Abrams, Harvey, 29
Accounting background as asset,
29-30
Advisors/experts, outside, 86—87,
194-195, 219
Advisory board, 27
Allen, Chris, 243
Alternative investments, 176-177,
227-228,234-235
Andrade, Matthew:
background, 122-123
Canadian capital markets, 124
conferences, 125, 126
contact preferences, 128-130
interview, single family office,
122-131
investment committees, 123
investment model, 240-241
job hunting tips, 126-127
marketing to family offices, 127-130
meetings, face-to-face 151
relationships, impco-tance of,
124-125,126=12
strengths and weaknesses,
understanding your, 130-131
tax efficiency, 123
training, 125-126
Angel investor investments, 235-236
Articles, publishing, 51
Ashbridge Investment Management,
148, 150. See also Grace, Charles
Asia, 21, 134
Asset allocation, strategic versus
tactical, 247-250. See also
Portfolio allocation advice
Asset-backed lending, 113-114
Australia, 21
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Avatar, client, 4647
Awareness, 119-120

Baker Street Advisors, 172-173.
See also Colin, Jeff
Bank, custodial, 78
Barlow, Cassie, 273
Bastos, Rogerio, 245
Bennett, Eric, 2>-20
Benson, Bok:
alternat.veunvestments, 227-228
background, 217
business decisions, 220-221
er.dowment funds versus
ultra-affluent clients, 217-218
experts, internal versus external,
219
family office, benefits of, 219-220
family office, single versus multi-,
221-222
fund manager due diligence process,
219,227
fund manager selection, 222-225,
226-227
global taxation, 221
interview, multi-family office,
217-229
investment criteria, 225-226
managed accounts, 228
portfolio allocation, 218-219,
228-229
wealth, first versus
second/third/fourth-generation,
219
Berra, Yogi, 33, 34
Bio, professional, 60
Black-Litterman model, 180
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Boards, 27, 115-116, 256-257
Bon, Arnold, 40-41

Books, publishing, 51-52
Brent, Gary, 104

Budgeting, 18

Buffett, Warren, 233

Call to action, writing, 60
Call writing, covered, 106
Canada, 21, 124, 281
Candor Financial Management,
243-244. See also Hector, Andrew
Capital allocation advice. See Portfolio
allocation advice
Capital preservation, 76, 290
Capital Raising Funnel, 50-53
Capital Raising Trifecta, 49
Carnegie, Andrew, 15
Carpenter, Sam, 32
Casey, Frank:
asset-backed lending, 113-114
background, 101
covered call writing, 106
governance boards, 115-116
growth, source of, 104
interview, single family office,
101-116
non-obvious dinners, 102-"03
talent, attracting, 103-104
TIPS risk framework, 105-114
Cash management, 75-80, 176,
260-262
Centeredness, 276-277
CFO (chief financial officer), 86
Character, 35-36, 273-277, 285-286
“Character Assessment” (Barlow,
Jordan, and Hendrix), 273
Chief financial officer (CFO), 86
Chief investment officer (CIO), 265
China, 295, 297
CIG. See Consolidated Investment
Group (CIG)
Clients. See also Family office selection
about, 10-12
attracting, 66—67
avatar for, 4647
desires/fears driving, 65-66

feedback from, 67-68
first versus second/third/fourth
generation, 193
motivations of, 12-13
needs of, 15-16
CM Capital Corporation, 73, 88,
89-91. See also Hammack,
Elizabeth
Code of ethics, 96-97
Colin, Jeff:
alternative investments, 176-177
background, 171-172
cash management, 176
endowment models, 174-1735,
180-181
family office, selecting, 185-186
fund manager s=lection, 178-179
institutional/objective criteria
requiremenss, 184-185
intervic v, multi-family office,
171-186
invesiment committees, 177-178
investment criteria/philosophy,
179-185
marketing to family offices, 178
portfolio allocation, 173-175
technology, use of, 172-173
Commitment, 274-275
Communication with fund managers,
287
Compensation, 25, 121-122, 165-166,
208-210, 269
Compliance and regulatory assistance,
18
Conferences, family office industry,
13-14, 125, 126
Confident listeners, 276
Conflicts of interest, 96-97
Connor, Michael:
background, 74
capital preservation, 76
cash management, 75-80
CFO position, 86
counterparty risk, 77-78
custodial banks, 78
expectations, setting, 80, 87
fund manager selection, 83-85
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in-house staff versus outside advisors,
86-87
interview, single family office, 74-87
investment committees, 81-83
investment models, 80-81
investments, understanding, 77
marketing to family offices, 87
portfolio allocation, 74-75
portfolio risk management, 80
strategic edge/operational expertise,
75
talent, managing, 85-86
training, 79-80, 85-86
Consistency, 275
Consolidated Investment Group (CIG),
73, 83-84, 86-87. See also Connor,
Michael
Constellation Wealth Advisors, 26,
246-247
Consultants, 167, 250-262, 278
Contributing, 277
Cooperman, Evan:
capital preservation, 290
consultant, hiring, 278
due diligence, 281-282, 285-286,
289-290
family office interview, 278-29%
fund managers, character of; 285-286
fund managers, commuhicat.on with,
287
fund manager seleciicn, 285-290
fund performance, 282-283
governance, 280-281
high-water mark, modified, 282
investment committees, 283-284
managed accounts, 279-280
meetings, face-to-face, 285-286,
287-289
portfolio allocation, 278-279
transparency, 280
visits, on-site, 285, 287-288
Copywriting (persuasive writing),
58-60
Counterparty risk, 77-78
Covered call writing, 106
Covey, Steven, 100
Cross-training, 85-86. See also Training

Crystal clear edge, 47-48, 270
Custodial bank, 78

DDQ (due diligence questionnaire), 93,
265, 289-290
Deck, in fund manager selection,
264-265
De la Villehuchet, Thierry, 110-111
Deming, Edward, 23, 32
Dietl, Bo, 111
Dinners, non-obvious, 102-103
Diversification, 253
Diversified Institutional Model, 241
Documentation, 31-32, 97-99, 158,
163, 254-255
Doerig, Lukas:
background, 159-160
compensaticn, 165-166
consultants/s=ivice providers, 167
family-governance, 28-29, 166-167
fami'y eifice industry, 171, 294
fund manager selection, 169-170
fund of hedge funds, 161-162
global taxation, 165
information technology services,
168-169
interview, multi-family office,
159-171
investment committees, 162—-163
investment objectives document,
163
managed accounts, 161
multi-family offices, challenges of,
164-165
portfolio allocation, 160-161
wealth, first versus
second-generational, 163-164
Drucker, Peter, 301
Due diligence:
Benson, Bob, on, 219, 227
Cooperman, Evan, on, 281-282,
285-286,289-290
in fund manager selection, 93, 2635,
267,270, 289-290
Hammack, Elizabeth, on, 93
Due diligence questionnaire (DDQ), 93,
265, 289-290
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Elevator pitch, 190-193

E-mail message subject lines, 59

Emerging markets, 258-259

Endowments, 174-175, 180-181,
217-218

Equitas Capital Advisors, LLC, 251.
See also Thomas, David

Ethics, code of, 96-97

Expectations, setting, 80, 87

Expert Generalist Model of family
office operations, 24

Experts/advisors, outside, 86-87,
194-195, 219

Family governance, 28-29, 166-167
Family Office Association, 132-133.
See also Robles, Angelo
Family office governance, 27-28,
115-116
Family office industry. See also Future
of family office industry
about, 5-6
conferences, 13-14, 125, 126
Doerig, Lukas, on, 171
existence of, 291, 296
growth of, 104, 295, 296-299
Kushner, Greg, on, 202-203
Robles, Angelo, on, 133
size of, 133
state of, 9-10
trends, 230, 258-25%, 303-304, 310
Family Office Moriivly Newsletter, 230,
303-304, 310
Family office(s). See also Multi-family
office(s); Single family office(s)
benefits of, 13, 219-220
as business owners versus being
cashed out, 135
definitions of, 4-5
history of, 6-9
public knowledge of, 203-204
reasons for, 12-13
wealth management firms versus, 5
working with other, 141-144
Family office selection:
Bon, Arnold, on, 40-41
character judgment, 35-36

Colin, Jeff, on, 185-186
evaluation form, 42
Grace, Charles, on, 39, 153-155
Harrison, Graham, on, 37-38
Hector, Andrew, on, 38-39
Hughes, Brian, on, 62-64
Kushner, Greg, on, 211-212
questions to ask, 36-37
single versus multi-family office,
33-34
Thomas, David, on, 42
Tramontano, Paul, on, 41-42
Vorhees, Tim, on, 39-40
wants, figuring out, 34-35
Family Offices Group.£6,.57, 295, 301,
306
FinPlan Family Office, 245
Fleet managerientand shared asset
perks. 79
Fraud risk framework. See TIPS risk
framework
Fund nianagers. See also Fund manager
selection
best practices, 99-100
communication with, 287
partnerships with, 271-272
preferences for, 267, 268-270
Fund manager selection:
about, 263-264
Benson, Bob, on, 222-225, 226-227
character analysis, 273-277
Colin, Jeff, on, 178-179
Connor, Michael, on, 83-85
Cooperman, Evan, on, 285-290
Doerig, Lukas, on, 169-170
due diligence, 267, 270
family office partnerships with fund
managers, 271-272
Grace, Charles, on, 151-153
Hammack, Elizabeth, on, 91-96
Kushner, Greg, on, 214-217
Melcher, Thomas P., on, 197-200
preferences, fund manager, 267,
268-270
process, six-step, 264-266
Thomas, David, on, 255-258
Fund of hedge funds, 161-162
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Further Lane Asset Management,
244-245

Future of family office industry. See also

Family office industry
about, 291-292
Doerig, Lukas, on, 294-295
drivers, global, 296-299
executives on, 292-294
Grzymala, John, on, 294
hot spots, new, 296
Hughes, Brian, on, 293
investment criteria, shifting, 294
job growth, 295
Kushner, Greg, on, 292
Robles, Angelo, on, 292
Thomas, David, on, 258-259
training, 295

Gelboim, Avi, 237
Ghana, 295
GI Global Invest AG, 159
Giles, Shane, 297
Gitomer, Jeffrey, 50-51, 55, 56
Globalization, 258-259
Global taxation, 165, 193-195, 221
Golf scores, 216-217
Governance:
family, 28-29, 166-167
family office, 27-28, 115-116
fund manager, 280-221
Grace, Charles:
background, 147-.148
family office, selecting, 39, 153-155
family offices, history of, 7-9
fund manager selection, 151-153
hedge fund industry, 157
human relations/management,
156-157
interview, multi-family office,
147-159
investment committees, 150-151
listening, 154-155, 276
portfolio allocation, 148-150
processes and procedures,
documenting, 158
relationships, importance of, 158
risk control, 149-150

Greenwich, Connecticut, 134, 135
Growth, 104, 295, 296-299
Grzymala, John:
awareness, 119-120
background, 116-117
compensation, 121-122
family office industry, future of,
293-294
interview, single family office,
116-122
lessons learned, 119-120
marketing to family offices, 118-119
measurement, performance-based,
121-122
private equity model; 117-118
single family offic< d<fnition, 4
team size, 120-12"

Hammack. Flizabeth:
background, 88
best bractices, 96-97, 99-100
code of ethics, 96-97
ccnflicts of interest, 96-97
due diligence questionnaire, 93
fund manager selection, 91-96
hedge fund manager selection, 92-93
interview, single family office, 88-100
investment committee, 90
marketing to family offices, 99-100
meetings and on-site visits, 93-94
portfolio allocation, 89-90, 94-95
processes and procedures,
documenting, 98-99
Handler, Thomas, 3, 30, 31, 245-246
Handler Thayer, LLP, 30, 31. See also
Handler, Thomas
Hanna, Louis, 10-11
Hard asset investments, 236-237
Harrison, Graham, 37-38, 248-250
Harvard University, 174-175, 181-182,
260
Hawthorn, PNC Family Wealth, 188,
189, 191-192. See also Melcher,
Thomas P.
Headline risk framework. See TIPS risk
framework
Headlines, writing, 59
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Hector, Andrew, 38-39, 243-244
Hedge Fund Group, 56
Hedge fund industry, 7, 92-93, 157,
161-162, 235, 279-280
Hendler, Jared, 236
Hendrix, William, 273
Hero’s Journey storytelling format,
54-55
High-water mark, modified, 282
Hong Kong, 21
Hook, writing, 59-60
Hot spots, global, 133-135, 295-296
Hughes, Brian:
best practices, 67-68
clients, attracting, 66—-67
clients, desires/fears driving, 65-66
clients, feedback from, 67-68
family office, selecting, 62-64
family office industry, future of, 293
interview, business development,
60-68
marketing of multi-family offices,
60-68
multi-family office concept, selling
clients on, 64-65
service delivery, improving, 17, 19
strengths, recognizing, 61
success tips, 61-62
talent, attracting and keepinig, 61-62
training, 62
trust issue, 66
Human relations/riianagement issues,
156-157
Hybrid Model of portfolio
construction, 241-242

Information technology services,
168-169
Infrastructure investments, 236

Institutional consulting firms, 250-262.

See also Thomas, David
Institutional objective criteria

requirements, 184-185
Institutional Offering Model of family

office operations, 24-25
Insurance, 18

Internal Controls, in TIPS risk
framework, 108-109
Interviews:
Andrade, Matthew, 122-131
Benson, Bob, 217-229
in Capital Raising Funnel, 51
Casey, Frank, 101-116
Colin, Jeff, 171-186
Connor, Michael, 74-87
Cooperman, Evan, 278-290
Doerig, Lukas, 159-171
Grace, Charles, 147-159
Grzymala, John, 116-122
Hammack, Elizabeth, 88-100
institutional consultii:g Grm, 250-262
Kushner, Greg, 200--217
Melcher, Thomis, 187-200
multi-family office, 147-229
Robles, Angeia, 131-146
single tamily office, 73-146
Thomas, David, 250-262
Investnient committee(s):
Anadrade, Matthew, on, 123
building, 83
Colin, Jeff, on, 177-178
Connor, Michael, on, 81-83
Cooperman, Evan, on, 283-284
Doerig, Lukas, on, 162-163
effectiveness of, improving, 82
examples of, 243-247
fund manager selection and, 265
Grace, Charles, on, 150-151
Hammack, Elizabeth, on, 90
investments, family office, 242-247
Kushner, Greg, on, 212-214
operations, family office, 27
Robles, Angelo, on, 136-137
Thomas, David, on, 252
use of, 81-82
Investments:
about, 233-234
alternative, 176-177, 227-228,
234-235
approaches, 138-141
asset allocation, strategic versus
tactical, 247-250
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criteria for, 179-184, 225-226, 294

direct investments versus funds,
210-211

diversifying, 253

as family office service, 18

hard asset, 236-237

infrastructure, 236

institutional consulting firms and,
250-262

investment committees, 242-247

models, 80-81, 240-241

portfolio construction models,
239-242

process for making, 237-239, 270

real estate, 206-208

style consistency in, 269

Thomas, David, interview with,
251-262

traditional, 234

understanding, 77, 237, 240

venture capital and angel investor,
235-236

Job hunting tips, 126-127
Job listings, 295
Jordan, Mark, 273

King, Stephen, 45, 49
Kinnear, Jim, 122-123, 240
Kinnear Financial, 26-27, 123,
239-241. See alsn Audrade,
Matthew
Kushner, Greg:
background, 200-202
compensation, 208-210
family office, selecting, 211-212
family office industry, 202-203, 292
family offices, public knowledge of,
203-204
fund manager selection, 214-217
interview, multi-family office,
200-217
investment committee, 212-214
investments, 210-211
portfolio allocation, 204-206
real estate investments, 206208

Latin America, 134-135

Legal entity, setting up, 144-145

Lending, asset-backed, 113-114

Lido Advisors, 203. See also Kushner,
Greg

Life management services, 17, 18

Listening, 154-155, 276

Lowlicht, Marc, 244-245

Mack, Linda, 24
Madoff, Bernie, 101-102, 106,
107-108, 109-111
Magpiong, Bret, 30, 244
Managed accounts, 161, 228, 253-254,
266, 279-280
Marcuard Family Office, 159. See also
Doerig, Lukas
Marcus Aurelias; 291
Marketing Ev 1amily offices:
Capita! Raising Funnel, 50-53
Capiral-Raising Trifecta, 49
cliert avatar, 46-47
crystal clear edge, 47-48, 270
Hughes, Brian, on, 60-68
persuasive writing (copywriting),
58-60
storytelling, 53-58
Marketing to family offices:
Andrade, Matthew, on, 127-130
Colin, Jeff, on, 178
Connor, Michael, on, 87
Grzymala, John, on, 118-119
Hammack, Elizabeth, on, 99-100
overload, managing, 272-273
Robles, Angelo, on, 141
Markopolos, Harry, 101, 109
Measurement, performance-based,
121-122
Meetings, face-to-face, 52-53, 93-94,
131, 285-286, 287-289
Melcher, Thomas P.:
background, 187-188
clients, first versus second/third/fourth
generation, 193
elevator pitch, 190-193
fund manager selection, 197-200
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Melcher, Thomas P. (Continued )
global taxation, 193-195
interview, multi-family office,
187-200
partnering with outside resources,
194-195
philosophy, 189-190
portfolio allocation, 195-197
weaknesses, understanding your, 195
Michelangelo, 73
Multi-family office(s). See also
Marketing by family offices
challenges of, 164-165
clients, selling on, 64-65
defined, 4
family governance, 29
interviews, 147-229
investment committees, 242
minimums, 298
selection advice for clients, 153-155
single-family offices converted to, 298
single family offices versus, 17,
19-20, 33-34, 221-222

National Association of College and
University Business Officers
(NACUBO), 258-259

Newsletter, 230, 303-304, 310

Non-obvious dinners, 102-1065

One-pager PDE, 264
Operating Business Sendbox Model of
portfolio consiruction, 239-241
Operations, family office. See also
specific topics
accounting background as asset,
29-30
Expert Generalist Model, 24
Institutional Offering Model, 24-25
Outsourced Model, 23-24
Outside advisors/experts, 86-87,
194-195, 219
Outsourced Model of family office
operations, 23-24

Pagan, Eben, 46
Palo Alto, California, 134, 135

Pedigree, in TIPS risk framework,
109-111
Performance-based measurement,
121-122
Personalization, in persuasive writing,
60
Persuasive writing (copywriting), 58-60
Philanthropic management, 18
Phone call review, in fund manager
selection, 265
Picture of yourself, in copywriting, 60
Pitch book, in fund manager selection,
264-265
PNC Financial Services Group, 187,
188-189. See alsc-Melcher,
Thomas P.
Polish, Joe, 58
Portfolio allocation advice:
Benson, Bob, 218-219, 228-229
Colin,jeft, 173-175
Cenhos Michael, 74-75
Cocperman, Evan, 278-279
Doerig, Lukas, 160-161
Grace, Charles, 148-150
Hammack, Elizabeth, 89-90, 94-95
Kushner, Greg, 204-206
Melcher, Thomas P., 195-197
Thomas, David, 252-253
Portfolio construction models:
Hybrid Model, 241-242
Operating Business Sandbox Model,
239-241
Portfolio management, 18. See also
Investments
PowerPoint presentation, in fund
manager selection, 264-265
Princeton University, 174-175,
181-182
Private equity, 117-118, 235
Processes and procedures, documenting,
31-32,98-99, 158

Qualified Family Office Professional
(QFOP) program, 27, 62, 295,
309-310

Qualified Family Office (QFO)
program, 292, 311
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Real estate investments, 206-208
References, 275-276

Relationships, importance of, 124-125,

126-127, 158
Reporting and record keeping, 18, 268
Reports, writing, 51
Richard Wilson Capital Partners, LLC,
31, 35, 306-308
Risk management, 18, 77-78, 80,
149-150. See also TIPS risk
framework
Robles, Angelo:
background, 131-133
business ownership by family offices,
135
clients, 11-12
family office industry, 133, 292
hot spots, global, 133-135
interview, single family office,
131-146
investment approaches, 138-141
investment committees, 136-137
legal entity, setting up, 144-145
marketing to family offices, 141
single family offices, increase in, 1435
talent, trusting in, 137-138
working with other family offices.
141-144
Rockefeller, John D., 273

Schuppli, Peter, 248
Service providers, 57,167
Services, family office:
client needs and, 15-16
global differences in, 20-21
single versus multi-family office, 17,
19-20
typical, 18-19
Signature, real, in copywriting, 60
Singapore, 21
Single family office(s):
defined, 4
future of, 292, 293-294
governance, family, 29
increase in, 145
interviews, 73-146
investment committees, 242

multi-family offices, converting to,
298
multi-family offices versus, 17, 19-20,
33-34,221-222
6 Cs of Character Analysis, 274-277
Southern California Family Office
Directors Association, 200-202.
See also Kushner, Greg
Spearin, Todd, 16
Speeches, 52
Speilman, Tal, 16
Stanford University, 174-175, 181-182
Stavetski, Edward, 267
Storytelling:
about, 53-54
example, 55-57
Hero’s Journey ~ormat, 54-55
Strategic versus tactical asset allocation,
247-250
Strategy,in» TIPS risk framework,
112-114
Strengths, recognizing your, 61, 75,
130-131
Sun Tzu, 263, 273
Surveys, 51
Switzerland, 162, 171, 294

Tactical versus strategic asset allocation,
247-250
Talent:
attracting and keeping, 26-27, 61-62,
103-104
managing, 85-86
trusting in, 137-138
Tax advisory services, 18
Taxation, global, 165, 193-195, 221
Tax efficiency, 123
Team members, family office, 25-27,
120-121, 268-269
Tear sheet of fund manager, 264
Technology, 172-173
Third-Party Verification, in TIPS risk
framework, 106-108
Thomas, David:
background, 251
board of directors, 256-257
cash management, 260-262
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character judgment, 35-36
diversification, 253
documentation, 254-255
emerging markets, 258-259
family office, selecting, 42
fund manager selection, 255-258
globalization, 258-259
interview, institutional consulting
firm, 251-262

investment committees, 252

managed accounts, 253-254

portfolio allocation, 252-253

transparency, 257-258

trends, 258-259

work, focus on, 216

Threshold Group, 60-61, 64, 65,

66-67, 147-148, 150. See also
Grace, Charles; Hughes, Brian

TIPS risk framework:

Internal Controls, 108-109
Pedigree, 109-111

Strategy, 112-114

Third-Party Verification, 106-108

Tolleson, John, 30

Tolleson Wealth Management, 30

Tracy, Brian, 35, 48, 56, 275

Training and certification:
Andrade, Matthew, on, 125-:126

Connor, Michael, on,-79-.80, 85-86

as family office servica, 19

future of, 295
Hughes, Brian, on, 62

Qualified Family Office Professional

(QFOP) program, 27, 62, 295,
309-310
Qualified Family Office (QFO)
program, 292, 311
team member, 26-27
Tramontano, Paul, 3, 26, 41-42,
246-247
Transparency, 257-258, 280
Trends, 230, 258-259, 303-304,
310
Trust, 66, 137-138

Unique Selling Propos:iion (USP),
47-48,270

Venture capital, 235-236

Visits, on-site, 93-94, 265, 285,
2.37-288

Vorhess, Tim, 39-40

Veaknesses, understanding your,
130-131, 195

Wealth management, multigenerational,

18, 163-164, 193, 219

Wealth management firms, 5, 297-298

White papers, writing, 51

Yale University, 174-175, 181-182
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