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The Competitive Reset
In Wealth Management

How Al is reshaping advice delivery,

widening the gap between firms, and creating

a new standard for advisor-led growth
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Executive Summary

Al is about to create a much wider gap between wealth management firms than most
executives are prepared for.

Many still see Al as a productivity layer that includes better prompts, better copilots,
and faster admin work. That view is already too small. The firms that win will be the
ones that use Al to redesign how advice is delivered across the entire client lifecycle.

That shift is already underway. In NVIDIA’s 2025 State of Al in Financial Services
research, 65% of respondents said their organization was actively using Al, up from
45% in 2024, while 42% said they were actively using or assessing agentic Al. Just

as important, 73% of leadership respondents said Al is important to their company’s
future success. The market has moved beyond experimentation, and Al is becoming a
strategic operating priority.

NVIDIA’s 2025 State of Al in Financial Services research found that:
65% of respondents said their
organization was actively using Al
While 42% said they were actively
using or assessing agentic Al i
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Once Al is embedded across preparation, client
engagement, follow-through, opportunity capture,
and oversight, advisors begin to make better
decisions faster, client experiences become more
consistent, and execution improves at scale.
Ultimately, performance begins to compound in
ways competitors can't easily replicate.

The shift is likely to show up as a sharp
divergence in performance between firms, with
some firms suddenly becoming much harder to
compete with. Al adoption will elevate the firms
that know how to amplify advisor judgment, trust,
and client leadership while everyone else is still
treating Al as a collection of tools.

As routine execution and intelligence-heavy work
move to agents, the value of the advisor only
rises. Human advantage shifts toward judgment,
behavioral coaching, stewardship, and guiding
clients through the decisions that matter most.

The firms that build around that reality first will
define the next standard of advice.

Al adoption will elevate the firms

that LGEVAL AL 1+1[1i%] advisor

judgment, trust, and client leadership
while everyone else is still treating
Al as a collection of tools.

By the time the rest of the market recognizes
the shift, the leaders will already have the data,
workflows, habits, and client expectations
working in their favor.

The biggest mistake a firm can make right now

is thinking this is a tooling upgrade. This is a
competitive reset, and the firms that move too
slowly will fall behind and become easier to beat.
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The Al-augmented

Financial Advisor

Financial advice has always been high-value, but
the work surrounding advice has become bloated.
Too much advisor time is consumed by preparation,
reporting, follow-up, documentation, internal
process friction, and searching across fragmented
systems. Advisors are still expected to deliver
highly personal, highly informed, and

highly responsive experiences, yet too often they
do so within workflows that were never designed
for speed, continuity, or scale.

That is the opening Al creates. Firms will capture
the full value of the moment by redesigning
workflows end to end, with Al embedded as a
part of the operating design.

In that model, Al supports the advisor across the full
rhythm of work. Before a meeting, it equips the advisor
with relationship context, portfolio developments,
market signals, planning triggers, and relevant
approved content.

Al supports the advisor El« (I3

the full rhythm of work.

During the meeting, it reduces the burden of notetaking
and helps preserve continuity. After the meeting, it
drafts summaries, surfaces next steps, flags portfolio
implications, and accelerates follow-through. Across
the day, it strengthens relationship management,
business development, documentation, supervision,
and compliance discipline.



What Leaders Must

Build for The Agentic Era

The firms that lead the transition to agentic Al, will Advisors still own fiduciary accountability, make
be the ones that use it most intelligently to redesign recommendations, and earn trust. But they do so
work, elevate judgment, and strengthen oversight with a more powerful operating foundation that
across the firm. An agentic wealth management expands capacity, improves control, and raises
organization embeds Al into the day-to-day work the quality of advice the firm can deliver.

of advisors, managers, leaders, marketers, practice

management, and compliance teams so that This approach rests on five principles.

preparation, personalization, and coaching become
faster, more consistent, and more scalable.

First, human advice remains central. Al augments advisor capacity, but it does
not replace fiduciary responsibility, ethical judgment, or relationship stewardship.
That distinction matters in wealth management, where trust is inseparable from
human accountability.

Second, workflows must be redesigned. Meaningful value appears when firms
reimagine end-to-end frontline domains and build repeatable human-agent
collaboration models.
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Third, compliance and supervision should be built into Al systems from the outset.
Embedding these capabilities directly into workflows helps organizations manage
communications consistently, maintain appropriate oversight, and reduce operational
and compliance risk across channels such as email, messaging, and social media.

Fourth, Al should operate within clear governance and audit frameworks.
Well-defined controls, accountability, and recordkeeping practices support more
responsible deployment, improve transparency, and make it easier to monitor
performance, investigate issues, and adapt systems as expectations evolve.

Fifth, data must inform development and growth. Al creates new visibility into
advisor behavior, content engagement, meeting effectiveness, coaching needs,
and operational bottlenecks. That makes it possible to improve productivity,
accelerate onboarding, strengthen succession planning, and identify growth

opportunities with more precision.
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How Al Helps Advisors

Deliver More Value

The first value of Al is time saved. The larger

value is what that time becomes. Those hours

can be redirected into deeper preparation, more
proactive planning outreach, faster follow-up,
stronger relationship management, more timely
communication during volatility, and more business
development activity.

Over the course of a year, that reclaimed time
becomes meaningful capacity. Advisors can
complete more reviews, move faster on client
needs, surface more opportunities across the
book, and spend more time on the activities that
deepen trust and grow the business.

Over multiple years, the effect compounds. Better
preparation leads to better meetings. Better
meetings lead to stronger relationships. Stronger
relationships lead to more retained assets, more
wallet share, more referrals, and greater advisor

confidence in proactive growth. This is the productivity
compound of Al: Time recovered becomes capacity,
and capacity reinvested becomes growth.

In order to capitalize on this opportunity, Seismic
sees three distinct opportunities to support advisors
in this new operating model.

LLERER 4] productivity compound of Al:

Time recovered becomes capacity, and
capacity reinvested becomes growth.

Meeting preparation and follow-up

Meeting preparation is one of the clearest, highest-
value opportunities. McKinsey reports that preparing
for one client meeting can take half a day, especially
with complex accounts. Its research also shows

that Al agents can aggregate information from CRM



systems, emails, and reports into usable account

plans within minutes. For wealth managers, that
translates into Al-generated meeting briefs that
summarize prior interactions, portfolio changes,
planning considerations, risk exposures, and
likely client questions. It means surfacing
relevant market commentary, product updates,
and life-event signals before the advisor

walks into the room. It also means suggesting
compliant agendas and follow-up priorities
before manual work begins.

These efficiencies ultimately result in
better-prepared advisors, faster prep cycles,
more relevant conversations, and more time
redirected toward client engagement.

Personalization and content intelligence

Clients increasingly expect advice that feels
continuous and tailored. Al can help firms
move from broad segmentation to context-rich
personalization by aligning approved content,
presentations, and talking points to the
client’s goals, life stage, needs, and
conversation history.

For firms, this means helping advisors find
the right approved materials without hunting

on-brand, and compliant client-ready content for
digital, virtual, and in-person conversations. It also
improves alignment between home office teams
and advisors by ensuring the content being used is
current, approved, and relevant.

L1 GEE) efficiencies ultimately result in

better-prepared advisors, faster prep cycles,
more relevant conversations, and more time

redirected toward client engagement.

Coaching and practice intelligence

Al also changes how firms develop advisors. This

is especially relevant in an industry facing talent
pressure, succession concerns, and rising demands
on frontline managers.

For financial advisors and their managers, Al
coaching can identify patterns in meeting execution,
content usage, communication quality, and follow-
through. Managers can see where advisors are
excelling, where confidence is lagging, and where
coaching or practice is most needed. Over time,
that creates a more scalable and data-informed
development model.

through systems, then assembling personalized,
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v A Practical Blueprint for

Wealth Management Firms

Transformation should be a constant, with firm
leaders defining a clear sequence.

Start by identifying advisor friction points. In most
firms, the clearest candidates are meeting prep,
post-meeting documentation, content discovery,
personalization, and cross-system search. These
are high-frequency tasks where time loss is visible
and where Al can produce fast, measurable gains.

Next, categorize work intentionally. Some tasks
should be automated, some should be augmented,
and some should remain explicitly advisor-led.
That distinction helps firms define where Al

assists, where advisors decide, and where
oversight is required.

Then embed Al into the advisor tech stack rather
than adding another disconnected experience.

The most effective model is one in which CRM,
content, meetings, coaching, and compliance
workflows reinforce one another.

Training should prioritize how advisors collaborate
with Al, what guardrails apply, when to escalate,
and how to interpret Al outputs responsibly.
Manager reinforcement is essential, because
adoption will rise only when the workflow becomes
trustworthy and useful in practice.

The most effective model is one
in which CRM, content, meetings,

coaching, and compliance

workflows reinforce one another.




The firms that are best positioned

to lead will be those that trea

as a foundational capability

for the future c

Finally, measure business impact in terms
leadership cares about such as advisor time
reclaimed, meeting prep time reduced, client
engagement quality, wallet-share expansion,
AUM growth, advisor retention, coaching
velocity, and compliance incident reduction.

The next standard of advice will be built
on trusted Al

In wealth management, Al without governance
is noise. To deliver real enterprise value, Al must
operate within a trusted framework: grounded in
approved content, governed by permissions and
policy, auditable in execution, and anchored in
human accountability.

That is what separates strategic Al from generic Al.
The firms that lead will be the ones that embed Al
into core workflows, apply governance where risk is
highest, and use it to enhance the human judgment
clients value most.

That’s the shift now underway. Today, the
conversation goes past productivity toward
deploying Al responsibly, operationally, and at scale.
Al is here, and the firms that are best positioned to
lead will be those who treat Al as a foundational
capability for the future of advice.
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Conclusion: The advisor

edge in the agentic era

Al will reshape advisor workflows. The leaders in
this next era will be those who embed Al into the
business with the right governance, controls, and
a clear role for human judgment.

As Al takes on more administrative and
intelligence-heavy work, the value of the expertise
of advisors rises. Trust, empathy, judgment, and
the ability to guide clients through complexity
become even more important.

The leaders in this next era will be
those who embed Al into the business
with the right governance, controls,

ElW LY clear role for human judgment.

For wealth management leaders, there's an
opportunity to use Al to scale efficiency, while
elevating the quality of advice.



About Seismic

Seismic is the global leader in Al-powered enablement, e
ering go-to-market leaders to drive strategic growth and deli
exceptional client experiences at scale. The Seismic Enablemen
Cloud™ is the only unified Al-powered platform that prepares
customer-facing teams with the skills, content, tools, and insights
needed to maximize every buyer interaction and strengthen client
relationships. Trusted by more than 2,000 organizations worldwide,
Seismic helps businesses achieve measurable outcomes and accel-
erate revenue growth. Seismic is headquartered in San Diego with
offices across North America, Europe, Asia and Australia.

To learn more, visit Seismic.com and follow us on Linkedin,
X (formerly Twitter) and Instagram.

( Visit our website > )
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https://www.linkedin.com/company/seismic-software/
https://twitter.com/SeismicSoftware
https://www.instagram.com/seismicsoftware/
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