
 

Hallmarks of Successful Families    
  Traditional vs. modern planning

 

           Traditional Planning (Good) 

 

 

    

 

 

 

 

 

  

Draft will and/or revocable trust 

Draft irrevocable trusts 

New parents draft basic documents and name 
guardians for their young children. 

 

Parents work with their attorney to draft technical 
estate-planning documents. 

Financial Disclosure 

Financial education takes the form of disclosure of 
financial assets and is usually delayed until children 
are “ready” or “need to know”.   Financial literacy is 
left to chance. 

Limited family engagement 

Business-minded family members are tapped to run 
the family business or manage joint assets. This is an 
all-consuming endeavor for some family members, 
while leaving others unengaged and sometimes 
developing a sense of entitlement. 

Reading of the will 

Estate plans were historically divulged after the 
grantor passed and at a time when grief could be 
furthering any family tensions. Family members 
were left guessing as to the goal of the plan and 
their own financial future. 

Succession planning  

Just-in-time succession planning takes place when a 
succession is imminent, or perhaps, after an 
unexpected diagnosis. Tensions can be high, and 
disruption is likely. 

Silent trust 

Using available statutes to prevent beneficiaries 
from knowing about trusts. 

Purposeful parenting 

Modern Planning (Better) 

Intentionally model financial behavior and leverage 
teachable moments to teach their children about 
financial decision-making. 

 Statement of grantor intent 

Create a plain-language statement articulating the 
purpose behind your estate plan as guidance for 
beneficiaries and/or trustees. 

 Financial literacy 

Separate financial literacy from financial disclosure so 
you can empower young learners with the basics of 
personal finance, investments, and wealth transfer to 
get them started on the right foot. 

 Cornerstone statement 

Broaden the path to engagement by inviting all adult 
family members to co-create a long-term vision of 
success. Based in shared values, family members find a 
common purpose for today. 

 
Share your estate plan 

Share the details of your estate plan with your 
beneficiaries so they can understand your objectives 
and priorities and provide feedback. Give adult family 
members the information they need to do their own 
planning. 

 Succession planning 

Engage the whole family and key advisors to objectively 
identify roles and responsibilities prior to succession 
events. Put a plan in place to prepare successors for 
their future roles. 

 Share your estate plan 

Transparent estate planning allows opportunities to 
prepare inheritors for their roles and responsibilities. 
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The information and material contained in this presentation is of a general nature and is intended for educational purposes 

only. This presentation does not constitute a recommendation or a solicitation or offer of the purchase or sale of 
securities.  Furthermore, this presentation does not endorse or recommend any tax, legal, or investment-related 

strategy.  The future performance of an investment or strategy cannot be deduced from past performance.  As with any 
investment or investment strategy, the outcome depends upon many factors including: investment objectives, income, net 

worth, tax bracket, risk tolerance, as well as economic and market factors.  Before investing or using any strategy, 
individuals should consult with their tax, legal, or financial advisor.  All information contained in this presentation has been 

derived from sources deemed to be reliable but cannot be guaranteed. 
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Investment advisory services offered through Foundational Wealth Advisory, a member of Advisory Services Network, LLC, 
a Registered Investment Adviser. 
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