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For most of the era of personal wealth management, client meetings
have largely followed a set routine for financial advisors and their
clients. Once a year, the advisor and client get together in the advisor’s
office for a formal review.

During the review, the advisor pulls out various financial reports, most
of which consist of tables and lists of transactions, portfolio value
changes over time, and some bar graphs or pie charts to illustrate a
portfolio’s allocation mix.

But increasingly, advisors are finding the traditional form of client
reporting to be unsatisfactory...and their clients feel the same way. In
fact, most clients report that they find traditional charts and graphs to
be difficult to understand.!

It’s no wonder that investors don’t enjoy an hour of reviewing long lists
of numbers: Visual-minded learners are 65% of the population?, and
those long lists and unfriendly graphics don’t do much to concisely
explain how much closer they are to being able to confidently retire or
take their family on a vacation they’'ve been planning for the last two
years.

Clients want straightforward, actionable insights from their advisor
that they can intuitively understand and implement. But how can
advisors provide those insights without a variety of charts that need
expansive explanations?
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The answer is in data visualization

Data Visualization

Presenting information in a picture, chart, diagram, or other

visual medium to clearly communicate its importance and
identify relationships between different sets of data.

Data visualization helps advisors align more closely with the
experiences that their clients know and love outside of wealth
management.

In everyday life, consumer experiences are shaped by robust graphic
design, a mobile-first software focus, and simple visuals that prioritize
key actions.

Look no further than how consumer mindsets about services
companies have been influenced by their interactions with companies
like Netflix, Amazon, and Uber. Consumers easily access these
companies online or through an app, they require minimal time to
learn, and they allow a user to acquire what they want almost as soon
as they sign up.

Financial advisors don’t need to fight against how companies like
these are shifting consumer expectations; instead, they can adopt
elements of their approach for their own benefit.

Incorporating data visualization into wealth management
relationships helps advisors build stronger, more trusting
relationships in three primary ways:

Financial education fosters greater literacy

Decision-making becomes simplified
Trust develops through transparent communication

Over the remainder of this white paper, we’ll explore how data
visualization helps advisory firms achieve each of these three goals.
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Financial Education

The role of a financial advisor is not only to assess
a client’s financial situation and offer sound advice,
it’s also to help clients feel prepared to act on that
advice.

But only 38% of advisory clients feel “extremely
confident” they can leverage their advisor’s
information to make good investment decisions.®

It’s clear that advisors don’t simply need to provide
quality financial insight; they need to provide
recommendations that lead to clear outcomes and
actions.

Traditional data-heavy charts and graphs are often
the opposite of clear and digestible. Many clients
find these traditional visual mediums confusing,
which makes simple communication impossible.

By leveraging data visualization technology that
lets them provide simple and easily customizable
visuals, advisors help their clients clearly
understand their individual situation and identify
how their behavior needs to shift if they want to
reach their goals.

Clear and simple visuals help advisors make their
points more clearly, and they're also what clients
desire. Two-thirds of investors think their advisor
should do more to visualize the data they show
them.*

How do visualization tools make data more
understandable?

Instead of using charts and tables, visualization
tools and techniques use images and diagrams to
communicate a message someone can receive at a
glance.’




Decision-Making

Once clients have a solid foundation of financial
literacy to help them understand their relationship
with money, it can be easier to guide them toward
making more sound decisions about their financial
lives.

There is openness to the role technology can

play here, as consumers increasingly believe that
everyday tools may help them make better financial
decisions.

Not all advisors may be able to send behavioral
reminders to a client’s smartwatch, but using
visualization technology in meetings or through
screen sharing can drive better decisions, which
leads to a higher rate of goals achieved.

Traditional wealth statements don’t help with
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decision-making, though, because of two primary
limitations: They are usually the same for each
client, and they are non-interactive.’

If decision-making is to improve, the information
and recommendations made by an advisor needs to
be personalized to each client.

By replacing static wealth reports with interactive,
visually-driven tools, advisors can engage clients
with their finances by making them an active
participant in the discussion.

Most importantly, smarter tools have made it easier
for advisors to discover insights and opportunities,
and deliver them to clients.® By incorporating
clearer insights, advisors can engage clients at a
higher level and build their understanding about the
ramifications of each decision.

As financial understanding increases, a client’s
ability to make better decisions about their
situation should also increase.
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More than anything, visuals help to simplify the decisions presented to a client by making each option
clear. The benefits of making each decision route easily understandable can’t be understated. In fact, the
simplicity created by data visualization is what makes its value so high for advisors when used in client
relationships.’

Trust

If advisors want clients to make better decisions mediums. Visualization is helpful when in-person, but
using their enhanced financial literacy, they it also creates a much better experience for clients
also need to make their advice personal to each who prefer digital meetings.

person—not simply personalized.
Data visualization creates transparency in a

We know from behavioral finance that clients all relationship by making a client’s financial picture and

have different preferences for meeting styles. They =~ key decisions more apparent. In an industry where

all learn differently from one another and they trust can still be hard to come by—a recent survey

think about their investments uniquely. found that 30% of investors felt a financial advisor
would be likely to take advantage of a consumer—

And while visual learners are the majority of the any opportunities to increase transparency in

population, that learning preference does not communication should be welcome. ¥

simply mean everyone can get the same advice,
even if the delivery method may be similar.

Advisors who adapt their delivery and
recommendations for each client’s personal
situation create more trust in their relationships.

Using enhanced visualizations of wealth in
communications is a strategy that works across
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Conclusion

Without client trust, it’s impossible for advisory firms to grow over the long term.

But to gain trust, advisors first need to put in the work to develop clients who understand their finances
and can be active participants in making sound financial decisions when the advisor isn’t involved.

Enhancing the visualizations used in client interactions is one way advisors can develop stronger
relationships and build higher levels of education, improved decision-making, and enhanced confidence.

Build Deeper Trust in Your Relationships
When You Visualize the Details

Asset-Map visually organizes the entirety of a household’s finances so you can engage clients with clarity,
not questions. By putting all of a client’s assets, liabilities, income sources, and beneficiaries on a single
page, you can easily understand how each part of their financial life is connected.

And when you and your client understand their finances at the same level, you can do more than talk about
the present—you can help them visualize the possibilities of a better tomorrow.

Visit www.asset-map.com to learn more.
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