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Problem Identification and Research

In the life insurance business, advisors and case managers must collect and reconcile data from many disconnected
sources—Salesforce (CRM), Gmail/Google Workspace, Google Drive, carrier portals and illustration systems, plus client medical
and financial documents—to underwrite cases, design products, and prepare client proposals and reviews. The current process
relies heavily on manual data gathering, rekeying, and spreadsheet or PowerPoint assembly, which is slow, error-prone, and hard to
scale, especially when comparing multiple carriers and plan designs for a single client.

Regulatory and carrier compliance add another layer of work: for new sales and annual reviews, teams must pull policy data from
multiple systems, run new and in-force illustrations, check against internal guidelines and regulations, and document
recommendations in a compliant, client-friendly format. As volumes grow, this manual approach limits advisor capacity, delays

client responses, and increases operational and compliance risk.

Pain points

Fragmented data: Policy, medical, financial, and illustration data
live in separate internal and external systems (CRM, email,
cloud storage, carrier portals), requiring extensive manual
search, download, and copy-paste work for each case.

Manual proposal creation: Advisors must run multiple carrier
illustrations separately, then manually compare options and
build a consolidated proposal or presentation for the client.

In-force and annual review burden: For reviews, staff repeat
the same multi-system data gathering and illustration work,
then rebuild Excel and PowerPoint reports from scratch.

Compliance friction: Checking recommendations and
reports against regulatory rules and internal guidelines is
largely manual, increasing the risk of missed disclosures,
inconsistent documentation, and failed audits.

Inconsistent data and errors: Manual rekeying of values
between systems (e.g., from carrier portals into Excel or
CRM) introduces errors that can affect underwriting
decisions and client trust.

Limited advisor capacity: High volumes of small, repetitive
tasks (document chasing, formatting, follow-up emails)
reduce time available for advice, planning, and client
conversations.

Al opportunities (Intelligence
augmentation)

Unified data extraction and case workspace

Use Al document and data extraction to pull key fields from
carrier PDFs, medical records, and financial statements
directly into a structured case record in Salesforce or a case
hub. Deploy connectors plus an Al “case assembler” that,
given a client or policy ID, automatically gathers latest data
from CRM, email threads, carrier portals, and cloud folders
into a single workspace for the advisor to review and approve.

Assisted illustration and product design

Build an Al assistant that reads underwriting inputs and client
goals, then recommends which carriers/products to
illustrate, pre-populating illustration request templates and
flagging missing information for the human underwriter to
obtain. Use Al to ingest the resulting carrier illustrations and
generate a normalized, side-by-side comparison of
premiums, guarantees, riders, and assumptions, with
editable narrative explanations for the advisor.

Al-driven proposal and presentation generator
Implement a proposal generator that converts multiple
quotes/illustrations into a single client-ready PDF or slide
deck, highlighting key differences, trade-offs, and suitability
rationale while allowing the advisor to edit wording and
emphasis. Enable “smart templates” that automatically pull
the right charts, disclosures, and language blocks based on
product type, client segment, and jurisdiction, again leaving
final approval with the advisor or compliance.

Annual review copilot

Provide an Al “annual review prep” bot that, on a schedule,
assembles current policy data, recent performance, new
in-force illustrations, and relevant life events from CRM notes
into a draft review packet for each client. The bot generates a
concise advisor brief (what changed, risks, opportunities) and
a client-friendly summary report, which the advisor can adjust
before sending or presenting.

Embedded compliance and audit support

Use NLP-based compliance checking to scan proposals,
emails, and review reports for required disclosures,
prohibited phrases, and missing documentation, surfacing
issues to advisors and compliance before anything goes to
the client. Maintain an Al-generated, human-reviewable audit
trail that links data sources, illustrations, recommendations,
and client communications so that regulators and carriers
can see how each recommendation was formed.

Workflow automation and smart reminders
Deploy Al agents to handle repetitive outreach and
follow-ups: requesting missing medical/financial documents,
reminding clients to sign forms, and nudging carriers on
outstanding requirements, while routing complex responses
to humans. Use predictive models to prioritize cases and
reviews that are at highest risk (e.g., nearing lapse, poor
performance, big life events), prompting advisors where to
focus their time for the most impact. These solutions keep
humans in control of key judgments while using Al to handle
data gathering, normalization, comparison, drafting, and
compliance checks, significantly expanding advisor capacity
and consistency across the lifecycle.
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Concept development and user interaction

Advisor Hub is a human-centered, Al-enabled “case hub” for life-insurance advisors. It uses document and data-extraction models
to pull key fields from compliance documents, carrier PDFs, medical records, and financial statements directly into a structured

case record.

Using pre-built connectors and an Al “case assembler,” the system, given a client or policy ID, automatically gathers the latest data
from CRM, email threads, carrier portals, and cloud folders into a single workspace for the advisor to review, edit, and approve. The
goal is to cut proposal and review prep time (for example, from several hours to under 30-45 minutes per complex case) while

improving data quality and compliance documentation.

Main interview findings

¢ Data is fragmented across CRM, email, cloud storage, and
carrier portals, forcing extensive manual search, download,
and copy-paste work for each case.

¢ Advisors run multiple carrier illustrations separately, then
manually compare options and build consolidated proposals
or presentations for clients.

e For annual reviews, staff repeat the same multi-system data
gathering and illustration work, then rebuild Excel and
PowerPoint reports from scratch.

e Checking recommendations and reports against regulatory
rules and internal guidelines is largely manual, increasing the
risk of missed disclosures, inconsistent documentation, and

failed audits.

¢ Manual rekeying of values between systems (for example,
from carrier portals into Excel or CRM) introduces errors that
can affect underwriting decisions and client trust.

¢ High volumes of small, repetitive tasks (document chasing,
formatting, follow-up emails) reduce time available for advice,
planning, and client conversations.

¢ Advisors are generally digitally savvy, mobile, and
comfortable with apps, but they want tools that feel like
assistants—not black boxes that override their judgment.

¢ Explicit outcome goals, e.g., “Reduce time spent on data
gathering and assembly by 50-75% per case” and “Reduce
manual data-entry errors and missing-document findings in
compliance audits.”

Automation vs. user control

Design principle: Advisor Hub automates data collection,
assembly, and drafting, but advisors retain full control over
interpretations, recommendations, and client
communications.

Data collection and normalization
e Auto-ingest documents and data from integrated systems
and extract structured fields into the case record.

¢ Detect missing or inconsistent fields and generate a
checklist of items to obtain or confirm.

Mixed-initiative interaction

e The Al surfaces “next best actions” (e.g., “Run updated
in-force illustration,” “Request updated financials”) that the
advisor can trigger or ignore.

¢ Advisors can ask natural-language questions (“What'’s
changed since last review?”) and get draft summaries they
can refine.

Case assembly, review, and editing

¢ Draft side-by-side comparison tables and narrative
summaries from multiple carrier illustrations and existing
policy data.

¢ Pre-populate review decks and proposal templates with
charts, key metrics, and standard disclosures, leaving
advisors to tailor the story.

Ongoing case and compliance updates

» Track key dates (policy anniversaries, term conversions,
premium changes) and generate reminders and draft
outreach messages.

¢ Monitor for regulatory or product-rule changes (where data
is available) and flag impacted cases for advisor review.

Additional automations to consider

¢ Intelligent document routing: auto-file incoming client and
carrier documents to the correct client/case and tag them
(e.g., “APS," “lab result,” “policy change form”).

e Smart task queues: prioritize advisor worklists by lapse risk,
upcoming reviews, and missing-requirements impact.

* Template selection: automatically choose appropriate
proposal/review templates based on product type,
jurisdiction, and client segment.

User control mechanisms

¢ Explicit “review and approve” steps before any Al-generated
content is sent to a client, carrier, or CRM.

¢ Per-workflow automation settings (e.g., “auto-draft emails
but never auto-send,” “suggest but never add
products/riders”).

¢ Fine-grained edit controls with clear labels on Al-generated
sections so advisors know what they need to scrutinize.

e Easy “undo/revert” for Al changes to preserve a sense of
safety and control.



Trust plan: avoiding overreliance and algorithm aversion

Transparency

* Source labeling: every field and sentence carries a provenance tag (e.g., “Carrier PDF," “Salesforce,” “Advisor edit,” “Al summary from sources X/Y").
* Inspectable logic: when the Al highlights a data point or recommends an action, it shows a short explanation (“Flagged because
premium increased by 20% since last review”).

¢ Clear role framing: in the Ul and training, the system is always described as a copilot for licensed professionals, never as an
automated underwriter or decision-maker.

Feedback loops and reviews

”ou

¢ Simple in-product feedback (“mark correct/incorrect,” “needs review”) that is logged and used to improve future suggestions.

e Case-level “confidence indicators” that highlight where data is incomplete or low-quality so advisors know where their attention is
most needed.

e Regular review reports for compliance and risk teams (e.g., “Top types of Al corrections this quarter”) to tune guardrails.

Avoiding overreliance

¢ Mandatory checkpoints in high-stakes steps (suitability reasoning, final recommendation language, replacement analysis).
¢ Prompts and micro-copy that reinforce verification (“Review these numbers against carrier illustration before sending”).
¢ Training and onboarding that explicitly cover limitations, typical error patterns, and good verification habits.

Avoiding algorithm aversion

¢ Start with incremental automation: launch first as a “case prep assistant” that only drafts and organizes, then gradually add more
active suggestions once trust is earned.

¢ Show value transparently (e.g., “This case: 37 minutes of manual tasks automated”) so advisors see concrete time savings
without feeling displaced.

* Give advisors and compliance teams configuration power: they can decide which workflows can use Al drafting and which must
stay manual or template-only.

Low-fi Wireframes

A responsive app design with chat bot could allow for an advisor balancing control and automation and allow for the advisor to
collect data and review and generate policy reports. If the LLM is trained on insurance policy and can link to records, Salesforce,
policy information, product portfolios, industry trends, and regulations, etc. Here are some screens that capture the initial data
extraction idea, report generation but could be flushed out much more with report, compliance, policy, illustration, template and
proposal usability taken into consideration:

Advisor Hub = Advisor Hub = Advisor Hub =
Home / Gather Data Home / Gather Data / Policy Reports < Gather Data / Policy Reports / John Doe 3
What data would you like to link your new Here are the customer names and reports | Snapshot / Policy #000003
policy report today? have found for use:
Name: John Doe 1
. Policy #: 000001
Salesforce ESIT?':DOh;:)?‘?‘?" Address: 35 Samuel Ave, CA, 94567
- Yy vl ssuer: Jane Doe
Welcome to ‘ Review / Edit / + Add data Issuer: Jane Dos
Advisor Name: John Doe 2
Email thread Policy #: 000002

Hub ‘ Review / Edit / + Add data

Name: John Doe 3
Client portal Policy #: 000003
‘ Review / Edit / + Add data

Name: John Doe 4
Cloud folder Policy #: 000005
] Review / Edit / + Add data

Name: John Doe 5

5 + Add data Policy #: 000005
Gather Policy Data > Review / Edit / + Add data
‘ Find a Policy > ‘ Extract data > Name: John Doe 6 Edit information >
| J Policy #: 000006

Review / Edit / + Add data
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Ethics and societal impact review

There are key ethical principles at stake that need guardrails in the life insurance business considering personal data, advisor bias,
legal regulations, data manipulation, current information, underwriting and transparency. Here are some risks that can arise with a product like
Advisor Hub Al:

Risks

» Autonomy and dignity: Advisors and clients must keep real decision power, not just decorative sign-off.

« Justice and non-discrimination: Data aggregation and pattern-finding must not quietly encode or amplify bias in coverage or product design.

» Transparency and accountability: It must be possible to explain, challenge, and correct how a recommendation was formed;
responsibility cannot be diffused into “the system.”

» Privacy and proportionality: Data collection should be minimal and clearly consented, not opportunistic surveillance across every
digital trace.

Strategies to mitigate risk

Strategies that mitigate risk can rely on concepts such as drafts, metrics, traceability, questionaires, explanations, fairness
governance, human decision and augmentation, user control and training. Here are a few ideas of how to mitigate risk for Advisor Hub Al:

Lock in human primacy for recommendations

» Advisor Hub drafts inputs and comparisons, not final product choices by default.
» Ul explicitly distinguishes: “Al-suggested inputs,” “Advisor judgment,” and “Carrier decision.”
» Metrics reward quality (client outcomes, complaint rates), not just speed or “alignment with Al”

Radical traceability and explainability

» Every recommendation must be accompanied by a clear rationale panel: which data sources, what rules or models were applied, and
which constraints (client goals, risk tolerance, regulatory rules) mattered most.

» Generate an audit trail that regulators and clients can read: who changed what, when, and why—Al actions and human edits both
tagged.

Data and scope limits

» Restrict data sources to those clients reasonably expect (existing financial and insurance records, explicit questionnaires); avoid
scraping or opaque third-party behavioral scores.
» Publish a short, human-readable data-use explanation at the point of advisor and client onboarding.

Bias and fairness governance

« Periodically audit Advisor Hub outputs for patterns of proxy discrimination (e.g., by ZIP code, income bracket, protected classes)
using standard fairness tests.

« Build tooling for compliance to simulate “counterfactual” clients and ensure similar profiles get similar treatment unless a clear,
documented risk factor justifies a difference.

Design for resistance, not only compliance

* Make it easy—and socially legitimate—for advisors to override Al suggestions with structured reasons (“client explicitly prefers
lower premium,” “other household coverage not in system”).
» Have leadership and UX copy emphasize: “Advisor Hub proposes; you decide,” and reflect that stance in performance reviews.

Education and shared literacy

« Train advisors and compliance teams on how Advisor Hub works, its limits, and how to spot overreliance or blind spots.
» Provide clients with a short explanation when Al tools contributed to their proposal, plus an invitation to ask questions.
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The three-act story of AdvisorHub

Act 2: From raw information to
informed judgment

Act 1: From fragmented data to
one trusted case

Act 3: From draft to compliant,
client-ready communication

Entry point: Advisor opens the “Today” view before a client
meeting or while preparing an annual review. evidence rather than accepting a conclusion.

* The advisor sees a short prioritized worklist, not a wall of  The Al highlights missing information, conflicting values,
alerts. upcoming deadlines, policy changes, possible next actions...
« Each case card explains urgency in plain language: « The advisor asks focused questions: “What changed
“Annual review due in 14 days,” “Two required documents since last review?” or “Which assumptions differ across
missing,” or “Premium increased 20% since the prior these illustrations?”

illustration.” « The Al produces comparison tables and draft narratives,
« Tapping a case triggers an Al case-assembly sequence but it does not silently select a product or represent its
that visually shows systems being connected: Salesforce, output as a final recommendation.

Gmail, Drive, carrier portals, and document vault. « The advisor changes assumptions, chooses what to

« The end state is a unified case record with a prominent emphasize, writes their rationale, and documents an
completeness score, such as “Case readiness: 82%.” override where needed.

Decision point: The advisor reviews the assembled High-stakes checkpoint: The advisor must approve
material before it leaves the organization.

« A compliance pass identifies missing disclosures,
unsupported claims, unsuitable language, or incomplete
documentation.

« The Ul distinguishes blocking items from advisory
suggestions.

« Once the advisor resolves or documents exceptions,
they approve the proposal, review deck, outreach email, or
CRM update.

« The system saves a traceable timeline of source data, Al
actions, advisor edits, compliance review, and final
approval.

Experience-design message: The product’s first promise
is not “intelligence”; it is relief from searching,
downloading, rekeying, and reconciling.

Experience-design message: The Al handles assembly
and analysis; the licensed advisor owns interpretation,
suitability, and client guidance.

Experience-design message: Speed and automation are
valuable only when they make professional judgment more
defensible.

AdvisorHub — Primary Advisor Journey

Human-centered, Al-enabled case management flow

@ Blueprint Status: Active v2.4 Production

A

ADVISOR ACTION

)

Al | SYSTEM BEHAVIOR

B

PRIMARY Ul MOMENT

©

HUMAN-CONTROL &
TRUST

01

Prioritize Work

ting

2

Review dally prioritize list
Open the app and decide
what needs attention first
by reviewing critical
status changes.

© A automateD

Urgency engine scoring
Ranks cases automatically
by upcoming reviews,
lapse risk, missing docs,
and underwriting friction.

B8

Today Dashboard
Displays high-priority alert
cards, smart queue fists,
and quick-filter switches.

@ COGNITIVE TRUST

Urgency Indicators
Clearly displays ‘Why this
is prioritized' with
explainable dynamic Al
scoring tags

02 °

Open or Create Case

a

Identify or enter policy ID
Search for existing clients
or Initiate a new request
by inputting baseline ID
information.

© aautomateD

Multi-source syncing
Automatically crawls and
nks records from CRM,
emails, shared folders,

and carrier feeds.

8

Client Case Workspace
A centralized hub
consolidating connected
tools, contact cards, and
case state timelines

@ COGNITIVE TRUST

Connection Audit Logs
Visual status reports
showing exactly which
sources are connected
and active permissions.

03 °

Assemble the Record

a

Trigger pre-assembly
Initiate ‘Prepare case’
review or inspect the
automatically complled
structural policy data dra...

© AauTomATED

NP policy parsing
Extracts key legal
provisions, normalizes
tables, flags duplicates,
and structures records.

B8

Extraction Pipeline View
Side-by-side view
showing document fields
mapped 1o structured
central registry fields.

@ COGNITIVE TRUST

Confidence Tags

Visual confidence
indicators (High/Medium)
and explicit markers
highlighting fields for ma,

04

Resolve Gaps

a

Resolve missing detalls
Verify identified
inconsistencies, gaps, or
expired lllustrations
requiring updates.

© wautomaTeD

Checidist auto-generation
Determines missing
values, compiles checklist
tasks, and pre-drafts
client/carrier outreach e

8

Reconciliation Hub

An interactive, inline
missing-information
checklist with quick-
action contact triggers.

@ COGNITIVE TRUST

Draft Endorsements

Al never sends
automatically. The advisor
reviews, modifies,
schedules, or dismisses.

05 0

Explore Options Compare lllustrations

I active path-finding 1 scer

a 2

Assess client needs Evaluate options side-by-side
Analyze normalized carrier
projections and select the
optimal scenario for
presentation,

Evaluate current
protection gap, financial
goals, suitability
constraints, and premiu,

© AauTomaTED o Al AUTOMATED

Copilot scencario generation
Analyzes inputs against
system parameters to
suggest carriers,
products, and suitable ri

lilustration parsing
Normalizes diver: arner
formats into standard
comparison metrics (premium,
cash value, benefit)

(o=} (o=}

Al Chatbot Assist

An interactive sidebar
workspace featuring

Side-by-Side Grid

Clean comparison matrix

policy guides, rule- highlighted trade-offs and

checking, and quick inqu. options.
© COGNITIVE TRUST (O] COGNITIVE TRUST
Explainable Copilot Source Verification Links

Every suggestion includes One-click access to download
detailed reasoning and original raw carrier PDFs, with
hyperfinks back to transparent calculation

specific carrier guidelines. formulas.

displaying core parameters with
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Brand Strategy and Al workflow

Al prompt framework

Context + source material + task + analytical lens + output format + limitations
Brand context + audience + business objective + strategic territory + required language characteristics + output constraints

Prompt: You are assisting with a brand strategy project for AdvisorHub. Review the following Advisor Hub project analysis. Identify
recurring needs, emotional motivations, barriers to participation, and opportunities for differentiation along with categories listed
below. Separate direct evidence from interpretation. Present the findings in tables, or in text for information or table when necessary.
Do not invent statistics or customer quotes. Also, Develop three positioning directions for AdvisorHub based on the information
below and format. Each direction should communicate measurable progress while remaining human and inclusive. Avoid clichés.

AdvisorHub brand discovery

The product identification and research suggests that AdvisorHub should not be positioned as another generic insurance automation
platform. Its strongest opportunity is to become a human-controlled intelligence layer for complex life insurance casework—one
that connects fragmented information, makes progress visible, and preserves advisor judgment. The findings below distinguish

between direct evidence from the project analysis and strategic interpretation derived from that evidence.

Research synthesis - Recurring needs

Category Direct evidence from analysis Strategic interpretation

Unified case Data is distributed across Salesforce, email, Users need one reviewable case

information cloud storage, carrier portals, medical records, workspace rather than another
financial statements, and illustration systems. isolated tool.

Less manual Teams repeatedly search, download, copy, AdvisorHub should sell reduction of

assembly paste, rekey, format, and rebuild presentations. coordination work, not simply “Al

Faster comparison

Advisors run multiple illustrations separately
and manually compare premiums, guarantees,
riders, and assumptions.

automation.”

A normalized comparison experience
could become a central product
differentiator.

Better annual Staff repeatedly gather current policy data, AdvisorHub should support the full
reviews create new illustrations, and rebuild reports. policy lifecycle, not only new
business.
Missing- The system is expected to detect missing or Progress visibility is as important as
information inconsistent fields and create checklists. data extraction.
visibility
Compliance Compliance review, disclosure checking, and Compliance should be integrated
support documentation are largely manual. into preparation, not treated as a
final inspection step.
Human control Advisors want assistants rather than black Human approval should be a
boxes and retain control over interpretation, defining product and brand principle.
recommendations, and communications.
Source The trust plan calls for provenance tags, Explainability can be a market
transparency rationale panels, confidence indicators, and differentiator, not only a regulatory
audit trails. requirement.
Repeatable The product should draft proposals, reports, AdvisorHub can become a

communication

Prioritized work

emails, follow-ups, and client-friendly
summaries.

Smart task queues should identify cases with
lapse risk, upcoming reviews, or missing
requirements.

communication consistency system
as well as a case-management
system.

The product can help advisors focus
attention where it matters most.



Emotional Motivation

Emotional

motivation Direct evidence Strategic interpretation

Confidence Users need to know that information is AdvisorHub should make confidence
complete, accurate, current, and reviewable. feel earned through evidence, not

through confident-sounding Al.

Relief Repetitive document gathering, formatting,and The brand can offer relief from
follow-up reduce advisor capacity. administrative burden without implying

that professionals are inefficient.

Control Advisors want to review, edit, approve, undo, Control should be visible in the interface
and override Al outputs. and explicit in the language.

Professional Advisors want to spend more time on advice, The product should elevate the advisor

pride planning, and client relationships. role rather than make it seem obsolete.

Preparedness Advisors need to enter client conversations “Prepared for the conversation” is a
with a coherent understanding of what stronger emotional outcome than
changed and what requires attention. “processed faster”

Trust Clients and compliance teams need to Trust should be expressed through
understand how recommendations were traceability, source labels, and human
formed. accountability.

Fairness The analysis identifies risks involving bias, The brand should communicate
proxy discrimination, and inconsistent responsible intelligence and the ability
treatment. to challenge the system.

Agency Advisors need the social and procedural Override functionality should be framed

permission to reject or override Al suggestions.

as good professional practice, not
system failure.

Barriers to Participation

“Participation” here means adoption and continued use by advisors, case managers, compliance teams, and potentially clients.

Barrier

Fear of black-box

Direct evidence

Advisors do not want a system that overrides

Strategic implication

Do not lead with autonomous Al,

decisions judgment. automated underwriting, or “decision
intelligence”
Accuracy Manual rekeying already introduces errors, Every important value needs a source,
concerns and Al extraction may create new ones. confidence indicator, and review path.
Compliance Users worry about missed disclosures, AdvisorHub must communicate
exposure inconsistent documentation, and failed reviewability and control before speed.
audits.
Privacy concerns The product may handle medical, financial, Explain data scope, consent, source
policy, and client information. access, retention, and user permissions
clearly.
Workflow Users already work across established The product should be positioned as a
disruption sy such as Salesforce, Gmail, Drive, connective layer, not a forced
carrier portals, and illustration tools. replacement for every existing system.
Change fatigue Teams may be skeptical of another platform Begin with a narrow, valuable workflow

Weak trust in

promising transformation.

Proposals, recommendations, and client

such as case preparation or annual-
review preparation.

Mark Al-generated sections clearly and

generated content communications require professional review.  require approval before external use.

Complexity of Integrations, carrier data, product rules, and The experience should communicate

setup jurisdictional requirements may be difficultto  progressive adoption: start useful, then
configure. expand.

Generic Al Terms such as “smart,” “seamless,” and AdvisorHub needs specific, observable

language “next-generation” are common in insurance language tied to casework and
technology. professional accountability.

Fear of job Automation affects case managers and Position automation as capacity

displacement

administrative staff as well as advisors.

creation and error reduction, not
workforce replacement.



Available Information

Requested material  Status Evidence or interpretation

Existing brand N/A No existing logo, identity, color system, or brand standards
materials were provided.

Website copy N/A No current website or copy was
Competitor Available through Adjacent competitors include iPipeline, Hexure FireLight, and
examples external research Equisoft.

Audience Available dvi case teams, risk teams, and
descriptions clients are described in the analysis.

Customer reviews or  N/A
testimonials

No direct customer reviews, quotes, or testimonials were
provided.

Existing imagery N/A No imagery or art direction was provided.

Current logo and N/A No logo, type, palette, icon system, or graphic assets were

visual assets provided.

B jecti ilabl Reduce case-preparation time, reduce errors, improve
compliance documentation, expand advisor capacity, and
improve consistency.

Known customer Available f data, manual reviews,

pain points compliance friction, ing errors, and
overload.

Brand Strengths

Strength Evidence Interpretation

Clear The lysis describ dataand AdvisorHub is addressing a concrete

problem repetitive case assembly in detail. rather than

an abstract Al use case.
Strong human- Advisors retain control over interpretation, Human control can become a core
il and i brand distinction.

Broad lifecycle The product supports new sales, annual AdvisorHub can be positioned as a

relevance reviews, in-force i i inuing case rather than
follow-up, and servicing. a point solution,

Measurable value The analysis identifies goals such as The brand can connect emotional
reducing preparation time by 50-75 percent  value to measurable operational
and reducing manual errors. Progress.

Explainability built  Source labels, panels, is part of the product

into the concept indicators, and audit trails are not an after

Multipk value i case The platform can support a broader
teams, and clients each receive benefits. organizational value story.

Incremental The analysis proposes starting withacase-  This gives AdvisorHub a credible

adoption path prep assistant before adding more active adoption strategy.

suggestions.

Emotional drivers

» Confidence from having the relevant case information in view.

* Relief from repetitive administrative tasks.

» Control over Al-assisted work.

» Preparedness for advisor-client conversations.

« Professional pride in delivering thoughtful advice.

« Trust created through traceability.

» Fairness through the ability to question, override system suggestions.
» Reassurance that speed does not come at the expense of care.

Audience
Audience Primary need
Advisors Understand the case quickly and

make informed
recommendations.

Secondary need Desired outcome

Spend less time on
assembly and follow-up.

More prepared, focused
client conversations.

Case Gather, normalize, and track Reduce rework and More complete cases
ired inf { missing-document issues. with less manual
coordination.
Compliance Inspect sources, disclosures, Identify risk earlier in the More consistent,
teams edits, and approval history. workflow. defensible review.
(o] pi h hput and See where work is delayed ~ More scalable case
leaders consistency. or reworked. operations.
Clients Receive clear, dabl Know how information Greater confidence in the
explanations. supports dati advisory
Brand Weaknesses
Weakness or
uncertainty Evidence Strategic implication
No validated The 30-45-minute preparation goal is Treat performance claims as goals
product presented as an example or target. until validated through testing.
performance
Broad product The ludes ex 5 The brand needs a clear initial use
scope proposal { ind case and product story.
and policy
Unclear The paper references CRM, email, carrier Avoid implying that every system or
implementation portals, medical ds, and carrier will be connected at launch.
boundaries product portfolios without defining access or
integration limits.
High-risk data Medical, financial, policy, and underwriting Privacy, permissions, retention, and
environment information may be involved. security need to be part of the
brand narrative.
No proof of adopti No ials, or Use evidence-based language and
production results were supplied. avoid p rarket ip
claims.
Py ial Y The laps with CRM, case Differentiation must be based on
confusion ill i i the integrated case-preparation
d ion, and Al copil experience.
Name ambiguity “AdvisorHub” could sound like a content portal,  The descriptor “Al case work

advisor or

center. for life insurance professionals”

should accompany the name.



Competitive patterns

The competitive category generally emphasizes:

Competitor examples

iPipeline describes its platform as connecting, simplifying, and transforming
applications and workflows across quote-to-commission processes. Its current
portfolio also includes an Al-first platform called Novera and the Al foundation
CHARLI.

* Simplifying complex insurance workflows.
» Connecting systems and data.

* Automating quoting, illustration, application, and submission. Hexure positions FireLight around unified digital sales workflows, quoting,
illustrations, applications, case status, servicing, and compliance. Its current
messaging emphasizes faster submissions, reduced manual effort, accuracy, and

measurable operational improvement.

» Improving speed and operational efficiency.
» Supporting compliance and reducing errors.
* Providing case-status visibility. Equisoft is strongly associated with illustration, quoting, policy
administration, digital applications, advisor portals, and broader
insurance-system integration. Its illustration products emphasize compliant
quotes, configurable workflows, and advisor presentation support.

» Creating an integrated or end-to-end platform.

Competitor Summary

Brand creative AdvisorHub

Competitor Industry role strategy Brand style in brief implication

iPipeline Broad life insurance and  Lead with Enterprise, integrated, AdvisorHub should
financial-services ecosystem scale, technology-led, avoid competing
digital platform covering connected outcome-oriented, only on breadth.
quoting, illustrations, workflows, expansive. Uses Differentiate
applications, simplification, language such as through the
underwriting, delivery, automation,and  “connect,” “simplify,” reviewable case
signatures, data, and industry “transform,” workspace, human
analytics. infrastructure. “accelerate,” and judgment, and

“scale” © ipipeline +1 explainability.

Hexure Digital sales and Lead with speed,  Performance-oriented, AdvisorHub should

FireLight servicing platform for unified workflow, operational, modern own the preparation
carriers, distributors, digital sales, enterprise software. and reasoning layer
and advisors, including  case visibility, Messaging emphasizes  before and around
quoting, illustrations, compliance,and  faster submissions, the formal
applications, reduced friction. fewer delays, transaction
signatures, case status, productivity, and workflow.
and post-issue accuracy. hexure +2
servicing.

Equisoft Insurance technology Lead with Professional, AdvisorHub should
provider with configurability, established, functional, distinguish itself as
illustration, quoting, insurance financial-services an Al-assisted
policy administration, expertise, oriented, solution-suite  intelligence and
applications, portals, advisor based. © equisoft +2 case-assembly layer
CRM, and servicing enablement, rather than another
capabilities. compliant core administration

illustrations, and suite.
end-to-end
platform

capability.



Visual opportunities

Logo and imagery are being developed, but the strategy indicates several future visual opportunities:
» Connected but understandable systems.

« A clear path from fragmented information to an actionable case.

 Layers of source data becoming a structured view.

* Human review points within an automated workflow.

* Progress indicators that communicate actual case status.

» Side-by-side comparisons and evidence trails.

« Calm, precise, professional interfaces.

« Visual metaphors of alignment, synthesis, verification, and forward movement.

Communication gaps in the category

Based on the competitor language and AdvisorHub analysis, the category appears to leave room for stronger communication around:

Gap Opportunity for AdvisorHub

Human Make “the advisor remains responsible” a positive value proposition rather than a
accountability legal disclaimer.

Explainable Al Show sources, changes, rationale, and uncertainty as part of the experience.
Annual-review Own the ongoing relationship and review lifecycle, not only application or
continuity submission.

Clientunderstanding Emphasize better explanations and conversations, not only back-office speed.

Case preparation Focus on the work before a proposal is ready: gathering, reconciling, comparing, and
interpreting.

Responsible Present automation as configurable and graduated, with explicit boundaries.

automation

Progress visibility Make “what is complete, missing, changing, and next” central to the product story.

Advisor identity Position the advisor as the expert who becomes more prepared, not as a bottleneck
to remove.

Risk Brand response

Overpromising Say “prepares,” “surfaces,” “drafts,” and “supports,’ rather than “decides” or

automation “automates underwriting.”

Al overreliance Make review, approval, confidence, and source visibility central.

Privacy concerns Explain scope, consent, access, and data use in plain language.

Bias or unfair treatment ~ Communicate monitoring, challenge mechanisms, and advisor override.
Generic Al positioning Lead with the specific problem of fragmented life insurance casework.
Advisor displacement Frame the product as professional capacity and preparedness.

Premature performance  Label time-savings figures as goals or validation targets until measured.
claims

Excessive product Start the story with one clear use case: case preparation and review.
breadth



AdvisorHub brand positioning
and personality

AdvisorHub should occupy the space between:
» Generic workflow automation.

» Large insurance infrastructure platforms.

» Opaque autonomous Al.

» Manual advisor case preparation.

Trusted case intelligence

Strategic idea
AdvisorHub brings scattered information into view so
professionals can understand the case, identify what matters,

and decide what should happen next.

Positioning statement

For life insurance advisors and case teams managing complex,
fragmented information, AdvisorHub is a transparent Al case
workspace that assembles relevant data, documents,
illustrations, and tasks into one reviewable view. It helps
professionals move from scattered information to informed

action without hiding the sources or taking over the decision.

Audience promise
You will know what is complete, what changed, what is missing,

and what deserves your attention next.

Brand essence

See the whole case clearly.

Three differentiators

Source-connected case view
Brings together information from CRM, email, cloud storage,

carrier portals, documents, and illustrations.

Inspectable intelligence

Shows sources, rationale, confidence, changes, and human edits.

Progress visibility
Makes case status, missing requirements, upcoming reviews,

and next actions visible.

Brand personality
Clear.  Precise. Calm. Insightful.

Responsible.  Organized.  Trustworthy.

Strategic Territory

Transparent intelligence for human-led insurance advice.

This territory combines:

» Operational efficiency.
» Case-level clarity.

* Professional judgment.
* Compliance awareness.
¢ Human accountability.

* Measurable progress.

Emotional benefit
| feel prepared because | can see the important parts of the

case and understand how they connect.

Functional benefit
AdvisorHub reduces the time and effort required to gather,

reconcile, compare, and review case information.

Reasons to believe

 Structured extraction from relevant documents and systems.
Source labels attached to fields and summaries.

» Confidence indicators for incomplete or uncertain information.

« Rationale panels explaining why items were flagged.

» Side-by-side illustration comparisons.

¢ Human review and approval checkpoints.

« Audit trails connecting sources, edits, recommendations, and

communications.

Short elevator pitch

AdvisorHub helps life insurance professionals see the whole
case clearly. It brings scattered information into one
reviewable workspace, identifies what needs attention, and
prepares comparisons and drafts without hiding the sources or

taking away professional control.

Sample headline Sample call to action

See the whole case clearly. Review what matters next.

Potential risks or weaknesses

« “Intelligence” may sound technical or generic.

¢ The platform could be perceived as a dashboard rather than
an active assistant.

» The positioning may underemphasize emotional benefits
such as advisor capacity and client connection.

* “Whole case” must be qualified if not every system or carrier

is connected.



Visual Identity, Ul design
and Al workflow



Visual Identity, Ul design and Al workflow

Al prompt framework -
Context + source material + task + analytical lens + output format + limitations

20 visual metaphors for AdvisorHub

Prompt: You are assisting by understanding this brand strategy then to develop some metaphors/convepts to create visual
representations for the brand. Review the following Advisor Hub brand strategy. Present 20 metaphors that | can use for inspiration
for visual identity exploration that | will sketch then refine to logos. The metaphors can be technical, natural, human, non-human or if |
miss any ideas please present your ideas as well based on the brand strategy and to standout in the market. Create distinct ideas.
Avoid clichés and differentiate from competitors iPipeline, Firelight, and Equasoft.

These concepts focus on transparent intelligence for human-led advice rather than generic automation, futuristic Al, insurance
protection, or enterprise infrastructure. For logo exploration, reduce each metaphor to a simple gesture, relationship, or geometric

principle—not a literal illustration.

# Metaphor

Strategic meaning

Logo exploration cues

Connected points forming a deliberate,

highlighted point of attention.

A framed opening, aperture, or window
revealing organized layers beneath.

Overlapping transparent circles or planes
converging on one clear center.

1 Case llati Sep. dsb one
meaningful view.

2 Evidencewindow  The advisor can see the
inf ion behind the |

3 Layered lens AdvisorHub brings multiple
sources into focus.

4 Source braid CRM, d i ions,
and communication become one
case.

5 Open weave Integration without hiding
complexity.

6 Case atlas The platform helps navigate a
complex landscape.

7 Signal among AdvisorHub identifies what

noise deserves attention.

8 T P stack  Inf i ins i bl
as itis organized.

9 Decision hinge Al prepares information while the

advisor determines direction.

continuous form.

Modaular lines crossing with visible
openings; avoid dense network imagery.

Abstract map grid with a clear route,
waypoint, or destination.

Multiple quiet marks with one clear signal
or focused pulse.

Offset layers, each visibly labeled or
separated, aligning into one structure.

Two forms joined at a pivot point;
movement remains possible in either

10 Human compass

1. Source braid

Strong direction, communicates
integration without using the
familiar “connected dots” language
common in enterprise software.

Explore:

« Three to five distinct strands.

» One strand representing the
advisor's judgment.

+ A braid that remains open and
inspectable.

+ A symbol that works as both a
horizontal mark and a compact icon.

The system supports p
judgment rather than replacing it.

direction.

fessional A with ani

navigation icons.

2. Decision hinge

This clearly expresses the
relationship between Al assistance
and human control.

Explore:

« A pivot or joint.

« Two shapes with different visual
qualities.

« A hinge that creates an opening
rather than a closed lock.

« Motion from preparation to
decision.

Competitive differentiation
Avoid visual territories that may place AdvisorHub too close to established insurance-technology brands:

centered reference point; avoid generic

Ily human-

3. Evidence window
This supports the strongest trust
principle: users can see where
information comes from.

Explore:

« A simple frame with visible internal
layers.

« Awindow that reveals rather than
conceals.

« A central aperture or focus point.

+ A symbol that can become a Ul
pattern for source inspection.

20 Shared table of
understanding

organizes changing case
information.

Technology supports a better
advisor-client conversation.

4. Case constellation
This communicates fragmented
information becoming
understandable, but it should avoid
looking like a generic Al network.

Explore:

« Fewer, larger nodes.

« Visible hierarchy.

« One clear point of attention.

» Connections that feel intentional
rather than technological.

iPipeline: Avoid broad infrastructure, pipes, highways, system networks, or generic platform connectivity.
FireLight: Avoid speed lines, bright transactional energy, flame, acceleration, or sales-funnel imagery.
Equisoft: Avoid conventional financial grids, formal enterprise dashboards, generic calculators, or overly administrative visual

language.

1 Review table Complex options become Three or four aligned planes or columns
ble and di: bl with one highlighted comparison.
one 12 Case bridge AdvisorHub connects frag Two distinct str joined by a clear,
systems to informed action. lightweight span.

13 Relay Al gathers and prepares A baton or signal passed between two
information; the advisor carries abstract forms, not people or hands.
judgment forward.

14 Tide markers Ongoing reviews reveal changes A calm horizontal flow interrupted by
over time. visible markers, thresholds, or changes.

woven into one

15 Growth rings A policy or client relationship C ic or offset rings with a clear
develops through repeated opening for progress and interpretation.
reviews.

16 Prism One case contains different A simple form separating one input into
perspectives and possible organized, distinguishable paths.
outcomes.

17 Open knot AdvisorHub resolves complexity A knot-like form with a visible entry and
without concealing how it was exit; avoid overly tangled geometry.
connected.

18 Trail of d R d are cor A continuous line with traceable nodes
to , edits, and ap Is. and human checkpoints.

19 Living index The system continuously A flexible index, tab, or modular filing form

that changes without losing structure.

Two balanced forms facing a shared
center; use abstract symmetry rather than
literal people.

5. Trail of decisions
This is especially relevant to
compliance and auditability.

Explore:

« A continuous path with
checkpoints.

« Distinct marks for source, review,
edit, and approval.

« Aline that moves forward but
remains traceable.

» A symbol that can extend into a
graphic language for timelines and
case status.

AdvisorHub should feel more like clarity, evidence, and guided professional judgment than infrastructure, transaction speed, or
financial administration-Connected information + visible human judgment



Hand sketches of Al and my concepts

| took the Al ideas and my ideas and sketched to explore the concepts and metaphors from the brand brief. After sketching | asked
Firefly to take the sketches and great graphic shapes to bring into Illustrator to explore the ideas with typography.

Prompt: Take this reference image of black and white hand sketches and create clean graphic shape, black and white vector graphics
for each symbol and display on a white background.

Degigion

|




Al symbol clean up and exploration
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Logo mark

The logo has a pyramid shape symbolizing growth and stability. From the left three decision
strands merge from a square, circle and triangle representing scattered information. The

strands merge symbolizing the advisor seeing the whole picture for the client.



Primary logo lockups

A AdvisorHub

A AdvisorHub BEV:Y\ e ga(le

Secondary logo lockups

A

AdvisorHub

A

A

AdvisorHub AdvisorHub







Print typography - Franklin Gothic

Aa Bb Cc Dd Ee FfFGg Hh liJj Kk LI Mm Nn
Oo Pp Qq Rr Ss Tt Vv Ww Xx Yy Zx
0123456789

Aa Bb Cc Dd Ee Ff Gg Hh li Jj Kk LI Mm Nn
Oo Pp Qq Rr Ss Tt Vv Ww Xx Yy Zx
0123456789

Aa Bb Cc Dd Ee Ff Gg Hh li Jj Kk LI Mm Nn
Oo Pp Qg Rr Ss Tt Vv Ww Xx Yy Zx
0123456789

Digital typography family - Noto

Aa Bb Cc Dd Ee Ff Gg Hh Ii Jj Kk LI Mm Nn
Oo Pp Qg Rr Ss Tt Vv Ww Xx Yy Zx
0123456789

Aa Bb Cc Dd Ee Ff Gg Hh Ii Jj Kk LI Mm Nn
Oo Pp Qq Rr Ss Tt Vv Ww XX Yy Zx
0123456789

Aa Bb Cc Dd Ee Ff Gg Hh Ii Jj Kk LI Mm Nn
Oo Pp Qg Rr Ss Tt Vv Ww XX Yy ZXx
0123456789



Imagery
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AdvisorHub logo animation storyboard

1080x1080 - 24.2s loop - 30 fps - Dark #283A36 Light blue #CCDSE1 Coral #E9785E Green #0E9589 Light green #6DBFAC

05-22s 22-38s

03

Logo outline draws

The outline draws as a gradient line, bulikding from 0 to
100% color just behind the drawing tip. It starts at the
bottom-left tip, runs right along the base, then climbs

0.0-05s

02

Grid builds in
The outer grid box draws first, then each grid element
draws and fades in, stepping toward the center.

01

White canvas
Opens on a clean 1200 x 1200 white canvas. Personaity:
clear, precise, calm, insightful, responsible, organized,

trustworthy.
the spine to the top: three sources of information merging
into one form.
05 5.7-6.1s 06 6.2-176s 07 8.5s
Logo snaps to lockup Wordmark draws in Light blue pop
The mark shrinks quickly into its lockup position. AdvisorHub draws in letter by letter, left to right. Each Brand light blue box pops and fades in behind the lockup.
letter outline draws as a gradient line, bullding from 0
to 100% color Just behind the tip, while the letter fill
fades In alongslde it
09 1245 10 129-157s 11 16.2 -18.5s
Green pop Gradient + tagline Box clears, logo turns green

Box fades away crisply; green fills the dark logo with the
same single soft sweep from the left edge to the bottom
right.

Light green slowly fades in over the green box in place
over about 2.8 seconds, blending across the center of the
square from about a fifth of the way in to the right edge:

the tagline fades in below the logo over the same stretch.

Brand green box pops in behind.

04 3.6-55s
Gradient fill sweep

One smooth gradient fill starts along the whole left edge

of the logo (bottom, middie and top shapes together) and
sweeps diagonally to the bottom-right comer in a single
movement, with a wide, soft leading edge. Outline and grid
fade as it completes.

08 10.4s
Coral pop

Brand coral box pops in behind

12 19.7-24.25
Wipe to white

After a longer hold, white fills the green logo away with
the same soft sweep the green used, from its left edge to
the bottom right. On the same timing the wordmark letters
fade to white one by one, left to right, and the tagline
wipes away left to right. Ends on pure white. Holds on
white for about 2.6 seconds, then loops to 01



User Interface design

9:41 wll T -
= A AdvisorHub

Extract Policy Data

Seamlessly pull comprehensive client data from

integrated enterprise sources

Select Data Sources

Toggle © uments. Our NLP model

extr

policy info into your central

registry.

8 @

Salesforce

CRM

ds and clie

Client Portal Cloud Folder

Shared drl
PDF d

A Extract Policy Data

® System fully connected - 2 of

Uploaded doc

rces actively s

9:41 wil T -

— A AdvisorHub

Policy Assist
Ask q
adjus

erify guidelines, or run scenario =
stantly.

‘ AdvisorHub Al Assistant
* @
Quick Inquiries

2 g

Adjust Policy Info Regulations
@ C
Death Benefit Underwriting
8 2
Premium Charts

®

Agreement

9:41 il T -
= A AdvisorHub

Policy Details

Centralized profile view of structured policy
records

Eleanor Vance
Primary Policyholder since 2018

Eleanor Vance POL-7749281-A

Whole Life Insurance $1,500,000.00

$320.00 / Monthly Aegis Mutual Assurance

Activity Log
[

Premium Payment Received
Automatic deduction pro

essed successfully.

Address Updated
Updated to residential add:

ss in Seattle

Beneficiary Confirmed
Eleanor Vance confirmed direct death benefit
allocations.

B Co

ge_Agreement.v2

3 Onboarding_Disclosures.pdf

9:41 il T -
Good morning, Maya ~
3 cas eed your attention today =

CRITICAL REVIEW

Eleanor Vance

2 data changes det:
dis

cted in updated carrier

Case Readiness 82%

Review case

.

Missing financial statement

2min
Salesforce contact audit
Review compliance flag Sy
Exclusions in paragraph 4 .
Approve proposal draft e
Carrier illustration received

Ready

Ready to compare side-by-side

4 4h18m saved this week

Data extraction and profiling automated

How we calculate this

2:41 ol T .

— Eleanor Vance -

Annual review in prog

Review Package 82% Ready

82%

1 required action remaining before sharing

42 - Married, 2 kids California (CA)

Universal Life $1,500,000.00
$18,400.00 Sept 15, 2026

o L]
Premium Shift 1Doc Missing

o L]
Optimal Fully Audited

A AIINSIGHT

Premium increased 20% since the last review. The
change appears in the latest carrier illustration dated
Aug. 12.

Sources: Salesforce, Mustrat CONFIDENCE: HIGH

View evidence documents

9:41 wll T -

— Preparing Eleanor’s review ™

Data ingestion & assembly status

Overall Integration 92% Complete

® Salesforce CRM Synced
Client and p y details imported
Gmail Sync Found
6 nt co t : d
® Google Drive Depositories Matched
4 documents matched
® Carrier In-Force Portal Retrieved
Current in-force illustration retrieved
/8 ~
Document Extraction Queue Action Required
Financial statemer: W

B Tax_Return_2025.pdf

2.4\ ted data needs confirmat

Resolve extraction anomalies




9:41 wil T -
— 2items need attention ™
= These may affect illustration accuracy e
7 ~N

REQUIRED DISCLOSURE

2025 financial statement
Last received: May 2024

Updated financial information for your policy review

Hi Jordan, to finalize our annual Mlustration review for
your Universal Life plan, could you please provide
your updated 202 ncial statement? Let me know

if you have

Save as draft ( )

Send after approval

Mark not required Assign manager Add note

Snooze

9:41 ol T -

— Advisor Hub Copilot

Al assistant backed by active policy files

i

What changed since last review? Summarize coverage

Draft client meeting agenda

A COPILOT RESPONSE

Two material changes may warrant discussion: the
annual premium increased by 20%, and the policy's
projected cash value is below the previous
illustration's assumption range.

Open sources

A Carrier illustration

® Prior annual review deck

Salesforce advisor note

Create comparison Draft review summary

Add to meeting agenda Flag for compliance

9:41 wil ¥ .

Proposal draft
P
3 sections need review

1. Client goals

* Client-provided information

2. Current-policy summary

* Advisor edited

3. Options considered
® Aldraft

4. Recommendation rationale

® Aldraft  NEEDS REVIEW

riority of maintaining coverage while

proving long-term guara

this option provides

guaranteed values than the alternatiy

reviewed. The premium and funding assumptions should

be reviewed together before a final decision

£ Edtdnaft @\

5. Trade-offs and risks

* Advisor edited

6. Required disclosures

® Required compliance text  NEEDS REVIEW

e

7. Advisor next steps

® Aldraft  NEEDS REVIEW

N BN

9:41 il T -
. Compliance review
1 required fix - 2 to verify
Review status 6 of 9 checks passed
-~ ~

BLOCKING ACTION REQUIRED

Danlrad dlask CROR)
q 9

Replacement-analysis disclosure is required for this

policy type in this jurisdiction.
ert approved disclosure

ADVISOR VERIFICATION

Verify premium figure

tes $14,28C

carrier lustration dated Aug. 12

INFORMATIONAL

2ar. Confirm against the

-

Review exclusions formatting
Standard ty

phy rule pd 10 exclus

9:41 ol T -

™
APPROVAL CHECKLIST
@ 1 reviewed key illustration values,
@ 1confirmed the recommendation rationale.
@ 1 reviewed compliance findings.
@ 1approve this client-facing material.
DELIVERY & SYNC OPTIONS
D Export client POF v
o f:reau prmnulloq v
o Save to Salesforce v
=) Draft clle‘r‘n email v
B S§hedulo follow-up v

A ADVISOR RESPONSIBILITY

Advisor Hub prepared this draft from the listed sources.
You retain ity for the final i
and communication.

APPROVAL RECORDED () VERSION 4 SAVED

[® FULL DECISION TRAIL AVAILABLE

9:41 ol T -

— Decision Trail
T Traceabiity &

active policy audit log

LIFECYCLE TIMELINE

® 9:04AM
Salesforce policy data synced

® 9:07AM
Carrier lllustration imported

® s0am
Al flagged premium increase
® o16AMm

Advisor edited recommendation rationale

® o19AMm
Compliance disclosure inserted

® 92aAM
Advisor approved client proposal

FILTER AUDIT EVENTS

Compliance checks Client communications

Al AUDIT ALERT FLAG Why was this flagged?

ed: Premium v

ift was ident

SOURCE DOCUMENT EVIDENCE
Carrier illustration, page 3




A AdvisorHub

See the whole case clearly.

®All rights reserved, Studiodwd.
www.studiodwd.com



