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Build Bridges Instead of Walls

Learn to break down the barriers that wealth creates

Wealth and its associated power often
createwalls. Wealth and power separatethe
affluent. Wedthy peoplearetargetsfor any-
onewhoistryingto sl anything. They have
encountered anever-ending stream of ven-
dors hawking their wares. Asaresult, the
wealthy often rely on purchasing power to
buy replacementsfor closefriendsand fam-
ily relationships. Inatimeof need, thewedthy
often seek help from
drangers.

What 10oks to out-
siderslikealifeof ease,
is oftenalifeof consid-
erable emptiness and
loneliness. A wealthy
person seldom recog-
nizes this truth. Often
their materialistic abun-
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Caribbean cruise—do not completely satisfy
thesoul. Likemost toys, thenewnessand ex-
citement wearsoff quickly. Seekingtofill the
void, thewealthy go on to the next, more ex-
pensive, toy for another round of entertain-
ment. Rarely do any of ushavetheinsight to
recognize that this repeated sequenceisa
hollow pursuit. But somehave.

Family Wedlth Counselorshaveredized
thatitispossibletoreach
affluent moversand shak-
ers. Wehaveshownthem
opportunities that are
continuing totouch their
lives, their communities
and theworld. We have
shown the weal thy how
to retain control of al
their Social Capital, the

dance keepsthem emo- . money most peoplethink
tionauyg mentalyoc-  Sell anything. They have  iqiiaocably designated
cupied. They seldom, if encountered a never- for thel|RS. Weexplain
ever,conscioudyfed the  ending stream of vendors  how to self-direct latent
emptiness. Therearegolf hawking their wares. wealthto achieve some-
buddiesand bridge club thing moreworthwhile.

friends, but these rela-
tionships seldomareintensaly close, caring
relationships. The wealthy tend to engage
themselvesin superficial social interactions
that make up part of thelandscape of “hob-
nobbing.” Superficiad conversationscenter on
subjectssuch astheir latest trip, their last fi-
nancial conquest, or a recent purchase.
Sadly, they rarely fed completely freetocome
out from behindthe“wall” of wedthto have
open, honest and redl relationships.

Buying the newest luxury car or the ex-
travagant vacation home—flyingto Florida
in the new company jet or taking another
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Imagine the power that
could beharnessed if dl empirebuilderscould
catch avisonthat would reenergizether cre-
ativity, experience and motivation. It might
awaken anemotional, deeping giant. Infact,
it might awaken anarmy of degping giants.

Until now, thewesdlthy andtheir advisors
havelargdly ignored thewholeideaof Socid
Capital and have mistakenly seenit asthe
enemy. Traditional planningteamsfocusall
their planning decisionsstrictly onwhat pro-
ducesthe most financia benefitsto thefam-
ily. These planning teamsnever bother to ex-
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plain the other option—give Social Capital
away to charity. Why?Because planningis
typicdly doneinafinancid vacuumignoring
thespiritual, emotional and socia compo-
nentsof aperson’slife.

Sincethetraditional thought isthat So-
cial Capital doesn't directly help awealthy
family and it only hel pssociety, many clients
and advisorsdisregard seriousdiscussion
about the effective usesand distribution of
Socid Capitd. Often awealthy coupleisof-
fered somevaguegenerd questionfromone
of their advisors. The couple may be asked
whether they haveaparticular interestingiv-
ing someof their wedth away to charity, “ Do
you haveany charitableinterests?’ Thisques-
tionisusually void of any meaningful con-
versation about thepossibilitiestheact of giv-
ing can achieve. Never areclientsdirectly
chalengedto makeapersond investmentin
any significant socia cause. Giving, if sug-
gested at dll, islisted asjust one of themany
poss bletransactions, onemore optiond ex-
penditure.

With the advisor’soneill-thought-out
question, wealthy individualsrespondina
knee-jerk fashion, “No, charity begins at
home. | want to make sure| take care of my
kids.” Thetopicof Socia Capita isclosed.

Thereisan occasional exception here
and there, no doubt. But, more often than
not, this powerful areaof financia andlife
planningissadly misrepresented. Thereisno
discusson of thebenefitscharitablegivingcan
redizefor thewedthy individud, thefamily,
the community and theworld. By allowing
thisvacuum to continue, we are doing the
wealthy and theworld agravedisservice.

In contrast to traditional planners, Fam-
ily Wealth Counsel ors spend asubstantial
amount of timewithwed thy familiesdelving
into theemotional, spiritual and social. We
discover wheretheir passionslie. Welearn
what istruly important to them. Webring to
thesurfacethevirtuesuponwhichthey have
built their lives. Wehdlp ddlineatethevaues
they hopeto communicateto thecoming gen-
erations. We help them uncover the best

ways to accomplish their goals. Family
Wealth Counselors help wealthy families
focusther time, talentsand treasures. These
wealthy families, inturn, arechanging the
worldinsgnificant ways—far beyond any-
thing they ever imagined possible.

Toachievethesesgnificant results, Fam-
ily Wealth Counsel orsknow that advisors
must talk about morethan financia state-
mentsand lega documents. Wediscusstheir
heart and soul, dreamsand desires. We help
leverage untapped resourcesto makeadif-
ference. Out of thesevery persond, fulfill-
ing relationships, we can makeadifference
that impactslivesfor generationsto come.

A Family Wealth Counselor doesthis
by asking questionsthat no onedsewill ever
ask the wealthy. We ask the hard but im-
portant questionsof life. Our Lifeon Pur-
pose Questionnaireand Retreat hel pfacili-
tatefamiliesto identify what it isthat they
redlly careabout. The Family Wedlth Coun-
seling processwill resurfacethoselong-ago
timesand placeswherethey remember be-
ing deeply touched, wherehelp or influence
hascomewhen needed. Then, weexplore
theability to giveback tothose same causes.
Such work can ensure that thosewho fol-
low will also bedeeply touched.

Asthe Family Wealth Counsdling pro-
cess progresses, a metamorphosis takes
place. New opportunitiesariseto enjoy life
toitsfullest—to create new meaning-tofind
new richness. Pretense disappears. Masks
aredropped. The“walls’ of wedtharedis-
mantled and bridgesare built to touch oth-
ers. These bridges produce meaningful re-
lationships. Knowing that alegacy will en-
dure, will prosper and grow generatesan
explosion of energy and asenseof renewed
vitality. Thisnew breed of the affluent are
not watching the clock tick away themin-
utesof life, not waiting to diein luxury—
aone. They havefound meaninginlifeand
meaninginrelaionships. Their energy isfo-
cused on creative challengesthat feed both
body and soul. Lifehasnew meaning.
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