Time Period

Al Impact on Institutional Equity Sales Roles in Canadian Capital Markets

Impact Level

Strategic Analysis: Job Functions, Team Dynamics & Compensation

Market Dynamics

Workforce Structure & Compensation

Strategic Action Items

Near-term
(0-1year)

Medium-
term
(1-5 years)

Moderate
(Improving)

Al augments
client
relationship
management
and trade
execution

High
(Declining)
Significant
consolidation
of sales roles;
relationship
premium
increases

Algorithmic trading accounts for
70% of US equity volume;
Canadian markets following
similar trajectory

24% of buy-side traders plan to
incorporate Al into execution
workflows by 2026

Sales traders differentiating
through specialized sector
knowledge and relationship
depth

Reduced need for generalist
sales traders; increased value for
deep sector specialists

Al-powered execution platforms
handling 85%+ of standard
equity trades

Major banks reducing sales
headcount by 20-30% in routine
coverage areas

Boutique firms capturing high-
touch, complex client
relationships

Al generating personalized

market insights at scale for
institutional clients

Stable headcount with shift
toward senior relationship-
focused roles

Al handling routine order
execution, market updates, and
basic client communications

Premium compensation for
specialists in complex sectors
(biotech, financials, energy
transition)

Junior sales trader positions
declining; emphasis on
immediate client value-add
Automation of pitch generation,
market commentary, and basic
trade ideas

25-35% reduction in total equity
sales positions globally

Shift to portfolio-level strategic
advisory vs. trade-by-trade
sales

Surviving roles require
combination of technical,
sector, and relationship skills

Compensation increasingly
tied to advisory fees and
relationship stickiness vs. trade
volume

Emergence of hybrid roles:
sales-trader-data scientists

Capitalize on:

* Develop deep sector expertise in complex, relationship-dependent
areas

* Build differentiated research insights and proprietary client
intelligence

* Master Al-augmented tools for real-time market analysis and
execution
Avoid or mitigate:

* Relying solely on generic market information available to all clients
* Focusing on pure execution without strategic advisory component

* Resisting adoption of Al trading and communication tools
Watch:

* Evolution of electronic trading platforms and direct market access

* Regulatory changes around algorithmic trading and best
execution

¢ Client preferences for human vs. Al-driven market insights

Capitalize on:
* Position as strategic capital markets advisor, not trade executor
* Build irreplaceabile client relationships based on trust and unique
insights
¢ Develop expertise in ESG, derivatives, and structured equity

products
Avoid or mitigate:

* Roles at institutions slow to adopt Al or over-reliant on electronic
trading

* Remaining in high-volume, low-touch coverage segments

* Failing to demonstrate measurable client portfolio impact
Watch:

¢ Consolidation among bulge bracket banks and regional firms
* Rise of Al-native trading platforms and direct client access models

* Changes to commission structures and payment for research
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Time Period

Impact Level

Market Dynamics

Workforce Structure & Compensation

Strategic Action Items

Moderate
(stabilizing)

Fully autonomous trading for
standard equity transactions
Human sales professionals
reserved for strategic
relationships and complex
situations

Al providing real-time

Elite
el personalized insights to
Long-term managers institutional clients 24/7
+ . .

(10+ years) with Al co- Relationship value measured by
pilots as long-term client outcomes, not
industry transaction volume
standard

Sources and References

Lean teams of senior
relationship managers (40-50%
smalller than 2025)

Roles focused on: strategic
portfolio positioning, crisis
management, complex
transactions

Compensation models based
on advisory retainers and
success fees vs. commissions

Integration of behavioral
finance and psychology as
differentiators

New roles: Al-human interface
specialists, algorithmic strategy
advisors

Capitalize on:

Build personal brand as trusted advisor with decades-long client
relationships

Develop irreplaceable human skills: empathy, crisis navigation,
creative solutions

Position as bridge between Al capabilities and human judgment

Avoid or mitigate:

Complacency with current skillset; markets will continue to evolve
Firms without differentiated value proposition in Al-dominated
market

Over-reliance on technology without maintaining human
connection

Watch:

.

Emergence of new client service models (subscription-based
advisory)

Regulatory frameworks for autonomous trading systems
Generational shifts in institutional decision-making preferences
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