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constructing a financial plan a financial plan
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https://www.kitces.com/blog/financial-planning-software-user-preferences-efficiency-time-better-faster-comprehensive-depth/

Strategic Advice Manager (SAM)

SAM acts as an Intelligent Assistant

SAM analyses plan data, leverages best practices around financial strategies,
business intelligence & client sentiment and presents ranked, prioritised
strategies

Planning Preferences power SAM with additional “profile” information on the
client’s objectives, priorities, and risk tolerances

* |llustrates Immediate Impact on Goals through applying recommended
strategies to a client’s plan (save more, retire later, optimise withdrawals, etc.)

* Reduce Trial & Error by understanding the compounding & contextual effect of
multiple strategies

Patent Pending - ussn62/812,363
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Client Success —Large National Firm
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