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Executive Summary

From More Wealth to More Demanding
Wealth

The rise of a new generation of wealth owners has fundamentally reshaped
expectations in wealth management. Clients today want advice that fits their
life, not just their portfolio:

¢ Younger, digitally native owners.

e Portfolios with more alternatives, private assets, and equity compensation.

e Higher frequency, multi-dimensional questions blending family, taxes,

liquidity, values, and risk.
o A clear willingness to pay more for personalized, situation-specific advice.

But while demand is expanding, advisor capacity is not. Advisor headcount will
grow only ~10% over the decade translating to ~2% net new capacity after
retirements. Yet expectations for personalization are rising 28-347%.

This creates a structural demand-supply gap of 26-32 points.

Clients want:
1. What changed in my financial life and portfolio?
2.Why does it matter for goals, family, taxes, and risk?
3.What we should do with clarity and evidence?

Most platforms deliver dashboards, not narratives. Tools show "more data,"
but don't synthesize meaning or generate personalized guidance.
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The Only Scalable Path Forward

To close this gap, firms will have to get good at using Al — not in a flashy way,
but in a practical, day-to-day way. The workload won't be solved by hiring
more people.

This doesn't mean Al replaces advisors. It means Al becomes the accelerator
that handles assembly work so that humans can stay focused on judgment
and client conversations.

In real terms, that means systems that can:
¢ Pull together information from custodians, planning tools, CRMs, and
documents
e Keep an up-to-date picture of each household
e Draft clear, evidence-backed explanations in the formats clients actually
use
e Do it all within compliance guardrails

This is less about "Al transformation” and more about finally having help with
the work no one has time for.

This whitepaper:
1. Defines the new wealth owner and the personalization premium.
2. Quantifies the demand-supply paradox.
3.Explains why traditional tools fall short.
4. Outlines what client-centric Al must actually do.
5.Shows a realistic "Future Advisor" model.
6.Presents Clarista as a reference architecture.
7.Provides a practical 8-10 weeks concept-testing blueprint.
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The New Wealth Owner: What’s Really
Changed

New Expectations, New Workloads

The largest intergenerational wealth handoff in history is shifting not just assets — but
expectations:

¢ On-demand clarity rather than quarterly surprises

¢ Advice integrated with life, family, career, and health

¢ Digital experiences benchmarked against consumer apps

¢ Clear articulation of “why this recommendation for me?”

This shift produces three advisor-level consequences:
1. Higher frequency: clients expect real-time clarity on changes.
2.Broader scope: financial capital + human capital + social capital.
3.Deeper personalization: advice calibrated to goals, scenarios, and context.

Portfolios That Require More Synthesis

Today's portfolios reflect new wealth behaviors:
¢ Alternatives: RIAs doubled adoption (23% - 48%); family offices often hold 30-
40%+.
e Equity comp: often 40%+ of net worth; requires constant monitoring.
¢ Crypto and digital assets: now mainstream; 67% of advisors field crypto questions.

Each asset class adds reporting, modeling, and interpretation demands.
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Lives That Require More Context

Modern wealth owners navigate:

¢ Global families and cross-border tax issues
¢ Liquidity events, sabbaticals, non-linear careers
¢ Health and long-term care decisions

¢ Philanthropy, family governance, intergenerational planning

“Good advice” is no longer just financial analysis , it's contextual synthesis across life
and investments.
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The Demand Supply Paradox
Demand: Persondalization Growing 28-347%

Clients increasingly expect advisors to:

e Connect portfolio actions to life context

¢ Proactively surface risks and opportunities

¢ Provide tailored, situation-specific recommendations
This translates into measurable revenue impact:

e Generic updates: 0.35% fee tolerance

¢ Holistic advice: 0.87%

¢ Personalized planning: 112%

For a 300-household RIA, the spread equals >$7M in annual revenue between the

bottom and top quartile of personalization.

Supply: Capacity Growing ~2%
Time-and-motion studies show:
¢ 90 minutes of prep per 45-minute meeting
40-45% of advisor time devoted to quarterly reviews
Family office staff spend 60-70% of their time on reporting

platforms

Brokerage/wirehouse advisors acting as translators across fragmented

Capacity is the bottleneck, not demand, not data availability, not client

interest.

Wealth management is at the same inflection point investment banks faced when

analyst workloads became unsustainably high — solved only through automation

of assembly, not more hiring.

The Demand Supply Paradox

Client Expectations & Complexity
(Rising ~30%)
2025-2030

Structural Gap Emerges

=

Advisor Capacity

(Growing ~2%)
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Why Today’s Technology Stack Can’t
Keep Up

The last 20 years delivered critical advancements — but not synthesis.

Aggregation Platforms: Strong Foundation, Limited
Storytelling

Current aggregation platforms excel at:
¢ Multi-custodial data
¢ Performance reporting
¢ Feetransparency

But they do not:

e Capture all wealth (alts, private deals, equity comp details, entities)
¢ Integrate life events, conversations, or markets
¢ Produce personalized narratives for ease of understanding

They solved limited data aggregation, not client context understanding.
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The Hidden Workload

PDF Statements

CRM Notes

K-18 and Capital Call Documents
Entity Diagrams

Performance Reports

Planning Tool Outputs

Email Excerpts or Meeting Notes

CRMs & Meeting Recorders:
Memory Without Meaning

CRMs and Meeting Recorders remember the past.

But neither can:
e |dentify what matters right now for a client, given the markets
¢ Synthesize investments across entities and accounts into a single,
unified story
e Convert complex outputs into human, contextual language
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Generic LLMs: Fluent but Unreliable

General Al tools can draft, summarize, or answer generic questions, but lack:
e Accurate calculations

¢ Data protection guarantee

¢ Ability to work with systems and databases
o Compliance traceability

“ChatGPT + spreadsheet” is not an acceptable fiduciary workflow.

The Synthesis Gap

Every existing tool solves a piece of the problem.
None solve:

"Turn my scattered data, documents, events, markets, and preferences into a
clear, client-specific narrative with actions and evidence."

That is what client-centric Al must deliver.
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Beyond Aggregation: What Client-Aware
Al Must Do

To resolve the paradox, Al must evolve from generic language models into
compliant, client-aware context that support real advisor workflows.

Build a Living Client Aware Intelligence

Think of this as the system's dynamic memory:
e Accounts, entities, trusts, businesses, and life events
¢ Timeline of transactions, meetings, corporate actions, and markets
¢ Goals, constraints, and forward-looking scenarios

This "client brain" is maintained by:
¢ Client-specific agents with household context
¢ Al-assisted extractors for K-ls, capital calls, grant agreements, offering memos
¢ Validation workflows that surface anomalies before brief generation
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Let Advisors Query Through Client-Aware
Intelligence

Advisors should be able to ask natural questions like:
¢ "What changed for the Walkers family since last quarter?"
e "What is the cash flow projection based on capital calls?"
* "How does their alternative exposure compare to peers their age?"

The system translates human questions into governed queries across custodians,
plans, statements, and CRM, providing traceable, audit-ready answers.

Generate Personal Outputs in Preferred Formats

Each touchpoint should produce:
e One-page brief (What changed / Why it matters / What we should do)
e Visual trends (drift, concentration, cash runway, goal progress)
¢ Audio summaries in the advisor's voice

Pilot data shows audio summaries increase client consumption from 41% > 73%.

Providing good advice is not sufficient unless the clients engage and take action.

The Living Client Record
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Preserve Evidence and Compliance Lineage

Every answer and output must:
¢ Link back to the source data
¢ Follow firm-defined rules and thresholds

¢ Pass through review/approval workflows

o ° THE NEW WEALTH DEMAND SUPPLY PARADOX
< clarista



A Day in the Life of the Future Advisor

Morning: Stories Instead of Platforms

At 8:00 A.M., the advisor sees pre-built briefs and 2-minute audio scripts
for each upcoming client.

Each includes:
e What changed
o Why it matters
¢ Recommended actions

Every sentence is clickable to evidence.

Prep takes 10-15 minutes —reading an email or listening to a podcast—not
90 minutes shuffling through platforms.

Midday: Deeper Conversations, Less Assembly

Clients arrive already prepared, having read the brief or listened to the podcast.
Meetings start with:
"Should we address the concentration risk? Let's talk about next steps."
The advisor asks follow-up conversationally:
o "What if we shift from index to specific sectors to balance Al-led GDP growth
with inflationary pressures on consumer sectors?"

¢ "How will health insurance options change based on your desire to retire early?"

The system responds with numbers, narrative, and evidence.
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Late Afternoon: Scale Without Losing
Depth

Client-Aware Al extends value beyond the meeting. It generates post-meeting briefs
that summarize key discussions, agreed-upon actions, and rational, all in the client’s
language and stored securely for compliance.

Advisors receive alerts when commitments stall, ensuring no follow-up or task falls
through the cracks.

Accelerating the Nlext Generation

Client-Aware Al serves as a mentor to junior advisors. It turns every client interaction
into a learning module, breaking down how recommendations were formed, which
data points supported them, and why specific actions were prioritized.

New team members can replay annotated conversations, explore reasoning trees
behind decisions, and run "what-if" simulations to practice judgment before client
exposure.

Instead of years of shadowing, new advisors can learn the craft through guided, Al-
assisted journeys that blend real needs with real context, accelerating experience
without compromising quality.
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Clarista as a Reference Architecture for
the Future Advisor

Clarista demonstrates that this model is not theoretical

Data & Document Foundation

Clarista connects to custodians, CRMs, planning tools, warehouse data, and
document sources, without copying sensitive customer data.

Al-assisted agents extract:
o K-ls
Capital & distribution calls
Grant agreements
Policy statements

Interim Client Aware Intelligence Layer
Clarista maintains a structured graph of accounts, entities, documents, events, and
family relationships.

Agents "follow" each household - learning preferences, history, and context.

These powers:
¢ Life-events, investments, cashflows and markets aware insights
¢ Scenario modeling tied to household specifics
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Al-Governed Validation

Rules governing drift, concentration, liquidity, and tax thresholds apply to all outputs.

Compliance sees traceability for every claim.

Multi-Format Outputs

Clarista generates:
e One-page briefs synthesizing investments, cash-flows, markets, objectives,
and prior meeting notes
¢ Conversational dashboards for diagnostics
¢ Advisor-voice podcasts for preparation on the run

Pilot outcomes:
o 60-75% prep time reduction
¢ 3]customer actions per meeting (vs. 1.8 baseline)
¢ 70%+ audio engagement (vs. generic quarterly emails)
e Capacity expansion from 200 - 238 households per advisor

Segment-Specific Value

¢ RIAs: grow households while enhancing personalization
¢ Family Offices: reduce reporting burden (60-70% > 25-30%)
e Advisors in larger firms: overlay clarity on top of existing platforms
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A Practical 8-10 Week Deployment
Blueprint

A well-designed pilot shows value quickly and builds confidence across advisors,
operations, and compliance. The path is structured and straightforward:

Weeks 1-4: Connect & Configure

Lay the foundation.

e Connect 3-5 core systems - CRM, custodian, market data

¢ Build household and entity mappings

¢ Calculate missing metrics - performance & risk

¢ Configure data governance controls - data quality and data definitions
e Establish SSO and role-based access

Weeks 5-8: Configure Al on 25-40 Households

See the systemin action.

¢ Configure brief templates, thresholds, and tone guidelines

¢ Baseline key metrics: prep time, actions per meeting, client engagement
o Generate Al-drafted briefs and podcasts for upcoming reviews

e Gather Advisor feedback on clarity and usefulness

e A/Btest audio versus text-only delivery
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Weeks 9-10: Measure & Decide

Validate impact and tune for scale.

Compare pilot results against baseline

Review compliance sign-offs and lineage

Refine templates, thresholds, and presentation style
Decide whether to scale, enhance, or pause

Success Criteria

What winning looks like:

40-70% reductionin prep More actions per meeting
time and clearer next steps

Higher client understanding Zero compliance issues
& engagement
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With vs. Without Client-Aware Al

Without Client-Aware Al

e Advisors spend ~20 minutes prepping each client review.

¢ Only the top 20% of clients receive meaningful personalization; everyone else
gets templated updates.

e Teamsdrown in reporting cycles and data assembly.

¢ Dashboards multiply, but clarity does not.

e Advisors burn out, and firm growth stalls due to capacity constraints.

With Client-Aware Al

¢ Prep drops to ~20 minutes, with briefs drafted automatically.

¢ Every client receives a clear, evidence-backed narrative from the Advisor
tailored to their investments, markets, and life situation.

¢ Advisors can serve more households without sacrificing depth.

¢ Time shifts from assembly to strategy: tax planning, scenario analysis,
recommendations.

e Adbvisors return to the work they entered the profession to do
= guiding families, not collecting data.
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Support

The Advisor’s Day - Before and After Al

Without Client-Aware Al With Client-Aware Al
90-minute prep 6:00a.m. —— 7:00a.m. r_® Prep in 10-20 minutes:
brief and audio ready.
Hunting for missing 9.00a.m. —— 9:00a.m. Zero hunting, All client
data across §£>2 data and unified and
platforms ready
Reconciliations 10:00a.m. —— 10:00 a.m. Meetings start with
— »
H-  across sources decisions supported by
instant evidence
Meetings start 12:00 p.m.—1— 12:00 p.m. Freed up capacity to
e @ with catch-ups, advice more clients
not decisions with deeper insights
: .m. —— 430 p.m. _
Burnout and 6:00p.m Gt Margin in the day for
b backlog for - b strategy or more
tomorrow households

More clients. Better prepared.
A completely different engagement.
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Conclusion
The industry is entering the early stages of adoption for Al.

The firms that act now gain an advantage; those who wait will eventually adopt similar
tools simply as table stakes.

The path forward:
1.Recognize the real problem: capacity vs. complexity.
2.Define your vision for the Future Advisor.
3.Runagoverned Al pilot across 25-40 households.
4.Use a client-context architecture to ensure trust and compliance.
5.Invest in advisor storytelling and decision support skills.

The new wealth owner is already here.
They expect you to understand their situation, and they reward the firms that do.

When technology finally handles the mechanical work, advisors can return to what
matters most: guiding families towards wiser choices and more fulfilling lives.
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Z clarista

Clarista is the platform for contextual intelligence built to amplify the capacity
and confidence of modern Wealth Advisors. It unifies client, portfolio, and
document data into governed, decision-ready intelligence with Al,
transforming scattered inputs into clear, personalized narratives and
recommendations that Advisors can trust and act on.

Clarista doesn’t just connect data; it creates new, contextual insights across
custodians, CRMs, and planning tools to identify opportunities, risks, and
questions before they surface in meetings. Each output is explainable,
traceable, and ready for compliance review, ensuring that every
recommendation stands on evidence.

From automated briefs and audio summaries to client-aware dashboards,
Clarista helps Advisors serve more families and clientds with depth, not more
hours. By governing Al from the start, Clarista gives wealth management
firms a way to scale personalization, preserve trust, and restore what matters
most: time for real conversations with clients.

Clarista — The Intelligence Behind Client-Aware Advice

For more information, visit us at www.Clarista.io

Follow us on m ° Mg
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