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As the family office market
expands, wealth managers
to high-net-worth (HNW)

and ultra-high-net-worth
(UHNW) families can redefine
their roles and strengthen
relationships across
generations.
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Global growth in private wealth has driven the rapid expansion of the family office model.
Deloitte reports that the number of family offices increased by over 30% between 2019 and
2025. Many of these offices are relatively new, with the total expected to exceed 10,000 by
2030, largely due to a fast-growing middle tier of “family-office ready” RIA clients with $10 to
$100 million in investable assets.’

While the family office modelis thriving, it does not guarantee lasting wealth. Research
indicates that many families experience significant wealth erosion by the second
generation.? The primary culprit is rarely poor investment performance, but inadequate
governance, communication, and heir preparation. This underlying infrastructure
determines whether a family’s wealth endures or dissipates.

Most family office founders wish to leave a lasting legacy, but achieving this requires more
thanintent. Institutionalizing family wealth requires a clearly articulated vision, deliberate
planning, and a shift in the wealth manager's role from portfolio manager to legacy architect.
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The Family Office Landscape

The family office model has moved well beyond its origins as the
preserve of dynastic fortunes created by industrial enterprises.
It now encompasses formally structured single-family offices
(SFQOs), multi-family office platforms (MFOs), and UHNW clients
whose wealth requires sophisticated, focused management,
increasingly delivered through a virtual family office (VFO) model.
These segments share financial complexity, with an asset mix
likely to include cross-border holdings, alternative investments,
private business interests, real estate, and multi-generational
estate structures.

That complexity has driven a shiftin the advisory role from
transactional—buying, selling, and accounting for assets—

to relationship-based, where a holistic approach to wealth
stewardship is measured in generational outcomes rather than
portfolio performance. Families expect their lead advisor to
function as the “quarterback”among attorneys, CPAs, trust
officers, philanthropic consultants, and family governance
specialists. This puts competitive pressure on wealth managers
to step up to this expanded role or risk losing a multi-generational
relationship to a firm that can.

The Multi-Generational Wealth Challenge

With the US in the midst of the Great Wealth Transfer, now estimated
at $124 trillion through 2048, the discussion of inter-generational
asset retentionisn’'t merely academic. The complexity of managing
family wealth simply multiplies with each succeeding generation.
Different generations bring competing interests, multiple legal
entities, multiple wealth managers with overlapping mandates, and
multiple custodians holding pieces of the complete picture.

In the face of such complexity, family offices often become
unmoored from their original bearings. Research has found that
roughly 70% of families lose control of their wealth by the second
generation, and 90% by the third.? The “shirtsleeves to shirtsleeves”
phenomenon has become something of a cliché but contains a
kernel of wisdom.

The research cites three primary failure modes: breakdown in
family communication, inadequate preparation of heirs, and the
absence of formal governance structures. Traditional estate
planning tools such as wills, trusts, and tax strategies address none
of these. They are necessary, but not sufficient, to ensure that
wealth will not evaporate by the time grandchildren come of age.

So, what makes the difference between growing wealth and
watching it erode over generations? Wealth managers who hope
to serve families over succeeding generations need to understand
the five dimensions of legacy wealth stewardship: governance,
next-generation preparation, philanthropy, trust structures, and
technology infrastructure.
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Family Governance: The Foundation

The distinction between owning wealth and managing it
institutionally starts with governance. Governance serves as the
family’s operating system, defining roles, responsibilities, decision-
making authority, and communication protocolsin aformal,
documented, and defensible way.

Governance failures are costly. Contested estates deplete both
resources for legal fees and family goodwill. Wealth manager
relationships fracture when authority is unclear, and assets
become fragmented among heirs who lack a unified strategy. The
absence of governance not only harms families emotionally but also
destroys value.

Governance models differ by structure. SFOs typically adopt
formal, institutionalized governance, while MFOs provide
governance frameworks that balance the needs of multiple client
families. VFO arrangements require the lead advisor to provide
coordination that a dedicated staff would otherwise supply.

Wealth managers can add value by facilitating family meetings,
assisting with family charters, and connecting clients to family
governance specialists. Advisors who prioritize governance become
indispensable, offering value beyond quarterly performance reviews.

The Three Pillars of Family Governance

1. The Family Constitution or Charter: A written document
that articulates shared values and a unifying vision
for the family’s wealth. It outlines decision-making
frameworks for investments, distributions, and new
family members, as well as conflict resolution protocols.

2. The Family Council: A structured body with defined
membership and a meeting schedule. The lead
advisor’'srole here is to facilitate, not control. The
Council addresses the issue of family leadership over
generations.

3. A formal family meeting and communication protocol:
This determines which financial information is shared
with which family members, at what ages, and through
which channels.
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Preparing the Next Generation:
From Heirs to Stewards

The research on this pointis unambiguous. Most wealth transfers
fail not because of poor estate planning, but because heirs are
unprepared.? The gaps are threefold across financial literacy,
values alignment, and emotional readiness. Avoiding discussions
about money, often for well-intended protective reasons, simply
exacerbates the problem.

Many family offices now sponsor formal next-gen financial
education programs. The wealth manager can play a valuable
role in helping younger family members understand and become
comfortable with the responsibilities that come with wealth.
Building direct relationships with adult children before a wealth
transfer takes place is one of the highest-leverage activities a
wealth manager can undertake.

Beyond financial literacy, the deeper challenge is transferring
values alongside assets. An ethical will or legacy letter, adocument
in which the wealth creator articulates the purpose and intended
spirit of the family’s wealth, is a powerful instrument for this.
Engaging heirsin philanthropic decision-making from an early age
provides both a practical educationin stewardship and aliving
expression of the family’s values. The family’s origin story—

how and why the family built its wealth—is itself a legacy asset,

one that cangetlostifitisn't deliberately preserved.

Financial Education Across Generations*

Age-appropriate financial literacy starts early and continues
into adulthood:

Ages 8-12: Foundational concepts like saving, spending, giving,
and learning early that money has purpose

Ages 13-17: Investment basics, introduction to family business
interests, and first participation in philanthropic decision-
making

Ages 18-25: Exposure to the family portfolio, trust education,
and introduction to governance roles and responsibilities

Ages 25+: Active participation in investment committee
deliberations, preparation for trustee responsibilities, and
structured leadership transition planning
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Philanthropic Vehicles in the
Family Office Context

Private foundations: Provide maximum family involvement,
grant-making control, meaningful governance, and
administrative burden.

Donor-advised funds (DAFs): Offer flexibility, simplicity, and an
immediate tax deduction with the ability to invest and distribute
over time.

Charitable trusts: Integrate philanthropic intent with estate
and income planning.

Impact investing and mission-aligned portfolios: Extend the
family’s values into the investment portfolio itself.

Philanthropic LLCs: Offer an emerging structure that provides
maximum flexibility in how and when charitable resources are
deployed.

Philanthropy as a Legacy Strategy

Philanthropy belongs in the legacy conversation not only as a

tax strategy but also as an expression of family values and a
mechanism for intergenerational cohesion. Families who give
together communicate better, align more effectively around shared
purpose, and retain wealth at higher rates. Giving is governance by
another name.

The family foundation board is one of the most effective next-
generation training grounds available to wealthy families.
Youth grant-making programs, giving younger family members
real decision-making authority over defined budgets, help
develop financial judgment, values awareness, and governance
experience simultaneously. The wealth manager'srole is to
coordinate the philanthropic program with the estate plan,

tax strategy, and family governance structure, and to build
relationships with community foundations and philanthropic
consultants to extend the family’s impact.
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Trust Structures: Central to Sustaining Wealth

Trusts are the backbone of multi-generational wealth transfer

and protection. For most family offices, they are central to
operations, with the family office functioning as trustee, co-
trustee, or administrator for a variety of structures serving multiple
beneficiaries across multiple generations.

Managing multiple trust structures creates a substantial
operational burden across reporting, accounting, distribution
tracking, and beneficiary communication, particularly when
structures have different governing instruments and beneficiary
classes. Purpose-built technology, rather than spreadsheets
and generic tools, isno longer optional. The modern family

office requires native trust accounting integrated into its
portfolio reporting environment, beneficiary portals that provide
appropriate, user-based access to information, and an airtight
audit trail to document trustee decision-making for compliance.
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Core Trust Structuresin
Multi-Generational Planning

Revocable living trusts: Provide a flexible, amendable
foundation and serve as the primary vehicle for avoiding
probate.

Irrevocable trusts: Provide asset protection, estate tax
mitigation, and, in certain structures, medical planning
benefits, with limited flexibility.

Dynasty trusts: Preserve wealth perpetually across
unlimited generations.

Spousal Lifetime Access Trusts (SLATs): Allow one
spouse to make irrevocable gifts while preserving the
other’sindirect access to trust assets.

Generation-Skipping Trusts (GSTs): Bypass the estate tax
at each generational transfer, utilizing the GST exemption.

Charitable Remainder Trusts (CRTs) and Charitable Lead
Trusts (CLTs): Integrate philanthropy with estate and
income planning objectives.

Special Needs Trusts: Preserve government benefit
eligibility for family members with disabilities while
providing supplemental support.
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The Technology Infrastructure of the
Modern Family Office

As governance structures, trusts, and family relationships become
more sophisticated, operational complexity increases dramatically.
Sustaining this model at scale requires technology designed
specifically for family office workflows.

Today, the family office technology ecosystem is often highly
fragmented. Most family offices use five to ten disconnected
systems for portfolio management, trust accounting, alternative
asset tracking, document management, client communication,
and tax reporting. The fragmentation leads to data reconciliation
issues, reporting errors, and increased operational overhead.
Meanwhile, wealthy families expect institutional-grade,
consolidated reporting and a seamless experience, which most
technology stacks do not provide. A purpose-built family office
platform delivers a unified view, with:

« Consolidated reporting across all asset classes and legal
structures.

« Role-based access controls calibrated to governance decisions
astowho sees what.

» Alternative asset and cash flow tracking that accounts for capital
calls, K-Tmanagement, and illiquid performance attribution.

» Acentralized document vault for estate documents, trust
agreements, and legacy materials.

Reporting standards have evolved, and a consolidated family
balance sheetis now the baseline, along with asset allocation by
family member and generation, performance attribution forilliquid
holdings, and white-labeled reporting that supports the family
office identity.
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The Wealth Manager as Legacy Steward

The economic case for expanding into family office stewardship
iscompelling. These relationships generate higher revenue per
client, stronger retention, and multi-generational asset capture.
But the more important argument is simpler. Wealthy families need
this. They are navigating genuine legal, financial, personal, and
emotional complexity, and most are doing it without anyone who
sees the whole picture.

The wealth manager who steps into the quarterback role and
coordinates a team of estate attorneys, CPAs, trust officers,
philanthropic advisors, and family governance consultants
transforms beyond an investment manager into a trusted steward
of the family’s future.

Building that practice requires investment in team structure,
specialist networks, service model design, technology
infrastructure, and thought leadership that signals genuine
expertise. It alsorequires the patience and foresight to build direct
relationships with adult children before the transfer event.

Building the Framework for
Generational Continuity

Legacyis not transferred. It is built deliberately over time

through the accumulation of sound decisions about governance,
preparation, structure, purpose, and infrastructure. Wealth
managers who understand this can offer something no investment
return can replicate: the reasonable assurance that what a family
built together will endure.

The five dimensions examined here—governance, next-generation
preparation, philanthropy, trust structures, and technology—are not
independent levers. They reinforce each other. A family with strong
governance prepares its heirs more effectively. A family that gives
together builds the alignment of values that sustains governance.
Trust structures and technology make it all operational at scale.

Wealth managers have the opportunity to expand their engagement
model and deepen family relationships by investing in the platform
infrastructure that makes complexity manageable. The universe of
families who need this kind of stewardship is growing rapidly. The
wealth managers who can meet that need at the expected level of
quality are bound to be in demand and highly valued.
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SS&C Black Diamond® Wealth Solutions provides the technology and services that equip wealth managers to fulfill their expanded
mandate of family wealth stewardship across generations. With institutional-grade reporting, family portal, wealth and trust
integration, and Al-powered insights that demonstrate wealth manager value, Black Diamond is the platform built to support
wealth managers who are serious about multi-generational family wealth.

Black Diamond’s Award-Winning Family Office Capabilities:

Partnership Tree View: Visualizing complex entity structures and ownership relationships
Trust direct integration: Fully integrated trust accounting capabilities embedded directly within the Black Diamond environment
Alternative asset and private investment reporting: Available within the consolidated family office view

Exclusive Morningstar Direct Advisory Suite (DAS) integration and native UMA capabilities: Institutional-grade investment data
for family office reporting

Black Diamond Al: Proactive intelligence that surfaces anomalies, drift, and concentration risk across the full family balance sheet

Multi-generational client portal and consolidated reporting: Configurable access for family members across generations and
roles, permission-based data sharing across family entities, educational dashboard views, and transparency calibrated to family
governance decisions, available anytime via desktop or mobile app

White label donor-advised fund (DAF) program via SS&C ALPS Advisors: Seamless, digitally driven charitable giving
experience that strengthens multigenerational relationships
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2025: Consolidated Reporting

2024: Portfolio Management To learn how SS&C Black Diamond Wealth Solutions can support your
2023: Compliance family office or wealth management business, please call 1-800-727-0605,
2022: Client Communications email info@sschlackdiamond.com, or visit sscblackdiamond.com.
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