@& WhealthChat Executive Insight Brief

Al Agents, Human Behavior, and the Future of Financial
Decision-Making

Executive Summary

The rise of Al agents is accelerating a profound shift in financial planning:
technology is no longer competing with advisors on knowledge. It is redefining
what knowledge and which skills are the ones that matter.

As automation increasingly handles calculations, record keeping, tax and legal
preparation and document workflows, the most valuable advisor skills now center on
understanding client behavior, emotional dynamics, cognitive changes, and
communication. Al agents can augment (but not replace) these skills by acting as:

o Decision-support assistants
e Behavioral coaches
e Financial therapists

o Conversation accelerators

For firms, this shift is both an opportunity and a strategic imperative: success will
depend on integrating Al into how clients make decisions, not just into operational
efficiency.
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Why Financial Decisions Are Hard — and How AI Can
Help

Many of the most consequential financial decisions are made under stress, cognitive
load, or emotional pressure. These are exactly the circumstances where human
rationality breaks down. In later life, these challenges become even sharper due to:

o Health events and costs, including caregiving responsibilities and long-term care
o Cognitive aging and declines in decision-making capacity
o Increased complexity across financial management and organizational tasks

o Theneed for long-term planning during periods of uncertainty
Al agents excel in these environments because they can:

o Deliver consistent, emotionally neutral and supportive guidance

o Break complex processes into manageable, confidence-building steps
o Surface behavioral risks early, such as avoidance or anxiety

e Provide around-the-clock reinforcement, nudges, and reminders

e Make it easier for individuals and families to prepare for conversations with
advisors

Instead of replacing human advisors, Al expands the advisor’s reach into moments of
everyday decision-making.

A New Model: AI Agents as Behavioral Finance Coaches

Al agents can meaningfully improve financial behavior when designed with behavioral
science, empathy, and health context in mind.

Unlike static financial tools, Al agents can:

« Identify emotional and cognitive patterns

E.g., worry spirals, indecision, avoidance, or overconfidence.
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» Tailor guidance to the client’s emotional state of mind

Not just their account balances or goals.

« Encourage follow-through and preparation

Motivating clients to take action between advisor meetings.

« Improve the quality of advisor-client interactions

Clients arrive better informed, calmer, and more organized.

This model positions Al agents as pre-meeting accelerators and post-meeting
reinforcers, improving outcomes across the entire relationship.

Strategic Implications for Wealth Management Firms

A. Communication, Not Calculation, Becomes the Differentiator

As Al handles technical tasks, advisors who excel at communication, empathy, and
conversation leadership will deliver the most value.

B. Health Events Become Financial Events

Longevity, cognitive decline, and caregiving have outsized impacts on wealth. Clients
need proactive, ongoing guidance.

C. Firms Need an Al Capability Layer Focused on Behavior

Most firms have tools for data and analytics. Far fewer have tools that:

e Help clients manage emotions around money and health
e Understand each client’s individual biases and concerns
o Prepare advisors for “difficult” client conversations

o Help identify changes in client decision-making capacity

D. Advisor Training Must Include “Al-Enabled Communication Skills”
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Advisors will need new frameworks for working collaboratively with Al as part of the
planning relationship.

E. The Client Experience Must Become More Guided and Personalized

Al agents offer firms a scalable way to deliver high-touch support without increasing
staffing.

The Risk of Doing Nothing

Firms that limit Al to operational efficiencies will fall behind. Competitors will use Al to
deliver:

o Better client meeting and financial plan preparation
o Stronger advisor communication
e More consistent behavioral guidance for clients

o More proactive client decision-making risk identification

The competitive edge will come from better client communication and relationship
development, not technical task automation alone.

How WhealthChat Implements This New Model

WhealthChat is built directly on the assumption that Al can and will improve both
client and advisor decision-making quality and conversation readiness, not simply
answer questions.

WhealthChat agents:

o Provide behaviorally informed, empathetic coaching

o Help clients prepare for conversations on health, longevity, inheritance, and
caregiving

e Guide families through complex emotional situations, step-by-step
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o Reinforce advisor recommendations between meetings
o Identify signs of financial anxiety, avoidance, or cognitive strain
o Deliver consistent, compliant, firm-approved guidance at scale

e Reduce communication variability across advisors

This transforms the advisor-client relationship into a continuous, supportive, guided
experience.

Questions for Leadership Teams

To prepare for the next wave of Al-enabled advice, firms should ask:

e Where are communication skills bottlenecking advisor performance?

e How are we integrating behavioral science into our client experience?

e What tools help clients prepare emotionally and cognitively?

e How will Al agents support talent development and advisor consistency?

e How can we deploy Al without increasing operational or compliance risk?

Conclusion

Al agents are not replacing advisors. Rather, they are elevating the importance of
human connection, communication, and behavioral guidance. Firms that act now will
deliver a more modern, guided, empathetic experience aligned with the real challenges
clients face.

WhealthChat provides a turnkey platform for firms to operationalize this shift, enabling
advisors and clients to have better conversations, make better decisions, and feel more
confident in the face of aging, uncertainty, and complexity.
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