
 

Private Equity Firm Unifies
Investor, Deal, and Portfolio
Experiences with Liferay



A leading private equity firm wanted to modernize how
it engaged with investors, evaluated opportunities, and
collaborated with portfolio companies. What had
evolved over time was a mix of disconnected systems,
email-driven workflows, and manual processes spread
across business development, compliance, investor
relations, operations, and portfolio management.

By implementing Liferay as a unified digital experience
platform, the firm created a connected ecosystem
supporting four critical use cases: investor pipeline
monitoring, a modern LP portal, an AI-enhanced buy-
side intranet, and personalized intranets for portfolio
companies. The result was a more efficient, secure, and
scalable operating model that improved transparency,
accelerated decision-making, and delivered tailored
digital experiences to every stakeholder.

Overview



The private equity firm was operating in a highly relationship-
driven and compliance-sensitive environment, but many of its
most important workflows were still fragmented.

Financial advisors tracked opportunities in Salesforce, yet
senior leaders lacked a streamlined way to monitor approval
progress and compliance readiness. Investor onboarding often
required repeated emails, manual document collection, and
offline follow-up. Internal teams reviewing new investment
opportunities spent too much time parsing emails, reading
attachments, and piecing together market context from
multiple sources.

Across the portfolio, employees at different companies needed
access to targeted policies, updates, and reporting tools, but
the firm lacked a scalable way to deliver those experiences in a
secure and personalized manner.

The organization needed a platform that could unify these use
cases while supporting strong governance, integrations, role-
based access, and flexible personalization.

The Challenge 



Time-consuming investor onboarding and
KYC/AML collection processes.

No central digital experience for approved investors to
subscribe to funds, access documents, and stay informed.

Slow initial evaluation of incoming opportunities due to
email-heavy and document-heavy workflows.

Inconsistent communication and reporting processes
across portfolio companies.

Difficulty targeting content to employees based on
portfolio company, region, and role.

Need for secure SSO, differentiated permissions, and
reusable site experiences across multiple user groups.

Key Business Challenges

Limited visibility into investor opportunity pipelines
and stage progression.

Manual approvals between financial advisors, business
development managers, and compliance teams.



The Solution 

The firm implemented Liferay DXP as the digital layer
connecting users, workflows, content, and third-party systems
across the investment lifecycle.

Rather than creating separate point solutions, the organization
used Liferay to deliver tailored experiences for business
development teams, approved investors, investment
committee members, operations teams, and employees at
portfolio companies. Liferay served as the central platform for
content delivery, workflow orchestration, search,
personalization, and integration.



Core capabilities of the solution

Role-based
portals and
intranet
experiences

Workflow-driven
approvals and
document
handling

Personalized
dashboards,
notifications, and
content feeds. 

Secure
document
access and
downloadable
legal records

AI-assisted
summarization,
search, and
ranking support

Centralized
content
management
through CMS
Spaces

Standardized
digital
experiences
through site
templates,
page
templates, and
style books

Structured
content
targeting
through
tagging,
taxonomy, and
classification

Integration with
Salesforce,
PitchBook,
DocuSign, Carta,
LexisNexis,
QuickBooks, and
Okta.



USE CASE 1

Investor Pipeline
Monitoring 
The first use case gave financial advisors and business
development leaders a more intuitive way to monitor investor
opportunities already stored in Salesforce.

Liferay surfaced pipeline information in a business-friendly
dashboard, making it easier to track investor status, progress
through stages, and pending approvals. Once an opportunity
reached the right point in the lifecycle, Liferay helped trigger
downstream KYC and AML steps through integrated workflows.



Highlights

Pipeline visibility by investor, advisor, and
opportunity stage from Salesforce integration

Approval workflows for senior business development
managers

Triggering of KYC/AML checks at the appropriate
stage

Integration with Carta and LexisNexis for compliance-
related processes

Notifications for pending actions, missing
documents, and exceptions

Role-based visibility for advisors, managers, and
operations users

This gave the firm stronger control over investor acquisition
and reduced delays between relationship management and
compliance execution.



USE CASE 2

LP Portal for Investor‌
Engagement 
The second use case was a secure, modern LP portal designed
to improve investor onboarding and long-term engagement.

Approved investors could be invited into the portal by financial
advisors or business development managers, complete self-
service onboarding, update KYC documents, subscribe to
funds, sign legal documents, and return later to access key
records and communications.



Email
invitations for
approved
investors

Self-service
onboarding and
profile
completion

Upload and
maintenance of
KYC documents
and financial
statements

Subscription
workflows for
multiple funds

Integration with
DocuSign for
execution of
legal
agreements

Secure access to
signed
documents for
later download

Access to fund
news, portfolio
updates, IENs,
and distribution
notices

Personalized
RSS-style
content feeds
aligned to
investor
interests

This helped the firm reduce administrative friction while
delivering a more polished and transparent investor
experience. The financial advisors and business development
team used the portal as an example to differentiate
themselves from other PE funds.

Highlights



The third use case focused on internal deal evaluation.

The firm was receiving large numbers of investment
opportunities by email, often with pitch decks, attachments,
and inconsistent formatting. Liferay enabled an internal buy-
side intranet that automated intake, enriched deal information,
and provided AI-assisted summaries and rankings to support
daily decision-making.

Use Case 3

Buy-Side Intranet for
Investment Committee
and Operations Teams 

This gave investment committee members a faster and more
structured way to identify high-priority opportunities and
spend more time on strategic evaluation instead of manual
triage.



Parsing of emails, attachments, and pitch
materials

Tagging algorithms to classify opportunities by industry
and theme

AI-generated summaries of incoming materials

RAG-based enrichment using PitchBook and LinkedIn
data

Daily and weekly ranking of opportunities

Automated valuation estimates based on prospectus
information, company size, PitchBook insights, and
LinkedIn employee counts

Recommendation support for likely deal types including
equity, LLC interest, partnership interest, stock purchase
agreements, convertible notes, SAFEs, warrants, and
credit facilities

Highlights

Automated ingestion of deal opportunities from
email



The fourth use case created personalized intranet
environments for portfolio companies.

Employees at portfolio companies could log in securely using
Okta through SAML or OIDC and access relevant
communications, policies, reporting tools, and shared
documents. The PE firm and leadership teams could also push
targeted updates to the right employee groups while
preserving strong access controls.

Use Case 4

Portfolio Company
Intranets 



Segmented access by portfolio company,
department, and role

Submission of sales forecasts and reporting
data back to the PE sponsor

Upload of quarterly financial reports by
authorized users

Role-based access to legal folders and
sensitive content

This helped the PE firm establish a more scalable and
consistent way to communicate with and collect information
from portfolio companies.

Secure login through Okta using SAML or OIDC

Publication of leadership messages and
operational guidance

Highlights

Access to organization charts, news,
announcements, HR policies, and security notices



Personalized
Experiences at Scale 

One of the most valuable parts of the solution was how Liferay
helped the firm balance centralized governance with localized
personalization.

HR, IT, legal, and communications teams used Liferay CMS
Spaces as the centralized source for publishing policies,
updates, announcements, legal notices, and operational
content. Instead of recreating content separately for each
company, region, or role, teams used tagging, taxonomy, and
classification to organize and target content in a controlled
and reusable way.



This enabled the firm to

Publish location-specific content based on
province or state

Target content to employee groups such as
managers, executives, finance teams,
operations teams, and sales staff

Classify HR, IT, legal, and security content using
structured taxonomies

Tag content by portfolio company, province,
state, department, role, and policy category

Deliver different views without duplicating content

Ensure employees only see relevant content based
on role and geography

Because content was managed centrally in CMS Spaces but
delivered through targeted experiences, the firm improved
editorial consistency while making content far more relevant to
end users.



Templates, Style
Books, and Branded
Portfolio Company
Sites 

Liferay also made it possible to create highly polished,
personalized intranet experiences for different portfolio
companies without rebuilding each site from scratch.

Using site templates, page templates, and style books, the PE
firm established a reusable digital foundation while still
allowing each portfolio company to reflect its own visual
identity and organizational needs.



Design and experience benefits

Reusable templates reduced implementation
effort and improved consistency

Style books allowed each company to reflect
its own branding and design language

Page templates standardized common
experiences across all sites

Site templates accelerated rollout of new
portfolio company intranets

Personalized navigation adapted based on user
role and geography

Content from CMS Spaces appeared
automatically based on tagging

This gave the PE firm the best of both worlds: a centralized
platform with strong governance and cost efficiency, and
distinct digital workplaces that felt tailored to each portfolio
company and each employee.



Integration Landscape 

Liferay brought together the firm’s existing business systems
into one connected experience layer.

Salesforce for investor pipeline data

PitchBook for deal intelligence and enrichment

DocuSign for digital execution of agreements

Carta for investor onboarding workflows

LexisNexis for KYC and AML checks

Key integrations



QuickBooks for financial reporting

Okta for secure identity and access management

This architecture allowed the organization to keep its core
systems while improving user experience, process flow, and
visibility through one unified platform.



Business Outcomes 

By consolidating four major use cases onto one digital
platform, the firm created a stronger, more efficient, and
scalable operating model.

Stronger investor engagement with a modern LP portal

Improved KYC/AML coordination through
integrated workflows

Faster and more controlled investor onboarding

Better visibility into investor pipelines and approvals

Faster screening of incoming opportunities
through AI-assisted summaries and rankings

Better-informed investment committee discussions

More accurate targeting of HR, IT, legal, and
operational content

Outcomes delivered



More efficient communication and reporting with
portfolio companies

Faster rollout of branded portfolio company sites

A stronger digital foundation for future automation
and AI expansion



Conclusion 
By implementing Liferay as a unified digital experience
platform, this private equity firm transformed several critical
parts of its business. What had once been a set of
disconnected workflows became a connected, secure, and
highly personalized operating environment for investors,
advisors, internal deal teams, and portfolio company
employees.
Liferay helped the firm go far beyond a traditional portal
approach. It enabled structured workflow automation, modern
investor engagement, AI-assisted opportunity evaluation, and
sophisticated content targeting across multiple portfolio
companies. Through CMS Spaces, taxonomy, templates, and
style books, the organization was able to combine central
governance with flexible, role-aware, and geography-aware
digital experiences.
The result was a more efficient and digitally mature private
equity platform built to support growth, compliance, and long-
term stakeholder engagement.



About Liferay 
Liferay is a flexible digital experience platform that helps
organizations create secure portals, intranets, websites, and
connected business applications.

With strong capabilities in content management,
personalization, workflow, integration, and enterprise security,
Liferay enables businesses to unify digital experiences across
customers, partners, employees, and other stakeholders.



+1 312 788 0189
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