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Our Roadmap is Driven by Customer Priorities
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Sy
Winter ‘25 Release
Einstein Enhancements for Banking & Business Relationship Planning
Wealth Strategize, collaborate, and execute with Al to deepen

: . client relationships and grow revenue.
Increase efficiency for your service center and wealth P g

advisors with the power of AL

Contextual Alerts

Einstein for Insurance Increase efficiency with prebuilt alerts for bankers and

Deploy Generative Al for instant account & claim wealth advisors

summaries and improve policyholder experience

Fact Finding for Wealth Managers

Data Cloud for Insurance Deepen customer trust by understanding clients’ needs to

Unify data from core policies to personalize journeys for Sl e feToh e

policyholders and producers

& Product Release Notes
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Einstein Enhancements
for Banking & Wealth




Making Al easy by embedding
turnkey Al solutions in your workflow

Embedded in Your Flow of Work

Case
Transaction Dispute

Case Number Date Opened
00001171 11/23/2023, 1:00 AM

Case Activity

Vv Upcoming & Overdue

Vv Completed

Contact Purchase Date
E Email
“From

dispute@cumulus.com v
To

B3 Marcel Green X
Subject
Onsite Visit to Enhance Your Performance Obligations

Message

Dear Marcel,

We have received your dispute request and would like to
acknowledge that provisional credit has been provided for
the dispute amount $170.62.

4. Draft with Einstein

>z User-friendly A, directly in your
‘b business processes

to suit your business needs

Trusted and Secure with Einstein
Trust Layer

/ Easily configurable and personalized>

\'

Accurate and reliable outputs, powere
Badl/ by your data for your customers

A

Tangible benefits for both sales and
service teams




Al Autofill for Complaints

Eliminate the need to manually key in complaint case titles and descriptions with Al

S

Simplify the complaint intake
process and boost agent e, o
efficiency with AI Autofill.
Titles and descriptions for T
complaint cases can be .
auto- p e} p ulated throu g h Der::c:;:y e

notice or explanation. This unexpected deactivation has caused significant inconvenience, as he is unable

Generate and fill with Einstein

to access account to perform essential transactions. Despite multiple attempts, and interactions with

keyWO rd d ete Ct i O n Vi a p h O n e various employees, the issue remained unresolved.
calls or chats

e

Cancel

I~




Auto-Generated Complaint Summaries

Quickly get up to speed with Al-generated complaint summaries, reducing the time
spent reviewing complaint-related communications.

T el 3 L s e . S T W

A T P I Y N N S W VN L o=

% Einstein Summary &
% Einstein Summary (i ] ™ Einstein Summary o

Complaints Summary

06/15/2023

I made a $22,000.00 deposit into a savings account at
Cumulus, specifically at the branch located at 123 Main Street,
Anytown,

USA. The banker informed me that, as this was a Platinum
Account, | would be eligible for a

06/25/2023
Summarnze your data Customer visited the branch and spoke with John Smith,
You're about to use Einstein St e b caaig n ot Towcias expressing concern. Agent subsequently filed complaint ID
Ao R e e o o 98765432 on customer behalf.

Generative Al can produce inaccurate or harmful
responses. Review output for accuracy and safety. You

assume responsibility for how the outcomes of Einstein b | P ‘ Copy Edit ’
are applied to your organization.

| P Gtnar Prompt Template
P 2

Enhance Customer Retention with

Fuel Complaint Manager Increase complaint management

Productivity efficiency to reduce operational cost
Superior Customer Service and Effective
Complaint Management




Einstein Enhancements for Wealth

Provide client summaries with context and data about financial status and plans & goals

' Improve wealth advisor
productivity by providing
detailed Al client
summaries including
clients’ relationship, life
events, plans, goals, and
net worth.

g
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. CQ Search... ) 6 9 “AA_ ? $ ; ;?:

22 Wealth Management Home v  Accounts v  Contacts v  Service v Sales v  Calendar v  Dashboards v  Reports v  More Vv 4
F Account [ -+
o . - Follow J [ Edit I New Deal I New Interaction v }
& Eriko Miyazaki
Total Financial Accounts AUM Last Interaction Next Interactions Investment Objective
$1,117,902.38 $240,897.00 Nove 30, 2023 June 30, 2024 Aggressive Growth .
%..,—_\g'*"‘“
m Cash Flow Member Account Duration m Einstein Summary (i)
All Members v All Accounts v 12 Months v
Generated on Today C' Generate
Total Income © Total Expense © Total Surplus © # Financial Accounts Overview i
$ $ $ Solid savings and a well-funded Roth IRA for retirement, along
1 05'821 80' 531 25'290 with dedicated college savings accounts for Emma and Charlie.
» Checking: $25,276
+ Savings: $52,500
Average Monthly Income © Average Monthly Expense ® Average Monthly Surplus © * Roth IRA: $267,401
+ Emma's Education: $138,902
$8,81 8 $6,71 1 $2,1 07 « Charlie's Education: $64,265
@' Financial Plans & Goals @
Monthly Cash Flow Ambitious retirement target and college savings goals in place.
(® Bar Graph O Line Graph

« Target Retirement (2037): $3,455,555

100000 Aug 2023 )
X Income $6,250 . Emmta s College (2027): $200,000
$8000 Expense $5,102 + Charlie’s College (2026): $80,000
$6000 Surplus $1,148 % Interactions & Engagements ’
' Proactive discussions on estate planning, annual reviews, and
$4,000 cr b ive reti I ina comnletad -
< . . . Files (2) Add Files
Oct 2022 Nov Dec Jan 2023 Feb Mar Apr May Jun Jul Aug Sep 2023 |



Einstein for Insurance




Einstein for Insurance

Deploy Generative Al for instant account & claim summaries

sxJB2?2c2 @

& =

:3 Insurance Agent Co... Home v B2 Julia Green | Account v X

v n Account Actions

[ Q search actions...

e Ms. Julia Green

L 1-212-456-7890 | §

Q 50 Fremont Street, San Francisco, CA

Life Events

Customer Since

Recents first () All Years v H New Event ‘

#% Generate ... o

Account Details:

The account is associated with the customer Julia
Green, who has been a customer since 1/1/2024.
Insurance Policy Details:

The account has a total of 2 active policies. The first
policy is a Home Insurance (Policy Name: Home
Insurance - 33943) with a premium amount of

Integrate Generative Al
experiences into your insurance
workflows with ease

2024 $4,444.45. This policy has 2 active coverages: Other
Structures with a limit of $500,000 and a deductible
. ~ $5,000, ith a limit of . .
Policy Types 2 n & 2 ) 100000 s Gt $1000.he sesond Augment Al with insurance
el [ ° policy is an Auto Insurance (Policy Name: Julia Green
S i ik iarth Raibesl - Auto Policy 11223) with a premium amount of d t d I t . d CS R &
il raduation o larriage lelocation i i i .
Ao et O ( ) ata modeis to al S
deductible of $2,000. I . d . t t t t
Clai ils: ' ' l
Interactions v . i Nj ; Th:”gziit:tl :\asatotal of 2 open claims. The first C a I S a J US e rS O ge O
Al Events - Most Recent Event @l &] t] lJ POLICIES CLAIMS ACCOUNT DETAILS :vl;:naLc;:;:iae:zr:mosogg i;rae::::eedcl:r:m con tex t q u |C kly’ a t a Cl |C k o f a
Upcoming Policies ]
oy butt
> E1-00000001 August (7] [e2 Premium Paid > Noof Policies (; Up for Renewal it can u o n
7,2024 = $5934.00 7 9 before
>
e ( . . L
ey ‘ Insurance Account Summary (Record Summary) ¥ AI ASS I Sts CS RS & C I a I m S
S ‘ :
Insurance Summaries 5— adjusters to lower response
S L . .
. Account ummary d ‘ Post ‘ Poll Question V— tll I Ie and for better Cla” II

e Claims Summary

evaluations




Einstein for Insurance

Deploy Generative Al for instant account & claim summaries

Generate accurate
claim summaries
grounded in business
data

™

—

m\‘

Q_ Search.

Insurance Agent Co...

E AutoClaim-000126 ... v X

s @Esa?2na

v Information

Claim Number
AutoClaim-000126
Account

Julia Green

Claim Type

Auto

Estimated Amount
USD 5,800.00
Actual Amount

USD 1,200.00
Approved Amount
USD 6,000.00
Severity

High

FNOL Channel
Phone

Incident Site

50 Fremont Street
San Francisco, CA 94105
United States

[
- (Ciay St
CHINATOWN , =

Calfornia St

SQalesfords Park

Policy Number

Julia Green - Auto Policy 11223
Insured Asset
IPA-00019146

Loss Type
Replacement

Loss Date

7/1/2024, 12:00 PM
Initiation Date
7/3/2024, 12:00 PM
Assessment Date
8/1/2024, 12:00 PM

Finalized Date

Status
Coverage Confirmed
Claim Reason

Collison

Claim
AutoClaim-000126 New Contact ‘ New Opportunity ‘ New Case ‘ v ]
Account Claim Type
Julia Green Auto
- —
Related Details

Create... o

Claim AutoClaim-000126, reported on 7/2/2024 and corresponding to a
loss on 7/1/2024, is currently in the status of Coverage Confirmed. The
claim, of high severity, was filed due to a collision involving an Audi Q3 -
XY67 and a BMW 530D under Auto Policy 11223.

The claim coverages include 'Claim Comprehensive' and 'Claim BIPD'. The
'Claim Comprehensive' has a loss reserve amount of $3,000.00 and an
expense reserve amount of $1,000.00. The 'Claim BIPD' also has a loss
reserve amount of $3,000.00 and an expense reserve amount of $1,000.00.
The claim involves three participants: two drivers, one of whom was
injured, and a witness.

Payment details reveal that 'Comprehensive Payment Item 1' is still open
with an amount of $1,000.00, while 'Comp - Julia Green Loss' and 'Expense
- Police Report' have been paid, amounting to $4,000.00 and $250.00
respectively. The total approved amount for this claim is $6,000.00.

This tool uses generative Al, which can produce inaccurate or harmful responses. Review the
output for accuracy and safety before using

Activity

[ T e m ™ [ _




Data Cloud for
Insurance




Data Cloud for Insurance !l

Unify data from core policies & claims to personalize journeys for policyholders & producers

) yy— - B2G82 @ Unlock insurance policy and

SEE @ Data Cloud Home  Data Streams  Segments  Activations v  Data Lake Objects Data Model  Identity Resolutions  Calculated Insights “  Rachel Morris h C I a i ms d ata to SWift | y q u e ry a n d
oa summarize accounts, policies

Data Lake Objects

v I ve & Cl S .
Data Model Mappings - —— an d C I alms

Search Data Lake Objects...

|
Insurance Data Stream Data Model Entries 4
O Access data in real time to
Insurance Data Stream Insurance Policy sle s prOVIde u pd ates a nd |nS|ghtS to
Is Mapped (44) Is Mapped (44) ‘é '
Ay Ac::unt ID ] d > ©® @ Aa A::unt D Custom agents an d b ro ke rs
A3 Insurance Customer @® O @® A Insurance Customer Custom
A3 Account Contact C} ® = @® Az Account Contact Custom
& Birthdate D > ® @® @ Birthdate Custom
# Record ID d > @ @ # Insurance Policy ID Custom

# Insured Amount

=2 & # tnsured Amount Segment customers and drive
® #a polcyTerm Vv e— automated action via your
D = @ ® A, *Contact ID Primary Key V_

engagement channels

A3 Policy Term

Az * Contact ID Primary Key

#£ Claim Number D = ® ® #f Claim Number Custom

® ® ® @@

& Claim Date d > @ ® @& Claim Open Date Custom

LRGN

A~ Nalatad Cuctom

A~ Nalatad




Business Relationship
Planning




Create Business Relationship Plans with Ease

Easily create plans using pre-built templates that provide a comprehensive view of your
client and their business performance, all in a single dashboard

€ c =

:::  Commercial Banking

Account Plan Objectives v

accountplancom.test1.lightning.pc-rnd.force.com/lightning/r/AccountPlan/252SG000003IBr7 YAE /view

Q  Searct ®

Personal Information v x = Eas Account Plan for Ac... v S Recently Viewed |F.. v X

@204 @

* Twitter Acquisition |... v X

* O @
Quickly assess opportunity
areas with pre-built, custom

Fa Acme|A.. v X s Account Plan f...

Overview Details Objectives

Account Plan Overview

Vv Basic Details

Entity Type

Credit Rating

BBB (Src. Standard and Poor)

Calling Strategy

L Engage with the customer through monthly touchpoints, quarterly
reviews, and an annual strategic meeting to ensure continuous
alignment and support for their evolving needs.

v Opportunity Overview

|@s Cross-Se... v

X

7> Generate.. v X APOMR-... v X

8 -8

(8

templates and Al-powered

- relationship summaries

| Filters: All time + All activities « All types | &

Dafrach .

Fa Acme | A, v X [ Account Plan f...

Account Health

Internal Risk Rating

Calling Strategy Notes

Monthly Calls: Engage with the Finance Manager and
Operations Manager to discuss ongoing financial needs,
updates, and address any immediate concerns.
Quarterly Reviews: In-depth discussions with the CFO,
Finance Manager, and Operations Manager to review fing
performance, discuss strategic goals, and explore new
opportunities,

Annual Strategy Meeting: Comprehensive review with t
CFO, COO, Finance Manager, and Operations Manager t¢
evaluate the past year's performance and plan for the up
year, aligning banking services with the client's strategic
objectives.

v SWOT Analysis
Strengths

Long-standing Relationship: Over 10 years of banking
partnership with Acme Inc., showcasing trust and
reliability.
Comp ive Fil i i Provision of a
wide range of services including working capital
financing, trade finance, and treasury management.

i Manager: i
service and dedicated support tailored to Acme Inc.'s
needs.
Strong Credit History: Consistent creditworthiness
and timely repayment history.

Opportunities

| Cross-Se. X 7> Generate v X

Evnand All . \iaw All

APOMR- v X

manufacturing processes and reduce carbon footprint.
Operational Efficiency: Optimize supply chain management
and reduce production costs.

Customer Focus: Enhance customer satisfaction through
quality products and excellent service.

Weaknesses

+ Limited Digital Adoption: Acme Inc. is slow in
adopting digital banking solutions which can hinder
efficiency.

* D on Heavy
reliance on traditional financing methods,
potentially missing out on innovative financial
products.

+ Geographical Concentration: Majority of
operations concentrated in a single region,
increasing exposure to regional economic
downturns.

Threats

Economic Downturn: Potential impact of economic

]




Work Together to Develop Winning Strategies

Use data and client insights to help inform successful strategies while gathering input from
stakeholders in a centralized platform to help deliver on both organizational and client goals

-—
Q_ search Salesforce

[+
4

x[) @268

Commercial Banking Accounts v [ United Partners v X fiflg Monitorloanacc... v X

31 Commercial Banking  Accounts v [Hig United partners v X 5 ‘ O/

Objective Page

Monitor and Capture Forex Account Held-Away Markes Complated | \HditDealls g Clentiss Of banks
United Partners APAC )
Accf)unt Start Date Status Internal Stakeholder Created Date Last Updated Opportunity ) . state growing
il United Partner. 23 Aug, 2023 New Alex Truman 12 Feb, 2024 12 Feb, 2024 - Industry Relationship Start Account Manage Executive Sponsor Current Plan Created or R
ll Retail space Jan 15,2018 Cheryl Eims Tim Lamont Sep 17, 2023 client wallet
— ’ » —— . share is their
Add remaining information N 1/4 Tasks Completed 4 interactions | Last met on 16 Jan, 2024 | Next meeting on 23 Mar, 2024 Client Overview  Stakeholders  Einstein Summaries  Strategy  Objectives #1 IT St rategy
Objective Details, Indicator information Recent Activity « 23 Jan, 2024 Interactions covered ways to optimize cash flow, streamline payments, and facilitate growth. & ri (o} rit
Gerald Triman‘added a new;taski They emphasized personalized service and outlined plans to enhance efficiency and drive p y

sustainable growth through the bank's services.

m Key Stakeholders

hdd detalls 2 Taskc dieitoday Mentions | & Alex Truman | | & Jack Altman

Name v Title v  Relationship Strength v Buying Influence v Comments v
Patrick Hatman CEO Neuytral Kev Decision Maker Closely connected v|
Action Plan Items Interaction Summaries Opportunity Details Related . et Alumni from grad school v
Encourage collaboration toward : =
° Action Plan template with tasks and document checklist available for Strategy objective type. Import Suggestions from Te| eeti ng Collective goa IS by vl
setting measurable objectives and | o
Tasks (4) N
Subject v Status v Priority v Required Reminder Assigned to gg g y /
Add a key stakeholder to Marketing journey, and start sending emails Not started High v Oct 30, 2023 Alex Truman v
$2 Million $4 Million $6 Million $8 Million
Schedule meeting between customer and Forex specialist Not started High v Nov 1, 2023 Jack Altman v
Not started Low Dec 12,2023 Alex Truman (+) ERERitng
Term Loans _
Document Checklist Items (1) New corporate Creait Cord |
Name v Status v Document type v Required Instructions v overaratt [
Latest audited financials v B Drill into report to see details
View Report
V' Basic Details L

Client insights to help fuel effective strategies

Sources:Celent,McKinsey,Accenture



Contextual Alerts




GA in Nov. ‘24

Contextual Alerts
Increase efficiency with prebuilt alerts for bankers and wealth advisors

Al'Y Q Search Salesforce

8272220

Wealth Management Accounts Vv Eriko Miyazaki

Alert bankers and wealth
::] Eriko Miyazaki [ =+ Follow ] ( Edit ’ New Deal ‘ New Interaction ’v] .
R managers based on signals and

Total Financial Accounts AUM Last Interaction Next Interactions Investment Objective ‘ .

.
$1,117,902.38 $240,897.00 Nove 30, 2023 June 30, 2024 Aggressive Growth b e h aVI O rS

] Alerts (8) Files (2)

@® The client's credit card utilization ratio, now exceeding 90%, is a key factor in their credit score; maintaining a lower ratio is crucial for good credit . Household Planning 2023013102

® Large direct deposit from employer received April 10, 2024, in the amount of $10,498, which could indicate a change in their financial situation. Jan 31, 2023 - 2MB - PDF

Simulation Result 20230131_02

Feb 05, 2023 - 1.2MB - PDF Activate alerts qUiCkIy With
B cash Fow guided setup to configure an

® This client consistently has $300 remaining each month after covering income and expenses, presenting an opportunity to put into savings.

KNG

All Members v All Accounts v 12 Months v Activity Notes'&iFjles
T Total Expense ® Total Surplus @ New Task New Event  Email Log a Call a I e rt I n a b O Ut 5 m I n u teS
$105,821 $80,531 $25,290 Create a task Add

Filters: All time « All activities + All types

Average Monthly Income © Average Monthly Expense © Average Monthly Surplus ©

$8,818 $6,711 $2,107

Refresh « Expand All « View All

v/ Upcoming & Overdue

Monthly Cash Flow

. L Ll .
> resent pi o dlient/1s23 (= v o D ductivit th
® swcan O irecumn resn s o e rive productivity with a
A 2023 You have an upcoming task witl our customer
o income $6.250 | P v e .
ncome 5
v — prebuilt library of alerts
> . g
q Surplus $1,148 Identify plan risk 7/01/23 | v
46,000 You have an upcoming task
$4,000
- II il I Ul At
] m N %
$0 = . .
Oct 2022 Nov Dec Jan 2023 Feb Mar Apr May Jun Jul Aug  Sep2023 > Planning meeting 946 AM | Today | ¥
Lets get together to review the program
@ Income @ Expense structure for BA Economics Program.

Time Feb 23,2015 11:00am - 12:00pm
Details Related Budget Income / Expense Location 300 Pike St, San Francisco CA




GA in Nov. ‘24

Contextual Alerts

Increase efficiency with prebuilt alerts for bankers and wealth advisors

’ Q Search Salesforce [E ’) ¢ ‘_‘ e

Set Up Home  Object Manager vV

{' Quick Find ]
Setup

Set Up Contextual Alerts

Setup Home
ADMINISTRATION

Users Contextual Alerts for Financial Services Cloud Enabled

Activate Contextual Alerts, leveraging data-driven signals and behaviors from Data Cloud to share insights about your customers. —
Data @M
=

Configure an alert in
about 5 minutes using
guided setup

Organizational steps

. 4 Begin Setup
Set up Record Alerts for your organization to enable Contextual Alerts

> Apps 1
V' Feature Settings

V' Financial Services

| Contextual Alerts - Explore library

Learn about our pre-configured Contextual Alerts, which you can
Contextual Alerts S
Enable your team anticipate customer needs and take activate.

M ' Analytics action to improve financial health wellness.
- Follow the simple set up steps to unleash financial
- M\”""‘WW Chatter success and transform customer interactions. Activate and modify Contextual Alerts
3 Set up Data Cloud Action Targets for each Contextual Alert, use the pre-
Data.com

configured Flow template to activate, and customize chosen alerts

Digital Experiences

Functions Monitor Contextual Alerts Digital Wallet
Home

Credits remaining - 0%

Marketing

Quip Aligned with your calendar-based usage

Credit Balance: Credits Consumed: Total Credits: Expiration Date:




» -

Contextual Alerts

Increase efficiency with a library of prebuilt alerts for bankers and wealth advisors

Set Up

Setup Home
ADMINISTRATION
Users
Data
Email
PLATFORM TOOLS
> Apps
V' Feature Settings
V' Financial Service
Contextual Ale
Analytics
Chatter
Data.com
Digital Experiences

Functions

Home

. Marketing

Quip

Explore the Contextual Alerts library (15)

Q Search Salesforce

Here's a list of Contextual Alerts. All alerts need a one-time setup.

Q Expense Runway

Benefit
Indicates a client's expense runway, measuring
how long they can cover expenses with funds.

Calculated insight
Average Monthly Expenditure Cover

g Credit Utilization

Benefit
Indicates when a client is nearing a high
utilization on their credit card.

Calculated insight
Credit Utilization Ratio

u Large Deposit

Benefit
Indicates when a client has faced a significant
deposit in one of their financial accounts.

Calculated insight
Large Deposit

Q Assets To Liabilities Ratio

g Large Expense

Benefit
Indicates when a client has faced a significant
expense in one of their financial accounts.

Calculated insight
Large Expense

g Cash Diversification

Benefit
Indicates when a client’s emergency fund has
been exceeded

Calculated insight
Cash Diversification

Q Account Wallet Share

Benefit
Indicates client’s wallet share, representing
accounts under management to held away.

Calculated insight
Account Wallet Share

Q Cash Flow Summary

[{' Activate Contextual Alerts

Q Cash Inflow Spend Rate

Benefit
Indicates when a client has spent a high
percentage of income on expenditure.

Calculated insight
Cash Inflow Spend Rate

Q Savings Opportunity

Benefit
Indicates when a client has a consistent amount
per month that can be redistributed into savings

Calculated insight
Savings Opportunity

Q Goal Achievement

Benefit
Indicates when a client is nearing completion on
achieving their financial goal

Calculated insight
Goal Achievement

Q Contextual Alert Title

GA in Nov. ‘24

(

Spending )

Expense Runway

Large Expense

Percentage of Cash Inflow Spent
Cash Flow Summary

Credit Utilization

(

Savings )

n Setup

2 library

Cash Diversification
Savings Opportunity
Large Deposit

(

Financial Asset & Liabilities )

Total Outstanding Credit
Percentage of Assets to Liabilities

Other Alerts )

tion Date:

Financial Account Balance Wallet Share
Goal Achievement
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Wealth Management Fact Finding m
Deepen customer trust by understanding clients’ needs to provide tailored advice

. Al v Q  Search Accounts and more [%]+] 204 e

it B Al Kot il e Assess risk tolerance by

h capturing financial answers
o using an intuitive user interface

Questionnaire for ﬁnanCial adVisorS.

1. At what age would you like to retire

Client Fact Finding Questionnaire

@ . 55

Personalize the assessment to

s e s O meet you firm’s standards by

ot & customizing an OOTB
experience

If yes, how many years experience of these products do you have

[ 1-3 years I

What are your investment objectives

i Growth ]

What is your investment horizon?

(2 monts | View risk tolerance scores and
3. What is your attitude to portfolio fluctuation versus potential for growth V a I I h isto ri Ca I Iy CO m p I eted fa Ct

(® 1 would prefer the maximum return, even if there is risk involved

(O 1 would prefer a lower return with more modest risk of swings in the value of my portfolio ﬁ n d i n g a SS eSS m e n tS

(O 1 would prefer a low return in order to minimise any swings in my portfolio, even if the value doesn't keep up with inflation

4. What is your typical attitude when making important financial decisionst

(® Adventurous
O Average

C)‘ Cautious

5. In order to reach your financial goals would you prefer




Wedalth Management Fact Finding

Deepen customer trust by understanding clients’ needs to provide tailored advice

. Al v | Q  Search Accounts and more. (x|~ 2G4 e

235 Wealth Management  Accounts v Bryan Lewis v x
A it
SR . =+ Follow Edit New Deal New Interaction
Bryan Lewis
Total Financial Accounts AUM Last Interaction Next Interaction Risk Tolerance
$1,117,902.00 $240,000 Jan 31, 2023 Mar 30, 2023 High
Details Related Assessments m Files (2) Add Files

7L Lewis Household Planning 20230131_02

View the risk tolerance score
and all historically completed || I

Sort by Last Modified Date. All Assessments Feb 05, 2023 - 1.2MB - PDF

fact finding assessments. —— =
Ex port t he quest ions and

2024-10-30 10:00am 86 High

Activity Notes & Files

New Task =~ New Event  Email Log a Call

answers for the client. -

‘ m Cash Flow Account  Adv Checking 0011, Bank of Ame... w Duration ~ Last12months  w Filters: All time - Al actvites - All types | Y/
Refresh « Expand All « View All
Total Income @ Total Expense @ Total Surplus @
$105,821 $80,531 $25,290 ¥ Upcotsing & Overdie

Present plan progress to client 7/15/23 v

You have an upcoming task with Karen Lewis

Avg. Monthly Income €@ Avg. Monthly Expense €@ Avg. Monthly Surplus €@
$8'81 8 $6'71 1 $2l1 07 > Identify plan risk 7/01/23 | v
i You have an upcoming task
@® Bargraph () Line graph Sep 2023 [
Income $6,250
$10,000 $5.102 v June - 2022
Surplus $1,148
$8,000 > Planning meeting 9:46 AM | Today ¥

Lets get together to review the program

$6,000
l . structure for BA Economics Program.
$4,000 . .
R [ BT Time Feb 23,2015 11:00am - 12:00pm
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