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“This second edition handbook by Dr. Kirby Rosplock is a true
gift to our family wealth community. Before her first edition, there
was hardly any book we could recommend to those searching for
answers. With the advent of this new benchmark, private families
and their advisors searching for an integrated guide on family
offices need look no further. I continue to highly recommend this
thoughtful resource, as private families deserve more clarity and

guidance.”
—Thomas R. Livergood, CEO, The Family Wealth Alliance;
Founder, Bespoke Advocate

“Few institutions are changing as fast as family offices. As the
global community is transformed and as enterprising families
want to do more than shelter their wealth, their concerns for the
future lead them to gather and define multiple financial and non-
financial activities they want to pursue. The first edition was a
treasure of information but in response to the vast changes taking
place every day, a second edition adds even greater value by sniff-
ing out the vast shifts that are occurring. This new edition is actu-
ally a new piece of work that should take its place beside the first
edition as a more current view of practices that are more than just
reactions to global change; they are defining the nature of the new
global community that is continually being remade.”
—Dennis Jaffe, PhD, consultant; advisor; author, Borrowed from
Your Grandchildren: The Evolution of 100-Year Family
Enterprises; Cross Cultures: How Global Families Negotiate
Change Across Generations; Stewardship in Your Family
Enterprise: Developing Responsible Family Leadership Across
Generations; and Working with the Ones You Love: Conflict
Resolution & Problem Solving Strategies for a Successful Business

“The Complete Family Office Handbook provides readers with tacti-
cal guidance, serving as a ‘how-to” both for families looking into
creating an office as well as those evaluating the wealth manage-
ment structures they have in place. Kirby’s willingness to go into
detail and her use of case examples demonstrate that while every
family office is unique, the factors that go into operational deci-
sions tend to have similarities across different families.”
—Rebekah L. Kohmescher, CFP®, CPA, CEO, Altair Advisers, LLC

“If you are one of the many executives and family members who
bought The Complete Family Office Handbook upon my insistence,
head back out and get this second edition, as it is probably time to
reexamine how your office has (or hasn’t) evolved with the fam-
ily. For those looking to build a new office, this second edition is



even more powerful than the first. With expanded content,
sharper insights, and more robust examples, it sets the nuanced
context, which family members and executives alike need, to
make wise decisions capable of aligning the office and the family.”

—Jim Coutré, family office and philanthropy professional

“Kirby Rosplock has written a book that will become an essential
reference for families wishing to establish a long-term strategy for
building an enduring legacy across generations. It helps to
unwrap the mysteries of the family office and provides an invalu-
able guide, containing a wealth of cutting-edge information and
insights. It is a comprehensive toolkit for any family embarking
on the journey of establishing a family office and for executives
who operate—or aspire to operate—within a family office.”
—Dominic Samuelson, CEO, Campden Wealth

“With thoughtfulness and clarity, Kirby Rosplock has brought to
life the important questions to ask and steps to follow in creating
and effectively governing a family office. Wealth owners, and
their advisors, will gain insight into why long-term success
depends on the ability to clarify shared values, vision, and pur-
pose, at each generation, and how to dive into those challenging

conversations.”
—Anne Hargrave, consultant and coach to organizations, family
businesses, and families of wealth

“A comprehensive body of work that serves as an immediately
useful tool to help families through the uncharted waters of fam-
ily office formation and operation. As families struggle to find
meaning beyond financial wealth, Dr. Rosplock’s book addresses
the business, family, and philanthropic legacy that family offices
can provide. The second edition of The Complete Family Office
Handbook will be an indispensable tool sitting on the top shelf of
your desk. Immensely helpful. “

—Preston Root, Root Glass Company

“My 2014 copy is full of Post-it notes. The Complete Family Office
Handbook is current, independent, comprehensive, and compel-
ling. Rosplock’s second edition has distilled the wisdom and
guidance of all the major experts in the family office world and
made it easy to read. I feel comfortable handing this book to CIOs
and nonfinancial people alike. She summarizes big issues with
great aplomb and catches the important details. A definitive
handbook.”

—]Joseph Reilly, family office consultant
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Foreword

A wise woman once told me, “Jay, the only reason to have resources is so I can
have services.”

Kirby Rosplock has provided us with a handbook that comprehensively
describes the services, both qualitative and quantitative, that family offices of
various types can provide to families with resources. A “handbook” is defined
by Webster’s Third International Dictionary as “a concise reference book cover-
ing a particular subject of field of knowledge—a manual.” Kirby’s book is just
such a concise reference manual to the field of family office services.

What is the purpose of services provided to families by family offices,
regardless of whether the family office is a single-family or multi-family office?
The purpose is the removal of obstacles to an individual family member’s
ability to integrate and use resources normally created by a previous genera-
tion of his or her family, toward that individual’s greater freedom, thriving,
and flourishing. These obstacles, if not removed, may not only lead to the
failure to flourish of those individuals, but to the risk of entropy—entropy as
entitlement, dependence, and remittance addiction—that leads to the entire
families” system failing. These obstacles then become a detriment not only to
the dynamic preservation of the individual’s and the entire families” financial
capital, but, much more importantly, obstacles to the growth of their human,
intellectual, social, and spiritual capital.

As Kirby describes, these four capitals require services that are qualitative
and substantially more complex to provide than those that serve families’
quantitative needs. She makes clear that distinctions between service providers
frequently lie along the divide between services that are purely quantitative
and those single-family and multi-family offices that offer qualitative services
as well.

In my opinion, this distinction is of great importance to a family’s success
in obtaining the family office services it needs to overcome the obstacles or,
one may say, the “risks” to their family that entropy poses.

Xix



XX Foreword

All of us who serve families seeking to avoid the suffering decreed for a
family by the universal cultural proverb “shirt sleeves to shirt sleeves in three
generations,” in its many iterations, are in Kirby’s debt for giving us a concise
understanding of the services available to us and to the families we serve. This
understanding will assist us to help these families avoid the proverb’s sad fore-
cast and the suffering it represents as the bonds of family rupture. How much
better to find and use the quantitative and, more importantly, qualitative
services a family office offers to help families flourish for many generations
through the enhancing of each family member’s journey of happiness!

Thanks, Kirby.
James (Jay) E. Hughes, Jr.



Preface

If you are reading this book, you are likely in one of three camps: you are an
individual considering the possibility of building or joining a family office,
youre an individual with an existing family office and looking for ideas of
how to enhance or transform it, or you may be a professional working in
wealth management or advising enterprising families who is looking for
leading-edge resources to better serve your clients. Whichever category you
find yourself in, this second edition book provides you with current knowl-
edge, research, and cutting-edge approaches from thought leaders in the
family office industry and gives you real-life examples and experiences to
guide you as you envision, plan, and develop your family office. But, before
you turn further in the book, you may find it helpful to understand that this
book is geared to the family owners and their offspring, first and foremost;
however, wealth advisors and other professionals may find the commentary
and recommendations useful to apply with their families as well.

The first edition of 7he Complete Family Office Handbook was released by
Wiley in 2014. Jay Hughes, Jr., who provided the Foreword, and I had con-
versations to the lack of practical information about how a family office oper-
ates, the services it provides, how it is managed, and why they exist in the first
place. I never thought I would be the one to try and codify such a massive
body of knowledge, but perhaps my curiosity or my hope to solve for similar
issues in my own family was the catalyst. Thankfully, the support and wisdom
from so many exceptional family office executives and families inspired my
drive and determination to see this through to fruition. Our family office
consulting firm, Tamarind Partners, Inc. (www.TamarindPartners.com), has
been working closely with many notable family offices to carry on the
research, knowledge, and advice provided in the first edition.

Fast-forward to 2020, a year that will be forever marked by the world-
wide pandemic. Revising the book during a global crisis provides a lot of
perspective to consider the permanency of the family office construct as well
as how to make it disruption-ready. Yet, this journey to write this second

xxi
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XXii Preface

edition book is also deeply personal. As a family member, owner, board
member, and a co-trustee of a family foundation, much of the content in
this book is germane to me and my family. Since writing the first edition, I
experienced a lot of change and witnessed how quickly the family office
landscape adapts with new technology, Al, better security, cybersecurity, and
new policies and procedures. The second edition also reveals new insights
gleaned from working to bridge generational knowledge gaps on the family
education front. Tamarind Learning (www.TamarindLearning.com),
an education learning solution for families, their offspring, and advisors, was
launched in 2019 to solve the learning gap and provide learning paths that
are flexible and customizable.

Spending nearly two decades researching and writing in the family busi-
ness and family office universe, the second edition that follows is a combina-
tion of more than 80 interviews with family office executives, family office
owners, industry leaders, and family members. Additionally, I reviewed hun-
dreds of articles, books, and research reports and collected data from families
in the United States, to Europe, the United Kingdom, the Middle East, Asia,
and Australia. Yet, the more I learned along this journey, the more I realized
how much there is to learn. As a result, I collaborated with leading attorneys,
from Withers Bergman LLP and Kozusko Harris Duncan LLP, independent
advisors around governance, family banks, entrepreneurship, family office
operations, and information technology. This book provides their wisdom,
many years of experience, and thoughtfulness to the important and distin-
guishable needs of the family office client.

The Handbook is laid out in a chronological order. Chapter 1 introduces
the family office concept, its purpose and definition, as well as key roles of the
family office; Chapter 2 overviews the family office evolution from inception
and highlights key archetypes; Chapter 3 compares the multi- and single-
family office solutions; Chapter 4 discusses a family’s values and how to create
a family office mission and vision statement. Chapters 5 and 7 are written
by prominent attorneys at Withers Bergman LLP. Chapter 5 provides guid-
ance on family office formation and the legal structuring of a family office.
Chapter 6 shares strategic planning considerations, capital sufficiency analy-
sis, and the importance of reviewing the family office fact pattern on topics
including estate, financial, wealth transfer, and insurance planning. Chapter 7
clarifies the legal, fiduciary, and compliance requirements for a successful fam-
ily office today. Chapter 8 reviews the investment management approach of
the family office. This chapter discusses investment concentration, measuring
success, time horizon, and the investment governance including investment
objectives, policies, and committees. Chapter 9, co-authored by two family
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Preface Xxiii

office experts, discusses family office I'T and operations considerations. This
chapter offers advancements and best practices in information technology,
operations, and risk management to enhance your family office’s performance.
Chapter 10 expands on family office talent management, best practices with
hiring talent, incentivizing, managing, and retaining key employees, com-
pensation, and performance management. Chapter 11, which is co-authored
with a leading family office governance expert, discusses family governance,
succession planning, and the role of boards, hallmarks of good governance,
and applications and process to set up governance. Chapters 12 sheds light
on new thinking for family education and the family office, stewardship,
psychology of wealth and developing an education plan. Chapter 13, which
is co-authored with a leading family bank expert, provides insights to the
setup, structuring, and planning to create a family bank and the use of intra-
family loans to inspire the next generation wealth holder. Chapter 14 expands
and includes discussion on legacy, philanthropy, and impact investing and
the family office. Finally, Chapter 15 of the book concludes with a new
chapter from leading attorneys from the law firm Kozusko Harris Duncan.
The book provides fresh new cases with updated insights to the various
attributes of the family office and gives research to the inner workings
of some leading family offices. To learn more about Tamarind Partners, Inc. or
Tamarind Learning, please visit our websites www.TamarindPartners.com or
www. TamarindLearning.com.
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Introduction
to the Family Office

Kirby Rosplock, PhD

Family offices serve a vast array of functions for a family and their wealth.
Those family office functions are commonly bespoke to the needs of the spe-
cific family for whom they were designed; therefore, when asked about the
definition of what a family office is, the answers often vary from person to
person. Generally speaking, family offices are designed to prepare family
members to collectively manage, sustain, and grow their wealth across multi-
ple generations. Family offices can aid families in managing the numerous
risks that accompany affluence. In addition to offering a potentially wide
array of services, such as tax, fiduciary, and compliance needs; investment
management, risk management, estate planning, and trust administration;
philanthropic advisement, financial education programs for family members;
and family governance and wealth-transfer planning, the family office ideally
has a higher purpose to bridge generations in order to create continuity and
cohesion for families around their wealth.

The last decade has featured disruptive turbulence in financial markets,
impressive technological and medical advancements, and dramatic shifts in
the global landscape. Family offices need to respond to these changes with
equally dramatic adaptations if they are to remain relevant and effective. For
example, in 1918, the average human life expectancy was roughly 39 years.!
One hundred years later, the average expectancy was 80.3,? and current statis-
tics indicate that approximately 500,000 people around the globe are aged 100
or older. Moreover, the 100-plus population is predicted to almost double
with each coming decade.’ Increases in human longevity mean that family
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offices, which once operated on the assumption of needing to survive 100
years, now need to plan on surviving 500 years and manage the multiple inter-
generational wealth transfers and leadership transitions associated with this
kind of longevity. Low-return financial market environments inject additional
complexities, requiring that family offices and their staff members develop
additional strategies, competencies, and skill sets to support the achievement
of the family’s multiple objectives. Thus, the aim of this volume is to construct
a futurist lens of the family office: Rather than focusing primarily on concerns
of luxury, buying, and traditional investing, we propose the 500-year view of
the family office and introduce the leading-edge perspectives and practices for
how family offices and their staff members can support the coming ultra-
lifespan of the families they serve.

This second edition updates the first book that demystified the concept
of the family office and clarified who should consider starting their own
single-family office or joining a multi-family office. The second edition pro-
vides context, updates, and improvements to inform family office setup,
structure, and design as owners more clearly define their family office’s over-
arching purpose and vision. This book provides expanded coverage regarding
the types of family offices in existence, along with who owns them and pays
for them, and what services may be rendered by the offices. This guide is
designed to be a useful tool for affluent families, individuals, and philan-
thropists, as well as for practitioners and industry professionals, as it outlines
the important functions family offices may render today and for the genera-
tions of family members yet to be born.

In this chapter, we review the macro futurist trends in global wealth to pro-
vide context for understanding the basis, purpose, and definition of the family
office. We then consider the family office’s historical roots in Western econo-
mies, which is grounded in the growth and proliferation of family enterprise.
The roles the family office plays regarding its client families are then discussed.

A Macro View of Global Wealth

Given that family offices exist to help families sustain and grow their wealth
and successfully navigate the various risks that come with that endeavor,
measuring affluence and understanding affluent families are important first
steps. Yet, there is an art and a science to assess affluence, which begins with
defining how much you must have to be considered wealthy. While we all
have our own definitions, most industry research firms classify individuals
with a minimum of $1 million net worth as high net worth (HNW) and
individuals with at least $30 million net worth as ultra high net worth



