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  How can our family best 
execute successful and  
productive family meetings?  

CTC | myCFO 
Robert Hauswirth, CFA®,  CPA, CFP®, PFS, Managing Director  

Chicago, IL       Leading Wealth Advisor

Many wealthy families desire a seam-
less transition of their wealth and a 
perpetuation of their values for mul-
tiple generations, but many strug-
gle with how to accomplish these 
goals effectively. 

Successful families typically take 
intentional steps to create family meet-
ings that foster communication, edu-
cation and engagement, in order to 
promote collaboration and trust among 
family members. To develop a success-
ful family meeting, consider the follow-
ing key elements:

• Formal meeting agenda
• Frequency and duration of meeting
• Location 
• Meeting attendees
• Meeting facilitator
Formal agenda: Planning a clear 

agenda with specific outcomes well 
in advance of the meeting ensures 
thoughtful identification of the issues 
that need to be addressed. The plan-
ning function should be delegated to 
different family members over time to 
maximize engagement from each mem-
ber. The agenda topics will often vary, 
depending on the complexity of the fam-
ily and its issues and may include busi-
ness updates, estate planning reviews, 
investment updates, philanthropic 
planning, educational topics, communi-
cation, conflict resolution, celebration 

of family milestones, a retelling of the 
family story and recreation.

Frequency and duration of meet-
ings: For optimal results, family meet-
ings should be held at least annually 
and coordinated in advance. Consis-
tency in the time of year helps to make 
the meeting a priority while also mak-
ing it easier for busy families to save 
the date. There are advantages to hold-
ing the meetings around the holidays 
or during summer when families might 
already be together and the children 
are out of school. The length of a suc-
cessful meeting depends on the num-
ber of agenda topics, the complexity of 
the family, the size and dynamics of the 
family and the inclusion of fun activi-
ties. Meetings normally range from a 
half-day to a long weekend.

Location of the meetings: Off-site 
meetings are most productive, to avoid 
the distractions of business, family and 
school. Some families meet at resorts 
or the residences or vacation homes 
of family members, while others pre-
fer a conference room at the office of 
a professional advisor. Some families 
combine a vacation with their meeting. 

Meeting attendees: Family meetings 
may or may not include all of the fam-
ily members. Should extended family, 
including uncles, aunts and cousins, be 
included? Should the meeting include 

only adults? If age defines the attend-
ees, may children attend portions of 
the meeting for age-appropriate edu-
cational or philanthropic sessions? 
Deciding on the attendees can create 
controversy and should be approached 
thoughtfully. Family meetings may also 
include one or more of the family’s pro-
fessional advisors (CPA, attorney, trust 
officer, business advisor, wealth advisor, 
psychologist, etc.) to lead specific top-
ics pertinent to the agenda.

Facilitators: Because there are sig-
nificant issues and family dynamics 
that come with managing substantial 
wealth, some families use third-party 
facilitators to help resolve key issues 
and assist in the planning and facilita-
tion of the first meeting. The facilita-
tor can interview family members on a 
confidential basis to discover potential 
issues, then work to help the family 
resolve them. Further, when there are 
sensitive issues to be discussed, a third 
party can diffuse the tension and emo-
tion that may erupt in families left on 
their own. 

The list of meeting styles and strate-
gies is long, but regardless of the for-
mat that works best for your family, the 
process of communicating and plan-
ning with family members is an impor-
tant component of managing wealth 
over multiple generations. 

By Robert Hauswirth

CTC | myCFO is the “brand” name delivering investment advisory services through CTC myCFO, LLC, an investment adviser registered with the U.S. Securities 
and Exchange Commission and a Commodity Trading Adviser registered with the Commodity Futures Trading Commission (“CFTC”), and a member of the 
National Futures Association (“NFA”); trust, deposit and loan products and services through BMO Harris Bank N.A., a national bank with trust powers; and 
trust services through BMO Delaware Trust Company, a Delaware limited purpose trust company. Family Office Services are not fiduciary services and are not 
subject to the Investment Advisors Act of 1940 or the rules promulgated thereunder. The information contained herein should not be construed as personalized 
investment advice, and should not be considered as a solicitation to buy or sell any security or engage in a particular investment strategy.  
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“Successful families 
typically take intentional 
steps to create family 
meetings that foster 
communication, education 
and engagement.”   
—Robert Hauswirth

Financial Services Experience  
20 years 

Minimum Fee for Initial Meeting 
None required

Largest Client Net Worth 
$5+ billion

Number of clients
335

Website  www.ctcmycfo.com

Compensation Method  Fixed and hourly fees (planning services); 
asset-based fees (investment services)

Primary Custodian for Investor Assets  Multiple–please inquire

Professional Services Provided  Planning, investment advisory, 
capital advisory and comprehensive family office services

Minimum Net Worth Requirement 
$100 million net worth (for planning services)
$25 million in investable assets (for investment services)

Email  robert.hauswirth@ctcmycfo.com

CTC | myCFO     111 West Monroe Street, 10E, Chicago, IL 60603      312.461.2314
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How to reach Robert Hauswirth 

Please contact me by emailing robert.hauswirth@ctcmycfo.com, which 
allows me to easily and quickly respond. However, I welcome a phone 
conversation to learn more about the opportunity or issue, if an in-depth 
discussion is warranted.
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communication, education 
and engagement.”   

Robert Hauswirth

Robert Hauswirth has 20 years of experience helping clients navigate the complex issues of significant 
wealth. He oversees new client engagement at CTC | myCFO, and works closely with firm leadership 
to develop and execute business growth strategies and the delivery of exceptional client experiences. 
Mr. Hauswirth is a Chartered Financial Analyst® charterholder, a CPA and a CERTIFIED FINANCIAL 
PLANNER™ professional and holds the Personal Financial Specialist designation. He earned his BS in 
mathematics from the University of Wisconsin–Eau Claire, a BBA in accounting from the University 
of Wisconsin–Milwaukee and an MBA with an emphasis in entrepreneurship, finance and marketing 
from Northwestern University’s Kellogg School of Management. A member of the CFA Institute, 
the AICPA, the Illinois CPA Society, the FPA, the FPA of Illinois, the CFA Society of Chicago and the 
Chicago Estate Planning Council, Mr. Hauswirth also serves on the Ann & Robert H. Lurie Children’s 
Hospital of Chicago Foundation Board and the College of Lake County Foundation Board.

About Robert Hauswirth

Golfing, biking and fishing.

MY HOBBIES ARE…

A good wealth advisor is a 
fiduciary, always placing 
the interests of clients 
above all others.

WHAT MAKES A GOOD 
WEALTH ADVISOR…

Elon Musk: Tesla, 
SpaceX, and the Quest 
for a Fantastic Future.

WHAT I  AM 
READING NOW…
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the evolution of financial intelligence

R E P R I N T E D  F R O M

®

CTC | myCFO is featured in Worth® 2015 Leading Wealth Advisors™, a special section in every edition of Worth® magazine. All persons and firms appearing in this section have completed  
questionnaires, have been vetted by an advisory group following submission by Worth®, and thereafter paid the standard fees to Worth® to be featured in this section. The information contained 
herein is for informational purposes, and although the list of advisors presented in this section is drawn from sources believed to be reliable and independently reviewed, the accuracy or 
completeness of this information is not guaranteed. No person or firm listed in this section should be construed as an endorsement by Worth®, and Worth® will not be responsible for the 
performance, acts or omissions of any such advisor. It should not be assumed that the past performance of any advisors featured in this special section will equal or be an indicator of future 
performance. Worth®, a Sandow Media publication, is a financial publisher and does not recommend or endorse investment, legal or tax advisors, investment strategies or particular 
investments. Those seeking specific investment advice should consider a qualified and licensed investment professional. Worth® is a registered trademark of Sandow Media LLC.  
See “About Us” for additional program details at http://www.worth.com/index.php/about-worth.

CTC | myCFO
Robert Hauswirth, CFA®, CPA, CFP®, PFS 

Managing Director

111 West Monroe Street, 10E 
Chiacago, IL 60603

Tel. 312.461.2314 

robert.hauswirth@ctcmycfo.com
www.ctcmycfo.com


