange funds; 
and other direct private placements).

Altigo has primarily been focused on 
the retail alts product segment. How-
ever, we know that firms want their 
whole product menu to be made avail-
able to them, so, we certainly are add-
ing more private funds.

Another difference is in the business 
model of the provider itself. Some com-
panies operate a kind of walled-garden,  
which is a highly curated marketplace 
where the essential value proposition 
sounds something like, “you don’t 
have to understand all of the products 
that are available from all the different 
providers — we have a research team 
that has picked the best of each.” The 

business model for that is a marketplace 
distribution function, where those plat-
form providers are paid by the asset 
managers to be effectively outsourced 
distribution.

Our approach has been much more 
of an open network technology solu-
tion, where we’re trying to make it easy 
for the broker-dealer and RIA firms to 
deliver value to their fi nancial advisers, 
to increase their operational control, 
increase the quality of their sales super-
vision and, thereby, reduce the compli-
ance risk that’s inherent with alternative 
investments. We do that on the basis 
of a technology subscription. When we 
work with a broker-dealer, we are not 
saying, “We can give you the product 
shelf that you should be working from.” 
We are saying, “We want you to con-
tinue using the product shelf that you’ve 
selected, that you’ve researched, dili-
genced and approved. But we want to 
make it easy for you to do that business 
with less cost and risk. We want you 
to do be able to do more high-quality 
business with confi dence.”

The fi nal difference is metric-based. 
To the previous point of the mainstream 
market having to make a decision and 
not wanting to make the wrong choice, 
we strongly encourage firms that we 
work with to go through a very thorough 
evaluation process. So, you have to look 
at the platform’s traction, volume and 
momentum. And when fi rms are looking 
at Altigo, that’s something that has really 
helped us continue to grow.
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RIA fi rms, which have completed more than $2.3 billion in alternative 
investments across 8,900+ subscriptions. 

WealthForge CEO Bill Robbins was recently inter-

viewed to discuss the evolution of Altigo, the com-

pany’s subscription processing technology, how 

it differs from other platforms, and what he has 

learned as the platform has grown over the years. 

Following is an excerpt of that conversation.

Altigo recently crossed the $2 billion 
mark in alternative investments com-
pleted on the platform, proving the 
worth of electronic subscription process-
ing technology. What have you learned 
in reaching this milestone, and what 
challenges do you foresee in reaching 
Altigo’s next goal or milestone?

We launched Altigo about three years 
ago in the summer of 2019, and looking 
back, a couple of things come to mind. 
The first thing I would note is that the 
technology for a platform like Altigo has 
to be extremely fl exible to be scalable. 
You have to be able to meet the unique 
needs of multiple constituents like sales 
assistants, who do a lot of the order 
entry; fi nancial advisers; the broker-dealer 
or the registered investment adviser 
fi rms; the funds and the funds’ sponsors; 
and all the service providers that support 
either fi rms or funds, such as custodians, 
transfer agents and fund administrators.

Even within a category, different fi rms 
do things differently and have different 
business rules, so we’ve learned that 
most fi rms aren’t going to change their 
business practices in signifi cant ways to 
adapt to your platform. Your technology 
has to be flexible enough to adapt to 
the way your clients want to do business. 
Our product roadmap is driven by our 
strategy, but it’s also heavily infl uenced 
— in terms of prioritization — by client 
demand. Added value from client feed-
back has been a major driver of Altigo’s 
acceleration in industry adoption.

We’ve also learned just how import-
ant it is to achieve critical mass. One 
of the key objections that we heard in 
the very early days of Altigo was that it 
didn’t have enough of the broker-dealer 
and registered investment adviser fi rms’ 

approved products on the shelf. For 
example, a firm that makes a dozen 
or more alternative investment prod-
ucts available to their reps and advisers 
would note that if we were missing a 
couple of their products — or in some 
cases, even missing one — they would 
be reluctant to adopt the technology 
platform because they didn’t want to 
have to maintain two separate opera-
tional processes running in parallel.

Achieving critical mass of firm-ap-
proved product made it possible for us 
to scale the adoption of the reps and 
advisers who use the platform. Then you 
start getting positive network effects 
as those fi rms begin driving all of their 
alternative investment business through 
the platform in order to recognize the 
benefi ts of automation.

The third item I would mention is that 
the platform has to be secure. There 
are a couple of components to that. 
One is technical: information security. 
We made a big investment to become 
SOC II, Type 2 audited to demonstrate 
the suitability of controls related to the 
policies and procedures, the technical 
architecture, and security that protects 
the confidentiality and privacy of the 
information processed by the platform. 
The other component of security is trust. 
You’re asking advisers, fi rms and funds 
to share some of their most sensitive 
information when they use a platform 
like Altigo, including information about 
their clients, brokers and selling group. 
So, there has to be a lot of trust in that 
technology and in the firm delivering 
that technology.

The industry still has some holdouts 
that are reluctant to embrace electronic 
straight-through processing technology. 
What would you say to those holdouts?

What I would say is, “We understand 
your concerns.” Technology adoption fol-
lows a very predictable life cycle across 
multiple products and industries. There’s 
a great book called Crossing the Chasm
by Geoffrey A. Moore, which I would 

encourage every entrepreneur to read. 
It describes the unique characteristics of 
early adopters, the mainstream market, 
technology laggards and the factors that 
motivate their adoption of technology to 
gain a competitive advantage.

So, as this relates to Altigo and our 
industry in general, we’re at the point 
now where we’re crossing the chasm 
between early adopters and the main-
stream. That’s one of the things that’s 
so exciting about our latest milestone. 
And so I would urge those firms who 
are evaluating straight-through process-
ing (STP) technology to take a look at 
where Altigo is now and look at its fea-
tures and the value it offers to the more 
than 200 funds and 195 broker-dealer 
and registered investment adviser fi rms 
using Altigo today. 

Tell us about some of Altigo’s newest 
features and how do they refl ect your 
vision of what straight-through process-
ing technology should look like in the 
future?

We want to make it as easy to buy, sell 
and own an alternative investment as it 
is for a mutual fund. Our product road-
map is really driven by that strategy and, 
as we discussed, it’s also prioritized by 
client demand. One new enhancement, 
which is probably the most significant 
enhancement we’ve added yet, allows 
for full automation of home offi ce review 
of firm documents related to compli-
ance and sales supervision. This supervi-
sion/business rule evaluation tool makes 
the home office review of firms’ doc-
uments easier to manage than using 
yellow-pad checklists and spreadsheets, 
and we can work with clients to confi g-
ure this new feature for each fi rm.

For the remainder of 2022, there are 
a handful of items that we’re working 
on that I am also super excited about. 
I think these features are going to be 
game-changers for the industry. They 
also revolve around delivering value to 
broker-dealer and RIA fi rms, particularly 
in the home offi ce. They include:
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� Custodian partnerships: We have 

four or fi ve custodians that we have 
been working with who will be able to 
use Altigo directly to review, approve, 
accept and otherwise process invest-
ments that come through the plat-
form. This acts on a major sticking 
point for the industry on the way to 
full straight-through processing.

� Standalone form automation: This 
functionality will make pre-subscription, 
post-trade, ongoing client mainte-
nance and other standalone forms 
accessible alongside the standard 
fi rm, custodian documents and spon-
sor subscription agreements for new 
business that are fully automated on 
Altigo today.

� S c a l e d - u p  a u t o m a t e d  d a t a 
exchange: In the alts space, you typ-
ically fi nd that each broker-dealer has 
a slightly different fl avor of data inte-
gration needs; transfer agents and 
fund admins are looking for either API 
integrations or they want to receive 
a CSV file through a secure FTP 
upload; custodians want to receive 
data in an automated fashion — but 
no approach is the same. So, we’ve 
invested in technology that allows us 
to automate that data exchange, with 
an unlimited variety of endpoints, 
without having to use developer 
resources to customize integration.

These new features represent a quantum 
leap forward in our ability to add value for 
the fi rms and the funds that we work with.

How is Altigo different from other com-
panies that provide similar services?

The good news is that there are multiple 
options in the market, so it’s helpful for 
fi rms and funds to know how to evalu-
ate the differences that are out there. 
First, I would look at the participants that 
are in the market and the product types 
they support. Broadly speaking, you can 
break down the alternative investment 
market into two groups: 1) private funds 
(private equity, private credit venture 
funds and hedge funds) that are typi-
cally offered to qualifi ed purchasers, and 
2) what we call ”retail alts” or products 
typically available to accredited investors 
or below (registered, non-traded prod-
ucts including REITs, BDCs, preferreds, 
and closed-end funds; tax-advantaged 
structures, such as qualifi ed opportunity 
zone funds and 1031 exchange funds; 
and other direct private placements).

Altigo has primarily been focused on 
the retail alts product segment. How-
ever, we know that firms want their 
whole product menu to be made avail-
able to them, so, we certainly are add-
ing more private funds.

Another difference is in the business 
model of the provider itself. Some com-
panies operate a kind of walled-garden,  
which is a highly curated marketplace 
where the essential value proposition 
sounds something like, “you don’t 
have to understand all of the products 
that are available from all the different 
providers — we have a research team 
that has picked the best of each.” The 

business model for that is a marketplace 
distribution function, where those plat-
form providers are paid by the asset 
managers to be effectively outsourced 
distribution.

Our approach has been much more 
of an open network technology solu-
tion, where we’re trying to make it easy 
for the broker-dealer and RIA firms to 
deliver value to their fi nancial advisers, 
to increase their operational control, 
increase the quality of their sales super-
vision and, thereby, reduce the compli-
ance risk that’s inherent with alternative 
investments. We do that on the basis 
of a technology subscription. When we 
work with a broker-dealer, we are not 
saying, “We can give you the product 
shelf that you should be working from.” 
We are saying, “We want you to con-
tinue using the product shelf that you’ve 
selected, that you’ve researched, dili-
genced and approved. But we want to 
make it easy for you to do that business 
with less cost and risk. We want you 
to do be able to do more high-quality 
business with confi dence.”

The fi nal difference is metric-based. 
To the previous point of the mainstream 
market having to make a decision and 
not wanting to make the wrong choice, 
we strongly encourage firms that we 
work with to go through a very thorough 
evaluation process. So, you have to look 
at the platform’s traction, volume and 
momentum. And when fi rms are looking 
at Altigo, that’s something that has really 
helped us continue to grow.

SPONSORINTERVIEW

CORPORATE CONTACT

Visit us at www.altigo.com 
or call 866.603.4115 to learn more.
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Bill Robbins, CEO, brings more than 
25 years of experience in growing 
brokerage platforms and provides 
strategic oversight and leadership at 
WealthForge. Prior to joining Wealth-
Forge in 2015, he served as president 
of BB&T Securities Services, leading 
teams that supported the fi rm’s bro-
kerage platform and operations. 
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Altigo is a leading electronic subscription and straight-through pro-
cessing platform for retail alternative investments. Altigo was launched 
in 2019 to make purchasing and owning alternative investments as 
easy as mutual funds. The Altigo platform serves a network of 100+ 
alternative investment asset managers and over 200 broker-dealer and 
RIA fi rms, which have completed more than $2.3 billion in alternative 
investments across 8,900+ subscriptions. 

We launched Altigo about three years 
ago in the summer of 2019, and looking 
back, a couple of things come to mind. 
The first thing I would note is that the 
technology for a platform like Altigo has 
to be extremely fl exible to be scalable. 
You have to be able to meet the unique 
needs of multiple constituents like sales 
assistants, who do a lot of the order 
entry; fi nancial advisers; the broker-dealer 
or the registered investment adviser 
fi rms; the funds and the funds’ sponsors; 
and all the service providers that support 
either fi rms or funds, such as custodians, 
transfer agents and fund administrators.

Even within a category, different fi rms 
do things differently and have different 
business rules, so we’ve learned that 
most fi rms aren’t going to change their 
business practices in signifi cant ways to 
adapt to your platform. Your technology 
has to be flexible enough to adapt to 
the way your clients want to do business. 
Our product roadmap is driven by our 
strategy, but it’s also heavily infl uenced 
— in terms of prioritization — by client 
demand. Added value from client feed-
back has been a major driver of Altigo’s 
acceleration in industry adoption.

We’ve also learned just how import-
ant it is to achieve critical mass. One 
of the key objections that we heard in 
the very early days of Altigo was that it 
didn’t have enough of the broker-dealer 
and registered investment adviser fi rms’ 

approved products on the shelf. For 
example, a firm that makes a dozen 
or more alternative investment prod-
ucts available to their reps and advisers 
would note that if we were missing a 
couple of their products — or in some 
cases, even missing one — they would 
be reluctant to adopt the technology 
platform because they didn’t want to 
have to maintain two separate opera-
tional processes running in parallel.

Achieving critical mass of firm-ap-
proved product made it possible for us 
to scale the adoption of the reps and 
advisers who use the platform. Then you 
start getting positive network effects 
as those fi rms begin driving all of their 
alternative investment business through 
the platform in order to recognize the 
benefi ts of automation.

The third item I would mention is that 
the platform has to be secure. There 
are a couple of components to that. 
One is technical: information security. 
We made a big investment to become 
SOC II, Type 2 audited to demonstrate 
the suitability of controls related to the 
policies and procedures, the technical 
architecture, and security that protects 
the confidentiality and privacy of the 
information processed by the platform. 
The other component of security is trust. 
You’re asking advisers, fi rms and funds 
to share some of their most sensitive 
information when they use a platform 
like Altigo, including information about 
their clients, brokers and selling group. 
So, there has to be a lot of trust in that 
technology and in the firm delivering 
that technology.

What I would say is, “We understand 
your concerns.” Technology adoption fol-
lows a very predictable life cycle across 
multiple products and industries. There’s 
a great book called 
by Geoffrey A. Moore, which I would 

encourage every entrepreneur to read. 
It describes the unique characteristics of 
early adopters, the mainstream market, 
technology laggards and the factors that 
motivate their adoption of technology to 
gain a competitive advantage.

So, as this relates to Altigo and our 
industry in general, we’re at the point 
now where we’re crossing the chasm 
between early adopters and the main-
stream. That’s one of the things that’s 
so exciting about our latest milestone. 
And so I would urge those firms who 
are evaluating straight-through process-
ing (STP) technology to take a look at 
where Altigo is now and look at its fea-
tures and the value it offers to the more 
than 200 funds and 195 broker-dealer 
and registered investment adviser fi rms 
using Altigo today. 

features and how do they refl ect your 

We want to make it as easy to buy, sell 
and own an alternative investment as it 
is for a mutual fund. Our product road-
map is really driven by that strategy and, 
as we discussed, it’s also prioritized by 
client demand. One new enhancement, 
which is probably the most significant 
enhancement we’ve added yet, allows 
for full automation of home offi ce review 
of firm documents related to compli-
ance and sales supervision. This supervi-
sion/business rule evaluation tool makes 
the home office review of firms’ doc-
uments easier to manage than using 
yellow-pad checklists and spreadsheets, 
and we can work with clients to confi g-
ure this new feature for each fi rm.

For the remainder of 2022, there are 
a handful of items that we’re working 
on that I am also super excited about. 
I think these features are going to be 
game-changers for the industry. They 
also revolve around delivering value to 
broker-dealer and RIA fi rms, particularly 
in the home offi ce. They include:


