CAIS Interview Preparation: Advisor Services Analyst/Associate

Prepared by Lolo (Lead Financial Architect) for Lauren

1. The CAIS Thesis & Role Overview

CAIS is a fintech platform designed to democratize access to alternative investments (hedge funds, private equity,
private credit, real estate) for independent financial advisors. Historically, these asset classes have been illiquid,
opaque, and operationally heavy. CAIS solves this by providing a centralized platform for pre-trade education, trade
execution, and post-trade reporting.

The Role: You are not just answering support tickets. CAIS wants an "Operator." You are expected to be the primary
point of contact for financial advisors, guiding them through complex transactions (subscriptions, capital calls,
redemptions). More importantly, you must identify recurring friction points and translate them into scalable, automated

workflows (using Salesforce Service Cloud, low-code tools, and agentic workflows).
2. Core Domain Knowledge: The Alts Lifecycle

To impress the interviewer, you must speak the language of alternative investments fluently:

- Subscriptions: The initial commitment of capital by an investor into a fund.

- AML/KYC (Anti-Money Laundering / Know Your Customer): The regulatory friction point. You must verify the identity of
the investor and the source of funds before they can invest.

- Capital Calls (Drawdowns): In private equity/credit, capital is not deployed all at once. The fund "calls" capital from
investors as deals are made. You will help advisors manage these notices.

- Redemptions: When an investor wants to pull money out. In alts, this is often subject to "lock-up periods" and "gates"
(limits on how much can be withdrawn at once).

- Fund Closings: The final date when a fund stops accepting new capital commitments.

3. Technical & Operational Questions

Q: Walk me through how you would handle a complex subscription process for a new advisor.

A: "l would start by ensuring the advisor understands the specific fund's liquidity terms and lock-ups. Then, | would guide
them through the CAIS platform to initiate the subscription, ensuring all AML/KYC documentation is collected upfront to
prevent downstream delays. My goal is to empower their autonomy, so | would use this as an onboarding opportunity to

show them how to track the status via the platform."

Q: The JD mentions translating recurring needs into scalable workflows. Can you give an example of how you would do
this?

A: "If I notice a spike in inbound tickets regarding capital call deadlines, | wouldn't just answer them manually. | would
map the root cause - perhaps the automated notification isn't clear. | would partner with Product/Tech to design a
Salesforce Service Cloud rule that triggers a proactive, simplified email to advisors 5 days before the deadline, or create
a self-service FAQ module on the dashboard."

Q: How familiar are you with CRM automation and agentic workflows?
A: "l am highly systems-oriented. | understand how to use Salesforce Service Cloud to set up routing logic, queues, and
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rules-based workflows. | am also tracking the shift toward agentic workflows - where Al agents don't just answer
guestions, but execute multi-step tasks like verifying KYC documents against a database before flagging a human."

4. Behavioral Questions (The "Operator” Mindset)

Q: Tell me about a time you had to deal with a frustrated client.

A: (Use the STAR Method). "Situation: A client was frustrated by a delayed transaction. Task: Resolve the issue and
repair the relationship. Action: | immediately took ownership, investigated the bottleneck (e.g., a missing KYC
document), and called the client directly. | didn't just ask for the document; | walked them through the portal to upload it.
Result: The transaction cleared, and | later wrote a quick-reference guide for the team to prevent this specific delay from

happening again."

Q: How do you balance day-to-day client service with long-term process improvement?

A: "l view them as a feedback loop. Every day-to-day client interaction is data. | dedicate a portion of my week to
analyzing the 'metadata’ of my service tickets. If | spend 3 hours a week answering the same question, | know I need to
spend 1 hour writing a process document or proposing a low-code automation to eliminate that ticket entirely."

5. Killer Questions to Ask the Interviewer

1. "The job description mentions 'emerging agentic solutions.' Can you share how CAIS is currently exploring Al or
agentic workflows within Service Cloud to handle post-trade reporting?"

2. "What is the biggest operational friction point currently preventing straight-through processing for your advisors?"

3. "How does the Client Service team currently pass feedback to the Product and Tech teams? Is there a formal
feedback loop for feature requests?"

4. "What does success look like in the first 90 days for this role? Are there specific workflow bottlenecks you want this

person to tackle immediately?"
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