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How do you educate future 
generations about your family legacies 
and financial responsibility? 
By Marc J. Minker

Much of our time as professionals is 
devoted to creating optimal income 
tax strategies and elaborate estate 
plans for our clients. Wealthy families 
will spend tens-to-hundreds-of-thou-
sands of dollars creating structures 
designed to minimize income and es-
tate taxes and to maximize the wealth 
being transferred to future generations. 

However, many families become so 
focused on the numerical side of the 
planning exercises that they neglect 
to spend time on one of the most crit-
ical aspects of their planning. We 
refer to this as the why factor, which 
entails teaching, and imparting, an 
understanding of the philosophical 
financial stewardship of wealth to the 
younger generations. 

With wealth comes responsibility, 
and, especially today, more and more 
families are beginning to include a 
holistic or philosophical aspect to 
their planning. We have seen families 
create communication plans and seek 
“teachable moments” that will allow 
younger family members to begin 
putting wealth into context and, more 
often, to understand the meaning of 
wealth relative to their own family.

For many of our clients, the forum to 

facilitate these activities is a series of 
family meetings and offsite retreats. 
These may be designed as informal, 
small discussions that can take place 
around the dining room table, and 
progress to formal businesslike meet-
ings. They can be scheduled during 
annual family vacations, or even dur-
ing the holidays when family mem-
bers are most likely all available. 

Often, the meetings are facilitated 
by a family advisor, such as the head 
of the family office, or another trusted 
advisor such as the family’s CPA or 
attorney. The main focus of these in-
teractions is primarily to disseminate 
information about the current state 
of the family’s finances; this usually 
starts with information on the origins 
of the family’s wealth and just as im-
portant, the creation of a vision for 
its future stewardship.

Younger generations welcome the 
opportunity to learn how the family 
wealth was created as well as the 
struggles and failures that preceded 
the family’s ultimate success. They 
can take away valuable lessons from 
older generations’ struggles. They 
may also begin to see how they can 
make a lasting impression on the 

world through the eyes of their elders.
Another aspect of the gatherings 

is to introduce and acquaint family 
members with the family’s advisors—
the attorneys, accountants, bankers, 
investment advisors, insurance bro-
kers and other key people on the 
family’s planning team. In our opin-
ion, there is no worse time to first 
meet the family’s key advisors than 
at the death of a matriarch or patri-
arch. Instead, bringing those advisors 
together with the appropriate family 
members helps facilitate better com-
munication among all involved, and a 
better appreciation of the particular 
focus each team member has on the 
family’s continued success.

Finally, this approach presents an 
ideal opportunity for the financial 
team leader to run a “family finan-
cial fire drill.” The simulation allows 
everyone an opportunity to see how 
the plan will operate, but even more 
important, allows for fine-tuning of 
the plan as deemed appropriate or 
necessary should there be unex-
pected flaws. We encourage you to 
consider how you can begin to impart 
your family’s financial story to your 
next generations.  

This article is distributed with the understanding that CBIZ is not rendering legal, accounting, or other professional advice. To the extent anything herein 
could be construed as tax advice, such advice is not intended to be used and cannot be used to avoid penalties under the Internal Revenue Code, or to promote, 
market, or recommend to another person any tax-related matter. This information is general in nature and may be affected by changes in law or in the 
interpretation of such laws. The reader is advised to contact a professional prior to taking any action based upon this information. CBIZ assumes no liability 
whatsoever in connection with the use of this information and assumes no obligation to inform the reader of any changes in laws or other factors that could 
affect the information contained herein.
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Minimum Net Worth Requirement   
$10 million (planning services)

Minimum Fee for Initial Meeting   
None required

Largest Client Net Worth   
$500 million+

Financial Services Experience   
28 years (Minker) 
28 years (Migliorino)

Professional Services Provided 
Personal financial planning, personal business management, insurance/
risk management advice and products, family office services, divorce 
consultation, valuation services, corporate executive services, strategic  
tax planning, tax compliance, estate planning and wealth transfer

Website 
www.cbiz.com

Email 
mminker@cbiz.com 
rmigliorino@cbiz.com

CBIZ MHM LLC       1065 Avenue of the Americas, New York, NY 10018        212.790.5700
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How to reach CBIZ MHM LLC

As a nationally ranked Top Ten Accounting 
Provider, we would be pleased to hear from you 
to discuss your unique financial administration 
needs. To speak with any member of our team, 
please call 212.790.5700.
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The Private Client Services group of CBIZ New York provides innovative solutions for managing the day-to-
day financial administration activities of family groups and high net worth clients. For more than 40 years, 
CBIZ has developed numerous longstanding relationships by simplifying the complexity and difficulty of 
handling routine financial matters for its clients. As a result, CBIZ clients are able to enjoy the benefits of 
their families, wealth and lifestyles, knowing their personal and administrative needs are being handled 
with the highest level of integrity and professionalism. As a nationally ranked Top Ten Accounting Provider 
(Public Accounting Report, 2014), CBIZ has a multidisciplinary team of professionals uniquely positioned to 
implement an end-to-end family office and personal business management approach with a full suite of 
customized services.

About CBIZ MHM LLC

“A family meeting presents 
an ideal opportunity for the 
financial team leader to run a 
‘family financial fire drill.’”
—Marc J. Minker

Marc J. Minker
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the evolution of financial intelligence
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CBIZ MHM LLC is featured in Worth® 2014 Leading Wealth Advisors™, a special section in every edition of Worth® magazine. All persons and firms appearing in this section have completed  
questionnaires, have been vetted by an advisory group following submission by Worth®, and thereafter paid the standard fees to Worth® to be featured in this section. The information contained 
herein is for informational purposes, and although the list of advisors presented in this section is drawn from sources believed to be reliable and independently reviewed, the accuracy or  
completeness of this information is not guaranteed. No person or firm listed in this section should be construed as an endorsement by Worth®, and Worth® will not be responsible for the  
performance, acts or omissions of any such advisor. It should not be assumed that the past performance of any advisors featured in this special section will equal or be an indicator of future 
performance. Worth®, a Sandow Media publication, is a financial publisher and does not recommend or endorse investment, legal or tax advisors, investment strategies or particular  
investments. Those seeking specific investment advice should consider a qualified and licensed investment professional. Worth® is a registered trademark of  
Sandow Media LLC. See “About Us” for additional program details at http://www.worth.com/index.php/about-worth.
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CBIZ MHM LLC 
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