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Your Al-Enhanced Practice:
A Roadmap for Advisors
Ready to Scale

A practical guide to transforming your practice

with Al-driven efficiency.

Being a financial advisor today means more than offering sound guidance. It
means navigating a complex web of technology just to keep your practice running.
Over time, what started as a few essential systems has evolved into a sprawling
tech stack, with new tools layered on to fill gaps that your core platforms should

have covered.

If you've seen the Kitces FinTech Solutions Map, you know the story all too well:

CRMs that require bolt-on tools for automation, planning platforms that don’t talk
to your CRM, communication tools that sit off to the side, and compliance software
that lives in its own silo. The result? Advisors often find themselves juggling
dozens of logins, switching between platforms, and spending valuable time
managing technology instead of serving their clients.

Financial AdvisorTech Solutions Map

JUNE 2025

Latest version available at: kitces.com/fintechmap
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https://www.kitces.com/fintechmap/

In this guide, we’ll focus on what truly matters — the core technology that makes
an advisor an advisor: your CRM, your financial planning tool, and your trading
platform. These systems form the backbone of any advisory practice. While
platforms like Outlook and Microsoft Teams are important for internal
communication and coordination, they aren’t what defines an advisor’s value to
their clients. Our focus is on the tools that drive client relationships, deliver
financial plans, and manage assets — the tools that, when enhanced by Al and
automation, can truly scale your business.

The future belongs to advisors who streamline, simplify, and automate their
processes. Al and intelligent automation aren’t about replacing the human touch —
they’re about giving you more time and capacity to deliver it.




The core tech stack: what every
advisor really needs

Every successful advisory firm rests on three essential pillars: your CRM, your
planning tool, and your trading platform. These are the systems that define your
work as a financial advisor — managing client relationships, creating financial
plans, and safeguarding client assets.

In theory, these should be the only platforms you need to deliver an exceptional,
white-glove experience. But in reality? The gaps left by underpowered tools force
your hand.

The hidden costs of “add-on sprawl!”

Look at any advisory practice today, and you’ll find a patchwork of point solutions:
one tool for email marketing, another for e-signatures, a separate app for task
reminders, a different one for compliance logs, yet another for client surveys — the
list goes on.

Why? Because the core systems, particularly CRMs, have fallen short of delivering
true utility. They track contacts and tasks, sure — but they don’t do much for you.
So, advisors are left piecing together a tech stack of 10, 15, or more tools, just to
cover basic needs.

More than just additional subscription costs, this sprawl incurs the friction of
logging into numerous systems, the wasted time re-entering data, the risk of
inconsistent client experiences, and the mental burden of managing everything.

What's missing in today’'s CRM — and why
that hurts your growth

Most CRMs in the advisory space weren'’t designed for the modern, scaled
practice. They were built to store information, not to act on it. They don’t automate
follow-ups, generate meeting prep, log notes intelligently, or proactively flag client
needs.

That leaves advisors stuck in admin mode — manually sending emails, setting
tasks, and updating records. It creates busywork that limits your capacity to grow.
And it forces you to cobble together tools just to deliver the high-touch experience
your clients deserve.

It shouldn’t be this way. A truly Al-enhanced CRM would bring together the
workflows you rely on — automating the routine, surfacing critical information, and
freeing you to focus on what you do best: advising, connecting, and leading.



CRM satisfaction: a critical ap, a massive opportunity

Despite being nearly universal in advisory firms — with an adoption rate over 94%
— CRMs are failing to deliver on what matters most to advisors. According to the
Kitces Technology Report, CRM systems are rated highly in terms of importance
(9.2/10), but earn only 7.6/10 in satisfaction and 8.1/10 in value.

CRM Technology, Overall Summary 2023

Adoption Rate 94.2%

Average Ratings

Importance 0.2
Value 8.1
Satisfaction 1.6

As the report notes:

“Despite its high importance and adoption
amongst advisors, CRM technology solutions
garner just average ratings relative to other
software categories when it comes to advisor
perceptions of value and overall satisfaction.”

This reflects what so many advisors feel: your CRM should be the engine of your
practice, not just a data warehouse. The gap between importance and satisfaction
is exactly where Al-driven, unified platforms can deliver transformative value.

The real-world impact on your business

The consequences of tool overload aren’t just operational — they’re strategic.

e Less client time: The hours you spend managing tech are hours you
don’t spend advising.

« More admin: Your team gets bogged down in tasks that could (and
should) be automated.

e More risk: Manual processes create compliance gaps and inconsistent
client service.

The good news? There's a better way.


https://www.kitces.com/kitces-report-independent-financial-advisor-technology-fintech-software-tools-research/
https://www.kitces.com/kitces-report-independent-financial-advisor-technology-fintech-software-tools-research/

The Al-enhanced practice

What if your technology didn’t just store information — it worked for you? In an Al-
enhanced practice, the invisible, time-consuming tasks that once filled your day
happen automatically. You're no longer chasing follow-ups, scrambling to log
notes, or juggling reminders. Instead, you focus on where it matters most: building
relationships, solving complex problems, and delivering exceptional value.

Behind the scenes: what Al enables

Follow-ups that just happen

After every client interaction —
whether it's a meeting, call, or
email — your system automatically
generates a personalized follow-
up. It drafts the email, attaches any
promised documents, and logs the
communication for compliance, all
without you lifting a finger.

Notes that capture themselves

Your Al assistant intelligently records
and summarizes key points from
client interactions, flags follow-up
actions, and updates records — no
more late-night note-taking or trying
to remember what was said.

Meeting prep w/o the scramble

Before every meeting, your CRM
serves up everything you need:
key plan details, account updates,
recent client activity, and even Al-
suggested talking points based on
past conversations. You walk into
every conversation informed

and ready.

Compliance logs built passively

Every client touchpoint, task, and
communication is captured in real
time, creating a complete audit
trail. Compliance isn't a

separate chore — it's baked into
your workflow.

With Al working behind the scenes, your practice shifts from reactive to proactive.
Tasks and reminders occur automatically, opportunities to connect are surfaced
before clients request them, and key milestones, such as reviews and RMDs, are
handled on time. The result is a practice that runs with precision, delivers a high-
touch experience at scale, and frees you to focus on what matters most: strategic
advice, deep relationships, and meaningful growth.



Your roadmap to Al success

Transforming your practice with Al isn’t about adding more tools — it's about
building smarter systems that work together. Here's a clear, five-step roadmap to
help you get there.

Step 1: Audit your current stack

Start by mapping out every tool you're using today. CRM, planning software,
trading platform — plus the add-ons: e-sign tools, marketing apps, task trackers,
compliance software, and communication platforms.

Ask yourself:
- How many logins do you juggle?
- Where are you duplicating work?

- What's eating up time that could be automated?

This audit will reveal inefficiencies and opportunities for consolidation.

Step 2: Identify tasks ripe for automation

Look at your daily and weekly workflows. Which tasks are repetitive, manual, or
prone to falling through the cracks?

Examples include:

Sending meeting reminders or follow-ups
Logging notes or updating client records
Tracking RMDs, reviews, or compliance deadlines
Sending birthday and anniversary messages

These are prime candidates for Al-driven automation.

Step 3: Select technology that simplifies, not stacks

Your goal is to streamline, not pile more technology on top of what you already
have. The right tools will work together seamlessly and handle the heavy lifting
behind the scenes.



The best platforms for an Al-enhanced practice will:

Integrate deeply with your planning software and custodian
Automate communication, task creation, and note logging
Surface insights and client opportunities before you need to ask
Build a complete audit trail automatically, without extra work
Eliminate the need for disconnected, single-purpose tools

Look for tech solutions that are built with automation and Al at their core, not
systems where these features were bolted on as an afterthought.

Step 4: Build automation into client touchpoints

Once your foundation is in place, layer in automation where it matters most
to your clients:

Birthdays and anniversaries: personalized messages delivered automatically
RMD reminders: proactive outreach ahead of deadlines

Annual reviews: meetings auto-scheduled and prepared with the right data
Meeting prep and follow-up: generated before and after every client interaction

The result is a white-glove experience that scales effortlessly.

Step 5: Monitor and refine with analytics

Al isn’t set-it-and-forget-it. Use built-in analytics to track what's working:

- Which automations save the most time?
- Where are client touchpoints being missed?
« How is your pipeline progressing?

Refine your workflows continuously — so your practice grows smarter over time.




Checklist: Is your practice
ready to scale with Al?

Before you can build an Al-enhanced practice, it helps to take a clear-eyed look at
where you stand today. Use this self-assessment to identify how much of your
workflow could be streamlined with automation.

Self-assessment

Answer yes or no to each question:

Question Answer

Do I manually send follow-up emails after client meetings?

Am | logging meeting notes myself, after every meeting?

Do | manually set reminders for reviews, RMDs, or important dates?

Am | manually creating tasks or to-dos?

Do | rely on memory/sticky notes to flag client opportunities or follow-ups?
Do | re-enter client data across multiple platforms?

Does it take me more than 20-30 minutes to prepare for a client meeting?

Do | jump between multiple platforms daily to check tasks,
communications, and client records?

Am | manually tracking client anniversaries, birthdays, or milestones?

Do | spend time pulling data or building reports that could be automated?

Scorecard

O-3 Yes Answers 4-7 Yes Answers 8-10 Yes Answers

You're well on your way. Your You're in the middle — some Your tech is working against

practice has already systems help, but there’s still  you more than it's working for
embraced automation, and Al too much manual effort. Al you. It’s time to simplify, unify,
could help you refine and could significantly reduce and automate — Al can

scale even further. admin time and create a transform the way you work.

smoother client experience.

Al doesn’t just make your practice more efficient — it makes scaling possible
without sacrificing the personal touch. In the next section, we’ll share sample
automations that can get you started.



The future is now

You've seen the path forward. The choice is clear: continue managing a patchwork
of disconnected tools, logging into system after system, and spending precious
hours on work that could — and should — happen automatically.

Or, unlock a practice that runs smarter. A practice where Al handles the heavy
lifting behind the scenes so you can focus on what truly sets you apart: offering
strategic advice, building deep client relationships, and growing your firm with
confidence.

Al won't replace you. It won't take away your personal touch. Instead, it will elevate
your impact, giving you more capacity to deliver a white-glove experience at scale,
with less stress and more consistency.

The opportunity is here for advisors who are ready to embrace it. Those who
simplify, automate, and integrate their systems will be the ones who lead the next

era of financial advising.

It’s time to build a practice designed for the future — and powered by Al.
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Ready to see these GO T
automations in action? - LI =

Discover how an Al-first platform can
transform your practice. Book a demo today
and take the first step toward a more
efficient, scalable, and client-first future.



https://calendly.com/d/cs24-fm3-59g/slant-demo

