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Wealthy	  Families	  Need	  You	  

In	  2012,	  there	  were	  44,934	  UHNWIs	  in	  the	  U.S.,	  with	  an	  average	  
wealth	  of	  $135	  million	  per	  person.	  This	  number	  is	  expected	  to	  
increase	  by	  68%	  by	  2017	  

	  	  

	  

	  	  

	  

	  

Sources:	  ¹WealthInsight,	  “The	  U.S.	  2013	  Wealth	  Book”,	  October	  2013,	  p.	  8.;	  ² Domhoff, G.W., Wealth, Income, and Power, Who Rules America?  
Retrieved from http://whorulesamerica.net/power/wealth.html. February, 2013.;	  ³U.S.	  Trust,	  “U.S.	  Trust	  Insights	  on	  Wealth	  and	  Worth:	  2012	  
Highlights”,	  2012,	  p.	  30.	  

42%  
of Total Financial 
Wealth in the U.S. 

Controlled  

by Top 1% of 
Families  

Most	  wealthy	  individuals	  have	  a	  professional	  advisor	  for	  investment	  management,	  tax	  
planning	  and	  estate	  planning,	  but	  do	  not	  have	  anyone	  advising	  them	  on	  more	  complex,	  

emo:onal	  intergenera:onal	  issues	  and	  legacy	  planning.³	  



They	  are	  Increasingly	  Complex	  



70%	  of	  wealth	  
is	  gone	  by	  the	  

second	  
genera6on¹	  	  

How	  Hard	  is	  it	  to	  Sustain	  Family	  Wealth?	  

Sources:	  ¹	  Roy	  Williams	  and	  Vic	  Preisser,	  Philanthropy,	  Heirs	  &	  Values,	  2005,	  Appendix	  B,	  p.	  149.;	  ²	  Roy	  Williams,	  For	  Love	  &	  Money:	  A	  Comprehensive	  Guide	  to	  the	  
Successful	  Genera=onal	  Transfer	  of	  Wealth,	  1997.	  	  

Only	  10%	  of	  families	  	  
transcend	  

Shirtsleeves-‐to-‐
Shirtsleeves2	  

90%	  of	  wealth	  is	  
gone	  by	  the	  end	  of	  

the	  third	  
genera6on	  

Sta6s6cally,	  most	  
families	  	  

fail	  to	  preserve	  
wealth	  across	  

mul6ple	  
genera6ons	  	  	  



What	  Causes	  Wealth	  Transfer	  to	  Fail?	  	  

*Trust	  refers	  to	  reliability,	  sincerity	  and	  competence.	  Source	  :	  Roy	  Williams	  and	  Vic	  Preisser,	  “The	  Future	  of	  Estate	  Planning”,	  The	  Journal	  of	  Wealth	  Management	  for	  Estate-‐Planning	  
Professionals,	  The	  William	  Group,	  June	  2010,	  p.45.	  

A	  Williams	  Group	  study	  suggests	  that	  wealth	  
transfers	  fail	  due	  to	  the	  following	  causes:	  

•  60%	  Breakdown	  of	  communica=on	  and	  trust*	  within	  

the	  family	  unit	  	  

•  25%	  Heirs	  being	  inadequately	  prepared	  

•  15%	  Other	  causes	  such	  as	  tax	  considera=ons,	  legal	  

issues,	  mission	  planning,	  etc.	  



Legacy	  Planning	  

Among	  Boomers	  (47-‐66)	  and	  Elders	  
(72+),	  family	  stories,	  personal	  
possessions,	  and	  financial	  inheritance	  
rank	  the	  highest	  in	  Legacy	  importance	  	  

Four	  pillars	  of	  a	  successful	  legacy	  plan:	  
1.  Values	  and	  life	  lessons	  
2.  Instruc=ons	  and	  wishes	  to	  be	  filled	  
3.  Personal	  possessions	  of	  emo=onal	  value	  	  

4.  Financial	  assets	  and	  real	  estate	  
	  

	  

Legacy	  Planning:	  What	  ranks	  
highest	  in	  importance?	  

Sources:	  Data	  reproduced	  from	  Allianz,	  “The	  Allianz	  American	  Legacies	  Pulse	  Survey”,	  2012,	  p.	  5.	  



What	  is	  Important	  to	  Families?	  
	  

	  “Talking	  to	  my	  children	  
helps	  me	  understand	  their	  
wishes	  for	  my	  inheritance.”	  

68% of Elders 
“agree” with 
each statement  

Sources:	  The	  Allianz	  American	  Legacies	  Study.	  

“It	  is	  extremely	  important	  to	  
me	  that	  future	  genera<ons	  
remember	  my	  parents	  and	  
what	  ma>ered	  to	  them.”	  

“Family	  stories	  are	  very	  
important	  for	  preserving	  

family	  history	  and	  
memories.”	  

“It	  is	  my	  responsibility	  to	  
ini<ate	  a	  conversa<on	  with	  
my	  children	  about	  legacy.”	  

53% of Elders & 
75% of Boomers 
“agree” 

74% of Elders & 
86% of Boomers 
“agree” 



What	  Can	  Families	  Do	  
	  

to	  alter	  the	  proverb:	  	  

“From	  Shirtsleeves	  to	  Shirtsleeves	  in	  
Three	  Genera=ons”	  



Theore=cal	  Turing	  Point	  

“A	  family’s	  wealth	  consists	  primarily	  of	  its:	  	  	  
•  Human	  capital	  

– The	  individuals	  who	  make	  up	  the	  family	  

•  Intellectual	  capital	  
– Everything	  each	  individual	  family	  member	  knows	  

•  Financial	  capital	  
•  Social	  capital—how	  family	  members	  engage	  
with	  society	  	  



Inten=onal	  Wealth	  



Best	  Prac=ces	  of	  the	  10%	  
A.  En=tlement	  to	  Empowerment	  
B.  Define	  Values	  and	  Purpose	  
C.  Communica=on	  and	  Connec=on	  
D.  Preparing	  Heirs	  
E.  Benng	  on	  the	  Jockey	  
F.  Stewardship	  and	  Suppor=ng	  Individual	  

Development	  
G.  Rebuilding	  a	  Damaged	  Family	  Culture	  



En=tlement	  to	  Empowerment	  



Define	  Values	  and	  Purpose	  

Smith Family Guiding Values:


Smith Family Purpose:




Communica=on	  &	  Connec=on	  



Preparing	  Heirs	  



Benng	  on	  the	  Jockey	  

	  
	  
	  
	  
	  
	  
	  

The	  role	  of	  the	  Trusted	  Advisor	  



Stewardship	  and	  Suppor=ng	  
Individual	  Development	  

“The bond that links your true 
family is not one of blood, but of 
respect and joy in each other’s 
life.”


~ Richard Bach




Crea=ng	  a	  Healthy	  Family	  Culture	  



Rebuilding	  a	  Damaged	  Family	  Culture	  



Family	  Systems	  Theory	  

•  Family	  viewed	  as	  a	  unit	  with	  each	  family	  
member	  playing	  a	  dis=nct	  role.	  	  

	  

•  The	  family	  unit	  has	  it’s	  own	  set	  of	  rules	  
and	  behaviors	  which	  members	  operate	  
within.	  	  	  

	  

•  Maintaining	  the	  same	  pa/ern	  of	  
behaviors	  within	  a	  system	  may	  lead	  to	  
balance	  in	  the	  family	  system,	  but	  also	  to	  
dysfunc=on	  

Source:  www.geopro.com 

As	  an	  advisor,	  it’s	  important	  to	  know	  the	  system	  that	  is	  already	  in	  place	  upon	  entering	  their	  personal	  
family	  circle.	  You	  must	  remember	  when	  to	  accommodate	  a	  role	  and	  when	  you	  are	  being	  biased	  towards	  a	  
role.	  
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