Insight Planning

WEALTH MANAGEMENT

A PRACTICAL GUIDE

How to Use Al With a
Financial Advisor in Canada

A practical guide to using Al across the whole advisor relationship, from finding
the right one to getting more out of every meeting.



Who This Guide Is For

This guide is for you if:

« You already use Al, or want to, to think through your finances.
« You work with a financial advisor, or you are looking for one.
« You want sharper questions and better context before meetings.

e You want to use Al as a thinking partner, not as a replacement for advice.

This guide is not for you if:

« You want Al to replace your advisor or hand you final answers.
e You expect it to be reliably correct on Canadian tax and rules.

e You are looking for a specific product or investment recommendation.

This guide helps you use Al well. The decisions still belong to you and your advisor.

How to Use This Guide

Think of Al as a companion to the conversation, not a substitute for it.

1) Read once for the principle. Understand the one rule that governs everything: use Al to think, not
to decide.

2) Try the prompts. Each section includes a copyable prompt you can use before your next meeting.

3) Bring what is useful to your advisor. Send the questions and ideas ahead of time, not cold in the
room.

4) Decide together. Let your advisor's judgment, context, and accountability do the deciding.
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Start Here: Is Al a Threat to Your Advisor?

No. The fear that Al replaces advisors gets the relationship backwards. A client who uses Al well
shows up with sharper questions, clearer priorities, and better context. That makes the human advice
more valuable, not less.

A client of mine, a senior technology leader, told me he had built an Al agent to monitor his portfolio.
He mentioned it carefully, as if he were admitting something. He was not. He was doing exactly the
right thing: engaged, curious, using the tools in front of him to understand something that matters in
his life.

The question was never whether you should use Al. The question is how.

Use Al to think, not to decide.

Al is built to sound certain. That is its strength and its trap. Let it help you explore options,
organize your thoughts, learn the language, and prepare better questions. Then bring the
output to your advisor and decide together. Financial planning is rarely about one perfect
answer. It is about context, trade-offs, timing, family, taxes, risk, and judgment. Al does not
hold those. You and your advisor do.

Using Al to Find a Financial Advisor

Al is a useful starting point for finding an advisor, but a poor judge of who is actually good. It knows
who produces the most content online, which is not the same as who plans well. Use it to build your
screening criteria, understand credentials and fee models, and prepare your vetting questions. Then
verify and meet people yourself.

For the full workflow, including the prompts and the red flags to watch for, read our companion
piece, how to use Al to find a financial advisor. If you want the underlying selection framework, see
our guide on how to choose a financial advisor in Canada.

Using Al to Prepare for a Meeting

A prepared client has a better meeting. Not because they arrive with all the answers, but because
they arrive with better context. Al is good at clearing the clutter beforehand: organizing scattered
concerns, surfacing forgotten questions, and framing the trade-offs behind a decision. Here is a
single prompt that does most of the work:
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PROMPT TO TRY

| am preparing for a conversation with my financial advisor in Canada. Help me organize my thinking.
Identify: what information | should gather, what questions | should ask, what blind spots | may be
missing, what my partner and | should discuss first, and what ideas are worth raising but not acting on
without advice. Keep it practical and plain-language.

For more prompts and the couples version, read how to use Al before a financial advisor meeting.

Sharing Your Al Research Before the Meeting

Yes, and the timing matters. If Al gives you questions, ideas, or research worth raising, send them to
your advisor ahead of the meeting rather than putting them on the table for the first time
mid-conversation. A surprise forces a reaction. A heads-up invites a prepared answer.

This holds even when Al says something that conflicts with your advisor's advice. Especially then.
The instinct is often to either stay quiet or save it for the meeting as a challenge. Neither helps you.
Send it ahead, framed as a question rather than a verdict.

PROMPT TO TRY

Here is something | would like to raise before our meeting. | used Al to think through a few things, and
some of it does not line up with what we discussed. | am not assuming the Al is right. | would like to
walk through the differences together.

Handled this way, conflicting information makes the advice stronger. Your advisor has time to think
it through, check the Canadian specifics, and explain the reasoning. Handled in the room with no
warning, the same information just puts everyone on the defensive. Same research, two very
different conversations.

Understanding Your Advisor's Recommendations

Financial advice comes with unfamiliar language: asset allocation, income sequencing, capital gains,
probate, corporate investing. Most people nod along in the meeting, then realize later they did not
fully follow it. Al is excellent at translating concepts into plain language on your own time.

PROMPT TO TRY
My advisor recommended [concept]. Explain it in plain language. Include the purpose, the benefits, the
risks, and the questions | should ask before deciding.
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One limit to hold onto: understanding what something is is not the same as knowing whether it fits
your life. Use Al to learn the language. Use your advisor to understand the decision.

Using Al Between Meetings

Most people only think about their advisor when a meeting is booked. Real life does not wait for the
annual review. A worry surfaces, a decision lands, an aging parent needs help, and it sits unspoken
until the next meeting, if it is remembered at all. Al is good at catching those loose threads and
packaging them clearly.

PROMPT TO TRY
Turn these notes into a clear, concise email to my financial advisor. Explain what | am trying to
understand and what | would like to discuss.

Send it while it is fresh. Good advice depends on good information, and Al makes it easier to hand
your advisor information they can act on.

How Couples Can Use Al

In many households, one partner carries more of the financial load. The other can feel a step behind.
That imbalance creates quiet stress, not because anyone did anything wrong, but because roles form
when life gets busy. Al can help both partners arrive with a voice.

PROMPT TO TRY

My spouse and | are meeting with our financial advisor. Help us create a short conversation guide so we
can each identify what we are worried about, what we want clarity on, and what decisions we may be
avoiding.

That is not just preparation. It is alignment, and alignment usually matters more than optimization.
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Where Al Helps, and Where It Does Not

A quick reference for the whole relationship. Keep Al on the left side of this line.

Use Al to Leave to your advisor

e Organize scattered thoughts e Judgment and context

e Prepare sharper questions e Whether it fits your life

e Learn unfamiliar terms e Canadian tax and rules

o Build advisor shortlist criteria e« Who you can actually trust

o Draft emails and notes e Coordinating the moving parts
o Frame the trade-offs e The final decision

Is Al Accurate for Canadian Advice?

Not reliably. Al is very good at sounding confident, which is exactly the risk. It often defaults to US
rules and gets Canadian specifics wrong: confusing a TFSA with a Roth IRA, quoting the wrong
contribution limit, misapplying capital gains, or missing how corporate income interacts with personal
tax. For incorporated professionals and business owners, those gaps are not small.

It also does not know your full picture: what your accountant told you, what is in your will, or how
your spouse feels about a decision. Treat Al output as a draft to review, never an answer to act on.

What you should not enter into Al tools

You do not need to hand over anything sensitive to get value. Keep it general and use
placeholders. Avoid entering:

e Social Insurance Numbers

o Account or policy numbers

e Full tax returns and investment statements
o Estate and corporate documents

e Passwords or private family information
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What Al Cannot Replace

Al can clear the clutter. It cannot weigh your trade-offs against your values, coordinate the moving
parts of a real financial life, hold you accountable to a plan, or sit across from you when a decision is
hard. That is the work of advice. Used properly, Al does not shrink that role. It raises the quality of it.

The bottom line

Use Al to think, prepare, and learn. Use your advisor to interpret, weigh, coordinate, and
decide. The tool is not the point. The better conversation is, and in a busy financial life, that is
what changes outcomes.

Frequently Asked Questions

Can Al replace a financial advisor?

No. Al can explain concepts, organize questions, and help you prepare, but it cannot replace
personalized advice. A good advisor brings judgment, context, accountability, and an understanding
of your full financial life.

How do | use Al with my financial advisor?

Use it to find the right advisor, prepare for meetings, understand the advice you receive, and stay
engaged between reviews. Bring what it produces to your advisor and decide together rather than
acting on Al output alone.

Is Al accurate for Canadian financial advice?

Not reliably. Al often defaults to US rules and can get Canadian specifics wrong, such as confusing a
TFSA with a Roth IRA or misapplying capital gains and corporate tax. Treat its output as a draft to
review with an advisor.

Is it safe to put my financial information into Al tools?
Be careful. Do not enter Social Insurance Numbers, account numbers, tax returns, estate documents,
or passwords. Use general descriptions and placeholders instead of personal details.

Should | tell my advisor | used Al?
Yes. A good advisor treats Al-generated questions and ideas as a useful starting point for a better
conversation, not a threat.
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Should | share Al research with my advisor before the meeting, even if it conflicts
with their advice?

Yes. Send it ahead rather than raising it cold in the meeting, and especially when it conflicts with
their advice. Frame it as a question, not a verdict. That gives your advisor time to prepare a real
answer and turns a possible standoff into a productive conversation.

What is the best Al prompt for working with a financial advisor?
Ask Al to help you organize your thinking, prepare questions, and identify blind spots before a
meeting, rather than asking it to make the decision for you.
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Appendix A: Every Prompt in One Place

Copy these straight into your Al tool. Replace anything in [brackets] with your own details,
and keep sensitive specifics out.

Prepare for a meeting

PROMPT TO TRY

| am preparing for a conversation with my financial advisor in Canada. Help me organize my thinking.
Identify: what information | should gather, what questions | should ask, what blind spots | may be
missing, what my partner and | should discuss first, and what ideas are worth raising but not acting on
without advice. Keep it practical and plain-language.

Raise something that conflicts

PROMPT TO TRY

Here is something | would like to raise before our meeting. | used Al to think through a few things, and
some of it does not line up with what we discussed. | am not assuming the Al is right. | would like to
walk through the differences together.

Understand a recommendation
PROMPT TO TRY

My advisor recommended [concept]. Explain it in plain language. Include the purpose, the benefits, the
risks, and the questions | should ask before deciding.

Write to your advisor
PROMPT TO TRY

Turn these notes into a clear, concise email to my financial advisor. Explain what | am trying to
understand and what | would like to discuss.
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Prepare as a couple

PROMPT TO TRY

My spouse and | are meeting with our financial advisor. Help us create a short conversation guide so we
can each identify what we are worried about, what we want clarity on, and what decisions we may be
avoiding.

Appendix B: Al Safety Checklist

Before you paste anything into an Al tool, run this quick check.
Keep these out of any Al tool:

e Social Insurance Numbers

e Account, policy, or banking numbers

e Full tax returns and investment statements

o Estate and corporate documents

e Passwords

e Private family information you would not want stored or reviewed

Do this instead:

o Describe your situation in general terms.

o Use placeholders, e.g. “Assume a Canadian couple in their early 50s with incorporated income,
aging parents, and no firm retirement date.”

o Treat every answer as a draft to review with your advisor.

o Verify any names, figures, or Canadian rules with a regulator or professional.
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Your Next Steps

Use Al to think
Bring it to the conversation

Decide together

The Better Conversation

The point is not to need your advisor less. It is to make the time count for more: better
questions, better context, better decisions. Used properly, Al does not replace the advice

relationship. It raises the quality of it.

Educational information only. This guide is not tax, legal, or investment advice. Personal circumstances vary and professional advice
should be obtained before acting.

Book a Clarity Call at insightplanning.com



