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1 Executive Summary

Statement of Advice preparation is the single largest bottleneck in Australian finan-
cial planning practices. Advisers spend 6-8 hours on each SOA — compiling client
fact-find data, researching product recommendations, formatting compliance dis-
closures, and ensuring every paragraph meets ASIC Best Interests Duty requirements.
The result: advisers see fewer clients, practices struggle to scale, and paraplanning
backlogs grow.

On-premise Al changes this equation. By deploying retrieval-augmented gener-
ation (RAG) within your own infrastructure, practices automate the document-heavy
stages of SOA preparation — reducing prep time by 60%, maintaining ASIC compli-
ance with full audit trails, and keeping every byte of client data within your controlled
environment.

This whitepaper examines the SOA automation opportunity for Australian finan-
cial advisers and planning practices, the regulatory framework governing Al deploy-
ment, and a practical implementation approach.

1.1 Key Findings

- 60% reduction in SOA preparation time: From 6-8 hours to 2-3 hours per
Statement of Advice

- 100% data sovereignty: Client data never leaves your infrastructure — no off-
shore processing

- ASIC Best Interests Duty compliance: Full audit trails showing research basis,
source attribution, and adviser review

- 200-250 hours saved annually per adviser: At 50 SOAs per year, advisers re-
claim 5-6 weeks for client meetings and relationship building

- Consistent quality across the practice: Every adviser produces SOAs to the
same standard, regardless of experience level

2 The SOA Preparation Bottleneck

2.1 Why SOAs Take So Long

A single Statement of Advice requires an adviser or paraplanner to:

1. Compile client circumstances: Extract data from fact-find documents, CRM
records, existing product statements, tax returns, and estate planning docu-
ments

2. Research product recommendations: Compare platforms, investment options,
insurance products, and fee structures against client objectives

3. Document advice rationale: Explain why the recommended strategy is in the
client’s best interests, with reference to alternatives considered

4. Format compliance disclosures: Include fee disclosures, conflict of interest
statements, risk warnings, and regulatory notices specific to the AFSL

5. Quality check: Review for accuracy, compliance, and consistency before client
presentation
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Each step is manual. Each step involves navigating between multiple systems.
Each step requires expertise that takes years to develop.

2.2 The Scaling Problem

The SOA bottleneck creates a hard ceiling on practice growth:

Practice Metric Current State With Al Automation
SOA prep time per document 6-8 hours 2-3 hours
SOAs per adviser per week 2-3 5-7
Clients served per adviser per year 80-120 160-240
Revenue per adviser $250K-$350K $400K-$550K
Paraplanning backlog 2-3 weeks 2-3 days

Table 1: Practice capacity with and without SOA automation

2.3 Inconsistent Quality Across Advisers

Different advisers produce SOAs with different:

- Formatting and structure: Some advisers create 40-page documents; others
produce 15 pages for identical advice

- Compliance language: Disclosure wording varies, creating compliance review
workload

- Research depth: Product comparisons range from thorough to perfunctory

- Rationale documentation: The critical “why this strategy” narrative differs in
quality

For dealer groups managing 50-500 advisers, quality inconsistency means com-
pliance teams spend more time on formatting reviews than on substantive advice
guality assessment.

2.4 Client Data Security

Financial advisers hold deeply sensitive client information — personal finances, fam-
ily circumstances, health conditions, estate plans. Australian privacy laws and pro-
fessional obligations prohibit sharing this data with third parties.

Cloud Al services (ChatGPT, Claude, Gemini) send client data to overseas servers
for processing. This creates:

- Direct violation of privacy obligations
- Non-compliance with ASIC expectations for client data protection
- Unacceptable risk for professional indemnity insurance

- Potential breach of AFSL conditions
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3 Al-Powered SOA Automation

3.1

How It Works

BackPro Al deploys within your infrastructure and automates the document-intensive
stages of SOA preparation:

1.

3.2

Client data extraction: Al pulls client information from Xplan, Adviser Logic,
IRESS, or your CRM — fact-find data, existing policies, contribution history, and
personal circumstances

Strategy research: Al analyses product options against client objectives, com-
paring fees, features, and performance using your approved product list

. SOA section generation: Al generates draft sections — executive summary,

client situation analysis, strategy recommendations, product research,and com-
pliance statements

Compliance checks: Automated verification of required disclosures, fee trans-
parency statements, conflict of interest declarations, and Best Interests Duty
documentation

Adviser review: The adviser reviews all Al-generated content, edits as needed,
and applies professional judgment before client delivery

Audit trail: Complete record of Al-generated content, adviser edits, approval
timestamps, and source documents

What the Al Generates

Fully Automated SOA Sections (70% of document)

- Executive summary and advice overview

- Client situation analysis (from fact-find data)

- Product and platform comparison tables

- Fee comparison and disclosure schedules

- Insurance needs analysis calculations

- Standard compliance disclosures and risk warnings

- Appendices and reference material

Al-Assisted Sections (20% of document)

- Strategy recommendation narrative (Al drafts; adviser refines)
- Alternatives considered and reasons for rejection

- Best Interests Duty rationale statement

- Personalised client communication sections
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Adviser-Only Sections (10% of document)

- Professional judgment calls on strategy selection

- Complex estate planning or tax advice commentary
- Sensitive personal circumstances narrative

- Specific risk tolerance assessment conclusions

\.

3.3 CRM Integration

BackPro Al connects directly to your existing practice management systems:
- Xplan: Bi-directional data flow — pull client records, push completed SOAs
- Adviser Logic: Automated fact-find data extraction and SOA upload
- IRESS: Platform integration for product research and comparison data

- Major CRM platforms: Salesforce, HubSpot, and practice-specific systems

No manual data entry. No CSV exports. No copy-pasting between systems.

4 ASIC Compliance Framework

4.1 Best Interests Duty (s961B Corporations Act)

Al-generated SOAs maintain Best Interests Duty compliance through:

1. Documented research: Every product recommendation includes comparison
against alternatives from the approved product list, with source attribution

2. Client circumstance evidence: SOA references specific client data from the
fact-find, showing how recommendations address individual needs

3. Rationale transparency: Al generates draft rationale statements that advisers
review and refine, creating a clear chain from client needs to strategy recom-
mendation

4. Version control: Complete history of SOA drafts, adviser edits, and final ap-
proved version

4.2 Audit Trail and Compliance Documentation

Every Al-assisted SOA includes:

Source attribution for all data points (which system, which record, when ac-
cessed)

Al-generated content clearly marked with generation timestamp
Adviser review log showing all edits and approvals
Compliance check results with pass/fail for each required disclosure

Export-ready compliance report for ASIC or dealer group review

5
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4.3

Data Sovereignty

All client data stays within your controlled environment:

- On-premise deployment: Azure Australia East, AWS ap-southeast-2, or GCP

australia-southeast]

- Zero offshore data transmission: Client Pll never leaves your infrastructure

- Authentication: Your identity provider (Azure AD, Okta, etc.)

- Encryption: At rest (your KMS) and in transit (TLS 1.3)

- Audit logging: Complete access logs to your SIEM or compliance platform

4.4 Dealer Group Compliance

For dealer groups managing multiple advice practices:

- Centralised templates: Consistent SOA structure and compliance language

across all advisers

- Automated compliance checks: AFSL-specific disclosure requirements veri-

fied before SOA release

- Quality monitoring: Compliance team can review Al-generated content and

adviser modifications across the network

- Scalable oversight: Review 100 SOAs as efficiently as reviewing 10

5

5.1

5.2

Implementation Approach

Phase 1: Setup and Integration (Week 1-2)

. Infrastructure deployment: Deploy Al platform on your Azure/AWS/GCP envi-

ronment (under 1 hour)

. CRM integration: Connect to Xplan, Adviser Logic, IRESS, or your CRM via API

(1-2 weeks)

. Template configuration: Set up SOA templates matching your dealer group

branding and AFSL requirements

. Product list ingestion: Load approved product list, platform comparisons, and

fee schedules

. Security configuration: Integrate with identity provider, configure access con-

trols

Phase 2: Testing and Validation (Week 3-4)

. Retrospective testing: Process 20+ completed SOAs through Al and compare

to actual documents

. Compliance review: Dealer group compliance team validates Al-generated

disclosures and formatting
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3. Adviser UAT: 2-3 advisers test Al-assisted workflow on real (completed) client
scenarios

4. Edge case identification: Identify complex scenarios where Al confidence is
low

5. Feedback refinement: Adjust templates, product research parameters, and
compliance checks based on testing

5.3 Phase 3: Pilot (Week 5-8)

1. Limited rollout: Start with 3-5 advisers generating live SOAs with Al assistance

2. Quality monitoring: Compliance team reviews every Al-assisted SOA for the
first 2 weeks

3. Feedback integration: Adviser corrections improve Al output quality
4. Metrics tracking: Time savings, compliance pass rate, adviser satisfaction

5. Gradual expansion: Extend to additional advisers as confidence builds

5.4 Phase 4: Practice-Wide Rollout (Week 9+)

1. Full deployment: All advisers and paraplanners using Al-assisted SOA genera-
tion

2. Client reporting automation: Extend Al to portfolio reviews and performance
reports

3. Continuous improvement: Al learns from adviser corrections and new product
additions

4. Ongoing compliance: Monthly quality reviews, quarterly compliance audits

6 Business Case

6.1 Financial Impact (10-Adviser Practice)

Item Annual Value
Current SOA preparation cost (labour) $520,000
Al automation savings (60%) ($312,000)
Additional revenue from increased capacity $150,000
Gross annual benefit $462,000
Typical payback period Under 2 months

Table 2: Indicative business case for a 10-adviser practice

Assumptions: 10 advisers x 50 SOAs/year x 7 hours avg prep time x $150/hr blended
cost. Al reduces prep to 2.8 hours. Additional revenue from 30% increased client ca-
pacity at $5,000 avg revenue per new client. Licensing and implementation costs
vary by practice size — contact BackPro for a tailored quote.
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6.2 Non-Financial Benefits

- Advisers spend time with clients instead of formatting documents

- Consistent SOA quality reduces compliance review workload

- Faster turnaround improves client experience and referral rates

- Paraplanning bottleneck eliminated — no more 2-3 week backlogs

- Reduced professional indemnity risk from comprehensive audit trails

- Practice becomes more attractive for adviser recruitment

7 Quality Assurance

7.1

7.2

oA WN

Accuracy Monitoring

- Weekly: Practice manager reviews 5 random Al-generated SOA sections
- Monthly: Compliance officer reviews Al-generated disclosures for accuracy
- Quarterly: Internal audit samples Al-assisted SOAs against ASIC requirements

- Annually: Full compliance review of Al system performance and accuracy met-

rics

Continuous Improvement

Adviser edits to Al-generated content logged with reason codes
Monthly analysis identifies recurring correction patterns

Al knowledge base refined based on correction data

Product list and fee schedule updates reflected within 24 hours

Regulatory changes (ASIC instruments, legislative amendments) integrated promptly
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8

Case Study: More4Life & Frazer Walker

Client: More4Life & Frazer Walker
Profile: Financial Planning Networks | 300+ Advisers Combined

Challenge: Financial planning practices needed to scale client advice deliv-
ery without hiring additional advisers. SOA preparation was consuming 6-8
hours per document, creating bottlenecks and preventing advisers from tak-
ing on more clients. Compliance teams required consistent formatting and
ASIC-compliant documentation across entire adviser networks.

Solution: On-premise Al system for SOA generation and client reporting de-
ployed across adviser networks. Custom-trained on ASIC compliance require-
ments with built-in audit trails. All client data stays within firm infrastructure.

Results:

- SOA preparation time reduced by 60% (from 6-8 hours to 2-3 hours)
- Consistent quality and formatting across 300+ adviser outputs

- ASIC-compliant audit trails on all generated documents

- 100% data sovereignty — client data never leaves firm infrastructure
- Zero compliance issues in first 6 months of deployment

- Adviser capacity increased for client meetings and relationship building

“Finally, Al our compliance team actually approves. Everything stays on our
servers, audit trails are built-in, and our advisers are spending time with
clients instead of fighting Word templates. Our reporting quality improved
while turnaround time dropped.”

— Head of Compliance, Frazer Walker | James Walker Powell, More4Life

9 Conclusion

SOA automation is the highest-impact Al deployment for Australian financial plan-
ning practices. The combination of high document preparation time, predictable
document structure, and strict compliance requirements creates an ideal environ-
ment for Al augmentation.

The critical requirements:

1.
2.
3.

4.

On-premise deployment maintaining complete client data sovereignty
ASIC compliance with full audit trails and Best Interests Duty documentation

CRM integration that works with Xplan, Adviser Logic, IRESS, and existing sys-
tems

Adviser oversight on all Al-generated content before client delivery

5. Consistent quality across every adviser in the practice or dealer group

Practices that deploy SOA automation achieve measurable results within the first
month: faster SOA turnaround, increased adviser capacity, reduced compliance risk,
and the ability to grow revenue without proportional headcount growth.

9
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9.1 Next Steps

1. Practice assessment: Map your current SOA volumes, preparation times, and
paraplanning costs (30 minutes)

2. CRMintegration review: Confirm APl availability with your Xplan, Adviser Logic,
or IRESS instance (15 minutes)

3. Template review: Identify your SOA template structure and dealer group com-
pliance requirements (30 minutes)

4. Pilot scoping: Select 2-3 advisers for initial testing and define success criteria
(30 minutes)

5. Business case: Model practice-specific savings using your actual SOA volumes
and costs

Contact

BackPro Al
Email: backpro@backpro.ai
Web: www.backpro.ai

Schedule a 30-minute walkthrough to see SOA automation in action,
review integration with your CRM, and model your practice-specific ROI.

10
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