The Everything Program

Synopsis: Here’s a rare example of an all-in-one software
solution that is rated at or above best-of-breed in all of its

categories.

Takeaways: The customizable dashboard can display very
different information for people who work at different roles.
Alerts, the new trading/rebalancing feature and access across
the internal tech stack provide operational convenience.

0 company participating
in our annual T3/Inside
Information Software

Survey was more pleased with the
final results than the all-in-one
program called Advyzon (https://
www.advyzon.com/main/index.
html). In the survey, 300 or so
programs received user ratings,
where we averaged all the survey
participant ratings on a scale of
1-10—and any composite rating
over 7.0 is considered extraordi-
nary and indicative of high levels
of customer loyalty. Advyzon re-
ceived an 8.18 user rating for its
CRM component, an 8.49 rating
on its portfolio management ca-
pabilities, and it led the all-in-one
category, by a high margin, with
an 8.33 rating.

The easy-to-draw conclu-
sion is that the people who use the
program really like it. And it is
certainly attractive to have one in-
tegrated solution that combines so
much client data in one integrated
package. So I had to wonder why
Advyzon didn’t have a dominant
market share in any of these cat-
egories.

One possible answer is

that, despite the advanced feature
set and internal integrations, the
program, until recently, lacked
a capability that most advisors
regard as necessary to a fully-
functioning portfolio management
solution. That was addressed last
April, when Advyzon announced

|
Any Software Survey
user rating over 7.0 is
extraordinary. Advyzon's
were consistently
over 8.0.

that it had added Quantum Rebal-
ancer, a full-featured trading, re-
balancing and tax-loss harvesting
component to the program.

In addition, the company
added a new dashboard that can
function as a company-manage-
ment platform, which offers aggre-
gate information on the business
as a whole, fully customizable so
that different users can work with
different dashboard views. And
the CRM now includes a calendar
feature that allows each individual
at the firm to synchronize their
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schedules and see at a glance what
client or staff meetings are coming
up.

But I think another rea-
son why one of the highest-rated
software programs in the advisor
space is still flying under the radar
is that, like a lot of the higher-rat-
ed firms in our survey, it puts more
effort into functionality, customer
service and the user interface than
it does in marketing.

For many advisors, the
question is: what is this all-in-one
program, and what can it do for
our firm?

Dashboard widgets

Advyzon was born almost
accidentally, back in 2012. The
founder, Hailin Li, had been the
chief architect for Morningstar of-
fice, and in that role he proposed a
very ambitious development agen-
da that would, if implemented,
have propelled Morningstar Office
to the forefront of advisor technol-
ogy. Ultimately, Morningstar de-
cided to acquire rather than build
various tech components, and Li
decided to leave and follow his
own blueprint with an indepen-
dent firm—building every feature
in-house.

The portfolio management
tool was launched in 2014, with
zero marketing and a small core
of enthusiastic beta users. The
CRM, client portal and billing fea-
tures were included when the pro-
gram was first made available to
the broader advisor marketplace.
“Everything we have is propri-
etary,” says John Mackowiak, Ad-
vyzon’s marketing director who
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Dueling Dashboards: What the CEO might configure Advyzon's opening screen to look like (above) vs. what
advisor might see (below). A customized compliance view (next page, top) is also possible.
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had been the first marketing man-
ager for Morningstar Office back
in the day. “And that has allowed
us to tightly control the user expe-
rience. The survey ratings, a lot
of that has to do with being able to
focus on our users.”
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Portfolio Growth

s

The program today includes
the core reporting and billing, a
document management system, a
white-labeled client portal with a
mobile app, the CRM, a Growth
Suite that functions as a busi-
ness management tool (and which

benefits from having so much of
the client and company metrics/
data/information stored within the
program), and the new Quantum
trading/rebalancing functionality.
Three years ago, the entire user
interface was refreshed, and the
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dashboard become customizable,
where each user can drag and drop
any of the 48 different “widgets”
that display information from the
different components anywhere
on the screen.

That means that individ-
ual advisors might have a screen
showing recent prospects, top 10
clients by investment assets, re-
cent emails, recent notes, alerts,
client settings and a window
into MoneyGuidePro. The chief
compliance officer might see the
regulatory AUM and unmanaged
assets, discretionary and nondis-
cretionary, and AUM by client
category (item 5 on the ADV),
broken out by individual clients,
multiple clients , trusts, etc.—and,
from the CRM, the dates that the
ADV had been delivered to each
client.

The CEO, meanwhile,
might have a screen which dis-
plays the firm’s total AUM and
any changes over different time
periods, firm asset allocation, new
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and closed accounts, gross rev-
enue growth, distribution of cli-
ent fees, distribution of revenue
by client age and maybe the firm’s
top ten holdings. The operations
manager or COO would see the
widgets showing workflows in
progress, new accounts, ByAllAc-
counts in error status, projects in
progress, recent documents, and
advisory contracts and notices.

Whoever is managing cli-
ent investments (CEO, CIO, advi-
sor) would see the firm asset allo-
cation in one window, plus AUM
performance, active accounts by
custodian, top and bottom ten in-
vestment performers, and the per-
formance of the various model
portfolios.

“This is the best example
of why it’s helpful to consolidate
all the technology and have six
different applications all running
together,” says Mackowiak. “Sup-
pose a client calls in unexpectedly
with a specific question and then
brings up some broader issue,’
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he continues. “You can see, all
in one place, all the recent com-
munications that anyone has had
with that client, the notes from the
meetings, phone calls and emails,
plus the account information.”

The screen will include
widget access to the document
management feature, so the advi-
sor can look at client tax docu-
ments or quarterly statements, and
another widget might access the
CRM to display the contact in-
formation for the attorney(s) and
CPA(s) that the client works with.
And, of course, the next review/
meeting date. The client’s most
recent financial plan would be on
the screen as well.

Each user can click on any
of these widgets to get more de-
tailed information. “The goal is to
get the advisor up to speed on that
client instantly, instead of having
to go to the reporting system, and
then the CRM and then the docu-
ment management system,” says
Mackowiak. “You aren’t bounc-
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ing around among different pro-
grams looking for what you need
to provide your advice.”

CRM functions

Of course, each member of
the staff will live in different parts
of the program, and access deeper
levels of functionality. Advyzon’s
CRM functions as a fact finder

workflow template that the op-
erations team can use to break a
broad activity (client onboarding,
meeting preparation) into stages,
which are then broken down into
specific tasks that are assigned, in
sequence, to different members of
the staff.

Once a stage is complete,
the next one is initiated, the next
person is alerted to the first task

|
Advyzon's CRM functions as a data gathering
instrument, then an onboarding tool,
and finally as a scheduler and
workflow engine.

tool, so prospects and clients can
enter their own data online; advi-
sors can send an invitation to the
prospects, choosing what is re-
quired or not required, and start a
back-and-forth data gathering pro-
cess before the first meeting.

From there, the CRM be-
comes an account opening tool that
pulls in the required documents
from Schwab, Fidelity, TDAI and
Pershing. “The CRM will popu-
late the required forms, which,
according to a study, cuts down
NIGOs by 94%,” says Mackow-
iak. “There was an article about
an advisor in Los Angeles who is a
surfer,” he continues. “He would
meet people surfing, and give
them a link on their phone to his
fact-finder, so they could kick the
whole process off, and he would
complete it with our digital ac-
count opening tools.”

The CRM also includes
a workflow engine which feeds
into the task widget. There’s a

of that new stage, and so on un-
til the activity is completed. “You
can always go into an individual
client record and initiate a work-
flow manually,” says Mackowiak.
“But in most cases, as soon as
somebody moves from prospect to
client, the workflow is automati-
cally triggered.” Schedule a cli-
ent meeting, and two weeks or a
month prior to the meeting date,
the CRM will trigger the meeting
preparation workflow.

Finally, the CRM drives
an alerts tool that accesses all the
data from the various components
of the feature set. If the client’s
cash balance drops below the fees
that are about to be debited, there’s
an alert. The system tells advisors
when to schedule the next meeting
with individual clients—and some
can be on quarterly, semi-annual
or annual schedules. Has a par-
ticular client uploaded a requested
document into the document man-
agement system yet? Has the cli-

ent met with the attorney to get the
estate documents finalized?

Portfolio management functions

Portfolio managers can
start with the same total list of
clients households, but their first
click will access aggregate or indi-
vidual portfolio data. Each portfo-
lio’s risk and return statistics that
are listed underneath the opening
performance graph, and both will
display for different (customiz-
able) time periods. The report-
ing capabilities will break down
the client’s allocations according
to (this seems like overkill) 41
different asset classes. (The ad-
visor can group them together to
simplify the asset allocation donut
chart.)

The trading and rebalanc-
ing function (Quantum) is the new-
est set of features. One-off trades
can be specified in Advyzon and
then executed with a click-through
to the custodian. If there’s a need
to replace an ETF or fund with an-
other one, they can trade a sleeve
of the model portfolios for all cli-
ents as a single transaction. Advi-
sors can also use Advyzon to cre-
ate those model portfolios step by
step, from the broad allocations to
more specific sub-categories, and
finally accessing the individual
ETFs, funds or securities that be-
come the underlying investments.

Typically an advisor would
click on a client household, and
see the aggregated market value,
the risk tolerance score (there’s a
Riskalyze integration), the Mon-
eyGuidePro confidence meter, and
with a click, he or she can dig into

Inside Information

August 2022



Dashboard

Today's Opportunities

$16,910,119.07 »

Tax Loss Harvest Opportunities

Tax Loss Harvesting &

Out of Balance Portfolios

Out of Modal Tolerance

Cash Management

High Cash (T
Raise Cash Needs < 10 Days ©

Cut of Balance

Name Partfolio Type

A Royal Family Trust Account
th, Wil Client

Totalk 108 &

Data Readiness:

u Pertionns wilh Beconcalation issues

Portinkos Missing Clrstodian Cost

& Linrealized Loss n Undesperforming Assst &1 o
AUM by Model
14  CashoOutof Tolerance 14
o Models
B 5
A1 New Cash @ 0
i -l Out of Baance 10 Model

#of Outol
Current Asset Target Asset
Balanced Max Variance Rebalanci
ABseation ABlecation H 1
(% (9] 3 2508% Outof B
-
% ' Q 59 8.00% Outof B

Page 19

LastUpdated O727/2022081851PM @ @O O

n Securilins Not Classmod

Porfalo Securilies with Stas Price
L L

° Portfolion Without Models

AUM  #of Portfolios

[ ] $4587,017.35 7
® $4384450.93 z
® $3,863.375.03 .
® $3490,854.20 25
® 857542147 1

& Griswold, Clark &Ellen (EED ~ & o0 Maskowisk (Advyzon) a2 B X
<7 Griswold, Clark & Ellen Mariet Ve O3 As of 3 pm CSTO7/27/2002 Members AISA & Mema
b ° §2,117,264.53 $0.00 (0.00%) @ Click here 1o dd your mema...
(1) G58-7AT Ve
s Avllsble Cath Nait Reviaw Dt 07/23/2020
T Chasit 1t $7.237.35 e - &5
Advyzon's Quantum trad- g a3n ot acet s et Acton Date 1o clent T53
ing/rebalancing daSh— Overview =] t w & i w (3 pocuments @ Chent Portal i Rebalancer - 2 Workspace
B Overvie B Tredes A dlerts €8 [E Prote
board (top) allows the -
. . . Model 50740 Blend Rebalance Setting: Griswald, Clark & Ellen Settings Rebalance Level: ModelDefault) Optimized Rebalance: Yes (50%)
CIO or advisor to dig into ~ swssees v e R T
the Clien[ SpeCl:ﬁCS (below) Asset Allocation Super Asset Class a Portfolio Drift E [ SuperAssetClass %)
for rebalancing or tax-
. Bty 1 m
loss harvesting.
Current Target P
Valwe Value Valoe
Fuea icome [
Current Vahue | Target Value Proposed Value (0. o N
® Equity 54.24% (5764 60.00% 60.99% (0.99%,
@ Fixed Income 3494%( 40.00% 38.76%
Cash 0.35% (0. 35% 0.00% 0.25% (0.25% kool :
Other 10.46% (10 46% 0.00% 0.00% (0.00% .y " . " i L =

the gain/loss and performance in-
formation overall and with each
individual holding. The screen
will show any required minimum
distributions next to the cash
available.

The automated rebalancing
feature is primarily set for model

| Currentvalue W Target Vaise

portfolios, but advisors can also
set it up for portfolio-by-portfolio
views. In either case, the advi-
sor would specify tolerance and/
or time intervals for automated
rebalancing, and Advyzon will
produce a set of proposed trades
that advisors can review, which

| Proposed Value Lewer Bound - ipper Bound

also shows short/long term gains
or losses on each individual trade
at the lot level, selecting the most
advantageous lots to trade from a
tax standpoint. Advisors can ap-
prove or cancel any of the trades
before uploading them to the or-
der blotter. If the advisory firm is
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working with multiple custodians,
Advyzon will recognize which
custodians to send the trades to.
Portfolio managers can
also call up positions that have
significant losses according to tol-
erances set by the firm, on a global
or individual account basis. For
individual accounts, these can be
sorted from largest to smallest.
Advyzon has a tool that automati-

ed “do not sell” category.

When clients put new cash
into an account, advisors can see
the portfolio drift of different as-
set classes, sub-asset classes and
individual investments, and use
the cash to shore up positions that
are below tolerance. They can en-
ter a proposed trade and see the
impact on the overall asset mix
vs. the initial one before sending

|
The new Quantum trading/rebalancing
features include automatic drift monitoring,
automated rebalancing and the ability to see the impact
on the portfolio before pulling the trigger.

cally presents equivalent replace-
ment securities (which could
be individual equities, ETFs or
funds) to the assets whose losses
will be harvested, that can be held
for the required 30 days before the
original assets can be repurchased.

Advisors can set the sys-
tem so that the trades for any in-
dividual household won’t exceed
harvesting more than $3,000 or
$5,000 (or, of course, other num-
bers) in net capital gains. There’s
a minimum shares setting, so that
advisors aren’t trading four or five
shares at a time, and the rebalances
can be set to include any additional
cash holdings, so that the security
purchases that move the portfolio
back to the original allocation in-
cludes both the cash raised from
the sales of overweighted assets
plus the cash. Across the board,
advisors could specify that they
only want to harvest losses if the
loss is over 5%, and certain legacy
assets can be placed into a protect-

the trade to the custodian for ex-
ecution. The system also calcu-
lates asset location metrics across
households, based on settings en-
tered by the advisor.

The portfolio management
function includes a variety of fee
calculation options, which feed
into the fee billing part of the pro-
gram. Mackowiak says that the
program supports everything that
the firm has come across in the
last 15 years: billing in advance,
arrears, a variety of frequencies,
average balance or end of period
balances, blended or discrete tiers,
is accrued interest counted or not,
should some assets be excluded
from billing globally or individu-
ally, etc., etc. “We advise the ad-
visors we work with to keep this
simple,” he says, “but some of
the firms that we’ve been working
with have dozens of different set-
tings, which means they’re enter-
ing in a lot of individual custom-
izations.”

Mackowiak adds that after
a conversion from a different port-
folio management firm, a large ad-
visor was able to reduce the billing
and reporting from several days at
the end of the quarter to as little as
ten minutes. “Depending on the
custodian, we can download and
upload the fee file, with all the for-
mats built in, and it will push that
right over. The statement page is
automated, so every client will re-
ceive a single PDF, with a cover
page, a couple of pages of content
and a billing statement, all gener-
ated automatically.”

At the request of users, Ad-
vyzon added a workflow around
the fee billing and statement pro-
cess, so that some member of the
staff could check them for errors
before they were sent to the custo-
dian and client.

The reporting engine,
meanwhile, is built for custom-
ization— which, these days, is not
unusual, but Mackowiak says the
look and feel is different now than
it was a year ago.

“We received feedback
from a couple of large breakaway
teams that came to us after look-
ing at Orion and Black Diamond,”
he explains. “They complained
that the level of reporting in the
advisor world was not as well-
designed and crisp as what they
had at the wirehouse,” Mackowiak
adds. “So we embarked on a to-
tal rewrite of ReportBuilder, that
could pull in data from everywhere
in the program, with a new look
and feel that incorporates gradient
and coloring that add to the polish
of the report—all customized by
the advisory firm.”
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Document management features

According to our Software
Survey, many advisors are gravitat-
ing to non-industry-specific docu-
ment management systems, or sim-
ply using folders in Windows to
sort them by client. But Advyzon’s
document management capabilities
illustrate the advantages of using a
system designed for advisors. There
are built-in foddering capabilities,
and documents can be permissioned
to the client portal so clients can
review their own most recent plan,
trust document, will or insurance
policy. Advisors are alerted when-
ever a client uploads a document
PDF, and these are automatically
routed to redundant folders; the cli-
ent agreement, for example, going
in a master compliance file and also
in the client’s individual folder.

“The interesting thing is
that we were finding that advisors
were starting to use the vault feature
with prospects,” says Mackowiak.
“They might say, I'll give you ac-
cess to a vault where you can store
your documents all in one place,”
and based on that convenience, the
prospect would eventually become
aclient. So Advyzon added a portal
specific to prospects.

For existing clients, the
portal is capable of pulling in the
updated (as of yesterday’s close)
MoneyGuidePro financial plan, so
clients can see if they’re still in the
safe zone after yesterdays 1.3% drop
in the S&P 500. They can see their
portfolio information, of course,
and their documents (if permis-
sioned) in a separate vault. Clients
can also pull up their vault, branded
to the advisory firm, on their phone.

Spouses, if they choose, can have
their own different portals.

“We redid the portal with
three things in mind,” says Mack-
owiak. “One was aesthetic, bring
it up to speed with everything else
we’ve been doing around the look
and feel of the program. Second,
we made it very easy to edit. Ver-
sion one of the portal was based on
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ably ought to be mentioned in any
marketing message is the fact that
each advisory firm that uses Advy-
zon is assigned a primary relation-
ship manager, with a team of two or
three people backing him/her up. “I
think a big part of our user ratings in
your survey comes from the service
element,” Mackowiak says. “The
day-in, day-out service we provide,

|
Advyzon's client portal integrates

with MoneyGuidePro,
the portfolio management functionality and

the document management features.
|

ReportBuilder, which, we were told
by users, was a little too much,” he
adds. “Some people would take
those data columns and build some-
thing that generated a lot of scroll-
ing and confusion. So we tightened
it up, made it a better user experi-
ence for both the advisor and cli-
ents. Now it shows the top ten hold-
ings, and you can choose what you
want to display in five columns.”

There’s a Twitter integration
where the investor can see the advi-
sor’s action on social media (should
the advisor want this to be dis-
played), and a bottom line net worth
history that shows how the client’s
total financial situation has changed
(hopefully for the better) over the
life of the relationship.

A final interesting aspect
of Advyzon is the pace of devel-
opment. “We do a major product
release every two months,” says
Mackowiak. “I haven’t figured out
a way to market or communicate
how rapidly we’re developing new
features,” he admits.

Another aspect that prob-

starting with onboarding, imple-
mentation, ongoing support—we
really do go the extra mile.”

He admits that roughly 20%
of Advyzon users are mostly using
it for the asset management func-
tionality, preferring to use another
CRM on the side. This is something
that every all-in-one platform has to
contend with: advisors are simply
accustomed to using different ven-
dors for different aspects of their
tech stack. “But,” says Mackowiak,
once they get the reporting imple-
mented, and see what they can do
when their CRM lives in Advyzon,
they’ll come to us after the fact and
migrate their CRM data over.”

Cost? Advyzon’s $6,500 a
year (up to 150 accounts) should be
compared with what a firm is cur-
rently paying, a la carte, for seven
different software components.
“I think,” Mackowiak adds, “that
we’re almost penalized for being so
cost-effective, because the assump-
tion is going to be that something
is being sacrificed. All I can say to
that is to run through a demo with us
and judge for yourself.”m
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