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Motivating Wealthy
People to Plan

When professional advisorsinthe
financid and legd industries seefirgt-hand
thework wedowith our clients, they
awaysask uswithintenseinterest—How
areyou getting these wealthy peopletodo
dlthis?

A Planned Giving Officer
Weoncereceivedacall froman
attorney who wasthe head of planned

downin hisofficeand asked him what
questionshewould liketo ask.

Hesaid that hedid not have any
questionsabout the planning toolsthat we
wereusing. Hefelt heknew them aswell as
wedid. But the one question he had was
“How areyou getting my donorsto make
thesemajor planned gifts?1 havebeen
talking with some of these peoplefor
decades about doing something likethis,

giving at amgjor religiouscharity. Hewasa  but | have never been ableto motivatethem

brilliant technician and
wascommittedto his
organization. During
thepast year, severa
of hiswedthiest
donorshad retained us
to takethem through
theFamily Wedlth
Counsdling process.
Theresultswe
achieved were beyond
thewildest dreamsof
thesefamilies Million
of lost dollarswere
recovered and were
now redirectedtothis
planned giving officer’s
organization. After
each report of amajor
unsolicited planned gift
comingin, hewould
ask thedonor, “Who has hel ped you do
this?”

Wewereresponsible. Hewas so
excited that hecalled and asked if hecould

It is the process that we
take our people through
that motivates and em-
powers them to actually
“pull the trigger” on these
incredibly sophisticated
and complex plans. It is
the Family Wealth Coun-
seling process that allows
wealthy families to enjoy
the exciting and life-
changing results our
plans produce.

to action. What areyou
doingthat isgetting
these peopleto make
these kinds of substan-
tid planned gifts?’

An Estate Planning
Attorney
Sometimeagowe
weremeetingwith one
of thelargest law firms
inoneof thelargest
citiesinAmerica The
firm had morethan 50
etate planning attor-
neysinthetrust and
estate department. Our
clientsonthiscase
wereworth over $40
million. Wewere
mestingwiththeclients
and al theadvisorsat thelaw firmto begin
implementing themagter planwehad
designed for them. All theadvisorshad
aready approved the plan, ashad the

meet usthe next timewewereintown. The  couple. Thismeeting wasto del egatewhom

day arrived that we were to meet. We sat
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wasresponsiblefor each part of the
implementation.

After themeeting wasover, asenior
partner of thelaw firmtook usasideto his
persond officeand said, | just must ask
you onequestionthat isdisturbing me.
How areyou getting thisfamily todo all
thisplanning all at onetime?1t would take
us20years, if ever, of presenting these
ideasto get themtoimplement all the
strategiesand techniquesyou haveincor-
porated in their master plan. What have
you doneto these people? | have never
seen them so excited—so motivated to
action.”

The Answer

Theanswer to thequestionfromthe
planned giving officer, and theattorney, and
al theothersisexactly thesame. Itisthe
processthat wetake our peoplethrough
that motivatesand empowersthemto
actualy “pull thetrigger” ontheseincred-
ibly sophisticated and complex plans. Itis
the Family Wealth Counseling processthat
alowswedthy familiesto enjoy theexciting
and life-changing resultsour plansproduce.

For those of youwho are ableto see

beyond your own current paradigms, you
should bothimplicitly and explicitly
recognizethat Family Wealth Counseling
necessarily leadsto planimplementation
instead of the never-ending period of
evauation, hesitation and uncertainty that
iscommonwithtraditional planning. Once
our clients have completed thisprocess,
they understand how everythingfits
together into one big picture-amaster life-
plan-not just atax plan, or aninvestment
plan, or aninsurance plan, or aninherit-
anceplan, or abusiness continuation plan.
Through our counsdling processour
clientsbecomeabsolutely clear inwhat
they want. That enhanced clarity breeds
greater confidenceand that greater
confidenceempowersthemto effectively
take control of the entire planning process.
Now, instead of being forced to depend
on advisorstotell them what to do, they
cantell their advisorswhat to do. With this
enhanced clarity and greater confidence,
they areableto discover substantialy
increased leveragefor their time, their
talents, and their treasuresthat will moti-
vateand fulfill themfor therest of their

days.
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