FINARIC. WHITE PAPER
WEALTH MANAGEMENT
2026

RELATIONSHIP INTELLIGENCE FOR ADVISORS

Training the Conversations
That Shape Client Trust

Wealth management is shifting from delivering information to
earning trust. The hardest and most valuable part of an advisor's job —
the conversation — is also the least supported. A look at why, and at the

learning loop that changes it.
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OPENING

Wealth advice is becoming more relational,
not less

As software takes on more of the mechanics of advice — planning,
allocation, rebalancing, paperwork — it's worth asking what's left
that only a person can do. More and more, the answer is the human
part: judgment, trust, and the quality of the conversation.

It's tempting to assume the Al era means financial advice finally gets automated.
But in practice, something closer to the opposite seems to be happening. As the
analytical work becomes commoditized, clients lean less on their advisor for the
plan and more for the relationship — for whether they feel understood when a

decision is hard and the stakes are personal.

That's the quiet paradox of the years ahead: the stronger the Al around the
advisor, the more the human conversation tends to matter. Trillions of dollars will
change hands on the strength of these conversations — and yet the conversation
itself, how an advisor reads a hesitation, sits with a fear, or earns trust across a
family, is the one part of the practice almost no one is taught to do better.

This paper is about that gap, and what it might take to close it.
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PART | - THE SHIFT

A generational shift is underway while new
technology reshapes the work

Three forces are reshaping wealth advisory at once — and each
moves the center of gravity from the portfolio to the relationship.

The first is the great wealth transfer. An estimated $124 trillion will move through
2048, much of it first passing between spouses before reaching the next
generation. But assets don't carry advisor loyalty with them: when the decision-
maker changes, the relationship is often re-underwritten from zero, and heirs
who leave rarely do so over performance. The risk is quietly being redrawn —
retention is moving from performance risk to relationship risk.

$124+ ~50+ ~110k

transferring through 2048 — the of assets typically retained across a advisors retiring within the decade
largest handoff of wealth in history. generational handoff; loyalty is re- (~38% of the workforce); a ~100K
earned, not inherited. shortage projected by 2034.

Sources: Cerulli Associates, 2024; McKinsey & Cerulli, U.S. advisor workforce, 2024-25.

The second is advisor succession. The advisors who hold these relationships are
retiring faster than the industry can replace them. The challenge isn't only

replacing headcount — it's transferring relationship judgment: the ability to read
hesitation, guide a difficult decision, and carry client context across advisors and

teams.

The third is what advisors are now expected to do. As Al absorbs the mechanics
of advice — planning, allocation, documentation, follow-up — the advisor is
defined less by producing the answer and more by guiding the decision. And
across generations, that's what clients increasingly want: not just a technical
answer, but decision support, confidence after a loss, and trust through the

emotional weight of money and family.

Which raises the question this paper takes up: the conversation is now the most
valuable thing an advisor does — so can it be trained, supported, and carried

forward?
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PART Il - THE PROBLEM

The relationship work is still invisible

A transcript tells you what was said. A note tells you what was
logged. Neither tells you what mattered.

Arecord captures what the client said and what the next step is. It can't show
whether they were ready to act, whether a question about "risk" was really about

safety, or whether a family member mentioned in passing shapes the real decision.

The signals that move trust — hesitation, friction, an unspoken concern — are
invisible in the record, or flattened into a tidy line that loses what made the

moment matter.

And the ability to read those moments is still trained informally. Firms have
onboarding and playbooks, but the craft of the conversation is learned by
shadowing and osmosis — never made systematic. A lead advisor's judgment is
hard to replicate, a junior's growth is slow, and a team has little visibility into who
needs coaching, on what.

Nor does the context that should anchor the relationship carry forward — across
meetings, a team, or time. Why a client hesitated, who shapes their decisions,
which way of communicating they trust: notes scatter this into fragments or lose
it, quietly eroding the very continuity a long-term relationship depends on.

The most valuable work an advisor does stays invisible:
unseen in the moment, hard to teach across a team, and
easily lost over time.
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PART IIl - THE GAP

The stack records the meeting, but not the
learning

The current generation of advisor software is genuinely useful — and
most of it is built to capture the conversation, not to help an advisor
get better at having it.

Al notetakers have been a real advance: hours back every week, cleaner follow-
ups, and fewer details lost. They have solved an administrative burden that used
to crowd out the client, and that work is here to stay. But capture is where most
tools stop. They produce a better account of what happened.

They do not address the harder question: how the next conversation gets better.

Most tools do not rehearse the difficult moment before it happens, surface what
moved trust while it is still useful, or turn a senior advisor's instincts into
something a team can learn from. They optimize the work around the

relationship, while leaving the relationship itself largely untouched.

Efficiency has been solved. Effectiveness — getting
measurably better at the human part — has not.

That is the missing layer: not another way to record the conversation, but a way

to learn from it — to rehearse it, read it, carry it forward, and improve the next

one. That is the layer Finaric is building.
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PART IV - THE APPROACH

It starts with coaching

Finaric is a relationship intelligence layer for advisors — a learning
loop that starts with coaching, extends into live meetings and after-
meeting review, and compounds into a lasting memory of the
relationship. It begins where the friction is lowest, and where the
relationship work can finally be practiced: before the meeting.

An advisor rehearses a conversation in real time with an Al client, then gets
coached on how it went. They can practice common situations, specific
challenges, or moments adapted from real meetings — and rehearse how different

clients might react before they're ever in the room with a real one.

SAMPLE SCENARIO - NEW CLIENT NERVOUSNESS

“I'm still not sure about..” ( "Let's revisit that..” )

COACHING
AFTERWARD

—_— ® Pattern that surfaced

* What to try next time
FINARIC ROLE-PLAY CLIENT ADVISOR

Afterward, the coaching is specific. It points to what worked and what didn't —
the pattern that surfaced, the concern that went unanswered, the moment trust
was won or lost — and what to do differently next time. A lead advisor can weigh
in too, validating what the system saw and adding their own judgment, so

coaching reflects how the firm actually works.

But coaching is where the loop begins, not where it ends. The same engine carries
through the rest of the relationship — surfacing signals in the live meeting,
capturing what mattered afterward, and updating a memory of the client the next

conversation can build on.
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PART V - RELATIONSHIP INTELLIGENCE

Relationship intelligence

Relationship intelligence is the layer that turns isolated
conversations into continuous understanding — across meetings,
across a team, across time.

One part is the client relationship memory — a living profile of each client that
stays current as priorities shift, concerns resurface, decision-makers change, and
trust is built or tested. But relationship intelligence is more than memory. It

works in the moment and after it, and it improves with every pass.

In the live meeting, relationship intelligence reads the signals that move trust —
hesitation, emotional salience, decision friction. The point is not to interrupt the
advisor or overwhelm the meeting with prompts; it is to surface the moments
that may deserve attention while they can still shape the conversation, and to
preserve them for review. Review focuses on what records usually omit: the
client's sentiment — how they actually felt, not just what was decided — alongside

the open threads and the moments the advisor could have handled better.

Much of what matters is the context that usually leaks away: why a client
hesitated, who really shapes the decision, which way of communicating builds
their trust. Rather than letting that scatter into fragments, relationship
intelligence carries it into the next meeting, across the broader team, and
through the long arc of the relationship.
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PART V- THE RELATIONSHIP LEARNING LOOP

How the loop compounds

ADVISORY
TEAM
FEEDBACK

Human in the loop

through the full cycle.

01- BEFORE
Coaching & Practice <

Rehearse with a role-play client, then get coached.

J

02 - DURING
Real-Time Signal

In the meeting: trust shifts, hesitation, friction.

\
03 - AFTER
Review Key Moments

Client sentiment, open questions, what shifted.

\’

04 - CONTINUVITY
Carry Forward

Key moments become lasting relationship memory.

\

05 - OVER TIME - LEARNS BOTH WAYS
Improvement

® The advisor sharpens their judgment.
* The system grows more attuned to advisor, client, team.

Relationship Intelligence

A living, compounding understanding of the relationship —
memory, signals, coaching, and feedback — held across
meetings, a team, and time.

What makes it a loop, and not a better filing cabinet, is that every pass improves

the next. Feedback from advisors and team leads validates what the system saw

and refines the coaching, and Finaric learns from how each firm actually works.

The learning goes both ways: advisors become sharper at reading the moment,

while Finaric becomes more attuned to each advisor's style, each client's patterns,

and each team's standards.

The relationship layer is not another record of the meeting. It is a learning loop where every

practice, conversation, review, and piece of feedback improves the next interaction.
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PART VI - WHAT IT'S WORTH

Where the loop pays off

Better conversations aren't a soft benefit. They show up where firms
feel it most.

01 Advisor ramp time

New advisors practice the relational craft before they're in front of clients —
compressing a ramp that used to depend on scarce senior time and years of trial
and error.

02 Meeting effectiveness
Clients often stall not because the plan is wrong but because a hesitation, fear, or
trust gap went unaddressed. Surfacing that friction earlier improves the odds a
client moves from discussion to action — a better conversion, not a self-reported
satisfaction score.

03 Retention & trust continuity
Relationships that are understood and carried forward survive the transitions —

market shocks, life events, the generational handoff — that quietly cost firms their
assets.

04 Team leverage & knowledge continuity

Lead-advisor feedback and client context become shared, durable assets — not
knowledge that walks out the door when a senior advisor retires.
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THE FUTURE OF ADVICE

The future belongs to teams that learn from
every conversation

Not just better software — better conversation memory, stronger
advisor development, and a system that understands trust.

For a decade, technology has made advisors faster at documenting the
relationship. The next decade belongs to the firms that make advisors measurably
better at the relationship itself — that treat the most human part of the business
not as a personality trait, but as a discipline that can be practiced, coached, and

carried forward.

The conversation was always the work. Now it can be learned.

ABOUT FINARIC

Finaric is a relationship intelligence layer for wealth advisors — starting with
coaching on realistic, anonymized advisor—client scenarios, and expanding into

meeting review, relationship context, and team learning over time.

We're partnering with a small number of forward-looking advisory teams as design
partners. If the relationship layer is where you think this industry is heading, we'd
like to build it with you.

FINARIC.COM - HELLO@FINARIC.COM



