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Over the past decade, the wealth management
landscape has been reshaped by the rapid rise of
robo-advisors and Al-driven research and portfolio
management tools. Once the exclusive domain of
institutional desks and full-service advisory firms,
sophisticated  analytics, algorithmic  portfolio
construction, and real-time risk monitoring are now
packaged in low-cost, accessible digital platforms.
These technologies increasingly handle core
functions such as asset allocation, tax-loss
harvesting, and factor tilting with speed and
consistency that would have been unimaginable in
traditional, purely human-driven models. As a
result, investors at every wealth level can affordably
access capabilities that blur the line between retail
and institutional service, fundamentally altering
expectations of what an advisor should deliver, and
how they earn their fees.

While it is not time for advisors faced with this new
reality to “throw in the towel” and accept defeat in
the face of DIY activities, those who expect to be in
business five years from now will have to recognize
what services they offer that cannot be replaced by
algorithms and software, and, in some cases,
significantly overhaul their business practices to
embrace this new reality.

What Has Quietly Become Obsolete

Al, robo-advisors, and modern DIY platforms have
already commoditized several functions that once
justified advisory fees. Information gatekeeping is
largely gone. Clients no longer need an advisor to
access research, screeners, product information, or
basic analytics; DIY and Al tools now provide
instant, low-cost access to high-quality data and
portfolio analysis. Standard asset allocation and
model portfolios are also commoditized.
Risk-profiling, 60/40-style portfolios, and
automated rebalancing or tax-loss harvesting can
now be delivered algorithmically at scale, often for
a fraction of traditional advisory fees.

Routine monitoring and simple
question-and-answer interactions are similarly
being automated. Chatbots and robo-advisors can
already address many "what if" projections, balance
checks, fee comparisons, and simple planning

calculations, and they do so 24/7 without the
friction of scheduling meetings. Clinging to these
functions as the core value proposition-"I pick
funds,” "I rebalance you," "I keep an eye on the
market"-is therefore dangerous. Technology will
continue to improve at precisely these tasks,
becoming faster, cheaper, and more accurate over
time.

What Clients Still Value (and Always Will)

Despite rapid technological progress, investors still
report higher trust and satisfaction with human
advisors than with fully automated solutions,
particularly when goals, emotions, and complex
trade-offs are involved. Clients increasingly want
trusted interpretation rather than just more
data. Many now use Al or online tools on their own,
but they want a human to validate, contextualize,
and translate that output into decisions that fit their
real lives and circumstances. Research suggests that
investors' comfort acting on Al-generated advice
rises significantly when a human planner has
reviewed and verified it.

Behavioural coaching and discipline are also
enduring sources of value. Advisors help clients
stay on track, avoid panic, and maintain saving
and investing habits, especially during periods
of volatility or personal stress. Investors explicitly
recognize and reward this behavioural dimension
with high satisfaction and perceived value. Holistic,
goals-based judgment remains another key
differentiator. AI can optimize a portfolio, but it
cannot sit with a family and weigh the trade-offs
among a business sale, a special-needs child, aging
parents, and sibling dynamics. Clients still seek a
human to integrate taxes, estate planning, family
considerations, career questions, and health into a
coherent, values-aligned plan.

Ethical and fiduciary alignment is central to this
trust. Surveys show that investors value the sense
that "this person is on my side" more than marginal
performance differences, and that trust is a critical
driver of client retention and referrals. Taken
together, these findings underline a core truth:
the advisor's durable moat is not the "what" of
facts, products, or standard models, but the
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"why, when, and how" for a specific human
being.

Redefining the Advisor's Role in an Al World

To remain relevant, advisors need to consciously
reposition themselves from being "portfolio
managers with a friendly face" to acting as lead
decision-coaches and integrators. In this framing, Al
and DIY tools are not competitors but embedded
elements within the advisory process. Several
mindset shifts are essential.

First, advisors must move from acting as expert
oracles to working as collaborative guides. It is
realistic to assume that most serious clients already
use Google, Al or DIY platforms. The advisor's role
becomes helping them evaluate, challenge, and
integrate that information rather than competing
with it.

Second, advisors should shift their emphasis
from tasks to outcomes. Conversations ought to
revolve less around transactions and product
selection, and more around funding life goals,
managing uncertainty, and improving decision
quality over decades.

Third, advisors must move from controlling
information to curating options. Al can surface a
vast range of viable strategies, but clients need
structured frameworks within which to make
important decisions. Offering clients a small set of
clearly articulated paths-each with explicit
trade-offs-and then deciding together is a
compelling way to use technology as a backend
engine while maintaining human leadership in the
decision process. In practice, this means using Al to
pre-analyze data, screen portfolios, and draft
scenarios, so meetings can focus on values,
trade-offs, and commitments rather than raw
number-crunching.

Within this approach, the advisor is well positioned
as a verifier and risk-manager of Al-generated or
DIY ideas. Many investors are curious about Al tools
but are unsure when to trust them and when to be
cautious. Advisors can therefore explicitly frame
part of their value as helping clients determine

which advice-human or machine-generated-is
reliable and when it is better not to act. Research
suggests that investors prefer a blend of human
and robo-advice, supporting this hybrid role.

What Actually Builds and Maintains Trust

In a world where machines have more data than any
single human, trust is not built through information
advantage. It is built through consistent behaviours
and experiences that clients can observe and feel
over time. Radical transparency is a core element.
Clear fees, straightforward explanations of
conflicts, and transparent rationales for
recommendations deepen client trust. Surveys
show that investors who understand how their
advisor is compensated and why a recommendation
suits them tend to report higher satisfaction and
loyalty.

Reliability in key moments is equally important.
Being proactive during market downturns,
business crises, or significant life events-rather
than reactive-is precisely where clients say
advisors help them remain disciplined and on
track. Empathy and non-judgment also play a
crucial role. Many clients feel embarrassed about
past mistakes, spending patterns, or family tensions.
Advisors who listen carefully, normalize common
financial anxieties, and provide honest but
supportive coaching deliver a form of value that no
algorithm can replicate.

Finally, consistent follow-through reinforces trust.
Technology can be used to ensure that reviews,
action items, and communications occur when
promised, strengthening perceptions of
professionalism and care. While Al can amplify
reminders and monitoring, it cannot substitute for
the advisor's underlying character, integrity, and
commitment to the client relationship.

Avoiding “Old Think" in Advisory Strategy

The greatest strategic risk facing advisors is not that
Al suddenly becomes a flawless, comprehensive
advisor. The real danger lies in assuming that a
current, revenue-generating model is somehow
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immune while client expectations evolve
beneath the surface. Certain warning signs
suggest that an advisory practice may be stuck in
"old think." Marketing that still emphasizes access
to products, managers, or "exclusive" research-
which are now widely available-is one such signal.
Another is a review process focused almost entirely
on backward-looking performance, with little
attention to forward-looking planning and
behaviour.

Treating clients' use of Al or DIY platforms as a
threat rather than as valuable input is another red
flag. Clients who arrive with Al-generated
scenarios or online recommendations are
demonstrating engagement, not disloyalty.
Advisors who welcome that input, analyze it, and
integrate or challenge it constructively are
positioning themselves as indispensable
interpreters and stewards of increasingly complex
information environments.

Strategically, advisors should redesign their
service models around advice rather than
implementation. It should be obvious to clients
that fees are paying for structured planning,
ongoing decision-support, and behavioral coaching,
with implementation largely automated in the
background. Integrating Al visibly into the process
can help. Showing clients how Al is used for
screening, monitoring, and scenario analysis
reinforces that they are receiving the benefits of
advanced technology and human judgment
together, rather than being forced to choose
between them.

Re-segmenting clients by complexity rather than
solely by assets is another important shift. Pricing
and service tiers can be designed based on
planning complexity, life stage, and required human
interaction, recognizing that some relatively simple
cases may be better served by a primarily digital or
hybrid approach overseen by the advisor. Finally,
investing in personal skills such as communication,
coaching, family governance, and decision-science
will likely differentiate advisors more than yet
another technical product course in a world where
Al can answer most technical questions on demand.

Advisors who embrace Al as infrastructure and
double down on irreplaceably human work-
judgment, ethics, empathy, and coaching-position
themselves at the center of clients' financial lives
rather than at the margins. In that configuration,
machines perform much of the heavy analytical
lifting, while humans make and implement the
decisions that matter. Those who ignore this shift
and remain locked in "old think" risk discovering
that what once justified their value has quietly
become a commodity.
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Disclaimer

The information, analysis, and/or opinions contained in this document are based on information and/or documents collected or received by Westcourt Capital
ULC (“Westcourt”) from third party sources (“sources”) and are provided “as is” and may change without notice. These sources have neither reviewed nor
approved of the materials prepared by Westcourt based on the information and/or documents they contributed. While Westcourt has prepared this document
with care and diligence, and believes these sources to be reliable, it has not verified any of the information and/or documents that have been collected or
received which may be referred to in this document or ascertained the underlying assumptions relied upon by these sources. Accordingly, the completeness
and accuracy of the information contained herein cannot be guaranteed by Westcourt or its sources.

This document is for informational and discussion purposes only and does not constitute, nor should it be construed as, and does not form the basis of an
offer, solicitation, or legal agreement for the purchase or sale of securities or any interest in any fund, or to engage in any investment activity, nor does it
constitute any form of investment or other advice. No such securities or interest will be offered or sold to any person in any jurisdiction in which such offer,
solicitation, purchase, or sale would be unlawful under the securities law of such jurisdiction.

Westcourt does not provide tax advice and this document should not be construed to provide tax advice. Readers contemplating an investment in the Fund
to be made personally or by an entity, such as a corporation, trust, or limited partnership, should consult their tax advisor prior to any investment for tax
planning purposes.

This document was prepared without regard to specific objectives, financial situation, or needs of any particular recipient or reader. Please read the offering
documents of an investment fund before investing, including a complete description of the risks of that fund. Investors may incur expenses in buying or selling
their interest in an investment fund.

Westcourt and its directors, officers, employees, consultants, and agents make no express or implied representations or warranties of any kind and expressly
disclaim all responsibility or liability for the completeness, accuracy, and correctness of the document and/or information, or for any losses arising from any

use or misuse of, or reliance on, the information, analysis, and/or opinions expressed herein.

Note: Westcourt Solutions and the Westcourt Solutions logo are trademarks of Westcourt Capital ULC. Westcourt Solutions is a division of Westcourt Capital.
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