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Our Methodology

WHAT
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15, 30-minute webcam Financial Professionals represented
Dls V\(ehref.cond‘ulcted A range of channels: independent BDs, RIA firms,
Wit Hhancle and wirehouse advisors
professionals in July
and August 2025 A variety of tenures, firm sizes, assets under

management, and degrees of tech savvy
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The Current FP Tech Stack




There is no shortage of options...
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Generally speaking, there are three ‘core categories’ that are
foundational to the FP Tech Stack

L_,«'" ‘

Tech Stack
|
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Where FPs
spend most of
their time

Financial Planning CRM Account Management

O
O
EEEEEEEEE -WELLS - IVI
< <Z>\2\ E2 MoneyGuide @ REDTAIL e % UBS Stgrnglgg
Q/O . ’\‘ﬁl‘ ! salesforce %Bﬂ‘f?ﬁmﬁ’n‘i ggg{gfﬂ

RightCapital /pyememms =l LPL

Tech Priorities & Preferences For Financial Professionals 5



And FPs build on the foundation with additional components - features
often bleed into one another

What's missing?

Al Tools » Tax harvesting
I * Social Security Planning
@200k « Estate planning

Portfolio Mgmt
Marketing & AT B

~

5 Lead Gen ~  awemio o]t Analytics
- $ Levitate MORNNESTA

6 i"ﬂl‘xga 5 Nitrogen Smartleaf ¢ kwq nt :
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Advisors often sense they are not using their tech stack optimally and
feel there are barriers to full utilization.

Incumbency and

Switching Costs

"There are definitely

capabllities there -
h /9/ h Overlapplrjg "They'll [providers] understand how
tnat | have not even Functionality E money incorporates their product
scratched the or their strategies. And they'll

" . . actually even do some tutorials
SUffClCe or. Trammg / where they'll help show us how we

~ Wirehouse FP Learning Curve could utilize our system more to
make our lives easier.”

~ Wirehouse FP

Diminishing Returns

P4 ZELDIS
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Technology helps FPs enhance client
engagement both directly and indirectly.

DIRECTLY INDIRECTLY
Content: reports, scenarios, and Tools that save them time,
summaries that FPs can use in freeing them up to spend more
their "story telling” time with clients

Process: streamline the
client experience

BUSINESS OPPORTUNITIES for the FP
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Selecting Fintech Platforms




FPs learn about new fintech platforms and tools many different ways.

—

.||||...@ fc"f—% ey

Vendor Sales Calls, Industry Blogs

Word of .
Mouth g Presentations & Podcasts

0.0 S
O™ ‘}{’ \
"
Conferences &
Trade Shows

Email
Newsletters
\
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Sometime less is more, and FPs must justify their fintech investments.

"There's a lot of cool -\ Does it help me do
things out there, but it's -, N my job?
not always relevant to R
what | need to do on a e & Does it save
day-to-day basis. Is it A gy me time?
really going to help me do
my job or save me time?" g e dlees T Eeneti
~ Partner at a team-based RIA firm : my clients?
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If it satisfies these factors, then FPs consider
additional factors before committing...

Does it help me do
my job?
COST COMPLIANCE
Does it save + o
%

EASE OF USE | INTEGRATION

How does it benefit
my clients?

=

SUPPORT

VENDOR
REPUTATION
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In many cases, FPs wanting to add a fintech to their stack must navigate
a range of approvals from their network, broker dealer, or firm.

Broker Dealer, Desired tool must be FP considers, vets, and
Wirehouse or FP vetted and approved purchases/ subscribes
network requires a before using to the fintech

proprietary tool

Most Restrictive T Least Restrictive
Must work from a Firm partners discuss
“whitelist” of pre- and vote on new
approved platforms fintech

H ZELDIS Tech Priorities & Preferences For Financial Professionals
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Integration Across the Tech Stack




Data integration across the tech stack is a means to an end, not a goal
for its own sake.

"Not every tool needs to talk to
every other tool. We don't need
integration across platforms just
to say we have it. It's like
anything else, it has to add value

or increase efficiency.”
~ Independent BD advisor
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The current state of data integration across the FP
tech stack is a decidedly mixed bag.

Integration expectations vary by ...

Platform/System

Channel

Type of Data

Historical Expectations

FP Awareness

Tech Priorities & Preferences For Financial Professionals
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Let's take a look at integration across the FP tech stack...

Client Portfolio Reports, :
Presentations, Updates Re pOI’tI ng

Al Assistant

Meeting N\

otes, Client Summaries, /
To-Do Items

CRM

Securities

_ Portfolio
Portfolio
Performance Research,
Lead Generation & Financial Plan Design

Marketi Client Info, Scheduling, Reportg &
ar etlng Email Updates, Prospects Presentations,

Client Updates

Automate Bulk
Trades, Rebalancing,
Portfolio Goal Setting

Financial

Planning

Assets and positions

o
Client's Outside  [aianiil

Accounts

This can include life
insurance and annuities
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The general consensus it that financial service provider integration into
their tech stack does and could further enhance ease of business.

They want providers to meet them in their
"sandbox” and where they are working.

Al Tools
T Copil
e 'It'd be great to have something "I really wish that it was a lot
Portfolio Analysis where Lincoln could plug into cleaner | wish | could pull u
: puttup
Marketing & "7 B _ what we have [vs. having to go Morningstar and have my client
leadGen  aemocc|is,  Analytics the website.]" portfolios just populate
& Levitate . "
sy —or L@ automatically.

KRAKEN 2! Nitrogen

#0RIN  CHARTS

@ LeadCenter.Al

Account Management

S And, assuming a competitive product, technology/
evioney N ==l < ey integration can drive product selection.
RightCapital / ryremm —

"If you integrate as well, then that is absolutely
worthwhile, and would be a major consideration
point [in selecting a solution], but not at the expense
[of the product.]”

. RESEARCH ASSOCIATES

p‘. LELDIS Tech Priorities & Preferences For Financial Professionals



The role of technology in the annuity lite cycle
and potential opportunities




Think about the annuity life cycle...

Annuity

Point of Sale restoele
Pre-Sale Servicing
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There are opportunities for both third-party and carrier technology to
streamline the pre-sale process.

Annuity

Pre-Sale

— Q EFFICIENT CROSS PROVIDER ANNUITY COMPARISONS

_."@‘. DIGITAL ACCESS TO CLIENT-FACING MATERIALS fhere s no Good way to compare

which wholesalers you know, and

how many calls you have time to

make. A tech solution to compare

annuities side-by-side would make
a big difference.”

., SELF-SERVICE ILLUSTRATIONS

~ Independent BD advisor
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Technology at point of sale is all about ease of placing business.

Point of Sale

s E-APPS SPEEDS UP THE
~firelights  procEss AND REDUCES NIGO

L We DIGITAL SIGNATURES

— $§ STREAMLINED SUITABILITY
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Once an annuity contract is in effect, FPs would like to see more
servicing options available online.

Post-Sale

Servicing

EASE OF IN-FORCE MANAGEMENT a —

DATA INTEGRATION TO FINANCIAL *

PLANNING SOFTWARE

b"" LELDIS Tech Priorities & Preferences For Financial Professionals
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There are a two interesting digital trends to watch when it comes to
digital expectations of annuity workflows.

/)

ASPIDA

e ®. Insured
* e Retirement
® o ® Institute
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Thank you.
Any questions?

Upcoming topics in Zeldis’
B2B Tech Research Thought Leadership series:

Vol. 2 — P&C Agents Use of Technology with Kristina Witzling
Vol. 3 — Group Benefits, Employers, & Technology with Amy Rey

Dates TBA, please join us




