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We teach advisors how to open conversations THE GREAT WEALTH TRANSFER HAS BEGUN

with afﬂuentfamilies on the successful transfer Over the next 40 years, $41 to $136 trillion in wealth will transfer
from one generation to the next. That’s a staggering more than

of wealth to their next generation. - , e
$1 trillion each year! At the same time, 90% of inheritors change

—Mission of Institute for Preparing Heirs advisors upon receiving their inheritance. And, the chances of

the heirs retaining control of the assets and family harmony are

ly 30%. This Professional Devel tP
ABOUT THE INSTITUTE FOR PREPARING HEIRS on y 30%. This Professional Development Program addresses

NH\ XFFHVVIXO ZHDOV
7TKH ,QVWLWXWH JUHZ IURP RYHU \HD BGV\QF&% LEQ y
QDPL V DQG WKH UROH Rl WKH DGYLV

Williams Group, who for decades has successfully coached high
the estate transition.

net worth families through their wealth transition. The Institute

adopted the central message of The Williams Group — ...for ADVISOR SELF-CHECKLIST
ZHDOWK WUDQVIHUV WR WUXO\ VXFFHHd wdfl brépktdd af? YoM W pdrticipazehtthe &dek i &alth eransfer?
DQG WUDQVODWHG LW LQWR WUDLQLQJ DQG WRROV IRU ¢QDQFLDO DGYLVRUV
HVWDWH SODQQHUV DQG RWKHU SURI|HVVLRQDOV ZRUNLQJ ZLWK DIAXHQ'JN

individuals and families. Advisor Checklist
Institute for Preparing Heirs
INTRODUCTION TO OUR PROGRAM Statement Yes/No

SDUWLFLSDQWY ZLOO OHDUQ DERXW WKH ULVNV IDFLQJ

I am aware that the vast majority of estates fail to
successful wealth transfers, and how to * transfer successfully to the next generation
wubD Q Vo D WH WKLV N Q R ZOHGJH L Q VyaneawErJ—tlh959+A(%};ezrs c/(?mge advisors
conversations with wealth holders and their upon receiving their inheritance

s e :
Bhcs IDPLO\ PHPEHUV EHIRUH GXJUL Q . laDaQaGthMyWsHlfeﬁtfamiliesaremore
5 . . 3. concerned about the ¢ffect wealth will have on their
wealth transfer. They will also receive access children than the amount of wealth that will be

transferred

to, and instruction on, proprietary tools
I know who my best clients entire family are:
DYDLODEOH Q RZKHUH HQWVH 4. grandparents, parents, children, grandchildren, and

their spouses

I am comfortable starting the conversation about

. . . . 5. family dynamics and wealth transfer with my clients
Participants will leave this program and prospective clients

with: Lo
6. 1know how to assess the wealth transition impacts
= A deep understanding of how to for my best client families
engage in these conversations

7 I am familiar with “best practices” of actions a family

= A solid foundation of supportive can take and know the proper resources to refer

P e T

T3 F LY VAL ) Fln TR N Q RZOHGJH IURP ZKLIFK W R a@dhfhae in place a process and marketing
8. tools to increase the number of affluent families
= A unique perspective that will I have as clients
differentiate their practice My centers of influence refer WKHLU DIAXHQW IDPLOJHYV
9. who are planning their wealth transfer
= $ VHW RI VNLOO McesWRROV DQGp UI—%VRX
. — S to offer individuals and families I have a business plan for my practice that includes

10. engaging, retaining and attracting multigenerational
families of wealth

(If you answered “no” to three or more statements, you should consider
attending this Professional Development Program.)
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TRAINING FOCUS PROGRAM FACULTY & VISITING FACULTY

The program focuses on developing a deep understanding of Institute for Preparing Heirs is proud to present a faculty of
KRZ IDPLO\ G\QDPLFV SOD\ D FU L W L F DiertdtRi@l kcog@zed/aktidrs\ind Quahily ebachds.JaddH V W
ULVN DQ DIAXHQW IDPLO\ ZLOO HYHU (Bthghisivd ked0a@hérsnd dducapd. ZHD OWK WR

inheritors.
Vic Preisser, Founding Director

Institute for Preparing Heirs
Vic is co-author of Preparing Heirs and

THE 3 A’S TO SUCCESSFUL WEALTH TRANSFER PLANNING

AwnRENESS Philanthropy Heirs & Values, and a frequent
ASSESSMENT VSHDNHU RQ WKH FKDOOHQJH
AcTION IDFLQJ DIAXHQW IDPLOLHV DQ

transferring wealth to inheritors. As Managing

) @ . Director of The Williams Group, he has extensive
STEP1- WARENESS experience in mentoring heirs on career and life

7TKH ¢UVW VWHS LV NQRZLQJ ZKDW QHHEBRLWHR FK® Q Gi& IDMI®R X RKH &W XGIMHWY \HD
show that internal family dynamics underlie the great majority EXVLQHVV JRYHUQPHQW DQG HGXFDWLR
of estate failures, not professional advice. This session includes ODXGH DQG 0%$ GHJUHHV ERWK IURP 6W

presentation materials and discussions on what advisors can Roy Willi ‘
#03?1 g%%%oﬁlngi{ﬁ%ﬁgﬁ%ng Heirs

GR WR LQLWLDWH WKLV LPSRUWDQW H
Founder of The Williams Group

individuals and families.
i 5R\ :LOOLDPV LV WKH DFNQRZ
STEP 2 — @%QEQQMEVT post-estate transition research and coaching.

He is a pioneer in helping high net worth
Advisors will learn how to start conversations with families families meet the challenges of transferring
DERXW ZKHWKHU WKH\ DUH DW ULVN Dwldatth fiidin BhXgdhedVid Itd the next. He is
L, QVWLWXWHV SURSULHWDU\ WRROV TXHVW LR Q-ub@® of@repatiig ey ¥ad Philanthropy,
7TUDQVLWLRQ &KHFNOLVW DQG T X H V MeirskGalyq md aothooEiiorthg Apxe i Wiwngy Hg 994, Roy

WKDW PHDVXUH NH\ DUHDV LPSDFW L Q particigate iy theJarsespreseach mpigekto doteop @wly reglth w R

the next generation. transfers, interviewing more than 2,000 families.

S Robert Kenny Ed.D.,
STEP 3 —C%TION North Bridge Advisory Group
Participants will learn how to suggest various tools, actions, Boston College Center on Wealth and Philanthropy
DQG IXUWKHU UHVRXUFHYV DYDLODEOH%RR IBRLR® LM\D EBSHI\RH 8 URES Vel
of their assessments. Participants will review actions a family &HQWHU RQ :HDOWK DQG 3KLO

FDQ WDNH RQ WKHLU RZQ DQG DFW L Re&Petisaljapdsgseeysh experisngg/ipdquglopmenfy k

advisor. For families who want more, participants will learn counseling and educational psychology. Through his

0,
DERXW DGGLWLRQDO UHVRXUFHYV DYD|_Z§ RY D SDUWQHU DW WKH 1RUWK %UL
and as the Executive Director of More Than Money,

%RE XQGHUVWDQGYV WKH FRPSOH[ HPRWL
DQG LOWHUSHUVRQDO GLOHPPDV IDFHG E

Karen Weisgerber, Ph.D.,
North Bridge Advisory Group

“This program is an amazing opportunity Boston College Center on Wealth and Philanthropy
. . . .DUH ‘HLVJHUEHU LV D 6HQLR
to differentiate my practice from others &RO OQH JH @HQWHU RQ :HDO \(,QV K

SDUWQHU DW WKH 1RUWK % UL(
EULQJVY DQ H[SHUWLVH ZLWK L&

. . . years licensed psychologist in private
%S@MQM&@@SH@@I@E H 3 Liﬁtlegalragnm‘wlnsulting, research, and teaching.
Financial Advisor 6KH IUHTXHQWO\ FRQVXOWV ZLWK IDPLOL

IDFHWHG LVVXHV WKDW SUHVHQW WKHPYV
RI ZHDOWK DPRQJ VLEOLQJY DQG DFURVYV

who market to the same affluent clientele.”
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BURIHVVLRQDO DGYLVRUV KDYH ORQJ VHQVHG WKH QHHG IRU SFWLFDO
DIAXHQW IDPLOLHY DQG LQGLYLGXDOV SODQQLQJ WR WUDQVIHU ZHDOWK V
NQRZOHGJH DQG WRROV EDFN WR \RXU SUDFWLFH DQG LPPHGLDWHO\ GLIIF

<RX ZLOO EH D YDOXDEOH UHVRXUFH IRU IDPLOLHY DQG WKHLU FXBUHQW [
KHLU IDPLOLHY DV WKH\ SUHSDUH IRU WKH UHVSRQVLELOLWLHYV RI PDQDJL

EH SUHVHQW DV E ’k\vll‘\=ll\l\l\‘ O LA\AL Z
2
Institute for Preparing Heirs
ngaging anh JRmming ikg(tjfamilicﬁ .
n Craning You should attend if you are a:
lexander
k-l = Financial advisor, wealth management
i, = Estate planning attorney
» &3%

= )DPLO\ RI¢FH H[HFXWLYH
= [nsurance executive
= )DPLO\ EXVLQHVV FRQVXOWD

2U RWKHU SURIHVVLRQDO DGYLVRU VHUY

d TWO-DAY PROGRAM INCLUDES
ONE-YEAR INSTITUTE MEMBERSHIP:

TWO-DAY PROFESSIONAL DEVELOPMENT PROGRAM = Exclusive Institute for Preparing Heirs Marketing Toolkit
= Easy online access to the Institute’s family wealth

7KLV RQH RI'D NLQG WZR GD\ SURJUDP J R Mok é’tla}'tgrg&op}’{éral?yq’agn\ly wealth assessment

creating awareness of wealth transfer challenges in families. WRROV DQG DXWRPDWHG UHSRUWLQJ ¢
Advisors learn a proven process for guiding families through WUDOVLWLR SODQQLQJ VDPSOH PDUN
ZHDOWK WUDQVLWLRQ ZKDWYV EHKLQG PR\?W IDPL8\ IDLO)?USV

= Priority access to the Institute’s speakers on family

post-transition, how to effectively use conversation-starting -
dynamics and wealth transfer

tools, how to assess a family’s readiness for wealth transfer,
ZKDW DFWLRQV IDPLOLHV FDQ WDNH W RdEeb to dddorihg Ph¥ lnititit&RsUnlarketing materials

= Discount pricing on the Institute’s books

BENEFITS OF ATTENDING = Quarterly Family Wealth Newsletter for clients, prospective

= Differentiate your practice from your peers FOLHQWY DQG FHQWHUV RI LQAXHQFH

= 'HHSHQ UHODWLRQVKLSV ZLWgfandR X U HIpsvduntptich®fbrithQMétituR® KOIOHOW DUN WZR GD\
parents, parents, children, grandchildren and their spouses, The Great Wealth Transfer: Attracting & Retaining

EHIRUH WKH HVWDWH WUDQVLWLRQV MultiGenerational Families of Wealth

» &XOWLYDWH QHZ UHODWLRQVKig®V ZLWK DIAXHQW IDPLOLHV SODQ
transition wealth Program Fee: *$3,000

= ([SDQG \RXU QHWZRUN RI SURRHNNZIRQ DO D&Y 2Pgus theeaply registration discount
VXFFHVVIXO IDPLOLHV ¢QDQFLDO DGYLVRUYV eHeeiys ggughday W 2Us H\v  &387Vv
WUXVW RI¢FHUV LQYHVWPHQW EDQNHURG LQYWXUDRWH YSERGBGLYVGWKH FRVW
appraisers and family coaches 7KH *UD]JLDGLR ([HFXWLYH &HQWHU DW
ODOLEX &DOLIRUQLD
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