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Taking The Next Step
In Wealth Management
IS A FAMILY OFFICE RIGHT FOR ME? 
WHAT IS A FAMILY OFFICE?

The History 
First and foremost I think it's important to know some of the history surround-
ing the family office model as it has been around for more than four centuries 
and actually pre-dates banking.  Any of the original family offices are Euro-
pean. Most commonly known in the Western world would be the house of 
Rockefeller, started by John D Rockefeller who is considered a crucial figure 
in the history of Family Office. Accruing well over $1 billion of assets before 
his death in 1937 [which would be the equivalency today of 255 billion] is 
what we know as the modern-day single-family office. Although at the time 
it was never referred to as a family office; things such as inter-generational 
wealth planning, asset management, philanthropy or any requirement that 
was of interest to his family, was managed by the Family Office and still con-
tinues to this very day. The framework of this organization also leads to the 
development of Multi-family office, for wealthy families who were not in need 
of or requiring full-time professionals. However, high-net-wealth families have 
the ability to share those services with a small handful of other families. 

The Function of a Family Office 
As mentioned above, the most common characteristics of a Family Office are; 
asset management, tax planning, philanthropy and the list goes on. One thing 
that is truly great about a Family Office is that there is no hard and fast defi-
nition. For example: with my own Family Office clients I have been involved 
in helping children to determine and apply for post-secondary education, the 
purchase and acquisition of rental property, be it commercial or residential, as 
well as simple things such as negotiating the price of a new car on the client's 
behalf. I remember a number of years ago working with a Family Office who 
had adult children that didn't work; with the assumption that one day they 
would inherit the family fortune. Although their father was a high-profile CEO 
he lacked the skill to know when to say no to his kids when it came to money. 
Today those kids go through the Family Office to acquire their allowances as 
well as request additional funds. Although somewhat extreme, this would be 
an example of what is referred to as family governance, crucial in the Family 
Office model. If managed properly Family Office and its wealth can exist for 
multiple generations. 
 

So…Do I need a Family Office?
Chances are the statement I’m about to make applies to just about everyone. 
However, this is hypercritical when it comes to the affluent. Many times I have 
had clients come to my office in the discovery phase of looking at a multi-fam-
ily office. Most of the questions are quite similar. What services will a family 
office provide me? How much will the services cost me? Do I really need a 
Single Family Office or a Multi-family office for my family’s wealth?

One of the questions that I posed to all people coming to my office is, “if your 
accountant, lawyer, banker, financial advisor and insurance professional, as 
well as any other professionals that you work with, were sitting at this table 
with us would they know each other? To they currently work together? Do 
they agree on what’s best for you?” If the answer is no then it may be time 
to consider the Family Office model. When you can get these professional 
moving in the same direction on your behalf a lot can be accomplished. 

With great wealth, often comes great responsibility. A family office may be 
the best way to ensure your financial success and protection for you and 
your family for generations to come. 

—
Colin Keddy RFC is a registered financial consultant.
For direct answers on various financial and tax planning 
solutions email him at ckeddy@equitablefinancial.ca

 Colin  For families looking at the Family Office space what do 
you feel are the 3 most important things to consider 
when selecting a Family Office? 

Richard  I have found that the three most important things are the 

 1   Knowing where you want to go, why you want to go there, your 
values, objectives, mission, and creating your charter docu-
ment dashboard to serve as a roadmap for creating your fam-
ily office is the most important step.  Without this you have 
no idea whether the money you are spending is getting you 
towards your goals and your team won’t know what to prior-
itize or what to say yes or no to.  This is critical and costs so 
little to do there is no reason not to at least put this together.
Yes most family offices don’t have a charter document and 
have never bothered to invest the time to create one.

 2   Alignment of the model and structure of the solution with 
the goals, objectives, and mission of the family is the second 
most important component. You may meet someone you re-
ally think is sharp, who is very professional and very helpful…
but if they work inside of a private bank or investment firm 
and you need a family office or virtual family office solution. 
 
All of the lobster dinners and great introductions won’t 
change that his business goal or compensation structure 
depends on selling you his platform solution, and it may not 
be the right solution for you.  It is important to work with a 
flexible advisor or work with someone independent or to get 
proposals from 3-5 different groups to see which one feels 
like the best fit based on your charter document and mission.

 3   The third most important component is your team, from the 
advisor you bring on, to the CPA or attorney you use, to your 
first 2-3 hires.  The team, including your service providers 
that you put together, can dramatically change your results 
and day-to-day level of stress.  Just as if you were building a 
business, hiring properly and paying for expertise and value 
instead of focusing only on cost is critical.

Colin  How much wealth is required before you need to have a 
family office solution of some type in place?

Richard  I know some families who have virtual family office solutions 
in place with only $10M-$20M in assets while I know a bil-
lionaire with no family office solution in place at all. In fact, 
he didn’t know what a family office was when I explained the 
model to him a few months ago.  Typically though, anyone with 
$10M-$20M+ in wealth could use some sort of lean virtual 
family office solution, and once you get to $50M-$100M+ there 
are many benefits to having more infrastructure, processes, 
documentation, and higher quality service providers in place.   
The benefits of having a family office in place grow if you 
can do so before a majority or some of your majority liquidity 
events, you can be more tax efficient as you scale your wealth 
and acquire new assets within hopefully properly structured 
entities that consider next generations, current and future tax 
codes, optimal residence choices, etc.

Colin  Why is it important to brand your family office?

Richard  Branding your family office can help raise the status of 
your family office. As a credible legitimate consideration 
when someone is looking for the right strategic investor, a 
right party to sell a piece of equity to, or when building their 
board.  What makes this even more powerful is the fact that 
most single-family offices ignore this tactic completely and 
don’t have websites, don’t have business cards, don’t have 
a logo, don’t have a brand that says anything but some ob-
scure Greek god’s name, or their last name typically—nobody 
knows what deals to send them, or which deals to show them 
first because they have put no effort into positioning them-
selves as strategic capital for one target company type.  This 
is a bit mistake; your family office’s brand should be sweating 
for you day-in and day-out.

Richard C. Wilson is the founder of the Family 
Office Club, a decade old leading community 
of over 1,500 registered family offices. When 
discussing the core reasons why families put 
family offices in place he emphasized the ho-
listic approach to protecting the balance sheet 
of a family combined with the customization of 
what the family invests into, align costs, allo-

cations, and team resources with the family’s 
own DNA, objectives, and unique abilities in 
the marketplace. Richard believes it is the con-
sistent falling short by most private banks and 
wealth management firms that continues to 
add additional fuel to the family office concept. 
It has really exploded over the past 7 years to 
be a more mainstream trend.  

I was recently in NYC attending a conference put 
on by the Family Office Club, and I asked Richard 
a few pointed questions about the space from 
his experience working with families ranging 
from $15M to $10B+ in wealth each.

Without a question, we have entered into one of the most in-
teresting times in history as it relates to wealth. Only a few de-
cades ago, and for many decades preceding that, we seemed 
to be controlled by the industrialist and the ultra-wealthy fam-
ilies who passed their riches from one generation to the next. 

So much has changed in the last 20 or so years; much of which 
has come from technological evolution and has created a global 
marketplace. There has been an insurgence of what is typically 
referred to as new money. We are in the age of the entrepreneur 
and the ultra-wealthy are evolving from many different areas. 
These are exciting times, and for those with great determination 
and ambition, opportunity is everywhere. Never before have we 
seen such overnight success that knows no age limit or social 
or racial restrictions. Many would agree this is a great step for-
ward. Now that you have accumulated this great wealth, how 
do you manage it and all the responsibilities that come with 
it? Just because somebody is great at one thing does not nec-
essarily mean they will be great at managing wealth. In many 
cases, the extra time required to do so is just not available. The 
ultra-wealthy families of many generations before us knew this 
and built a fortress around that wealth to ensure that it would 
be there for generations to come. This article will examine more 
closely at the "how" these families have done this and continue 
to do so. So for those of you who have created your own empire, 
your last name is not Rockefeller and don't have the deca-million-
aire parents to help or turn to for advice, this article is for you.


