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Starting the Post-Wealth Transfer Conversation
Why so few advisors are having the discussion that so many of their 

current (and prospective) HNW families want to have.

At the Institute for Preparing Heirs, we often hear from 

We know how sales-resistant they are and how guarded 
they become when they feel they are being chatted up 

What they want to talk about today is not about how much 

now want their advisors to not only be fully competent at working with their 

Family leaders want to have the conversation that few are initiating these days—
the “Missing Link” that will tell them how to prepare their heirs for wealth and 
responsibility.

with anyone and tend to have well-developed speaking, listening and communi-

70 percent post-wealth 

transfer failure rate we mentioned earlier:

More than 90 percent of heir families reject their parental advisors 

 

Key Takeaways

Statistics show that 70 
percent of heirs lose their 
money, assets and family 
harmony after estate  

More than 90 percent of 
 

parental advisors soon 
after receiving their inheri-

 
replace the parental  
advisors with new advisors  
who are less capable and 

those who advised their 

 Make yourself visible to 
family heirs by equipping 
yourself to talk about  
problems and solutions 
around the impact of 
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Get known to the family heirs by equipping yourself to talk about problems and 

Only if you actually work with the heir families will you have a good chance of 

Know what the stats say about parental concerns, and communicate with  
parents about those primary concerns

your area? Every accountant, estate planner and lawyer would love to have 

can co-host it with one of the banks in the community as a way for them to 

Key Takeaways Cont.

Preparing heirs for  
assets—as opposed to  
preparing assets for heirs—
is the new differentiator 

conversation parents are 
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burden of wealth and how successful families plan to handle that burden for 

email addresses and telephone numbers is foundational in your ability to 

differentiator for your practice, and it is the conversation parents are seeking to 

in integrating the process of connecting the preparation of assets with the 
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