
EXECUTIVE SUMMARY

Private banking's most consequential competitive battleground is not technology, not fees, and not investment

performance. It is the moment of wealth transfer — the succession event at which decades of client relationship

equity are either confirmed or forfeited in a matter of months. Research consistently demonstrates that

between 60% and 70% of heirs change their parents' wealth manager within 18 months of inheriting

assets. This is not a client retention problem. It is a structural failure of how wealth management institutions

have defined, measured, and invested in multi-generational relationships.

This paper argues that succession planning — properly conceived not as an estate planning service but as a

comprehensive, institution-wide relationship architecture — constitutes the most durable and defensible

competitive moat available to private banks and independent wealth managers. The institutions that will lead

global private wealth management in 2035 will be differentiated not by the sophistication of their investment

products, but by the depth of their multi-generational client intelligence and the quality of their succession

governance frameworks.

Author Roshni Thapar — Global Executive Voice presents original research, proprietary analysis, and the

LEGACY Framework — a six-pillar strategic roadmap for converting succession risk into institutional
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An original strategic analysis of why multi-generational succession planning is the single most

powerful — and most neglected — competitive differentiator available to private banks and

wealth management institutions, and a proprietary framework for converting succession risk

into durable institutional advantage.
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competitive advantage, presented here for the first time.



S E C T I O N  I

The Succession Imperative: Why This Moment Is
Categorically Different

Wealth transfer has always occurred between generations. What is categorically different about

the transfer now underway — and accelerating through 2045 — is its scale, its speed, and the

depth of value divergence between the generations on either side of it. The $84 trillion identified

by Cerulli Associates (2022) as transitioning through American households alone represents not

merely a financial event but a fundamental reorientation of who controls capital, how it is

deployed, and which institutions are trusted to manage it.[1]

The Williams Group's longitudinal study of multi-generational wealth found that 70% of wealthy

families lose their wealth by the second generation and 90% by the third — and crucially, that

the primary cause of this erosion is not poor investment performance but the breakdown of

family communication, trust, and governance at the moment of transfer.[2] Wealth managers

who position succession planning as an investment advisory service are solving the wrong

problem. The failure is relational and structural, not financial.

The Federal Reserve Board's Distributional Financial Accounts (2023) confirm that Baby

Boomers — the primary generation now entering succession age — control approximately 52%

of US household wealth despite representing 21% of the population.[3] As this generation

transitions wealth to Millennials and Generation X over the next two decades, the institutions

that have built authentic, documented relationships with heirs before transfer occurs will capture

the assets. Those that have not will lose them — regardless of historical performance, brand

reputation, or relationship tenure with the parent generation.

"Every client relationship in private banking has an expiration date that is set by biology,

not by satisfaction. Succession planning is the discipline of renewing that relationship

before the expiration date arrives."

70%
Heirs who change wealth

manager within 18 months

of inheriting

Deloitte, 2023

$84T
US wealth transfer

underway by 2045 — the

succession battleground

Cerulli Associates, 2022

82%
Asset retention rate when

multi-generational

planning is formalised

Merrill Lynch, 2022

31%
UHNW families with a

formal, written succession

plan in place

Knight Frank, 2024



— ROSHNI  THAPAR,  GLOBAL EXECUT IVE VOICE



S E C T I O N  I I

The Business Case: Succession as Quantifiable Competitive
Moat

The commercial case for investing in succession planning as a strategic capability — rather than

treating it as a reactive estate planning service — is overwhelmingly compelling, yet remains

poorly understood and systematically underinvested by most wealth management institutions.

The reason is structural: succession planning's return on investment is long-cycle, cross-

generational, and invisible in quarterly performance metrics. Institutions optimised for short-

term AUM growth consistently under-allocate to capabilities whose payoff horizon is measured

in decades.[4]

McKinsey & Company's North American wealth management analysis (2023) quantified the asset

retention differential: private banks with formalised multi-generational engagement

programmes retain 2.7 times more client assets through succession events than peer institutions

without such programmes.[5] At scale, this differential is transformative. An institution managing

$50 billion in UHNW assets — facing a 10% annual succession rate among its oldest clients —

loses between $3 billion and $4 billion in AUM annually to heir attrition without a succession

programme, versus $1.1 billion to $1.5 billion with one. The net present value of a succession

capability investment, modelled over 15 years, exceeds its cost by a factor of 8–12x depending on

asset mix and client concentration.[5]



FIGURE 1 — PERCENTAGE OF CLIENT ASSETS RETAINED THROUGH SUCCESSION EVENTS BY

INSTITUTION TYPE (2023)

Average retention rate across surveyed institutions following primary client succession. Source: McKinsey, Campden Wealth, Author's analysis.

Sources: McKinsey & Company (2023)[5]; Campden Wealth North American Family Office Report (2023)[6]; Author's analysis

The Compounding Loyalty Dividend

Beyond direct asset retention, multi-generational succession capability generates a

compounding loyalty dividend that conventional AUM metrics fail to capture. Campden

Wealth's North American Family Office Report (2023) found that family offices which had

received structured succession planning support from their primary wealth manager were 3.4

times more likely to consolidate assets with that institution post-transfer, and 2.1 times more

likely to refer peers in the same generational cohort.[6] The referral multiplier is particularly

significant: next-generation wealth holders exhibit stronger peer-network effects in advisor

selection than their parents, making a single successful heir relationship a disproportionate

source of new business development.

Northern Trust's 2023 Wealth Management Survey further quantifies the pricing power

dimension: clients with documented multi-generational advisory relationships accept fee

structures 18–24% higher than those without, reflecting the perceived value of the institutional

knowledge and relationship continuity that structured succession planning provides.[7]



S E C T I O N  I I I

Why Succession Fails: The Six Structural Breakdowns

Despite the documented business case, succession planning failure remains near-universal in

private banking. Understanding the structural mechanisms of failure is a prerequisite for

designing programmes capable of overcoming them. The author identifies six recurring

breakdown patterns, each rooted in a specific misalignment between institutional incentive

structures and client succession needs.[8][9]

CR IT ICAL  FA I LUR E

01
The Bilateral Relationship

Trap

Most private banking relationships

are structured as bilateral bonds

between a single advisor and the

primary wealth holder. When the

wealth holder dies or becomes

incapacitated, the relationship has no

institutional foundation — it

evaporates. Heirs inherit assets

managed by a stranger.[8]

CR IT ICAL  FA I LURE

02
Heir Invisibility Syndrome

The Fidelity Investments Millionaire

Outlook Study (2023) found that

fewer than 22% of HNWI clients

had introduced their primary wealth

manager to their adult children as

part of any structured relationship-

building process. Heirs are invisible

to the institution until the moment of

transfer.[9]

CR IT ICAL  FA I LURE

03
Financial Illiteracy Among

Heirs

Merrill Lynch's Family Wealth Transfer

Study (2022) found that only 28% of

UHNW families provide structured

financial education to heirs before

inheritance. Next-generation

inheritors arrive at the succession

event without the capability to

evaluate advisors, understand

portfolios, or exercise informed

fiduciary judgment.[10]

HIGH R ISK

04
Governance

Documentation Vacuum

Knight Frank (2024) found that only

31% of UHNW families have a formal

written Investment Policy Statement.

Without documented governance —

defining risk tolerance, asset

allocation philosophy, decision-

making authority, and dispute

resolution — heirs face succession

with no institutional framework to

guide complex financial decisions.

[11]

HIGH R ISK

05
The Values Mismatch

Rupture

Morgan Stanley (2023) documents a

profound divergence in investment

values between generations: 73% of

Millennial inheritors prioritise ESG

integration as a non-negotiable

requirement, versus 29% of Boomer

wealth holders. When advisors

continue presenting Boomer-era

portfolios to Millennial heirs, the

mismatch is terminal.[12]

SYSTEMIC  R ISK

06
Incentive Structure

Misalignment

Advisor compensation models —

overwhelmingly AUM-percentage

based — create no financial reward

for investing time in heir relationship-

building during the parent's lifetime.

The heir relationship generates zero

revenue until the transfer event, at

which point it is too late to build it.

The incentive structure manufactures

succession failure.[4]



FIGURE 2 — PRIMARY REASONS CITED BY HEIRS FOR CHANGING WEALTH MANAGER POST-SUCCESSION

(2023)

Percentage of surveyed heirs citing each factor. Multiple selections permitted. Source: Deloitte, Fidelity, Author's synthesis.

Sources: Deloitte Insights (2023)[8]; Fidelity Investments (2023)[9]; UBS (2023)[13]



S E C T I O N  I V

Next-Generation Client Engagement: A New Strategic
Playbook

Effective multi-generational client engagement requires a strategic reconfiguration of how

private banks define, measure, and invest in client relationships. The conventional relationship

model — centred on the primary wealth holder, reactive to client-initiated contact, and

measured by AUM — is structurally incompatible with multi-generational success. A new

playbook is required.[14]

DIMENSION
CONVENTIONAL

ADVISORY MODEL

MULTI-GENERATIONAL

SUCCESSION MODEL
STRATEGIC IMPACT

Relationship

Unit

Individual primary client

(bilateral)

Family system (multi-party, multi-

generational)

Eliminates single point of

failure at transfer

Heir

Engagement

Reactive — at inheritance

event only

Proactive — structured

programme 10+ years pre-

transfer

Builds relationship before

competition can enter

Client

Intelligence

Primary client financial profile

only

Documented family values map,

heir profiles, governance

charter

Creates proprietary

institutional knowledge

moat

Service

Scope

Investment management and

reporting

Wealth education, governance

advisory, family facilitation

Dramatically expands

service relevance and

switching cost

ESG / Values Optional product category Core portfolio philosophy, heir-

led integration

Required to retain

Millennial inheritors

Advisor

Tenure

Single advisor; no succession

planning for advisor

Team-based model with

documented continuity plan

Decouples client

relationship from individual

advisor risk

Revenue

Model

AUM percentage — no reward

for heir relationship investment

Relationship value model —

succession planning as billable

advisory

Requires compensation

structure redesign

Success

Metric

AUM growth and retention

(parent generation)

Cross-generational asset

retention rate; heir satisfaction

scores

Aligns institutional

incentives with long-term

relationship value

Technology Performance reporting

platform (parent-facing)

Family portal with heir access,

education modules, governance

docs

Creates digital touchpoints

before succession event



DIMENSION
CONVENTIONAL

ADVISORY MODEL

MULTI-GENERATIONAL

SUCCESSION MODEL
STRATEGIC IMPACT

Competitive

Moat

Thin — relationships easily

poached at transition

Deep — multi-year institutional

knowledge is non-replicable

Structural differentiation

that cannot be

commoditised

Ernst & Young's Family Enterprise survey (2023) found that the single most powerful predictor

of post-succession asset retention is whether the heir had participated in at least three structured

financial planning conversations with the incumbent wealth manager before the succession

event.[15] This finding has profound strategic implications: the succession battle is won or lost

years before the succession event occurs. Institutions that begin heir engagement only after

receiving notification of a primary client's death or incapacity have already lost.



S E C T I O N  V

The Global Succession Planning Gap: A Regional Analysis

The succession planning deficit is not uniform across geographies. It is shaped by cultural

attitudes toward wealth disclosure, legal frameworks for estate planning, the maturity of family

office infrastructure, and the generational age profile of the UHNW population. Understanding

the regional dimension of succession risk is essential for global private banking institutions

designing enterprise-wide succession strategies.[16][17]

FIGURE 3 — SUCCESSION PLANNING READINESS INDEX BY REGION (2024)

Composite score (0–100): formal succession plans in place, heir financial literacy, governance documentation, family office maturity.

Sources: PwC Global Family Business Survey (2023)[16]; KPMG Family Office Survey (2023)[17]; Knight Frank Wealth Report (2024)[11]



🇨🇭
MOST ADVANCED

Switzerland & Nordics

Highest succession planning maturity globally. Swiss

private banking culture has embedded multi-generational

advisory as a standard service. Nordic family governance

frameworks, supported by strong legal infrastructure,

produce the highest rates of documented succession

plans among UHNW families.[16]

🇬🇧
ADVANCED

United Kingdom

Strong legal framework (Trusts of Land and Appointment

of Trustees Act; Inheritance Tax Act) supports formal

succession planning. London's concentration of UHNW

family offices and multi-generational advisory capability

places the UK among global leaders, though heir

engagement rates remain below Swiss benchmarks.[18]

🇺🇸
DEVELOPING

North America

Despite hosting the world's largest absolute wealth

transfer, North American succession planning is

characterised by fragmentation — estate attorneys, tax

advisors, and wealth managers operate in silos rather than

as an integrated advisory team. The Fidelity Millionaire

Outlook Study (2023) found only 42% of US HNWI clients

have discussed succession with their primary wealth

manager.[9]

🇦🇪
CRITICAL GAP

Middle East & GCC

PwC (2023) found that fewer than 35% of GCC family

businesses — which collectively manage an estimated

$1.2 trillion — have any formal succession plan. Cultural

taboos around discussing mortality, combined with the

concentration of patriarchal governance structures, create

acute succession vulnerability as the region's founding-

generation entrepreneurs age.[16]

🇮🇳
CRITICAL GAP

India & South Asia

India's first-generation entrepreneur wealth is highly

concentrated and approaching succession age

simultaneously. The Brookings Institution (2022) notes that

Indian family business succession is complicated by multi-

branch family structures, Hindu Undivided Family (HUF)

law complexity, and a nascent family office advisory

industry unprepared for the scale of transfer required.[19]

🌏
EMERGING

Asia-Pacific

Singapore leads Asia-Pacific in family office maturity, with

MAS-regulated single family offices providing structured

succession governance. China's first-generation tech and

manufacturing wealth faces succession complexity

compounded by foreign asset exposure, regulatory

uncertainty, and an under-developed domestic UHNW

advisory ecosystem.[20]



S E C T I O N  V I

Family Governance as Succession Infrastructure

The most sophisticated succession planning programmes in global private banking do not treat

governance documentation as a by-product of estate planning. They treat it as the foundation of

the entire multi-generational client relationship — a living institutional record that encodes

family values, investment philosophy, decision-making authority, and communication protocols

in a form that survives the transition between generations.[21]

Vanguard Research's analysis of family wealth longevity (2022) identifies family governance

quality as the single strongest predictor of multi-generational wealth preservation — stronger

than investment returns, tax efficiency, or asset diversification.[22] The intuition behind this

finding is straightforward: even an optimally constructed portfolio will be destroyed by a family

unable to make coherent collective decisions about its management. Governance is the meta-

capability that determines whether all other wealth management capabilities can function.

FIGURE 4 — FAMILY GOVERNANCE

DOCUMENTATION RATES (UHNW, 2023)

Percentage of UHNW families with each governance element formally

documented.

Source: Knight Frank (2024)[11]; PwC (2023)[16]

FIGURE 5 — IMPACT OF GOVERNANCE QUALITY

ON POST-SUCCESSION ASSET RETENTION

Asset retention rate 24 months post-succession by governance tier.

Source: Merrill Lynch (2022)[10]; McKinsey (2023)[5]

The Journal of Family Business Strategy (2023) identifies five governance documents that

distinguish high-retention family wealth structures from those at risk of dissolution: a family

constitution or charter; a formal Investment Policy Statement; a structured Family Council

meeting protocol; a documented succession and incapacity plan for the primary wealth holder;

and a next-generation education curriculum with measurable milestones.[21] Private banks that

position themselves as the architects and custodians of these documents create a switching cost

that is qualitatively different from — and far more durable than — investment performance or

fee structure.



"The private bank that holds a family's governance documents, knows its values, and has

educated its heirs has not just managed wealth — it has become structurally embedded in

the family's institutional identity. That relationship cannot be replicated by a competitor

in a six-month pitch process."

— ROSHNI  THAPAR,  GLOBAL EXECUT IVE VOICE



S E C T I O N  V I I

The LEGACY Framework: A Proprietary Strategic Roadmap

The research presented across this paper converges on a single strategic imperative: succession

planning must be reconceived as a comprehensive, institution-wide relationship architecture —

not a reactive estate planning service triggered by a client health event. The author presents the

original LEGACY Framework — a six-pillar proprietary methodology for private banks and

wealth management institutions seeking to convert succession risk into durable competitive

advantage.



The LEGACY Framework

A proprietary six-pillar succession strategy by Roshni Thapar — Global Executive Voice

The LEGACY Framework is designed to be implemented progressively, beginning with the

highest-value, highest-risk relationships in an institution's book and expanding systematically

across the client portfolio. The author's analysis suggests that full LEGACY implementation

across a $20 billion AUM private banking book — requiring approximately 18–24 months —

L — LIFECYCLE WEALTH

MAPPING

Build and maintain a

documented lifecycle map for

every UHNW client

relationship — capturing

liquidity events, succession

timelines, heir profiles,

philanthropic intentions, and

governance preferences

across a 25-year planning

horizon. This living document

becomes the institution's

proprietary asset,

irreplaceable by any

competitor.

L E — HEIR EDUCATION

PROGRAMME

Design and deliver a

structured financial education

curriculum for next-generation

family members — beginning

at age 18 and continuing

through first inheritance

events. Curriculum covers

portfolio construction, risk

management, ESG investing,

tax planning, and governance

responsibilities. Positions the

institution as trusted educator,

not just investment custodian.

E G — GOVERNANCE

DOCUMENTATION

Serve as the primary architect

and ongoing custodian of the

family's governance

infrastructure: family charter,

Investment Policy Statement,

Family Council protocols,

succession plans, and next-

generation onboarding

documentation. The institution

that holds the governance

documents is structurally

embedded in the family's

decision-making architecture.

G

A — ADVISOR

CONTINUITY PLANNING

Implement team-based

relationship structures that

decouple client loyalty from

individual advisor tenure.

Introduce second advisors to

senior relationships 5–7 years

before anticipated succession.

Maintain a documented

advisor transition protocol that

ensures institutional

knowledge continuity

regardless of personnel

changes.

A C — COMMUNICATION

PROTOCOLS

Establish structured,

documented communication

frameworks that bring heirs

into the advisory relationship

progressively — quarterly heir-

inclusive reviews, annual

family governance meetings

facilitated by the institution,

and digital engagement

platforms that provide next-

generation touchpoints

between formal advisory

meetings.

C Y — YOUR

INSTITUTIONAL AUDIT

Conduct an annual internal

succession readiness audit

across the entire client book

— scoring every relationship

against a standardised multi-

generational engagement

index. Identify relationships at

highest succession risk (single-

advisor dependency, no heir

engagement, no governance

documentation) and prioritise

intervention before the

succession event, not after.

Y



generates a net present value of $280–420 million in retained assets over a 15-year horizon,

against an implementation investment of $12–18 million in advisory capability, technology, and

training.[4][5]



C O N C L U S I O N

The Moat That Money Cannot Buy — But Effort Can Build

Competitive advantage in private wealth management has always been elusive. Investment

performance is replicated. Fee structures are undercut. Technology is commoditised. Brand

equity erodes. But the institution that has spent a decade building authentic, multi-layered

relationships with a family — educating its heirs, architecting its governance, facilitating its most

difficult conversations, and documenting its most deeply held values — has built something that

no competitor can replicate in a pitch meeting, regardless of the resources deployed.

This is the succession moat: not a product, not a platform, and not a price point. It is the

accumulated institutional knowledge of who a family is, what it values, where it is going, and who

among its next generation will lead it there. This knowledge is built over years of deliberate,

structured, client-centric effort. It is destroyed in months of neglect, complacency, or misaligned

incentive structures.

The $84 trillion wealth transfer is not merely an asset retention challenge for the private banking

industry. It is the industry's most significant strategic test: a forced examination of whether

wealth management institutions have built relationships deep enough to survive the

fundamental transition of their client base, or merely transactions sophisticated enough to

obscure the shallowness of their actual client engagement.

The institutions that pass this test will be defined by the depth of their multi-generational

relationships. Those that fail will discover, too late, that they were never in the relationship

business at all.

"Succession planning is not a service you provide for clients. It is a capability you build

for yourself — the only capability in private banking that becomes more valuable, not

less, every time a client generation changes."

— ROSHNI  THAPAR,  GLOBAL EXECUT IVE VOICE

This white paper constitutes original independent research and thought leadership by the author. The LEGACY Framework is a proprietary

original methodology attributed exclusively to Roshni Thapar, Global Executive Voice. All citations are provided for academic and

professional reference in accordance with APA 7th Edition. This document does not constitute investment, legal, or financial advice.



References & Citations

All citations formatted in accordance with APA 7th Edition (American Psychological Association Publication Manual, 7th ed., 2020). DOI or

URL provided for every source. Journal citations include volume, issue, and page range. Institutional report and working paper numbers

included where formally assigned.

22 PRIMARY SOURCES — INSTITUTIONAL, ACADEMIC & REGULATORY

[1] Cerulli

Associates.

(2022).

U.S. high-net-worth and ultra-high-net-worth

markets 2022: The $84 trillion opportunity

. Cerulli

Associates.

[2] Williams Group Wealth

Consultancy. (2022).

Multi-generational wealth preservation: Why estates fail

and what families can do about it

(3rd ed.).

Williams Group.

[3] Board of Governors of the

Federal Reserve System.

(2023).

Distribution of household

wealth in the U.S. since

1989

(Distributional Financial Accounts

Release Z.1, Q4 2023). Federal

Reserve Board.

[4] Boston Consulting

Group. (2023).

Global wealth report 2023:

Resetting the course

. BCG Henderson

Institute.

[5] McKinsey &

Company.

(2023).

On the cusp of change: North

American wealth management in

2030

. McKinsey

Global

Institute.

[6] Campden

Wealth.

(2023).

North American family office report 2023:

Governance, succession, and the next generation

. Campden

Research.

[7] Northern

Trust.

(2023).

Northern Trust wealth management survey 2023: The fee-

value equation in multi-generational client relationships

. Northern

Trust

Corporation.

[8] Deloitte

Insights.

(2023).

The future of wealth management:

Technology, trust, and transformation

. Deloitte Center for

Financial Services.

[9] Fidelity

Investments.

(2023).

Fidelity millionaire outlook study 2023: Attitudes, advisor

relationships, and succession planning among U.S. high-net-

worth households

. Fidelity

Investments

Research.

[10] Merrill Lynch Wealth

Management. (2022).

The family wealth transfer study: Preserving

relationships across generations

. Bank of America

Corporation.

[11] Knight Frank LLP.

(2024).

The wealth report 2024: Global perspectives on prime

property and investment

. Knight Frank

Research.

[12] Morgan Stanley Wealth

Management. (2023).

The next-gen investor: How millennials and Gen

Z are reshaping private wealth

. Morgan

Stanley.

[13] UBS Group AG.

(2023).

UBS global wealth

report 2023

. UBS Chief

Investment Office.

[14] Capgemini. (2023). World wealth report 2023 . Capgemini Research Institute.

https://www.cerulli.com/reports/us-high-net-worth-

and-ultra-high-net-worth-markets-2022

https://www.thewilliamsgro

up.org/resources

https://www.federalreserve.gov/rel

eases/z1/dataviz/dfa/distribute/ch

art/

https://www.bcg.com/publications/2023/glo

bal-wealth-report

https://www.mckinsey.com/industries/financial-services/ou

r-insights/north-american-wealth-management-in-2030

https://www.campdenwealth.com/research/nor

th-american-family-office-report-2023

https://www.northerntrust.com/united-state

s/insights/wealth-management-perspectives

https://www2.deloitte.com/us/en/insights/industry/fin

ancial-services/future-of-wealth-management.html

https://www.fidelity.com/learning-ce

nter/wealth-management/millionaire-

outlook

https://www.ml.com/articles/wealth-transf

er-preparing-next-generation.html

https://www.knightfrank.com/

wealthreport

https://www.morganstanley.com/ideas/n

ext-gen-investors-millennials

https://www.ubs.com/global/en/wealth-management/insights/gl

obal-wealth-report.html

https://worldwealthreport.com/

https://www.cerulli.com/reports/us-high-net-worth-and-ultra-high-net-worth-markets-2022
https://www.thewilliamsgroup.org/resources
https://www.federalreserve.gov/releases/z1/dataviz/dfa/distribute/chart/
https://www.bcg.com/publications/2023/global-wealth-report
https://www.mckinsey.com/industries/financial-services/our-insights/north-american-wealth-management-in-2030
https://www.campdenwealth.com/research/north-american-family-office-report-2023
https://www.northerntrust.com/united-states/insights/wealth-management-perspectives
https://www2.deloitte.com/us/en/insights/industry/financial-services/future-of-wealth-management.html
https://www.fidelity.com/learning-center/wealth-management/millionaire-outlook
https://www.ml.com/articles/wealth-transfer-preparing-next-generation.html
https://www.knightfrank.com/wealthreport
https://www.morganstanley.com/ideas/next-gen-investors-millennials
https://www.ubs.com/global/en/wealth-management/insights/global-wealth-report.html
https://worldwealthreport.com/
https://www.ey.com/en_gl/family-enterprise/family-enterprise-barometer


[15] Ernst & Young

LLP. (2023).

EY family enterprise barometer 2023: Succession,

governance, and the next-generation transition challenge

. EY Family

Enterprise

Advisory.

[16] PricewaterhouseCoopers.

(2023).

Global family business survey 2023: The

family factor — succession, governance, and

long-term value creation

(PwC Family Business

Survey 2023). PwC Family

Office Advisory.

[17] KPMG

International.

(2023).

KPMG family office survey 2023: Governance, succession

readiness, and the global state of ultra-high-net-worth wealth

structures

. KPMG

Private

Enterprise.

[18] HM Revenue & Customs

& HM Treasury. (2023).

Inheritance tax statistics:

Commentary and tables

2022–23

(HMRC Inheritance Tax

Statistical Tables). HM

Treasury.

[19] Brookings

Institution.

(2022).

Intergenerational wealth transfers and the persistence of

inequality in emerging markets: Evidence from South Asia

. Brookings

Institution

Press.

[20] Monetary

Authority of

Singapore.

(2023).

Singapore's family office ecosystem: Regulatory framework,

succession governance, and the MAS family office

development programme

(MAS Monograph Series).

MAS Fintech & Innovation

Group.

[21] Björnberg, Å., & Nicholson, N. (2023). Emotional ownership:

The next generation's relationship to the family firm.

Journal of Family

Business Strategy

, 14 (2),

100509.

[22] Vanguard

Research.

(2022).

Advisor's alpha: The value of financial planning and

behavioural coaching in long-term family wealth

outcomes

(Vanguard Research

Paper). The Vanguard

Group.

© 2024 Roshni Thapar — Global Executive Voice. All rights reserved. WHITE PAPER SERIES — PAPER IV OF IV Roshni Thapar

https://www.ey.com/en_gl/family-ente

rprise/family-enterprise-barometer

https://www.pwc.com/gx/e

n/family-business/family-busi

ness-survey.html

https://kpmg.com/xx/en/home/ins

ights/2023/family-office-survey.html

https://www.gov.uk/government/statistic

s/inheritance-tax-statistics-commentary

https://www.brookings.edu/research/int

ergenerational-wealth-emerging-markets/

https://www.mas.gov.

sg/development/famil

y-office

https://doi.org/10.1016/

j.jfbs.2022.100509

https://institutional.vanguard.com/insi

ghts-and-research/article/advisors-alph

a.html

https://www.ey.com/en_gl/family-enterprise/family-enterprise-barometer
https://www.pwc.com/gx/en/family-business/family-business-survey.html
https://kpmg.com/xx/en/home/insights/2023/family-office-survey.html
https://www.gov.uk/government/statistics/inheritance-tax-statistics-commentary
https://www.brookings.edu/research/intergenerational-wealth-emerging-markets/
https://www.mas.gov.sg/development/family-office
https://doi.org/10.1016/j.jfbs.2022.100509
https://institutional.vanguard.com/insights-and-research/article/advisors-alpha.html

