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We believe that artificial intelligence is one of the most powerful tools to enter the world in decades.
At FD Wealth, we use it every day, and we believe firms that do not embrace it are leaving efficiency
and client value on the table.

However, there is a critical distinction between using Al as a tool and relying on it as an advisor. Al
can process data, generate analysis, and surface patterns faster and more efficiently than any human
team. What it cannot do is understand and fully account for the complexity of a person’s financial life,
such as their family dynamics, emotional relationship with money, business obligations, legacy goals,
and the moments of uncertainty that require not just an answer, but human judgment and a trusted
guide.

This paper explores how we think about that distinction at FD Wealth: where we deploy technology to

work smarter, and where we believe validation and human judgment are not just valuable but
irreplaceable.

HOW WE USE Al: THE BACK-OFFICE MULTIPLIER

We are not skeptics of Al. We are active users of it. At FD Wealth, we leverage technology for research
and analysis that once consumed hours of our team’s day. The purpose is straightforward. When
technology handles in seconds what once took hours, it frees our team to do the work that actually
moves the needle for clients: deeper conversations, faster responses, more proactive outreach, and
more time at the table when it matters most.

The data supports this approach. According to Kitces Research between 2022 and 2024, advisory
firms that embraced technology-driven process improvements were able to serve 29% more clients
with the same team structure; growth that came from operational efficiency, not from replacing the
advisor. That is the version of Al adoption we are committed to at FD Wealth.

We are also cautiously exploring ways to use Al to enhance our operations and controls. More
efficiency in the back office means more attention where it counts: your relationship with your
advisor.

An algorithm is a tool. At FD Wealth, we are the pilot.

WHAT Al DOES WELL AND WHAT IT CANNOT DO ALONE

Powerful Tools, Incomplete Picture

Al-powered platforms have significantly impacted and genuinely transformed certain aspects of
investment management. Robo-advisors can construct diversified portfolios at low cost and rebalance
automatically. For straightforward, low-complexity investing, these tools may provide accessible and
efficient entry points. We do not dismiss them. We incorporate similar capabilities into how we manage
portfolios.

The challenge arises when Al is positioned as a complete financial solution. It may not be appropriate
as the single point of guidance for someone navigating a complex financial life. Markets are not the
only variable in a person’s financial life, and often they are not even the most important one. Algorithms
are trained on data. They optimize for measurable inputs. However, the most consequential financial
decisions in a person’s life often are not primarily mathematical problems. They are human ones.
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What AI Cannot Do Alone

Al is only as useful as the questions asked of it and that is precisely where many investors encounter
a hidden risk. Al responds to prompts. It answers what it is asked, but most people simply do not know
what they do not know. An investor who asks Al which stocks have performed the best may end up
putting too much of their money into one company or one sector, simply because those were the top
results. What Al does not flag is that concentrating your money in one area, no matter how well it has
performed recently, exposes you to a level of risk that most people would never consciously choose.

Someone who asks, “what should | invest in right now?” is really asking a market timing question,
which is inherently uncertain and which no one can typically answer. The more important question is
whether their money is in the right type of investment for their situation in the first place. A person who
moves money into bonds thinking they are playing it safe may be caught off guard when those bonds
lose value as interest rates rise. These are not edge cases. They are common, avoidable mistakes
that often happen when someone gets an answer to the question they asked, rather than the guidance
they actually need.

A good advisor’s job is not simply to answer questions. It is to listen carefully, read between the lines,
and understand what a client is really trying to accomplish. Often, what someone asks and what they
need are two very different things. AI will always answer the question in front of it. A skilled
advisor interprets it.

Consider what Al-based tools cannot do on their own:

— Understand and fully capture the emotional and relational context behind a financial decision

— Accurately assess and calibrate a client’s true risk tolerance: not what they say, but what they can
genuinely sustain through a downturn

— Recognize and identify when a client’s stated goals conflict with their unstated fears

— Navigate and assist with family dynamics such as blended families, inheritance disputes, or
dependents with special needs

— Coordinate between a client’s attorney, CPA, and business partners

— Detect and respond to life events such as divorce, illness, and business transition which
fundamentally change financial priorities

— Help evaluate and talk a client out of making a panic-driven emotional decision that could result in
realized losses and permanently damage their financial future

— Build the trust that facilitates and encourages clients to be fully transparent about their true
situation

THE COSTLIEST MISTAKE IN INVESTING: SELLING WHILE
YOU’'RE DOWN

Time and again, research confirms what experienced advisors witness firsthand: the single greatest
threat to an investor’s long-term wealth is often not market volatility, but their own reaction to it.

Most investors believe they are comfortable with risk. In a rising market, that belief feels entirely true.
Then a correction arrives. The portfolio drops 15%, 20%, 30%. The news is alarming. The numbers
feel viscerally real. A decision that seemed unthinkable six months ago, selling, suddenly feels like the
only rational response.

Itis not. It is often the worst thing an investor can do.
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WHY IT MATTERS

Selling during a market downturn may result in losses that would otherwise be temporary. It often
removes you from the market precisely when recovery gains are most powerful. It also creates a
secondary problem: knowing when to re-enter. Most investors who sell during a downturn wait too long
to buy back in, missing the earliest, sharpest portion of the recovery. The outcome may be a permanent
impairment of wealth that compounding may not fully repair.

The Risk Tolerance Problem

Here is the uncomfortable truth: most investors do not actually know their own risk tolerance until they
have experienced a real loss. There is a big difference between saying you are comfortable with risk
and actually feeling that way when your portfolio is down. In our experience, what people say they can
handle and what they can emotionally sustain are often very different things.

This is an important consideration and where a skilled human advisor provides irreplaceable value
long before a market correction occurs.

Getting Risk Allocation Right from the Start

At FD Wealth, we do not simply ask clients to rate their risk tolerance on a scale. Unlike the standard
risk questionnaires most firms rely on, we seek to engage in deep, ongoing conversations to
understand the full picture: their income stability, liquidity needs, time horizon, family obligations,
psychological relationship with money, and prior experiences with market downturns. We build
portfolios calibrated not just to what clients say they are comfortable with, but to what we believe they
can genuinely sustain, through a prolonged period of volatility without being tempted to abandon the
plan.

Getting this right from the beginning is our foundation of sound wealth management and an important
component of our process. An ill-fitted portfolio, one that is either too aggressive or insufficiently
diversified for a client’s real circumstances, is a liability waiting to materialize.

Talking Clients Off the Ledge

Even the most carefully constructed portfolio will experience periods of decline. Markets correct.
Economic cycles turn. Uncertainty spikes. When that happens, the most valuable thing an advisor can
do is pick up the phone and call before being called.

No robo-advisor has ever called a client during a market correction to say: ‘I
know this feels frightening. Let’s look at your full picture together before you
make any decisions.’ As advisors, we do this for our clients and it is worth more
than any automated platform or algorithm.

Our team actively monitors client sentiment and seeks to stay engaged with clients during periods of
market stress. We reach out proactively not to spin optimistic narratives, but to provide grounded,
context-driven guidance. We help clients distinguish between short-term noise and long-term signal.
We remind our clients of the plan they built, the time horizon it was designed for, and the consequences
of abandoning it at potentially the worst possible moment. We help them think like us. Market drops
can provide investing opportunities. This is behavioral coaching that no app, algorithm, or automated
platform can replicate.
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THE RELATIONSHIP ADVANTAGE: WHY HUMAN CONNECTION
MATTERS

Technology makes us more efficient. It does not make us less human. The depth of the advisor-client
relationship is an important factor that and can have a significant impact in a client’s long-term financial
success and something no platform can automate.

Trust Enables Full Disclosure

Clients who trust their advisor share more. They reveal the financial concerns they are embarrassed
about, the family tensions affecting estate decisions, the business risks they havent fully
acknowledged. Without this transparency, no financial plan, however analytically sophisticated, can
be fully accurate or effective.

Life Events Require Human Judgment

Financial plans must adapt as lives change. A divorce, a death in the family, or a business acquisition
are just a few examples of events with financial implications that require a trusted advisor to identify,
interpret, and act upon in a coordinated way. An algorithm waits for updated inputs. A human advisor
is proactively present.

Family Dynamics Require a Human Touch

Money is one of the most emotionally charged subjects in human relationships. Multi-generational
wealth, blended families, business partnerships between relatives, and aging parent care all create
financial situations that are as much about relationships as they are about numbers. Navigating these
dynamics with sensitivity and experience is an intrinsically human skill.

Behavior Coaching Drives Real Outcomes

Investor behavior is often the single largest driver of the gap between what markets return and what
investors actually receive. Selling in a panic, chasing performance, abandoning a long-term plan
during short-term turbulence are human tendencies. A trusted advisor actively works to counteract
them. It is, arguably, the most valuable thing we do.

At FD Wealth, we believe finance doesn’t have to be complicated, confusing, or
challenging. We focus on to-the-point, educational advice and strive to to leave
you ready and prepared, not confused and overwhelmed.

CONCLUSION: THE IRREPLACEABLE VALUE OF HUMAN WISDOM

Technology will continue to evolve. Al will become more sophisticated and more embedded in financial
services. FD Wealth embraces the tools that serve our clients well and we are committed to monitoring
developments and seeking to stay at the forefront of that evolution.

We are also clear about where Al can and should play a meaningful role in how we operate. Research,

portfolio analytics, assessing tax implications are areas where speed and precision matter, and where
Al can help our team do more without ever entering the client relationship itself.
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What we will not do is deploy Al in place of the human connection that defines our practice. We will
always be the ones on the phone, in the room, and at the table when it matters most. When markets
fall, and they will, clients do not need an algorithm. They benefit from personalized guidance. They
need a person who understands their situation, who has their trust, and who will strive to walk them
back from a decision that could potentially damage their long-term goals. Our clients don’t just need
returns. They seek more than investment performance. They are looking for clarity, confidence, and a
plan that reflects the full complexity of their lives built by advisors who will still be there when it is
tested.

That is what we continue to strive to provide. Not just wealth management, but a genuine partnership

in helping build, protect, and pass on the legacies our clients have worked a lifetime to create.

Your planning journey begins with a conversation. At FD Wealth, that
conversation is the foundation of everything we build together. It never ends.

Al ALONE VS. FD WEALTH: A PRACTICAL COMPARISON

m Al Alone FD Wealth: Al + Human Advisor *

Investment

Automated, rules-based Personalized advisor judgment
Management

Risk Tolerance Deep discovery: real conversations,

Questionnaire only

Assessment ongoing calibration

Behavioral Coaching Limited Proactive guidance through every
market cycle

Sreiling (2, Limited. Typically no intervention ~ **ctive outreach to prevent

Downturns emotional decision-making

Client Understanding Data inputs only Full life p.mture: LS,
values, history

Estate & Trust Planning Limited or may not be included Coordlr}ated with legal and tax
professionals

. . Comprehensive, advisor-

Tax Strategy Limited or may not be included . .
coordinated planning

Business Owner Needs Limited or not typically addressed Specialized planning for complex
structures

Life Event . . Proactive, relationship-driven

. Passive / reactive o
Responsiveness monitoring
. . . Integrated into every planning

Family Dynamics Not typically addressed .
conversation

Plan Complexity Limited Unlimited: multi-entity, multi-

generational
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