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The Family Office Awards Winners announced – hosted by 
Family Office Magazine & Events

Family Office Magazine is proud to announce the winners of the 
2020 Family Office Awards, the world’s largest awards program 
for the Family Office Space.

The 2020 edition has seen extraordinary, unprecedented 
engagement with votes cast by people from around the world, 
helping to decide the winners of the award for every category.

Sincere congratulations to all of the winners.

• Cover of the Year – Summer 2019
• Person of the Year – Karma Hinduja
• Writer of the Year – Frank Casey
• All Round Contributor of the Year – Pandora Mather-Lees
• Brand of the Year - BMW
• Global Private Bank of the Year – USB Global Family Office
• Private Bank of the Year – ING Bank
• Law Firm of the Year -  Baker McKenzie
• Family Office of the Year - Stonehage Fleming
• Wealth Management Firm of the Year - J.P. Morgan
• Best Conference Provider – Terrapin Conferences
• Best Service provider  - Ernst & Young
• Publication of the Year –  The Economist
• Best Family Office Report - Morgan Stanley,  Single Family Office Best Practices Report

Family Office Awards 2020 The Winners



T h e  d i f f e r e n c e .

T h e  d i f f e r e n c e  i s  t o  b e  s h a r p e r  t h a n  a n y o n e  e l s e .

www.domos.uk

FINE ART

 UK | TEL: + 44 (0) 20 7193 8870 | SKYPE: domosfineart | info@domos.uk | www.domos.uk

ADVISORSDOMOS
SPECIALISTS IN BLUE CHIP WORKS WITH AN EMPHASIS ON 

DUE DILIGENCE IN ART TRANSACTIONS 
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FINDING THE VALUE IN 
DIGITAL CURRENCIES 
by Paul Cliffe, CEO of Block Venture Project

As bitcoin enters its 11th year, regulators around 
the world have started to deal with the dawn of 
cryptocurrencies and their potential to threaten 
financial stability. However, we are also seeing some, 
such as the UK’s Financial Conduct Authority, consider 
digital currencies to hold no intrinsic value. Paul 
Cliffe looks to see if there is any value in these new 
forms of digital assets and whether any investment 
opportunities lie within the crypto economy.

The FCA’s latest guidance was exactly as suspected – 
‘utility’ and ‘exchange’ tokens falling outside of the 
Regulated Activities order, whilst those who have 
issued ‘security’ tokens without due deference to 
existing rules may well feel the full force of regulation 
raining down on them in the near future. However, there 

is an underlying sense from regulators worldwide that 
they consider bitcoin (and other digital assets) to hold 
no ‘intrinsic value.’ Although I disagree with this view, 
I can see how such an opinion is founded.

Sitting at a desk in the City of London, visiting a 
café chain for lunch and taking the tube or an Uber 
back home, it’s hard to imagine a world where those 
governing you may block your bank account so that 
you can’t pay for your journey or your BLT and bottle 
of water. It’s difficult to imagine that your government 
could be on the verge of collapse or that your national 
armed forces are protecting administrative buildings 
from being burnt to the ground by angry protesters.

It is a sign of living in a steady nation state and a 

sign of its healthy economy that you don’t have to 
bundle bank notes into a wheelbarrow and run to 
your nearest market to pay for the ingredients to 
make your lunch.

 Even more so when a wheelbarrow is still worth less 
than the notes that it carries. 

But there are those who aren’t so fortunate to live 
in such relative comfort. Places such as Venezuela, 
Hong Kong, Zimbabwe, and Bolivia have seen 
their currencies crumble in value to the point of 
worthlessness in recent years – for the citizens of 
such nations, Bitcoin has become a de facto ‘currency 
of last resort.’

Taking on this mantle is where the true value of 
bitcoin and other cryptocurrencies lies. We may 
not see a need for it whilst we live in comfort, but 
currencies that are immutable, pseudonymous and 
censorship resistant do hold a place in this world, 
and to the people for whom they are a necessity, 
their true value can be priceless. 

We live in a time where geopolitical risk is not only 
an everyday consideration for investors, it is also a 
threat that should be hedged against. The ‘Blackrock 
geopolitical risk global index’ hit its highest level 
since the Eurozone crisis this year on the back 
of US–China trade tensions, the risk of European 
fragmentation and tensions in the Gulf.

I believe that the characteristics and the true 
demand for bitcoin and other ‘exchange tokens’ act 
as both a non-correlated investment when compared 
with traditional assets and a hedge against an ever 
degrading geopolitical climate. 

Opportunities in digital assets in 2020
As we move into 2020, there is much to look forward 
to in the digital asset arena. Bitcoin’s reward for 
miners is due to halve, potentially creating an 
upward pressure on the price of supposedly 
‘institutional grade’ coins (ones with no history to 
potentially tarnish them).

 Ethereum plans to move from a ‘proof of work’ to 
a ‘proof of stake’ infrastructure, which may cause a 
greater velocity of tokens which aren’t used to stake 
a claim on the network.
We also see speculative opportunities in the race for 
‘Blockchain 2.0’ as projects aiming to create a better 
and more efficient form of decentralised network 
and infrastructure develop to widespread utilisation. 
Given the returns that were on offer the last time an 
infrastructure project created a foundation for new 
opportunities, we see this to be where outsized 
returns over the medium to long term will exist for 
investors.

Furthermore, China has recently announced a change 
of tact regarding blockchain, essentially confirming 
the most populous nation on Earth effectively ’open 
for business’ on blockchain. Although there may 
be an important distinction to be drawn between 
digital assets and blockchain, we still see some 
projects developing in China as potential winners 
from this policy U-turn.

Although it is clear that the ICO experiment – in which 
many blockchain and tech based start-ups raised 
overly generous sums for questionable projects – 
clearly failed (as most non-regulated investment 
markets do), there are still digital assets that have 
become fundamentally sound investments. There 
are some comparisons to be drawn with the ‘dotcom’ 
bubble regarding both the success rates and the 
ostensible failures that we have from the 2017-18 
digital asset bubble.

Of course, it is worth noting that the risks associated 
with digital assets need to be understood and 
evaluated before a decision to allocate one’s 
portfolio accordingly. Should you need advice on 
such matters, we are available to help you find your 
way through the veritable labyrinth that is obtaining 
risk managed exposure to digital assets.

Written by: Paul Cliffe, CEO, Block Venture Project – 
digital asset investment management and advice for 
institutions, family offices and UHNW individuals. 
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 CHARTERWORLD

New Zealand has been booming as a modern holiday 
destination following the success of the Lord of the 
Rings films, which brought the country’s staggering 
wild beauty into the spotlight. It’s a paradise for 
wildlife watchers, hikers, adrenaline seekers and 
watersports lovers, and now it is possible to choose 
your own adventure by water aboard luxury super 
yachts, such as the newly refurbished classic luxury 
charter yacht SEA BREEZE III.

One of the biggest draws to New Zealand in recent 
years has been the America’s Cup and the preceding 
Millennium Cup races, with the first three-day event 
commencing on the 29th of January 2020. Outdoor 
activities and the unique birdlife are two more reasons 
why New Zealand is so popular with groups of all ages, 
and the Hauraki Gulf, where the regattas will take 
place, is filled with amazing islands that have status as 
nature reserves and regional parks. Snorkel and scuba 
dive in the shallows at Goat Island, the incredible 
reefs at Waiheke Island or the breathtaking wall dives 

and caverns at the Mokohinau Islands. Whales and 
dolphins frequently swim through the area, and the 
curious fish take their time to swim away, unafraid of 
humans within the protected waters.

The Poor Knights Islands to the north are one of the 
world’s most prestigious dive spots; however, for 
those who want nothing more than a tropical sandy 
beach, the northern peninsula delivers in abundance. 
Walk the endless soft sands at Pakiri Regional Park, or 
the white sand beaches up at Great Exhibition Bay.

Elsewhere, Napier along the southeast coast was 
restored in beautiful art deco style after an earthquake 
in 1931, and if you’re running low on wine on board, 
then there are choice vineyards in the area for a day of 
wine tasting amongst some of New Zealand’s oldest 
wineries.

On the western coast opposite Auckland are the 
beautiful and dramatic black sand beaches of Piha, 

EXPLORING NEW ZEALAND ON LUXURY 
CHARTER YACHT SEA BREEZE III 

while a cruise down the western coast will take 
guests past the imposing sight of Mount Taranaki, 
where visitors can stop and ski if there is still snow 
on the slopes. Kapiti Island is a wildlife sanctuary and 
breeding ground for two of New Zealand’s five kiwi 
species. It also has some excellent snorkeling and 
scuba dive sites, including kelp meadows, caves and 
walls.
For a change from the dining settings aboard SEA 
BREEZE III, Wellington has an award-winning selection 
to accompany an evening of nighttime entertainments. 
The capital is also the next best place to Auckland for 
shopping opportunities, with arts galleries, museums 
and other cultural attractions throughout its streets.

Farther south, the Abel Tasman area is home to sea 
turtles, and there is one uninhabited island after 
another for partying under the stars in complete 
privacy. The Marlborough area has a large selection 
of vineyards for more wine tasting or a day hiking 
and biking through scenic countryside, and far to 
the south is the Fiordland National Park, home to the 
iconic Milford Sound. A trip to Stewart Island offers 
the chance for paddle boarding and kayaking in the 
shallows before a day of exploring on foot to see the 
famous kiwi, inquisitive kaka and flighty fantails.

For bird watching, sunbathing and water sports truly 
away from the crowds, make use of the long-distance 
possibilities of SEA BREEZE III to reach Chatham Island, 

home to Forbes’ parakeet, the magenta petrel and the 
black robin.

About the beautiful SEA BREEZE III
Built in 1976, her timeless wood-paneled interiors 
provide the perfect ambiance for a special occasion, 
while still enjoying all the modern day comforts. 
Watch the America’s Cup or Millennium Cup from 
Auckland’s Viaduct harbour and host up to 60 guests 
on board during the regattas...or keep the treat to 
yourselves and four other family members as you 
sail from the northern tropics to the misty southern 
sounds.

There are five different entertainment areas on board 
for large events, or even for variety from day-to-day: 
The main salon and skylounge give the adults and kids 
alike the chance to spend time on their own interests, 
and the foredeck has a spectacular sunbathing area, 
with a large Jacuzzi as its centrepiece.

The master suite and two twin cabins all have en-
suite facilities finished in high quality marble, air 
conditioning and TV entertainment for a sumptuous 
place to unwind after a fun-filled day that may or may 
not involve the 10-foot tall floating unicorn ‘bar.’ The 
array of water toys on board is designed for all activity 
levels and includes towable toys, paddleboards, 
kayaks, snorkeling equipment and fishing gear. New 
Zealand waters are filled with delectable treats, and 
an on board barbeque could be grilling up a mouth-
watering kingfish, snapper or blue cod for lunch.

Article by Rachael Steele/CharterWorld.com
For more info: world.reservations@charterworld.com 
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Writer of the Year

because it went against their ex-military officers’ 
creed of “Duty, Honour and Country.”

Had the SEC been paying attention to Casey and the 
team, investors would not have suffered billions of 
dollars in losses.  Regulators at the SEC, who were 
mostly attorneys, could never grasp the fraud.  
Madoff succeeded not only because of the SEC, 
but also because a number of banks and feeder-
funds were willfully blind as they were making 
money from his business.  “Madoff’s Ponzi grew 
exponentially because of a lack of transparency and 
third-party verification.  Stakeholders may avoid 
manager complacency, incompetence or complicity 
via proper oversight,” Casey said.

After a select review of her trust fund documents, 
Casey immediately saw similarities between Ponzi 
Asset Fraud, such as the $50-billion Bernard Madoff 
Ponzi Scheme, and Ponzi Debt Fraud perpetuated by 
the victim’s lawless trustees.  Trustees were putting 

A few months ago, a beneficiary of family trusts, both 
onshore and offshore, sought the advice of Madoff 
whistleblower Frank Casey, a 45-year finance veteran 
who chased Madoff’s Ponzi scheme with partner Harry 
Markopolos.  She and her husband stated that they had 
been fighting a Trust Grantor, her father, for six years 
because their investigation uncovered $400 million 
in trustee frauds over 25 years.  And these frauds and 
their resulting law suits keep growing!  She has massive 
evidence encompassing thousands of documents. How 
does she get anyone to understand? How does she get 
justice? she asks.

Why appeal to Frank?  Frank Casey is a former U.S. Airborne 
Ranger Infantry Captain with expertise in Corporate Risk 
Management and Due Diligence, Alternative Investments-
Hedge Funds, Private Equity, and Disruptive Innovation 
Business Development. 

Casey’s started covert investigative work in 1972 as 
Battalion Intelligence Officer.  Division headquarters 
wanted to address the rampant drug abuse problem.  
Taking initiative, he spent 18 months in his top-secret war 
room building his counter-drug intelligence operation to 
secure the conviction of the largest drug dealer, a sergeant 
no one would have suspected.  Late 1999, Casey again 
used his covert investigative skills chasing Bernard Madoff.

Casey and Markopolos were option experts and managers.  
They knew that returns reported by investment manager 
and broker Madoff were fraudulent because they had 
no correlation to daily market moves.  They set about 
documenting a case against Madoff using math and 
mosaic intelligence. They warned the U.S. Securities and 
Exchange Commission about Madoff repeatedly over 
an 8.5-year period. Submission after submission fell on 
deaf ears, with 29 Red Flags ignored. Through the SEC’s 
complacency Madoff’s Ponzi Scheme was allowed to grow 
ten-fold, to over $50 billion. Despite these many setbacks, 
the group persisted, not only because it was wrong but 

FRANK CASEY
WHISTLEBLOWER

MADOFF WHISTLE BLOWER BELIEVES NEED 
EXISTS FOR TRUST BENEFICIARY ADVOCACY 

 

phony debt instruments into her trusts and drawing 
down asset value via interest rate payments; sometimes 
mortgages were taken on outside properties, with 
security pledged by her trusts without her knowledge 
or approval.  “Ponzi Schemes robbing assets, and Ponzi 
Debt creating phony liabilities, are all part of Ponzi 
Finance. And most potential victims can actually do 
something about it themselves,” Casey said.

All Ponzi structures are based on affinity frauds, belief 
systems lulling victims into complacency required 
by fraudsters.  Social, ethnic, religious, institutional, 
political and family affinities portend trust used by 
perpetrators.  Often, third-party participants such 
as investment administrators and custodians are 
facilitators who are willfully blind to the fraudulent 
process and thus complicit in the crime.  

This family office victim has spent $6-million in legal 
fees across a dozen law firms adjudicating claims of 
trustee fraud in six jurisdictions, both offshore and 
onshore.  The daughter claims that crime continues to 
be perpetrated by her own father, a grantor of the trusts, 
who is stealing assets via complicit trustees working for 
trust companies secretly owned and or controlled by her 
father.  The easiest way to steal from a trust is to own 
or control a trust company.  Probably a unique criminal 
situation, but one that could not happen if proper third-
party oversight and enforcement disciplines were in 
place.  “This victim is a lawyer herself, and her husband 
is an experienced business entrepreneur. If they can fall 
to fraud, most beneficiaries cannot stand on their own,” 
Casey said.

Three of the four legs of finance -- banking, investment 
management and insurance --  are heavily regulated and 
have developed high levels of compliance, but trusts 
seem to vary widely by domicile.  “Maybe too small of 
a domicile and judges/enforcement, estate and trust 
lawyers, trust companies and their owners/trustees, 
and asset managers may be too friendly. Would that 
allow complacency, self-dealing, willful blindness and 
complicity?” asks Casey. 

One U.S.-based trust beneficiary, an attorney, manages 
the affairs of their family’s trusts.  For decades, this 
lawyer was an active member of a private club of 

several hundred high net worth families bonded by 
peer issues of family office management.  He states that 
US-based beneficiaries, of both domestic and highly 
regulated offshore domiciles, seem to be fighting 
perceived failures of trust company service, low 
return on investments, and frequent turnover of trust 
representatives, yet this group had no reported fraud 
cases.

His friend for many decades also has family trusts, 
and uses the same lawyer, but different offshore trust 
companies.  This friend also states that low returns 
are his biggest problem.  Many decades ago, his well-
known international bank demanded that his trusts 
retain an offshore specialist law firm as beneficiary 
advocate to ensure zero conflict of interests. This was 
far-sighted compliance with third-party oversight; no 
incidents of conflict ever arose.  But, many other less 
regulated domiciles may not offer such protections.  
Trust Advocacy will provide third-party due diligence, 
transparency and oversight to protect beneficiary rights 
and guide change as required.  

Paula Moats, a trust beneficiary, has experienced 
these problems herself.  “I became interested in asset 
management at 16 years of age when my sisters and I 
realized that our family trusts were poor performers,” 
Moats said. “We are so locked up by our trust company 
that we cannot advocate for better returns under basic 
prudent man rules of investment.”  To satisfy her 
curiosity, she studied asset management disciplines. 
She developed a high net worth business with several 
large U.S. based investment banks. Decades later, 
Paula advises a select clientele of  international family 
offices investing in off-market real estate transactions 
and early-stage disruptive innovation.  She co-
founded Casey Moats Consulting to facilitate business 
development.  “Now we are researching how we might 
help change the trust landscape for the betterment of 
beneficiaries,” Moats said.

Trust Review: Beneficiaries may wish to seek third-
party advisors to review their trust engagements.  
After discovery, the advocate should deliver a 10- to 
15-page report of findings and recommendations to 
the beneficiaries covering Trust Fund Structure and 
founding Letters of Wishes or Operating Agreement.  Are 
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the results compliant with the Grantor’s objectives and 
laws of the Trust’s domicile?  How can the Trust results 
be improved?  Is fraud suspected?  The beneficiaries 
would pay a negotiated fee to their advocate firm to 
perform front-end due diligence.  Forensic accountants 
and specialist trust lawyers may need to be retained; 
if coordinating potential court actions, fees should 
be 50% or less than conventional open-ended legal 
sourcing.  The beneficiary controls the process and 
selects the plaintiff lawyers etc.  Should a hiccup arise, 
the beneficiary has a fungible, detailed plan of attack 
that they can move to another team.

Advocates may wish to develop standard due diligence 
regiments; Whistle Blower Casey’s anagram T.I.P.S 
helps to detail both qualitative and quantitative due 
diligence metrics.  

• “T” stands for third-party verifications. 
Separate functions generate paper trails providing 
checks and balances.  Madoff was manager, broker, 
custodian, and administrator, a titular head who would 
control the crime; no in-house or outside verification 
was permitted!  Trust Beneficiary Advocates would 
verify transparency and oversight of trust reports.

• “I” is for internal controls, or separate 
reporting functions buffered by “Chinese Walls” to 
prohibit conflicts of interests and possible fraudulent 
activities. Madoff had none, and Nick Leeson destroyed 
Barings Bank by being both account manager and 
trader.  Sometimes trusts foster potential conflicts 
of interests, as third-party checks and balances may 
not be permitted. How are duties segregated?  What 
reports are generated, and how often?  Beneficiaries 
are often blind or cannot get problems resolved.

• “P” stands for pedigree. One can delegate 
authority but not responsibility!  Here we will look at 
the trust company, its domicile, its representatives, 
trustees and their internal as well as external dealings 
with auditors and investment personnel.  Do they have 
institutional grade reputations?

• “S” is for strategy. Do investments and 

their returns make economic sense?  Trust goals are 
preservation of assets, but also trustees must execute 
“Prudent Man Rule” fiduciary oversight.  Is it prudent 
to invest at low to negative yields and lose value to 
inflation?  Importantly, trust companies must justify 
their internal asset management acumen and convince 
beneficiaries that such is better than external asset 
management; they are obligated to deliver “best of 
breed” managers at competitive fees.

Due Diligence is both qualitative and quantitative, but 
not rocket science; it simply requires common sense 
and some math skill. In fact, the first three “T.I.P.” factors 
are qualitative metrics that any investor can execute.  
“S” is both a qualitative and quantitative market savvy 
metric, and some may need advice.  

Over six years of battling, this trust victim’s family office 
has evolved proprietary “FACTT” Boards to control all 
aspects of its due diligence, discovery, lawsuits, exhibits 
and corroboration of testimony.  They plan to launch 
an advisory business for other beneficiaries using 
FACTT, for Facts, Analysis, Corroborating Testimony and 
Tree-ware (paper trail).  FACTT brings order to chaos.  
It is a multi-dimensional program evaluation and 
review technique (PERT) for beneficiaries navigating 
the complexity of criminal and civil complaints from 
discovery to adjudication.

Investment returns could be addressed though 
financial innovation.  Casey works with AMPHI Research 
& Trading’s CEO Mark Rzepczynski, past President-CIO 
at John W. Henry & Co., an iconic Commodity Trading 
Advisor.  Mark says, “AMPHI has focused on using 
quantitative models for more disciplined systematic 
decision-making that can provide better transparency, 
risk management, and liquidity than found in traditional 
asset manager and hedge funds. 

If investors know that trusts follow asset management 
rules with checklists, they will be able to feel more 
comfortable that their interests are protected.   Major 
bank/consulting asset managers can be the trust’s 
deep-pocketed counterparties with someone like 
AMPHI serving as sub-manager, or outsourced chief 

investment officer, to deliver bespoke trust investment 
management returns with targeted volatility.”

The Changing Landscape: 
Our family office trust victim believes that offshore trust fund 
domiciles will be undergoing political pressures to reconfigure 
themselves due to government anti-money laundering 
(AML), anti-drug dealing and anti-terrorism Bank Secrecy Act 
enforcement etc.  She says, “I believe that total trust assets 
rival pensions in size, and timing is good for the formation of 
advocacy organizations to protect beneficiary interests, bring 
independent accountability to the trust process, and leverage 
government and regulatory pressure for change in the trust 
industry.”

Madoff was a financial success and innovator of the NASDAQ 
Exchange, serving as Chairman.  He was beyond reproach.  
“The Emperor had no clothes” in option-based strategies, but 
no one would question his veracity.  Investors, bankers and 
regulators had an affinity system of beliefs. Thus, no one would 
listen when a small band of whistleblowers having forensic 
and financial skills began shouting that the emperor was naked 
and a fraud!  

Trust Patriarchs are usually close family members who have had 
great success.  They wish to protect and preserve their assets 
for multiple generation of heirs/beneficiaries.  Their selected 
trust companies and their trustees are seldom questioned. 
Beneficiaries believe that their trustees follow a “prudent 
man” regimen of asset and debt investment for their beneficial 
interest.  They believe in this affinity system; thus, they can 
be taken advantage of by self-dealing fraudsters within these 
structures.

Third-party verification and whistleblowing on violations are 
relatively new phenomena.  Trust Funds seem opaque and 
beneficiaries seem rather helpless; frauds may be happening.  
“Transparency and third-party verification will help all 
stakeholders,” Casey said.

Feel free to contact Frank Casey, Managing Partner, Casey 
Moats Consulting, frank@caseymoats.com  1-617-777-2796 
Boston MA USA.

Charles Ponzi, was an Italian 
businessman and con artist in the 
U.S. and Canada, in the early 1920s 
he promised clients a 50% profit 
within 45 days, or 100-% profit 
within 90 days, In reality, Ponzi was 
paying early investors using the 
investments of later investors. This 
type of scheme is now known as a 
“Ponzi scheme”. His scheme ran 
for over a year before it collapsed, 
costing his “investors” $20 million.

In 2009 Bernie Madoff pleaded 
guilty to 11 felony counts securities 
fraud and was sentenced to 150 
years in prison



Person of the Year

interconnected economic system really is. It has, of 
course, refocused our attention on the importance of 
public health and supply chains. But, crucially, we still 
have another challenge looming in the background 
– climate change – which will only become more 
pressing and require us to make big choices on our 
use of energy and infrastructure. In the future, we may 
look back on this time of upheaval as a chance for a 
great reset. 

As a time when we began to take a new, much more 
concerted effort to support impact investment, and 
when investors and entrepreneurs really began taking 
a proactive approach to protecting the planet and 
serving humanity. We must not waste this opportunity 
to set the tone for the decade ahead.

FOM: What part do you think business leaders, 
investors and entrepreneurs such as yourself can play 
in these uncertain economic times?

2020 was meant to be a new beginning. Few could have 
predicted that our lives this year would be shaped by a 
pandemic. Many of us are starting to emerge from the 
testing times of lockdown only to face what could be a 
long period of economic uncertainty. The CEO of Geneva-
based Hinduja Bank (Switzerland) Ltd, Karam Hinduja, 
however, explains that the year could also mark the start 
of a promising new decade.

Representing the latest generation of the distinguished, 
international family of entrepreneur Srichand “SP” 
Hinduja – who, on founding Hinduja Bank in Geneva, 
became the first Indian to hold a coveted Swiss banking 
licence – Karam also draws on extensive business 
experience in managing the investment portfolio of the 
SP family branch.

As the founder of the diversified media company, 
Timeless Media, and impact investment network, Karma, 
Mr Hinduja has carved out a niche as a commentator 
on impact investment. As a banker, meanwhile, he has 
focused on meeting the needs of a new generation 
of growth-oriented investors placing an ever-greater 
emphasis on environmental, social and governance 
(ESG) principles. With the worlds of business and finance 
grappling with today’s readjustment post-pandemic, 
Family Office Magazine asked Mr Hinduja for a range of 
his perspectives at this time of flux.

FOM: What advice or reflections would you offer as the 
world begins to emerge from lockdown and reopen?

Mr Karam Hinduja: 2020 should have begun looking ahead 
to a new decade; instead, the pandemic has been a trying 
time for everyone. But we must take some perspective. I 
would say that we have been given a unique opportunity 
to reflect on how we approach global economic growth. 
This pandemic has affected everyone, every industry, 
every sector. It has shown just how fragile our global, 

KARAM HINDUJA
CEO HINDUJA BANK

THE HINDUJA FAMILY NEXT GENERATION
MAKING AN IMPACT
 

Mr Karam Hinduja: Slowly coming out of a pandemic, 
there is no doubt that the global economy is entering 
a critical juncture. We hear a lot about the need for 
cross-sector partnerships, and for the financial sector, 
especially, to show leadership in the recovery. It’s a 
soundbite, but it’s true. Cross-sector collaboration 
is vital, because we must realise the challenges the 
world is facing right now are about much more than 
health. Karma, which I developed to help impact 
investors pool knowledge and build vital networks, 
already recognised the need to take a holistic approach 
not only to supporting development in health but 
also energy, infrastructure, and fast-growing cities – 
especially in South Asia and the Middle East.

The economic impact of the pandemic will be 
considerable: the world has been pushed into a 
recession, and the IMF believes its effects will be 
worse than the 2008 financial crisis. The public sector 
will face levels of debt unknown for decades. So the 
financial sector is going to have to focus ever more 
on impact, pooling its expertise, resources and energy 
into supporting people and the planet.

FOM: What does the start of the 2020s mean to Karam 
Hinduja?

Mr Karam Hinduja: Like everyone, this period 
of lockdown has made me acutely aware of the 
importance of family – so, personally, I intend to 
spend the 2020s valuing time with those close to me.

Professionally, of course, it is a chance to renew my 
focus on Hinduja Bank’s growth story. Having been 
appointed the new CEO of the Bank this spring, it is a 
real honour to be able to chart its evolution now from 
the helm, given the institution’s pedigree and trusted 
reputation of more than four decades. 

I am looking forward to applying my banking experience 
from my work in the Middle East, reinforcing our 
role as a bridge for clients and entrepreneurs whose 
ambitions are global and attuned to growth markets. 
And I am particularly excited about helping clients tap 
new opportunities as we broaden the scope of our 
offering as a private bank.

FOM: You have mentioned that you wish to “break the 
mould” of traditional private banking. Tell us more.

Mr Karam Hinduja: Above all, while the Bank has 
rebranded, it has not compromised on continuity 
with its heritage. Staying true to what has made our 
institution so respected and successful – thanks to the 
efforts, insights and perspectives of its founder, SP – I 
think is crucial for us as a private bank. Our clients value 
the stability and attention we can provide to them. 
They care about longevity; they respect commitment. 
As in any family business, we want to treat our clients 
as part of the family, and will continue to do so.

But, at the same time, we are looking ahead 
to evolution. We are embracing the merchant 
banking model, building out our entrepreneurial 
asset management, asset protection and holdings 
management capabilities. Crucially, it is my mission to 
make private banking truly resonate with the values 
of the next generation. So this means aligning capital 
growth with a strong commitment to protecting the 
planet and to serving humanity. We are offering more 
to the next generation of investors and entrepreneurs 
who come to us knowing that we respect both people 
and the planet. 

In this respect, I see several key opportunities 
for the Bank: not only through building a new, 
entrepreneurial asset management offering, but 
also by giving investors the tools to create impact-
driven portfolios. There is the chance to offer clients 
exposure to alternative, future-proof investments, in 
growth markets and in clean energy infrastructure, for 
instance.

FOM: You have certainly placed great emphasis on 
impact investment and ESG in your career. Will this 
extend to your tenure at Hinduja Bank? 

Mr Karam Hinduja: Absolutely. Karma and Timeless 
have been dedicated to enabling opportunities in the 
impact space. I recognised that while businesses and 
entrepreneurs are in a prime position to help advance 
human development, spur technological innovation 
and protect the environment, they need to be able 
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to connect and learn from each other. This was the 
rationale behind Karma: its model facilitates much 
more than the flow of news and headlines – it is a 
networking platform that enables its subscribers to 
dig deeper into the issues and learn from each other, 
to unlock real-world, actionable opportunities.

In much the same vein, I consider socially responsible 
development to be an integral part of the Bank’s 
mission too. We want to enable our clients to channel 
capital to those investments that can support the 
three Ps – protecting both people and planet, while 
not compromising on profit.

I would stress that, in the financial sector, 
environmentally and ethically conscious investments 
have been considered “alternative” for far too long – 

our mission is to prove that they are also opportunities 
from which clients can unlock long-term growth. 
Indeed, I would argue that no future-facing bank can 
realistically afford to ignore a strong commitment 
to ESG principles. Greenwashing has never been a 
sound strategy, either for shareholders, employees, 
regulators, clients or the public; but I believe that 
falling short on an ESG strategy increasingly makes 
no sound business sense.

There are strong reasons why I am convinced that 
we should put our money where our mouth is on 
sustainability. We must be conscious of the fact 
that the millennial generation is maturing; this is a 
key development, as they are increasingly looking 
for stability, for long-term growth and to preserve 
value. At the same time, they have not lost sight 

of their desire to for help support society and the 
environment. Demand for impact is only going to 
grow in the years ahead, and I intend to meet that 
demand.

FOM: Even in these uncertain times, are you optimistic 
for the future?

Mr Karam Hinduja: When looking at the challenges 
the world faces – from climate change to energy, to 
economic growth – it is very easy to feel apprehensive. 
I think especially right now as the world starts to 
emerge and recover from a pandemic. But we must 
look toward the long term. This is what any successful 
private bank must do. I strongly believe that a 
financial institution like Hinduja Bank, for example, 
with a strategy that is agile enough to cater to new 
pressures and demands, will be the one that can 
navigate uncertain times.

From my time working for the Bank in Dubai, 
meanwhile, I know that some of the most dynamic 
and exciting parts of the world – many to be found 
in the Middle East and Asia – are also among those 
working most proactively to address the world’s key 
issues and challenges, be they to do with climate 
change or urban growth. I refuse to call such markets 
“emerging markets”; they are “growth markets”. To be 
able to witness their positive growth trajectory at first 
hand, as part of Hinduja Bank, has been particularly 
exciting, but what encourages me most is to know 
that we are supporting clients make opportunities in 
these global geographies, in order to really make a 
difference.

More broadly, I also know that the world is full of 
creative entrepreneurs and businesses out there that 
are inspiring positive action. This was the rationale 
behind launching the Timeless group of businesses, 
for example – I recognised that a combination of 
advanced data collection and human understanding 
would go a long way towards meeting the world’s 
most pressing challenges. 

Exploring my passion for the media has taught me 
that it goes far beyond meeting a mere demand for 

entertainment – and that, in fact, data-driven content 
can play a major role in providing unique perspectives 
on the world’s key issues, and helping to connect 
those visionaries who can redefine our world.

FOM: What changes in the financial industry do you 
see on the horizon?

Mr Karam Hinduja: I think the financial sector needs 
to appreciate that we, as a society, are going to 
have to have some serious discussions about the 
sustainability of the choices that we make. Everything 
from the companies that we invest in, to the media we 
consume, to the jobs we take, to the energy we use 
in our homes, and even the food we eat. The short-
term economic upheavals we have already seen in 
2020 could well be followed by broader, more lasting 
shifts. 

Already in the past few years, for example, in the 
venture capital industry we have seen astronomical 
valuations – comparable in some respects to the 
dizzy heights of the dotcom bubble. I think that 
unless it takes a more sober, sustainable stance, it 
may have to face up to a real reckoning in the near 
future. Otherwise, growth and prosperity will be 
put on the line. The financial sector clearly has to 
re-evaluate its approach. It must not only be able to 
account for these shifts well in advance; it also needs 
to be able to support the growth and development 
of actual, pragmatic solutions to the world’s most 
pressing challenges. I only hope that the decisions 
are sustainable, and do not threaten the future of 
people and the planet.

Karam, thank you.
About Karam Hinduja:
Karam Hinduja is CEO of Hinduja Bank (Switzerland) 
Ltd. An experienced banker, asset manager and 
entrepreneur, he previously served as a member of 
the Board, and on the Board of Hinduja Bank Middle 
East, the Bank’s Dubai-based subsidiary.

Karam is the founder of diversified media company, 
Timeless Media, and impact investment brand, Karma, 
and has also managed the portfolio of the family 
branch of entrepreneur Srichand “SP” Hinduja.
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Jon Carroll 
Ernst & Young LLP

It’s no secret that family office (FO) executives face the 
same disruptive technology and market forces as other 
businesses. The uncertainty created by a constant flow of 
more powerful software and service offerings, combined 
with the ceaseless attacks on security from cyber 
criminals, is overwhelming. Yet family office executives 
who identify their specific needs, harness the power of 
technology, and embrace disruption will support family 
legacy and stand apart from their peers.

Common challenges affect all family office executives. 
Those who embrace leading practices know how to make 
better decisions, improve quality and productivity, and 
protect family privacy and confidentiality. Here are three 
ways they grow, improve and protect the family while 
navigating the uncharted waters of technology and 
digital disruptions.

Reporting systems improve decision-making
Accurate and timely data organized into useful reporting 
formats is key to good decision-making. The varieties 
and complexities of family office reporting requirements 
grow exponentially as clients ask for more details and 
better summary information. The need to mine for 
meaningful information often leads to investments 
in new accounting and reporting systems – the more 
complex the family office, the more it is needed. 

For example, one couple had five adult children who 
wanted to manage their own money from family trusts. 
That independence would have resulted in staffing and 
resources for six family offices. Instead, the family found 
efficiencies by operating a hub-and-spokes model with 
a single team supported by sophisticated software 
as a central resource. The efficiency and consistent 
reporting of one system still offered the flexibility 
and extensibility to meet individual requirements for 
personalized outcomes.

The software that family office chose met its unique 
needs but may not work for others. Working with 
hundreds of families over 25 years has proven one thing: 

family office systems are never “one size fits all.” 
Evaluating the best in the latest disruptive platforms 
and services for investment and accounting is difficult 
but worthwhile, as new systems that integrate with 
legacy systems can produce higher quality outputs 
at a faster pace, for a long-term total cost savings. 
When evaluating a new technology architecture 
vision, potential value-adds, and the expected return 
on investment, the key is to have all users of data – 
the investment team; the finance, accounting and tax 
team; the trustees; the board and the family clients 
– agree to and define business requirements. Upon 
implementation, all users of data should be using the 
one “golden source” of data.

Many new software and service entrants also integrate 
with accounting and reporting systems to address 
noncore needs that allow FO leaders to consider 
improving multi-asset-class tracking and reporting, 
risk management, loan accounting for interfamily 
borrowing, tracking of art, wine and jewelry collections, 
airplane usage and allocation software. Each program 
can add richness to the golden source of data to 
improve decision-making.  

DIGITAL DISRUPTION IS CREATING BETTER 
TOOLS FOR FAMILY OFFICES 

Another benefit of digital disruption that occurred as 
most software moved to the cloud and to a software-
as-a service (SaaS) or subscription model: IT efficiency. 
By automating software management, maintenance 
and updates, the family office IT staff declares less 
downtime. By welcoming the digital disruption of 
outsourcing or co-sourcing with new SaaS, several FO 
executives have reported shaving six to eight weeks 
off the time to close and report on financial and 
investment results.

Robotic process automation and artificial intelligence 
make the impossible possible

Almost every conversation with a FO leads to 
questions about how to automate processes. Family 
offices that welcome innovation have increased 
quality, productivity and risk-adjusted returns by 
adopting robotic process automation (RPA) tools to 
speed up routine tasks in data gathering, analyzing 
and reporting data. 

This has been particularly useful for teams who 
regularly pull investment position and performance 
data, reorganize the information, and perform 
some calculations. The prospect of relieving a 
highly educated and paid team member from the 
dreary manual effort to collect and compile data on 
alternative investments can be compelling.

Artificial intelligence (AI) is another tool showing up 
in the family office, inspiring new ways of operating 
and growing a business. AI can be applied to countless 
situations, but one of the biggest value propositions 
is allowing the user to analyze data, improve internal 
workflow and reduce the risk of expense fraud. 

Using AI, leading practice executives can review all 
the cash transactions for the period, not just a sample, 
so no cash transaction will go unexamined.

Disruptive technologies, such as RPA and AI, are 
improving productivity and quality in the family 
office, especially in previously manual-labor-intensive 
activities, such as data gathering, compilation, control 
reporting and internal auditing.

Fighting the good fight against cybercrime
Cybercrime is omnipresent. Family offices require 
secure data to protect privacy and reputation at all 
costs. The most prevalent proactive security measure 
used by leading-practice executives is attack and 
penetration testing.

Cybercriminals are constantly probing the family 
and its family office to exploit the weakest link, 
which is often outside the family office on personal 
devices, such smartphones, tablets and unsecured 
home networks, and using unencrypted personal 
email. Cybercriminals wait patiently for an employee 
or family member to open an email and click on a 
ransomware link.

Educating all users – employees and family members 
– is key to a successful defence. To prove that the 
education program is working, leading family offices 
regularly perform an attack-and-penetration test of 
both external and internal networks to identify and 
exploit vulnerabilities. Testing both external and 
internal IP addresses using stealth is usually enough 
to educate the family office on what needs to be done 
to detect, respond and prevent an attack. In its own 
way, this attack-and-penetrate test can be one of the 
most valuable digital disrupters in the office.

Conclusion
Family office executives have the responsibility to 
improve, grow and protect the family’s assets. Digital 
disruption creates opportunities for family office 
executives to improve decision-making, quality and 
productivity, and to mitigate risk to family wealth 
and reputation. Disruptive technologies like new 
reporting platforms, robotic process automation, 
artificial intelligence and cybersecurity attack-and-
penetration testing are creating better tools and 
operations for the forward-thinking family offices that 
welcome the disruption. As one family office principal 
described recently, “The increasing sophistication of 
technology may seem like the challenge, but knowing 
what we need and investing in it is vital to our ability 
to support the family today and in the future.”
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maximizing investment returns, family harmony, 
entrepreneurialism, philanthropy, perpetuating 
wealth across generations, legacy, wealth 
education, convenience - while maintaining a 
family’s rightful desire for discretion and a private 
life. 

Trying to comprehend the amount of personal 
information people share in the digital world so 
readily can make family offices and the families 
they serve feel powerless. Although cybersecurity 
awareness and preventative measures have 
increased, willingness to modify behavior patterns 
for digital safety has not grown in parallel. This 
privacy paradox leaves many family offices 
exposed.  Even a small digital footprint does not 
reduce all of the privacy threats that exist as non-
digital public records can be mined and leveraged 
as well.

But by making a few astute changes now, family 
offices can significantly reduce the possibility 
of a future privacy invasion and/or reputational 
damage. Family offices can play an important role 
by helping families address these issues with a 
three-step framework: 1) audit, 2) assessment, 
and 3) action. This framework allows family offices 
to incorporate both an individual family member 
and overall family privacy plan into their risk 
management strategy. Doing so can prove to be 
incredibly helpful and allow families to identify 
the inter-connectedness of their personal affairs 
and assets, and the levels of power and influence 
that many actors and detractors can hold over a 
family’s privacy.

Here are some practical examples that family 
offices can consider as they assemble their privacy 
systems.  

In an increasingly digitalized and connected world, 
humans have fundamentally changed not only how 
they view privacy but also their expectations of it. 
Smartphones are now ubiquitous, with nearly everyone 
relying on it for many of their day-to-day activities. 
Furthermore, people are willing to share their personal 
data - knowingly and unknowingly - to ease a process 
without fully realizing the consequences of their actions. 

For example, emails, phone numbers, social networking 
activities, search engine histories, contacts, friend lists, 
photos, locations, and device usage are all ‘shared’ in 
one form or another with third parties who can retain 
this information forever and potentially share it without 
your knowledge. Moreover, today’s digital world has a 
long memory and even well-crafted attempts to delete 
information can fail to achieve the desired effect. 
Understanding, monitoring, and controlling one’s ‘digital 
exhaust’ has become an increasingly difficult goal.

This means protecting the privacy of wealthy families 
has become an even bigger and more substantial 
challenge for family offices around the world. Family 
offices see this as their duty, and regardless of whether 
family members are celebrities, high-profile business 
owners and executives, or famous philanthropists, there 
is an expectation that a family office will marshal the 
resources to safeguard the privacy of a family’s actions, 
assets, and personal affairs. 

Privacy breaches are often the prelude to reputational 
damage to wealthy families and their family offices. For 
example, leaked emails could have detrimental effects 
on the professional reputation of a family business by 
revealing confidential proposed business transactions 
or family information that should remain private.

Family offices face many challenges trying to 
achieve a myriad of goals set by their principals - 

PRACTICAL STEPS TO PROTECT THE 
PRIVACY OF THE WORLD’S WEALTHY

Edward Marshall, Director, Global Family Office Group, Citi Private Bank
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Although many family offices and the families they 
serve may already know not to use public Wi-Fi 
without adequate safeguards when making online 
purchases, they may not think about search engine 
suggested searches. 

Whenever terms are first entered into internet 
search engines, the website will usually suggest 
a series of more complete search options. These 
suggested searches – which constantly change 
and vary by location – are generated by these 
companies’ proprietary algorithm ‘learning’ about 
search subjects based on previous searches. If using 
the internet to find media coverage of a sensitive 
or confidential issue, take care not to inadvertently 
teach the algorithm a negative search string about 
the subject (e.g. ‘[Company X] scandal’) or revealing 
confidential information (e.g. ‘[Person X] owner 
[Property Y]’). A number of people searching a term, 
or set of terms, could inadvertently create a new 
but unwelcome suggested search. Family offices 
should also consider anonymization browsers and 
related service providers to protect their searches 
and online activities.

Family offices should also assess a family’s privacy 
risks when purchasing property. It is a common 
misconception that owning a property through a 
company can provide an individual anonymity from 
the process. Journalists and other third parties are 
able to ‘reverse search’ public databases using 
a company name, though not the name of an 
individual. Therefore, if a principal or family office 
executive can be linked to the corporate entity in 
any way – including through media reports or other 
documents naming family lawyers or other advisors 
– principal ownership may be identifiable. If families 
own properties in multiple jurisdictions, family 
offices should be well versed in the country-specific 
laws on property ownership privacy as they vary 
greatly. It is likely that the transparency of property 
ownership will increase over time in most countries, 
therefore family offices should be prepared.

The answers to privacy issues tend to be less complex 
than expected, and minor but meaningful tweaks in 

process, targeted technology deployment, and training can 
mean all the difference. Regular education of family members 
and family office personnel on prevalent privacy risks and 
preventative measures that individuals can make will go a 
long way. Lots of seemingly insignificant actions – removing 
historical location data from search engines, being mindful 
of how easy it can be to triangulate personal data based on 
usernames, requesting removal from data broker websites, 
disabling apps from using one’s location on smartphones, or 
monitoring image rights - are small steps that allow family 
offices to protect their principals’ and the family’s privacy in 
this information age.

The Global Family Office team at Citi Private Bank has 
published a white paper sharing best practices on preventing 
privacy and reputational risks. 

The white paper can be read here: 
https://www.privatebank.citibank.com/home/fresh-insight/
protecting-the-privacy-of-the-worlds-wealthiest-families.

https://www.privatebank.citibank.com/home/fresh-insight/protecting-the-privacy-of-the-worlds-wealthiest-families.html
https://www.privatebank.citibank.com/home/fresh-insight/protecting-the-privacy-of-the-worlds-wealthiest-families.html
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The water sparkled, the glasses clinked, and the bubbles 
effervesced…Monaco Yacht Show 2019 again seemed to 
come and go in a flash of anticipation, intense activity 
and aftermath.  Hard work, networking and partying 
prevailed as the pontoons heaved under the crowds.  In 
its 29th year, 125 spectacular superyachts represented 
€27m value so that prospective owners and charterers 
had ample choice from first-rate vessels, meaning 
that viewing, touring and evaluating the options was 
certainly no hardship.

Yachts on show in Monaco this year featured a range of 
sizes, with 75m being the average length, so the latest 
technology, design and interior styling is inevitably 
showcased, not to mention the latest gadgets on the 
bridge or toys in the garage.  The largest vessel on 
display creating a furor was the 111m M/Y Tis sporting 
an outrageously opulent interior by Winch Design, and 
also one of the fastest vessels making a lot of noise 
at the show for its technology, at 77m was Feadship’s 
unpronounceable 2019 ‘SYZYGY 818,’ with interior 
designed by Sinot Yacht Design and exterior by Jarkko 
Jämsen.

21 vessels were in the popular 60+ category.  KK 
SUPERYACHTS announced a new listing to its charter 
fleet with the 66-metre M/Y Luna B.  Tastefully rebuilt, 
this elegant vessel exhibited a blend of the best 
of modern and classical traditions, using the latest 
technology and hi-tech features alongside exquisite 
workmanship. The neat and streamlined hull belied the 
spacious, stylish interior. Monaco-based Boutsen Design 
created an updated interior furnishing programme, 
both tasteful and restrained, interesting and refreshing, 
echoing the original design by Alberto Pinto. The 
lounge and dining saloon, cabin suites, bathrooms and 
lounge decks, including the obligatory swimming pool, 

plus a swish cinema room, offered Luna B the comfort 
and refinement of a luxurious floating villa. Of course, 
all yachts require the well-equipped tender garage and 
beach club, and this was no exception.

Moving from the Quai Chicane to Pontoon Jules Soccal 
and a yacht of similar size, Turkish builder Alia Yachts’ 
flagship, M/Y Samurai was every bit reflecting its 
Japanese owner with a truly unique interior, showcasing 
some spectacular Asian art, including encased vintage 
Kimono tastefully lit above the stairway. Like the most 
exquisite Asian fusion dinner, this vessel combined 
layers of subtle tones and textures in a modern interior 
programme articulated with traditional antiquities and 
bursts of green and red.  Samurai has a minimalist feel 
despite the many objects displayed throughout the 
lobbies and cabins, its soft shades contrasting with 
the white marble of the en-suite areas. Built in 2016, 
with interior by Redman Whitely Dixon, the yacht is in 
pristine condition and sets itself above many vessels 
by priding itself in superior crew quarters and bridge, 
ensuring a high quality feel and finish throughout.

But the yacht show is not all about the yachts. It 
is supported by numerous exhibitors presenting a 
range of services from cool destinations, builders and 
designers, brokers, management, charters, tenders 
and various crew and yacht associations.  This not only 
brings the industry together, it is also important for 
owners and their representatives looking to procure the 
best for their boats.  Moreover, gatherings such as the 
burgeoning Young Professionals in Yachting breakfast, 
hosted by insurers Only Yacht, industry parties such as 
Lurssen’s, Hill Dickinson superyacht law firm’s annual 
Thursday cocktail and the vibrant Parvis Piscine, with 
its luxury stands overflowing with wine and canapes 
gatherings, all added to the buzz and excitement of this 

MONACO YACHT SHOW 2019
by Pandora Mather-Lees

4-day extravaganza.  The Parvis Piscine always shows 
off the best in prestige interiors for superyacht interiors, 
from luxury fittings, furnishings and finishing’s to fine 
art. This year, it featured a celebratory signing event of 
a crystal sculpture fashioned by Andrew Winch on the 
Crystal Caviar chandelier stand.  Andrew Winch has been 
in superyacht design for many years and collaborated 
with Artsio Gallery, which supports northern Bohemian 
artists working in this media, and indeed, a number of 
superyacht industry pioneers have collaborated with 
Artsio Gallery to produce unique signed pieces in the 
past few years. 

On the subject of art and yachting, visitor Don 
Christiansen of the Chelsea Art Group, which supplies 
high end pieces to luxury yacht owners, sponsored an 
exhibition at the yacht club de Monaco. He comments, 
“Monaco Yacht Show is the gathering each year that 
brings out the finest of the Superyacht trade. These 
yachts are now floating homes where owners and 
their families spend quality time together. Where art 
on a Yacht may seem counterintuitive, it has actually 
become a unique niche business by itself. This year, 
Chelsea Art Group was invited to work with Boat 
International Magazine on their very hot Friday party 
at the Monaco Yacht club. We chose to bring large 
scale photographs by Damion Berger, who combines 
the city he resides in and to focus on his yacht work. 
These photographs are night open shutter photographs 
reflecting the lights of Super Yachts in Monaco Harbour 

revolving on their anchors, so amply fitting for the yacht 
show. We enhanced the overall party atmosphere while 
connecting the yachting life to the party attendees.

In summary, the show is still the most prestigious for 
the superyacht industry in Europe and beyond.  This 
is a ‘must attend’ for Europeans and is popular with 
yachting professionals and owners around the world.  
MYS continues to make improvements, for instance 
optimising the layout into thematic zones to provide 
more fluid circulation around the quays and tents, 
which allows visitors to concentrate on their own 
sectors of interest, and it is looking to consolidate 
the foot flow whilst the number and size of yachts on 
show increases. With the largest vessel this year being 
110m, we look forward to seeing whether this will be 
surpassed in 2020.
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In recent years, the Royal Court of Jersey has been 
wrestling with issues arising from trusts settled in the 
1970s and 1980s. In one case the dispute involved the 
court taking jurisdiction over a trust initially governed 
by Jersey law which was purportedly migrated to 
Panama and the subsequent removal of the trustees. 

There appeared to be no trust accounts prepared 
for some thirty years. In the dispute the trustee had 
adopted the strange position that the trust had been 
a sham all along. In another dispute, very substantial 
trust assets had been distributed to the wrong person 
and the trustee was ordered to reconstitute the fund.  
Claims against trustees based on ‘loans’ advanced by 
trustees to family members which have never been 
properly documented or enforced are not uncommon.  

What many of these cases have in common is 
generational change. Conflict often arises when 
there is a dysfunctional family relationship between 
the original wealth creator and the next generation. 
Something these disputes also have in common is 
the impression that the trusts had been run on the 
basis of what in reality was little more than a banking 
relationship between the trustee and the settlor. 

A ‘changing of the guard’ from the original wealth 
creator to the next generation can be a rude 
awakening for trustees. Structures and relationships 
that have been run in a particular way for a long time 
may suddenly be subject to an uncomfortable degree 
of scrutiny. What might have seemed a good idea at 
the time when a trustee was asked to loan funds to a 
second wife may not look so good when the beneficiary 
children of the first marriage demand to know where 
the trust fund has gone. That grandfather’s favourite 
sports team won the FA Cup as a result of the players 
purchased following “distributions” from the trust 
may not convince the next generation that the trust’s 

investment policy was prudent.
For many international families trusts are an important 
part of the succession management ‘toolkit’. However 
having settled a trust for the purposes of smoothing 
succession, it is often an irony that there has been a 
near total failure to properly prepare and implement 
a plan as to how to run the structure when the 
generational change inevitably occurs. Litigation 
involving the trust may then become a proxy through 
which dysfunctional sibling or inter-generational 
rivalries are fought out. There is much to be said for 
frank expectation management at the right time.

Generational change may not give rise to a dispute 
from dissatisfaction with the way the trustee has 
run the trust in the past but how it should be run in 
the future. This is not an uncommon scenario where 
the wealth at the heart of the structure is a family 
business. Trustees can be caught in the cross fire 
between different factions in the next generation 
seeking to put into effect rival interpretations as to 
what the settlor “would have wanted” and how they 
expect the trustee should put that into effect. 

Increasingly courts are seeing disputes that involve 
the next generation having different values to the one 
that came before and wishing to incorporate those 
values into how the trust is administered. Recent years 
have seen a spate of court applications concerning 
the position of beneficiaries with non-traditional 
lifestyles and the position of step, surrogate, adopted 
and illegitimate children as beneficiaries. A recent 
Jersey case involved the proper interpretation of a 
trust document. The settlor had made manuscript 
changes to the text at the last minute which had the 
effect of making the descendants of the settlor’s 
second wife ‘excluded persons’. Litigation between 
branches of the family to settle what the settlor really 
intended had to be resolved by the Court of Appeal.

THE CHANGING FACE OF 
TRUST LITIGATION IN JERSEY

By James Sheedy

Quite apart from internal issues concerning the way 
trusts are administered, the increasing sophistication 
of offshore trust structures, for the purposes of ‘asset 
protection’ using protectors and reserved powers to 
settlors may expose the trust to risk of external attack 
if the degree of control given to the wealth creator 
means the trust is not perceived to be real.

Capacity
Generational change may be forced upon a structure, 
not by the settlor’s death but by incapacity. A failure 
of capacity may be sudden (such as an unexpected 
stroke) or it may be degenerative (such as dementia). 
Even in an age of interconnectedness, the physical 
distance involved in administering an offshore trust 
may make it practically difficult for trustees to assess 
or even be aware of an issue concerning the capacity 
of someone connected to the trust.

Trustees will be familiar with walking the line between 
having due regard to the settlor’s and beneficiaries’ 
wishes and preserving its own discretion in decision 
making. What happens when the settlor’s or 
beneficiaries’ capacity starts to fail? If the decline in 
capacity is a gradual one, at what point should the 

trustee properly stop having regard to those wishes? 
Might the settlor or beneficiary have lucid intervals? 
Are trustee’s aware that incapacity for one purpose is 
not incapacity for all purposes? How does a trustee 
satisfy itself that the wishes expressed by the settlor 
are actually their wishes? Might a child or spouse be 
seeking to (or have already) interposed themselves 
between the incapacitated person and the trustee to 
‘filter’, ‘assist’ or ‘help interpret’ the communications 
with the trustee? These are questions that have obvious 
practical consequences far beyond the immediate 
issues of tact, which will be familiar to those familiar 
with the ‘Golden rule’ in relation to wills.

A more acute problem can arise where powers 
concerning the trust have been reserved to a person 
whose capacity begins to fail. Having co-decision 
making between a trustee a person who lacks or has 
questionable capacity has the potential to paralyse 
the administration of the trust. 

Article by James Sheedy, English barrister and Jersey 
Advocate at Baker & Partners. James is also author of 
‘Litigating Trust Disputes in Jersey: Law, Procedure & 
Remedies’.
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Groundbreaking 
Technology

Investment reporting is as much about 
communication as computation. Private Wealth 
Systems has built the most powerful multi-asset, 
multi-custodial client reporting platform -  
empowering you to take control and transform how 
you analyze, report, and manage private wealth.

PDF Reports Xcel

Outbound Data Feed

Tablet Web

ACCOUNT AGGREGATION
All transactions from all accounts across all custodians 
in all currencies, 12,500 data sources and growing   

ALL ENTITY STRUCTURES
Foundations
Trusts
Partnerships
Pooled Investment Vehicles

MANAGER LOOK THROUGH
Full transparency at the manager and sub-manager level

CUSTOM CLASSIFICATIONS 

CLIENT / ADVISOR PORTAL

ALL CURRENCIES
($, €, ¥,  £, ₪, ₣)

ALL ASSET CLASSES
Public Securities
Private Equity
Hedge Funds
Art & Collectibles
Real Estate
Physical Assets

TRANSACTION LEVEL 
RECONCILIATION
Ensures the highest level of data accuracy 
across the industry   

PERFORMANCE CALCULATION 
Daily time weighted returns and money 
weighted returns/(IRR) 

AD-HOC CLIENT REPORTING

TRANSACTION-LEVEL-TRANSPARENCY ACROSS ALL GLOBAL INVESTMENT STRUCTURES

www.privatewealthsystems.com      ·     info@privatewealthsystems.com      ·     US+1 980 500 3000
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AFOS
WHAT HAVE WE LEARNT
by Edward Grange & Jemma Sherwood-Roberts of Corker Binning

The Account Freezing Order (‘AFO’), introduced by 
Section 16 of the Criminal Finances Act 2017 (‘the 
Act’), grants specified law enforcement agencies, 
including HMRC and the National Crime Agency (‘NCA’), 
the power to freeze UK bank or building society credit 
balances with a minimum value of £1,000. So, what 
do family offices and their wealth managers need to 
know?  

How is an AFO obtained?
An “enforcement officer” of certain law enforcement 
agencies can make an application for an AFO to the 
Magistrates Court. Individuals should be aware that this 
can often be sought in private, at an ex-parte hearing. 
If this happens, the first step in response, should be 
to seek a copy of that application, witness statement 
and any other evidence submitted in support of the 
application in order to consider whether any challenge 
can be made. For example, an application must be 
made by a suitably qualified Financial Investigator and 
this should be checked on receipt.  Additionally, one 
should check whether the ‘account’ frozen is indeed 
a bank or building society account within the terms of 
the Act. 

The test for law enforcement agencies to meet to 
obtain an AFO is a relatively easy one.  An AFO can be 
granted provided that there are reasonable grounds 
for suspecting that money held in a UK bank or building 
account is “recoverable property”, i.e. property that 
is obtained through unlawful conduct, or that it is 
intended to be used in unlawful conduct. 

The test is considered on the balance of probabilities.  
There is no requirement for law enforcement to bring 
criminal prosecutions or even a criminal investigation. 
Individuals faced with Suspicious Activity Reports, 
should consider that such an application is likely 

to follow as it will be a straightforward step for law 
enforcement agencies to take to investigate the source 
of funds. 

The NCA has already extensively used this latest tool.  
In August 2019, it obtained AFOs in respect of eight 
bank accounts containing a total of more than £100 
million that they “suspected to have derived from 
bribery and corruption in an overseas nation” . 

An additional £20 million in another individual’s 
account linked to this investigation had previously 
been subject to an AFO in December 2018.  More 
recently, in January 2020, the NCA obtained a £1.13 
million AFO as part of their investigation into a 
Leeds businessman with suspected links to serious 
organised criminals . The type of cases where the 
AFO is currently being used do therefore have some 
link with suspected criminality, but it is a low bar for 
suspicion, and simple association with individuals 
allegedly involved in criminal activity could result in 
an AFO being obtained against an account. 

What does an AFO actually do?
An AFO prohibits an affected individual, being an 
account holder, signatory or identified beneficiary, from 
making withdrawals or payments from the account. It 
is therefore likely to have a significant impact on an 
individual’s lifestyle and could potentially devastate 
a business.  

Although exclusions to the prohibition are allowed to 
pay for reasonable legal fees and living expenses and 
to allow an individual to carry on any “trade, business, 
profession or occupation”, such exclusions will be 
set by the Magistrates’ Court. They should be based 
on current expenditure, but are likely to be more 
restrictive than the lifestyle to which the person is 
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accustomed. The Act states that the exclusions may 
be subject to conditions, which are undefined in 
the Act, but could include requirements to provide 
reports of spending activity.  Given the purpose of 
an AFO is to restrict spending of allegedly criminal 
property, it is unlikely that the Court will accede to 
requests to allow vast sums of money to be released.

How long do AFOs last?
If granted, the order can last a maximum of two 
years, although the length should be proportionate 
to the investigatory work required and therefore are 
often granted for periods of between 3 to 6 months. 
Individuals should ensure that they keep pressure 
on the investigators to confirm that they are 
undertaking their investigation in an efficient and 
progressive way. Failure to do so may be grounds to 
challenge the ongoing AFO. 

What should you do if an AFO is made against an 
account?
The first step should be to seek specialist legal 
advice. The Act allows applications to be made to 
set aside or vary the AFO, with appeals being made 
to the Crown Court. An individual faced with an AFO 
should therefore consider whether there is a legal 
basis on which the granting of the AFO could be 
challenged. 

The decision as to whether there are good grounds 
to do so will depend on a case-by-case basis but 
areas to consider are a) whether it can be shown that 
the reasonable suspicion is linked to the specific 
money in question, b) whether it can be traced to 
show that the money ‘under suspicion’ has already 
been moved from the frozen account or c) if it can 
be shown that there is no causal link between 
the suspicious activity and the money (where, for 
example, the suspicious activity was too long ago). 
Should they fail in this application, there is also the 
possibility of challenging the granting of an AFO by 
way of judicial review.

If there is no legal basis on which to challenge 
the grant of an AFO, a person should consider 

next whether they can prove the funds are not 
recoverable property, so as to establish that the AFO 
is no longer required.  In order to do so they will 
need to demonstrate the source of funds originate 
from legitimate sources, or that they received the 
funds in good faith. 

Again each case will need to be considered on its own 
merits and it will be important to consider whether 
there are any parallel criminal investigations 
ongoing that may affect the decision to provide 
information to the law enforcement agencies whilst 
a criminal investigation is in its infancy. 
 
Another important consideration is whether there 
are any third party funds frozen in the account.  The 
Act provides that any person affected by the AFO can 
make an application to release funds. They would 
need to show that the money is theirs and why it is 
legitimate.  It will be important for this to be raised 
at an early stage as once forfeiture is granted, there 
are no provisions to allow money to be released as 
compensation.  

What happens after an AFO is granted?
Once an AFO has been issued, the law enforcement 
agency will investigate the veracity of the funds 
held in the frozen account.  Having done so, a law 
enforcement officer can then apply for an Account 
Forfeiture Order to seize those funds. Those affected 
clearly need to consider opposing such an outcome, 
which will then require a full hearing.  An opposition 
needs to be made within 28 days of service, to stop 
it being effected administratively.  Again, specialist 
legal advice should be sought.

Conclusion
Whilst the Unexplained Wealth Order may be 
stealing all the media attention, it is the AFO that 
is turning out to be the most significant tool in 
the authorities’ armoury being used in their bid to 
tackle fraud, overseas bribery and corruption and 
breach of sanctions. It is likely we will continue to 
see a rise in the number of AFOs being obtained by 
enforcement agencies.
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The business environment in which Family Offices 
operate is changing rapidly. In fact, it can be stated 
that we are in the midst of a revolution that will affect 
the entire industry and change the character of this 
industry which has been in place for the last hundred 
years. The trigger of this revolution is a radical change 
in the distribution of wealth in the world, as will be 
described below.

The classic family office is focused on the preservation 
of the family wealth accumulated over the years by 
the elders of the family who founded a successful 
business in industry or services, or accumulated 
income-producing real estate assets. 

This Family Office client seeks - usually - to manage a 
solid investment portfolio that will achieve a positive 
real return, i.e. one to three percent above the inflation 
rate. Regarding risk management, this client will hold 

the position that he will manage risks in his own 
business, while, the family office is to mitigate the risks 
when it manages the wealth in order to ensure that 
the wealth already accumulated will not be eroded by 
risky investments. With regard to his family - he will 
usually identify the   appropriate heirs most suitable 
to take the reins of the family business, and provide 
for the others in order to prevent quarrels and frictions 
over the division of the inheritance. Often this is done 
by creating trusts to prevent heirs from receiving large 
sums at once.

This may be defined as the “classic” client of the 
Family Office.
In recent years we are starting to identify clients with 
different characteristics who are seeking Family Office 
services. These are the high-tech entrepreneurs who 
run into a large amount of funds at a relatively young 
age as a result of a successful exit. This phenomenon 

Driving a revolution in Family Offices 

HI-TECH ENTREPRENEURS 
by Aviad Kimche and David Kimche

is becoming more prevalent as the rise in the value 
of technology companies on stock exchanges around 
the world gains momentum. While in the US this 
trend may still be in its infancy, in Israel, which is a 
START UP NATION, this phenomenon is more common 
and is indicative of the change which will affect the 
future of all Family Offices.

A relatively veteran family office in Israel has 
recognized this new trend in the industry. This 
family office is the KIMFO Family Office which was 
established fifteen years ago in Israel by David 
Kimche.

Prior to setting up KIMFO, David held senior positions 
for thirty years in international private banking 
services in Tel Aviv, London and New York. David is 
a member of the Swiss banking family that founded 
Bank Landau & Kimche in Zurich in the middle of the 
last century, which specialized in private banking 
services for wealthy customers. In keeping with 
family tradition, the Chief Investment Officer of 
KIMFO Family Office is David’s son - Aviad.

KIMFO Family Office’s clients are a unique mix 
that includes “classic” Family Office clients and 
newcomers who are high-tech entrepreneurs.

KIMFO has identified this trend of change in its 
client mix as new clients seek their services, who, 
for the purpose of this article, - are defined as high-
tech entrepreneurs. These clients have different 
characteristics from the “classic” client. These 
clients are younger, sometimes unmarried, and the 
target of transferring wealth to the next generation 
is irrelevant for them. These clients’ wealth stems 
from the sale of a start-up company in which he was 
a founder, co-founder or even just a senior employee. 

This client, often, has very little financial knowledge 
and has not been exposed to the volatility in the 
capital markets. This client wants to maximize the 
return on his investment portfolio and is unaware 
of the value of diversification in his investment 
portfolio.

When these type of clients seek the services of 
a Family Office, one is required to teach them 
the fundamentals of financial management, risk 

management, the relationship between risk and 
return and explain the features of the investment 
instruments that are intended to be included in the 
investment portfolio.

Due to the relatively young age of these clients, 
their planning horizon is usually shorter than that 
of the classic client. The issue of intergenerational 
transfer is not relevant and he wants to be more 
involved in the investments made by the Family 
Office. The shorter term investment horizon requires 
the investments to be more liquid, thus, requiring 
the Family Office to find liquid investments without 
negatively impacting the return. These clients will 
allocate their long-term less liquid investments to 
investments in high-tech ventures that have added 
value to their startup.

The investment portfolio created by KIMFO for 
this new type of clients has an allocation to traded 
equities and bonds and tailor made listed structured 
products with a low correlation to the market. These 
alternative products, which are priced daily, provide 
relatively high returns without the need for an 
advance notice of a month or a quarter to have them 
redeemed.  Thus, no lock up of funds is required.  

An additional type of a suitable alternative 
investment is in real estate in Israel via limited 
partnerships. Entrepreneur clients prefer to invest 
with other investors in projects, as opposed to the 
classic investor who prefers to be the single investor 
in a project without having partners. This type of 
investment, which KIMFO has created, enables the 
client to have an exit and realize his investment at a 
relatively short duration.

The fact that the exits of high tech companies and 
most of the buy-outs is public knowledge, creates 
an opportunity for a Family Office to identify new 
clients.  In order to successfully attract these new 
clients it is essential that the Family Office recognizes 
the aspirations of these new type of clients, and is 
prepared to address them to the full satisfaction of 
the entrepreneur. 

David Kimche – President and CEO, Kimfo Family Office
Aviad Kimche – CIO, Kimfo Family Office 
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ROLLS
 GHOST
ROYCE

Rolls-Royce Motor Cars announces new Ghost Extended, offering 
the indulgence of enhanced rear seating space with no compromise 
to Ghost’s driving dynamics. Ghost Extended is the product of an 
exhaustive process of consultation with a new generation of Rolls-
Royce clients. This global, highly dynamic group of entrepreneurs 
expressed a desire for a chauffeur-driven business tool for the week 
that can transform into a serenely comfortable and dynamic self-driven 
saloon at the weekend. Ghost Extended is the response. First customer 
deliveries will be made in the fourth quarter of 2020.

Ghost Extended offers 170mm more space than Ghost, providing more 
rear legroom than any four-seat sedan with the exception of a Rolls-
Royce Phantom Extended. Customer centricity has informed every step 
of the development process. A key learning was that Ghost Extended 
customers wanted no compromise to Ghost’s pure, minimalist design. 
The marque’s designers worked to cloak the extra length by only 
extending the rear door and body around the rear door apertures, 
preserving the lines of the car.

Rear Suite Serenity
A suite of enhancements to the rear of the cabin reflects Ghost 
Extended’s flexibility. For the first time, a reclining Serenity Seat can 
be selected, offering a new dimension of rear seat comfort akin to a 
business jet cabin environment.

The rear cabin also provides the perfect environment to transition from 
business to leisure. To enhance this, a Champagne fridge is provided 
between the rear seats and has been developed with exacting attention 
to the needs of the Rolls-Royce client. To achieve this, the marque’s 
engineers consulted with a Master Sommelier. They learned that the 
optimum serving temperatures of non-vintage Champagne is around 
six degrees centigrade and vintage Champagnes is around 11 degrees 
centigrade. 

New Ghost is the result of 
in-depth dialogue with Rolls-
Royce’s diverse and global 
customer base. 

The most rear legroom 
in a four-seat sedan with 
the exception of Phantom 
Extended.

170mm longer than Ghost, 
offering greater space 
and legroom for rear-seat 
occupants.

Provides enhanced rear 
comfort with no compromise 
to driving dynamics.

Presents own identity within 
minimalist Post-Opulent 
design philosophy. 

Ghost Extended, beam-
melted metal components are 
welded to the body-in-white, 
while parts made by multi-jet 
fusion. 

#rollsroyceghost
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Technology Without Obtrusion

Ghost is the most technologically advanced Rolls-Royce ever 
created. For Ghost Extended’s entrepreneurial customers, 
access to WiFi and cutting-edge infotainment systems 
is essential for use during the business day. However, 
technological functions have been deployed with care to 
reflect customer demand for a serene environment, free 
from unnecessary distractions.

The commitment to delivering a pure, detoxifying space 
extends to the air within the cabin. To deliver this, Ghost is 
equipped with a new Micro-Environment Purification System 
(MEPS). This technology enhances existing air filtration 
systems through software and hardware. 

Highly sensitive Impurity Detection Sensors detect ambient 
air quality, automatically activating fresh air intakes into 
Recirculation Mode. If unacceptable levels of airborne 
contaminants are detected, the air is passed through a 
nanofleece filter that is capable of removing nearly all ultra-
fine particles within the cabin in less than two minutes.

A suite of technologies enhances the driving experience in 
urban and country settings. This includes laser headlights 
with more than 600m of illuminated range and key safety 
enhancements including vision assist with day and night-
time wildlife and pedestrian warning; alertness assistant; a 
four-camera system with panoramic view, all round-visibility 
and helicopter view; active cruise control; collision warning; 
cross traffic warning; lane departure and lane change warning. 
An industry-leading 7x3 high definition head-up display 
and self-park ensures absolute effortlessness whatever the 
driving conditions.
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around international travel and disagreements about 
whether children should return to school. 
 
The global family
Families living between multiple countries face 
additional complexities arising from the coronavirus 
crisis. Such families have, in the past, been able to plan 
carefully their time spent in different locations, often 
with the help of a range of specialist advisers. Covid-19 
has resulted in many such families or individuals 
spending considerable time in locations which had not 
been anticipated, either as a result of health concerns 
or due to travel restrictions or national lockdowns.
 
These unforeseen stays could have potential tax 
consequences. It may also be that families need to take 
advice about their immigration status and whether time 
spent in another location unexpectedly means steps 
need to be taken to regularise their right to remain or 
right to live or work in a particular country.
 
Depending on the circumstances, there is also potential 
for families to become subject to the laws of a particular 
country without realising or intending it. Would it be 
possible for a party to file for divorce in that location? 
Would the courts of that country have jurisdiction to 
resolve disputes over the care of any children? It is 
vital that early advice is taken to avoid unintended 
consequences of a period of residence in a particular 
jurisdiction.
 
This might include reviewing existing pre or post 
nuptial agreements and considering whether any 
potential changes are required as a result of their 
change of circumstances.
 
Privacy and security
One further aspect of life which has changed 

Family life is often complicated and 
frequently uncertain. A fact which 
is true now more than ever, as the 
current global pandemic has brought 
unforeseen new challenges for families 
of all shapes and sizes.
 
The global pandemic
During the first half of this year, countries around the 
world introduced a range of different measures to try 
and prevent the spread of Coronavirus. Lockdown 
measures were introduced in England on 23 March 
2020 and five months on the country, like many others, 
is still subject to a raft of restrictions.
 
Restrictions due to Covid-19 have created numerous 
challenges for couples and families. It is important 
that families, and those who advise them, keep in mind 
those issues which may not always be at the forefront of 
people’s minds while they are juggling more immediate 
challenges.
 
Financial concerns, the general downturn of the economy 
and changing work patterns and environments have all 
put pressure on families. Family lawyers typically see an 
increase in clients seeking a divorce after periods when 
couples have spent long stretches of time together, 
such as after the summer and winter holidays. For many, 
the enforced periods of time spent together during 
lockdown, combined with social isolation, financial 
strain and other domestic pressures, have been the 
straw to break the camel’s back for already struggling 
relationships.
 
The pandemic has also seen increased disputes amongst 
separated families about arrangements for children, 
driven by differing attitudes to virus risk, concerns 

THE LEGACY OF LOCKDOWN ON FAMILIES
DIVORCE, PRIVACY AND THE BIGGER PICTURE 
By Caroline Holley, Partner, and Alyson Morrell, Associate, at Farrer & Co
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considerably as a result of lockdown and other such 
restrictions is the extent to which we use and rely 
upon social media platforms and cloud based video 
conferencing services, such as Zoom. Reviewing online 
and data security at regular intervals is best practice at 
any time, but is particularly important now. Managing 
one’s exposure online, ensuring passwords are secure, 
that the correct anti-malware software is installed and 
that devices are protected should be standard practice, 
but with a rise in online crime it is now more important 
than ever. Families also need to be aware of the extent 
to which they, and their children, share information 
online. With an increase in video conferencing it is 
likely that families are sharing more information than 
they intend, including their location, details of the 
inside of their home or potential security weaknesses.
 
Impact on family breakdown
For those who have experienced a family breakdown 
as a result of lockdown, the impact of the pandemic 
might mean that resolving matters ancillary to their 
divorce could be more difficult. The UK is experiencing 
its first recession since the financial crisis in 2008: 
UK GDP fell by 20.4% in the second quarter of 2020 
(the steepest drop on record). For many, the resulting 
financial uncertainty has made it harder to settle 
financial claims on divorce and has created the need 
to re-value assets, a difficult exercise given unstable 
markets and the unpredictable effects of the virus 
on many sectors. There have also been instances of 
applications to vary financial orders which have already 
been made but which have become unaffordable as 
a result of changes in circumstance arising from the 
impact of the pandemic.
 
The increasing number of people reassessing their 
lives and, in particular, where they want to live, might 
well lead to further disputes amongst separated 
families if agreement cannot be reached about 
potential relocations.
 
Brexit
Discussion of the implications of Brexit has receded in 
light of the focus on the efforts to contain Covid-19. 
However, with the transition period ending on 31 

December 2020, much of the legislation impacting 
families remains uncertain. 

 It is important that families, and those who advise 
them, do not forget the need to take advice about the 
likely changes and how these might affect them.
 
Certain changes could significantly impact UHNW 
and international clients, including shifts in how we 
determine jurisdiction for divorce, whether foreign 
divorces are recognised between countries, and how 
maintenance orders are recognised and enforced in 
foreign jurisdictions.
 
Those with existing pre or post nuptial agreements 
should review those agreements to assess whether 
any alterations are necessary in light of the changes 
which the end of the transition period will bring.
 
It has never been more important for all families, but 
particularly those whose lives span several countries, 
to take comprehensive advice to protect themselves 
from unforeseen issues which might arise from the 
current global pandemic.

here.

If you’re looking for 
rounded family office 
expertise, there’s
one place you
should look...

Find out more at guernseyfinance.com



Following the delivery of the 115-metre explorer 
yacht “Luna” and the current order for a 140-metre 
yacht project that is currently being outfitted at the 
shipyard, Lloyd Werft Bremerhaven, now unveils DIVA 
a head turning yacht concept to the market. 

Together with the renowned design office, judel/
vrolijk, the Bremerhaven based shipyard developed 
DIVA, a modern 96.50m six-decker with a volume 
of almost 3000 gross tons. Her dynamic and sporty 
lines, by Pink Gin creators judel/vrolijk references the 
top race sailing yachts in its vertical bow, the reverse 
sheer lines and her sail-like mast.

DIVA features large floor to ceiling glass openings 
throughout the owner and guest areas. Two terraces 
in the spa area aft, private balconies for the guest 
cabins and the forward lounge, which also converts 
into a cinema, open up the interior to the outside 
decks. The helipad on the large foredeck is capable of 
bearing a six-seater helicopter to guarantee smooth 
transportation.    

Arriving by tender, a 8.5m x 4.0m x 1.2m large infinity 
pool in the aft part of Main Deck attracts attention 
and inspires guests to explore beyond.  A generous 
wellness and entertainment oasis of around 300m2 
at aft Main and Lower Deck combined with two 18m2 
shell door terraces providing that ever-important 
“open sea beach club feeling”. 

The upper decks of DIVA are designed for conversation 
and entertainment. judel/vrolijk envisaged circular 
lounges in the stern of the Owner, Bridge and Sun 
deck, rising up to form the vessel’s signature element, 
each deck forming a different function. First, on 
the owner‘s Deck, the lounge sports a  bar counter 
serving up to six guests and two sunpads facing aft 
offering a bright aspect out to sea. Moving on to the 
Bridge Deck, the lounge unfolds it charm towards 

evening with a centralized fireplace surrounded by 
comfortable seats for up to twelve guests enjoying 
a „campfire“ feeling at sea. Finally, the Sun Deck 
features two round lounges: one for al-fresco dining, 
the other as a private retreat enthroned, four metres 
above the forward bar of the sundeck and sixteen 
metres above sea level. For DIVA’s interior design 
scheme, judel/vrolijk created an Asian-Scandinavian 
look – tidy and clean, yet retaining a feel-good factor. 
As is common on yachts of this size, the ten-guest 
capacity accommodates five cabins on the Main Deck, 
however on DIVA almost all of them delight in their 
own foldable balcony. The owner enjoys a prestige 
area at the Forward Deck providing privacy for the 
family with two bedrooms, his/hers bathrooms and a 
veritable office. 

DIVA is powered diesel-electrically with four 
generators (951 kW each) driving two propulsion 
pods, ensuring high manoeuvrability and fuel 
efficiency. An optimized underwater hull form 
guarantees outstanding comfort level and highest sea 
worthiness.  As for the vessel’s construction, clients 
can expect extremely low noise and vibration levels 
thanks to Lloyd Werft’s reputation in technology and 
engineering.

Rüdiger Pallentin, CEO of Lloyd Werft Bremerhaven, is 
certainly proud of DIVA: “She combines contemporary 
design with shipbuilding expertise at the highest 
level. Lloyd Werft is your ideal partner if you are 
looking for a shipyard with unrivalled reputation for 
technology and quality.“

Torsten Conradi, Managing Partner of judel/vrolijk, 
comments: “DIVA has been developed with 40 years 
of experience in yacht design. The project implements 
some of the freshest and most unconventional 
features which will surprise and fascinate a lot of 
owners.“

SUPERYACHT LAUNCH: 
LLOYD WERFT ANNOUNCES PROJECT DIVA
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Construction of DIVA is destined to start in summer 
2020 with an estimated delivery in summer 2023.
 
About Lloyd Werft Bremerhaven:
The history of Lloyd Werft Bremerhaven goes 
way back to the days of the big fast transatlantic 
passenger steamships. At the same time as the 
Bremen shipping company – Norddeutscher Lloyd – 
opened for business in 1857, the yard began work 
as the workshop for Lloyd’s fast-growing fleet of 
ships. Lloyd Werft moved to its present location 
in Bremerhaven’s Überseehafen in 1871 as ships 
continued to grow in size. For more than 160 years 
the name of Lloyd Werft has been associated with 
building and converting unique ships and with 
a shipbuilding tradition that has spanned many 
generations of the same families.

Lloyd Werft, since 2015 part of the Genting Group, 
is located on a site covering more than 260,000 

square metres in Bremerhaven’s Überseehafen on 
the German North Sea coast. Three large dry and 
floating docks make it possible to build, convert and 
refit ships and yachts of more than 300 metres in 
length and with a draw up to 11 metres. Lloyd Werft 
works according to the most stringent quality, safety 
and ecological assurance standards. 

The shipyard has in-house competence in 
development and design, its own assembly capacities, 
well-equipped workshops, integrated logistics and a 
proven network of partner companies. Along with 
an experienced project management team these 
parameters create the foundation of the shipyard‘s 
success. The latest references in yacht building 
include the 115 metre long „Luna“ and a 140 metre 
plus yacht which is currently under construction. 

For information contact:  André Stegmann, Andre.
Stegmann@lloydwerft.com 
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Groundbreaking 
Technology

Investment reporting is as much about 
communication as computation. Private Wealth 
Systems has built the most powerful multi-asset, 
multi-custodial client reporting platform -  
empowering you to take control and transform how 
you analyze, report, and manage private wealth.

PDF Reports Xcel

Outbound Data Feed

Tablet Web

ACCOUNT AGGREGATION
All transactions from all accounts across all custodians 
in all currencies, 12,500 data sources and growing   

ALL ENTITY STRUCTURES
Foundations
Trusts
Partnerships
Pooled Investment Vehicles

MANAGER LOOK THROUGH
Full transparency at the manager and sub-manager level

CUSTOM CLASSIFICATIONS 

CLIENT / ADVISOR PORTAL

ALL CURRENCIES
($, €, ¥,  £, ₪, ₣)

ALL ASSET CLASSES
Public Securities
Private Equity
Hedge Funds
Art & Collectibles
Real Estate
Physical Assets

TRANSACTION LEVEL 
RECONCILIATION
Ensures the highest level of data accuracy 
across the industry   

PERFORMANCE CALCULATION 
Daily time weighted returns and money 
weighted returns/(IRR) 

AD-HOC CLIENT REPORTING

TRANSACTION-LEVEL-TRANSPARENCY ACROSS ALL GLOBAL INVESTMENT STRUCTURES

www.privatewealthsystems.com      ·     info@privatewealthsystems.com      ·     US+1 980 500 3000



London +44 20 7766 4300 
Monaco +377 97 97 81 21 
New York +1 212 223 0410 
Miami +1 305 672 0150

Moscow | Palma | Athens | 
Los Angeles | Seattle | Mumbai

enquiries@burgessyachts.com  |  www.burgessyachts.comSale & PurchaSe  |  charter  |  technical ServiceS  |  Yacht ManageMent

The Complete Service
Providing the very best that superyachting has to offer

Burgess is the only full service global superyacht company. Tailor-made solutions 

and full support for all our clients. Whether you wish to purchase, sell or charter 

a yacht, we cover every angle. Whatever your needs, if you want the most 

spectacular yachts, speak to Burgess – the world’s leading superyacht specialist.
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Scanning the Landscape
With all the worthy causes to support, how will you 
and your family decide where to focus?

One of the ways to find a focus in philanthropy is 
through what’s called a landscape scan. Landscape 
scans are tools funders use to look at a given field 
or issue area to identify the needs, opportunities, 
and gaps in funding. They then use this information 
to guide their giving and strategy decisions and 
understand how the family office can be most 
effective in its philanthropy. 

When you want to make sure your philanthropic 
giving will be relevant and effective, you can look 
across the field for needs and opportunities. In doing 
so, you will find causes, partners, or ways to plug in 
that you may not have known about before. Finding 
these opportunities and understanding how a given 

At Hammer & Associates, we meet with a lot of family 
office leaders and donors who are interested in or actively 
practicing philanthropy. They ask questions such as: What 
is the best strategy in philanthropy? How can my family 
and I agree on something that will keep us together over 
time? How can I achieve the best results for my community 
or funding area—while staying true to what I’m passionate 
about?

It’s difficult yet necessary to choose among the many good 
causes to fund. Family offices and donors may think it’s best 
to fund many causes rather than narrow it down to one or 
two. After all, isn’t it better to fund more than less? Yet if 
you ask how to achieve the most good with a family office 
or foundation’s limited resources, you may answer the 
question differently. 

Many family offices and foundations realize they can only 
achieve real and lasting impact in a few areas. They must 
focus their giving on specific causes, communities, or 
geographical areas. Some people call this being strategic 
about their philanthropy. Strategic philanthropy is a 
term that gets used a lot in the field, often with different 
meanings. At the heart of it, being strategic simply means 
finding a focus based on community needs, setting specific 
goals within that focus, and having a thoughtful process to 
gauge how well you met those goals.

Simply because you decide to be strategic about your 
philanthropy, doesn’t mean you stop being responsive to 
needs. Some funders maintain a portion of their grantmaking 
portfolio to responsive grantmaking, giving them the 
flexibility to make grants as needs in the community arise. 
Others offer their board or family members discretionary 
grants, earmarking a certain dollar amount per member 
to use for their own personal passions or specific to their 
local city or town. This allows the philanthropy overall to 
stay mission-driven, while making sure board or family 
members stay engaged and interested.

Suzanne Hammer
Hammer & Associates 

FINDING A FOCUS
FOR YOUR PHILANTHROPY

By Suzanne Hammer, Hammer & Associates

WWW.FAMILYOFFICEELITE.COM

field works is called “scanning the landscape.” Many 
use this term in philanthropy, and at its most basic, it 
simply means “doing your research to determine where 
and how to give your resources.”

For new funders, landscape scans can provide more 
understanding about existing funders, players, and 
opportunities in any given issue area and provide 
diverse viewpoints. For seasoned funders, they can 
provide updates and comparative data about ongoing 
developments and needs and help the funder assess 
impact, explore new strategies, and course correct as 
needed.

Scans can be done in many ways that fit your time, 
budget, and operating style. They can be informal 
phone interviews, surveys, a study of research, press 
clippings, and field journals, or more complex and 
structured study or focus group. They don’t have to be 
long and complicated—they simply need to answer the 
questions to want to learn. 

How to Get Started on a Landscape Scan
Some donors conduct a needs assessment when they 
are figuring out their philanthropic mission or focus 
area. Others scan the landscape once or twice a year 
to inform their strategies. Some conduct the needs 
assessments themselves, while others hire skilled 
philanthropy advisors or firms to do the research for 
them.

To get started on your philanthropic landscape scan, 
it helps to think through and discuss the following 
questions as a family, staff, or board.  Ask yourselves: 

What are the most important questions we want to 
answer? 

Who are the best people or organizations to find 
answers?  

What methods will we use to conduct the landscape 

scan (e.g., interviews, a literature reviews, a focus group, 
a combination?)

How will we respectfully engage them as part of this 
process? 

How will we identify our own blind spots and 
assumptions? 

What support do we need from colleagues, experts, 
and/or philanthropic advisors? 

How will we use the data to inform our own strategies 
and decision making? 

Landscape Scans Build Lasting Relationships
Landscape scans do more than collect information; 
they are also a way to make connections and build 
relationships with others in the field you wish to 
support. It will help you to get to know other people 
and organizations, test ideas, and get feedback before 
funding them. The people in the field are the ones who 
know best about what’s needed. It always helps to ask 
“who else should I be speaking to about this?” Many 
people will happily share their contacts or additional 
ideas to consider. 

It helps to conduct landscape scans on a regular basis 
to keep your learning and relationships relevant. The 
most effective family philanthropists are the ones who 
never assume anything, and who never stop asking 
questions about how they can best support the causes 
and communities they care most about.  

Suzanne Hammer of Hammer & Associates gives family 
offices the tools they need to engage in and connect with 
their philanthropy—helping philanthropic individuals 
and families pair their passion with proven strategies. 
To learn more, download her EngagedPhilanthropy™ 
guides – including a new one on Finding Focus and 
Scanning the Landscape – at SuzanneHammer.com 

Tel: 303-319-3029. Follow @SuzHammerGiving
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A Step Forward

A majority of the world’s wealth is created by family-
owned businesses. Tharawat Magazine reports 
businesses that are majority owned by a single family’s 
members contribute to 70%-90% of the world’s 
GDP. So how does a family office guide its businesses 
through the COVID-19 era? It starts with purpose. A 
higher purpose than simply making money.

Pre-COVID-19, it seemed the global business 
community was really starting to engage in Corporate 
Social Responsibility (CSR), as witnessed by the 
flow of investments into Environment, Social, and 
Governance (ESG)-themed funds. In August, The 
Business Roundtable famously announced a new 
Statement of Purpose of a Corporation, signed by 181 
CEOs who committed to lead their companies for the 
benefit of all stakeholders – customers, employees, 
suppliers, communities, and shareholders. Even $7 
trillion-dollar asset manager Blackrock’s CEO Larry 
Fink alerted CEOs in his annual letter that social 
purpose and profit were inextricably linked. Now with 
companies in danger of going under entirely, it seems 
reasonable to wonder how much families who run 
businesses and their teams will genuinely commit to 
CSR.

In fact, the pandemic is reinforcing the need for CSR, 
and companies will double down for four reasons in 
particular:
1. ROI is Real
First, CSR helps deliver real returns. In the first quarter 
of 2020, ESG-themed funds saw record inflows in the 
US, while the rest of the market saw billions of dollars 
of outflows, according to data provider Morningstar’s 
Jon Hale. Many ESG indices held up better through 
the downturn than their broader market counterparts. 
Seven out of 10 sustainable equity funds finished in 
the top halves of their Morningstar Categories. Even 
before the coronavirus outbreak, more investors 
were looking at companies through the lens of ESG 
practices. But now, corporate decisions on human 
capital, customers, and society during the COVID-19 

pandemic will carry greater weight. As companies 
face greater scrutiny during the crisis, ESG factors 
will now be a key layer of diligence in evaluating an 
investment.
2. Technology
Second, technology is driving innovation and market 
opportunities. As noted by George Kell of ESG quant 
fund Arabesque, it helps drive the CSR movement 
by improving resource efficiency, collaboration, and 
facilitating the search for new business models. The 
pandemic has boosted digitalization across all sectors 
of the economy and strengthened the infrastructure 
and analytics that support CSR reporting. Witness the 
vital role technology played in our collective response 
to the pandemic: from Zoom calls and logistics plays 
by the Amazons and Alibabas to the reliance on 
telehealth and rise in digital literacy, technology 
aided and inspired people and brands. The sudden 
pandemic forced firms to switch literally overnight 
to completely digital models. Industries no longer 
had years, but merely hours to achieve their digital 
transformation agendas. 
3. Globalization is Here to Stay
Third, while globalization has been dealt a blow, it is 
not going away. Think of all the great global brands 
dependent on two or more continents to both produce 
and sell their products and services (e.g., Apple, 
Alibaba, LVMH, Tesla, Danone). And think of GenZ and 
Millennials and the hundreds of thousands of student-
consumers who have lived and studied outside their 
home country. They are forever changed, with a 
broader worldview. We cannot put the globalization 
genie back in the bottle once our youth and brands 
have gone global. Here again, technology (e.g., Twitter, 
WeChat, TikTok, Instagram, etc.) has connected us 
globally, even when the world was in lockdown. 
4. Individuals Drive Brands
Finally, individuals build and drive brands, so we 
should not generalize too quickly about a brand, a 
sector, a nation, or its people. Through CSR, we engage 
individual stakeholders -- employees, customers, 
suppliers, and investors -- to grow brands through 

COVID-19 AND YOUR FAMILY OFFICE two-way dialogue. And through this process, everyone 
knows in his or her gut if the brand genuinely cares 
about them. Done well, CSR builds trust. COVID-19 
amplified this. Stakeholders had their megaphones 
aimed at heroes and charlatans alike. COVID-19 
has underscored that your family office needs to be 
monitoring and guiding the dialogue, particularly as it 
relates to higher purpose. 

For example, through CSR, brands that exercised their 
ability to be transparent, responsible, and nimble 
shone bright. During COVID-19, LVMH – guided by the 
Arnault family of France -- received plaudits for quickly 
converting factories to produce hand sanitizer, and GM 
was praised for pivoting to manufacturing ventilators. 

While in China, e-commerce giant JD.com – guided by 
founder Richard Liu -- was celebrated for leveraging 
its logistics to get necessary medical supplies into 
Wuhan.  Brands with strong CSR practices understand 
that individuals matter like links in a chain – every 
brand is only as strong as its weakest stakeholder link. 
It takes only one activist shareholder, whistle-blower 
employee, unethical supplier, or social media influencer 
to shine a spotlight on a brand’s shortcomings. 

Step Forward
Family-run businesses should not view CSR as a crystal 
ball, but it does help leaders anticipate and respond 
to unforeseen challenges. To some degree, it even 
inoculates the brand because they build trust through 
CSR over the years, so their stakeholders are more 
likely to give them the benefit of the doubt when a 
crisis unfolds. 

As a final thought, we would be well-served to look at 
businesses along a CSR spectrum – a spectrum of caring 
-- and assess where they are on that spectrum and 
which way they are moving and how quickly. If nothing 
else, COVID-19 has shown us their stakeholders expect 
them to be more responsible, more empathetic, and 
more committed to resolving larger societal challenges, 
such as income disparity, food insecurity, the digital 
divide, and climate. Those who are better at “doing the 
right thing,” and those who commit to moving further 
along the spectrum of caring are the brands that will 
prevail. Because the families that guide them, as well 
as their leadership and all their employees, have 
exercised their CSR muscles and pursued a higher 
purpose and relationship-based business goal rather 
than rushed to the transactional bottom. COVID-19 has 
made this clearer than ever.
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Traditionally set up by and for 
British upper-class men in the 18th 
century, private members clubs 
have come a long way since then. 

Whilst conventional private 
members clubs were, and still are 
in some places, more of a place 
for business meetings and a ‘hide-
away’ from public view, a new 
breed of private members clubs 
are growing in popularity across 
the globe. 

These new inclusive and diverse 
clubs are more exciting than their 
older counterparts. They’re more 
of a social base and membership 
is now seen as a fashion accessory 
of sorts or gateway to a new social 
status. It is indeed a new age for 
private members clubs and The 
Club London is amongst those 
leading the way.

Over the past 10 years or so, there 
has been a clear shift in the way 
society prioritises spending habits. 
On average, 76% of people this 
year have prioritised inspirational 
and meaningful experiences over 
material items. With everything 
2020 has thrown at us, more and 
more people are wanting to escape 
their everyday life. 

Most of us are now seeking 
something a little different, 
something that helps give us new 
experiences or reach new social 
circles. Whether it’s due to an 
ever-increasing sedentary lifestyle 
for a lot of office or home-based 
workers or a severe reduction in 
face to face interaction, fun is now 
our spending priority. This means 
less retail therapy and material 
things; instead opting for more 
extraordinary experiences. Here at 

The Club London, we could not be 
happier to accommodate this!

How can you enjoy new and exciting 
experiences with traditional 
members clubs that are static, tied 
to just one venue or specific local 
partners? Common feedback from 
members of traditional members 
clubs is that it feels same-old very 
quickly. 

Loyal members deserve a new and 
exciting social calendar that keeps 
them on their toes. You’ll never 
have to worry about experiences 
feeling boring or stale as we are 
consistently bringing our members 
the best food, entertainment and 
service to wherever that may be. 
The best of the best is not confined 
to just one area or venue. Your 
business does not always involve 
the city, why would your social life?

A NEW AGE FOR PRIVATE
MEMBERS CLUBS

WWW.FAMILYOFFICEELITE.COM

The Club London is a private members club for 
anyone seeking new horizons. Ditch the specific 
venue, hub or golf club with the limited partnerships. 
Whilst it’s nice to always have a set venue to return to, 
our private members club transcends expectations 
by breaking through these restrictions. We partner 
with a host of lavish locations and venues to curate a 
collection of experiences for you to choose from. We 
work with those who are leaders in class and have 
over 30 years of hospitality and events experience. 
That means you’ll always be at the heart of the 
newest and best food, hotels and experiences if 
you’re a member of The Club.

We don’t believe in delivering same-old. Life is 
made up of only the most memorable events! One 
of the best reasons for joining a private members 
club like The Club London is the guarantee you’ll 
gain access to exclusive and unique events. Our 
impeccably organised and expertly managed events 
allows you access to the best events and venues 
not just in London, but globally. Tying yourself 
down to a venue-specific members club limits your 
opportunities, thus your experiences and exposure 
to different social circles. It can also make taking part 
in events and working around your schedule a little 
harder. At The Club London, we say goodbye to the 
rigid, set-in-stone, pretense of meeting at a certain 
time and place every month. We are proud to say 
we encourage our members to travel all over the 
world to attend the best sporting events, parties and 
celebrations. You are free to live a life of luxury and 
bump elbows with other like-minded people seeking 
the same experiences. 

The traditional static members club worked for the 
time they were created. When times change so do our 
societal needs and desires. Keep looking for different, 
keep expecting the best and make firmer friendships 
through shared extraordinary experiences. We are 
proud to offer our members a brand-new experience 
in every event we put on. We also pride ourselves on 
being able to offer our members an opportunity that 
is not easily obtained. This isn’t your typical ‘off the 
shelf’ experience, you can’t get this extraordinary 
experience anywhere else. 

If you’re wanting more than the typical venue-specific 

members club and want to sample all the world can 
offer you, look no further than The Club London. 
The Club London is one of the only membership 
societies on the market that are providing bespoke 
experiences tailor-made to small groups, ensuring 
your meetings are memorable, your time is enriched, 
and your connections are stronger.  

In a world full of mediocrity, embrace the 
extraordinary. If you feel membership is for you, 
please enquire via www.theclub-london.co.uk or call 
01525 237119 today!

www.austlinx.net
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One afternoon while at home, courtesy of my stay 
safe approach to COVID-19, my thoughts wandered 
as to why many clients have sought me out while 
isolating at home during the COVID-19 lockdown. My 
conclusion is that I found that many clients are family 
members, often engaged in a family business, and they 
have become stuck in how to approach this significant 
challenge, especially if they are in a transitional time 
in their lives.

So for the past few months, I have handled clients 
facing issues thrown up by COVID-19, from the need to 
work remotely to letting younger generations step into 
leadership roles, as parents decide semi-retirement is 
fun, or health challenges and risks necessitate it. 
One common theme I have witnessed is that life 
is disruptive due to the challenges necessitating 
transition or change, often not through your own 
choice of timing, but when external circumstances 

dictate. Does it appear that stress from COVID-19 is 
creating fractures within a family business and forcing 
change within the family?

For family members with health concerns, desiring to 
retire, or being nudged aside, this is a time of transition. 
Whatever the reasons, being isolated at home or 
possibly not being adept at remote work using cutting 
edge technology, for some of my clients, this is 
creating an environment where they feel stuck, lacking 
in passion for work, which results in a sobering feeling.   
You see, the end of a leadership role, even within a 
family or family business, is a loss. 

There is grief, a loss of identity, a sense of low 
relevance, and a feeling perhaps for the first time in 
their adult lives, of drifting in calm waters with a lack 
of direction and no horizon in sight. Being stuck on 
how to move on is disquieting. It may bring a sense 

By Andrew S Kane OBE PhD

ON LOCKDOWN...WHAT’S NEXT? of unease in the change of the identity of who you are 
while living with a reduced sense of purpose. I have 
had clients who have exuded self-confidence as family 
leaders. Suddenly, they had their confidence challenged 
or replaced with a sense of a lack of competence of 
their skills (e.g. technology, social media, or cultural 
as examples) necessary to deal with the next phase of 
their lives. No wonder some clients, especially those in 
midlife or later, feel they lack a clear sense of purpose, 
the uncertainty of who they are, which causes angst. 
Yet the same clients want to retain their desire for 
authenticity and autonomy over their lives. 

For some clients, their lives become complicated when 
their spouse fails to grasp the qualms felt, which can 
intensify the client’s fear when their spouse does 
not understand the stress of a transition. I have had 
quite a few clients advise me that their spouse has 
often quoted, “I married you for better or worse, but 
not for lunch.” Some clients in private relate how this 
places additional pressure on what to do after losing a 
leadership role within a family business.

The need to find ways to fill newfound time may feel 
essential. How long before playing golf or tennis, staring 
at a computer screen, or lazing on your back (like the 
photo in my article) becomes lacking in purpose, yet 
was so desired as a leader? 

So, I regularly find myself with clients vexed in this 
circumstance, “stuck” in their lives. In working with 
clients, as they contemplate a transition, I address 
their sense of loss, their fears, their stress over a lack 
of understanding of their new identity, their passions, 
or a sense of purpose for the next phase of their lives.
I often commence my work with a client by recognizing 
that any loss needs grieving. Your identity has changed, 
your authority and power have dissipated, and your 
role has evaporated. 

A transition is a journey, and as we all know (but we 
do not always follow), enjoying the journey is more 
important than the joy of reaching the destination. 
So, your life journey is to be enjoyed. Allow time to 
travel to the next stage, to go through the grieving and 
spend time clarifying your desired new identity. I have 
undergone this myself, had losses, and bounced back. 
I relate my experience, training, and academic work to 

help family members faced with the type of transitions 
I am writing about, so they can thrive in their lives.
My approach for those faced with a transition, even 
COVID-19-related, is that it is all about understanding 
and accepting loss, reframing your identity, reinventing 
your skills, refocusing on a desired choice of lifestyle, 
and most importantly, clarifying what provides a sense 
of purpose while at the same time focusing on what 
provides pleasure - hedonistic and eudemonic pursuits.
My work involves developing realistic timelines and 
expectations, reframing, and understanding your new 
identity, especially who you are, not what you are, and 
developing a plan for the future around passions and 
purpose. Having experienced several transitions, I know 
the experience, both feeling stuck and the flip side of 
becoming unstuck to gain momentum and direction.

If I could rewind the clock, I would urge all to prepare 
ahead of a family transition, whether on your terms 
or not. Realistically today, we do not retire but rewire 
to the next phase of our lives. So, being prepared and 
understanding the issues and understanding your 
solutions can be most comforting.
Are you prepared?

Dr. Kane is Chairman of Chamberlain Consulting 
Group’s Advisory Board. Chamberlain, located in Irvine, 
CA, is in the “business of stewardship” to help super-
affluent business owners and families build, protect 
and steward their wealth for the benefit of their family, 
company, and community, thereby creating value for 
generations. Dr. Kane, based in S. California, is well 
known for his work on resolving human development 
issues impacting families and their business interests.
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If there is one thing common amongst the Family Office 
industry, it is that nothing is common.  Every family, 
every place, has a unique structure and environment.  
COO’s go to great pains to try to analyze what the 
standard market approach or practice is for many 
offices only to find it is a completely bespoke approach 
determined based on the needs of each individual 
family.  

That leaves many professionals asking… “What is the 
correct approach?”.  It is a hard question to answer 
but I believe that the best approach is to analyze the 
common areas of structure and planning that are 
needed and then analyze the family’s unique situation 
to determine the best course of action.  It is important 
to not be influenced because the family next door 
does it differently.  These offices are not like running 
long/short Hedge Funds.

Let us look at what are the most important areas to 
identify from the start inside of a Family Office as well 
as the best way to connect with these businesses.

First its best to identify what a Family Office truly 
means from a compliance and legal perspective.  Its 
clearly defined by the SEC (Securities and Exchange 
Commission) under rule 202 as an entity established 
by wealthy families to manage their wealth and 
provide other services to family members such as tax 
and estate planning services.  

These family entities are excluded from the Advisers 
Act regulations if it provides investment advice only 
to “family clients” (as defined) and does not hold 
itself out to the public as an investment advisor.  This 
exemption brings to light the issue of not involving the 
family in managing any assets of outside clients. 

RUNNING A FAMILY OFFICE IN 2020

FAMILY OFFICE
by  Joseph Signorile
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Having a basic understanding of what a Family Office 
means, our next step is to understand better how 
to find and be introduced to the Family Office world.  
Generally, the Family Office world is a very private 
community and as such introductions are very difficult.  
Most personnel involved in the Family Offices are highly 
knowledgeable and very experienced.  

Finding experts and qualified personnel to work with are 
best accomplished by referral form other professions in 
the area, previous experience with the family or other 
experts being utilized by the family, and referral from 
trusted peers.  Unsolicited advances are generally not 
the best choice in the Family Office business.

Now that we have a basic understanding of the 
Family Office and how to become involved within 
the community it becomes important to understand 
how these firms operate internally.  Determining 
the family’s culture and generational make up is 
extremely important.  This will determine the type of 
communication and reporting that is necessary.   Is 
the family a single / young generation or is the family 
multi-generational and the assets were earned by 
others many years ago?  This analysis will vastly effect 
the type of professional COO needed at the firm and 
what is the best approach to build communication and 
infrastructure.

Next let us look at how to best formalize the operations.   
Is there a desire or need for committees and large 
staffing or a flatter structure and lean staffing needs?  
This will be determined by the age and generation that 
the family represents as well as understanding the 
future goals for the family.

It is imperative to examine if the software system can 
achieve the family goals or if it needs to be replaced and 
upgraded (assuming a system is in existence)?  There 
is a wide variety of complexity in systems to choose 
from and many different approaches.  Yes, some of the 
older generations will not appreciate the automation 
as much as the direct touch style of approach.

How to structure the family operations cannot be 
overestimated as this will ultimately lead to how well 
all the downstream systems will work, whether family 
is estate and tax efficient, and how much back office is 
needed to support a simple or complex structure.

Before a full staff can be built out, a COO must be put in 
place.  In doing so, you must determine what the best 
qualifications for your COO should be.  The COO

taffing is frequently the most complex job for any 
COO.  This will be determined based on needs that 
include asking how necessary is it to have internal tax 
specialists?  How about internal trading capabilities, IT 
professionals, etc.?  Also consider what services can be 
effectively outsourced.  Beyond that, choosing the right 
people to do business with will be of great important.  
In considering your staffing you should also consider 
how involved are the family members in the investment 
and/or operational business functions.

Having identified an approach to analyze the Family 
Office structure, what are the best qualifications for 
the COO who will be making these determinations?  
The COO should be the primary trusted advisor to the 
family and develop the deepest relationship possible, 
including the most mundane role to the most complex…
whatever is needed.  The COO should show the ability 
to lead the team, the staff, and the culture is of the 
upmost importance.  

Skill sets such as a deep tax understanding, strong 
accounting skills, balanced temperament, good social 
skills and the ability to help determine long term 
goals and strategies is very important.  No COO can 
function well without an understanding all external 
service provider and relationship needs along with 
strong connections in these markets to make the 
best connections for the family.  Additionally, as in 
any investment manager context, CPA’s, CFA’s, and a 
Master’s Degree are always a benefit along with a deep 
level of tenure in the field.

Putting these items together will create a Family Office 
with customized efficient structure with focus on the 
future direction of the family while being run by a 
thoughtful and qualified COO.

Article by Joseph Signorile, Chief Operating Officer, 
CPA, MS, Founder of Our Peer Group (“OPG”) An industry 
think tank for COO and CFO professionals in the Hedge 
Fund and Family office industry 

www.ourpeergroup.com
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ENSURING QUALITY DEAL 
FLOW IN UNCERTAIN TIMES
by Ken Carmody, COO of Finscoms

With the current climate of increased volatility and 
turbulence many Family Offices are now sitting on 
dry powder waiting for the inevitable opportunities 
and lower entry valuations that a U-shaped recovery 
is characterised by. With volatility still relatively 
high, the VIX is currently twice as high as it was at 
the start of the year but significantly lower than mid-
March peak of 83.56, how can you mitigate risk and 
find the right investments? How can you control and 
assist investments to help ensure success? More and 
more Family Offices are looking to clearly define their 
position within relevant sectors and build a reputation 
that attracts the best quality compatible investment 
opportunities. From this juncture many then choose 
to invest directly, provide strategic guidance, and/or 
take a position on the board for increased control and 
the provision of added support for the entity that they 
have invested in. With such an entangled investment 
strategy, entrepreneurs, nascent fund founders, 
project owners, start-ups etc are interviewing the 
investor to the same degree as they themselves are 
being interviewed by said investor.

Positioning and Reputation Promulgation 

The inclination of the Family Office to become an 
alternative to venture capital has been rapidly growing 
due to a repositioning of the traditional Family 
Office investment strategy and risk appetite. “They 
are increasingly more open and active in venture, 
particularly in early-stage companies through direct 
investments and funds,” said John China, President 
of SVB Capital speaking in August at the release of 
the Campden Wealth Research Global Family Office. 
The report shows that Family Offices are increasingly 
allocating capital to early growth projects. Their latest 
report states that on average, 10% of overall Family 
Office portfolios are allocated to venture investing, 

“divided between direct investments (54% of the 
average VC portfolio) and funds (46%)”. The majority 
of Family Office investment allocations are made in 
the Seed and Series A rounds. The report shows us 
that this relatively new position of patient capital is 
providing returns of 14% on average and shows the 
importance of being well-positioned and being open 
to change. 

Another example of clear positioning is the large 
move by Family Offices towards impact and ESG 
(Environmental, Social and Governance) investments. 
The attraction here is to be able to make a difference 
while making money. According to the UBS Global 
Family Office Report 2020, 39% of family offices 
intend to allocate most of their portfolios sustainably 
over the next five years, targeting exclusion-based 
strategies. This type of strategy is set to further 
increase significantly in the coming years.

To source high quality, attractive deals that match 
your criteria you must demonstrate clear definition 
of your objectives and let others know exactly what 
you are looking for. Be quite specific, allow people to 
know your sector preferences, your ticket size, EBITDA 
range, ROI expectancy etc this will narrow your focus 
and help with worthwhile matchmaking. 

Building and managing your reputation will help your 
office to compete with private equity funds, banks etc 
in attracting quality deal flow. For example, by being 
helpful towards quality entrepreneurs whether you 
intend investing with them or not can help Family 
Offices to grow quality deal flow quicker than their 
peers. Within investment circles and entrepreneur 
networks word can travel fast about an investor who is 
a valuable source of expertise, ideas, and referrals. You 
will also need to clearly communicate what motivates 

your Family Office, your experience, your vision, and 
your values. This makes it altogether an easier task 
for potential value-alignment. 

Direct Investment and Collaboration

There has been a significant increase in direct 
investment approaches by Family Offices over 
the past decade as Family Offices increase in 
sophistication. In the same recent Campden Wealth 
Research report, the research points to 76% of 
Family Offices investing directly in companies. On 
average, family offices in the study hold eight funds 
and 10 direct deals. Better value, greater control, 
and interest alignment are big motivations for this 
type of investment. Direct investments tend to be 
focussed in areas where families’ feel they have a 
competitive edge according to the latest Family 
Office Direct Investment Report from FINTRX.

Additionally, 72% of family offices provide strategic 
guidance, 70% participate on boards, and 70% 
facilitate investment networking according to the 
Campden report. These value-adds are what many 
organisations are now seeking as standard as these 
practices have been shown to help drive growth 
and returns. The Family Office is now seen as more 
than just a source of capital and this can help build a 
stronger more fruitful investment relationship.

The tendency among many investors is to wait to 
receive deal opportunities rather than getting out 
there and sourcing for themselves. Currently, we 
have noticed that the level and magnitude of network 
building during lockdown and restricted periods has 
increased due to the ease and acceptance of virtual 
meetings. It is as good a time as ever to proactively 
develop strong deal flow through the formation 
of relationships with companies and other deal 
sources. “Family offices are becoming a bit more 
public…. they are building a web presence…this is 
also partly a generational issue. People are now more 
used to sharing information and they are seeking 
deal-flow,” Russ D’Argento, founder and CEO at 
FINTRX, speaking earlier this year.  With the volume 
and appetite for webinars within the investment 

environs increasing there should be no shortage of 
opportunity to place yourself on a panel or develop 
as a thought leader via written articles and speaking 
roles. The most successful investment firms and 
direct investors that have developed an impressive 
network of deal partners, have representatives 
speaking at webinars, arranging break out web 
rooms with keen leads, and contributing in as much 
thought leadership as possible. Spending money on 
visibility is not vital but personal engagement is. 

Forward-thinking Family Offices use their own 
stories as a way of uniquely competing against 
investment banks and private equity by striking a 
chord with certain entrepreneurs. How you craft and 
tell your story should not be underestimated. If your 
Family Office is looking to bolster its allocations for 
direct and quality alternative investments then, the 
onus is on you to be clear on your positioning and 
build a reputation that appeals to the most suitable 
investment opportunities.            www.finscoms.com
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At a high-end hotel in Central 
London, a group of students 
nervously paces around, eagerly 
waiting for the results of their 
final exams to come in. Only 
several hours ago they completed 
an intense, three-day Silver 
Service training course which was 
concluded by a nerve wrecking 
assessment: providing the full 
table setting and service of a group 
of 8 high end business people 
for a formal lunch, whilst their 
Silver Service trainer meticulously 
followed their every move, 
making notes as they went along. 

A plate wrongly set? The distance 
between the knife and the glass 
too far? Or perhaps food served 
from the wrong side? These is no 
escaping - all the skills, rules and 
regulations they have gone over 
and over in the last three days 
had to come out during this high 
pressured, real life service. A chef 
was in situ to prepare a high-end 
5-course lunch, and the students 
did their best not to spill any of the 
welcome Champagne - or worse, 
red wine - on the guests. Of course, 
the trainer made sure the food 
served was a variety of complex 

structures. Try plating up bouncy 
peas, slippery buttered asparagus 
and a delicately constructed Mille 
Feuille dessert while maintaining 
composure and balance! 

Meanwhile, in a large private 
estate in Berkshire two of the 
resident housekeepers are 
walking around with notebooks 
in their hand, following their 
Housekeeper Trainer for the 
next couple of days. The trainer 
arrived first thing this morning and 
immediately started going through 
the property with them, helping 
in establishing a list of tasks, and 
setting up a structure from there. 

The second part of the training will 
be spent focusing on teamwork, 
helping each other instead of 
being in each other’s way, and 
complementing each other’s 
skills, strengths, and balancing 
out weaknesses. One of the two 
ladies has been working for this 
family for more than ten years 
and has recently been joined by a 
second housekeeper, as the family 
moved into a larger property in 
the countryside. Even with all 
her experience, hard work and 

dedicated, the main housekeeper 
is first not experienced working 
in a team sharing the role, and 
second not used to having to stay 
on top of all the housekeeping 
in a significantly larger property. 
Having a trainer access the 
situation is a win-win for both the 
housekeepers and the principals: 
the housekeepers’ daily role will 
become significantly easier now 
there will be a structure in place, 
as well as an understanding of 
how to, efficiently, work together. 
While the principals will not 
have to go through the stressful 
situation of looking for new staff 
as they love and trust their current 
housekeepers who will be up to 
scratch, able to fully manage and 
keep up their precious new home.

Then there is the corporate training 
room that has been cleared out 
for the next two days, and lines of 
coloured tape on the floor mark 
the measurements of the inside 
of a private jet. Three members of 
a Saudi private airline have come 
over to fine tune and upgrade their 
service style for the jet owners 
and guests of the planes. Trolleys 
are in place, and the students are 

FROM BALANCING PEAS, 
MANEUVERING AIRPLANE TROLLEYS 
AND LEARNING HOW TO WORK 
WITH NEW MEMBERS OF STAFF
A DAY IN THE LIFE OF DOMESTIC STAFF, 
TRAINING IS NEVER BORING!
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doing their best to manoeuvre drinks and food in the confined 
space of the isle. The whole room breaks out into laughter 
when one student trips over her untied shoelaces, and in 
her stumble manages to push the trolley through the room, 
knocking down the seat that would have been the captains. 

Back to the London hotel lobby where students one by one 
are being called in to receive feedback on their writing, as well 
as their practical assignment to conclude their hard work and 
study. Thirty minutes later a clearly proud trainer welcomes 
all the students back in the room - which is quickly filled with 
people beaming with pride and big smiles on their faces. 
Smiles of pride, for their newly acclaimed certificate, but 
also of excitement and hope of what doors these new found 
experiences and the newly passed qualification, can open. 
Not to forget the exciting roles that will be available for them. 

As a final task, all students are asked to set up trays with glasses 
of champagne to cheer to their accomplishments. The trainer, 
forever in his role, can’t resist and quickly steps in to adjust the 
spacing between the champagne flutes on one of the serving 
trays a student is displaying. The other students quickly pick 
up on the correction by checking and adjusting their trays 
accordingly. A great final lesson for them to finish the day, that 
although they might have passed their tests, and they have 
their certification in hand, the learning truly will never stop. 

Training and continuing education for candidates of all 
backgrounds is a valued aspect of career development.  
Would you like to know more about the training 
opportunities, both group classes and private training 
opportunities?  Polo & Tweed welcome students from 
around the world, and they run classes in the United 
Kingdom and send their trainers around the world.  Polo & 
Tweed, raising the bar in training. www.poloandtweed.com

WWW.FAMILYOFFICEMAG.COM
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By Michael Weiner
www.preconstructioncatalysts.com

sums of cash and certain other assets to invest and 
achieve profits from buying and selling bank paper, 
profiting handsomely, and dedicating the majority of 
the profits into needed projects, while leaving a tidy 
profit to the investor.

In creating an environment for dollars to be generated 
in large sums, the evolving system today allowed for 
the issuance of a line of credit from a central bank to 
a trading bank platform, with the underlying collateral 
for issuance coming from a third-party investor with 
the requisite assets. Whilst the third-party assets 
are shown, they remain under the ownership of the 
investor, with an agreement to leave them in place for 
the duration of a contract. This is but one step in risk 
mitigation to the client. There are others.

With the advent of the Internet, great confusion 
has been created by uneducated persons, which 
has resulted in some negative impressions, usually 
allayed once an investor has been properly educated 
and informed. Nonetheless, the system operates 
continuously and rewards the investor with significant 
returns to fund the projects needed. This system is used 

Raising funds for a given project is usually at the 
top of the to-do list when a company, foundation, or 
nation has a need. Conventional financing avenues 
can be quite disappointing in today’s environment, 
as banks and other financial institutions are strapped 
for cash or lending requirements are too unforgiving. 
However, there is an answer if one gains a historical 
perspective on an entirely different financing 
mechanism that extends back to the late 1940s. 

Many people working in finance today do not have 
the institutional memory to avail themselves of these 
mechanisms, which were created to provide non-
recourse, non-repayable funding from the activities 
of a specialized system emitting from the top-levels 
within the banks, the IMF, and other authorities’ 
oversight. 

Decades ago— at the end of World War II – the 
economies of most of the affected countries around 
the world were devastated by the costs of fighting – 
and then rebuilding – infrastructures and other critical 
projects needed for reviving and sustaining humanity. 
Gathering in New Hampshire, at Bretton Woods, the 
political basis for the Bretton Woods system was in 
the confluence of two key conditions: the shared 
experiences of two world wars, with the sense that 
failure to deal with economic problems after the first 
war had led to the second; and the concentration of 
power in a small number of states.

A plan was devised that encompassed various 
strategies to create funding for these projects, which, 
by their nature, were not (necessarily) meant to create 
business ventures that would be profitable in the 
purest sense of the capitalist world. Reconstructed 
roads, bridges, hospitals, and other infrastructure 
needs may not be the best investment when a 
capitalist is seeking a return on his or her investment.

To help entice private money to create funding 
for desperately needed projects, the financial and 
political engineers of this plan created a way for 
wealthy families and corporations holding enormous 

THERE IS SUCH A THING AS FREE-CASH FUNDING. 
BUT IT’S ONLY FOR ULTRA-HIGH-NET-WORTH
CORPORATIONS, FOUNDATIONS AND NATIONS.
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to fund recovery and reconstruction efforts in various 
countries, such as Haiti, Africa, India, and elsewhere. 
It is also used to create housing, medical facilities, 
roads, railways, schools, public safety and healthcare 
projects. Remember that these programs operate at a 
very high level in the banking industry—a level where 
very few bank executives other than the CEO and head 
of trading have knowledge. Asking a branch manager 
about these, or even at the Senior Vice President 
level, will generally result in blank stares or “we don’t 
do that” answers. Bank secrecy. Or just not being “in 
the loop” at their bank. Plus, it is a private operation, 
not privy to lower level bankers.

This concept can be illustrated in the following 
example: 

Assume you are offered the chance to buy a car for 
$30,000, and at the same time you also find another 
buyer willing to buy it from you for $35,000. If the 
transactions are completed at the same time, then 
you will not be required to “spend” your own money 
(the $30,000) and then wait to receive the $35,000. 
Performing the transactions at the same time nets you 
an immediate profit of $5,000. However, you must still 
have that $30,000 and prove it is under your control.

Arbitrage transactions with discounted bank 
instruments are done in a similar way. The involved 
traders never actually spend the money, but they must 
be in control of it. The client’s principal is reserved for 
the trader to leverage a non-recourse line of credit. 
The trader is responsible for the unlikely need for 
repayment.

Confusion is common, because most seem to believe 
the money must be spent in order to complete the 
transaction. Even though this is the traditional way of 
trading - buy low and sell high – and also a common 
way to trade on the open market for securities 
and other instruments, it is possible to set up legal 
arbitrage transactions if there is a secondary buyer 
in place and the trader can show he had the money 
in hand (the credit line) before he executed the first 
round purchase. 

When dealing in excess of hundreds of millions in 
face value, obtaining the credit line first is where 
your funds come into play, and you are rewarded 

handsomely for allowing them to support acquisition 
of the line. 

Let me repeat: The reason why client funds blocked 
for use in a Project Funding Trade Programs are 
always safe without any trading risk is that the trader 
is using the client funds to obtain a credit line, which 
is what is used in his or her trading activities, with 
responsibility for repayment of the line on the trader, 
not the investor, for repayment.

A qualified investor must: (a) be a corporation or other 
entity; (b) have cash assets in a top Western bank or 
gold bullion equivalent to at least 140 million euro 
or more; and (c) follow specific instructions to make 
such a contract possible. Funding projects using free-
cash money from these profits, along with protection 
of the investor principal, allows the investor to build 
debt-free projects, which can be profitable in their 
own right. 

•
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growth – and in an increasingly tough market, 
family offices are seeking growth more aggressively 
by participating in more complex investments with 
institutional markets in multiple jurisdictions.
But a push for growth on the part of the family 
means those managing their assets are exposed 
to more risk. In terms of emerging risks, UBS found 
that over half (55%) of family offices believe that 
we will enter a recession in 2020. That said, almost 
half of family offices are still preparing to capitalise 
on opportunistic investments.

So family and private offices are taking on more 
risk to achieve growth, which is shifting allocation 
strategies towards more complex products and 
services. For example, direct investments in private 
equity and real estate - one of the fastest growing 
allocations for family office investment - now 
account for approximately 28% of total family 
office investments, says UBS. This allocation is 
expected to grow in the coming years, as funds shift 

As the profile of the family office develops alongside a more 
complex money management and investment strategy, so 
does the risk profile principals those offices face. 
Many more family and private offices are branching into 
more sophisticated financial products and services. But the 
lawyers and financial professionals running the offices are 
retaining the risk management profiles they perhaps set up 
when they were significantly smaller in scale and scope. 
Today’s complex family offices need to be tackling risks 
head on. Family offices are becoming more directly involved 
with their investment decisions, and with the investments 
themselves, so they must be equipped with the tools to 
handle any potential downsides. Insurance is one such tool.

A shift to institutional-scale investments means 
institutional-scale risk
The staff profile of the family and private investment office 
is changing. What was once the job of a trustee or family 
lawyer now requires professional money managers who are 
experienced and qualified to invest in and manage complex 
financial products on behalf of one or several families.

The Global Family Office Report by UBS recently found that 
the bulk of family office executives reported that family 
wealth increased over the past year (70%). Campden Wealth 
Report estimated that the total assets under management 
of family offices worldwide now stands at $5.9 trillion. Such 
levels put many family offices at the level of institutional 
investment firms, not private individuals. 

This means that, even if the risk appetites of the family 
do not change, the risks facing those who manage their 
increasing wealth do change. Unlike the family lawyer, these 
new professionals most likely do not have the necessary 
insurance, and having come out of larger institutions, this 
will most likely be a key consideration.

A push for growth is exacerbating risk
Family offices have always focused on preservation and 

Charles Hamilton Stubber
Private Risk Management

THE CHANGING NATURE OF RISK 
FACING FAMILY OFFICES  

By Charles Hamilton Stubber, Senior Vice-President, Private Risk Management

into higher yielding but more illiquid assets. Illiquidity 
is a risk to family offices that may struggle to react to 
the needs and wants of the family if their assets are 
tied up for the long-term. With this change in focus 
comes additional risks that are more akin to private 
equity firms, and therefore firms would do well to look 
to how private equity professionals negate some of the 
risks involved.

Cyber criminals aim at UHNW families
Cyber-crime is a growing concern for most institutional 
businesses. Every day, another business is hacked 
or held ransom. And as family offices increase their 
assets under management (AUM) and their complex 
exposures, online criminals are taking more notice. 

Following investment risk, UBS recently found that 
the second largest risk, as ranked by 69% of family 
offices, pertains to the security of family data, its 
confidentiality and identity theft. In a similar vein, 
‘cyber’ and ‘personal security’ were mentioned by 29% 
and 25% of respondents, respectively, as top risks to 
the family office, its staff or the associated family.

Social engineering, or ‘phishing’ as it is commonly 
known, is a real threat to all financial firms these days. 
Extortion is a growing concern for family offices, and 
targeted ‘ransomware’ attacks are fast becoming the 
norm. Furthermore, family offices are in possession 
of sensitive financial and personal data that can be 
used to extort the family themselves. Also, in this 
interconnected world, hacks into family offices can 
compromise UHNW families physically by revealing 
location information that could be of value to criminals. 

However, family office’s security controls requirements 
are much less stringent than most large organisations. 
A recent Schillings report: Private & Confidential: The 
Cyber Security Report, found that over a third (38%) of 
family offices have no cyber security in place to combat 
malicious attacks, even though more than a quarter 
(28%) of offices had suffered an attack. 

Reputational damages come to the fore
UHNW families and their family officers must also 
consider the non-financial pitfalls that they face. While 
investment and cyber risks are more straightforward to 

assess, it’s the ‘softer’ risks that need to be considered 
by family offices.

While reputation risk is not necessarily obvious to 
family office principals, they need to acknowledge 
that a poor choice in a family members’ business 
partner or adviser could negatively impact a reputable 
family office. Similarly, personal relationships need 
to be considered should a divorce, blackmail or even 
embezzlement come to the fore. 

Family office professionals that think they should 
only focus on financial decisions could be overlooking 
significant risks.

Think big to manage growing risks
The biggest threat to a family office is not acknowledging 
that the office is a significant financial player. Focusing 
on the financial growth without considering the 
growing risk that is building alongside the business or 
assuming ‘it won’t happen to us’ is a recipe for disaster. 

Risk of personal liability, cyber-crime and cyber-attacks 
and reputational damage are as real to any family office 
as they are for a blue-chip multinational corporation. 
The difference is, blue chips are usually well-placed to 
manage the risk – it’s time family offices prepare for the 
worst to build for the future. 

Insurance is one of the solutions that will enable family 
offices to succeed. Different investment classes and 
strategies are changing attitudes to buying insurance. 
At Lockton, we provide targeted advice and solutions 
that help professionals mitigate risk and meet their 
business needs.

About Charles Hamilton Stubber
Charles has over 35 years’ industry experience from his 
previous senior roles in Private Client Risk Management 
for High & Ultra Net Worth individuals and families. He 
is principally involved in structuring, negotiating and 
providing new, innovative insurance propositions to 
family offices, individuals and the wealth management 
sector’s clients.

Direct Tel: +44 (0)207 933 2962
Mobile: +44 (0) 7785261986

E-mail: charles.hamilton-stubber@uk.lockton.com 
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Dr. Michael Pullens

me as their trusted advisor. A handwritten note in three 
sentences on his dying bed and letter read at the funeral 
had to be interpreted and carefully translated into a 
legal notary testimony. It was a testimony purely for tax 
purposes, but informally there was a different heritage 
scheme. All things going parallel, we tried to sell off 
some family-owned land to free up resources to rescue 
the company. Meanwhile, I searched and came down to 
three parties seriously investigating the company for a 
takeover or cooperation. At the private side, a legal battle 
started with a faraway aunt who had no ownership rights 
to the companies and real estate but had ownership 
rights in the family trust fund. 

The partner, widow of the pf, was not married to him but 
contributed to the businesses with her own private means 
over thirty years. His son, thus step-son to the widow, was 
(legally) the only inheritor. Various activities, ownership 
rights, and legal residencies in international settings had 
to be managed the best way possible. In the General 
Agreement, we concluded to sell off all business activities 
and real estate for the purpose of a freeway future for the 
widow and step-son. In this turmoil of events, there was 
unfortunately no other way than to liquidate the core 
company to control potential damage at other places. It 
was of utmost importance for the family that an outsider 
as executive officer take on the liability shield to protect 
them against any claims. Settlements had to be made 

In the Autumn 2019 edition of Family Office Magazine, 
I wrote about the principles of the “Ekklèsia of the 
Family” and the General Agreement. In summary, the 
“Ekklèsia” is the general meeting of the Family for 
decision-making upon the execution of the agreement. 
It takes into account the differences between the 
collective and individual family members. In this article, 
I share a case and conclude with major lessons learned. 

The case revolves around a crisis situation. An 
internationally residing family was faced with the 
upcoming death of the pater familias (pf). I was called by 
their private banker to come in and resolve all matters 
the family would be confronted with. Of particular 
concern were the family companies solely and legally 
managed by the pf. On his dying bed, and without even 
having a chance to meet with him, he signed a contract 
making me the exclusive independent family officer 
and trusted advisor to his beloved ones. One week 
later, he died. Directly after contracting with him, I 
made my way to the company that seemed to be in the 
most critical situation because of this event. Entering 
the company and talking with the staff, it was clear 
this company was in tremendous trouble. The apparel 
company demanded a new investment round for the 
summer season collection and payment for winter 
season production. 

All investments were paid out of the family’s private 
capital and regained with the sales of the apparel. 
Since the pf was the sole legal director, when he 
died, all sources and bank accounts were frozen until 
further clarification and legal transfer of ownership 
and responsibilities. It took a devastating six weeks to 
have this arranged, while I was making arrangements 
with suppliers, clients, tax authorities, and other 
stakeholders. In week two, I presented six scenarios for 
the family, since all their international companies were 
financially intertwined, as were their various private 
funds. Their major private trust investment fund was 
partly owned by family members who were not legal 
owners of the business activities. The pf had not been 
able to fulfil his legal obligations with regard to a 
timely depositing of the annual financial figures and tax 
payments. In a legal sense, there was a direct liability to 
the pf, but since he died, it was transferred directly to 

by Dr. Michael Pullens

THE EKKLÈSIA OF THE FAMILY
A CASE STUDY
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with the liquidator, creditors, and tax authorities. It was 
learned that specialists such as accountants and tax and 
legal advisors in different jurisdictions can deter the 
family’s overall interests if they are not orchestrated 
by the trusted advisor. Just as a model to unravel the 
different roles, the attached graphic works very well. It 
is very important to set apart each role from the other 
roles, particularly when they are combined within one 
person. 

Experience helps us better understand the importance 
of the trusted advisor. Some major lessons learned:

1. Better be prepared in any stage and for any event
I can assure that many families will find themselves sooner 
or later being confronted with a mix of similar and other 
elements. When done in time, preparations can be made with 
your trusted advisor.

2. We are all individual humans
Family wealth and business have our foremost attention when 
it comes to the collective heritage. But where applicable and 
possible, a balance between the collective and individuals 
can or needs to be concluded and executed accordingly.

3. Protect against liabilities
In terra incognita, assign an outsider as a shield of the owners 
against liabilities, and have him/her protect their interests. 
It takes capabilities and courage, but an experienced advisor 
can do this.
 
4. All noses the same way
Particularly in a crisis situation, it is of utmost importance 
to have all family members behind the General Agreement. 
Because all will have different roles, interests, and controls 
(see graphic). 

5. Alignment of contracting
The goals of the General Agreement need to be the goals of all 
involved, thus also your trusted advisor. Pay-for-performance 
clauses can be good for all. All involved, family members, 
and your trusted advisor can call upon each other to their 
responsibilities and cooperate on the same level. 

Colophon:
Dr. Michael Pullens, MBA, MMC, is an independent 
Family Officer and strategy and private equity advisor 
and interim executive. He has advised and had 
executive roles at companies of all sizes, shareholders, 
and families, both in growth stages and in crisis. He is 
the founder of Investments@Work and an investor and 
entrepreneur. 

www.linkedin.com/in/michaelpullens
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Expectations – what are your onboard needs? 
Will this be an extension of your office, with connectivity 
and sound requirements, or do you have children that 
require entertainment features?

Added Value – what are the nice-to-haves? 

In my experience, these are the features that are the 
biggest determinants in the client’s level of satisfaction 
with their aircraft.

The exploration phase yields several qualified aircraft, 
but the fact is that there is a best plane for you. Just for 
Family Office Magazine, I pulled together my preferred 
picks in each pre-owned jet category. My choices are 
based on value – maximum capability for the budget, 
with strong resale potential – and while they do change 
based on the current market, several of these models 
consistently perform well when evaluated against 
these standards. 

For many of you, your private jet is your ultimate 
business tool. It enables efficiency and productivity 
that flows straight to your bottom line.  The business 
justification is clear, but the acquisition process isn’t 
quite as simple. Whether you are a first-time buyer 
or considering upgrading or downsizing your aircraft 
due to evolving lifestyle or business demands, it 
is essential to purchase the ideal aircraft for your 
individual mission and budget.  While flying alone is 
an absolute luxury, don’t try to navigate the endless 
options for your personal jet solo. 

For the 12 years before I moved to private aviation, 
I sold F-16s to foreign governments.  The pursuit 
was exciting, but the heart of the role was in the 
partnerships I established with government officials 
as I advised them on the fleet size, configuration, 
and weapon integration that was ideal for their 
specific budget and threats.  Now heading up Sales 
and Acquisitions at Dallas Jet International, I work 
to become your trusted private aviation advisor in 
a similarly complex, but more personal industry and 
product line.  I am obsessed with delivering the best 
aircraft for personal and professional missions – at 
the best dollar, with the best capabilities. 

It starts with defining the mission:

Travel – where are you going, who are you taking, and 
how often?  Your aircraft’s capabilities dictate the 
airports you can fly into and the routing you take to 
get there. Even within the same jet class, performance 
varies widely, so this analysis is critical.  

Budget – how much do you want to spend on purchase 
price and annual operating costs?

Some private jets are significantly more economical 
to maintain, even if they cost more up front. The 
converse is also true, so it’s important to dig deep 
into fixed and variable costs.  

By Gretchen Braley

THE BEST JET BETS
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Large Jet/Long-Range: G550
The G550 has long been a favorite in the long-range 
category, as it can fly an impressive 18 passengers 
over 6,000NM miles at 550 MPH.  It’s also extremely 
luxurious and doesn’t exactly scream “value,” right?  
The G550 is on my list because the large jet market 
is becoming increasingly saturated - many of the 
competitors coming from its very own Gulfstream. 
The abundance of more modern large cabin 
designs, along with the recent retirement of the 
G550 production line, continues to push pre-owned 
values down. Additionally, many corporations are 
choosing to offload their G550s right now due to 
the uncertainty of future international business 
travel, creating a competitive buyers’ market. And 
while a new G550 goes for $60M+, an earlier model 
can be purchased today for as low as $12M.*

Large Jet: Dassault Falcon 2000EX EASy.  
The Falcon 2000EX EASy is a personal favorite. 
With an extremely spacious cabin (almost 1500 
cubic feet) that comfortably fits 12 passengers, this 
aircraft falls somewhere between a super midsize 
and long-range jet. You can easily get from Chicago 
to London, enjoy tons of useful payload, and 
appreciate midsize operating costs. An early model 
currently trades for around $7M*, and a 2008 
around $11M*.

Super Midsize: Bombardier Challenger 300
The Challenger 300 is one of the bestselling jets 
of all time, and for good reason. It’s fast, luxurious, 
and powerful. It boasts large windows, a flat floor, 
and big, comfortable seats. The demand remains 
healthy, but there is enough inventory that you can 
get an older model for as little as $6M*, or a newer 
model for $11M* - a pretty awesome value for a 
10-passenger 3500NM jet.  
**The G200 is an honorable mention for a couple 
million less**

Midsize: Hawker 900XP
The Hawker 900XP is a lot of airplane for your buck. 
For an aircraft that operates at the cost of a midsize 
jet, it has best-in-class cabin size and a heck of a 
lot of range…edging closer to super-mid standards. 
A 2008 model can be purchased in the low-3s*, 

comfortably flying 8-9 passengers U.S. coast to 
coast. 
 Light: Bombardier Learjet 45XR 
The Learjet 45XR is my go-to recommendation for 
first-time jet owners in the market for a light jet. 
The value is unbeatable, plain and simple. You can 
purchase an 8-passenger early model in the low 2s* 
and get exceptional performance, range, and speed 
for a light jet. The operating costs are surprisingly 
low, the range gets you from Middle America to 
either U.S. coast nonstop, and the luxury is on par 
with a midsize jet. 

Interested in factory new? Similar value rules apply, 
and I have preferred picks from the manufacturer 
as well. Ready to talk more? Find me at gbraley@
dallasjet.com or @gretchendallasjet on Instagram.

*Data based on 3Q2020

About Gretchen Braley
Gretchen Braley is the Director of Sales and 
Acquisitions at Dallas Jet International, a leading 
aircraft brokerage company and proud International 
Aircraft Dealers Association accredited dealer.  Prior 
to joining Dallas Jet, Gretchen began her aerospace 
engineering career on the Space Shuttle Program 
at NASA before leading F-16 sales for Lockheed 
Martin Aeronautics. Since transitioning to private 
aviation in 2017, she most enjoys the partnerships 
she creates with her clients and the value that she 
provides while saving them time and money. Check 
out her Instagram page @gretchendallasjet, where 
she passes on her aviation passion and knowledge 
by sharing aircraft comparisons, market trends, and 
future innovations. 
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With restrictions to travel adding another hurdle 
to effective due diligence, debt flows increasing 
into markets and the panacea of social and political 
upheaval in the winds, how should Family Offices 
arm themselves for the choppy waters ahead? Prevail 
Partners suggest that the battlefield - of all places - 
might well hold some answers
 
If the once-in-a-generation shockwave of a pandemic 
has not provided a stern enough threat to global 
markets, certainly the prospect of a bitterly contested 
US election, the potential collapse of the regime in 
Belarus and the associated outwash of dirty liquidity, 
Brexit rocking the foundations of Europe, the Chinese 
strong arm tactics in Hong Kong and the global call to 
action from the Extinction Rebellion movement has 
created an unprecedented level of uncertainty and 
risk to the investment landscape.

Instinctively in such circumstances, the remedy for 
Family Offices might seem to be in safe harbour, 
seeking out dependable havens for investment funds 
to weather out the storm. 

According to UBS’s annual Global Family Office Report 
published in mid-July, 44% of surveyed Family 
offices raised cash between March and May 2020, 
and another 29% bought developed market debt and 
21% purchased precious metals.

But implicit in this solution is a denigrated prospect 
for returns. So how might it be possible to maintain 
portfolio performance while obviating the all-
consuming sense of risk?
 
For mission-enabler, Justin Hedges OBE and his team 
at Prevail Partners, the answer lies in the capacity to 
take up opportunity in challenging circumstances by 
bolstering the risk management arsenal to ensure 
downside liabilities are mitigated as much as possible. 

This approach stems directly from Hedges’ former 
experience on the battlefield where risk is an inherent 
and daily reality, an experience that fosters an acute 
capacity to perceive and defray risk as a matter of life 
and death.

A TICKET TO BE TAKEN FOR A RIDE
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Hedges was one of the Royal Marines’ youngest ever 
Brigadiers and served as the Deputy Commander for 
the UK’s Specialist Military Units, as well as sitting on 
the British government’s COBR committee. The Prevail 
operation bristles with similar experience including 
former military intelligence officers and other 
Specialist Military Unit commanders responsible for 
defeating terrorist and national threats to the UK who 
now bring this state-level intelligence and security 
capability within reach of the Family Office.

Of particular relevance to the Family Office navigating 
turbulent investment markets are three sets of Prevail 
specialist capabilities that provide pre, interm and 
post investment risk management. The first of these 
is due diligence and the capacity to interrogate source 
of capital, evidenced by work conducted by one of the 
Prevail team that raised the first red flags on aspects 
of the Wirecard fraud, years before the issues came 
to the attention of the auditors, bankers or regulatory 
authorities. This DD and financial flow analysis 
provides important pre-investment insight to ensure 
commitments are founded on a full understanding of 
the investment proposition and the provenance of all 
capital contributions.

The second service on offer to Family Offices is 
a comprehensive intelligence and investigations 
capability founded on state-level all-source 
intelligence that provides the insight for forensic 
investigations should any assistance be required 
during the term of an investment cycle. Prevail’s 
capability extends far beyond traditional forensic 
accounting, blending contributions from areas 
including open-source intelligence to build an all-
source picture. And importantly, with so much data, 
the company has the know-how to filter information 
through an interrogation layer to derive actionable 
insights from this intelligence.

And finally, in situations where investments have 
failed, Prevail provides a comprehensive and global 
asset tracing and recovery capability by peeling 
away the ‘onion layers’ of complex global and 
hidden financial portfolios, sequestrating funds or 
impounding physical assets including property, aircraft 
and ships even when located in hostile jurisdictions. 
Hedges confirms that both Prevail’s military-informed 

capability and the current circumstances are seeing 
their services more in demand than ever, especially 
as Family Offices investment planning looks beyond 
the immediate maelstrom to the opportunities that 
lie ahead.

 “When the volatility level rises, it makes all kinds of 
sense to add greater armoury to the investment toolkit. 
While the markets outlook is currently prompting 
cautious behaviour, most analysts, confirmed by the 
UBS report in July, do expect Family Offices to look 
to take advantage of opportunity into the medium 
term. While opportunity certainly exists, it is our 
considered view that using cash to take advantage 
of market dislocations in the current context should 
only be undertaken with greater diligence firepower 
and the back-up if something does indeed do wrong”
In the current circumstances that are denying face-
to-face contact, Hedges makes a virtue of Prevail’s 
capacity to deliver its services remotely. “In a military 
context, you never have the convenience of visiting 
the enemy’s battle lines to assess their capability. As 
a consequence, at Prevail we have deep expertise in 
not just gathering information at arm’s length, but also 
the experience of executing plans that are not reliant 
on being physically present in particular locations. 
This ability to assist Family Offices remotely is now the 
most critical consideration since everybody’s capacity 
to travel is severely limited by the pandemic,” he says.
 
In recent months, Prevail has augmented its 
capacity to serve Family Offices through a range of 
partnerships including recent work with the Umbra 
International Group, who provide private clients and 
their private and Family Offices with a range of secure 
lifestyle and security concierge services. Last month 
the company also announced a new relationship with 
Intelligent Sanctuary, led by the UK’s former Head of 
the International Corruption Unit, Jonathan Benton. 

In the past five years, Intelligent Sanctuary has seized 
over $8b from corrupt heads of state including among 
others, Egypt’s former President Mubarak, as well as 
the illicit funds plundered from Libya by Muammar 
Al-Gaddafi and flows of capital into western banks 
from the Democratic Republic of the Congo during 
the presidency of Joseph Kabila. 

www.prevail-partners.com



and fund managers have already made Singapore an 
attractive base for hedge funds, private equity firms 
and family offices. 

Seizing what could be an opportunity, the Singapore 
government has stepped up its game. It recently 
introduced new tax incentives to encourage investment, 
hoping to siphon fund managers from Hong Kong as 
well as from popular “lightly-regulated” jurisdictions, 
including those facing headwinds, such as the Cayman 
Islands. (In February, the Cayman Islands was added 
to the E.U. tax-haven blacklist of non-cooperative 
jurisdictions.) 

There are many tax incentives in the recently introduced 
Variable Capital Company (VCC) structure, which 
became available to investors in January. The corporate 
structure can be used for hedge funds, private equity, 
real estate, and other funds. It also offers options for 
wealth managers. 

The ability to set up an umbrella sub-fund in addition to 
a standalone fund make the VCC particularly attractive. 
Another benefit is its eligibility for the U.S. ‘check-the-
box’ election. For funds with U.S. investors, this allows 
a fund to be treated as transparent for the purposes of 
U.S. federal income tax. 

A catalyst for change
Asset managers based in Hong Kong that are concerned 
about the territory’s future may find that now is a good 
time to relocate. However, completely uprooting your IT 
infrastructure, software and back-office operations can 
be extremely challenging if they are not robust enough 
to withstand change. 

And this is where the events in Hong Kong and 
COVID-19 share a commonality. They are a reminder 
how important it is to be prepared for the unexpected 
so your firm can react quickly to adversity or to take 
advantage of new opportunities. In other words, the 
events in Hong Kong and the pandemic both serve as 
a catalyst for change, compelling firms to rethink their 
technology and operations. 

Hong Kong has offered a stable and welcoming 
environment to asset managers for more than 20 
years, steadily building steam to emerge as a financial 
powerhouse behind New York and London. With its 
business-friendly tax structure and position as a 
gateway to China, one of the world’s largest markets, 
this semi-autonomous region is home to more than 
160 licensed banks and approximately 1,600 asset 
managers.   

It also boasts 420 hedge funds, accounting for nearly 
US $91 billion of assets under management, according 
to the Financial Times and based on data from 
Eurekahedge. That is higher than the combined amount 
managed by Singapore, Japan, and Australia.

Hong Kong has been able to attract top talent and 
financial investment thanks to a westernized lifestyle 
and relative freedoms. This is due to the “one country, 
two systems” framework that took effect in 1997 
when Britain returned the former colony to China. The 
agreement gave Hong Kong relative autonomy for at 
least 50 years.

That came to an abrupt and premature end this year 
when Chinese President Xi Jinping implemented a new 
national security law at the end of June.  The law is 
expected to draw Hong Kong closer to China’s stricter 
policies. It could threaten the control of capital, data 
privacy, freedom of speech and other civil liberties that 
Hong Kong has enjoyed as a semi-autonomous territory 
for the past 23 years. The law also stands to threaten 
Hong Kong’s hard-earned status as a global financial 
center. 

A new door opens
For firms that want to establish a presence in Asia, the 
turmoil in Hong Kong has unlocked opportunities as 
other jurisdictions rush to step in. 

Singapore, which has long-vied with Hong Kong for a 
slice of the financial pie, is poised to benefit most. Low 
taxes, a respected regulatory framework, easy access to 
Pan-Asia, and generous incentives for qualifying funds 

THE SECRET THAT HONG KONG AND COVID-19 SHARE
By Ashley Whittaker, President - Global Sales at FundCount

Technology matters
The asset management industry has excelled at 
prioritizing spending to attract the best minds in the 
investment world. Unfortunately, many hedge funds, 
private equity firms and family offices have been less 
focused on allocating capital for operational resources. 

COVID-19 exposed this weakness. Firms with 
automated, robust systems easily transitioned to 
remote operations – even from one jurisdiction 
to another – while firms heavily dependent on 
spreadsheets and manual processes or with legacy 
technology hit bumps in the road.   

One CFO of a U.S.-based hedge fund credited earlier 
investment in systems and security with a seamless 
transition to remote operations. In fact, it was so 
seamless – without a blip in client service levels or 
business continuity – and is working so well that they 
have no intention of renewing the office lease, which is 
due to expire in the coming months. This will save the 
firm thousands of dollars per year in rent and ancillary 
costs like cleaning services, freeing up capital to invest 
in technology.  

Moving forward
Whether you’re adjusting to the ‘new normal’ of the 

pandemic, relocating an office to a different jurisdiction, 
or establishing a presence in a new region, the right 
technology is your building block to success. Start by 
assessing the flexibility of your existing technology 
stack and operating model. Are processes automated? 
Are disparate legacy systems chipping away at 
efficiency? Is the system scalable?  Does it provide the 
agility to support customer needs? 

If you’re in the market for a new accounting and 
reporting solution, look for a system that can deliver 
the resilience and responsiveness needed to adapt to 
changing circumstances. Specifically, it should:

• Automate processes to minimize spreadsheets and 
manual input
• Track and manage all asset classes and investment 
structures 
• Let you easily change reporting and consolidation 
currencies
• Provide clients with 24/7 access to data and reports
• Offer the option for on-premise or cloud deployment 

Whatever your motivation for change, the right 
accounting system can dramatically improve the 
flexibility, resilience and responsiveness of your firm’s 
back-office operations.                  www.fundcount.com
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CARBON FIBER BRIEFCASE
CARBONARTZ

Carbonartz has developed a totally unique carbon 
fibre briefcase. The case will be limited to a run of 
just 2,000, with each piece created bespoke to cus-
tomer specification. Carbonartz was established in 
2014 to launch a new collection of truly custom-
izable carbon fibre personal accessories - the first 
product is the briefcase which has patent approval, 
which will be followed by a similarly designed trav-
el case.

Carbonartz is a subsidiary of Deksmart Interna-
tional, a leading supplier of accessories for supery-
achts. Deksmart works with the most prestigious 
superyacht designers worldwide, supplying the fin-
est in marine furniture.

The flowing lines, eye-catching design and stun-
ning finish of the briefcase were inspired by our su-
peryacht and FI heritage. Each briefcase is available 
in a comprehensive range of coloured carbon fibre 
weaves and complimentary paint finishes. Working 
parts are available in stainless steel, anodised alu-
minium or titanium finishes.

Internally, each case is finished in the finest, lov-
ingly hand-crafted leather from an extensive colour 
palette, including exotic skins. It also features a dis-
tinctive fold-out desktop and a range of decorative 
accessories including 24-carat gold carbon fibre 
weave, fittings and precious stone infusions.

Each case will be numbered; the company will re-
tain the full specification of each case, ensuring 
that each case is exclusive to each individual owner. 
This will also overcome counterfeiting as each case 
will be authenticated by Carbonartz.

We are proud that each product from Carbonartz 
is ‘exquisitely designed and handmade in England’, 
demonstrating the skills that are still available to 
design and manufacture items to such high levels 
of precision and finish.

Exclusive retail outlets are invited worldwide for 
further details see www.carbonartz.com

Represented by Turpin Realtors
Molly Tonero, Sales Associate  +1-888-948-7764

Originally built in 1912 by renowned architect Henry Janeway Hardenbergh, designer
of The Plaza, Waldorf and Dakota, The Heritage allows ownership in a picturesque
historic United States landmark.  Located in New Jersey’s Somerset Hills, the
property has been converted into twenty unique residences offering a truly luxury
living experience with easy access to New York City and International Airports along
with local golf, fine dining and a charming downtown.  Prices from $825,000 - $2M

T H E H E R I T A G E A T C L A R E M O N T . C O M

GRAND EXTERIORS •  LUXURIOUS INTERIORS •  CONCIERGE 
FITNESS CENTER •  PATIOS & TERRACES •  INDOOR PARKING

Heritage Family Office Ad.indd   1 9/28/20   1:49 PM
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With $255 trillion dollars in global debt and historical 
amounts of money creation, it is becoming more 
apparent that the current system is not sustainable. 
Many UHNW individuals, as well as large corporations, 
are now investing in bitcoin as a way to combat 
looming inflation.

How the Lockdown Economy Has Affected Family 
Offices

As a result of markets recently taking a turn for the 
worse, family offices and HNW investors have lost 
a significant amount of their wealth, especially in 
traditional markets.
 
Empaxis is a company that provides frequent data 
management and operational support for family 
offices. On April 28th, they released a report entitled 
Family Office Trends 2020 and Effects of COVID-19. 
 
Some of the most notable findings were that there has 
been a loss of capital held by ultra-rich individuals & 
families since 2019, from $8.7 trillion last year to $8 
trillion in 2020. The United States also lost 500,000 
millionaires in March 2020 after reaching a record 
high number of millionaires (11 million) in 2019. 
They also discovered that as of March 18, 2020, there 
are 58 fewer billionaires than there were at the same 
time last year. 

Lastly, Empaxis stated, “The sharp decline in global 
equity markets has taken a toll on global fortunes, 
and COVID-19 and subsequent market losses will 
affect how family offices operate and invest.”
 
Aside from that, according to the most recent UBS 
survey from 2019, given the anticipation of a 
downturn and market volatility in 2020, 42% of 
family offices began increasing cash reserves. 
 

Endless Money Creation and “The Great Monetary 
Inflation”
 
Despite family offices increasing their cash reserves, 
according to billionaire hedge fund manager Paul 
Tudor Jones, cash is not safe territory. Recently, 
he stated on CNBC, “We are witnessing the ‘Great 
Monetary Inflation’ — an unprecedented expansion of 
every form of money, unlike anything the developed 
world has ever seen.” 
 
Likewise, the United States - home of the world’s 
reserve currency, recently had the national debt 
increase past a staggering $27 trillion dollars: 

As well as the US dollar’s loss of value: 

INFLATION: DO FAMILY OFFICES NEED BITCOIN?
by Andrew Howard, Chief Business Development Officer of Bitcoin Reserve
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As a result, Jones recently bought bitcoin, allocating 
approximately 1-2% of his portfolio. He mentioned, 
“The best profit-maximizing strategy is to own the 
fastest horse”, then added, “If I am forced to forecast, 
my bet is it will be bitcoin.”

With this same concern of inflation, one of the largest 
publicly traded business intelligence companies, 
MicroStrategy, recently purchased $250 million 
in bitcoin. Conversely, their CEO did not believe in 
bitcoin’s future back in 2013, as you can see from his 
Twitter account.

Now in 2020, he recently stated, “This investment 
reflects our belief that Bitcoin, as the world’s most 
widely-adopted cryptocurrency, is a dependable 
store of value and an attractive investment asset 
with more long-term appreciation potential than 
holding cash.” He also said, “It makes sense to shift 
our treasury assets into some investments that can’t 
be inflated away,” 
 
Bitcoin Can No Longer Be Ignored

Bitcoin has had a long history of criticism since its 
inception. There is even a page on 99bitcoins.com 
that has a log of 381 different news articles claiming 
bitcoin will die.

The first article they have on record is from 2010, 
when it was only $0.23.
One of the most important concepts to grasp is that 
for hundreds of years now, there has quite literally 
been a monopoly on money. People have had to use 
the currencies their governments mandated, without 
any other alternative. 

Now, for the first time in human history, there is 
competition to traditional monetary systems. 
Fiat currencies have an infinite supply, sending 
large amounts overseas is difficult, they have a 
proven history of losing value over time, and they’re 
controlled by a small group of people in one central 
bank.



Bitcoin has a finite supply of 21,000,000. You can 
send millions of dollars to any country on the 
planet within only an hour. It has a track record of 
gaining significant value over time, approximately 
13,74,900%, and that’s with only an extremely 
small percentage of the world’s population owning 
it. Lastly, it cannot be controlled or stopped by any 
person or government.

Even companies like Fidelity have created an 
investment thesis for bitcoin. Their Director of 
Research stated, “An analogy is that investing in 
bitcoin today is akin to investing in Facebook when 
it had 50 million users with the potential to grow to 
the more than 2 billion users it has today.”

In regards to family offices, a Visiting Scholar at 
Stanford University, Kavita Gupta, recently stated 
in a Forbes article, “In the last two years we have 
seen traditional pension funds like Fairfax County’s 
Virginia’s Police Officers Retirement System, 
traditional banks like JP Morgan, Signature Bank, 
and multiple billion dollar family offices across the 
country holding and investing in Bitcoin and other 
crypto currencies.”

Other UHNW investors have spoken out about 
bitcoin’s potential, such as Jack Dorsey, billionaire 
and CEO of Twitter. According to The Times of 

London, he stated, “The world ultimately will 
have a single currency, the Internet will have a 
single currency. I personally believe that it will be 
bitcoin.”

Additionally, Deutsche Bank even conducted a 
research study titled, “Digital Currencies: The 
Ultimate Hard Power Tool”. This compared the 
adoption rate of the Internet vs. cryptocurrencies 
(bitcoin obviously being the most dominant) and 
the outlook is extremely promising, as the rates are 
nearly the same.

Conclusion
We are in the beginning of what is looking to be like 
the most severe financial crisis the world has ever 
witnessed. Bitcoin has gone from being something 
that is laughed at to a form of money billionaires 
and major financial institutions are investing in. 

Family offices now have a choice: either stay in the 
collapsing traditional financial system, or evolve 
and adapt for the future. At this point, it is more 
of a risk not to own any bitcoin at all during this 
unprecedented time period. 

As Voltaire once said, “Fiat currency always 
eventually returns to its intrinsic value--zero.”
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Erik Van Rompay
CEO Growth-Experts.eu

Asset Protection
Asset protection involves implementing different legal 
strategies to safeguard the interest of the family. It 
could be a family event like a divorce or a sudden death, 
theft, or a legal claim…it is key to keeping assets in the 
family. Having a central and secured digital repository 
of assets is a starting point to avoid many conflicts, like 
disappearing artwork, luxury watches, expensive wine 
bottles… 

Knowing all starts with the collecting and appropriate 
validation/registration of each asset, it requires special 
skills to validate a real Picasso or the real value of a 
McLaren Speedtail, not to mention the fact that each 
asset will have its proper life cycle that needs to 
be translated in the smallest detail into a secured 
traceable digital system. But digital systems also have 
the disadvantage of tracking. In many cases, we don’t 
want others to know where we are, what we bought, 
where we stay on holiday, the wine we ordered, and so 
on. By copying the principles of trusts, the real identity 
of an owner or user can be hidden, ensuring the joy of 
ownership.

Acquiring a new car, a luxury watch, a private jet, 
a superyacht, a new interior…creates the joy of 
ownership around unique pieces of work. 

Each story starts with the joy of acquisition, as it is 
fun looking for a new private jet, a superyacht, a full 
electric-powered luxury car, a new villa or apartment…
each of them aligning beauty and great craftsman 
skills. Even with strong digital expertise, it requires 
privileged access to luxury marketplaces to acquire 
exceptional items and rely on experts to guide them 
in the decision process.  

At the same time, managing a large portfolio of 
physical assets is laborious and a source of anxiety, 
as it is strenuous to maintain the overall portfolio 
present in multiple countries, track the status, actual 
value of each asset, bills, insurances, taxes…while 
important documents can be dispersed everywhere, 
not to mention the concerns to transmit these assets 
in the most appropriate way to heirs.

With extremely busy schedules, family members 
don’t have the critical time to manage all these things, 
so they are looking for “one-stop lifestyle shops” 
and “single point of asset advisory.” Imagined by a 
family office for other family offices, Ourfamilyassets.
com regroups for the first time these asset-related 
products and services in a “one-stop portal,” with 
the private bank Growth-Experts.eu acting as “single 
point of contact.”

Lifestyle Acquisitions
Under the leitmotif “You dream it – we do it,” the 
finding of a special asset or the creating of luxury 
lifestyle products from scratch, like designing and 
building a unique superyacht, refitting a private jet, 
or transforming a 24 Hours of Le Mans car into a 
street-legal vehicle, requires access to trusted craft-
networks and highly qualified engineers. Not to 
mention creating a personalized car, a luxury watch, 
or a fragrance as a special gift for a close relative is a 
thoughtful task.

By Erik Van Rompay, CEO Growth-Experts.eu

STREAMLINE THE JOY OF OWNERSHIP
Family Wealth Distribution
With many assets, it is important to have a clear view 
on how all assets are distributed throughout the family 
and who is using what. For example, if one daughter 
lives in the family apartment in London, the son in the 
family-owned studio in Monaco, an uncle rents the 
family yacht for a trip around the globe…it all needs to 
be traced and validated for the internal peace of the 
family. As this software package also includes donation 
tracking, legacies, and trust structures, it delivers full 
secured reporting on family asset distribution.  

Asset Lifestyle Services
The dedicated GDFO platform aggregates and captures 
all information to track the life of each asset, like 
acquisition, maintenance, insurance, chartering, refit, 
scheduled trips, the recruiting of a jet/yacht crew, or 
concierge services for one of the villas. The platform 
offers unmatched traceability, security & transparency, 
leading to speed and providing important cost savings 
for family offices. Chartering a jet, a yacht, a holiday 
house to another family is easy, as all are based on 
reliable and verified transactions. Even better, it allows 
interaction between assets. Taking a private jet to a 
destination automatically alerts the driver to having a 
car available at the airport and informs the preferred 
restaurant of the arrival.

Blockchain is Key
All these services need to be backed by a strong, trusted 
and secured technology platform. As the SFO physical 
asset environment is extremely decentralized with 
many stakeholders, suppliers, advisors, contractors…
blockchain technology is the one that corresponds 
best to these requirements and ensures having all 
documents, warranties and transactions in a secured 
digital repository. It allows verification without being 
dependent on third-parties, and the data structure 
is append-only, so the records cannot be altered or 
deleted, assuring a secure transaction environment. 
For each asset, it tracks its history, where it was 
manufactured, who sold it, who did the expertise, who 
did the refit and all maintenance interventions. Family 
offices can be assured that the technician touching the 
private jet has the right certifications and he/she uses 

homologated parts for all maintenance and repairs. It 
also allows for the verification of the credentials of any 
staff member for the yacht, jet or vacation residence. 
Not so long ago, acquisitions needed bank accounts 
in different countries, creating extra costs, complexity 
and hassle. Thanks to recent fintech implementations, 
global transactions go fast and use many traditional 
currencies, even crypto. Buying a private jet, superyacht 
or luxury car with bitcoins has become a reality, 
even when family offices continue to work with their 
traditional currencies.

Trusted relations first
Too many family offices work with multiple advisors on 
a deal by deal basis, meaning the advisor has interest 
in proposing a maximum number of deals with good 
margins for himself, and such a practice does not 
necessarily serve the best family interests. A digital 
backed family office with streamlined acquisition and 
optimized daily management that is surrounded by 
trustworthy field experts to create superior lifestyle 
experiences is the key to empowering the joy of 
ownership.

CEO@ourfamilyassets.com
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is never pleasant to hear, it does highlight the 
important truth that we are in an employer’s 
market. You can get top talent that would not 
otherwise be available, or not otherwise be 
available to discuss more creative and lower 
remuneration packages pre-crisis. Also added 
bonus: your service providers are going to be very 
open to discussing discounted, innovative and 
more value-add servicing models. 

Fourth, opportunities are cheap…I mean, there 
are a lot of ‘undervalued assets’ to consider. If 
you were building another type of business in the 
current economic climate, you may come across 
the hurdle of securing financing. However, since 
you are building a business that presumably is 
supported by the desire to deploy, rebalance or 
‘play’ with existing capital, you are in a good place 
my friend.  One of the great things about favourable 
investment terms and discounted pricing is that it 
allows you some financial freedom to make more 
impactful and meaningful investment decisions 
(such as considering ESG strategies or niche 
private deals). 

Fifth, you now know where your family members 
stand. The last few months will have likely shed 
light on some family dynamics and personal 
relationships. It is probably easier for you to now 
see what family office composition will work best 
in the long run, including which family members 
should be involved in the formal family office 
structure.  This will actually also help answer 
more of the constitutional questions of the family 
office including which family assets are within 
the office’s mandate and what business ventures 
should be carved out to be managed by certain 
family members directly.  These are all key points 
that should be included in your business plan, 
charter and forecasting documents. While these 

If you have been thinking about starting your own 
family office for some time, this is why you should do 
it now.  While not immediately obvious, the uncertain 
economic environment offers a lot of great value in 
terms of establishing infrastructure and how far your 
purchasing power can extend. The current crisis has 
also given us access to a unique window of intelligence 
that will be invaluable in building a strong family office 
foundation. 

First, you are establishing your family office with the 
benefit of real data and lived experience. Unlike family 
offices who were born in a strong economy and when 
life was ‘normal’, you do not need to speculate about 
how you will react should things take a turn for the 
worst.  You do not need to wonder what you and your 
family members will each prioritize should times get 
challenging. You do not need to guess at what will be 
important to you and what you no longer find value in. 
In short, you will be setting up for your family office 
with the benefit of current self-assessment data (…and 
we all know that data is the new gold). 

Second, you are building your empire in a time where 
your resilience and confidence must surely be at peak 
levels. This is a great genesis story not only because it 
demonstrates your forward-thinking nature, but also 
because it shows that you can see opportunity when 
others cannot. Both these character traits will serve 
you well in any market condition (and cannot hurt your 
killer reputation!).  Stick with this style and set up a 
dynamic shop that has the ability to evolve as the time 
change. If this crisis has told us anything it is that we 
need to be able to deal with change. 

Third, one of the most expensive organizational costs – 
human capital – is actually a steal. Recruiting the right 
talent is usually one of the most challenging and costly 
exercises when establishing a family office. While 
the news of job losses, redundancies and downsizing 

WHY YOU SHOULD START YOUR FAMILY OFFICE 
IN A GLOBAL CRISIS By Amana Manori, CEO, Highness Global Capital Inc. 

checklist items may seem banal at the outset, if your family office growth goes as you have planned, it is very likely 
that your family office will get increasingly complex down the road. Don’t set yourself up for failure - set up properly 
now so you can prosper easily in the future. 

The design and infrastructure phase of building a family office is critical and requires a comprehensive wealth plan 
that will likely require the input of various professional experts.  There are exceptional financial consultants and 
seasoned business architects who can create your firm’s blueprint; attract the talent you need to plug into your 
organizational chart; match you with specific expertise (i.e. legal, insurance, tax, lifestyle specialists, etc.); and, can 
reverse engineer the steps you need to take to reach your milestones and achieve your long-term financial goals. 

Take the unique opportunity that this crisis is presenting you and do not delay setting up your family office. The 
economic climate and uncertainty have not only opened the door to organizational and infrastructural bargains; it 
has put a spotlight on how now, more than ever, it is so important that we take care of our families. If you have the 
capacity and tenacity to grow, your focus should be on this new family office of yours that will preserve, protect and 
increase your wealth. As importantly, it will give you the opportunity to develop a stellar succession plan that will 
help you shelter and safeguard your loved ones regardless of what is to come. 

www.highnesscapital.com. 
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safe haven asset. Another example of considerable 
opportunity in chaos are cryptocurrencies and their 
importance to investors. The investment paradigm is 
shifting because the up and coming investors, namely 
Generation Z, are much more in tune and less scared 
by the fact that assets are digital. That said, this 
younger generation is investing in cryptocurrencies, 
tokens and other digital assets. When they think 
of a safe store of wealth their perception includes 
Bitcoin, Ethereum and the likes. It is in part because 
of this perception, that the price of BTC has spiked 
to $12,000 which is an increase of 50% since the 
beginning of the year. An interesting observation 
which shows that (at least) Bitcoin is becoming 
more and more mainstream is the fact that the 
price variations correlate more and more with other 
traditional markets, just with much larger volatility. 
The economic chaos has allowed the “buy & hold” 
Bitcoin investors to see their assets grow in value 
by 50% and much more than that for the skilled day 
trader. Less confidence in FIAT currency and more 
digital freedom will keep this opportunity alive and 
gaining importance for a considerable amount of 
time and give investors the chance to pocket double 
or triple digit returns in the medium term.  

Let me start this article with an 18th century quote by 
Baron de Rothschild that generation Z certainly hadn’t 
fully embraced until now: “Invest when there is blood in 
the streets.” That’s an old saying in the financial industry 
that most of us have heard of and that pretty much defines 
the contrarian investment strategy. My point is this: there 
has been blood in the streets since the world encountered 
COVID-19 and there will be more blood before the global 
economy changes course. With that kind of turmoil comes 
an abundance of opportunity since assets are shifting 
from one pocket to another and if you play your cards 
right, that pocket could be yours, that of your clients or 
hopefully both.  

Cross-border opportunities are at the top of my list, 
because inflation is a very appealing thing for international 
investors. Borrow in a currency that has a monetary policy 
which favours or doesn’t combat inflation and watch how 
your debt loses its value and thereby becomes easier to 
pay back. The investments you bought with the loan may 
have appreciated in value or at least stayed stable but the 
underlying loan will be worth less (if not worthless). Have 
you heard international hedge funds loudly calling for the 
U.S. government to approve another round of economic 
stimulus of a trillion Dollars? 

The reason for that isn’t the selfless ambition to get the 
economy back on track but to devaluate the Dollar. With 
all this “Helicopter Money” which is virtually falling from 
the sky, the USD/EUR exchange rate has taken a nose dive. 
The value of the Dollar versus the Euro, or the Swiss Franc 
for that matter, has plunged 10% in four months. That 
right there was one of the opportunities to seize because 
the fact that the U.S. would be among the hardest hit by 
this pandemic was clear as day from the beginning of the 
year.   

And what happens (every time) when the world is in 
peril? Yes, you guessed it, the price of gold soars. Since 
the beginning of the year, the market went from $1500 to 
over $1930 (at the time of writing). That’s nearly a 30% 
surge which is quite dramatic for such a conservative, 

By: G. Patrick Gruhn, Managing Partner, Paladin Advisory Group AG

OPPORTUNITIES IN CHAOS
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As I’m writing this, there is a great discrepancy between 
the realities of Wall Street and Main Street which 
opens a rather wide gap for a correction (or a crash). 
All that artificial liquidity has overheated the market 
and fuelled a false recovery from a much needed 
correction. The volatility index (VIX) is on the rise and 
has been above average all year. The next opportunity 
lies with shorting the market and calling the bluff of 
the seemingly many, novice investors who’ve put all 
their savings in hip stocks like Apple, Tesla and the 
like, without a close look at the fundamentals.  

However, current opportunities are not limited to 
traditional investments! One of the most lucrative 
businesses of 2020 has been to capitalise on the 
shortages in the PPE (personal protective equipment) 
sector around Europe and in the USA. During the chaos 
of the US and European outbreaks this spring, prices 
for masks, gloves and other protective gear sold for 
tenfold what it would sell for in regular times and that 
meant a windfall for all of those savvy entrepreneurs 
who had access to these products and could sell them 
to the anxious public. Innovation was peaking around 
the sector to come up with products and solutions 
that would help consumers during this crisis. It looks 
as if COVID-19 is here to stay for a while especially 
since there is no vaccine yet; and even if a vaccine is 
offered to the public, there is so much controversy 
around this subject that people are not going to flock 

to their doctors to get a shot. This in turn means that a 
vaccine won’t be used widely enough to eradicate the 
virus. That said, there are continuous opportunities to 
innovate and to supply the medical sector as well as 
the general public with products like reusable masks, 
rapid testing kits and other products that allow people 
to protect themselves. The current opportunities play 
to the primal human instinct of fear, which makes 
buying decisions much faster and more irrational, 
which inevitably leads to heavy consumption. 

What lies ahead is to capitalise on the shift in consumer 
behaviour in a Post COVID world. All types of products 
or solutions that offer consumers a way to stay safe from 
disease (Corona or others) will certainly be appealing 
and people will buy them if only as a contingency to 
avoid totally disrupting their lives again. The anxiety 
and terror of such danger is something that will always 
stay in the back of consumers’ minds for a very long 
time.  

To sum things up, I think that acting with a clear mind 
and a steady hand whilst there is chaos around you is as 
extraordinary as it is lucrative. It is contrarian to human 
nature and requires considerable discipline to pursue 
gain when the masses panic. But those who do act with 
anticipation and self control are greatly rewarded time 
and time again.

www.paladingroup.ch

We know where.

The world’s most
fabulous travels.

notabeneglobal.com
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information technology (24%), healthcare (16%) 
and real estate (15%) as their three top preferences.

Stephen Campbell, Managing Director and Chairman, 
Private Capital Group, Citi Private Bank noted: “Our 
findings capture the sentiment of respondents from 
all regions of the globe. We find that family offices 
and ultra-high net worth individuals have weathered 
the crisis well. They are positioned to deploy further 
capital as they see opportunities arise, especially in 
private markets. However, it cannot be ignored that 
the survey found liquidity to be at a premium, and 
clients often willing to sacrifice short to medium 
term returns to maintain that.”

The survey was conducted during Citi Private Bank’s 
Family Office Leadership Program, which was held 
virtually for the first time due to social distancing 
restrictions. Over 4,000 family principals and office 
heads from more than 100 countries joined the 
event, often described as the “Davos for family 
offices”.

Peter Clive Charrington, Global Head of Citi Private 
Bank, commented: “The results and analysis in this 
report give a rare insight into the thinking of some 
of the world’s most sophisticated family office 
executives and other leading investors. We asked 
them about their
 
outlook for the global economy and financial 
markets, as well as what they are doing with the 
portfolios that they oversee. The answers about 
the opportunities and risks ahead – and the actions 
that respondents expect to take – provides Citi 
Private Bank the opportunity to better address the 
challenges and needs of our global clients. We have 
found to a surprising degree that our clients have 
remained closer to their Citi team as they navigate 
these uncertain times.”

Citi Private Bank Survey Finds Caution, Cash Conservation 
and COVID-19 Driving Investor Sentiment Into 2021

Results showed nearly half of respondents from major 
family offices expect under 5% total returns on their 
assets in the next year.

New York – Citi Private Bank today released results from 
a survey led by the Private Capital Group, providing a 
rare insight into the thinking of some of the world’s 
sophisticated family offices and investors during an 
unprecedented health and economic crisis.

In one of the private banking industry’s most 
comprehensive polls* of investor sentiment since 
the onset of the COVID-19 pandemic, ultra-high net 
worth individuals and family offices flagged a mood of 
caution, cash conservation, and monitoring investment 
opportunities and risks created by the pandemic driving 
their thinking.

Nearly three-quarters of all respondents described 
their 12-month investment sentiment as “cautious”. 
Unsurprisingly, topping the list of concerns were 
COVID-19, both in terms of vaccine availability, as well 
as monetary and fiscal response by governments and 
central banks.

Going into 2021, nearly half of those surveyed expected 
meagre total portfolio returns in the next four quarters 
of 1% to 5%. When asked what portfolio changes they 
now plan to make,
56% reported making “some tactical changes,” while 
only 14% reported making “significant portfolio 
changes”.

A remarkable 59% of family offices reported having 
increased their allocations to direct investments for the 
next 12 months. In terms of direct sector investments 
by clients in a post- COVID world, respondents named 

Citi Private Bank Survey
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PHILANTHROPIC CAUSES

UNIVERSAL FILM AND
FESTIVAL ORGANISATION

The Universal Film & Festival Organisation 
(UFFO) was founded to support and 
implement a code of practice for film 
festivals throughout the world. It is now 
dubbed ‘FEST-COP’, and its logo is now a 
familiar sight at many film festivals. The 
UFFO is a global not-for-profit voluntary 
organisation, and it created a “best business 
code of practice” for film festivals to combat 
the high level of corruption that blights the 
industry.

Its former president was the legendary 
actress Maureen O’Hara, and the organisation 
now has at least 240 film festival members.

UFFO’s FEST-COP is entirely voluntary, 
free and easy to implement. Also, it is a 
blueprint for filmmakers in deciding which 
film festivals to do business with.  Only film 
festivals that have subscribed to the UFFO 
best business code of practice are entitled 
to use the UFFO logo. 

The organisation is now seeking a 
benefactor to help it move forward with its 
plans to further its remit and to create an 
online porthole to ensure filmmakers can 
deal with film festivals via a trusted source. 
The porthole will also act as a distribution 
platform and as an online TV channel for 
filmmakers to show their work.

Email info@uffo.org. - www.uffo.org

 

As part of Citi’s Institutional Clients Group, the Citi Private 
Capital Group is able to provide clients with institutional 
access and opportunities in both the public and private 
markets. Over the last several months, the group has 
received a heightened level of client inquiries around what 
other Single Family Offices are doing especially regarding 
commercial real estate and liquidity solutions. Citi Private 
Bank serves more than 1,400 family offices and private 
investment companies in more than 80 countries.

*About the survey:
The Private Capital Survey 2020 was conducted as part of 
Citi Private Bank’s 2020 Family Office Leadership Program, 
held from 15 June to 8 July 2020. While the program ran 
for three weeks, polling for the survey was conducted 
online over a longer period from 12 June to 20 July
2020. It drew responses from a total of 179 participants. 
Of the stated number of respondents,
127 (or 71%) were those with family offices, while 
the remaining 52 (or 29%) were ultra-high net worth 
individuals who do not have a family office. In total, 
respondents hailed from 103 different
countries.

About Citi Private Bank:
Citi Private Bank is dedicated to serving worldly and 
wealthy individuals and families, providing customized 
private banking across borders. With around $500 billion 
in total client business, the franchise serves clients across 
50 cities in over 100 countries. Citi Private Bank helps 
clients grow and preserve wealth, finance assets, make 
cash work harder, safeguard assets, preserve legacies, and 
serve family and family business needs. The firm offers 
clients products and services covering capital markets, 
managed investments, portfolio management, trust and 
estate planning, investment finance, banking and aircraft 
finance, art advisory and finance, and sports finance.

Citi, the leading global bank, has approximately 200 
million customer accounts and does business in more than 
160 countries and jurisdictions. Citi provides consumers, 
corporations, governments and institutions with a broad 
range of financial products and services, including 
consumer banking and credit, corporate and investment 
banking, securities brokerage, transaction services, and 
wealth management.

www.citigroup.com 
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Researchers in the field of prejudice research have, 
to date, devoted hardly any attention to prejudices 
and stereotypes against the rich. Thousands of books 
and scientific papers about prejudices towards black 
people, homosexual people, Muslims, and other 
minorities have been published, but so far there 
has been no major reference work on the subject of 
prejudices against the rich. Addressing this gap in the 
research, the study The Rich in Public Opinion (http://
therichinpublicopinion.com) is based on extensive 
research, including the world’s first international 
survey into popular attitudes toward the rich and 
super-rich. The public opinion research institute 
Ipsos MORI conducted interviews with representative 
samples of at least 1,000 people in each of four 
different countries: Great Britain, France, Germany, 
and the United States.

Attitudes in Great Britain and the United States are 
very similar
Since social envy cannot be measured with direct 
questions along the lines of “How envious are you?”, 
the study’s interviewees were presented with several 
statements that served as indicators of social envy, 
like for example: “I think it would be fair to increase 
taxes substantially for millionaires, even if I would 
not benefit from it personally.” Social enviers are not 
primarily motivated by the desire to improve their 
own situation. In contrast, they want the rich to be 
worse off, to have something taken away from them. 
This, the study demonstrates, is enough to satisfy 
the social envier, even if they derive no personal 
economic benefit as a result.

A total of three distinct groups emerged during 
the course of the study: Enviers, non-enviers, and 
ambivalents. It was astonishing to confirm the 
similarity between attitudes towards the rich in Great 
Britain and the United States: Enviers represent 18% 
(GB) and 20% (US) of the respective populations, 
while 32% of interviewees in both countries are 
ambivalents and 49% (GB) and 48% (US) are non-
enviers. In this respect, the findings for these two 
countries are almost identical. In France and Germany, 
on the other hand, there are far more enviers (33% 
and 34%, respectively), and far fewer non-enviers 
(34% and 27%, respectively). As one element of 
the study, a social envy coefficient was developed 

to depict the prevalence of social envy in each of 
the four countries. The result: Social envy is highest 
in France, with a coefficient of 1.26, followed by 
Germany at 0.97. Significantly lower levels of social 
envy were registered in the United States (0.42) and 
Great Britain (0.37). 

The rich as scapegoats
In every crisis, people look for scapegoats. This is as 
true today, in the midst of the coronavirus crisis, as it 
ever has been. Some conspiracy theorists have even 
blamed Bill Gates for unleashing the virus on the world. 
One of the study’s questions was therefore designed 
to find out how susceptible people in each of the 
four countries are to scapegoating. The respondents 
were presented with the following statement: “Those 
who are very rich and want more and more power 
are to blame for many of the major problems in the 
world’s financial or humanitarian issues.” In Germany, 
twice as many interviewees (50%) agreed with this 
statement as did interviewees in Great Britain and the 
United States (25% and 21%, respectively). In France, 
33% of interviewees agreed.

Younger Americans are far more negative towards 
the rich than are younger Europeans
Although the study confirms the populations of 
the United States and Great Britain are less prone 
to social envy than the populations of Germany 
and France, there is one important caveat: Younger 
Americans are far more skeptical of the rich than are 
older Americans. Interestingly, the opposite is true in 
the three European countries. The fact that younger 
Americans are so much more critical of the rich than 
their older compatriots is confirmed by a range of 
survey data, including the personality traits younger 
and older Americans attribute to the rich. While four 
of the top five personality traits attributed to the 
rich by young Americans are negative (materialism, 
arrogance, greed, self-centeredness), four of the top 
five traits selected by older Americans are positive 
(industrious, intelligent, imaginative, bold and daring). 

The unknown millionaire is regarded with suspicion
One of the most striking differences in attitudes toward 
the rich was registered between the population as a 
whole and the subset of interviewees who know at 
least one millionaire personally. Across the German 
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population as a whole, 62% consider the rich to be 
selfish, 56% describe them as materialistic (“think 
only about money”), 50% regard rich people as 
ruthless, and 49% think them greedy. In contrast, the 
exact opposite is true for German interviewees who 
know one or more millionaires among their families 
or personal acquaintances. In fact, interviewees who 
know at least one millionaire personally are extremely 
positive in their assessments: 71% describe their 
closest millionaire acquaintance as industrious and 
intelligent, 58% imaginative, 47% optimistic, and 
45% visionary. Across the German population as a 
whole, only 3% describe the rich as honest, compared 
with 42% of those who know a rich person well. And 
while 60% of Germans label the rich as selfish, only 
20% of the interviewees who know a millionaire 
personally say the same.

by Rainer Zitelmann who is a German historian and 
sociologist. His latest book, The Rich in Public Opinion 
(http://therichinpublicopinion.com), was published 
in May 2020.
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their occupational strategies to accommodate a variety 
of workspaces, the fundamentals of London’s office 
market remain strong. Locating in London, a global 
financial centre, comes with the added benefits of 
world-class living and, crucially, access to unrivalled 
work opportunities and environments that are a magnet 
for future talent. 

The war for talent will persist. Indeed, the results of our 
2020 London Landlord & Investor Survey, found that 
the ability to ‘attract and retain talent’ ranked as the 
number one focus for businesses. 

Occupiers have responded to this challenge over the 
last few years by seeking out best-in-class buildings 
that offer collaborative environments to nurture next 
generation talent. They prioritise spaces that promote 
mental and physical wellbeing, are sensitive to 
environmental considerations and are technologically 
superior.  This flight to quality is perhaps best reflected 
in the fact that nearly half of everything under 
construction is already spoken for, with prime headline 
rents for the very best space still holding firm. Indeed 
the pipeline of new developments will likely tighten 
further in the wake of the pandemic as developers 
reassess timings. Occupiers in the market for smaller 
workspaces are now tactically targeting tenant release 
space due to tenants being keener to get rid of their 
office space. 

They are offering more competitive terms, with lower 
rents and more rent frees. These shorter leases often 
have added flexibility in this uncertain world and with 
preserving cash being important they offer turnkey 
fitted out solutions and minimal works needed at the 
end of the lease by agreeing schedules of condition.  

There is a clear rental delta appearing between the 
commercial terms offered on second-hand space versus 
new stock. This is especially important as the volume of 
tenant release space continues to increase, including a 
significant amount of grey (not formally marketed but 
available to let) space.

Leasing market activity dips

Our starting point in the COVID-19 crisis is very different 
from previous events – it all comes down to supply, or 
lack thereof. 

At the start of 2009, during the GFC, all the space under 
construction in the West End core was speculative, 
while in the City, the figure was nearer 80%. Currently, 
it’s around 18.5% and 50%, respectively. 

The dearth of supply has been prevalent in London’s 
office landscape since the GFC, with development 
financing one of the biggest limiting factors. This, 
combined with resilient and diverse demand, has 
delivered record high rents for best-in-class offices 
across the capital. 

Through the six months of the COVID-19 crisis, prime 
headline rents have held stable at their pre-crisis 
levels, however downward pressure is building. What 
has changed however are lease incentives, which have 
drifted by approximately 3-months to 24 to 27 months 
on 10-year leases in almost all submarkets. We expect 
these to move out by a further 3-months on average 
by the end of the year, delivering a contraction in net-
effective rents. Whilst activity for space below 5,000 sq 
ft has begun to recover, so has downward pressure on 
headline rents. 

While active requirements dipped to 8.1m sq ft during 
Q2 2020, from 9.2m sq ft at the end of Q1, they remain 
above the historic long-term average of 7.9m sq ft. 
For comparison, this figure stood at close to 6.1m sq ft 
during the GFC.

That said, in the second quarter of 2020, just 1.26m sq 
ft of office space was let in London – this compares to a 
long-term quarterly average of 3.3m sq ft.

The war for talent will transcend the COVID-19 crisis
The pandemic has undoubtedly sparked a slowdown 
in overall leasing activity, while occupiers reassess 

London’s office market 
6 months into the pandemic Investment activity rebounding

Positively, there has been a surge in activity in 
investment into London’s commercial office market. The 
easing of the UK’s travel and lockdown restrictions has 
been helpful in boosting activity. Despite this, several 
Asian countries still have quarantine measures in place 
for returning visitors from the UK, which is holding back 
the market as there remains pent-up demand from many 
regions in Asia. This is evidenced in The Cabot sale in 
Canary Wharf for £380 million – the largest deal of 2020 
– which went to a Hong Kong REIT, Link REIT.  

As increasingly substantial deals are traded in London, 
confidence is likely to be boosted amongst international 
investors as well as vendors. In fact, we are already seeing 
an increase in available investments on the market in 
response to rising demand.  Excluding assets under offer, 
we’re now tracking £4.6bn of available commercial real 
estate opportunities, which is up 27% year-on-year. This 
bodes well for overall activity from September onwards.

As the global and domestic economies continue to 
be frustrated by the prolonged impact of COVID-19, 
investors are wary of the prospects of an extended period 
of subdued growth. Unsurprisingly, they are seeking 
out traditional safe haven assets in trusted locations in 
growing numbers. 

This is reflected in the fact that London has emerged as 
the world’s number one cross-border office investment 
hotspot, seeing £3.2bn of investment during the first 
six months of the year, ahead of Paris (£2.8bn) and 
Manhattan (£1.7bn). Reflecting the growing depth of 
demand for London office assets is the fact that as we 
ended Q2, there was £3.5bn worth of assets under offer, 
97% up on Q2 2019 and a fifth higher than Q1 2020. 

By Faisal Durrani, Head of London Commercial Research, 
Knight Frank & James Fairweather, Partner, Central 
London Tenant Representation

www.knightfrank.com
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On-demand Multi-Screen Content Streaming 
is the new “must have” Technology

You have almost completed fitting 
out your palatial home with every 
imaginable optional extra needed to 
support the luxury lifestyle you, your 
family and guests have come to expect. 
So, what do you need now to add that 
finishing touch?

For many of the world’s super-rich 
the answer is a fully personalised, 
on-demand entertainment system, 
streaming the best in international 
media content for every member of 
the household. Having become used 
to ultimate control over your in-room 
entertainment when staying in the 
world’s top hotels, you naturally expect 
the same level of choice and convenience 
at home – and even on board your yacht 
or private jet.

Advances in broadband connectivity 
and multi-screen capabilities now 
make it possible to wirelessly distribute 
high-quality video and music content 
to every room in your house, boat or 
plane - probably the most significant 
evolutionary change in home 
entertainment since the advent of colour 
TV over fifty years ago. With the arrival 
of on-demand, multi-media streaming, 

accessible via an array of connected 
devices, everyone in the household can 
now have a virtually unlimited choice of 
channels and programmes to select from. 
Gone are the days when a small number 
of terrestrial broadcasters dictated our 
viewing habits, and possession of the TV 
remote control was a constant source of 
friction among family members. 

Today viewers want personalised, on-
demand viewing experiences. With 
access to customised content and 
innovative ways of watching TV, via 
digital, satellite, cable, terrestrial, HDMI, 
IP or Web sources you can create your 
own extensive video library and store 
programmes for on-demand viewing at 
a time of your choosing. This, combined 
with pause, replay and catch-up services, 
means that you and every member of 
your family can have ultimate control 
over when and where to enjoy your 
favourite live or time-shift programmes.  
And you need not be limited to your 
main residence. This can also extend 
to include your portfolio of properties, 
wherever you are in the world – even 
when enjoying a Mediterranean cruise 
in your yacht or a long-haul flight in 
your private jet. No need to worry 

about missing the end of the 
latest block-buster drama or 
the Superbowl final: it is all 
there at your fingertips to 
enjoy when it suits your busy 
schedule.

Technology now exists that 
makes it easy to deliver 
high-definition, in-flight or 
marine, satellite-dependent, 
next-generation TV services. 
It comes in the form of a 
compact dedicated appliance 
or as software installed on 
a commercial off-the-shelf 
server. With the option of 
wireless or fixed co-axial 
connectivity, you can have 
your own customised system 
installed virtually anywhere 
without the need for major 
construction work and at a 
surprisingly low cost.

Times have changed. Now, 
you can have it all: the best 
entertainment that fits into 
your schedule – at home, out 
at sea, in the air, or wherever 
you are.

Laurent Lafarge, CEO Anevia
Laurent Lafarge has served as 
President and Chief Executive 
Officer of Anevia since April 
2015 and has extensive 
experience in the high-
tech industry having held 
a succession of leadership 
positions in organisations 
such as Lucent Technologies, 
HP, or more recently Monaco 
Telecom

www.anevia.com 
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MILLENNIALS AND GENERATION Z
No compromises on Quality and Sustainability

In the post-digital era, technology is a starting point 
and no longer a destination, and consumers are not 
only following fashion trends, but also they claim to 
be protagonists and originators of new fashion trends. 
Big brands must “keep up” with consumers and invest 
in understanding their needs and values.

Millennials have witnessed the digital revolution from 
the beginning of digitalization up to the industry 4.0, 
and now they are willing to drive new trends together 
with Generation Z, born protagonists and “hungry” 
for likes and followers.

Accordingly, fashion must evolve towards even more 
challenging needs, because new conscious consumers 
are not willing to make any compromise! They want 
to feel represented by the brands they love, they 
expect their values to be shared and promoted by 
such brands.

As it emerges from PwC latest Global Consumer 
Insight Survey (more than 21,000 consumers in 27 
territories) and Millennials and Generation Z Survey 
(conducted on about 2,000 Italian consumers born 
between 1980 and 2010), young consumers tend 
to have some common behavioral and attitudinal 
attributes across different sectors (from apparel to 
food to beauty, etc.):
1. Search for quality: young consumers are looking 

for high quality products;
2. “Seamless” shopping experience: young 

consumers do not recognize the boundaries of 
channels alongside and weave a solid preference 
for the physical store to a growing choice of 
“mobile” purchase options without neglecting 
the use of smart devices, from wearables to home 
assistants;

3. Shift towards products and brands that reflect 
young consumers’ ethical sensitivity and the 
health of the planet.

4. The new responsible consumer that emerges 
from the PwC survey is demanding, active, well-
informed and influential, also thanks to social 
media.

New consumers interweave the purchasing process 

with the interest towards their own physical and mental 
well-being, the attention towards sustainable practices 
and natural products. They are inclined to experiment 
new consumption behaviors across different product 
categories, from sharing to second-hand. Regardless of 
the reasons, the phenomenon is growing: consumers are 
increasingly in favor of the philosophy of sharing and 
reusing. From PwC survey, it emerges that only 6% of 
Generation Z and 12% of Millennials are not interested 
in sharing or renting any type of product. Among the 
products that young consumers would give up in favor 
of sharing or renting are also included “very personal” 
goods, such as clothing, footwear, bags and jewelry. 

In contrast with the disposable market, fashion second-
hand sector is also growing worldwide: buying and 
selling second-hand clothes feeds the circular economy 
of fashion, it is profitable, and it’s green!

In general, Generation Z are more likely than Millennials: 
for apparel, 30% of Generation Z claims to be willing to 
buy second-hand, vs 21% of Millennials; for footwear, 
26% of Generation Z declares that they are interested in 
second-hand, compared to 17% of Millennials.

Only in Europe, the second-hand phenomenon led to a 
saving of 16.3 million tons of greenhouse gases in 2016, 
the equivalent of 1,440 trips around the Earth.
Young consumers search for exclusive services, 
personalized offerings and technology assisted in-store 
shopping experience. They are attracted by interactive 
forms of advertising, and they are familiar with buying 

WWW.FAMILYOFFICEMAG.COM

online, but they are also very critical, and they tend to 
share it with friends, whether they are satisfied with 
their shopping experience or not.

In terms of distribution channels, consumption behavior 
is omnichannel: both physical and digital touch points 
play a key role. Focusing on fashion and luxury, PwC data 
show that young consumers are increasingly present 
online, connected and technologically advanced. 
Internet is the main channel for young consumers 
to search for information in the purchasing decision 
phase, and they expect a significant brand experience 
every time they enter an ecommerce website, same as 
they do when entering a brick & mortar point of sale.

In terms of drivers for purchasing, PwC data shows 
that 90% of young consumers are willing to pay a 
premium price for products made in an ethical and 
sustainable way, in particular: 28% of consumers want 
to support brands that “act well” and 7% brands that 
do charity; 24% of consumers are willing to pay more 
for sustainably produced goods; 21% of consumers 
are willing to pay more for goods made in an ethical 
manner.

However, product quality remains fundamental: 
consumers are not willing to give up on stylistic and 
manufacturing excellence. For apparel, an increasing 
number of respondents (69% in 2019 survey, vs 63% in 
2018) states that it is most important to them that their 
favorite brands sell quality products. Quality is the main 
driver for purchasing decisions (74% of respondents 
indicated it as most important in 2019, vs 60% in 2018) 
for accessories, too.

A key factor within the fashion business is that brands 
are able to communicate with the audience, to build 
a solid relationship of trust with customers based 
on product quality. Consolidating a loyal client base 
ensures both direct and indirect economic returns, 
through word of mouth with friends, relatives and 
followers. But customers are also expecting products to 
be rich in ethical and sustainable contents; therefore, 
the relationship between brands and consumers is now 
based on a correspondence of values and emotions. 

Ethics and aesthetics will be inseparable. On this 
principle, “transparency” has become one of the 
keywords towards which the fashion system should 
turn. After years of accumulating personal data on

consumers’ purchasing attitudes and behaviors, the 
time has come for companies to be clear and to openly 
communicate the greatest amount of information 
about them and the whole supply and production chain 
behind the products they sell. 

By Erika Andreetta
Erika Andreetta, Partner PwC, leads the Retail and 
Consumer Goods consulting practice in Italy, with 
focus on Fashion, Luxury and Retail market. With a 
background in management engineering, she enters 
PwC’s consulting practice in 1999 and has since then 
been involved in the Fashion and Luxury sector, first 
with a European reach and after taking on a leadership 
role focusing on companies in Italy.

She has been actively involved on important 
internationalization projects of main players in the 
Chinese market, and she was a recognized member 
of the PwC’s CINDIA (China - India) desk from 2000 to 
2006.

In the last few years, she was actively involved in 
system projects from reshoring to the international 
development of companies adhering to the “High 
Potential” initiative.

Observant when it concerns the evolution of the 
consumer, she has been analyzing the trend and impact 
of multi channels in the “Made in Italy” sector, through 
the Global Consumer Insight Survey (more than 21,000 
consumers in 27 territories) and global and Italian 
insights on Millennials and Generation Z.

Erika Andreetta, Partner PwC, leads the Retail and 
Consumer Goods consulting practice in Italy, with focus 
on Fashion, Luxury and Retail market.

www.pwc.com
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Today Stonehage Fleming, one of the world’s leading 
international family offices, publishes the results of its 
survey “Four Pillars of Capital: A time for reflection”.

The research, conducted over several months in the 
summer when many countries were in lockdown, 
seeks to show if and how the pandemic has affected 
family attitudes and priorities, and whether the 
extraordinary events of the last nine months will have 
a longer term impact on how families go about securing 
intergenerational success.

Many of the families that Stonehage Fleming support 
have an intergenerational perspective and therefore 
the themes they encounter have remained generally 
consistent and materially unchanged by the pandemic. 
The importance of purpose, leadership and engagement 
with the next generation are still to the fore, as is the 
recognition that family disputes are still viewed as a 
far greater danger to family wealth than the short term 
fluctuating fortunes of the stockmarket.

However, there are some nuances too. The pandemic 
appears to have accelerated and validated the transition 
of some responsibilities to the Next Gen, and family 
priorities are, perhaps unsurprisingly, being reappraised. 
It is also evident that there is a heightened appreciation 
of social capital through increased and carefully targeted 
philanthropic activities. Finally, and whilst there is still 
more to be done, the assessment and mitigation of risk 
in all its guises is receiving more formal attention than 
we have seen in prior years.

ALMOST HALF OF ULTRA HIGH NET WORTH (“UHNW”) 
FAMILIES DO NOT HAVE A STRUCTURED PROCESS FOR 
IDENTIFYING RISK according to stonehage fleming 
survey

OVER A THIRD OF UHNW RESPONDENTS CONSIDER 
FAMILY DISPUTES TO BE THE GREATEST THREAT TO LONG 
TERM FAMILY WEALTH 

ALMOST HALF OF RESPONDENTS WITHOUT AN AGREED 
PURPOSE FOR THEIR WEALTH ARE CONSIDERING PUTTING 
THIS INTO PLACE AS A RESULT OF THE PANDEMIC
 
OVER HALF OF UHNW FAMILIES HAVE SUPPORTED 
PHILANTHROPIC PROJECTS OR CAUSES RELATED TO 
HELPING COMBAT COVID-19 

London, 6 October 2020 – Stonehage Fleming, one 
of the world’s leading international family offices, 
reveals the results of its survey ‘Four Pillars of Capital: 
a time for reflection” comprising responses from 183 
multigenerational members of different families and 
advisers (see ‘Methodology’).

The research, conducted over the course of the UK 
lockdown, assessed the impact of COVID-19 across 
several areas that determine the long-term sustainability 
of family wealth. Stonehage Fleming surveyed 
respondents on themes including the purpose of wealth, 
the identification and management of risk, succession 
planning and the next generation, investment attitudes 
and philanthropy.

Stonehage Fleming found that 40% of respondents 
do not have a process for identifying, quantifying and 
mitigating the many and varied risks a family may face.

In addition, the survey showed that family disputes 
are still considered to be the greatest risk to long term 
family wealth (34%), followed by lack of future family 
leadership and direction (32%).

Chris Merry, Chief Executive Officer at Stonehage 
Fleming said: “We have seen some subtle shifts in 
the philosophies and practices of the families we 
support as they reflect on the impact of Covid-19 on 
their communities and the wider society. This global 
health crisis has reinforced the need to formalise 
risk management processes, pay careful attention to 
leadership matters, and educate and engage the next 

generation. These actions will all help guide families 
through future challenges.”

Matthew Fleming, Partner, Head of Family Governance 
& Succession, at Stonehage Fleming said: “Our survey 
found that over a third of our participants think that 
there will be a permanent shift in the key priorities of 
their families as a direct consequence of the pandemic. 
Such shifts can also lead to beneficial discussions on 
the overall purpose of the family wealth, and we are 
pleased to see more families considering putting this 
into place.”

Almost a quarter of respondents identified failure 
to engage the next generation as a key risk. 25% 
stated that there had been changes to roles and 
responsibilities within the family, with the majority 
(71%) of this group stating the members of the next 
generation were playing a more prominent role.

Matthew Fleming adds: “The survey has again 
emphasised the importance of family leadership and 
provided overwhelming evidence of how important a 
role the next generation have played in this during the 
crisis.”

UHNW FAMILIES ARE DONATING MORE TO CHARITY, BUT 
still prefer to remain discreet

As a result of COVID-19, just under a third of respondents 
are actively contributing more to the community and 
wider society, with 57% having supported projects 

or causes related to helping combat the pandemic or 
supporting those most affected by it.

Despite the increased focus on how families and 
businesses are contributing to their communities and 
society, 79% of respondents still prefer to remain 
discreet.

Guy Hudson, Partner and Head of Marketing at 
Stonehage Fleming said: “Families have increased their 
philanthropic commitments as a result of the crisis, 
with many supporting causes directly addressing the 
effects of the pandemic.

Stonehage Fleming is one of the world’s leading 
independently owned family offices and the largest in 
Europe, Middle East and Africa (EMEA), as measured by 
its breadth of services, geographic reach and by assets 
under management, advice and administration.

Stonehage Fleming provides a range of services from 
long-term strategic planning and investments to day-
to-day advice and administration to well over 250 
substantial families of wealth. The Group advises 
on over GBP45bn (USD55bn) of assets and includes 
an investment business with more than GBP11.5bn 
(USD14.2bn) under management for families and 
charities. The Group employs over 570 people in 11 
offices in eight geographies around the world. For 
further information about Stonehage Fleming visit: 

www.stonehagefleming.com
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