Al-Powered Financial Planning

Automating Paraplanning, Client Reporting & Compliance
for Australian Financial Planners

Essential Reading for:

Financial Planners - Senior Paraplanners
Advice Practice Owners - Licensee Compliance Officers
Heads of Advice Operations

BackPro Al
March 2026

www.backpro.ai



Al for Financial Planners BackPro Al
Contents
1 Executive Summary 2
11 Key FINdings . . . .. e 2
2 The Financial Planner’s Documentation Burden 2
21 Wherethe Time GOES . . . . . . it it e e e e e e e e 2
2.2 The Paraplanning Bottleneck . . . . . . .. ... .. . . . . . 3
23 WhyYou Can't Use ChatGPT . ... ... . . . . . i et 3
3 How Al Transforms the Planner’s Workflow 3
31 SOAPreparation. . . . . . . . e 3
311 CurrentProcess (6-8 Hours) . ... ..... ... . .. ... ... 3
312 Al-Assisted Process (2-3Hours) . ... ... .. . ... . . . o 4
32 AnnualClient Reviews . . . ... . . . . e 4
33 ClientFile Notes . . . . . . i e e e e 5
3.4 Fee Disclosure Statements . .. .. . ... . . e 5
4 Data Sovereignty and Client Privacy 5
41 The Non-Negotiable Requirement . . ... ... ... ... . ... ... ... 5
4.2 On-Premise Architecture. . . . ... . e e 5
5 Implementation for Financial Planners 6
51 Phasel Setup (Week 1) . . . .. e 6
52 Phase 2: Validation (Week 2-3) . . . . . . . .. . . ... e 6
53 Phase 3: Production (Week 4+) . . . . . . ... e 6
6 Business Case for Financial Planners 6
6.1 Solo Practitioner /Small Practice (1-3 Planners) .. ............... 6
6.2 Mid-Size Practice (5-15 Planners) . .. .. ... .. . . ... . . 6
6.3 Dealer Group (50-500 AAVISErS) . . . . o ittt 6
7 Case Study: More4Life & Frazer Walker 8
8 What Financial Planners Ask 8
8.1 “Doesthe Alwritetheadvice?" . . ... .. .. . . . . . .. . . .. 8
8.2 “How is this different from XPLAN's existing features?” ... ......... 8
83 “What if the Al gets somethingwrong?” . ... ... ... .. .. ........ 8
8.4 “WIll ASIC accept Al-prepared SOAS?” . . . . . . i 9
9 Conclusion 9
91 NeXtSteps . . . . o e 9



Al for Financial Planners BackPro Al

1 Executive Summary

Australian financial planners face a paradox: the advice process has never been more
regulated, yet the tools available to manage that regulation have barely changed.
SOA preparation, client file notes, annual reviews, fee disclosure statements — these
consume the majority of a planner’s week. The result is that planners spend more
time documenting advice than delivering it.

On-premise Al offers a way to reclaim that time. By deploying retrieval-augmented
generation within your own infrastructure, planners automate the documentation
burden while keeping client data completely sovereign and ASIC compliance verifi-
able at every step.

This whitepaper is written for practising financial planners. It addresses the spe-
cific workflow challenges you face daily, the regulatory constraints that prevent you
from using consumer Al tools, and a practical deployment approach that delivers
measurable time savings within weeks.

1.1 Key Findings

- 60% reduction in SOA preparation time: Al handles data compilation, product
research formatting, and compliance disclosures — planners focus on strategy
and client communication

- Client data stays on your servers: Zero offshore processing. No third-party
access. Professional obligations and privacy laws fully met

- ASIC-ready audit trails: Every Al-generated paragraph links to its source data,
adviser review recorded, complete version history maintained

- Annual review automation: Client portfolio reviews generated in minutes in-
stead of hours, pulling real-time data from platforms

- Consistent compliance across the practice: Standardised disclosures, fee sched-
ules, and risk warnings — regardless of which planner prepares the document

2 The Financial Planner’'s Documentation Burden

2.1 Where the Time Goes

A financial planner’s week is dominated by documentation, not client engagement:

Activity Hours/Week Value to Client
SOA preparation & research 12-16 Indirect
Client file notes & records 4-6 None (compliance)
Annual review preparation 3-5 Indirect
Fee disclosure statements 1-2  None (compliance)
Client meetings 8-10 Direct
Prospecting & relationship building 3-5 Direct
CPD & professional development 2-3 Indirect

Table 1: Typical weekly time allocation for a financial planner

Planners spend 20-30 hours per week on documentation and only 11-15 hours on
activities that directly serve clients. Al automation targets the documentation hours.
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2.2

The Paraplanning Bottleneck

Paraplanning has become the critical constraint in financial planning practices:

- Talent shortage: Qualified paraplanners are scarce. Demand outstrips supply.

- Training timeline: A competent paraplanner requires 12-18 months to reach

full productivity

- Cost pressure: Senior paraplanners commmand $80K-$120K, making them a

significant practice overhead

- Dependency risk: When a paraplanner leaves, their institutional knowledge

goes with them

- Backlog reality: Most practices have a 2-3 week SOA backlog, delaying client

outcomes

Al doesn't replace paraplanners. It amplifies their output — a paraplanner using
Al produces 3x more SOAs at the same quality standard.

2.3

Why You Can’t Use ChatGPT

Financial planners have explored consumer Al tools and hit the same walls:

- Data leaves your control: Client financials sent to US servers violates Privacy

Act obligations and professional standards

- No audit trail: No record of what data was sent, what was generated, or how it

was used

- Generic output: Consumer Al doesn't understand Australian financial plan-

ning, ASIC requirements, or your approved product list

- Pl insurance risk: Professional indemnity insurers increasingly exclude advice

prepared with uncontrolled Al tools

- AFSL conditions: Most AFSLs prohibit using external Al services for client data

processing

3 How Al Transforms the Planner’s Workflow

3.1
3.1.1

1.
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SOA Preparation
Current Process (6-8 Hours)

Open client record in Xplan/Adviser Logic (5 min)

Review fact-find, existing policies, risk profile (45 min)

Research product options on approved product list (60 min)
Build comparison tables — fees, features, performance (45 min)
Draft client situation analysis (30 min)

Write strategy recommendation and rationale (60 min)
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7. Format compliance disclosures and risk warnings (30 min)

8.
S.
10.

Insurance needs analysis and quotes (45 min)
Assemble document, format, proofread (60 min)

Compliance check against AFSL requirements (30 min)

3.1.2 Al-Assisted Process (2-3 Hours)

1.
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Al extracts client data from CRM automatically (instant)

Al generates client situation analysis from fact-find (2 min)

Al produces product comparison tables from approved list (3 min)

Al drafts strategy recommendation narrative (5 min)

Al generates compliance disclosures specific to your AFSL (1 min)

Al runs insurance needs analysis calculations (2 min)

Al assembles formatted document to your template (1 min)

Planner reviews, refines strategy narrative, applies judgment (90-120 min)
Al runs automated compliance checks (instant)

Planner approves and delivers to client (15 min)

The planner’s time shifts from data compilation to strategy review and client com-
munication — the work that actually requires professional expertise.

3.2

Annual Client Reviews

Al transforms annual reviews from a multi-hour exercise into a streamlined process:

- Automated data pull: Al connects to platform/wrap accounts and extracts cur-

rent portfolio, performance, contributions, and fee data

- Review document generation: Portfolio summary, performmance against bench-

marks, asset allocation analysis, and fee review generated automatically

- Change identification: Al flags significant changes — contribution patterns,

insurance coverage gaps, asset allocation drift

- Planner adds commentary: Professional assessment of client circumstances,

strategy adjustments, and forward-looking recommendations

Result: annual reviews prepared in 30 minutes instead of 2-3 hours.
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3.3 Client File Notes

After every client meeting, planners must record detailed file notes documenting:
- Topics discussed and client instructions received
- Advice provided (even informal)
- Action items and follow-up commitments

- Changes to client circumstances

Al-assisted file notes: planner dictates key points post-meeting, Al generates struc-
tured file notes referencing the client record and linking to relevant compliance re-
quirements. Time reduced from 20 minutes to 5 minutes per meeting.

3.4 Fee Disclosure Statements

Annual FDS preparation is a compliance necessity that Al handles automatically:
- Al pulls fee data from platform and practice records
- Generates FDS in the format required by s962H Corporations Act
- Produces opt-in notices where required

- Batch processing for entire client book — hundreds of FDS documents gener-
ated overnight

4 Data Sovereignty and Client Privacy

4.1 The Non-Negotiable Requirement

Client data sovereignty isn't optional for financial planners. It's a professional, legal,
and commercial requirement:

Obligation Requirement

Privacy Act 1988 Restrict cross-border disclosure of personal information
(APP 8)

ASIC RG 104 Maintain adequate systems and controls for client records
AFSL conditions Licensee-specific data handling requirements

APES 110 (Code of Confidentiality of client information

Ethics)

Pl insurance Controlled data handling to maintain coverage

Table 2: Client data obligations for Australian financial planners

4.2 On-Premise Architecture

BackPro Al deploys entirely within your controlled environment:

Azure Australia East, AWS ap-southeast-2, or GCP australia-southeastl

Al models run on your compute — no external API calls
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Client data encrypted at rest (your KMS) and in transit (TLS 1.3)
Network isolation — Al system cannot communicate externally
Authentication via your Azure AD / Okta / identity provider

Audit logs stream to your compliance platform

Your compliance officer can verify: run a network trace during Al operation. Zero
packets leave your environment.

5

5.1

53

HowN

6

6.1
6.2
6.3

Implementation for Financial Planners

Phase 1: Setup (Week 1)

. Deployment: Al platform provisioned on your cloud infrastructure (under1hour)
. CRM connection: API integration with Xplan, Adviser Logic, or IRESS (2-5 days)

. Template upload: Your SOAtemplates, branding, and AFSL-specific disclosures

configured

Product list: Approved product list, platform comparisons, and fee data loaded

Phase 2: Validation (Week 2-3)

. Test SOAs: Process 10+ completed client scenarios through Al, compare output

to original SOAs

. Compliance review: Your compliance officer or licensee reviews Al-generated

disclosures

. Planner feedback: 2-3 planners test the workflow and identify refinements

Security validation: Confirm zero external data transmission via network mon-
itoring

Phase 3: Production (Week 4+)

Live SOA generation: Planners begin using Al for new client SOAs

Quality monitoring: Compliance reviews all Al-assisted SOAs for the first 2 weeks
Gradual expansion: Add annual reviews, file notes, and FDS generation

Ongoing improvement: Al refines based on planner corrections and new prod-
uct data

Business Case for Financial Planners

Solo Practitioner / Small Practice (1-3 Planners)
Mid-Size Practice (5-15 Planners)
Dealer Group (50-500 Adyvisers)

For dealer groups, the value multiplies:



Al for Financial Planners BackPro Al

Item Annual Value
Time saved on SOA preparation (200 hours) $30,000
Time saved on annual reviews (80 hours) $12,000
Time saved on file notes and FDS (60 hours) $9,000
Additional clients from freed capacity $25,000
Gross annual benefit $76,000
Typical payback period Under 2 months

Table 3: Business case for a solo practitioner (50 SOAs/year)

Item Annual Value
SOA preparation savings (10 planners x 200 hrs) $300,000
Paraplanning efficiency gains $80,000
Annual review automation $60,000
Compliance review time reduction $40,000
Additional revenue from capacity increase $150,000
Gross annual benefit $630,000
Typical payback period Under 4 weeks

Table 4: Business case for a 10-planner practice

- Centralised compliance: One set of templates, disclosures, and compliance
checks across all advisers

- Quality monitoring at scale: Al flags non-standard advice patterns for compli-
ance review

- Reduced PI claims: Consistent documentation reduces professional indem-
nity exposure

. Adviser attraction: Practices with Al tools attract and retain better advisers

- Revenue uplift: Network-wide capacity increase of 30-40% without additional
headcount
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7 Case Study: More4Life & Frazer Walker

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

Challenge: Planners across both networks were spending 6-8 hours per SOA.
Paraplanning backlogs stretched to 3 weeks. Compliance teams couldn't
maintain consistent documentation quality across hundreds of advisers. Ev-
ery cloud Al tool was blocked by the compliance team due to client data
sovereignty concerns.

Solution: On-premise Al deployed within firm infrastructure. Custom-trained
on ASIC Best Interests Duty requirements, firm-specific SOA templates, and
approved product lists. Full audit trails on every generated document.

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

- Advisers freed to spend more time in client meetings

“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

8 What Financial Planners Ask

8.1 “Does the Al write the advice?”

No. The Al prepares the document — it compiles data, formats comparisons, gen-
erates compliance disclosures, and drafts narrative sections. The planner reviews
everything, applies professional judgment to strategy selection, and makes all final
decisions. The Al is a sophisticated paraplanning tool, not an advice engine.

8.2 “How is this different from XPLAN'’s existing features?”

Xplan stores data and provides templates. BackPro Al reads your data, researches
your product list, and generates draft SOA content. It's the difference between a
filing cabinet and a skilled paraplanner who already knows your client.

8.3 “What if the Al gets something wrong?”

Every Al-generated section includes source attribution. If the Al writes “client’s cur-
rent super balance is $450,000", it links to the specific Xplan record and timestamp.
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Planners verify facts against sources before approving. Wrong outputs are caught
during review — the same quality check you apply to a paraplanner’s work.

8.4 “Will ASIC accept Al-prepared SOAs?”

ASIC’s position focuses on the advice quality and the adviser's responsibility, not
the tool used to prepare the document. With full audit trails showing adviser re-
view, source attribution, and compliance verification, Al-assisted SOAs meet ASIC's
documentation requirements more comprehensively than most manually prepared
SOAs.

9 Conclusion

Financial planners didn’'t become planners to fight Word templates and copy-paste
data between systems. Al automation returns planners to the work that matters —
understanding client needs, developing strategy, and building relationships.

The technology is ready. The compliance framework supports it. The business
case is compelling at every practice size.

9.1 Next Steps

1. See it in action: 30-minute demonstration using a sample client scenario (no
real data needed)

2. CRM check: Confirm your Xplan/Adviser Logic/IRESS version supports APl in-
tegration (5 minutes)

3. Trial: Process 5 completed SOAs through the Al system and compare output
quality (1 week)

4. Go live: Start generating Al-assisted SOAs for new clients

Contact

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

Book a 30-minute SOA automation demo. Bring a redacted client scenario
— we'll show you the Al-generated output in real time. No commitment, no
sales pressure.
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