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I’m remembering back to my T3 conference experience two years 
ago, when, among a lot of other exciting developments, a new 
company called Jump arrived in the exhibit hall, offering a new 

artificial intelligence-powered client meeting note-taking capability.  
	 My reaction was: wow!  There’s finally a real-world use case for 
AI!  And it has the potential to save advisors hundreds of hours a year!
	 Last year, I walked into the exhibit hall and… what do you know?  
There were a lot of note-taking competitors, like Zocks, GReminders 
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Synopsis: Nearly every fintech solution on the market is 
adding AI capabilities and fast-coding more features—and 
the tech world today has become almost unrecognizable.

Takeaways: The T3 sessions and exhibit hall included new 
AI user interfaces, AI-powered document reading, summariz-
ing and retrieval, notetaking capabilities, and the evolution 
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 In case you missed it, the SEC 
has finally defined cryptocurrencies 
as ‘non-security digital commodities,’ 
meaning every purchase or sale involv-
ing bitcoin or ethereum etc. is a taxable 
event. Should we stop calling them 
‘currencies,’ since that makes crypto 
unworkable for routine transactions in 
the grocery store or at the mall.
 The Insider’s Forum conference 
agenda is taking shape, with some of 
the most comprehensive sessions on 
client service, the latest on AI appli-
cations, and several sessions that will 
focus on different aspects of ‘holistic 

EARLY WARNING
growth’—the complicated dance 
between service levels, staff out-
reach, growing capacity at the pace 
of client acquisition, and some very 
creative marketing programs.  
 The most interesting, challeng-
ing, future-looking sessions—the 
sessions that will most benefit 
you and your firm—will be held 
in Denver, September 16-18.  You 
can register at http://www.insider-
sforum.com.  
 (Use  code INSIDER26 to get a 
discount on the conference registra-
tion fee.)
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and Mili, and strong rumors that 
some of the CRM solutions were 
about to get in the act.  Meanwhile, 
other AI use cases were popping 
up like mushrooms after a spring 
rain: most notably solutions 
that were suddenly capable of 
reading complex documents 
and statements, automatically 
pulling out the relevant data and 
populating fields.  This was not 
just pioneers like Holistiplan for 
tax planning and FP Alpha for 
tax and estate planning, but now 
embedded in estate planning 
applications like EncorEstate 
Plans, trust&will, EstateView and 
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to auto-populate your forms and 
paperwork.
	 Document/statement readers 
for planning and analysis?  
Libretto, Nitrogen, EncorEstate 
Plans, Vanilla, trust&will, FP 
Alpha, and Holistiplan now 
incorporate AI technology 
that will summarize complex 
documents and pull information 
into their analytical fields.
	 And next year there may 
not even BE the notetaking 
category that started it all, 
now that everybody is casually 
building this once-ground-
breaking functionality into their 
bigger solutions.  The creators 
of Altruist’s new AI tool called 
Hazel put it best when they said 
that notetaking has become an 
incidental feature of broader 
platforms, rather than a solution 
in itself.  
	 The notetakers themselves 
seem to agree as they expand 
their feature sets in all sorts of 
directions.

Big Picture AI

	 If you didn’t recognize all 
those names, or know what they 
do, then, well, the specific features 
will be described below.  But 
first, it might help to understand 
the big picture of what’s driving 
this maddening pace of fintech 
evolution.
	 The pre-conference part of 
the T3 meeting this year was called 
AI University, where different 
speakers offered their perspective 
on how AI is evolving, and how 
the specific tools that advisors 

wanted to do and was capable 
of following written or voice 
instructions.
	 Golly jeepers!  AI was 
everywhere!
	 And it turns out, that was 
just the beginning.
	 At this year’s T3, it seemed 
like everybody—and I meant that 
literally—was touting their new 
AI feature set.
	 AI UX?  Advisor 360, 
Nitrogen, Orion, eMoney, 
MoneyGuidePro, Altruist, 
Libretto and Syntax have all but 
eliminated the need for drop-down 
menus and manual navigation.
	 Statement readers for 
client onboarding and portfolio 
comparison?  Nitrogen, Orion, 
MoneyGuidePro, Advisor360, 
VRGL and AdvisorEngine now 
save you the manual task of 
inputting data from the prospect’s 
brokerage statement.  Zocks, a 
notetaking application, will pull 
information from the transcript of 
the initial get-acquainted meeting 

Vanilla.  Wow!
	 AI document reading was 
also saving advisors hours of time 
preparing for prospect meetings.  
Companies like VRGL and, later, 
Morningstar could  pull prospect 
portfolio data out of a brokerage 
statement and populate an 
analytical tool that could compare 
what a prospect owned with what 
the advisor was recommending—
in a variety of dimensions.  More 
time-savings!
	 Elsewhere in that 2025 
exhibit hall, Greenboard and 
Hadrius offered AI-powered 
compliance assistants that 
monitored client communications, 
captured social media and web 
page postings, automatically 
scanned advisor trading and 
pulled vendor attestations off of 
the web.  A few firms, like the 
Advisor360 all-in-one platform, 
had built what might be called an 
AI UX—that is, an AI-powered 
user interface where the solution 
would understand what you 

T3 conference producer 
Joel Bruckenstein:
Welcome to the future.
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use in their daily lives are being 
driven forward at speeds never 
seen before.  These overview 
presentations were many and 
various, but one of them—a 
presentation by Kanishk Parashar, 
co-founder and CEO of Powder 
(powderfi.com), offered the 
most general and biggest picture 
perspective.  
	 Parashar’s engineering 
career includes stints at PayPal 
and, in the advisor space, Addepar.  
For the past two years he has 
been developing what might be 
described as a swiss army knife 
of technology, which will allow 
firms (and fintech providers) to 
build what’s called ‘agentic AI’ 
into their workflows and have AI 
perform a variety of tasks.  
	 Agentic… what again?  “I 
compare AI agents to humans,” 
Parashar told the audience, 

“because it’s like somebody you 
can trust to do things.  Both,” he 
added, “can learn with experience 
and develop skills that make them 
more useful as time goes on.  The 
Large Language Models (LLMs) 
are getting better at an incredibly 
fast rate; they’re getting noticeably 
better every two months.”
	 An agent can search the 
web, generate presentations, 
fill out forms and do complex 
math—and all of these skills 
can be incorporated into an 
existing platform without any 
additional coding.  Parashar said 
that Anthropic’s Claude can even 
make decisions—a feature that he 
expects to see emerge across the 
fintech world in months rather 
than years.
	 While fintech firms are 
bolting agentic AI onto their 
platforms, they’re also coding 
at an exponentially faster rate.  
Parashar told the audience that he, 

personally, had put coding aside 
while he served as an executive.  
After a couple of years, he 
decided to create a startup—and 
discovered that he no longer had 
to rely on his rusty coding skills.  
	 “When I was an engineer, 
I spent my entire time getting 
good at coding, writing code that 
other engineers would look at and 
determine whether it could be 
added to what we had already and 
debug it,” he said.  “Now, when I 
code, I don’t actually write a single 
line.  I use an AI agent, which is 
faster, which knows every skill, 
and when it comes time to debug, 
if something goes wrong, I can 
ask what is wrong, and it will say: 
‘oh, this is wrong; I’ll fix it for 
you.’  There’s no reason for me to 
actually code anymore.”
	 That, in turn, has allowed 
tech firms to dramatically 
streamline their workforce.  “In 
the past, we would have many 

Kanishk Parashar: 
Coding is becoming 
irrelevant and starting 
a fintech firm was never 
easier.
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Welcome to AI University

what’s going on in our systems, 
and creates an increasingly 
powerful, increasingly fast loop 
of self-improvement,” he said.  
“The AI is better than us because 
it’s working all the time and 
improving the accuracy of our 
systems.  We just review what the 
agent does.”
	 That’s essentially what’s 
going on in every corner of the 
fintech space right now, which 
is why T3 this year was so 
bewildering.  Parashar said that 
the way advisors interact with 
their technology is going to change 
dramatically, from: using tools, 
to: leveraging agentic AI skillsets.  
From: asking for new helpful 
features, to: modifying their tech 
to their own specifications.
	 I might add, from some of 
the buzz at different AI University 
presentations, that there is still 
a strong consensus that this 
remarkable AI technology still 
requires human advisors as 
the interface between tech and 
client—for several reasons.  
First, somebody has to certify 
the outputs, protecting clients 
from errors, hallucinations or 
potentially malicious AI creations.
	 And the second reason is 
the trust issue.  Just like with 

product designers who would 
take suggestions from the users 
and have the engineers code in 
the features they were asking 
for,” Parashar told the audience.  
“Today, the large language 
models are so much better at what 
they did that we no longer need 
product designers at a company.”
	 Meanwhile, he said, in the 
past there would be 50 engineers 
in a software company with 
one manager overseeing their 
activities.  Now that same firm 
might employ five engineers, 
each of them working with five 
different agents to help them 
code.  The agents are costing $25 
a month each—which, Parashar 
added helpfully, is less than the 
typical engineer would cost if you 
add in salary and benefits.
	 The result is a potential 
flood of new fintech entrants, and 
a complete shift in how they’ll be 

funded.  
	 “In the past, if I wanted to 
create a startup,” Parashar said, 
“I would make some rinky-dinky 
prototype and show it to a bunch 
of venture capitalists and say, give 
me some funding so I can hire a 
bunch of engineers and create a 
big company.  Now, today,” he 
added, “I don’t need a bunch of 
engineers to create  new company.  
I recently met with a group of 
VCs,” he continued, “and I told 
them: you guys are going to be out 
of business, because we can make 
our companies by ourselves.”
	 The endgame, which 
Parashar is implementing in 
Powder, is to have the AI agents get 
to the point where they can audit 
their own outputs, and constantly, 
iteratively improve accuracy and 
relevance—albeit with a little 
adult human supervision.
	 “The agent understands 
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software, the fancy AI capabilities 
are really all about processing 
numbers and data.  When it comes 
time for somebody to reach across 
the table and reassure a client that 
things are going to be all right, 
the advisor is the person who 
the client will trust to know the 
numbers and data that lead to that 
conclusion.

AI UX - Platforms

	 That’s the big picture story 
that emerged as we watched AI 
University presentations: advisors 
are are about to get much better 
tools to work with; all of us are 
going to be challenged to keep 
up with the pace of change; and 
there is going to be a fantastic 
amount of disintermediation in 
the T3 exhibit hall over the next 
few years.  
	 In the advisor space, we’re 
experiencing a souped-up version 
of an old story: historically slow 
adoption by many advisory firms 
colliding with increasingly rapid 
evolution of the tech space.
	 How do you make sense of 
it all?  Let’s start with a quick 
tour of what may be the most 
consequential shift in the fintech 
world: the AI user experience.  
	 Why consequential?  With 
AI, even the aging company 
founder who can barely type 
can navigate a complex software 
program (and which programs are 
NOT complex?) simply by either 
telling it what he wants or asking 
it to show him how.  That unlocks 
the full functionality of the 
solution all across the entire staff.  

	 The AI UX also reduces the 
time it takes to train staff on the 
solution (Don’t ask ME, ask the 
program itself…), which has the 
add-on effect of making it easier 
for advisory firms to switch 
solutions.  Expect the fintech 
world to become more fluid and 
competitive, especially as AI is 
able to read the data fields in the 
existing solution and port them 
over to the new one.
	 And finally: notice that the 
most enthusiastic adopters of AI 
UX solutions—listed below—
are platforms rather than point 
solutions.  It’s hard to remember 
that in the distant past (2021 or 
so), the conventional wisdom 
held that a tech stack composed 
of best-of-breed point solutions 
would always be superior to 
the all-in-one platforms.  The 
(quite reasonable) theory back 
then was that the all-in-ones 
would require advisors to give 
up functionality across the board, 
feature by feature, in a trade-off 
for a unified user experience that 
actually wasn’t a great deal more 

tasks across the platform.  Plus: 
the rapid coding made possible 
by AI allows the platforms to 
incorporate all the best features 
of the deepest point solutions—
in real time.  Kevin Hughes of 
Advyzon said the quiet part out 
loud when he told the T3 audience 
that his team is collecting all the 
‘greatest hits’ of other solutions to 
code into theirs.  You could feel 
the ground shift under the feet of 
the T3 audience as they roamed 
the exhibit hall.
	 The leaders of the AI UX 
trend were not shy about making 
these points in their presentations:
	 Advisor360 (https://www.
advisor360.com/):  Advisor360 
was one of the first to offer 
AI navigation, and at T3, the 
presentation by company CEO 
Darren Tedesco was one of the 
most compelling.  
	 Advisor360 flies under the 
radar in the all-in-one category; it 
started life as the Commonwealth 
broker-dealer custodial platform—
by far the best in the BD space.  
The platform was spun off before 

The advent of AI user experiences means
that advisors won't have to train their staff

on how to use a new solution.

The add-on effect there is that, 
with AI programming making 
it easier to add features, many 
solutions are about to become 
more powerful, more feature-
rich—and still easier to learn and 
use.

unified than the point solutions’ 
integrations.
	 Now?  The point was 
made over and over again in the 
presentations: AI works best when 
it has access to all the data and can 
pull together insights and perform 
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Advyzon's Kevin Hughes: picking 
the 'greatest hits' from the 
competing solutions.

only rings in one room of the 
house.  Nobody would live in a 
house like that,” he added, “but 
many advisors live like that in 
their fintech experience.”
	 The foundation, he added, 
is the client data.  “A unified data 
fabric,” Tedesco said, “allows our 
agents and native applications, 
as well as third-party apps, to 
become a digital workforce that 
will do meaningful work for you 
while you work with clients.”
	 Advyzon (https://www.
advyzon.com/):  Some readers 
might remember Hughes when he 
served as Chief Growth Officer at 
MoneyGuidePro.  He presented at 
T3 as the President of Financial 
Planning at his new home at 
Advyzon, which is the fastest-
growing all-in-one tech platform 
in the advisor space.  Hughes was 
there to announce that Advyzon’s 
suite of portfolio management/
reporting, automated rebalancing, 
CRM, document management, 
digital onboarder and proposal 
generator would soon be adding 
a goals-based financial planning 
solution to the ecosystem—with 
tax planning capabilities and 
Social Security assessments that 
work together to produce what he 
called a ‘lifetime cash flow plan.’
	 But what about AI?  
Advyzon apparently hasn’t given 
its AI interface a cute name; it 
simply incorporated agentic AI 
across the platform, so users 
can ask simple questions, query 
and surface client data from the 
CRM, client portfolios or scanned 
statements and navigate the 
various functionality with words 
instead of drop-down menus.  

Commonwealth sold itself to LPL 
Financial, and it’s almost easier 
to say what it doesn’t do than list 
the things it does.  It’s a portfolio 
management and performance 
reporting program that also 
assists advisors to create portfolio 
models and manage household-
level rebalancing.  There’s a 
goals-based planning engine and 
full-featured CRM.  
	 Advisor 360 also includes 
the document reading and 
proposal generation features 
that allow advisors to evaluate 
prospect portfolios and compare 
them with a recommended 
allocation, and it includes digital 
onboarding and document 
management features.  It also 
features workflow templates and 
activity management capabilities 
for a firm’s COO and operations 
staff.
	 Advisor360’s interface 
includes VIDA (Virtual Digital 
Assistant) to navigate the feature 
set, and Parrot AI, which functions 
as a notetaker and also pulls in 
data from client documents, past 
meetings and client portfolios.  
Parrot also reads and summarizes 

estate documents, and facilitates 
natural language searches of 
client data.
	 In his presentation, Tedesco 
made the point that AI built 
into traditional fintech makes 
it an increasingly participatory 
experience.  “We’ve gone from 
an era where computers were 
assisting humans to where, now, 
humans are assisting computers,” 
he told the audience.  “We have 
systems that actually learn and 
get smarter through human 
interaction”—that, in other words, 
adapt to our preferences, our data 
and what we want them to do.  
	 He confessed that he 
couldn’t envision exactly where 
the trend is going.  “But I am 
very sure of this,” Tedesco added: 
“manual work is going to fall way 
off a cliff in the next several years.  
Rules-based systems are going to 
fade away.”
	 The solutions of the future, 
he concluded, will tend to be 
platforms rather than point 
solutions because advisors will 
demand it.  “A point solution 
is like a room inside a house, 
where a platform solution is like 
the entire house,” Tedesco said.  
“Inside these rooms of the house, 
a lot of advisors today go from 
room to disconnected room, where 
every time they open a new door, 
there’s a different ceiling height, 
different fixtures, different carpet, 
different wallpaper.  The doorbell 



Page 

          April 2026 Inside Information

7

	 Hughes made a by-now-
familiar point when he wondered 
whether agentic AI can ever be 
fully effective if it can only access 
client data stored in an individual 
point solution that specializes 
in a single aspect of a client’s 
financial life.  (Point solution 
representatives, in unison: Ouch!)
	 And…  Hughes said that 
the new planning engine is being 
built to allow AI to monitor client 
circumstances, connect updated 
portfolio data with the household 
record and planning analysis, and 
offer AI summaries of household 
finances.  
	 “AI is going to do a great 
job of pointing out what you’re 
missing,” he said.  “It’s going to 
pull Social Security data from the 
web, collect mortality estimates, 
compare Roth conversions with 
IRMAA brackets, run side-by-side 
scenarios with different strategies 
in real time, and help you run all 
the solutions across the platform 
without ever having to navigate 
through the experience.” 
	 Orion (https://orion.com/): 
Paul Wick, SVP of Business 
Development at Orion Advisor 
Solutions, introduced a variety 
of AI features, including a new 
proposal tool/statement reader 
(called ‘Compare’) and AI-
centered CRM features in Redtail.  
But the heart of the talk focused 
on Query Studio and Denali AI.
	 Query Studio appears to 
be a quick shortcut to retrieve 
data, while Denali is more 
like the operating system that 
allows advisors to look for 
information and features across 
Orion’s (very) broad platform of 

portfolio management/reporting, 
rebalancing, index replication and 
specialized investing, document 
management, CRM, planning, risk 
tolerance, scheduling and client 

document reading of client 1040s, 
tax analysis and planning.  A 
new ‘Meeting Center’ functions 
as (stop me if you’ve heard this 
before) a notetaking app.

In several presentations, the speaker wondered
whether advisors would get the full value of AI
from a point solution rather than a platform.

portal.  In a sense, AI may have 
bailed out Orion (and Envestnet) 
from the almost impossible task of 
truly integrating a lot of different 
solutions that were purchased 
over the years and never quite 
connected.
	 Wick noted that Denali 
doesn’t simply tie together the 
disparate Orion ecosystem; it’s 
also designed to sit on top of 
third-party CRMs and planning 
tools, which allows advisors to 
fully utilize the capabilities of 
agentic AI.  
	 Nitrogen (https://orion.
com/): Wait; what?  A risk 
tolerance firm is incorporating an 
AI interface?
	 Nitrogen has been on quite 
a journey over the last few years, 
morphing from purely a risk 
tolerance assessment instrument to 
a potent marketing firm (allowing 
advisors to show prospects the 
difference between their risk 
propensity and analytics of the 
portfolios they currently held), 
to a suite that includes complex 
portfolio analytics, retirement 
map capabilities that include 
expected return calculations and 
retirement sufficiency analytics, 

	 The goal appears to be 
to create the profession’s first 
‘front-office’ all-in-one platform, 
contrasted with the back-office 
emphasis in most of the all-in-
ones on today’s market.  Nitrogen 
ties it all together with Nucleus, 
an agentic interface that sits at the 
core and allows users to compare 
multiple portfolios in multiple 
dimensions and access the other 
features for prospect and client 
analysis.  
	 It was a bit disappointing 
that Nitrogen didn’t use its T3 
speaking slot to show us how all 
of this worked in an advisor office 
or introduce Nitrogen’s startlingly 
expanded vision.  Instead, CEO 
Dan Zitting and Riskalyze 
founder Aaron Klein offered their 
thoughts on how fintech firms had 
to adjust their processes, manage 
their development teams and hire 
different skillsets in this AI world.  
(Fortunately, the representatives 
at the booth were not nearly so shy 
about explaining these things.)
	 My takeaways were the 
idea of ‘connected intelligence,’ 
where different aspects of advice 
are combined to produce specific 
recommendations—and how 
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‘hiring’ AI agents might disrupt 
the triangle team concept that 
Michael Kitces has proposed by 
(perhaps) largely automating one 
of the points of the triangle. 

At T3, Syntax CEO Patrick Shaddow gave a 
convincing argument that index replication
is the future of advisor asset management.

 AI UX  - Point Solutions

	 Of course other tech providers 
were busily incorporating an 
AI user experience into their 
solutions.  Among them:
	 Syntax Data (https://www.
syntaxdata.com/):  If you were 
a large ETF firm that creates 
specialized indices, then you’d be 
a lot more familiar with Syntax.  
Syntax has data, data and more 
data on every publicly-traded 
company pretty much anywhere, 
and not just the basics like 
profitability and growth, but also 
what percentage of their revenues 
come from various sectors of 
the economy.  The advisor use 
case has been allowing clients 
to create their own customized 
index replication portfolio where 
they can over- and under-weight 
different sectors based on their 
opinions, forecasting abilities or 
what they know particular sectors 
from their day jobs.  Advisors 
can eliminate certain individual 
securities from consideration 
(the company the client works 
for, perhaps), or incorporate 

customized SRI/ESG preferences.  
	 When I looked at the user 
interface last year, it seemed to 
be dead simple: the client went 
through a series of about 20 

questions that allows them to 
choose which index to replicate, 
which sectors to over/underweight 
by a lot or a little, any securities 
to leave out, some SRI/ESG 
preferences if applicable, and the 
tolerable tracking error from the 
index’s performance.  
	 Syntax would do for the 
client exactly what it does for 
multinational developers of 
ETFs: build a custom index like 
a custom-tailored suit that exactly 
fits the client.
	 Apparently, that wasn’t 
simple enough for the advisor 
community, so the firm created 
an AI tool called Saidee that 
streamlines the process.  Advisors 
can simply list a client’s age, 
income, risk tolerance and goals 
and Saidee will automatically 
generate a custom portfolio.  
Advisors and clients can provide a 
market outlook on the economy or 
specific sectors of it, and Saidee 
will create an index that would 
prosper in that scenario.  Saidee 
can also dissect existing portfolios 
in as much granular detail as you 
might want.
	 There was a time in the 

distant past—like 2023 or so—
when bespoke index replication 
portfolios would have been an 
enormous hassle to maintain.  
Rebalancing every client’s 
individual portfolio every quarter, 
every year, or opportunistically, 
and pairing that with tax-loss 
harvesting and matching gains 
with losses under individualized, 
client-specific tax budgets with 
every rebalance—well, just 
reading that sentence can provoke 
an intense headache requiring 
a day or two of bed rest.  But 
(Problem solved!) Syntax is now 
the engine behind Advyzon’s 
custom portfolio platform, and 
all of that headache is handled by 
(you guessed it!) Advyzon’s AI-
powered rebalancer.  
	 At the T3 conference, Syntax 
CEO Patrick Shaddow offered one 
of the most compelling speeches of 
the meeting, when he pointed out 
that large institutional firms are 
controlling assets and managing 
the portfolios for their clients.  
Yes, advisors are building the 
model portfolios, but then they’re 
paying significant basis points for 
somebody else to actually buy and 
sell securities, with virtually no 
client customization.  
	 “A new generation of 
technology is giving you the 
ability to rewrite the terms of that 
relationship entirely,” Shaddow 
said.  
	 Rewrite how?  Tools 
like Syntax paired with an 
AI-automated rebalancing 
platform allows advisors to 
‘disintermediate’ the institutional 
asset managers and their basis 
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point cut of client assets.  
	 How much are we talking 
about?  Shaddow invited the 
audience to imagine that 10, 20, 30 
basis points leaking out every year 
would actually be maintained in 
client portfolios, and to mentally 
calculate the savings across their 
entire client base.  Over a 10-
year period, ‘disintermediating’ 
the ETF or fund providers would 
create tens of millions of dollars 
in additional wealth—and not 
incidentally, more aggregate 
assets under management.
	 Beyond that, there’s the story 
that advisors who embrace index 
replication can tell prospects who 
are giving the tires a hard kick.  
“Consider two advisory firms,” 
Shaddow proposed.  “The first 
tells prospects: We use Blackrock 
ETFs.  The second tells them: We 
manage your portfolio through 
a proprietary, rules-based 
investment methodology that we 
build in-house and that we control.  
Which firm,” Shaddow asked, 
“has the stronger brand?  Which 
firm is harder to replicate?”  
	 It was the best argument I’ve 
heard for something that I think is 
kind of obvious: index replication 
is the future of client portfolio 
management, nudging ETFs aside 
the same way ETFs (that word 
again) ‘disintermediated’ mutual 
funds.
	 eMoney Advisor (https://
emoneyadvisor.com/): eMoney’s 
new CoPlanner tool didn’t go 
live until a week and a half after 
the T3 conference, but Director 
of Financial Planning Connor 
Sung offered an early look at 

With CoPlanner, an eMoney user can push a 
button and see multiple different financial plans

all tied to a set probability-of-success target.

the upcoming AI experience.  
CoPlanner is basically an 
intelligent version of eMoney’s 
Decision Center, where advisors 
have gotten used to exploring 
different alternative planning 

recommendations side-by-side.
	 In this modern AI age, a lot of 
that can be done for you if you’re 
capable of pressing a button.  The 
simplest way to use CoPlanner 
is to have the client set a target 
probability-of-success number 
(say, 80%), and have Co-Planner 
optimize different strategies based 
on that constraint.  The computer 
shakes and bumps and strains, 
and (Presto!) the screen lists (and 
graphs) a number of different 
plans, each with a different 
combination of techniques that 
clients can try on for size.  
	 CoPlanner might recommend 
Roth conversions up to an 
optimized marginal tax bracket, 
and change the breadwinner’s 
401(k) contributions to be 
more Roth-heavy.  The initial 
recommendation might have the 
clients both delay Social Security 
until age 70, but another version 
might offer a more complicated 
claiming approach.  This invites 
clients to adjust their current or 
future spending assumptions one 
way or another.  Do they want to 
create a living trust?
	 CoPlanner will store the 

plan that most closely fits the 
clients’ preferences, and it will 
automatically become available 
in eMoney’s client portal.  Every 
recommendation and technique 
comes with CoPlanner’s 

explanation, not just of what 
was recommended, but the logic 
behind it.
	 Sung said that the beta users 
are reporting a 50% time savings 
on their planning work with 
CoPlanner, and also a reduction 
in the number of sacrifices that 
clients perceived were necessary 
to get them to the target probability 
of success.
	 MoneyGuidePro (https://
www.moneyguidepro.com/ifa/): 
Will Gilfillian, Senior Enterprise 
Account Manager at Envestnet 
MoneyGuidePro, was showing 
attendees something called Dash, 
an interactive tool that advisors 
can put on their website to allow 
prospects to explore their financial 
situation.  (Some advisors prefer 
to send a link to people who have 
been nurtured to the bottom of 
their marketing funnel.)  
	 And…?  Dash will ask a 
few questions and fill in some 
of the planning data with ‘smart 
defaults’ like retirement age, goals 
(retirement, educating children, 
buying a second home) and risk 
preference, and invite the prospect 
to modify these if he or she wants.  
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The goal is to minimize the task 
of inputting data, and speed up the 
journey to an ‘insights panel’ that 
will probably tell the prospect that 
he or she has a small chance of 
achieving all those goals based on 
the initial inputs.  Ideally, this will 
start the prospect fiddling with the 
inputs, retiring later, contributing 
more to the retirement plan, 

Watching Panoramix's demo of workflow
creation, I wondered whether everybody

will be including this powerful feature next year.

adjusting retirement spending, 
trying to get the odds arrow to 
move closer to an 80% chance of 
success.
	 Dash also functions like 
a quick-start financial planning 
module for advisors who otherwise 
are not providing planning 
analysis to their clients, or who 
only do planning work for their 
wealthier clients.  These ‘don’t 
provide’ numbers are apparently 
higher than most of us would have 
guessed; in his T3 presentation, 
Gilfillian said that MoneyGuide’s 
analysis of its user base found that 
20% of advisors at some of the 
larger firms don’t seem to use the 
product at all, and those who do 
only provide the service for 70% 
of their clients.  
	 Dash is designed to fill this 
rather large gap by simplifying 
advice delivery.
	 Panoramix Pro (https://
w w w. p a n o r a m i x f i n a n c i a l .
com/):  One of the darlings of 
the Software Survey (consistent 

9.0+ user ratings) announced 
that its portfolio management, 
billing and client portal solution 
had added something called 
FacetAI, an AI user interface that 
comes in three parts.  There’s 
a ‘Help Bot’ that answers 
questions about the platform 
and helps advisors complete 
common tasks.  The user interface 

portion includes navigation and 
workflow assistance, and there’s 
an intelligent analysis tool that 
allows advisors to customize 
performance reporting and create 
compliance workflows.  
	 As I watched the demo, 
I suddenly wondered: does the 
workflow creation category in the 
Software Survey mean anything 
when everybody can include this 
feature using AI?
	 Morningstar Direct 
Advisory Suite (https://www.
m o r n i n g s t a r. c o m / b u s i n e s s /
products/direct):  The newly-
rebranded Morningstar Work-
station has updated its ‘Mo’ AI 
assistant to allow advisors to 
navigate the fund/ETF/stock 
screens and analytics with natural 
language queries and commands.  
The agent—which, alas, was 
apparently not been given a cute 
name—will offer proposals, 
identify rating changes, and 
connect with other AI tools 
through Morningstar’s Model 

Context Protocol connections.  
	 Libretto (https://www.
libretto.io/): Jeff Coyle, founder 
and CEO of Libretto, has built 
a planning program that is 
interestingly different from 
the other options.  The ‘client 
portfolio’ includes assets that 
other programs do not, including 
the value of Social Security 
benefits as an inflation-indexed 
bond allocation with maturity 
extending out to the client’s 
lifespan, and clients’ career 
asset—the monetary value of their 
future worklife.  Then, instead of 
providing a Monte Carlo guess 
as to whether clients will be able 
to afford retirement and goals, it 
creates a financial plan where the 
essential spending and essential 
goals are guaranteed to be funded 
(probability of success = 100%) 
by Social Security, pensions 
and TIPs to fill any shortfall.  
The remainder of the client’s 
investment assets are allocated 
to prioritized future lifestyle 
expenses.   
	 There’s more, but the point 
is that instead of creating a plan 
that is likely to succeed, Libretto’s 
plans offer a great deal more 
certainty under a family financial 
structure. similar to what ultra-
high-net-worth individuals have 
their teams of specialized experts 
construct for them.
	 The consistent response 
Coyle would receive at the T3 
booth was: this looks great, but 
it’s too much of a hassle for me 
to port over my client financial 
planning data from one of the 
other solutions.  
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AI document reading, summarization
and extraction may be the simplest AI function,

but it will save advisory firms thousands of hours of work.

	 This year’s answer to that 
concern is a new AI-automated 
data-entry tool.  Advisors can 
have the tool read a financial plan 
created by XYZ planning solution 
(really eMoney, MoneyGuide 
or Right Capital) or have the AI 
scan a client onboarding form.  
The system will automatically 
populate the relevant fields in 
Libretto.  Client ages, goals, 
account balances and income, 
planning strategies etc. no longer 
have to be hand-keystroked. 
	 Then there’s ‘Mert’—an AI 
assistant that falls just short of a 
full UX interface.  Coyle describes 
Mert as a thinking partner and 
navigation tool.  Advisors can 
query in natural language which 
clients are preparing to retire, 
how to model a client’s whole life 
insurance policy, or uncover key 
client issues.  Mert also includes 
a client letter generator that pulls 
from more than 150 curated 
articles on planning topics.
	 More AI interfaces are on 
the way.  Kwanti (https://kwanti.
com/), which functions like an all-
in-one investment tool (portfolio 
creation, portfolio management, 
security and portfolio monitoring, 
investment data and analytics) 
announced some upcoming 
AI-powered features at the 
conference—basically an AI user 
experience that allows advisors 
to query the data and add their 
own layer to Kwanti’s formidable 
analytics engine.  (Kwanti 
routinely earns among the highest 
user ratings in the Software 
Survey.)  
	 The new AI will be 
integrated with Kwanti’s two 

announcements: a ‘cash flow 
scenarios’ feature that allows 
advisors and clients to input 
cash flow assumptions and 
see historical simulations and 
outcomes of different portfolio 
mixes, plus a security monitoring 

tool called ‘watchlist.’  Watchlist 
makes it possible to track lists of 
stocks and funds through daily 
market movements—charting 
volume, daily return graphs, 
volatility metrics, daily high-
low and dividend yield.  Active 
traders can set price thresholds, 
and one imagines that the Kwanti 
developers will have to work to 
restrain AI from offering its own 
recommendations.

Prospect/Client Onboarding

	 The really low-hanging fruit 
of AI, and perhaps the simplest 
task one can ask of it, is to scan 
documents and populate fields.  
But this also happens to be an 
enormous time-saver for advisors 
whenever a prospect happens to 
knock on the door.  If the advisor 
can get a brokerage statement and/
or tax return in advance, AI tools 
can pull in the data and analyze 
the portfolio and the prospect’s 
financial situation.  This can 
lead to a fairly deep conversation 
about how the advisor can offer 
assistance.
	 Back in the dark ages 

of 2023, VRGL (https://www.
vrglwealth.com/) had pioneered 
this time-saving feature, and it 
was a big hit.  Now data-entry 
prospecting is a category in the 
annual Software Survey.  Next 
year, it will probably simply be 

mentioned as a feature of many 
different solutions.
	 How many?  We’ve already 
mentioned Libretto’s input AI, 
and Nitrogen pulls in data from 
a prospect’s brokerage statement 
to compare with a proposed 
portfolio.  YourStake (https://
www.yourstake.org/) and StratiFi 
(https://www.stratifi.com/) have 
this feature—and, incidentally, 
their own AI user experiences.  
AdvisorEngine (https://www.
advisorengine.com/) introduced 
its prospecting agent at T3.  
	 Even the custodians are 
getting in the act.  Altruist 
(https://altruist.com/) famously 
introduced its Hazel AI product 
last month, sending shockwaves 
across the custodial marketplace.  
Inside Information profiled Hazel 
a month before the announcement; 
it can be thought of as a swiss 
army knife of AI functionality, 
but one of the things it does 
really well is populate forms 
based on information it gleans 
from scanned/PDF documents or 
spreadsheets, creating a hyper-
efficient custodial onboarding 
experience.
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We are moving rapidly toward the day
when AI notetaking is no longer a solution,

but an incidental feature of everybody's platform.

Solution extraction 
and notetaking

	 Of course, the same 
technology can be used in other 
solutions.  Holistiplan (https://

www.holistiplan.com/) and FP 
Alpha (https://fpalpha.com/) 
pioneered the point-solution data 
extraction for tax planning and 
now estate planning.  Many estate 
planning solutions that create the 
basic documents for clients—the 
list includes EncorEstate Plans 
(ht tps: / /hs .encores ta teplans .
com/), Vanilla (https://www.
justvanilla.com/), trust&will 
( h t t p s : / / t r u s t a n d w i l l . c o m / ) , 
EstateView (https://www.
estateview.com/) and wealth.com 
(ht tps : / /www.weal th .com/ )—
now include the ability to read 
client estate documents and 
summarize them.  EncoreEstate 
and EstateView provide visuals 
like estate plan flowcharts based 
on their AI reading of the client’s 
will and beneficiary designations.  
(Yet another announcement: 
EncorEstate was showing a new 
state-specific offering that would 
help advisors set up special needs 
trusts for families with disabled 
dependents, which allows them 
to preserve their dependents’ 
Supplemental Security Income 
and Medicaid benefits.)

	 A subset of this technology 
is notetaking.  The market 
leaders—Jump (https://jump.
ai/), Zocks (https://www.zocks.
io/), GReminders (https://www.
greminders.com/), Fathom 
( h t t p s : / / w w w . f a t h o m . a i /

overview), Fireflies (https://
fireflies.ai/), OtterPilot (https://
get.otter.ai/) and Mili (https://
getmili.ai/), in that order—
have seen other solutions like 
Hazel, YourStake, Advisor360, 
TradePMR (https://www.
tradepmr.com/home), and pretty 
much everybody else duplicate 
the functionality—not as an 
endpoint solution, but simply a 
feature of their overall offering.  
	 We are rapidly approaching 
a time when this category will 
disappear from the Software 
Survey, because everybody offers 
it in addition to whatever else 
they’re doing.
	 That, of course, hasn’t 
exactly escaped the attention of 
the notetaking solutions, which 
are busily adding features to make 
them more useful.  Zocks pulls 
data from client conversations 
and sends them into all the 
appropriate fields of an advisor’s 
tech stack, and also populates 
the blank fields in onboarding 
and ACATs documentation.  
GReminders offers a combination 
of notetaking and calendar 

functionality, so that advisors can 
set and track client appointments 
in their notetaking workflows.
	 Jump, which enjoyed the 
first mover advantage, has added 
both form-filling and calendar 
functionality in the past year.  
Its workflow engine also pulls 
data from client conversations to 
update fields in the planning and 
CRM solutions.
	 Finally, Jump is pioneering 
something new: a dashboard that 
evaluates the quality of already-
held client meetings, with various 
metrics that show the differences 
(good or bad) in how different 
advisors handle their client 
interactions.  What percentage of 
each advisor’s prospect meetings 
led to the prospect becoming 
a client?  What percentage of 
the time did the advisor talk, 
vs. clients, on average and in 
individual meetings?  How often 
did advisors ask for referrals?
	 As Jump founder Parker 
Ence explained it, these features 
are designed to help surface what 
is working in client meetings 
and, once that’s understood, to 
normalize meeting best practices 
across the firm.  
	 Finally, the AI interface 
allows advisors to query the 
aggregation of transcripts or 
summaries.  What issues have 
prospects and clients been raising 
recently?  What objections are 
they raising—or more broadly, 
what questions are they asking?
	 Jump’s AI now looks 
through client emails and drafts 
suggested responses, based on the 
data it sees in the client records. 
Ence said that the new frontier 
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WealthStream's founders believe that
the knowledge and experience of
senior advisors on staff is being 

inefficiently transfered to the next generation.

is the AI associate—a digital co-
worker, if you will, that works 
like an associate advisor, and 
learns as it is asked to perform 
more tasks.
	 Then Ence told the audience 
that Jump will be introducing its 
new AI associate next month.  
It’s not hard to imagine that 
the AI notetakers have written 
somewhere on their future 
drawing board the words: total 
global domination.

AI mentor

	 In the middle of this pell-
mell evolution happening in 
real time before our eyes, a new 
company was introducing an 
entirely new AI concept which, 
once it was announced, seems 
entirely logical.  Dan Daum, Co-
Founder and CEO of an ‘advice 
intelligence’ platform called 
WealthStream (thewealthstream.
com), drove a flood of traffic to his 
kiosk by describing how advisory 
firms could feed a curious 
AI agent with the intellectual 
capital of their most experienced 
advisors—by allowing the agent 
to watch how they handle certain 
client situations.  Then the 
Wealthstream Agentic AI, sitting 
on top of the firm’s tech stack 
(CRM, planning, notetakers, 
portfolio reporting) could serve 
as an assistant and mentor to 
younger advisors on staff.  (It 
would also pull curated expertise 
from the web, as needed, to 
support them.)
	 Younger advisors would 
be able to call on the agent for 

advice and guidance (not leaving 
out the senior advisors, but also 
not requiring them to always 
be on hand), and learn how the 
senior advisors would handle the 

client situation in front of them.  
Wealthstream has created avatars 
of hundreds of client types 
(think: professional athlete, small 
business owner, widow etc.) and 
many client situations branching 
off of each of them.  The senior 
advisors, in their interactions 
with the actual clients of the firm, 
fill in the blanks simply by doing 
their normal client-facing jobs.
	 “It takes a really long time 
to become a great advisor,” Daum 
told the audience.  “There are 
complexities in client situations 
that advisors who have been doing 
it for a while will instinctively 
understand.  Many firms have so 
much expertise, judgment and 
experience”—which, he implied, 
is not being transferred with 
maximum efficiency to the next 
generation.  
	 Add to the use case the 
fact that many advisors are near 
retirement and the next generation 
is not getting up to speed fast 
enough to replace them and, well, 
the Wealthstream kiosk is right 
out the door there if you want to 
learn more…  

	 The tech world has never 
moved this fast—fast enough that 
two or three years ago seems like 
ancient history, and next year is 
a total unknown.  Most years it’s 

possible to draw a trajectory from 
recent innovations to the next 
ones, but now all bets are off. 
	 What should advisors do?  
Fortunately, the existing vendors 
are taming AI and harnessing 
it into recognizable use cases, 
making it easier for advisors 
to assimilate capabilities of 
a thinking-partner-in-the-
circuitry into their business 
lives.  Keeping up is impossible, 
but incorporating has never 
been easier.  In this flux period, 
advisory firms should ask for 
what they need, pay attention if 
they aren’t able to get it (because 
everybody else can program it 
easily—or get AI to do it), and 
surf the changes as they unfold.  
The great thing about this AI 
arms race is that at the end of the 
day, everybody wants to make 
advisors more productive and 
happier.  
	 Next year’s T3 will be in 
Las Vegas, March 22-25.  Maybe 
there I’ll finally be able to wipe 
the look of confusion off of my 
face.  
	 But I don’t think I’d want to 
bet on it.


