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The fintech marketplace has lately been evolving at a furious 
pace, too fast for anybody to keep up with and still have a 
job.  It’s all due to this mysterious thing called (I think I have 

the name spelled right) ‘AI,’ which has been harnessed to do a lot of 
useful stuff inside mainstream product offerings.  Think: summarizing 
complex documents for tax planning and estate planning software; 
taking detailed notes of client meetings, and making it easier to access 
CRM information contained in your tech stack or on the web.
	 But maybe AI can be more useful if you take off the silos, and 
maybe the rest of us don’t have to be following every iteration of this 
fintech race in the meantime.  If we could somehow manage to identify 
where it’s all going—the endgame, so to speak—then you could wait 
for that Final AI Product (FAIP?) and make that your new tech stack, 
saving you from buying all the (siloed) interim-step products leading 
up to it.
	 The future will almost certainly include multiple FAIPs, but the 
key question is: what will they look like?  
	 First, they will sit on a platform that includes all your client data, 
all your firm data, and it will access and store (hopefully encrypted) 
all your client account and performance information through API 
connections with the custodian(s), bank(s) and credit card companies.  
	 Sitting on that information, the FAIPs will have multiple AI 
agents that do multiple things that disparate pieces of today’s tech 
stack do: create net worth statements and performance reports, 
financial planning assessments and projections, most basically hold 
CRM client data in readily accessible format and take notes at client 
meetings etc. etc.

Endgame AI
Synopsis: A new fintech offering might be an example of 
where the current evolutionary journey is taking us.

Takeaways: Imagine a data lake underneath specialized 
agents that handle all of the analysis and services of your 
tech stack, but in a customized way that you control.

	 But remember, this is 
AI, which is getting smarter 
by the day.  Those agents will 
do more than collect data and 
give it back to you in structured 
format.  They will do some of 
the preliminary thinking about 
this data.  The tax agent will be 
capable of reading tax documents 
and making observations and, 
talking to the college planning 
agent—and together they will 
make recommendations about 
the most tax-efficient way to set 
aside money for the children’s 
education (and project how much 
to set aside each year based on 
AI’s search of college costs and 
projections of how they’re rising).  
	 The FAIP will evaluate all 
clients’ home mortgages and alert 
the advisor whenever rates have 
fallen below what clients are 
paying, and point the client to the 
credit union where the rates are 
lowest.  
	 Advisors will be able to 
create their own specialized agents 
through prompt engineering, 
which will bring up interesting 
mixes of client data that 
enhances or encourages a highly-
customized, proprietary planning 
experience.
	 Another FAIP agent will be 
monitoring the firm’s KPIs with 
a connection to the accounting 
software, and monitor inflows 
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just the investment side,” he adds 
regretfully.   “They didn’t take the 
vision to completion.” 
	 That left the Satovsky firm 
with the usual tech stack, made 
more ‘hodgepodgy’ because 
some of the staff members, 
from previous firms, were using 
Junxure as the CRM, others 
Salesforce, plus Black Diamond, 
an AI note-taker and spreadsheets 
for the financial planning work.
	 His son Jonah, meanwhile, 
was pursuing an interesting (some 
would say eclectic) career in 
various areas of AI development.  
He has been the number one 
autopilot engineer at Tesla, 
associate producer at Metalwork 
Pictures, using AI to code data 
for cancer patients taken from 
voicemail data, and developing 
educational games for children.  
	 “One day, he called me and 
said, ‘Why don’t I come help 
you?’” Satovsky recalls.  “I said, 
you haven’t really show much 
interest in finance.  Why don’t you 
take a CFP class?  It might be a 
two year education, but I’m sure 
you’ll do fine.  He finished the 
whole thing in a month.”
	 Jonah arrived at the office, 
and the expectation seems to 
have been that he would serve 
as a financial planner, perhaps in 
an associate role.  But his initial 
assessment of a planner’s duties 
focused on the software they were 
using.
	 “He comes in and sees 
that we’re using two CRMs, a 
note taker, Black Diamond, a 
whole bunch of other tech tools,” 
says Satovsky.  “He said, this is 

chief programmer Adam Jonah is 
the son of John Satovsky, founder 
and CEO of Satovsky Asset 
Management in New York City.  
Satovsky is a former Ameriprise 
advisor who left to start his 
own firm in 2007, and has been 
patiently pushing through one of 
the early ceilings of complexity, 
with 12 staff members including 
two junior advisors, a chief 
investment officer, a JD, a CFP 
and some operations people.
	 From the beginning, 
Satovsky has had somewhat 
ambitious expectations for his 
office technology.
	 “I was actually the third user 
of Black Diamond’s performance 
reporting solution,” he recalls.  
“As a beta test user, my advice 
was: design something that I can 
use for the people I care about.  
Let me help you design something 
that can aggregate someone’s 
balance sheet, net worth and 
everything else in their financial 
lives.   They obviously stopped at 

of revenues, AUM and, through 
connections with the calendar 
and note-taking features, the 
number of prospect meetings and 
the percentage of prospects that 
become clients.  
	 Another agent might track 
the number of interactions with 
each client and flag individual 
clients before they might start 
feeling neglected.
	 And so forth.  The endgame 
here is an entirely flexible agentic 
system that will do pretty much 
anything your imagination can 
think of—or, more importantly, 
anything that fits your business 
and client service goals.
	 We can fantasize about this 
FAIP.  Or we can look at a real 
world example of one right now.
	 It’s called FinDash.

Ambitious expectations

	 FinDash (https://findash.ai/) 
seems to have been created almost 
by accident.  FinDash founder and 
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silly.  Do you know how Oracle 
or Palantir work?  They create 
one central repository with all 
your data, you embed it with AI, 
and anything you need is right 
there.  A junior advisor can click 
on a button and get the whole 
history of a client relationship 
summarized and in context, and 
meanwhile your clients would get 
personalization at scale.
	 “I said, well, I’m not a 
technologist, but I can tell you 
what I need,” Satovsky continues.  
“If you think you can do it, let’s 
go.”

Cluttered to clarity

	 Jonah created FinDash as 
an Oracle-like platform with a 
financial planning twist, adding 
features guided by his father’s 
longstanding wish list.  “At Tesla, 
I had been very much immersed 

in applying AI in engineering,” he 
says, “and as a result of AI, my 
productivity is now ten times the 
amount of output that I could have 
done before.  The challenge,” he 
adds, “was to replace the 10 or 12 
different tools that most advisors 
are using with one central 
repository that organizes all the 
data in a collaborative way, so we 
could take full advantage of what 
AI can offer.  Our goal,” Jonah 
adds, “is to build the best AI 
operating system for advisors and 
their clients, and help advisors 
reduce their costs, increase their 
capacity and deliver a better 
experience for clients.”
	 He adopted the slogan: 
‘From cluttered to clarity.’
	 How does it work?  Let’s 
start with how FinDash would 
build an advisory firm’s data lake.  
	 The program links directly, 
through API integration, with 

Fidelity, Altruist and Betterment, 
so advisors using those custodial 
platforms can bring in client 
investment positions and 
performance history directly.  
Otherwise, the performance 
history can be downloaded directly 
from Black Diamond, with other 
portfolio management programs 
and custodians to follow.  
	 Then there’s the data 
required for budging and cash 
flow management, services 
which are hugely labor-intensive 
if performed by a human; 
not so much by AI.  FinDash 
incorporates Plaid, which will set 
up connections with each client’s 
banks and credit card companies.  
“Right now, the leading financial 
planning programs can only import 
the last three months of cash flow 
history,” says Jonah.  “We can use 
AI to extract two years of bank 
and credit card statements.”
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one for clients.  
	 For advisors, the onboarding 
process for prospects means 
that FinDash’s agents can create 
an instant profile, analyzing 
the client portfolio, analyzing 
the client’s cash flow situation, 
drawing up a net worth statement, 
prompting tax planning issues to 
discuss with the prospect, and 
allowing comparisons between 
the existing portfolio and the 
advisor’s models.  
	 This has the potential to 
make the advisor very well-
prepared for the initial prospect 
meeting.
	 For the advisory firm’s 
clients, FinDash’s ‘from cluttered 
to clarity’ tagline takes on new 
meaning.  While most client 
portals tend to be limited to the 
data that one program can provide 
(financial planning or portfolio 
management, typically) the data 
lake enables a lot of creative 
sharing and organizing for clients.  
	 Advisory firms can set 
it up so clients can view and 
monitor their bank and credit 
card balances, their portfolios, 
all their documents, including 
power of attorney, medical power 
of attorney, will and trust—and 
also the contact information for 
their tax-preparation firm, estate 
attorney and family doctor.  
	 The comprehensive portal 
can become a communications 
link between the advisor and 
clients, so they can log in and 
check on what progress has been 
accomplished and what still needs 
to be done on both sides.  They 
can monitor the status of check 

	 That already allows advisors 
to pull in a more complete picture 
of client finances and cash flow 
than many advisors currently have 
in their systems.
	 Meanwhile, CRM data can 
be bulk exported into FinDash, 
though advisors should make 
sure that FinDash includes all 
the existing fields before the 
transfer. 	
	 For prospects or new clients, 
advisors can create their own 
customized onboarding forms, 
which includes the opportunity to 
link FinDash with their accounts.  
They can also feed a prospect’s 
latest performance, bank and 
credit card statements—and tax 
return—into FinDash,.  FinDash 
will read them and populate the 
data lake with names, addresses, 
cash flow and investment data.
	 “Rather than having to 
retype everything on the intake 
form, maybe three times for 
different programs, your data is 
extracted, analyzed and recorded 
in the system,” says Jonah.  “You 

can think of it as like auto form-
filling into FinDash.”
	 Would prospects ever have 
to fill in personal information 
themselves?  
	 The tax documents don’t 
provide clients’ birthdays, where 
they work or annual income 
(although that can be teased out 
of the banking information).  And 
the onboarding form will typically 
ask about other professional 
relationships and their contact 
i n f o r m a t i o n — a c c o u n t a n t , 
attorney, even family doctor, etc.
	 Since FinDash also serves 
as an AI note-taker, the notes and 
summaries are also stored in the 
system automatically.  FinDash 
also reads emails and text 
messages and pulls in relevant 
information into the client data.

Comprehensive portal

	 Interestingly, having a data 
lake instead of siloed solutions 
creates an unexpected benefit for 
the advisory firm, and a different 
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requests and account transfers.
	 And clients wouldn’t even 
have to know how to navigate 
through the system.  “You can 
chat with documents,” says Jonah.  
“You can say to the AI, where is 
this or that document?—and it will 
find it for you.  And then, if it’s a 
tax return with hundreds of pages, 
a client can say to AI: summarize 
what’s in this document.”
	 Jonah says that advisors 
quickly realized that this client 
portal could be used more broadly 
as an extended family financial 
dashboard.  “Clients could decide 
to share parts of their dashboard 
to their kids, or business partners, 
or grandparents—and also their 
professional contacts, like the tax-
preparation firm.  The younger 
clients could monitor their elder 
parents’ accounts to check for 
fraudulent transfers.  “You can 
think of FinDash as a family 
management tool,” Jonah adds.  
“If I need to find out who’s my 
mom’s accountant and attorney, 
it’s right there, with the contact 
information.”

Agents abound

	 Once the data lake is in 
place, it’s time for the AI agents 
to respond to the advisors’ 
commands—which can be typed 
in or articulated by voice prompt.  
And…  There’s virtually nothing 
that the various AI agents can’t 
do.
	 Just like the AI note-takers, 
FinDash can pull in all the 
relevant conversations, portfolio 
updates and other information to 

help the advisor prepare for client 
meetings.  FinDash will notice 
the upcoming meeting on the 
advisor’s calendar and generate 
a pre-meeting email asking for 
information and whether there’s 
anything specific that the client 
wants to talk about.  After the 
meeting, after the meeting notes 
have been prepared, FinDash will 
generate a summary email that the 
advisor can modify and send.
	 “With the automated service 
calendar,” says Jonah, “you can 
have FinDash monitor client 
touchpoints, whether it’s a weekly 
email with their cash flow update 
or the monthly newsletter,” he 
says.  “Is it time to contact a client 
before he or she starts feeling 
neglected?”
	 As mentioned earlier, 
FinDash can pull in all the data—
and analysis of that data—that you 
need to have a deep conversation 
with prospects about their financial 
situation.  You can prompt the 
agent to give you budgeting and 
cash flow information about a 

client family—and of course the 
system will read tax forms and 
estate documents, summarize 
them, and list the most recent date 
that they were updated.
	 For financial planning, the 
AI system can build spreadsheets 
and otherwise perform 
calculations and data analysis as 
requested—including analysis 
beyond the usual retirement 
sufficiency projections.  “You 
can ask it, ‘Should this client do 
a Roth conversion?’” says Jonah, 
“and have FinDash build out the 
context for the decision based on 
the tax budget and projection of 
future tax rates.”  
	 “What we found is that 
different advisors want to project 
out different scenarios for their 
clients in different formats,” 
Jonah adds.  “In addition to Excel, 
we built our own calculation 
engine for modeling client 
financial situations like current 
and future net worth, investible 
assets, projections overall or on 
each account, and incorporate 
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cash flow and tax assumptions out 
into the future.”  
	 FinDash takes into account 

schedule on their restricted stock 
units, and AI will give them alerts 
on the best time to vest based on 

your community aren’t aware of 
it.  At present, roughly 40 firms 
have incorporated FinDash into 
their systems—at a cost that varies 
from $125-$149 per advisor user 
for unlimited client and prospect 
accounts.  
	 “I think our product is 
actually ahead of anyone in the 
industry,” says Jonah.  “The 
people who are using FinDash are 
telling their friends, and we’re 
getting calls daily, asking: Can I 
sign up for this?  But,” he adds, 
“we’re still relatively unknown 
and focused on building it out and 
making the product amazing.”

Use case

	 What do users have to say 
about FinDash?  When I talked 
with Satovsky, he had just come 
off of a prospect call.  “She had 
uploaded 15 statements into the 
document vault,” he says.  “I had 
the AI agent box on the right side 
of my screen, and I said ‘in the 
context of these documents, I need 
you to prep me for this call with 
this prospect.  Be a diligent CFA, 
CFP, look at all these files as if 
you were my associate wealth 
advisor, prep me for this meeting 
and give me a draft memo.’”
	 And how many minutes 
did that take?  “In ten seconds, 
I’m prepped for the meeting,” 
Satovsky reports.  “I could call 
her back right after she uploaded 
the documents and say: I reviewed 
all your stuff.”
	 In another instance, an 
associate advisor was assigned to 
talk with a trustee, the sister of a 

FinDash makes it possible for
advisory firms to create their own

customized financial planning analysis.

the different tax treatment of 
distributions from different 
accounts, and also the tax 
treatment of Social Security 
income.  “You can ask any of the 
AI models that we’ve built in for 
different strategies and scenarios 
for taking retirement income out 
of your Roth, traditional IRA and 
taxable account,” says Jonah.
	 The system is also capable of 
going outside of the closed system 
and updating tax rates and other 
information, as well as things like 
mortgage rates compared with 
what the client is paying now.
	 And for marketing?  “We 
plugged in an integration that’s 
similar to other outbound 
prospecting tools, where you can 
create automated sequences and 
connect with people on LinkedIn 
that are your target demographic,’ 
says Jonah.  “You can build in 
email campaigns,” he adds, “or I 
could say: I’m looking to connect 
with doctors in San Francisco, and 
it will find emails and LinkedIn 
profiles, and create outreach 
programs to that audience.”
	 After a request from one of 
the advisory firms using FinDash, 
Jonah added a feature where 
clients can add in the vesting 

their tax situation.
	 For practice management, 
FinDash comes with a workflow 
and task management system 
for onboarding, drip campaigns, 
automated scheduling with 
template emails and task 
assignments whenever the task 
is entered.  “The AI system 
offers a lot of customized digital 
orchestration that you can build 
out of that,” says Jonah.
	 And all of this is voice-
controlled.  You can get FinDash 
to pull updates or compare 
and contrast, create a client 
recommendation or net worth 
statements simply by asking it to.
	 What FinDash doesn’t do, 
yet, is the more advanced trading 
and rebalancing functionality 
that you find in Advyzon and 
Orion.  The data is there for AI to 
determine the most tax-efficient 
way to rebalance each client 
portfolio, and how to harvest tax 
losses opportunistically, but the 
prompt engineering isn’t into the 
AI agent overlay yet.
	 Jonah is working on 
facilitating connections with a 
broader group of custodians.
	 FinDash is really new; 
chances are the advisory firms in 
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longtime client whose health is 
deteriorating, who will need to 
move to an assisted living facility. 
	 “He used the AI notetaker 
for the meeting,” says Satovsky, 
“so I was able to query the 
notetaker, and say, I don’t have 
time to watch the whole meeting.  
Can you give me a summary and 
also some coaching tips on how I 
can coach the advisor as to what 
he did well, and whether he can 
use improvement on anything?”
	 FinDash noted that the 
trustee had been stressed out 
about the decisions she was 
having to make on behalf of the 
client, particularly the liquidity 
the client would need over the 
next 24 months.  Satovsky says 
that the response that his associate 
advisor gave was technically 
correct, but she was so stressed 
that she didn’t know the right 
questions to ask.  He called the 
client’s sister back and assured her 
that he would make sure there was 
enough liquidity to cover the next 
two years, at which time the client 
will sell her apartment and have 
plenty of liquidity to transition to 
assisted living.
	 End of story?  Almost.  
Satovsky told FinDash, “I need to 
create a memo and a task for my 
team; the memo for compliance to 
explain why the firm was going to 
deviate from the IPS to raise the 
cash.”  The task: have FinDash 
recommend which short-term 
bonds to sell to raise the cash and 
how to handle the followup with 
the trustee.”
	 Longer-term, Satovsky had 
his team execute a bulk export of 
his firm’s Junxure and Salesforce 

CRM data into FinDash, and is 
in the process of replacing Black 
Diamond.  “I’m moving slowly 
on that,” he says, “because I want 
to make sure we code in the the 

costs.  Another benefit: training 
new staff becomes far easier with 
the verbal interface.  “And I think 
with these features, advisors will 
be able to serve more than the—

The data lake allows advisors to create a
comprehensive client portal that can extend
to members of the client's extended family.

features that are most optimal 
for how we do business.”  Since 
he custodies through Fidelity 
and Betterment, client position 
data can be downloaded and 
stored directly.  Meanwhile, 
the integration with Plaid has 
replaced eMoney, RightCapital 
and Monarch Money with the 
uber-flexible AI planning agent.
	 Satovsky says that having a 
client portal that extends across 
a client’s family represents 
an under-the-radar marketing 
opportunity.  “If you can stay 
connected to a multi-generational 
family, whether the members 
are advisory clients or not, I 
can provide value to those other 
generations,” he says.  “It doesn’t 
cost me extra to to have the kids 
and even grandkids organize their 
documents through our system,” 
Satovsky adds.  “I would say 
that a third will become clients 
eventually, a third never will, and 
the other third might be on the 
fence about it.”
	 Overall, Satovsky estimates 
that having a single system 
replace an entire tech stack has 
the potential to save his firm 
$100,000 in annual subscription 

whatever it is—100 clients that 
people say is the upper limit,” 
says Satovsky.  “I think FinDash 
really takes a big cognitive load 
off of advisors, so they can 
actually enjoy their lives more 
and extend their careers.  This is 
a really joyful profession,” says 
Satovsky, “if you’re not stuck in 
the mundane activities.”

Replacing tech

	 Jason Hamilton, founder 
of Keep It Simple Financial 
Planning in Orange, CA, became 
a financial planner ten years ago, 
after his parents had been taken 
advantage of by an insurance agent 
selling them cash value policies.  
The policies didn’t provide the 
liquidity the parents needed when 
the family restaurant ran into 
financial difficulties during the 
2008 financial crisis.
	 “I had been working 
at CarMax, analyzing credit 
applications,” says Hamilton, “and 
I saw thousands of scenarios where 
people making $300,000 a year 
and up had mediocre or terrible 
credit,” he adds.  “And people 
with lower income would walk in 
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and pay 20% down with excellent 
credit.”  
	 Hamilton made it his mission 
as an advisor to change rampant 
dysfunctional behavior and bring 

FinDash reads client statements and tax returns,
and auto-populates its database
with client names, address etc.

more ethical planning to his clients 
than what his parents had received.  
He signed onto the XY Planning 
Network and began using its tech 
stack: Wealthbox, RightCapital 
and FpPathfinder.
	 Now that he’s found 
FinDash, Keep It Simple’s tech 
stack is starting to look different.  
“I’m in the process of replacing 
Wealthbox and RightCapital,” 
Hamilton says.  “And my Advyzon 
contract is up in a week, so I’ve 
been really focusing hard on that 
lately.  FinDash has a connection 
with Betterment, which is how 
I handle client investments,” he 
adds, “so I can get the data I need 
from there.”  
	 Recently, Hamilton printed 
out the workflows he created in 
Advyzon and ported them into 
FinDash.  “The AI scans it and 
recreates it for you in the system,” 
says Hamilton.  “It’s really slick.”
	 Hamilton uses FinDash’s 
note-taker and client portal, and 
has begun using the system for 
onboarding clients as well.  “You 
send clients a form asking for tax 
returns and statements, or (better 
yet) they can link accounts,” he 

says, “If they upload documents, 
the system will read the them 
and pull out the relevant client 
information.  With one button, I can 
extract it to fill out the whole CRM 

section.”  Clients have to manually 
fill in their email, birthday and any 
goals they might have, since those 
are not on the account or tax forms.
	 If FinDash is uncertain how 
to label the information it has 
gathered into a field (client goals, 
for instance), a drop-down box 
will ask whether the user wants to 
create a new custom field, or put 
the information into one of the 
existing fields.  “This is so much 
easier than Wealthbox,” Hamilton 
reports.  “In WealthBox, you 
would have to create all the fields, 
and then assign all the information 
to the specific fields, and it was a 
lot of work.”
	 Hamilton says the FinDash 
onboarding process is also easier 
than PreciseFP, for a different 
reason.  
	 “I found that my clients were 
overwhelmed trying to fill out the 
whole thing manually,” he says.  “If 
I have a preliminary conversation, 
I can say to FinDash, hey, these 
people have these three financial 
goals; add them into the system—
and it will create that for you inside 
of the planning tool.  And then, 
when they link their accounts, we 

can see how much they’re saving 
toward those goals.”
	 Hamilton markets his 
services by inviting prospects to 
Facebook live webinars that he 
hosts—typically workshops or 
pre-recorded educational sessions.  
“I add a little form that says, 
‘hey, if you want to meet, and if 
you’re comfortable sharing some 
documents prior so we can have a 
more robust conversation, use this 
link and upload.’”
	 Hamilton has also linked 
FinDash to RingCentral, so all the 
texts and conversations between 
him and clients are all captured for 
compliance purposes.  
	 For existing clients, FinDash 
offers a chance for advisors to 
schedule automated planning 
updates.  
	 “You can assign an AI agent 
to a client,” Hamilton explains, 
“and it will review their financial 
situation on a schedule that you 
set up—maybe once a week, once 
a month, once a quarter, with a 
summary of their cash flow and 
net worth, their top investment 
holdings, and some observations 
about the new tax laws or things 
that are coming up.”
	 As an example, FinDash 
will notify people in certain states 
that their SALT tax exemption has 
increased, and remember it for this 
year’s tax filing.  
	 The AI system learns how 
many team members the firm has, 
so Hamilton can assign tasks or 
workflows of 15, 18 or more steps, 
and the sequence will handle certain 
tasks (creating a draft email asking 
the client to upload documents 
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prior to tax season, for example), 
and alert advisors who need to be 
in the loop when appropriate.  It 
will also alert clients about their 
responsibilities as well.
	 What about financial 
planning?  “I use a three bucket 
approach with clients,” Hamilton 
explains.  “One for now, one for 
soon, and one for later; the safe 
money, the moderate money and 
the later money.  FinDash will 
pull in the amounts in each of the 
accounts, and write a summary 
that I can copy and paste into their 
financial plan.”
	 In the goals section, FinDash 
comes with a variety of retirement 
projection calculations, along with 
a tax report that reminds Hamilton 
of Holistiplan.  “The thing is, 

FinDash will do pretty much any 
task for you through your voice 
commands.  
	 Hamilton has turned on the 
mortgage comparison feature, 
but hasn’t yet had a client whose 
current mortgage wasn’t assessing 
a higher rate than what’s out there 
now.  But another feature where 
FinDash pulls in outside data has 
been well-received.
	 “You can set it up as an 
identity theft tool,” he says.  
“If you have a credit alert or 
somebody has applied to the credit 
bureau, or opened up a credit 
card in the client’s name, you’re 
notified before it becomes a bigger 
problem.”
	 FinDash seems to be the 
very first example of the logical 

endgame for the current AI/fintech 
race—the first FAIP, if you will.  
But Hamilton says that it may 
not be the optimal solution for 
everybody.  
	 “There are a lot of advisors 
who really like to have separate 
tools that are each specialized,” 
he says.  “They’re probably not 
good candidates for FinDash.  But 
I think there are others who are 
like me,” he adds: “sick and tired 
of having all these things that you 
have to plug in separately, so you 
always feel like you’re missing 
some important piece of data.  
	 If you’re comfortable with 
AI and you know what you want to 
do with your data,” says Hamilton, 
“then FinDash is going to be a 
great solution for you.”

Reprinted with permission from Inside Information - http://www.bobveres.com


