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2004-2005




Three Types of Entities

_ Range of
Structure
Wealth

Commercial For profit business, services
Family Office offered on a third-party basis $13Maete
Multi-family Anchor family with >30% of
Office assets and satellite families s6iMpsietly
Single-family

Office One extended family unit $281M-$1.6B

Source: Inside the Family Office: Managing the Fortunes of the Exceptionally Wealthy



Commercial Family
Offices

Accounting Firms

Investment

Management Firms Elite Brokers

Boutique
Advisory Firms

Private Banks

Source: Inside the Family Office: Managing the Fortunes of the Exceptionally Wealthy
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Executive Directors

Participant

3670

Employee
64

Source: 2006 Institutional Investor Report on Family Office Compensation, N=189



Platform of Services

Investment-Related Administrative Advanced Planning

Lifestyle

Asset Vlanagement JlaxiPreparation Wealth ranster. Eoncierge
ManageriSelection Bookkeeping Estate Planning Collectibles
Tax Efficiency: kecordkeeping Asset Protection: Estate Management
Sourcing Exclusive Accounting Philanthropy: Persenal Security:
Opportunities [Data Agoregation TaxiViitigation Healthcare

Commodity Value-Added
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Use & Interest in FOs

37.9%

10.3%
O.O% -
Currently Have Interested In
N=661 N=629

Source: The Sky’s the Limit: Marketing Luxury to the New Jet Set



Advisory Firms Planning
to Reposition as MFO

48.1%

2004

2005 51.5%

2006 65.3%

2007 68.2%

2008 71.3%
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Motivations to
Reposition

Better Job for Clients 94.2%

More Profitable

84.9%

More Competitive 78.7%

Attract HNW Clients

69.1%

Close Business Faster 36.5%

50 75 100

Source: The Multi-family Office Solution, N=638
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Types

Source: The Family Office: Advising the Financial Elite, N=903



Domicile

Non-US
43.5%

US-Based

.'_:"f;"l,aJ (

Source: The Family Office: Advising the Financial Elite, N=903



Orientation to Wealth

Preserver

:_'-‘,L}_H'

Source: The Family Office: Advising the Financial Elite, N=903



Anticipate Working With
An MFO

Very Likely
69.2%




SFOs Have Appeal for
an Exclusive Group

Have 8.3%
N=108
Interested 17.4%
N=99

0 4.5 9 13.5 18

The Family Office: Advising the Financial Elite



MFOs Have Broadened In
Appeal Among Clients

Working With 21.2%
N=99
Increased
90.5%
1

Relationship
N=2

0 25 50 75 100

The Family Office: Advising the Financial Elite



Wealth of SFOs

600

$517.2

450

300

150

0
Net Worth Investable Assets

US$ Millions N=376 N=298

Source: The Family Office: Advising the Financial Elite



Client Wealth of MFOs

120 $116.4
90
$35.9
30
0
US$ Millions Net Worth Investable Assets

Source: The Family Office: Advising the Financial Elite, N=527



What’s the Appeal of
the MFO?

Highly Responsive 94.4%
Customized Solutions 85.2%
Extensive Expertise 81.5%
Holistic Approach 72.2%
Not Pushing Products 66.7%
75 100

Source: The Family Office: Advising the Financial Elite, N=54



HNW Assets are Moving
Toward MFOs

Independent Advisor _ 26.4%
Wirehouse Advisor _ 10.9%
DIY | 0.1
Other - 5.5%
0 10 20 30 40

Source: The Family Office: Advising the Financial Elite, N=110



Motivations to Create a
Family Office

MFO

Profit 98.5%
Control 97.1%
Better Serve Family
Economies of Scale
Access Opportunities
Source New Clients 90.5%
0 25 50 75 100

Source: The Family Office: Advising the Financial Elite, N=903



Reengineering &
Outsourcing

7.0%

Investments

Advanced Planning 21.0%

Administrative 78.5%

Lifestyle 84.9%

Source: The Changing of the Guard, N=153



SFOs are Migrating
Toward MFOs

52.4% of Creators
31.7% of Preservers

Very

Interested
41.8%

Source: The Family Office: Advising the Financial Elite, N=376



What’s the Appeal of an
MFQO?

Profit 91.1%

Better Serve the

0
Achieve Economies 57.3%
of Scale
AcCCess Busn_u?ss 51.0%
Opportunities
0 25 50 75 L

Source: The Family Office: Advising the Financial Elite, N=157



Food for Thought

Family office style servicing appeals to both clients and providers

Migration from single-family entities to multifamily and commercial
family offices is increasing

Majority of family offices are still oriented around investment
capabilities

Outsourcing of non-investment services is on the rise due to
technology and infrastructure complexities

A consultative approach is mandatory and differentiating

Third-party providers of family office services must balance
customization and control



