1 Family Office
M Exchange.

Family Dynamics & Ei-!-s-»
Communication =

Amy Castoro, President and CEO

| HI E

WiLLIAMS
GRrOUP




Agenda
1. Role of Family Dynamics in
successful wealth transitions
2. How to identify potential issues

3. Useful tools to manage
communication

4. How you can introduce support
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We Prepare Heirs

P =

54 years

Credentialed and experienced family
coaching and consultancy firm

Empower families to increase trust &
navigate challenging conversations for
a successful wealth transfer

Align on family values and mission

Create high performing family team




Successful Wealth
Transter

Success =

1. Assets remain in control
of the family

2. Unity: Family remains unified
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There is a fundamental lack of completeness
of estate planning

Family Ownership
* Relationships e Action
 Harmony » Shared Purpose

Enterprise
e  Wealth Creation
* Preservation

Trust &
Communication
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The Williams Group Research

Factors of Successful Wealth Transter

B Trust & Communication

B Heir Readiness
B Family Wealth Mission
60% All Other Causes

©2021 by The Williams Group “Post-Estate Transfer Failure Causes,” The Williams Group field studies from 1985 to 2005



Assessment Results
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Assessment Results
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Assessment Results
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Green Families (Low Risk)

« Manageable tensions in relationships

« Family enjoys getting together

« Able to have important conversations

* Openness and honesty are predominant

« Discussions around starting a foundation
or other venture to create a legacy or
bolster family unity

Recommendation: Capture best practices,
train on how to work through conflict, and
provide coaching to take family to the next
level of performance

12
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Flag on the play....

« “My kids don’t get along.”

« “There are lots of things we don’t discuss to keep
things happy around the Thanksgiving dinner
table.”

« “I am estranged from one of my children.”

* “We can’t seem to make a decision and end up in
perpetual planning scenarios”

“The next generation is not able to work through
disagreements productively.”

« “I am still pulling the strings to keep the peace.”
«  “We avoid the difficult conversations rather than
engage them for fear of making things worse.”
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Yellow Families (Medium Risk)

e Advisor may be caught in the middle

« Reluctant or perfunctory participation in family
meetings

* Moods or resentment

« Lack of direction

« Family members jockeying for position in the
company

* Cordial hypocrisy is predominant

« Family members are entering critical life and/or
business transitions

« Entitled behavior

Recommendation: Take the Family Readiness

Assessment. Have a third party observe a family

meeting and offer recommendations. Build
communication skills for having open and honest
conversations. 14



Red Families (High Risk)

« Family has not come together in multiple years

e Threatening litigation (could be in jest)

« Dysfunctional family business or foundation

« Wealth used as weapon to coerce family members

 Distrust is predominant

« Imminent business succession or disruptive
change in the family situation

Recommendation: Conduct confidential interviews
with objective third party to identify core issues.
Create highly customized immediate strategy to
address vital issues with expert support. Offer one

on one coaching to provide direct individual support.

15
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A Professional’s Take on Estate Plans

“I have been writing estate plans and trusts for many years and have
learned that I cannot write an estate plan that ‘fixes’ your kids . . .”

—Nancy Henderson, Attorney at Law
STEP LA, May 2009
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Informal Teams

The family is naturally organized
by hierarchy, patterns, and
unspoken family values.
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Build a Better Team

Create a family wealth mission
statement

Identify specific roles

Invite the voices of the next
generation by asking vision
questions

What does a high functioning,
well prepared team of family
members look like to you?

What steps can you see you can
take now to begin building your
team?

©2021 by The Williams Group
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Definitions: Trust and Communications

What is Trust?

Do What You
Promise to Do

Qe

Mean What Promise Only
You Say and/or What You
Promise Can Deliver
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Openness & Trust — Listening & Communication
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www.thewilliamsgroup.org
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6 Speech Acts

COMMUNICATION ACTIONS: WHEN WORDS DO THINGS

There are a small number of discrete communication actions, shared by all cultures

Requests
Offers
Promises

<4=m =)

Declarations
Assessments
Assertions

©2021 by The Williams Group
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Action Cycle

I. Preparation ll. Negotiation

Co-Design
Clarification Promise / Agree
Decline
Request Counter-Offer
or Offer Commit-to-Commit

Performer

Promise

|

Customer Conditions of
T Satisfaction,
Declare by When

Satisfaction

<«——— Report

IV. Assessment complete [ll. Performance
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TWG Process

Question

= )
50-Question
Family
Readiness
Assessment
to identify

core issues

Individual
family

member

interviews

Family meeting
to learn
trust
and
communication
tools

&
Family meeting to
identify family
values and to
develop family
wealth mission

Statement

.
Family meeting
to develop
glossary,
strategy and
action items

from family

I

wealth mission

141

SEE

Alignment of
estate plans and
family wealth

mission

A

Essential Conversations —
Building Trust & Communication

viy

o

The Williams Group Processm

SR
Family meeting to
identify family
members’
aspirations and

succession plans

e
Family meeting
to develop role

qualification and
performance

standards

Comparative analysis

post-process survey assessment.
Continue with
The Williams Advisory Group

for next generation educational services
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Family Wealth Mission

Statements SAE FANMT T 2
——< Resourc
“To use our resources to strengthen our
family and to support causes in which we =

OUR FAMILY RESOURCES ARE T0 PROVIDE
+he FREEDOM T0 CREATE SPACE & TIME
TO DISCOVER. & NURTURE OUR BEST SELVES
& T0 LEAVE +he WORLD A BETTER PLACE.

believe.”

“We are committed to family bonding,
community outreach, and fun. We grow
the family assets and provide for the
family’s education, growth and security.”

“To strengthen our family and use its assets
wisely; to enable our family and others to
realize their fullest potential; to value and
encourage love, work, self- sufficiency, and

cooperation within the family and in the
larger community.”
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Pre and Post Assessments

Family-wide, 50-Question Assessment Survey
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Bridging Generations: Transitioning Family Wealth and Values for a Sustainable, December 15, 2017 by Amy A. Castoro and Roy O. Williams
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Transitions Occur
More Smoothly
When...

1. Heirs are better prepared

2. Relationships among family members
are more trust based and affable

3. Families are proactive in wealth
planning and designing values
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