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Infroduction

Artificial intelligence is no longer just a buzzword. For financial advisers, it has
quickly become a practical tool, supporting compliance, simplifying
communication, and freeing time for client relationships.

In summer 2025, Panacea Adviser published a six-part series on how advisers
can get the most out of Al in daily practice. This guide brings those articles
together as a practical reference to help firms use Al safely and effectively,
showing where it adds value, how to apply it responsibly, and which
safeguards must stay in place.

At a glance - what this guide helps you do:

e Build the foundations: Create a concise internal Al policy mapping
permitted use, data handling, SMCR accountability, and audit trails.

e Explain risk clearly: Use FCA-conscious prompts to visualise volatility,
diversification, and risk/reward in plain English.

e Turn complexity into visuals: Convert technical advice into client-friendly
infographics aligned to Consumer Duty.

e Scale personalisation safely: Draft summaries, explainers, and check-ins at
pace - then review, approve, and evidence understanding.

e Enhance digital presence: Use practical tools (writing, design, images,
slides, social, video) to look professional without a big team.

e Make Al your content ally: Produce readable newsletters, blogs, and
pages faster-keeping tone authentic and oversight intact.

How to use Al every day — responsibly, efficiently, and with confidence
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How to Use This Guide

This guide is designed as a practical, step-by-step reference for financial
adyvisers exploring how to use Al responsibly in daily practice.

Each chapter follows a consistent structure:

e Overview — Why the topic matters, including client and compliance
context (with links fo Appendix A for references).

e Practical Applications — Prompts, tools, or real-world use cases to try.

e Tips & Compliance Notes — Guidance to stay aligned with FCA, SMCR,
GDPR, and Consumer Duty.

e Checklist — Simple, actionable steps to apply in your firm.

In Summary — A short recap of the key takeaways.

At the back, you'll find three supporting appendices:

e Appendix A — Regulatory References & Research Evidence
e Appendix B — A consolidated Prompt Library for quick use.
e Appendix C — A Tool Directory with URLs for easy access.

Use this guide in two ways:

e Read through chapter by chapter to understand the wider picture.
e Dip into checklists or appendices when you need quick, practical support.

How to use Al every day — responsibly, efficiently, and with confidence
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Chapter 1: Build Your Internal Al Policy
1.1 Overview

Before using Al in client work, firms must establish clear boundaries. A well-
defined internal policy ensures consistency, safeguards accountability, and
keeps activity aligned with FCA and GDPR requirements.

In the UK regulatory context, firms remain fully responsible for their use of Al,
which must comply with existing rules including:

Principle 2 (skill, care and diligence)

Principle 3 (management and control)

Consumer Duty (clear, fair, not misleading; evidence of understanding)
SMCR (named accountability)

From a data protection perspective, all Al use must comply with UK GDPR
requirements, covering areas such as:

Data residency and retention

Lawful basis for processing

Transparency and client consent

Data subject rights (SARs, erasure, rectification)

Security and confidentiality

Third-party processors and Data Processing Agreements

Policy building blocks include permitted use, data privacy & security,
oversight & SMCR mapping, training & CPD, record-keeping, and review
cadence.

1.2 Practical Applications

A good internal Al policy sets out what's allowed, what isn’t, and who is
accountable. Here's what to include:

Clarify Permitted Use Cases
Start by mapping out which tasks Al can support, and which it can’t. For
example:

e Allowed: Drafting internal reports, summarising meeting notes, supporting
marketing content (with oversight)

e Prohibited: Making personalised financial recommendations, interpreting
suitability requirements, handling client data directly

Make it clear that Al is a tool to support human judgement, not replace it.

How to use Al every day — responsibly, efficiently, and with confidence
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Protect Data Privacy and Confidentiality
Client data must never be entered into public Al platforms that lack robust UK
data protection safeguards. Ensure all Al use is:

e UK GDPR-compliant
e Free from data retention for model fraining
e Hosted in secure, approved environments

Enterprise-grade or private models offer safer options than free, open
platforms.

Define Oversight and Accountability
Adyvisers remain responsible for outputs, even if Al was used to generate
them. Your policy should require that:

e All Al-generated content is reviewed before use
e No client-facing material is sent without human validation
e Staff understand who signs off what, and when

Consider mapping this to your SMCR structure.

Train and Educate Staff
All staff should receive practical guidance on:

Which tools they can use

How to use them ethically and securely

Risks and limitations of Al outputs

Case studies of inappropriate use (e.g. Al washing)

Build this into onboarding and CPD frameworks.

Record and Retain Audit Trails

If Al tools contribute to advice processes, communications, or investment
recommendations, logs and approvals should be retained. This provides a
clear audit frail should the FCA request evidence.

Review and Update Regularly

Al is a moving target. Your internal policy must be reviewed quarterly or
biannually, with ownership assigned to a nominated compliance lead or
governance team.

1.3 Tips & Compliance Notes

e Avoid entering personal client data into public Al tools
e Document approvals and oversight
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e Train staff on opportunities and risks
e Avoid exaggerating Al capabilities (“Al washing”; see Appendix A)
e Referto Appendix A for detailed references and case studies

1.4 Chapter Checklist - Policy

O create alist of approved tools and permitted use cases.
O pefine GDPR-compliant data handling rules

O Map accountability to SMCR roles

O Log prompts/outputs where relied upon

O peliver staff training and CPD

[ set review schedule and policy owner

1.5 In Summary
A clear Al policy sets the foundations for safe, effective use across your firm. It

defines what's permitted, protects client data, assigns accountability, and
ensures every output can be traced back for compliance.
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Chapter 2: Make Investment Risk More Understandable
2.1 Overview

Under Consumer Duty, the FCA expects firms to go beyond disclosure.
Advisers must evidence that clients genuinely understand the information
provided. Clear, meaningful communication is essential - good intentions
alone are not enough.

This chapter sets out six practical Al prompts to help bring investment risk,
volatility, diversification, and asset allocation to life. Each prompt is designed
to make complex topics clearer and more relatable, while giving you
tangible ways to evidence client understanding through personalised or
visual communication.

2.2Practical Applications

One of the hardest adviser challenges is helping clients understand risk. Al
prompts can support clearer communication, helping you meet Consumer
Duty expectations while giving clients confidence in their decisions. Adapt
for your tone, product set, and compliance:

1. Visualise Volatility

Prompt:
“Create a simple line chart showing two hypothetical investment journeys -
one smooth and one volatile - with the same average return over time.”

Why use it?

Helps clients see that temporary dips don’t always mean long-term damage -
critical in volatile periods like now. Aligns with FCA expectations to promote
understanding, not just disclosure.

2. Explain Diversification with Analogy

Prompt:

“Explain diversification using a relatable analogy, like cooking or football, in
plain English suitable for a client with no investment background.”

Why use it?

Cuts through jargon and shows why diversification matters, especially when
clients ask, “Why do | own this again?”.

How to use Al every day — responsibly, efficiently, and with confidence
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3. Summarise Risk Profiles in Plain English

Prompt:
“Write a short, client-friendly description of a balanced risk profile, with an
example of how it might look in a real-life portfolio.”

Why use it?
Supports annual reviews and onboarding. Helps demonstrate that your
adyvice is understood, documented, and tailored.

4. Show the Risk/Reward Trade-Off Visually

Prompt:
“Design a visual that compares potential returns and potential losses across
low, medium, and high-risk investment options.”

Why use it?
Encourages rational decision-making during uncertain markets. Reinforces
the suitability process and helps prevent emotional missteps.

5. Compare Investment Types by Risk Level

Prompt:
“Create a chart or table that ranks different investment types (cash, gilts,
equities, property, etc.) by general risk level and return potential.”

Why use it?
Provides clients with a clearer view of asset allocation and helps support
conversations around rebalancing or reviewing during periods of change.

6. Tailor Risk Communication to Client Personality

Prompt:
“Write two versions of the same explanation of investment risk - one for an
analytical client, one for a client who prefers emotional reassurance.”

Why use it?
Builds trust and supports Consumer Duty by matching explanations to client
personality, which in turn improves decision-making and client confidence.

2.3Tips & Compliance Notes

Always cross-check facts and numbers
Add disclaimers where relevant

Tailor tone to client preferences

Save prompts and outputs in CRM
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e Confirm client understanding explicitly

2.4Chapter Checklist - Risk

O select 1-2 prompts that fit the client’s situation and preferred
communication style

O Verify numbers, labels, and assumptions; add disclaimers where needed

O editin your own voice so outputs reflect your style and professional
judgement

O save prompts, drafts, and notes in the CRM/file as evidence
O confirm client understanding (e.g., ask them to summarise back)

2.5In Summary

Clients don't just need information; they need clarity and confidence. With
the right Al prompts, you can simplify complex ideas, strengthen
understanding, and evidence good outcomes under Consumer Duty. Al
won't replace suitability conversations, but it can help you communicate risk
in ways that are clear, relatable, and reassuring.
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Chapter 3: Demystifying Protection - Using Al to Support Income
Protection Conversations

3.1 Overview

Protection products like income protection, critical illness cover, and life
insurance are essential to holistic advice, yet they're often the least
understood. Clients struggle with technical language, unfamiliar terms, and
abstract scenarios. Al can help bridge this gap.

From simplifying policy details to tailoring illustrations based on a client’s
profession or financial situation, Al helps advisers personalise and clarify
protection recommendations. It can also support the advice journey behind
the scenes - from preparing for detailed application forms to explaining
underwriting questions in plain English. Used well, it supports clearer
conversations, more efficient admin, and better outcomes under Consumer
Duty.

3.2 Practical Applications

Here are seven practical ways to use Al tools to make protection advice
more relatable, efficient, and compliant:

1. Simplify policy language

Prompt:
“Rewrite this explanation of ‘deferred period’ in plain English for a 30-year-old
self-employed builder.”

Why use it2
Breaks down complex terms into relatable language clients can understand.

2. Tailor IP examples to real lives

Prompt:

“Generate a scenario showing how income protection would help a teacher
with 6 months’ sick pay and a mortgage.”

Why use it2

Makes cover feel relevant and helps clients visualise how it would work in their
sifuation.
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3. Overcome common objections

Prompt:
“List five responses to the objection: ‘| don’t need income protection, | have
savings.' Keep tone respectful and client-focused.”

Why use it2
Gives you well-framed rebuttals you can use in meetings, reports, or follow-
ups.

4. Create post-meeting client summaries

Prompt:
“Summarise today'’s protection recommendation in under 200 words, in a
reassuring fone, with no jargon.”

Why use it?
Helps evidence understanding and adds value after discussions.

5. Compare cover types clearly

Prompt:
“Summairise the difference between income protection and critical illness
cover in under 100 words, for a client-facing factsheet.”

Why use it?
Supports informed decision-making and evidences Consumer Duty
compliance.

6. Draft visual prompts for claims or benefits timelines

Prompt:
“Create a visual timeline showing what happens when an income protection
claim starts, from day 1 to payment.”

Why use it?
Brings abstract cover to life and improves understanding of process and
timing.

7. Support pre-fill and prep for complex protection forms
Prompt:
“Based on this meeting note, draft a checklist of the information we'll need to

complete an income protection application —include medical, financial,
and occupational details.”
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Why use it?
Helps advisers and support staff prepare efficiently for detailed underwriting
forms, reducing back-and-forth and ensuring completeness.

Alternative prompt:
“Rewrite this underwriting question in plain English so a client can understand
and answer accurately.”

3.3 Tips & Compliance Notes

e Use provider documents or FCA definitions as base prompts

e Never input client-identifiable data into public Al tools

e Review outputs carefully for accuracy, tone, and implied
recommendations

e Add disclaimers where needed (e.g., around hypothetical examples)

e Keep arecord of prompts and outputs in the CRM where used for
suitability or client understanding

3.4 Chapter Checklist - Protection

O use prompts to simplify language and explain protection features
O tailor examples to the client’s job, lifestyle, or financial situation

O proft responses o common objections for use in meetings or reports
O summarise recommendations in plain English after meetings

O create visual cids to explain timelines or benefit comparisons

O Generate pre-fill checklists to support protection form completion
O review all outputs for accuracy and compliance before use

O save prompts and outputs to the client record for audit trail

3.5 Summary

Al won't replace protection advice, but it can help make it easier to deliver,
understand, and document. Whether you're translating policy terms,
illustrating real-life scenarios, or preparing for detailed forms, Al can support
better conversations and stronger outcomes.

Start small by infroducing just one Al prompt or output into your next
protection meeting, such as a visual explainer, a post-meeting summary, or a
checklist for underwriting prep. Used consistently, these small efficiencies can
add up to a smoother experience for both you and your clients.
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Chapter 4: Turn Technical Advice into Visuals
4.10verview

Al can turn technical detail into clear visuals that improve understanding,
enhance retention, and build client confidence - helping you evidence
Consumer Duty in practice.

4.2Practical Applications

The quality of the image you get depends on the clarity of the prompt you
give. When designing infographic prompts, include four key components:

5.1Visual tone - e.g., “professional,” “trustworthy,” “approachable,” “clean and

modern.”

5.1Topic and data - specify the information to show (comparisons, percentages,
timeframes).

5.1Layout type - e.g., chart, step-by-step guide, comparison table, or fimeline.

5.1 Colour palette — use trusted tones (blue/green) with accents for key
highlights.

Eight Infographic Prompts
1. The Value of Early Pension Contributions

Prompt:

“Design a clean, professional infographic showing how starting pension
conftributions at different ages affects final pot size. Compare starting at 25,
35, and 45, contributing £400/month until age 68. Use blue and green tones,
a bar chart format, and highlight compound growth over time. Suitable for
use in adviser-client meetings.”

Why use it?
Shows the power of compound growth in a way clients can see at a glance,
helping them understand why starting earlier matters.

2. Asset Allocation by Life Stage

Prompt:

“Create an infographic for UK investors showing asset allocation by decade
of life (20s to 60s). Use pie charts to show suggested breakdowns of equities,
bonds, and cash. Add the general rule: *100 minus your age = % in equities’.
Use corporate colours and label clearly for a client-facing document.”
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Why use it?
Helps clients visualise how portfolios typically evolve over time, supporting
suitability conversations and long-term planning.

3. Tax-Efficient Retirement Income Strategy

Prompt:

“Design a horizontal timeline infographic showing how to withdraw retirement
income tax-efficiently using ISAs, pensions, and general investment accounts.
Use clear icons and annotate each step. Include a note about tax-free cash
and personal allowance considerations. Use a professional, trustworthy
aesthetic with neutral colours and accent highlights.”

Why use it?
Clarifies how ISAs, pensions, and other accounts work together, reassuring
clients that income strategies are structured for efficiency.

4. What the Consumer Duty Means for Clients

Prompt:

“Create a professional infographic explaining the FCA Consumer Duty
principles from a client perspective. Use icons to represent the four key
outcomes: Products & Services, Price & Value, Consumer Understanding, and
Consumer Support. Include short explanations in plain English. Use a clean,
frustworthy style with blue tones suitable for financial services.”

Why use it?
Explains regulatory obligations in plain English, building client trust and
showing that the firm prioritises clarity and fairness.

5. How Our Firm Delivers Good Client Outcomes

Prompt:

“Design an infographic showing how our financial advice process aligns with
the FCA Consumer Duty. Show steps like fact-finding, suitability assessment,
ongoing service, and fee transparency. Link each to one of the four
Consumer Duty outcomes. Use a clear layout with checkmarks, icons, and
corporate colours.”

Why use it?
Demonstrates alignment between your process and Consumer Duty
requirements, evidencing value and reinforcing transparency.

6. Assessing Value for Money in Client Fees

How to use Al every day — responsibly, efficiently, and with confidence
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Prompt:

“Create a comparison chart illustrating what a client receives at different fee
levels. Include service tiers (e.q., initial planning, ongoing reviews, investment
management), mapped against total cost. Add annotations about value,
fransparency, and ongoing support. Use a neutral professional design with
muted accent colours.”

Why use it?
Provides a clear comparison of services versus cost, helping clients see the
value they receive and supporting Consumer Duty on price and value.

7. The Advice Lifecycle and Consumer Duty Touchpoints

Prompt:

“Design a horizontal timeline infographic showing key stages of the financial
advice lifecycle: onboarding, recommendations, implementation, reviews.
For each stage, include a note on how Consumer Duty is met (e.qg., clear
documentation, fair pricing, customer support). Style should be formal, clean,
and easy to read.”

Why use it?
Shows how regulatory expectations are met throughout the advice journey,
reinforcing professionalism and client confidence.

8. Vulnerable Clients and Consumer Duty

Prompt:

“Create an educational infographic showing how firms identify and support
vulnerable clients under Consumer Duty. Include icons for health, life events,
financial resilience, and capability. Use inclusive, friendly visuals and add brief
guidance on tailoring communication and support.”

Why use it?
lllustrates how you identify and support vulnerable clients, evidencing tailored
support and awareness of Consumer Duty.

Refining and Saving Visuals

Al images often need small tweaks to be fully usable. Here are some follow-
up prompts that help:

“Increase size of key numbers and bold the text”

“Use darker colours for better contrast”

“Add placeholder logos for firm branding”

“Replace dollar signs with pound symbols”

“Adjust numbers to reflect UK tax bands and retirement ages”
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e “Reformat as landscape for use in a client PDF pack”

Over time, save effective prompts into a prompt library tailored to your
advice process. This creates a reusable bank of visuals ready for reviews,
onboarding, or marketing packs.

4.3Tips & Compliance Notes
Before sharing Al-generated visuals with clients:

e Verify all figures, labels, and assumptions - Al can misinterpret financial
data.

e Add disclaimers when using hypothetical or modelled outcomes.

e Maintain consistency of fone and terminology with your firm’s style and
compliance standards.

e Use generic data in templates, then add client-specific details with your
own tools.

4.4Chapter Checklist - Visuals

O select the right format (chart, timeline, infographic)
O Verify accuracy of figures, labels, and assumptions

O Apply brand style (colours, fonts, layout)

O Add disclaimers where needed

O save outputs and supporting note to the client record

4.5In Summary

Complex advice is easier to understand when clients can see it. Whether
you're discussing pensions, income planning, or asset allocation,
conversations can quickly feel overwhelming. Al can turn technical detail
into clear visuals that improve understanding, enhance retention, and build
client confidence - helping you evidence Consumer Duty in practice.
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Chapter 5: Personalisation Without the Heavy Lifting
5.10verview

Strong client relationships rely on timely, personalised communication. Yet
delivering that level of attention across every interaction can be resource
intensive.

Al can help ease the load, supporting everyday client touchpoints while
ensuring communication still feels human, authentic, and aligned with
Consumer Duty.

5.2 Practical Applications

Al can help draft tailored communications across many client interactions.
Here are six examples with suggested prompts:

1. Personalised Meeting Summaries

Why use it?
Transforms meeting notes into clear, client-friendly summaries that reinforce
next steps and keep clients engaged.

Prompt example:

“Summarise these meeting notes into a professional follow-up email for a
client. Keep the tone warm and reassuring, highlight the key next steps, and
avoid jargon.”

2. Portfolio Update Explainers

Why use it?
Provides quick, tailored explanations of market events in plain English, helping
clients connect changes back to their objectives.

Prompt example:

“Explain in plain English how a 0.25% interest rate rise could impact a
balanced investment portfolio. Keep it under 200 words, avoid technical
terms, and frame it in terms of long-term goails.”

3. Client Check-In Reminders
Why use it?

Keeps client relationships active between formal reviews, strengthening trust
and showing attentiveness.
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Prompt example:

“Write a short, friendly check-in email for a client who last met with us six
months ago. Keep it conversational, mention reviewing goals, and suggest
booking a quick call.”

4. Tailored Educational Resources

Why use it2
Makes general insights relevant to specific client groups, improving
engagement and evidence of personalisation.

Prompt example:
“Rewrite this article on inflation so it's relevant for a client approaching
retirement, focusing on income security and purchasing power.”

5. Pre-Meeting Briefings

Why use it?
Gives advisers quick digests of client history, preferences, and actions,
ensuring every meeting is well-prepared and personalised.

Prompt example:

“Create a one-page briefing note for tomorrow’s client meeting, based on
these notes. Include: recent portfolio changes, main goals, and any
outstanding actions.”

6. Feedback & Satisfaction Surveys

Why use it?
Encourages clients to share honest feedback in a warm, non-corporate way,
supporting Consumer Duty on client understanding and support.

Prompt example:

“Draft three short, friendly survey questions to ask clients about their
experience of our annual review process. Keep them clear and client
focused.”

Personalising Al to Match Your Style

One of the most powerful ways to use Al is fraining it to reflect your tone.
Provide examples of your own writing and ask the Al to match it.

Prompt example:

“Rewrite this follow-up email in a professional but approachable tone, similar
fo how I normally write to clients. Avoid jargon, keep sentences short, and use
a reassuring style.”
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Tip: Paste in a short extract of your previous emails or newsletters as a style
reference.

Then instruct the Al:
“Use this as a writing sample. Please keep the same tone and style when
drafting the following...”

5.3Tips & Compliance Notes

e Review for accuracy - check facts, numbers, and appropriateness before
sending.

e Avoidregulated advice — don't let Al generate or imply product
recommendations.

e Protect client data — anonymise notes before inputting; never share
identifiers in public tools.

e Keep an audit trail - record the prompt and final version in your CRM as
Consumer Duty evidence.

e Refine in your style — adjust tone to ensure drafts reflect your own
professional voice.

5.4Chapter Checklist - Personalisation

O select the right task (summary, explainer, check-in, resource, briefing, or
survey)

O Anonymise client data before using Al

O Generate first draft with a tailored prompt

O Edit to mateh your tone and the client’s preferences

O Verify accuracy; remove any unintended advice or product references
O save prompt + final version to CRM/client record

O send to client and confirm understanding or next steps where
appropriate

5.5In Summary

Personalised communication is central to lasting client relationships, but it can
be time-consuming. Al helps you scale touchpoints such as summaries,
updates, and check-ins, while keeping the human element intact.

Every draft must still be reviewed, refined, and saved for compliance - but

used wisely, Al allows you to show up more often with relevant, tailored
support that strengthens trust.
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Chapter 6: Enhance Your Digital Presence with Al Tools
6.10verview

Advisers often juggle multiple roles, and “marketing manager” is usually one
of them. Building a consistent digital presence, however, doesn’'t need to
mean long hours of DIY work or expensive outsourced support.

Al tools can help you create professional, branded content across multiple
formats, from articles and graphics to social media and video. Used in the
right sequence, they save time, strengthen engagement, and ensure your
firm looks polished and consistent online, without requiring a full-time
marketing team.

6.2Practical Applications

1. Jasper Al - Write Articles, Bios and Service Pages Faster

Why use it?

Quickly creates polished written content with a consistent tone, helping
advisers produce newsletters, blogs, and website copy more efficiently.
Prompt example:

“Write a 300-word client newsletter article on the importance of pension
reviews, using a warm, professional tone suitable for UK retail clients.”

& jasper.ai

2. Canva Magic Studio - Create Professional Visuals

Why use it?

Produces professional graphics and layouts without needing a designer,
ensuring branding is consistent across channels.

Prompt example:

“Design a branded Linkedin post titled ‘5 Year-End Tax Tips’, using the firm'’s

blue and grey colour palette.”

& canva.com/magic-studio

3. Al Stock Image Generators - Add Unique, Royalty-Free Imagery
Why use them?e

Creates fresh, bespoke images to avoid overused stock photography,
helping content look authentic and professional.
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Prompt example:
“Generate an image of a financial adviser and a client reviewing a
retirement plan in a modern UK office setting.”

& koala.sh/tools/free-ai-stock-image-generator
& recraft.qi
& freepik.com/ai/image-generator

4. Beauvutiful.ai or Visme - Build Professional Presentations

Why use them?e
Transforms bullet points into structured, polished presentations for client
meetings, onboarding, or events.

Prompt example:
“Create a 10-slide client onboarding presentation covering services, fees,
and the ongoing review process. Use a clean, modern style.”

& beautiful.ai
& visme.co

5. Lately Al - Repurpose Content into Social Posts

Why use it?

Turns long-form content into short, platform-ready social posts, helping firms
maintain visibility without writing every post manually.

Prompt example:

“Repurpose this 800-word blog on retirement planning into five LinkedIn posts
under 100 words each, with a professional but approachable tone.”

& lately.qi

6. Tavus or HeyGen - Personalise Video at Scale

Why use them?e

Enables advisers to record one video and automatically personalise it for
each client, adding a human touch to digital communications at scale.
Prompt example:

“Create a personalised welcome video for new clients, with placeholders for

their first name and service type.”

& tavus.io
& heygen.com
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6.3Tips & Compliance Notes

e Verify accuracy — always proofread written or visual outputs to ensure
facts are correct.

e Avoid regulated advice — do not let Al generate or imply financial
recommendations.

e Maintain GDPR compliance — check how tools handle data storage,
residency, and processing.

e Keep branding consistent — apply your firm's logo, fonts, and colour
palette to all outputs.

e Record usage - save final outputs and note which tools were used for
compliance traceability.

e Pilot first — trial a tool with one campaign before scaling up firmwide.

6.4Chapter Checklist - Digital Presence

O Pick the right tool for the job — writing, visuals, imagery, slides, social, or
video.

O Proofread and fact-check every output

O Apply firm branding to ensure consistency

O confirm GDPR/data handling compliance before adoption
O test with one pilot campaign, refine, then scale

O save final outputs and tool notes to compliance records

6.5In Summary

Al tools can help adbviser firms project a stronger, more consistent digital
presence without large budgets or a full-time marketing team. Used well,
they:

e Save fime on writing, design, and content distribution
e Keep your brand visible and professional online
e Allow you to repurpose and personalise at scale

Every output - whether written, visual, or video - must still be reviewed, edited,

and approved by you. Al speeds up the process, but compliance, accuracy,
and authenticity always rest with the adviser.
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Chapter 7: Turn Al Into a Content Ally
7.10verview

Content is one of the most fime-consuming tasks for advisers. Clients and
prospects expect regular, clear communication that informs, reassures, and
prompts action. However, creating newsletters, blogs, or website updates
can feel overwhelming.

Al can reduce “blank page” anxiety, speed up drafting, and keep
communication consistent while still leaving space for your expertise,
compliance checks, and personal voice.

7.2Practical Applications
1. Newsletters for Clients

Why use it2
Keeps existing clients informed, reinforces good habits, and explains changes
in plain English.

Prompt example:

“Write a 300-word newsletter in a warm, client-friendly tone explaining why
pension contributions and ISAs should be reviewed before the tax year ends.
Include a clear call to action.”

2. Website Content for Prospects

Why use it?
Builds credibility, answers common questions, and helps turn visitors into
enquiries.

Prompt example:

“Create an FAQ page in plain English for prospective clients. Answer: What
does a UK financial adviser dog¢ How much does it coste What should |
expectin a first meetinge”

3. Blogs & Explainers
Why use it?

Explains technical topics in approachable language, improving
understanding and encouraging engagement.
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Prompt example:

“Write a 400-word blog post for potential clients approaching retirement,
explaining the key differences between drawdown and annuity income in
the UK.”

4. Content Calendars

Why use it?
Helps you plan ahead, ensuring timely and relevant content across the year.

Prompt example:

“Suggest a 12-month content calendar split by client newsletters and website
blogs, including seasonal themes such as ISA deadlines and Budget
updates.”

5. Adding Adyviser Perspective

Why use it?
Al gives you the structure, but your insight makes content authentic and
relevant.

Prompt example:
“Add a final paragraph with a human perspective: what would a financial
adviser say to a client on this topice”

6. Optimising Readability & Calls to Action

Why use it?
Ensures content is easy to scan, sounds natural, and prompts clients or
prospects to act.

Prompt examples:

e “Rewrite this blog for mobile readability using headings, bullets, and short
paragraphs.”

e “Rewrite this article in the tone of a friendly, knowledgeable financial
adviser.”

e “Add a compliant, client-relevant call to action encouraging a review or

enquiry.”
7.3Tips & Compliance Notes - Content
Keep it scannable — use subheadings, bullets, and short paragraphs.
Write like you talk — aim for a warm, plain-English tone.

Keep it concise — aim for 300-500 words; split into a series if needed.
Always include a call to action - clear, relevant next steps.
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e Deliver it well — use strong subject lines, repurpose blogs for Linkedin, and
reference articles in review meetings.

e Blend Al with your insight — never publish outputs unedited; add your own
perspective and compliance checks.

7.4Chapter Checklist

O choose the right audience (clients vs prospects)

O select the right format (newsletter, blog, FAQ, explainer)

O praft with Al using tailored prompts

O Add adviser perspective and compliance review

O Optimise readability and add clear call to action

[ peliver content via the right channels (email, web, Linkedin)
O save prompt and final version to your content library

7.5In Summary

Clients and prospects are looking for clear, relevant insights that help them
understand their options and feel confident in their decisions.

Al won't generate perfect content on its own. The best results come from
blending your insight, experience, and compliance processes with Al's speed
and structure.

Used well, it helps you deliver content more often, with more clarity — and
that consistency is what builds trust over time.
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Appendix A - Compliance & Research References

Advisers remain fully accountable for Al use under existing FCA, GDPR, and
SMCR rules. These references show the regulatory context, and why
compliance is non-negotiable when adopting Al tools.

FCA & UK Regulation

e FCA Principles for Businesses — Principle 2 (skill, care and diligence) and
Principle 3 (management and control) mean advisers must ensure Al
outputs are accurate, reviewed, and properly governed.

e Consumer Duty — Requires evidence that communications are clear, fair,
not misleading, and that clients truly understand them. Al can help simplify
language, but firms remain responsible for oversight.

e SMCR - Accountability cannot be delegated to a system. Named
individuals must map and sign off Al use.

e FCA/Bank of England DP5/22 — Confirms that Al falls under existing
governance, accountability, resilience, and data protection rules.

Data Protection

e UK GDPR - Requires firms to protect client information, with clear rules on
data residency, retention, lawful basis, transparency, and subject rights.
Advisers must never input personal identifiers into public Al tools.

e Third-Party Processors — Any external Al platform counts as a processor, so
firms need contracts/Data Processing Agreements to ensure compliance.

Case Example

e SEC 2024 Enforcement — Delphia and Global Predictions fined $400k for
overstating Al capabilities (“Al washing™). This shows regulators act quickly
where claims are misleading - a warning for UK firms to avoid
exaggeration.

Supporting Research

e Opinium/Abrdn 2024 - Found low financial literacy across UK adults,
highlighting why advisers must explain risk in plain English.

e Savanta 2024 - Showed clients engage more when communications are
simple, visual, and personalised, supporting the FCA's focus on “consumer
understanding.”
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Appendix B - Prompt Library

Prompts from Chapters 2-6, consolidated for quick reference. (Chapter 1
focuses on policy and governance and does not include prompts.)

Chapter 2 - Make Investment Risk More Understandable

e “Create asimple line chart showing two hypothetical investment journeys
— one smooth and one volatile — with the same average return over time.”

e “Explain diversification using a relatable analogy, like cooking or football,
in plain English suitable for a client with no investment background.”

e "“Write a short, client-friendly description of a balanced risk profile, with an
example of how it might look in a real-life portfolio.”

e “Design a visual that compares potential returns and potential losses
across low, medium, and high-risk investment options.”

e “Create a chart or table that ranks different investment types (cash, gilts,
equities, property, etc.) by general risk level and return potential.”

e “Write two versions of the same explanation of investment risk — one for an
analytical client, one for a client who prefers emotional reassurance.”

Chapter 3 - Demystifying Protection

“Rewrite this explanation of ‘deferred period’ in plain English for a 30-year-
old self-employed builder.”

e "“Generate a scenario showing how income protection would help a
teacher with 6 months’ sick pay and a mortgage.”

e ‘“List five responses to the objection: ‘I don't need income protection — |
have savings.’ Keep tone respectful and client-focused.”

e “Summarise today's protection recommendation in under 200 words, in a
reassuring fone, with no jargon.”

e “Summarise the difference between income protection and critical illness
cover in under 100 words, for a client-facing factsheet.”

e “Create a visual timeline showing what happens when an income
protection claim starts, from day 1 to payment.”
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e "“Based on this meeting note, draft a checklist of the information we'll
need to complete an income protection application —include medical,
financial, and occupational details.”

e ‘“Rewrite this underwriting question in plain English so a client can
understand and answer accurately.”

Chapter 4 - Turn Technical Advice into Visuals

e “Design a clean, professional infographic showing how starting pension
conftributions at different ages affects final pot size. Compare starting at
25, 35, and 45, contributing £400/month until age 68. Use blue and green
tones, a bar chart format, and highlight compound growth over time.”

e “Create aninfographic for UK investors showing asset allocation by
decade of life (20s to 60s). Use pie charts to show suggested breakdowns
of equities, bonds, and cash. Add the general rule: ‘100 minus your age

=% in equities’.

e “Design a horizontal fimeline infographic showing how to withdraw
retirement income tax-efficiently using ISAs, pensions, and general
investment accounts. Use clear icons and annotate each step. Include a
note about tax-free cash and personal allowance considerations.”

e “Create a professional infographic explaining the FCA Consumer Duty
principles from a client perspective. Use icons to represent the four key
outcomes: Products & Services, Price & Value, Consumer Understanding,
and Consumer Support.”

e “Design an infographic showing how our financial advice process aligns
with the FCA Consumer Duty. Show steps like fact-finding, suitability
assessment, ongoing service, and fee fransparency.”

e “Create a comparison chart illustrating what a client receives at different
fee levels. Include service tiers (e.g., initial planning, ongoing reviews,
investment management), mapped against total cost.”

e “Design a horizontal tfimeline infographic showing key stages of the
financial advice lifecycle: onboarding, recommendations,
implementation, reviews. For each stage, include a note on how
Consumer Duty is met.”

e “Create an educational infographic showing how firms identify and

support vulnerable clients under Consumer Duty. Include icons for health,
life events, financial resilience, and capability.”
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Chapter 5 - Personalisation Without the Heavy Lifting

“Summarise these meeting notes into a professional follow-up email for a
client. Keep the tone warm and reassuring, highlight the key next steps,
and avoid jargon.”

e “Explain in plain English how a 0.25% interest rate rise could impact a
balanced investment portfolio. Keep it under 200 words, avoid technical
terms, and frame it in terms of long-term goails.”

e “Write a short, friendly check-in email for a client who last met with us six
months ago. Keep it conversational, mention reviewing goals, and
suggest booking a quick call.”

e ‘“Rewrite this article on inflation so it's relevant for a client approaching
retirement, focusing on income security and purchasing power.”

e “Create a one-page briefing note for tomorrow’s client meeting, based
on these notes. Include: recent portfolio changes, main goals, and any
outstanding actions.”

e “Draft three short, friendly survey questions to ask clients about their
experience of our annual review process. Keep them clear and client
focused.”

e ‘“Rewrite this follow-up email in a professional but approachable tone,
similar to how | normally write to clients. Avoid jargon, keep sentences
short, and use a reassuring style.”

Chapter 6 - Enhance Your Digital Presence with Al Tools

e Jasper Al: “Draft a 400-word ‘About Us' page for a UK financial advice
firm, using a warm, professional tone and plain English.”

e Canva Magic Studio: “Design a branded LinkedIn graphic with the fitle '5
tips for year-end tax planning’, using blue and grey firm colours.”

e Allmage Generators: “Generate a realistic image of a financial adviser
discussing retirement goals with a couple, in a modern office setting.”

e Beautiful.ai/ Visme: “Create a 6é-slide presentation explaining the financial
planning process: discovery, recommendations, implementation, review.”

e Lately Al: "Break this 600-word blog on ISA allowances into 6 Linkedin
posts, each 60-80 words, with clear calls to action.”
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e Tavus / HeyGen: "Generate a 30-second welcome video for new clients.
Personalise with their first name, keep tone warm, and end with a reminder
to book their first meeting.”

Chapter 7 - Turn Al Into a Content Ally

e “Write a 300-word newsletter in a warm, client-friendly tone explaining why
pension contributions and ISAs should be reviewed before the tax year
ends. Include a clear call to action.”

e “Create an FAQ page in plain English for prospective clients. Answer:
What does a UK financial adviser do2 How much does it coste What
should | expect in a first meeting?2”

e “Write a 400-word blog post for potential clients approaching retirement,
explaining the key differences between drawdown and annuity income in
the UK."”

e “Suggest a 12-month content calendar split by client newsletters and
website blogs, including seasonal themes such as ISA deadlines and
Budget updates.”

e “Add a final paragraph with a human perspective: what would a financial
adyviser say to a client on this topic?2”

e “Rewrite this blog for mobile readability using headings, bullets, and short
paragraphs.”

e ‘“Rewrite this article in the tone of a friendly, knowledgeable financial
adviser.”

e "Add a compliant, client-relevant call fo action encouraging a review or
enquiry.”
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Appendix C - Tool Directory

Content & Copy
e Jasper Al — https://www.jasper.qi

Design & Visuals

e Canva Magic Studio - https://www.canva.com/magic-studio

e Koala Al - https://www.koala.sh/tools/free-ai-stock-image-generator
e Recraft Al - https://www.recraft.qi

e Freepik Al - https://www.freepik.com/ai/image-generator

Presentations
e Beautiful.ai — https://www.beautiful.qi
e Visme - https://www.visme.co

Social Media
e Lately Al - hitps://www.lately.qi

Personalised Video
e Tavus — https://www.tavus.io
e HeyGen - https.//www.heygen.com
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