Time Period

Impact Level

Al Impact on Wealth Advisor Roles in Canadian Capital Markets

Strategic Analysis: Job Functions, Team Dynamics & Compensation

Market Dynamics

Workforce Structure & Compensation

Strategic Action Items

Near-term
(0-1year)

Medium-
term
(1-5 years)

Low (Stable)
Al augmenting
advisor
productivity;
relationship
value
increasing

Moderate
(Improving)
Al-augmented
advisors
serving more
clients with
enhanced
personalization

* 77% of Canadian bank
advisors plan to
incorporate Al by 2027, up
from 42% currently

* Canadian banks (RBC, TD,
BMO) ranked in top 25
globally for Al adoption in
wealth management

* Al-powered tools saving
advisors 10+ hours per
week on administrative
tasks

* 68% of sales teams with Al
added headcount vs. 47%
without Al

* Al-driven investment tools
becoming primary advice
source for 80% of retail
investors

*  Wealth management
market projected at
$158.70 trillion by 2028
(5.34% CAGR)

* 20-30% cost reduction
through automation while
improving client
experience

* Hybrid human-Al advisory
models becoming
industry standard

Stable to growing advisor
headcount as Al enhances
productivity

Al handling client onboarding,
portfolio reporting, basic
inquiries, and compliance
documentation

Advisors focusing more time on
relationship building and
complex financial planning

Increased demand for advisors
skilled in Al-augmented client
engagement

Compensation remains strong
with potential upside from
increased client capacity

Advisor productivity increasing
30-50% with Al co-pilots

Shift toward serving high-net-
worth (HNW) and ultra-high-net-
worth (UHNW) clients for human
advisors

Mass-affluent segment
increasingly served by Al-
powered platforms with limited
human touch

Compensation models evolving:
subscription-based, retainer,
success fees vs. pure AUM

Growth in specialized advisory
roles: tax optimization, family
office services, philanthropic
advising

Capitalize on:
* Embrace Al tools to enhance client service and portfolio insights

¢ Deepen client relationships by spending more time on strategic
planning vs. admin

* Develop expertise in complex areas: tax planning, estate planning,
alternative investments
Avoid or mitigate:
* Resistance to technology adoption; clients increasingly expect digital
capabilities
* Purely transactional relationships that can be replicated by robo-
advisors

* Firms without investment in advisor-focused Al tools and platforms
Watch:

* Evolution of robo-advisory platforms and hybrid models
* Regulatory frameworks for Al in wealth management

* Generational wealth transfer and changing client expectations

Capitalize on:

* Position as trusted advisor for complex, high-touch wealth
management

* Build expertise in areas requiring judgment: family dynamics, legacy
planning, behavioral coaching

¢ Develop personal brand and thought leadership in wealth
management
Avoid or mitigate:

* Mass-market advisory focused solely on investment returns
* Firms without comprehensive Al-powered client service platforms

* Inability to demonstrate value beyond basic portfolio management
Watch:

* Competitive pressure from Al-native wealth platforms and digital
banks

* Evolution of private banking and integrated financial services

* Changes in regulatory requirements for fiduciary responsibilities
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Time Period

Long-term
(10+ years)

Sources and References

Impact Level

Low
(Improving)
Elite advisors

thriving with Al
partnerships;
mass market

Market Dynamics

Three-tier advice model:
bespoke human advisory
for UHNW, hybrid for HNW,
Al-only models for mass
market

Trust and relationship
value at premium; Al
cannot replicate
decades-long advisor-
client bonds

Al handling all analytical
and administrative

Workforce Structure & Compensation

Specialized, high-touch advisors
for complex wealth situations
(25-30% of current numbers)

Roles centered on: life planning,
behavioral coaching, complex
family dynamics, legacy
planning

Compensation based on client
outcomes and relationship
depth vs. assets managed

Integration of psychology, estate

Capitalize on:

Strategic Action Items

Build irreplaceable personal relationships with clients and families

Develop expertise in holistic life planning beyond traditional wealth

management

Position as trusted confidant for life's most important financial

decisions

Avoid or mitigate:

.

Complacency; industry will continue evolving rapidly

Firms without clear differentiation in Al-dominated market

Purely investment-focused approach without broader value

fully law, tax strategy, and family proposition
automated functions; advisors as governance expertise
strategic counselors New roles: family legacy Watch:

Wealth management
differentiation through
holistic life planning vs.
investment focus

advisors, Al-human coordination
specialists, behavioral wealth
coaches

.

Emergence of new wealth management business models and fee

structures

Integration of mental health and well-being into wealth advisory

Evolution of trust and estate planning in digital asset era

= Advisor.ca [ Investment Executive. (2025). Opinion: 10 trends reshaping Canada's investment advisory landscape. December 2025.
= The Globe and Mail. (2025). Here's what Canada's banks are doing to capitalize on Al. October 2025.

= World Economic Forum. (2025). Could Al ever replace human wealth management advisors? March 2025 analysis.
= Biz4Group. (2025). Al in Wealth Management Examples: Top 10 Use Cases for 2025. October 2025.
= Netguru. (2025). Al in Wealth Management: Transforming Financial Planning and Investment Approaches. September 2025.
= Private Banker International. (2025). What about Al and private banking in 20252 January 2025 outlook.
= Family Wealth Report. (2025). The Soaring Trend Of Wealth Management Al ‘Co-Pilots’. Industry analysis.
= Alpha FMC. (2024-2025). Overhyped, but ignore at your peril: Al in Wealth Management and Private Banking.
= Citigroup. (2025). Citi Wealth Launches 'Advisor Insights’ Pilot and 'AskWealth,’ Al-Driven Tools.
Evident Al Index. (2025). Global banking Al maturity rankings with Canadian banks in top 25.
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