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The Future of Financial Advice

What Al takes, what remains, and what roles are emerging
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The model was always the price of admission. The conversation was always the point.

Al is absorbing the analytical layer of financial services, and it is targeting it precisely rather than randomly. The roles
that survive are the ones where the analysis was never really the job. Work asks three things: physical, analytical, and

relational, and financial services is one of the clearest examples of how that plays out depending on where you sit.
THESE ROLES ARE MOST AT RISK
The portfolio manager. Sccurity selection and asset allocation. The models run faster, optimize better, and compress the

value of a 1% fee.

The FPSA or corporate finance analyst. Modeling, forecasting, variance analysis, scenario planning. The analytical core

of the role.

The wirehouse advisor. When products commoditize and brand matters less than relationship, what remains is the client

book. The infrastructure around it does not.

The junior associate. Build the deck, run the numbers, prepare the analysis. That job is disappearing quickly.
THESE ROLES FAVOR THE SHIFT
The fee-only life planner. The human who can sit across from a founder deciding whether to sell, or a family navigating

inherited wealth, is providing something categorically different from a model.

The family office advisor. Governance, family dynamics, generational transfer, values under pressure. Relational all the

way down.

The legacy and mortality advisor. The product selection automates. The ability to have a conversation about death with

someone who does not want to have it does not.

The senior CFO. Not the one who runs the model. The one who explains what it means and what to do about it.
THESE ROLES ARE EMERGING

The financial transition advisor. High-stakes, one-time decisions: the sale of a business, divorce, inheritance, sudden

wealth. The analysis is table stakes. The judgment is the work.

The behavioral finance coach. As models improve, the gap between recommendation and behavior becomes more

visible and more valuable to close. This is the human side of financial decisions, as a specialty.
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The family governance advisor. Keeping families aligned on what the wealth is actually for. As transfers accelerate across

generations, the work is shared values and decisions about what a family stands for.

The workplace financial wellness advisor. Employers increasingly treat financial stress as a productivity and retention

problem, and someone has to do the human work the benefit promises.

SIGNAL

The Certified Financial Transitionist designation now exists specifically for advisors who guide clients through sudden

wealth, sale, and loss. When a credential forms around a role, the market has already decided the role is real.

When the analysis was finished, what were you actually doing?

If the answer is relational, the analytical layer was always the price of admission. The role transforms in your favor.
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