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As the Global Head of Family Office at Barclays Private 
Bank, Effie Datson is responsible for building and growing 
the Global Family Office client segmentation with the busi-
ness and product heads across UK, Europe, Middle East, 
Asia and beyond. In this newly created role, Effie joined the 
private bank in the midst of the pandemic in June 2020 to 
help define and enhance Barclays Private Bank’s GFO prop-
osition and product set.

Effie has over 25 years’ experience in financial services and 
joined from UBP where she was a Head of Hedge Funds. Ms 
Datson has also held senior roles at banks including Gold-
man Sachs and Deutsche Bank. 

She holds an MBA from Harvard Business School and an AB 
magna cum laude from Harvard College. She is founder and 
former board chair of 100 Women in Finance (formerly, 100 
Women in Hedge Funds) in EMEA.

FOM: Tell me a little bit about yourself, your career history, 
and any notable experiences that have led you to decide on 
this career path to BPB.

ED: I have more 25 years’ experience in financial services. 
Prior to Barclays, I was Head of Hedge Funds at UBP. I´ve 
also held senior roles at different banks, including Goldman 
Sachs and Deutsche Bank. I´m also proud to be  founder 
and former board chair of 100 Women in Finance in EMEA, 
a global network of professionals in the finance industry 
working to empower women at each career stage.

Global Family Offices are a priority for Barclays Private 
Bank. I was excited to join BPB to be part of a team who is 
industry leading and so committed to further develop ser-
vices and solutions that meet the unique, complex needs of 
family offices from across the world.

FOM: Tell me about your role and how it sits within BPB and 
the wider Barclays offering.

ED: In my role as Global Head of Family Office, I am respon-
sible for building, managing and growing the family offices 
client segment in partnership with the business and further 
enhance Barclays Private Bank’s global family offices offer-
ing. This means delivering best-in-class, tailored services 

Global Head of Family Office
BARCLAYS PRIVATE BANK

         Effie Datson 

and solutions to family offices, including ho-
listic and comprehensive banking, credit, in-
vestment solutions, sustainability solutions 
and private access to our Corporate and In-
vestment Bank.

FOM: How would you describe your leader-
ship style, and are there any practical actions 
that exemplify it?

ED: I prefer an open, collaborative, strategic 
and practical management style. Things need 
to get done based on the business priorities 
and therefore having clarity around our strat-
egy gives me and my team the guidance we 
need to make good decisions.

FOM: What is your proudest professional 
achievement?

ED: There are many high points but I am 
proud to have written the first e-commerce 
business plan for financial services in 1992. 
Highlights from previous roles include 
launching FX e-trading in 1999 and building a 
world-class derivatives business. Now I hope 
to expand our private banking business with 
global family offices at Barclays Private Bank.  

FOM: What does a typical day look like for 
you?

ED: I wake up early, do some exercise – often 
hitting the yoga mat – and get the kids ready 
for school. Work starts at 8am and can often 
go until late. I make time for dinner with the 
family and a walk outdoors for some fresh air. 
Of course, the world has changed a lot during 
the pandemic, and I am not travelling at all or 
seeing almost anyone in-person. No doubt 
this will change in the future, but this episode 
has given us all a chance to try out some new 
ways of working and I think we will take the 
best of these new practices with us into the 
future. 
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Featuring new exquisite design details, the finest materials and powerful innovations, the new 
BMW 7 Series Saloon, delivers a new echelon of driving pleasure. To find out more please contact 
the team on:

The fuel economy and CO2 results for the BMW 7 Series range including plug in hybrid: 20.8-141.2 combined mpg (13.6-
2.0 l/100km). CO2 emissions 282-48 g/km.

Figures are for comparison purposes and may not reflect real life driving results which depend on a number of factors 
including the starting charge of the battery, accessories fitted (post registration), variations in weather, driving styles and 
vehicle load. For plug-in hybrid vehicles they were obtained using a combination of battery power and fuel, for battery 
electric vehicles after the battery had been fully charged. Plug-in hybrid and battery electric vehicles require mains electricity 
for charging. All figures were determined according to a new test (WLTP). The CO2 figures were translated back to the 
outgoing test (NEDC) and will be used to calculate vehicle tax on first registration. Only compare fuel consumption, CO2 and 
electric range figures with other cars tested to the same technical procedure.

0370 700 5216 www.bmwparklane.co.uk mail@bmwparklane.co.uk

THE 7
STATUS. WITHOUT THE QUO.

BMW Park Lane
70 Park Lane
London
W1K 7TT
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FOM: What effect has lockdown/ COVID had on your work, 
and how have relationships with clients changed, if at all?

ED: It has been challenging to start a new senior role in a 
brand-new organisation without being able to meet any col-
leagues in person. Setting aside time to meet virtually as 
many people as I could early on has helped me greatly to 
adapt and I´ve taken advantage of all the digital media chan-
nels available to me to participate in as many events, fo-
rums, open discussions as possible. Clients too have shifted 
to this way of working and it has been great to have found 
new ways to connect with them in the digital world. 

FOM: As a founding member of 100 Women In Finance, any 
your advice for women who are just starting their careers in 
finance? 

ED: It goes without saying that exceling in finance takes 
hard work and dedication. At the same time, women in their 
early careers benefit tremendously from joining industry or-
ganisations, such as 100 Women in Finance (100 WF). This 
type of network allows young professionals to expand their 
network, learn from experts and peers and help them bring 
important ideas and external relationships to their work-
place. I have benefitted and grown a great deal as a profes-
sional over the years from the support of 100WF and I´m 
proud to have helped built such an organisation, which has 
done much to develop and retain great female talent in this 
industry. 

FOM: What does the next 3-5 years look like for family of-
fices with Barclays Private Bank?

ED: I am optimistic and excited about Barclays Private Bank 
family office business over the next few years. We are invest-
ing in the business, expanding our digital capabilities and 
enhancing our client experience. We have plans for growth 
and are looking for the most innovative investment ideas 
and products to bring to the world’s largest families. By 
collaborating with our colleagues across the bank, we can 
deliver all the services and solutions Barclays has to offer, 
tailoring them to meet our clients´ needs. Our clients have 
recognised the value of this approach and are rewarding us 
with great partnerships. 

FOM: You’ve been the Global Head of Family Office for just 7 
months, managing the wealth and investments of the most 
affluent families across the world. What have been some of 
the biggest learnings and challenges of the role?

ED: Private Banking has always been a challenging business.  
The world’s most affluent families have access to the very 
best products and services. Therefore, we are committed to 
bringing each of our clients something of value at every op-
portunity. Delivering great content and sharing our insights 
around sustainability and the innovative companies of today 
and the future as well as the power of one bank, one Barclays 
sets us apart. We have the in-house expertise to address the 
unique needs of each of our family offices. 

FOM: What are the biggest differences you see between the 
younger and older generations within family offices? What 
are the solutions to any conflicts you may encounter, and 
what are the shared goals?

ED: Barclays Private Bank recently released a comprehen-
sive piece of research called Smarter Succession, looking at 
how families deal with wealth transfer issues between the 
generations and how to build trust. Different generations 
are influenced by their own education, family, travel and life 
experiences in ways that shape their values and outlook on 
life – it can be a challenge to resolve inter-generational con-
flicts that arise. Still, I am a big believer in gathering the fam-
ily together to set out their principles in managing the family 
wealth and the values they wish to uphold in the form of a 
family charter. Done well, this can give structure and pur-
pose to the family office for generations to come.

Barclays Private Bank, part of the British universal bank Bar-
clays, has been supporting clients and driving innovation 
since 1690. From wealth protection to wealth generation, 
we deliver bespoke banking, credit and investment solu-
tions, tailored to meet our clients’ specific, and often com-
plex, needs.

We are an international team, covering clients in more than 
70 countries. With a diverse and dispersed global client base, 
we offer products and services across multiple platforms and 
offices in key financial centres, helping our clients unlock the 
full potential of their wealth.

Drawing on the innovative heritage of Barclays, we have 
developed capabilities to service all financial objectives and 
holdings. We have a strong track record of investment per-
formance and we can leverage Barclays infrastructure, con-
necting our clients to a broader offering, including our lead-
ing Investment Bank and Corporate Bank.

www.privatebank.barclays.com
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ROLEX SUBMARINER

Rolex is introducing the new generation of its 
Oyster Perpetual Submariner and Oyster Perpetual 
Submariner Date, watches that exemplify the historic 
links between Rolex and the world of diving. Both 
timepieces now feature a redesigned, slightly larger 
41 mm case – whose profile is highlighted by the 
light reflections from the case sides and lugs and are 
fitted on a remodelled bracelet. They are equipped 
with  movements at the forefront  of watchmaking  
technology – the Submariner with calibre 3230, 
unveiled by the brand this year, and the Submariner 
Date with  calibre 3235, offering  both time  and date 
functions,  and used in the Submariner range for the 
first time.

True to its aesthetic heritage, the new Submariner in 
Oystersteel has a black dial and rotatable bezel with 
matching Cerachrom insert. A yellow Rolesor version 
(combining Oystersteel and 18 CT yellow gold) of 
the Submariner Date presents a royal blue dial with a 
rotatable bezel and a blue Cerachrom insert.

Two versions of the Submariner Date, one in 
Oystersteel and the other in 18 CT white gold, bring 
distinctive colour combinations, with the dial and 
Cerachrom insert in different hues. The first watch 
blends a black dial with a green bezel, while the 
second proposes a black dial and a blue bezel.

Like all Rolex watches, the Oyster Perpetual 
Submariner and Submariner Date carry the 
Superlative Chronometer certification, which 
ensures excellent performance on the wrist. The 
creation of the Submariner is closely linked to the 
development of deep-sea diving. In the early 1940s, 
the exploration of the deep marked a significant 
turning point with the advent of scuba diving. At 
the time, Rolex played an important role in the 
development and manufacturing of water- proof 
chronometer wristwatches, thanks in particular to 
the Oyster case, patented in 1926. 

As the brand wanted to create a watch that met divers’ 
practical needs as closely as possible, in the 1950s it 
began an experimental process that involved many 
successful collaborations with diving pioneers. The 
experiments carried out and subsequent technical 
advances led to the introduction in 1953 of the 
Submariner, the first divers’ wristwatch waterproof 
to a depth of 100 meters (330 feet).
 
Just a year after its launch, the waterproofness of the 
Submariner was increased to a depth of 200 meters 
(660 feet). The watch was soon fitted with other 
technical innovations, such as a luminescent disc 
on the hour hand to clearly distinguish it from the 
minute hand, and a crown guard.

WWW.FAMILYOFFICEMAG.COM

OYSTER PERPETUAL

In 1969, Rolex unveiled the Submariner Date, 
adding the date function. Its waterproof- ness, then 
guaranteed to 200 meters, was extended in 1979 to a 
depth of 300 meters (1,000 feet). The waterproofness 
of the Submariner achieved the same depth in 1989.
Over time, the appeal of the Submariner and 
Submariner Date has extended well beyond the 
marine world. With their proven performance, these 
tool watches have become archetypes of the action 
watch on land as underwater. 

When diving, being able to read the time with 
absolute certainty is a matter of survival. Therefore, 
the dial of the Submariner and Submariner Date is 
designed to be clean and unambiguous. The hour 
and minute hands, clearly differentiated in size and 
shape, and the hour markers in simple geometric 
forms – triangles, circles and rectangles – enable 
instant and reliable reading, preventing any risk of 
confusion underwater.
 
The Submariner and Submariner Date also feature 
a Chromalight display: the hands and hour markers 
are coated or filled with a luminescent material that 
emits a long-lasting blue glow in dark conditions. On 
the bezel, the triangular zero marker is also visible 
in darkness thanks to a capsule containing the same 
luminescent material. 

Rolex played a pioneering role in the development 
of special ceramics for creating monobloc bezels and 
bezel inserts. Not only are these materials virtually 
scratchproof, their colours are also of a rare intensity 
and are resistant to environmental effects. Rolex 
has developed exclusive expertise and innovative 
manufacturing   methods that grant it complete 
independence in the production of these ceramic 
components.

On these versions of the Submariner and Submariner 
Date, the unidirectional rotatable bezel is fitted with 
a 60-minute graduated Cerachrom insert in black, 
green or blue ceramic that allows divers to confidently 
monitor their dive times. The moulded, recessed 
graduations and numerals are coated with platinum 
or yellow gold via PVD (Physical Vapour Deposition). 
The bezel’s knurled edge offers excellent grip, to 
comfortably set dive time even when wearing gloves. 

A paragon of  robustness  and reliability, the Oyster 
case of the Submariner and Submariner Date is 
guaranteed waterproof to a depth of 300 metres  
(1,000 feet). Its middle case is crafted from a solid 
block of Oystersteel,  a particularly corrosion-
resistant alloy, or from 18 ct white gold.

www.rolex.com



Few could have predicted the events of 2020 and 
the impact this would have on global markets, but 
family offices can be very nimble and have been able 
to pivot and adapt faster than most and as a result, 
many are succeeding where larger corporations in the 
wealth management sector have failed. Family offices 
are more nimble and therefore more resilient, but 
they are not immune to the effects of the pandemic 
or other challenges of this scale and therefore they 
must harness the power of ‘Compound Talent’ to 
protect future generations and ensure the long term 
prosperity of the family’s financial and physical 
assets.
 
Einstein believed that compound interest was the most 
powerful force in the universe, and is often quoted 
as saying “Compound interest is the 8th wonder of 
the world. He who understands it earns it; he who 
doesn’t’, pays it.” But at the Somers Partnership, we 
humbly disagree. Instead, we believe in the power of 

Compound Talent and that attracting and investing 
in talent early is the key to protecting the long term 
interests of your family office.
 
Your family office needs uniquely talented individuals 
who have the right balance of IQ versus EQ (emotional 
quotient) and thrive at being self-led whilst being 
adept at mediating between several stakeholders, to 
get you through these turbulent times and ensure you 
emerge stronger, more adaptable and future-proof 
as we brace ourselves for the aftermath of Covid and 
beyond. 
 
Staff your family office with the right talent
When making staffing decisions, there can be a 
tendency to recruit from your existing network 
and to hire known, experienced but unambitious 
professionals who know the industry well and have an 
average track record. These are the safe candidates. 
They are reliable and they get the job done, but how 

Building Family Offices Globally 
interests. Sadly, some families are being forced to fast 
track succession planning in response to the pandemic, 
particularly those with ageing Principal’s who are 
concerned about catching the virus or may already be 
suffering from it. Family offices all over the world are 
facing the prospect of having to educate an entirely 
new generation on the effective management of the 
family’s financial and physical assets. 
 
Often, this succession planning is where problems 
begin to arise because Gen 2 and above may not share 
the aspirations and goals of the current Principal 
and may want to steer the family office in a different 
direction. You need a team in place who can offer 
impartial advice to multiple generations and balance 
their different needs, often mediating between family 
members to ensure an agreeable solution is found and 
actioned. 

Staffing your family office with the right talent now will 
ensure it is more adaptable and ready to face these 
challenges. Bringing in new ideas and perspectives 
may also help to win over younger generations who 
perhaps feel undermined by the old guard who was 
chosen by their predecessor.  Ideally, family offices 
will find a balance between the experienced team who 
have steered the ship through Covid and other storms 
and hiring fresh talent who can help forge a new path 
that is future-proof and ready for whatever 2021 may 
bring.
 
We are currently in one of the best-hiring markets for 
a decade and with this in mind, we urge family offices 
to take this opportunity to consider the positive impact 
of Compound Talent to improve and up-skill the talent 
bench for this generation and the generations to come. 
 

www.somerspartnership.com

much real value do they add to your family office? 
At the Somers Partnership, we call these individuals 
‘the Lawnmowers’, they maintain the status quo but 
they never innovate. These candidates are not suited 
to the complex world of family offices, where the 
ability to adapt quickly, push boundaries, mediate 
and advise on complex and often challenging issues 
is paramount. 
 
Instead, family offices would benefit hugely from 
hiring more ambitious, motivated Rainmaker 
candidates who set themselves high standards and go 
the extra mile, who have more to prove and more to 
strive for and will be fiercely loyal to the family. They 
may have less experience but if you invest in them 
early, you can incentivise them, mould them and reap 
the benefits for years to come. These Rainmakers 
deliver what we call Compound Talent.
 
Just like compound interest, the earlier you can 
hire high level talent, the better. There is a strong, 
positive correlation between hiring top talent early 
and their profitability over time. The cumulative 
effect of investing in these talented professionals 
and embedding their drive and innovation cannot be 
understated.
 
Benefit from the ROI on effective recruitment
ROI is exceptionally high on good recruitment and 
we firmly believe that our services have the power 
to change the trajectory of the family offices we work 
with. We specialise in connecting our clients with the 
limited talent pool of the top 10% of candidates in 
the industry, conducting global searches to identify 
new untapped talent pools. Often, the less obvious 
choices can be the game-changers for your family 
office, because the best family office employees are 
often cut from a different cloth in order to excel in 
the unique skill sets required.  We believe in long-
term investment in individuals as a way to ensure 
consistently high, cumulative returns. Our method 
has been proven to increase the long term security 
and profitability of family offices who hire our hand-
picked professionals over all the others.  Protect your 
future generations by hiring the right talent now One 
of the greatest challenges faced by family offices in 
the wake of Covid, is preparing the next generation 
to take over the family office and other business 

By Mark Somers  Founder of the Somers Partnership
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FAMILY OFFICE INSIGHTS
by Arthur Andrew Bavelas, Founder of BavelasGroup Family Office

Arthur Bavelas 
The Bavelas Group

In the context of the Family 
Office Insights platform I’ve 
built up and run for many years, 
facilitated by my enterprise 
and family office, The Bavelas 
Group, it’s clear to me that 
family offices and providers 
that serve such families always 
have the same two basic 
questions for me, year after 
year, decade after decade, 
regardless of where we are in 
the market cycle. Bull market, 
bear market, frothy market, 
etc., it doesn’t really matter.

What are other family offices 
investing in? 

AND

What do other family offices think 
about said asset class, trend, 
technology, political scenario, 
family governance issue, [topic of 
the minute]?

Every family office wants to know 
what other family offices are doing. 
They want to convene with and learn 
from their peers. They want access 
to good opportunities that have 
not been pick over or passed on by 
everyone else. Families want to see 
compelling legitimate deal flow, not 
deals that have been sucked dry by 
others (sponsors, funds, brokers) or 
that carry too much friction or risk 
to make any investment sense.

This is why I created  The Bavelas 
Index (TBI)™ Family Office Investor 
Sentiment Index™, to analyze real 
time and historical “difficult to 
source data” from public and private 
resources, to create a credible 
sentiment index for trends that are 
important to family offices, private 
investors, institutional investors, 
entrepreneurs, private and public 
companies, data providers and 
those who serve family offices.

The index aggregates opinion, 
advice, data, blogs, social media, 
trends, private and public websites 
for all asset classes, rolled up to form 
a Family Office Investor Sentiment 
Index™ which will be comprised 
of asset class specific indices (and 
metrics). 

The Bavelas Index (TBI)™ Family 
Office Investor Sentiment Index™ 
will seek to provide an aggregate 
of trending data, information, 
and analysis to assist those in 
the family office investing sphere 
who need an additional touch 
point when making good business 

and investment decisions, with 
no conflicting agenda. When 
utilizing such streamlined opinions, 
advice, sentiment, and trending 
data, combined with one’s own 
anecdotal data and fact patterns, 
it is quite likely that there will be 
an exponential increase in the 
probability that one will make a 
more well-rounded and informed 
decision.

Single family offices prefer to learn 
from and convene privately with 
their peers, one-on-one and/or in 
small groups organized privately. 
Why is this? Single family offices do 
indeed give credence to learnings 
from the traditional sources (i.e. 
advisors, conferences, webinars, 
and published reports and the like). 
However, intelligence gathered 
from peers replete with personal 
anecdotes tends to be more highly 
prized. One of the reasons that 
learning from peers is preferred, is 
simply that those who are not peers 
often have conflicting agendas 
and biases, and their advice quite 
frequently does not spring from first-
hand experience. With non-peers, 
the agenda is often obfuscated. 
This can create unnecessary risk for 
a family, and above all potentially 
waste the only asset we cannot 
create more of: TIME. 

EVERYONE HAS AN AGENDA! Even 
your peers. 

However, the agenda of your peers 
is more likely to align with that of 
your own. While the problems and 

challenges of those who have hundreds of millions 
and billions of dollars are often the same as everyone 
else’s problems, let’s be frank, having massive amounts 
of money causes complexity that is idiosyncratic and 
specific to others with the same asset level. There are 
only a few people in your world who you can count on 
to get a straight answer. It is often those who have lived 
through similar challenges in real life, that present the 
most credible solutions.

While The Bavelas Index (TBI)™ Family Office Investor 
Sentiment Index™ will not seek to replace peer learning, 
it will seek to provide a “no conflict” aggregation 
of trending data, information, and analysis to assist 
those hoping to make well-considered business and 
investment decisions. 

To be clear, The Bavelas Index (TBI)™ Family Office 
Investor Sentiment Index™ is a for-profit enterprise 
and will seek to make money. However, it will be super 
transparent that the profit be will be derived from 
subscription revenue, not from transactions or success 
fees. 

Too many attempts have been made to aggregate such 
data, claiming to seemingly do one thing, while only 
really wanting to do another, without disclosing the real 
agenda. What a waste of everyone’s time. 

Pre-COVID there were approximately 20 credible 
family office organizations that conducted in-person 
gatherings. Even though many family offices did not 
attend such events in person, they would often enough 
either send a proxy, or glean what they could from 
published/distributed information associated with such 
events.

However, the most valuable information was and is 
still the private conversation with a peer that has 
experienced the horror, or pleasure of addressing 
similar life challenges. 

The myriad of limitations presented by worldwide social 
distancing has further illuminated the opportunity to 
gather to obtain credible information. When opinions, 
advice, sentiment, and trending data are accessed 
and combined with one’s own anecdotal data and fact 
pattern, it is quite likely that there will be an exponential 

increase in the probability of making good decisions 
and so I put forward this index initiative to help those in 
the family office space I’ve inhabited for years. 

During unique times like these, families require 
objective trustworthy touchpoints and varied views in 
accessible format, so stay tuned for The Bavelas Index 
(TBI)™ Family Office Investor Sentiment Index™!

Arthur Andrew Bavelas, Founder of BavelasGroup 
Family Office, Family Office Insights, Arthur’s Round 
Table Series, Family Office Funding Challenge, Global 
Business Network  & The Family Office Impact Summit

As a globally recognized entrepreneur, author, and 
family office investor. Arthur Bavelas is a pioneer in 
developing one of the first private opportunity review 
networks, Family Office Insights, for investors within the 
family office community.

Fostering a collaborative method of evaluation and 
delivering a more efficient potential investment 
pipeline, Family Office Insights initiates timely peer-to-
peer review of limited access investment opportunities.

Driven by dissatisfaction at lack of choices for 
private capital allocation, he founded Family Office 
Insights in 1998 to provide meaningful access and 
engagement opportunities for active, socially conscious 
entrepreneurs and wealth managers.

Mr. Bavelas draws upon his own experience founding, 
building and exiting a successful technology startup 
to evaluate current opportunities that often feature 
innovative intellectual property, bridge customer/
market access, or solve some of the world’s most 
daunting challenges. 

As a founder of The Family Office Impact Summit 
and other impact efforts, Mr. Bavelas seeks to raise 
awareness and provide open access to technologies and 
innovation to effect societal and environmental change. 
He frequently speaks about wealth preservation, the 
new economy, entrepreneurship and legacy investing. 
His has co-authored several books and has been 
published in The Wall Street Journal, Bloomberg, and 
many others. 

www.bavelasgroup.com
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ROLLS
 ‘LIGHTS UP’ 
ROYCE

“Neon Nights is a vibrant trilogy of Rolls-Royce Black Badges, 
whose inspiration come from nature. The newly developed 
Bespoke paint is applied to the Black Badge variants of Wraith, 
Dawn and Cullinan - the darker and edgier ‘enfants terribles’ 
of the Rolls-Royce family”

Any pre-conceived notion that Rolls-Royce’s Black Badge variants all 
have to be black is comprehensively laid to rest by the super-solid 
Neon Nights colours.

Created initially for clients in the United States, three further iterations 
of each colour are available for commission worldwide, making a 
limited run of just four of each colour. Comprising here of Wraith, Dawn 
and Cullinan Black Badge, each in a different hue, inspiration comes 
from the natural world. 

Wraith Black Badge is finished in Lime Rock Green, a near-luminous 
hue naturally bestowed on the Australian green tree frog, which Rolls-
Royce Bespoke Paint Specialist Sami Coultas first encountered on a 
trip to Tamworth, north of Sydney. The interior is swathed in Scivaro 
Grey leather, with Lime Rock Green accents in the form of stitching and 
piping. 

The striking Eagle Rock Red created for this Dawn Black Badge mimics 
the flowers of ‘Ōhi‘a lehua, an evergreen tree native to Hawaii. The 
interior is finished in Selby Grey leather with Koi Red stitching and 
piping details. For Cullinan, the Bespoke Collective looked to an exotic 

Rolls-Royce Motor Cars 
is a wholly-owned 
subsidiary of the BMW 
Group and is a completely 
separate company from 
Rolls-Royce plc, the 
manufacturer of aircraft 
engines and propulsion 
systems. 

Over 2,000 skilled men 
and women are employed 
at the Rolls-Royce Motor 
Cars’ head office and 
manufacturing plant at 
Goodwood, West Sussex, 
the only place in the world 
where the company’s 
super-luxury motor cars 
are hand-built.

butterfly, Rhetus periander for inspiration. Known as 
the Periander metalmark, this species is found across 
Central and South America; the vibrancy of its wings 
is faithfully captured in Cullinan’s Mirabeau Blue 
finish. The Arctic White leather interior detailed in 
Lime Rock Green provides a dramatic contrast.  

In all three cars, the Technical Fibre fascia is 
embellished with a spectacular graphic. The paint 
effect provides an intense neon glow and depicts the 
distortion of artificial light with speed. 

The Neon Nights cars follow a suite of Black Badges 
that grabbed headlines at the 2019 Pebble Beach 
event, which saw Ghost, Wraith and Dawn finished 
in Bespoke pastel colours. Such was the demand 
for these cars, the colour palette was embraced 
and developed, inspiring a new and dynamic colour 
palette for Black Badge.

BLACK BADGE FAMILY WITH 
‘NEON NIGHTS’ PAINT TRILOGY 

by Ty Murphy
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by Amanda Gray and Daniel Foley

A classic car is a passion purchase, providing emotional 
and financial investment. But in the era of COVID-19, 
how can buyers safeguard against unexpected legal 
issues in their due diligence? 

The pandemic has reshaped established market 
standards and raised questions about the applicable 
law. As a result, it is important to ensure the acquisition 
process is legally crash proof. Amanda Gray and Daniel 
Foley of law firm Mishcon de Reya take a look at the 
common trends.

Condition, restoration and authenticity
Current travel restrictions and lockdowns are clear 
barriers to conducting a car inspection. It may be 
necessary to investigate a car’s authenticity, condition, 
restoration, road worthiness, mileage, or to confirm 
that physical issues are not concealed, for example, 

where rust or rot has been painted over. Buyers 
should calculate estimated running and restoration 
costs in cases of long term investment or if a car has 
been stored statically but now intended to be made 
roadworthy. 

It is difficult to satisfy these checks via a computer 
screen, especially if a car has been photographed 
favourably (or not at all). Virtual reality and other 
technologies are unlikely to provide concrete answers. 
It is important to carry out an independent condition 
report prior to purchase. Or check if there is a refund 
or warranty period after the sale, with enough time 
for inspections (including reasonable allowances for 
pandemic related delays). 

It cannot be assumed that an agent (e.g. a dealership or 
auction house) has already conducted such checks. An 

CLASSIC CARS AND COVID-19
LEGAL DUE DILIGENCE

Where the seller is a trader (such as a dealership 
that owns a car outright), consumers usually have 
rights to receive certain information and can cancel 
the contract, return the car, and receive a refund 
within 14 days of receipt of the car. Additionally, any 
unfair contract terms may be struck out as invalid by 
a court, for example, where responsibility is placed 
on a consumer to conduct impractical due diligence 
and all seller or agent’s liability is disclaimed. Even 
some of the most institutional agents’ T&Cs may not 
have been adapted to COVID-19 and may be unfair 
and inflexible.

These consumer protections do not apply to 
purchases from a private individual, whether directly, 
at auction, or via a dealership’s “sale or return” 
agreement where the seller is an individual. They 
also do not apply to second hand goods (including 
classic cars) purchased at “public auction”, regardless 
of the seller type. But where auctions are virtual due 
to COVID-19 these will likely be classified as “online 
only” sales and consumer rights may apply if the 
consignor is a trader. 

Due diligence processes are clearly compounded by 
the complications of COVID-19. The underlying take 
away is to clarify matters with the seller or agent in 
writing, conduct appropriate checks and consider 
taking independent legal advice.

Amanda Gray is a Partner in Mishcon Private and has 
specialised in Art Law for over 13 years, developing 
in parallel the complementary specialism of Luxury 
Assets. Praised for her specialist knowledge and 
astute solution based approach, Amanda assists 
clients, including collectors, dealers, auction 
houses, artists, public and private institutions and 
foundations, with a broad range of contentious and 
non-contentious issues.

Daniel Foley is an Associate in Mishcon Private with 
a specific interest in Art Law and Luxury Assets. He 
acts for high profile and high net worth individuals, 
families and businesses operating within the art and 
cultural property market, across a wide range of legal 
issues, including disputes involving classic cars. 

online catalogue or lot entry may omit certain issues. 
Typically, auction houses will trade on terms that 
exclude liability; “caveat emptor” or “buyer beware” 
is writ large. It is important to raise questions and 
obtain answers in writing before making a purchase. 
If any express representations (statements of fact) 
are made, buyers should ensure they are intended to 
be incorporated into the purchase contract.

Restoration and replacement of car components 
can have a significant impact on the value of a car. 
A heavily restored car could still be authentic (in 
some cases certified as such) but not original (the 
“Ship of Theseus” or “Trigger’s Broom” scenario). The 
percentage of original components will affect the 
rarity and value of the vehicle. Too often authenticity 
and originality are confused in the mind of the 
acquiring party, later to their detriment. 

Ownership
It may seem obvious, but buyers should check that 
a car can be legally sold, i.e. that good, clear title 
free from encumbrances will pass. This may prove 
difficult online. Ideally, full copies of ownership 
documents should be obtained, for example, previous 
contractual documents and provenance information. 
Whilst a vehicle registration certificate (V62 or “log 
book”) might confirm the registered keeper, it is not 
always the same as ownership. 

If ownership cannot be proven, a warranty backed 
with an indemnity should be obtained from the seller 
that they hold good title to sell the car (or have the 
authority to do so on behalf of the owner),  and that it 
is not sold subject to any encumbrances, for example, 
outstanding financing arrangements or other third 
party rights or liens. 

Private sale, dealership or auction 
Cars are usually purchased via private sale or through 
an agent such as by auction (whether private treaty 
sale or public auction). Each involve different legal 
relationships and protections. It is important that any 
acquiring individual familiarises themselves with 
the contractual terms and conditions of business 
(T&Cs) that govern their potential acquisition. They 
should also project themselves forward to consider 
terms applicable to possible post-purchase issues.  
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Flying Fox wins World Superyacht Award 
“Best Displacement Motoryacht 5000 GT and above”

LURSSENYACHTS

After moving the Awards ceremony from May to 
September at first, and then finally to November, the 
organizers were forced by the pandemic to create 
a digital event to honour the winners of this year’s 
Awards. Boat International put together an incredible 
online ceremony which was attended by hundreds 
of guests of the industry and many yacht owners 
around the globe. Since Flying Fox is quite a bit larger 
than all her fellow nominees in the same category, 
the judges decided to put her in a new category: 

“Best Displacement Motor Yachts 5000 GT and 
above”.  The judges considered Flying Fox to be an 
exceptional vessel not only in technical achievement 
but also for her owner and guest facilities, interior 
layout and extreme high quality of construction. “It 
was clear that Lürssen had striven for perfection.” 
said the judging panel.

Shipyard Managing Partner Peter Lürssen says: “We 
are thrilled that Flying Fox won the World Superyacht 

Award. Building Flying Fox was a great challenge 
and we are very proud of this achievement. Flying 
Fox has set new standards in the yachting industry.” 
The transversal 12m swim pool is a unique feature 
of Flying Fox and it is the first time this has 
been realized on a yacht. It required extensive 
calculations and testing in order to be functional 
both while under way and at anchor. The pool 
allows the swimmer an infinity view on the sea over 
the whole aft end of the ship.  Another highlight 
on board Flying Fox is the spa area which has a 
grandeur and an expanse never been seen before 

on a yacht and offers the owner and guests a truly 
extraordinary and luxurious experience.

“My gratitude goes to the Owner for entrusting 
Lürssen to create this wonderful floating work of 
art as well as to the team of Imperial Yachts and the 
designers who all did a tremendous job. Without a 
good team spirit, such a complex project cannot be 
realized to the satisfaction of the client,” says Peter 
Lürssen. 

www.lurssen.com
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GP TRENDS
More than half of private equity professionals believe 
that the economic fallout of the COVID-19 epidemic will 
be worse than the 2008-9 Global Financial Crisis, even 
as public markets have rebounded, according to the first 
detailed survey of the private equity fund management 
executives since the first European and US lockdowns 
were implemented in March.

The research, which analyses more than 400 responses 
from private equity professionals around the world 
and will be released in full as part of Investec’s annual 
GP Trends survey, identified and quantified how the 
industry is responding to the crisis so far.
 
Maximising liquidity
One of the most immediate responses that private equity 
funds took in response to the crisis was to maximise the 
liquidity available to them, first at portfolio company 
level and now, increasingly, at the fund or GP level.
 
Half of those surveyed (50 per cent) have already drawn 
down on all forms of portfolio financing options, such 
as revolving credit lines. A further 16 per cent plan to 
do so by the end of September.
 
A quarter (26 per cent) have already arranged additional 
portfolio financing, with an additional 41 per cent 
expecting to do so soon. Just under a third (29 per cent) 
have arranged financing at the GP or fund level or plan 
to do so in the short-term.
 
Callum Bell, Head of Growth and Leveraged Finance at 
Investec, said:  “In the current environment, there is, 
understandably, an increased appetite for borrowing, as 
firms seek to bolster liquidity levels and protect against 

the impacts on the COVID-19 pandemic. Whilst certain 
sectors are feeling the pressure more keenly than 
others, portfolio companies are acting quickly to draw 
down on financing arrangements, regardless of the 
markets they serve. We expect many to require further 
capital, later in 2020.”

The research also revealed a move away from unitranche 
funding (down from 32 per cent to 28 per cent since the 
COVID-19 outbreak) in favour of syndicated lending, 
with 34 per cent of GPs using syndicated loans to 
finance portfolio acquisitions, up from 21 per cent.

Changing plans
While funds have acted decisively on financing, 
fundraising plans at many firms have also been 
significantly affected. One-third (33 per cent) of GPs 
that participated in the study already have or expect to 
suspend or postpone fundraising for their next fund. This 
cautious approach to asking investors for new money 
is partially reflected in the attitudes to drawdowns and 
other capital calls for current funds, as due diligence 
becomes practically challenging and LPs prefer to delay 
commitments. 17 per cent of respondents already have 
or expect to suspend the investment period of one or 
more funds.
 
Jon Harvey, Head of Relationship Management at 
Investec’s Fund Solutions team said: “The 10 year 
anniversary of our GP trends report has produced striking 
insights across a variety of topics. The perception of the 
impact of COVID-19 among GPs is very different to the 
response we’ve seen in the pubic markets. For private 
equity, we’ve seen the market change from a sellers’ 
market to a strong buyer’s market with an expected 

• 83 per cent do not expect to make an exit within next 12 months
• A third have suspended marketing for their next fund or expect to do so
• Industry enters buyer’s market, with 73 per cent expecting returns from 2020 vintage deals 
to be at least as strong as the 2010 vintage

PRIVATE EQUITY PREPARE FOR CORONAVIRUS FALLOUT

slowdown in exits.  The findings of this year’s report 
support the conversations we’ve had with our clients – 
with the delay to exits, there’s an increasing appetite 
for GP financing structures to help with future fund 
commitments.”
 
The data also highlighted a potential challenge for GPs 
raising their next funds. Personal commitments typically 
add up to around two to four per cent of the value of a 
given fund, and more than a third (36 per cent) expect to 
use carry to fund this significant personal commitment. 

The research shows that, in the COVID-19 environment, 
83% of GPs do not expect to make a portfolio exit 
in the next 12 months. As a result, carry is likely to 
be materially delayed, if not reduced or wiped out, 
meaning GPs and their teams will have to come up with 
other ways to meet those commitments. 
Adjusting expectations

The industry has made significant downward 
adjustments to return expectations.
 
Prior to the impact of COVID-19 being felt, 90 per cent 
of respondents expected returns over the next two 
years at their own firms to perform at least as well as 
2019. That figure has fallen dramatically, with 58 per 
cent of GPs now expecting returns over the next two 
years to be worse than in 2019.
 
In fact, the industry now finds itself in a buyer’s market: 
17 per cent expect this to last 12 months or less, and 61 
per cent expect it  to last for between one and two years. 
Before the crisis hit, GPs had a very different view, with 
76 per cent expecting what was then a seller’s market to 
last more than 12 months. 
 
This has led to a significant recalibration of expected 
returns. Prior to the impact of COVID-19, only a quarter 
(25 per cent) of GPs expected returns from 2020 vintage 
deals to be at least as strong as 2010 vintage deals. 

After lockdown, that proportion tripled to 73 per cent, 
highlighting the industry’s ability to buy discounted 
assets.

About the research
Now in its tenth year, Investec’s GP Trends survey 
provides a detailed view of the state of the private 
equity funds market, surveying hundreds of GPs on 
subjects including expected returns, career progression 
and diversity.
 
For the 2020 edition, Investec worked with MJ Hudson to 
survey approximately 400 private equity professionals 
between February 4th and April 24th. Additional 
questions were added to the survey, during the process, 
to capture COVID-19’s impact on the industry. Online 
questionnaires were supplemented with telephone 
interviews, discussing the findings, with key industry 
practitioners. Respondents were based principally in 
Europe (including UK) and North America, but also came 
from Asia, Africa and Australia.

Investec CIB is a division of Investec Bank plc, an 
international corporate and investment bank working 
with growth-orientated companies, institutions 
and private equity funds. Our people set us apart – 
empowered, straightforward and invested in our clients’ 
long-term success. We provide capital solutions, advice 
and ideas, along with bespoke investment solutions 
and access to capital markets. Founded in 1974, The 
Investec Group has grown successfully through its 
client focussed approach and its ability to serve diverse 
and evolving financial needs.
 
This press release is issued on behalf of Investec Bank 
plc. Registered address: 30 Gresham Street, London, 
EC2V 7QP. (Reg No. 489604).  Investec Corporate and 
Investment Banking is a brand name of Investec Bank 
plc, which is a member of the London Stock Exchange. 

www.investec.co.uk
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By Bobby Stover, EY Americas Family Enterprise and 
Family Office Leader and Marcie Merriman, EY Americas 
Cultural Insights & Customer Strategy Leader 

Disruption has come to the family office — but it may 
not be where you think. Gen Z (today’s 12- to 23-year-
olds) is beginning to enter adulthood and is set to shake 
things up.

While generational tension is nothing new for family 
offices, Gen Z is different. Shaped by events like 
Columbine and other school shootings, 9/11 and the 
war on terror, the smartphone, COVID-19 and the rise of 
social media, the intense pressure faced by Gen Z has 
created a diverse group of bourgeoning adults unlike 
any generation we’ve seen before. Family offices need 
to understand this independent, pragmatic and diverse 
generation so they can help Gen Z family members 
successfully assume the family legacy. Here are some 
key points to consider.

Intuitive processes
Gen Z members are true digital natives. Technology is 
ingrained in every aspect of their daily lives, and Gen 
Z’s expectations for what technology should be able to 

do — and the ease with which it should work — exceeds 
the breakneck speed of innovation. Meanwhile, other 
generations are struggling just to keep up with the 
pace of change. This means Gen Z’s expectations are 
at odds with the current reality for many family offices, 
which have often been slower to embrace digital 
transformation. Family offices are often characterized 
by older, legacy systems, spreadsheets and manual 
processes. This is deeply frustrating for younger workers 
and family members. It also means family offices risk 
losing young talent to cutting-edge corporations that 
are embracing the potential of disruptive tech like AI 
and machine learning.

The good news for family offices is that — similar to 
startups — their small size means they can be more 
agile and make decisions without the hurdles and 
bureaucracy common to large public organizations. 
Change can come faster because there’s a direct line of 
communication to the top of the organization and the 
family.

Meaningful communication 
Gen Z has been steeped in a world of increasing 
personalization and customization. Ads and offers are 

EVERYTHING HAS CHANGED
WHAT FAMILY OFFICES NEED TO KNOW 
ABOUT GENERATION Z 

personalized; media and information can be consumed 
on-demand wherever, whenever and however they 
like; consumer goods are increasingly personalized 
to the user’s specific needs; and even medication is 
becoming hyper-targeted.

As a result, younger family members expect family 
office communication platforms to speak specifically 
to their needs. This could come in the form of gamified 
learning tools, short “how-to” videos, and alternatives 
to email and phone to speed up the pace of information 
exchange. 

According to recent EY research , the vast majority of 
Gen Z (80%) uses social media primarily as a means 
for connecting with friends and family. Meanwhile, 
many older millennials, Gen Xers and baby boomers 
are still more comfortable with paper binders, 
information sessions in the boardroom and scheduled 
communications to the whole family.

This poses a conundrum for family offices, who may 
not have yet adapted the resources, technology or 
expertise to tailor education and communication 
to individual family members’ learning styles, 
preferences and interests.

Cultural differences

Over the past several years, we’ve seen growing cultural 
tensions between the generations in the family office 
and the family. Gen Z is used to a casual world and flat 
hierarchies where brilliant businesspeople wear jeans 
and sneakers and reveal their personal lives on Twitter. 
Questioning authority is not just accepted, it’s a basic 
value. Gen Z doesn’t respond well to “Do it because I 
said so.” Instead, they want to know why — and they 
aren’t shy about asking.

This can cause tension with older generations, 
particularly baby boomers, who came of age in an era of 
business suits and strict hierarchical structures. In their 
minds, Gen Z can seem disrespectful or uninterested, 
while Gen Z just wants to be treated the same way they 
see their friends in the corporate world treated.
This difference in attitudes also shows itself in a 
different approach to publicly discussing and taking a 
stand on societal issues. Older family members tend 

to put a premium on privacy. Gen Z chafes against 
these strictures and wants to publicly question as well 
as proclaim their strong principles and spotlight what 
they are doing to further change.

Building understanding and cohesion
How can family offices work to smooth out these 
generational differences?

First, and most importantly, don’t jump into solving 
issues until you understand them. Work to listen, learn 
and understand. Research generational differences 
and explore frameworks that can help you and the 
family understand differences in personalities and 
communication styles regardless of generation. Better 
understanding can, in and of itself, help to bring 
down barriers. And make sure to engage Gen Z in the 
process. Solicit — and then seriously consider — their 
ideas for how to improve processes, communication 
and organizational structures. To the degree possible, 
make Gen Z part of the solution.

Once that understanding exists among the family and 
family office staff, work to encourage communication. 
As much as possible, use the communication methods 
that work best for each individual. Encourage and 
practice flexibility in communication style, preference 
and method. If you’re introducing new ideas and new 
ways of doing things with individual differences in 
mind, you’re more likely to be successful. Regardless of 
generation, people are more receptive when you share 
ideas in a way that makes the most sense for them.

The endurance of the family and its legacy depends 
on generations striving to understand each other and 
aligning on values, vision and direction. As Gen Z — 
a new and different generation — adds its voice to 
the family chorus, understanding and communication 
are the first step to building trust that will last for 
generations.

 Bobby Stover Marcie Merriman 
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2020 vision: a new BlackRock report 
shows how an unprecedented year is 
creating lasting change for insurers 

More than three quarters of insurers say the impact 
of COVID 19 is accelerating their focus on ESG

21st October 2020, LONDON – Global senior 
insurance executives expect to see a significant shift 
in the industry as a result of a year that has seen 
them navigating uncharted waters, according to new 
BlackRock research. The study captures the insights 
of 360 senior executives across 25 major insurance 
markets. In total, the participating companies 
represent investable assets of more than US$24tn 
and encompass two thirds of the sector. 

The survey, now in its 9th year, identified four 
prominent themes that are front of mind for 
insurers following the fallout from the pandemic – 
sustainability, portfolio resilience, business model 
review and technological transformation. These 
trends are also having an impact on insurers’ appetite 
to risk and asset allocation with over 60% of insurers 
worried about negative portfolio performance and 
potential COVID-related pay-outs. 

Nevertheless, nearly half of all insurers say they are 
looking to increase risk exposure over the next 12-
24 months, with alternatives and equities being the 
favoured asset classes. At the same time, the survey 
revealed that insurers are looking to increase cash 
holdings, with many waiting for the right investment 
opportunities.

Prioritising sustainability objectives
The study revealed that 78% of insurers believe the 
COVID experience is accelerating their focus on ESG, 
with a greater emphasis on social and governance 
aspects. Over 50% of respondents have invested 
in specific ESG strategies in the last year. A further 
52% have made ESG a key component of their 
investment risk assessment for new investments 
and nearly one in three (32%) have turned down an 
investment opportunity in the last 12 months due to 
ESG concerns. 

Portfolio implementation of ESG takes many forms: 
reducing carbon intensity of existing portfolios, 
creating portfolio aligned with Paris agreement 
objectives, and, thematic and impact investing with 
insurers looking to embed sustainability across both 
sides of the balance sheet. 

Commenting on the results, Charles Hatami, Global 
Head of BlackRock’s Financial Institutions Group 
and Financial Markets Advisory (FMA), said: “The 
feedback in this year’s study is remarkably consistent 
across the globe. 

The COVID crisis is accelerating structural trends 
in what could be a pivotal year for the industry, 
with sustainability, technology and low interest 
rates as key drivers. Insurers need to reposition 
their businesses and portfolios much faster than 
anticipated, and that also creates opportunity, 
whether it is to get closer to customers or to more 
deeply embed sustainability into their investment 
approach.”

Enhancing portfolio flexibility for resilience
In the face of prevailing uncertainty and prolonged 
low rates, close to 60% are looking to reposition their 
portfolios to combine a focus on higher quality assets 
with more diversification, as well as increasing portfolio 
flexibility with strong governance. Risk appetite is 
remarkably robust with 47% looking to increase risk. 
The macro and market risks insurers are most concerned 
about include geopolitics (57%), asset price volatility 
(64%) and liquidity (58%). Persistent low rates across 
developed markets are leading insurers to embrace 
meaningful allocations to illiquid alternatives and 
higher yielding emerging markets assets.

Anna Khazen, Head of BlackRock’s Financial Institutions 
Group for EMEA, noted: “Resilience and diversification 
are at the heart of insurers’ investment approach, with 
the recent environment re-enforcing the importance 
of both. Whilst we see a continued desire to diversify, 
in particular into private assets, almost two thirds of 
companies are focused on the quality and resilience of 
their credit portfolios, combined with nimbler decision 
making.”

Re-inventing business models
With the pandemic putting an additional layer of 
pressure on an industry already in flux, the near future 
will require management to focus on how they will 
reinvent their business models and where they invest 
to generate profits. Over 60% envisage a more flexible, 
targeted product offering with closer policyholder 
engagement in an environment of low rates. Life 
and multiline insurers plan to prioritise specialised 
pandemic risk coverage (62%) and life insurance with 
an investment focus (57%) over the next two years. 
Business models are also being redesigned to reflect 
the accelerating focus on sustainability.

Patrick Liedtke, EMEA Head of Strategic Clients, 
Financial Institutions Group, commented: “When our 
Global Insurance Survey uncovered ESG as a central 

theme two years ago, many companies were still 
struggling with the concept and what it meant for their 
investment strategies. Today, the global insurance 
industry as a whole is leading a charge on sustainability 
across public and increasingly, private markets and that 
is transforming the ways in which to invest and manage 
risk.”

Technological transformation
Close to 70% of insurers plan to prioritise technology 
as they see it transforming the industry across all 
its dimensions; changing how risk is assessed in the 
context of policies; how yield optimisation is achieved 
for investments ranging from public to private 
markets; how product is distributed to policy holders; 
and importantly, how organisations are run with a 
meaningful portion of their workforce at home. The 
industry can claim remarkable success in conducting 
its business remotely with only 24% of respondents 
reporting technology gaps.

About the BlackRock Global Insurance Survey
The BlackRock Global Insurance Survey, now in its ninth 
year, provides industry-leading insight into the thinking 
and plans of the global insurance industry through 
independently conducted online and telephone 
interviews of senior insurance executives across the 
globe. 

This year’s survey conducted between June-July 
2020 encapsulates the views of 360 senior industry 
executives in 25 markets. Taken together these 
companies represent investable assets of more than 
US$24tn, encompassing two thirds of the sector. The 
associated interactive report, https://www.blackrock.
com/institutions/en-gb/insights/investment-actions/
global-insurance-report-2020, complements the global 
findings with regional results, comments from industry 
peers and insights from BlackRock experts.

www.blackrock.com



27 28
FAMILY OFFICE MAGAZINE WWW.FAMILYOFFICEMAG.COM

By Joe Freeman, Head of Family Office Services, Abbot 
Downing, the Multi Family Office of Wells Fargo

What should you do when you are at odds with the 
family you serve?  They want to sell at the bottom, 
buy at the top, take too much risk, or not take enough 
risk. What if a family spends capital on homes, planes, 
or yachts beyond reason?  What if they refuse to deal 
with issues negatively impacting the family?

The role of the family office executive is to help 
families achieve personal and financial goals. In small 
to mid-size family offices, the family is often directly 
engaged in the office and the structure tends to be less 
institutional in approach and process. This can lead to 
conflict and can strain relationships and capital if left 
unresolved.  Most conflicts can be resolved, but it’s 
important to be prepared to address them, seek help, 
or move on.

The executive is in a precarious place.  There exists 
a duty to address the issue but there are limits to 

how hard you can push.  You may be measured in 
the long run by growth, rates of return, and strides 
toward accomplishing a family’s mission.  Without a 
framework to confront errant family decisions, you will 
be at risk of a fissure in success measures and ensuing 
disappointment.  That decision making framework is 
what we refer to as family office governance.

What to do?  That’s the question when I encounter 
executives who are concerned or unhappy with such 
a predicament.  In the end, the family will do what it 
will, but here are three recommendations for family 
office executives to consider.

Write the narrative.  By the time you are having this 
conversation, it’s too late to prevent the problem.  
However, I’d be remiss not to point out that an 
ounce of prevention is worth a pound of cure.  When 
considering a new opportunity at a family office, look 

CHANGING THE NARRATIVE  

for signs of potential conflict up-front.  Either move 
on or come to an understanding before you ever sign 
on.  Build in yardsticks that account for potential issues 
and establish a framework of governance to minimize 
potential conflict.

For example, if during the interview process you 
notice an inordinate amount of time discussing 
private investments, you should explore the process 
to make private investment decisions, the controls for 
managing and monitoring, as well as the current and 
desired allocation.  It’s far better to be on the same 
page from the beginning.

Change the narrative. Whether upfront or when 
in conflict, communication is key. Documenting 
your concerns and sitting down with the family are 
imperative as early in the process as possible.  The 
key here is not to address the activity, but to address 
the behavior.  Many imprudent financial decisions 
are based on fear:  fear of loss, fear of missing out, 
fear of losing control.  When the immediate issues 
have passed, take time to address how fear or other 
emotions are affecting decisions. 

If your conversation is successful, how do you change 
the process? If it’s decision making, then agree to a 
new governance structure, add independent decision 
makers, or find ways to create separation between 
the emotion and the decision.  If it’s spending, move 
toward budgeting, carve-outs, and an understanding of 
the motivation for the behavior.  This may not solve all 
the issues immediately but will serve as a productive 
starting point.

A recent example is where a family pushes for higher 
cash levels in times of increased volatility.  This year’s 
historic stock market drop and recovery burned many 
families.  The executive left holding the cash often 
owns the decision of when to get back in the market as 
well as the resulting underperformance. 

A new process is needed to address the fear of 
loss.  Creating distance between the family and the 
investment decisions by building in a governance 
process or limiting the timing of policy changes can be 
effective.  

Write yourself out of the narrative.  If you’ve confronted 
the issue without success, you’re left with few options: 
live with it, delegate it, or leave it.  If the conflict can 
be minimized or ignored without forsaking one’s 
ethics or inflicting long-term harm to the mission, 
then expressing yourself and dropping it may make 
sense.  The ideal resolution is one that helps the family 
see the missed opportunity, risk, or problem without 
making it about you.  

If resolution is required but you can’t reach agreement 
with the stakeholders, then perhaps an intermediary 
can help.  Outside advisors, an advisory board, or other 
family office staff may intervene with fresh perspective 
and help negotiate agreement.  Formal arbitration 
is rare in a family office but could be useful in more 
institutional settings.  An intermediary can break the 
impasse while preserving harmony.

A final example is the family who hires you to lead 
but continually undermines your efforts. Once you 
have confronted the family, what do you do when 
they persist?  If you are able to accomplish the overall 
mission, then live with it and hope that it mitigates 
as you build trust.  If it’s impeding your success, then 
perhaps another family member can intercede on your 
behalf and address the situation more firmly. 

In the end, the family office executive works at the 
pleasure of the family.  If you cannot resolve the 
conflict, it may be time to write yourself out of the 
narrative.  Agreeing to disagree and moving on while 
on good terms is a respectable course and could lead 
to a solid reference and a lasting relationship.

The push and pull that results from working closely 
with a family typically produces growth of trust. Over 
time, this relational capital will serve you well when 
confronted with conflict.  Then candor and robust 
communication will allow you to face the situation 
directly.  Be prepared to address the emotion, create 
new processes, bring in independent viewpoints, or 
know when it’s time to move on. Fortunately, rare is 
the insurmountable conflict.

www.abbotdowning.com  



There’s a concierge service for virtually every 
moment of our busy lives - luxury parties, private jets 
or a yacht for the Monaco GP perhaps. However, the 
exception seems to be a service for exotic car owners 
and collectors. Many HNW family offices across the 
globe have now very wisely included an exposure 
to luxury assets in their investment portfolios, 
including collectable cars. Hardly surprising, 
they’ve been the best performing asset class over a 
decade until very recently. It’s not just investment 
either, most collectors are also deeply passionate 
about their collections having invested heavily.  
 
Knowing there’s a company dedicated to caring 
for every aspect of owning these cars, that 
can be up to $80m in value makes investment 
ownership a much less complex proposition.   
 
Let’s face it, the automotive world hasn’t exactly 
got the best reputation thanks to exposure of 
more than a few unscrupulous operators. Car-
concierge specialist EMM London offers investors/

collectors the highest levels of integrity, service 
and professionalism, transposed from a lengthy 
career in investment banking by founder Richard 
Hawken and his three colleagues. Problem is the car 
world is unregulated, so it’s easy for collectors to 
be led into a mistake. In a world where provenance 
and history are everything, no stone should be left 
unturned when looking to acquire a collection. 
   
EMM London was recently asked to inspect amongst 
others a multi-million GBP Ferrari fresh from an 
expensive back to metal restoration. The car looked 
immaculate, but the story underneath the glossy 
Rosso exterior was very different. 

During an inspection sophisticated measuring 
equipment is used to build a picture of the car under 
the paint which revealed this particular example 
hadn’t been back to metal at all. The car had over 
1500 microns of paint and glaze on it to give the body 
it’s arrow straight look. Under the finishing glaze 
though wasn’t metal as you’d expect, it was filler. 

After a thorough investigation it was found the car 
was outsourced from the supposed reputable dealer 
to a back-street body shop and simply “made pretty”, 
in the name of maximising profit. 

This method of respray isn’t an issue if that’s 
what’s asked for, but certainly wouldn’t classify 
as properly restored. Problems arise when the 
car is then sold, expectantly at a higher price. 
EMM London may be asked to carry out a full 
inspection on behalf of the proposed new 
owner, which can take 15 - 18 hours to complete. 
 
To maintain maximum value in these collector 
cars requires specialist understanding and 
skills; and not just mechanically. They need to 
be carefully transported, stored in a climate-
controlled environment and presented at the 
top concours events. When it comes to buying or 
selling its worth noting over 70% of exotic cars 
are sold off-market, under-the-radar direct from 
buyer to seller via super-connected independent 
specialist experts, such as EMM London. 
 
The Car Fund
 
Warren Buffet - “be greedy when people are fearful 
and fearful when people are greedy”. Well those 
words haven’t done him or his fortunes badly. The 
Car Fund and luxury car concierge company EMM 
London have been set up to fill obvious gaps in 
the market. There are currently funds for most of 
the luxury alternative asset classes, so a fund for 
collectable cars is needed whilst we traverse the lows. 
 
We are in the midst of a serious buyer’s market in 
the collectable car world, possibly even forming 
the bottom of this downward cycle as early as this 
quarter (Q4 2019). The peak of the last cycle was 
seen late 2015.  The market for collector cars has 
softened further this year exacerbated by a weaker 
than expected Pebble Beach. Even the uber-robust 
top of the market has felt a squeeze, though much 
less dramatic; the super-wealthy collectors are 
able to weather most storms. Despite this to the 
end of 2017, collectable cars were up nearly 340% 
with many investors from private banks, family 
offices and wealth managers having an exposure. 

So why the weakness? 

In short cars, like so many other assets move in cycles 
of 4 to 5 years driven largely by liquidity, which in 
turn is driven by pricing, or perceptions of pricing 
driven partially by the macro effect and opinion 
amongst collectors. There’s a slightly chillier breeze 
on the global growth outlook currently with the 
possible threat of further interest rate cuts to come 
in the biggest economies. Cars being a negatively 
correlated [to the S&P500] asset tend to do well 
into and during a slowdown or recession as assets of 
capital preservation. This was evidenced by the rise 
of values into the early stages of the financial crisis 
in 2007. 

Unlike traditional markets, investors in cars are not 
driven by the herd effect; the reason a person invests 
in a car can be as simplistic as the father effect “my 
dad drove one when I was a kid”. Gauging a person’s 
guiding passion isn’t actually that difficult, but has 
been responsible for passionately elevating many 
car prices historically. The trend is currently towards 
80s and 90s supercars, so think McLaren F1, Bugatti 
EB110, Porsche 959 and Ferrari F50 as the pedigree. 
The 217mph Jaguar XJ220 however has yet to rise 
making it a standout investment favourite and can 
be acquired relatively cheaply…at the moment.   
 
Bid/offer spreads on cars are too wide to execute 
currently, but now is the right time to look potentially 
to acquire the best of the best collector cars; if 
plucky and brave, at a good price too. The real hardy 
collectors are openly testing the water evidenced 
by EMM’s order book totalling well over $100m, in 
a weak market. There is however still the propensity 
for owners to over price cars still, sitting on them 
until the right mental level is reached. Liquidity is the 
driver of price, with wealthy collectors not selling in 
weak markets. 

That same lack of liquidity will eventually drive 
prices higher. Wealthy, psychologically motivated 
collectors end up slowly increasing bids to persuade 
the best metal out of hibernation, and the cycle starts 
all over again.

www.emm.london

AN EASIER ALTERNATIVE ASSET TO INVEST IN?

COLLECTABLE CARS  

By Richard Hawken EMM London Private Office 
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Dassault Aviation showcased its ultra long range 
Falcon 8X flagship and high-performance Falcon 
2000LXS at this year’s edition of the Singapore Air 
Show.

Dassault leveraged the event to highlight its new 
ultra widebody Falcon 6X, currently in development 
with first flight expected early next year. The 6X will 
offer the largest cabin cross-section of any purpose-
built business jet. A full-scale cabin mockup of the 
large twinjet was featured at the static display — its 
first showing in the region.

The 6,450 nm / 11,945 km Falcon 8X has been a 
market leader in the Asia/Pacific since the first 
aircraft was delivered in the region three years ago. 
The 8X can fly non-stop from Hong Kong to London, 
Singapore to Zurich or Beijing to New York, but has the 
versatility to land at restricted airports like London 
City that are typically inaccessible to large business 
jets. The aircraft’s spacious cabin is the quietest of 

any business jet on the market and offers a shower 
option and a large entryway with a certified crew rest 
for very long flights.

The 4,000 nm / 7,410 km Falcon 2000LXS has also 
proven popular with corporate customers in the Asia 
Pacific region. Equipped with full-length inboard 
slats and high-mach blended winglets that enhance 
approach and landing capabilities as well as balanced 
field length, the 2000LXS offers a short-field 
capability comparable to smaller midsize business 
jet models but with a range and comfort level far 
better than that of those aircraft. The airplane can fly 
from Singapore to Sydney or Singapore to Dubai.

Asia Pacific Market Outlook
The Asia Pacific region is also anticipated to be a 
major market for the 5,500 nm / 10,186 km Falcon 
6X, which will be the most spacious, modern and 
versatile twin in its class. “We expect the Asia Pacific 
region to be a major driver for our ultra widebody 

DASSAULT AVIATION
SHOWCASE FALCON 8X, 2000LXS AT SINGAPORE AIR SHOW

Falcon 6X, as it is already proving to be for our Falcon 
8X flagship,” said Dassault Aviation Chairman/CEO 
Eric Trappier. “The region has always been a key 
market for Falcon aircraft, whose efficiency, cabin 
comfort, and safety level are important criteria for 
local operators.”

The Falcon 6X offers a cabin measuring 2.58 m / 102 
inches wide, 1.98 m / 6 feet 6 inches high and 12.30 
m / 40 feet 4 inches long — and will be capable 
of flying directly from Singapore to Paris. It will 
be equipped with a new-generation Digital Flight 
Control System that provides better manoeuvrability 
by controlling all moving surfaces, including a new 
control surface, called a flaperon, adapted from 
Dassault fighter aircraft.

Advanced systems expand Falcon aircraft 
capabilities, productivity and safety
The Falcon 8X, 2000LXS and other top-line Falcons 
are available with a number of advanced systems 
that considerably enhance aircraft capability and 
safety.

These include FalconConnect, a new inflight 
broadband service that keeps passengers fully 
connected at all times, everywhere in the world. 
FalconConnect integrates all cockpit and cabin 
ground-based and satellite communications 
into a single bundled offering, making onboard 
connectivity systems easy to use and consumption 
simple to manage and control.

Falcon aircraft are also available with Dassault’s 
revolutionary FalconEye Combined Vision System, 
the first head up display (HUD) system in business 
aviation to combine synthetic and enhanced vision 
capabilities in a single view. 

This allows pilots to fly approaches in poor 
visibility conditions with an unprecedented level of 
situational awareness providing exceptional safety 
and reliability margins. FalconEye is now approved 
for an enhanced flight vision system capability 
that gives operational credit for poor visibility 
approaches down to 100 ft, greatly improving access 
to airports in all-weather conditions at day or night.

#1 in Customer Support
Dassault’s excellence in customer service was 
recently recognized in two operator surveys 
conducted by Pro Pilot Magazine and Aviation 
International News (AIN), which both voted Dassault 
Aviation the top service provider in the business 
jet sector. Operators cited spares availability, cost 
of parts, speed of AOG service and overall aircraft 
reliability as the major motivating factors in their 
decision.

Dassault has further reinforced its aftermarket 
support with the acquisition of a series of large 
maintenance, repair and overhaul businesses, in 
particular ExecuJet, which have enabled the company 
to expand its company-owned MRO network in 
Asia Pacific, the Middle East, Africa and Europe and 
move closer to operators in these areas. ExecuJet 
MRO Services’ Kuala Lumpur facility is expected to 
become a major hub for Falcon after-sales service.

Dassault also continues to expand backup customer 
support capabilities outside the Asia Pacific region. 
Early last year, the company opened a state of the 
art spare parts distribution center near Charles de 
Gaulle Airport in Paris that will further improve the 
speed and reliability of spares shipments to Falcon 
customers in Asia Pacific, the Middle East, Europe 
and Africa. 

About Dassault Aviation
Dassault Aviation is a leading aerospace company 
with a presence in over 90 countries across five 
continents. It produces the Rafale fighter jet as well as 
the complete line of Falcons. The company employs 
a workforce of over 11,000 and has assembly and 
production plants in both France and the United 
States and service facilities around the globe. 

Since the rollout of the first Falcon 20 in 1963, over 
2,500 Falcon jets have been delivered. Dassault 
offers a range of six business jets from the twin-
engine 3,350 nm large-cabin Falcon 2000S to its 
flagship, the tri-engine 6,450 nm ultra-long range 
Falcon 8X and the new ultra-widebody cabin Falcon 
6X.

www.dassaultfalcon.com
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Airbus Corporate Jets has launched 
the ACJ TwoTwenty business jet, 
creating a whole new market 
segment “The Xtra Large Bizjet. 
”This offer includes for the first 
time a flexible cabin catalogue, 
addressing the requirements of the 
heavy and long-range business jet 
categories.
 
“We are proud to extend the ACJ 
product Family with the launch of 
the ACJ TwoTwenty. The aircraft 
combines intercontinental range, 
unmatched personal space and 
comfort for all passengers. This 
latest technology platform is 
offering unbeatable economics and 
unrivalled reliability,”said Benoit 
Defforge, President ACJ. “Based on 
its compelling market appeal, we 
see a promising demand for this 
aircraft in the growing business jet 
market.”

While occupying the same parking 
space and being able to take 

off from the same airports as 
competing business jets, the ACJ 
TwoTwenty will offer three times 
more cabin space, yet with a third 
less operating costs benefiting from 
the high performance of Airbus’ 
latest A220 Family. The A220 
Family is the quietest, cleanest 
and most eco-friendly aircraft in 
its category, featuring a 50 percent 
reduced noise footprint compared 
to previous generation aircraft, and 
up to 25 percent lower fuel burn.

The ACJ TwoTwenty is a clean-sheet 
design aircraft, based on Airbus’ 
A220-100, featuring advanced 
materials and state-of-the-art 
technologies. The cabin will offer 
two times better connectivity than 
its competitors, a Wi-Fi system across 
all the cabin and latest innovations 
such as electro-chromatic windows 
and LED lighting. The ACJ TwoTwenty 
has an increased range enabling the 
aircraft to fly up to 5,650 nm/10,500 
km (over 12 flight hours), directly 

connecting city pairs like London 
and Los Angeles, Moscow and 
Jakarta, Tokyo and Dubai as well as 
Beijing and Melbourne, benefitting 
the entire A220 Programme.

Comlux with its ACJ-approved 
completion center in Indianapolis 
and proven experience in outfitting 
and upgrading VIP interiors has 
been selected as exclusive partner 
for the outfitting of the first 15 
cabins to the latest addition of 
the ACJ programme. Leveraging 
Comlux’s long standing experience 
in business jet operations as well as 
cabin outfitting, its knowledgeable 
completion team is partnering with 
ACJ’s Head of Creative Design, 
Sylvain Mariat. He is recognized for 
having created the most innovative 
flying experiences.

Featuring unmatched personal 
space with 73m²/785 ft² of floor 
space distributed over six wide VIP 
living areas, the ACJ TwoTwenty 

offers selected interior arrangements and handcrafted 
furnishing. The cabin will allow up to 18 passengers to 
work, share, dine and relax at their discretion thanks 
to its cabin versatility and options suiting their needs 
and taste - all this under the tagline “Reimagine your 
place in the sky…”

Airbus Corporate Jets is putting all its knowledge in 
terms of cabin design into this new aircraft, supported 
by the experience in having delivered already around 
90 cabin turnkey solutions over several decades to the 
most demanding clients all around the world. 

To develop the ACJ TwoTwenty program, Airbus 
Corporate Jet  called on Comlux’s experience in both  
operations and  cabin  layout.  In less than   two   years,   
the   manufacturer  and   the   operator/industrialist 
have  combined their  know-how  to  offer  the  market 
a “turnkey” aircraft.  “The product strategy has been 
to offer a platform with greater autonomy than the 
commercial version of the A220, while at the same 
time having a solid partnership with Comlux for the 
cabin layout,” says Benoit  Defforge.  

For Richard  Gaona,  Chairman and  CEO of Comlux,«this 
partnership allows us to benefit from our experience 
as an operator, particularly in the choice of a layout 
that must be simple to maintain and easy to use». The  
73  m2  cabin,  which  can  accommodate up to  18  
passengers, offers   maximum  flexibility through six  
distinct zones. 

The  interior  design is  the result  of a  long  reflection  
by Sylvain Mariat,  ACJ Head  of creative design.  “For 

the ACJTwoTwenty, there was a real collaboration 
between the designer and the engineers.  Sylvain was 
free to choose to work on his design while taking into 
account the requirements of ease of maintenance 
and installation of the elements,” emphasizes the 
Comlux manager before adding: “This design allows 
us to offer 90 different combinations with a choice of 
three trends: Avant-Garde, Timeless and Quintessence. 
The interior design of the ACJ TwoTwenty features 
new technologies by introducing a control system for 
cabin elements such as sound, image or temperature 
via a mobile application installed on his personal 
smartphone. The goal is to make home automation as 
simple as possible,” says Gaona.

“The TwoTwenty is a key element of the ACJ range,  
“ said the head of  the  ACJ range,  as  it completes 
the  unique  portfolio  of  devices for the  industry.  
In  addition  to the  aircraft  and  its performance, the 
portfolio at ACJ can offer a range of cabin sizes  from 
73m2 for the ACJTwoTwenty  to 300m2 for the ACJ350, 
a must.

To achieve  a range  of 5,650 nm/10,500 km, enabling  
it to fly non-stop between London and Los Angeles, the 
European aircraft manufacturer had  to integrate five 
additional  tanks  (Aircraft Center  Tanks), representing 
5.5 metric  tons  of additional  kerosene compared 
with the original version. In fact, the maximum takeoff 
weight (MTOW) will be increased in order  to carry 
the  extra  fuel, and  to pass the  ETOPS 180   standard  
without   constraint,  without   sacrificing   ergonomics 
and  cabin  space. Incidentally, the manufacturer, which 
plans  to take off its aircraft  in less  than  1,600  m, also  
indicates a 25% reduction in fuel consumption and 
a 50% reduction in noise  compared with competing 
aircraft  already  in service. Images ©Airbus

AIRBUS ACJ TWOTWENTY 
Heidi Carpenter @airbus.com



Dudley Edmunds
opportunities are getting a better and much quicker 
response from the investment boutiques and Family 
Offices than they are from the banks.  This would appear 
to be because, in the main, the boutiques and the FOs 
are more innovative, suffer from less deal crushing 
bureaucracy and are, therefore, capable of a speedy 
response.

However, the speed of response has got to take second 
place to appropriate response, and it is obviously vital 
that the Family Office has the calibre of people in place 
to make an effective and accurate assessment.

With the ongoing issues within the global players, there 
is a good supply of private bankers and wealth managers 
with first-class experience and knowledge looking to 
switch into the Family Office environment. 

All will have the technical ability, and many also have the 
interpersonal skills to survive and thrive within the very 
different environment of the Family Office.  To be quite 
frank, some people are looking to get into the sector who 
have a wider and better experience than those that are 
already there.  

Do you have an ultra-cautious approach, or do you seek 
to be innovative and entrepreneurial?  Can you afford 
to be entrepreneurial?

The ongoing health crisis has highlighted one of 
the significant problems with global private banks 
and wealth managers: a lack of innovation and 
entrepreneurism.  Admittedly,  many would argue that 
these two terms could rarely be applied to some of the 
global banks during the best of times, but the current 
situation has added to the issue.

So, if you accept the idea that the global players have 
too narrow a perspective, then should it influence your 
Family Office? 

Well, I feel the answer is yes!
Sitting on the periphery of the private banking and 
wealth management business and looking firmly 
inwards, I see a catalogue of lost opportunity from the 
big banks.  Partly this is due to lack of innovation at 
the most senior level, partly due to fear of failure and 
partly due to having the ‘wrong’ people in the most 
critical positions.  So, why should the problems of the 
big banks be to the advantage of your Family Office? 

Well, whilst you are not there to compete with the global 
players, you can gain some very major advantages by 
exploiting the negative aspects of their operations.
Assuming that the profile of your Family Office is 
appropriate, then you are very well placed to take 
advantage of the opportunities that the big banks are 
missing.  

My ‘address book’ is both broad and in-depth and I 
frequently find myself in conversation with people who 
are seeking direct investment for projects or markets 
and conversely,  wealth managers from boutiques 
and Family Offices that are searching for appropriate 
investment opportunities.  

Increasingly I find that those with investment 

by Dudley Edmunds

DOES A FAMILY OFFICE PRESERVE 
CAPITAL, INCREASE CAPITAL OR BOTH?

So we are in a situation where the Family Office can 
capitalise and gain much ground.  I am not suggesting 
that the Family Office wants to (and certainly not 
should)  take on the major private banks and investment 
managers but, within the parameters that the FO works 
this is a time of great opportunity.  However, will the 
opportunity be recognised and taken on-board?  By its 
nature, the world of the Single-Family Office is inclined 
to be below the radar and somewhat secretive and this 
is entirely understandable. 

However, if the market is not more transparent, then 
it will find it difficult to locate and attract the calibre 
of person that is required for senior roles.  Indeed, 
when I consider some people within the sector, I really 
do wonder how they got the job and how they have 
managed to keep it (the same can be said, of course, 
for some within the pure-play private banking and 
investment management areas).

Within the given parameters of the individual Family 
Officer, there has to be a degree of innovation, 
entrepreneurism and open-mindedness. I am reminded 
of the old saying about the mind being like a parachute, 
it works better whilst open!   Deciding the focus can be 
an issue especially in a multi-generation office where 
the risk parameters of the older may not run parallel with 
the younger family member:  this is where a competent 

and confident CEO can add tremendous value both from 
a technical and a social perspective.  

The Family Office that is led by a CEO with flair, breadth 
and depth of experience and who is backed up by a 
suitably high calibre team can take advantage of a 
global market that is suffering from a lack of the same 
innovation in the major banks.  The situation is likely to 
remain this way for some time so take advantage of this 
and broaden the perspective of your Family Office. 

A friend of mine, knowing my interest in farming, 
described the situation as the Family Office ‘farming’ 
the market of opportunity.’  It is a good analogy to 
which I would add the advice to ‘make hay whilst the 
sun shines’ and be innovative!

Dudley Edmunds has spent over thirty-five years 
recruiting for and advising private banks, wealth 
managers and family offices. 

He has advised his clients on start-ups outside of the 
client’s own country, bringing in new business areas 
from a geographical, sector and asset class basis and 
the hiring of senior management and top specialists.  
He is known for his expertise with difficult and highly 
confidential assignments.

www.searchint.co.uk
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Joanna Kirby is a managing director 
and David Merton is an associate 
director at Time Partners, an 
investment and strategic advisory 
firm, focusing on private markets 
globally. 

Impact investing is one of the 
fastest-growing areas of finance. 
The Global Impact Investing 
Network estimates the impact 
investing market to be some 
$715bn* as of April 2020, up a 
huge 42% from the $502bn just 
a year before. In this article, we 
outline what impact investing is, 
why its growth will continue and 
how families can use the asset 
class to catalyse change whilst 

at the same time meeting their 
financial objectives.

What is impact investing?
Impact investing is simply investing 
to create a positive output/impact 
in addition to one’s financial goals. 
The 17 United Nations Sustainable 
Development Goals (UN SDGs) 
are typically used to direct and 
measure any impact, we broadly 
classify these as environmentally 
focussed or socially focussed, with 
some additional SDGs that are 
consequential to the two groups, 
such as eliminating poverty. 

An assessment of ESG 
(Environmental, Social and 

Governance factors) is now almost 
always considered in ‘traditional 
investing’ but the degree and 
sophistication of the evaluation 
can vary enormously from 
manager to manager. 

ESG is a means of assessing risk, 
one example is the degree to 
which climate change may affect 
an investment thesis. Impact 
investing takes this a step further 
and requires an additional positive 
impact, using our climate change 
example, this could be to reduce 
or eliminate the carbon footprint 
of a particular process, the success 
of which is measured and tracked. 

Considering long-term themes 
when allocating capital, many of 
which align with goals such as the 
UN SDGs, is an example of value 
creation. Almost all long-term 
investment themes align with one 
or more of the UN SDGs, such as 
funding renewable energy, zero-
emission transport, or advancing 
healthcare. The proverb “a person 
who chases two rabbits catches 
neither” suggests pursuing two 
goals will mean you end up failing 
on both. Impact investing is often 
viewed in the same vein with 

financial goals and impact goals as somewhat mutually 
exclusive concepts - impact coming at the expense of 
return.  We don’t see it that way. Whilst there are many 
‘impact first’ opportunities that do indeed offer lower 
rates of return nearly 70%* of impact investment 
opportunities provide at least market-rate returns. 
This is possible because a lot of the time the rabbits 
are running in the same direction - reducing waste, 
lowering carbon output, or producing better and 
more effective healthcare are all more profitable and 
impactful activities. 

Measurement is key
Unfortunately greenwashing is common as managers 
try to gain a piece of the rapidly growing impact pie. The 
many different impact measurement methodologies, 
guidelines, and interpretations make comparison 
difficult.  In our view, quantitative impact metrics are 
easily identifiable and measurable,  but consideration 
should be given to qualitative metrics to provide 
narrative.  Furthermore, impact should be intentional, 
not incidental.  When considering an impact investment 
opportunity, a thorough understanding of these 
considerations is needed, together with the alignment 
of beliefs between manager and investor. 

Public or private market?
Whilst impact investing spans listed and unlisted 
markets, we believe private markets offer the best 
opportunities with even greater impact. Once a company 
is accessing public markets it is usually of significant 
scale and more focused on quarterly earnings. Private 
markets allow investors to provide capital at all stages of 
a company’s lifecycle with a more direct cause and effect 
linkage between capital input and impact output.   The 
long-term investment horizon, hands-on operational 
approach, and ownership influence are very effective at 
driving change within a business; this active ownership 
is not replicated through shareholdings in public stocks. 
Private markets offer better governance too, given many 
private investments come with a controlling stake over 

the company or asset.  Impact investing is often related 
to new technologies and earlier-stage businesses so 
naturally better suits venture capital and private equity. 

Mobilising capital to effect positive change
Corporate purpose is strongly linked to sustainability 
and impact. Ever-widening wealth disparity, the rise of 
populism and government paralysis on many important 
social and environmental issues mean capitalism can 
no longer solely focus on shareholder wealth.  Milton 
Friedman introduced this concept in the ‘70s and it has 
been at the heart of capitalism since. 

Firms need to create value for their stakeholders, 
expanding the value creation from shareholders to 
employees, customers, and wider society. Companies 
that optimise for stakeholder wealth are less likely to 
see regulator intervention, often have higher brand 
value, and can more easily attract talent. 

Many institutional investors see ESG factors as an 
integral part of the investment process with their focus 
now increasingly turning to impact investing.  Family 
investors tend to be further ahead in this journey, often 
led by the younger generation who see the alignment 
of financial objectives integral with their social and 
environmental responsibility.  

The pandemic has catalysed this, highlighting some of 
the key challenges that need to be addressed like income 
inequality, access to healthcare, and environmental 
issues. We are firm believers in the positive correlation 
between impact and financial return as more people start 
to invest, work, and buy from responsible companies.

The impact investing universe is now large and 
varied, requiring expertise and experience to navigate 
effectively. The consideration of impact offers a lens 
through which to build a portfolio for all generations, 
tackling some of the world’s most pressing issues, 
without necessarily sacrificing expected return. 

USING CAPITAL TO CATALYSE CHANGE FOR YOUR FAMILY’S FUTURE

IMPACT INVESTING
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way ESG considerations and principles are taken 
into account when making investment decisions 
(European Commission, 2020).

Sustainable finance is sometimes referred to as 
green finance, responsible investing, or sustainable 
investing. It can also include areas such as ethical 
investing or impact investing.
ESG principles

Sustainable finance as a concept takes the view 
that considering the ESG aspects when making 
investment decisions leads to increased investment 
in longer-term and sustainable activities (European 
Commission, 2020).

If the objective of a business is to create long 
term stakeholder value, the mechanism to create 
stakeholder value is through businesses that take a 
long-term outlook.

As finance can influence the world we live in, by 
impacting our economies, businesses, and society. 
How we invest, where we invest, and what we invest 

Milton Friedman famously argued in 1970 that the 
only social responsibility of business was to maximise 
shareholder profits and shareholder return. Friedman 
argued that apart from economic development and 
growth, that the purpose of business had no other 
function. He also proposed that any wider social causes 
could be achieved through the business’s profits, but 
only if they were returned to the shareholders to 
allocate to the causes they supported. 

This shareholder theory-based approach has remained 
for decades as the driving ethos and mission for most 
businesses, and the predominant focus for investors. 
However, over the last 5 to10 years there has been a 
shift in the purpose of businesses, and a new focus and 
way of thinking have evolved.

With an emphasis on the importance of positive 
change and creating an impact for now and the future; 
a much broader stakeholder and social contract theory 
approach has emerged while still aiming to maximise 
profits.

In many aspects, stakeholder, and social contract 
theory contrast Friedman’s approach by implying that 
companies are accountable to many stakeholders, 
of which shareholders are just one (Freeman,1984). 
While social contract theory, is based on the view that 
upholding laws that guarantee protection and security 
for everyone including the poorest, is in everyone’s 
interest (Ashcraft, 1971; Rawls, 1971).

This change has been driven through the integration 
and incorporation of Environmental, Social, and 
Governance (ESG) principles, regulation, & taxation 
and the adoption of the UN Principles for Responsible 
Investment (UNPRI, 2006).

Sustainable Finance
This new approach and paradigm for investing are 
characterised by under the term sustainable finance.
Although there is no common agreement, international 
understanding, or standards for the term sustainable 
finance. This widely used term generally refers to the 
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into, can play a major role in both societies and the 
long-term outlook of companies.

Risk to business - business model
How future-proof a business’s model is, will be based 
on its ability to be prepared for changes that may be 
happening in its’ industry, business or externally, now 
and in the future.

Businesses that are unable to adapt, consider or 
integrate ESG issues as a core premise, leave themselves 
open to being extinct.

In January 2020, Larry Fink, chief executive of Blackrock 
the largest asset management company worldwide; 
wrote in his annual letter to the CEOs of the world’s 
largest companies that “Climate change has become a 
defining factor in companies’ long-term prospects.” He 
also wrote “The evidence on climate risk is compelling 
investors to reassess core assumptions about modern 
finance.” and that “In the near future and sooner than 
most anticipate – there will be a significant reallocation 
of capital.”

Sustainable finance transformation
According to a study by Morgan Stanley Capital 
International (MSCI, 2018), ‘Over the next two to three 
decades, the millennial generation could put between 
$15 trillion (GBP £11 trillion) and $20 trillion (GBP 
£15 trillion) into U.S. domiciled ESG investment.’ This 
change is already happening, in 2016, over $22 trillion 
of funds were held under responsible investment 
policies worldwide, up 25 percent from two years 
ago, according to the Global Sustainable Investment 
Alliance.

A recent report by research firm Morningstar 
(Morningstar, 2020), found that in the first quarter of 
the year, investors around the globe poured $45.6 
billion into ESG funds and sustainable sectors. This 
contrasts with $384.7 billion in worldwide outflows for 
the entire universe of assets.

Returns vs Responsibility - Climate change risks
The rise in socially responsible investment could be 
due to the critical environmental issues surrounding 
climate change. The Intergovernmental Panel on 
Climate Change (IPCC) has stated that global warming 
is likely to be the greatest cause of species extinctions 
this century. The IPCC estimates that a 1.5°C average 

rise may put 20-30% of species at risk of extinction. If 
the planet warms by more than 2°C, most ecosystems 
will struggle.

These warnings should not be ignored and make a 
compelling argument for why more capital is being 
deployed to sustainable practices.

The IPCC reports that between now and 2035, about 
$2.4 trillion (GBP £ 1.8 trillion) or around 2.5% of 
global GDP annually needs to be invested in the energy 
system and renewable energy to limit global warming 
to 1.5 °.

Although climate change is one area, it is not the 
only factor. Academic research has also shown that 
firms that consider ESG practices within their core 
also demonstrate characteristics that are positive for 
long-term firm value (Edmans, Li, Zhang 2019). These 
findings are not just restricted to academia. Morningstar 
reinforces this by reporting that businesses that use 
low carbon technologies are more likely to be future-
oriented and that companies focused on employee well-
being are correlated to long term growth (Morningstar, 
2019).
Sustainable business

The argument and reasoning for the transition of a 
business from shareholder theory to stakeholder 
theory is strong. The potential to create long term 
value and make a positive impact through sustainable 
finance creates a new paradigm for investing. The 
statement “The business of business, is business” no 
longer holds true.  As in a more consciously minded 
society, the true business of business is the creation 
of a sustainable, future-proofing, and value-creating 
business for stakeholders and society as a whole.

Elemi Atigolo is co-founder and Managing Director of 
the modern, ESG and responsible investment focused 
firm City Wharf Private Wealth. A London city-based 
boutique wealth management firm. 

City Wharf Private Wealth is an Appointed 
Representative of and represents only St. James’s 
Place Wealth Management plc (which is authorised 
and regulated by the Financial Conduct Authority) for 
the purpose of advising solely on the Group’s wealth 
management products and services. 

www.cwpw.co.uk

 A NEW PARADIGM FOR INVESTING?
SUSTAINABLE FINANCE 
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FAMILY TIES
SUCCESSION PLANNING 

ING BANK

The management of family businesses can often be 
influenced by emotions, particularly when succession 
planning is being considered. The Business Bankers and 
Private Banking teams at ING in Luxembourg are experts 
in partnering with family businesses to ensure a successful 
succession with the best outcomes for the family and the 
business. 

Interview with Michaël Roth, Senior Wealth Structuring 
Manager at ING in Luxembourg and Marc Geib, Head of 
Business Banking at ING in Luxembourg.  

What are the challenges and thought processes family 
business owners  have to consider when handing over the 
family business to a new generation?

The continuation of the family businesses is not always 
guaranteed. For example, in Luxembourg, 70% of SMEs are 
family companies and over half of them don’t have a clearly 
defined succession plan. In our experience, the succession 
process for a family business takes between two to five 
years, therefore planning for the future should happen in 
the present.  There are different approaches to transferring 
a business and, SME owners should closely analyse their 
business from three different angles:
1. Ownership: what is the company’s shareholding 
structure? How interested is the next generation? Are there 
third parties in the company who may be interested? 
2. Governance: considering the rules and roles that 
the family is playing in the day to day business: is the 
company managed by one person or several of the family? 
What is the potential evolution in the short term?
3. Investment structure: is the business a single or 
multiple sector business? , How diversified is the business?, 
Is this the right time to grow internally or externally?
Once the questions and possible outcomes have been 
explored by the current shareholders, potential family 
successors, or managers, the  model will identify the 

challenges to  overcome. The purpose is to develop 
a succession plan for the family business taking into 
account the existing relationships and the emotions 
that may arise when decisions are taken by the family 
members.
 
What role does ING play in company succession 
planning?
ING’s Business Banking teams are a partner of choice 
when preparing the financing for business transfers. 
Our expert knowledge of the market ensures that 
we have our fingers on the pulse in a variety  of 
business development opportunities. At the time of 
a transaction, our expert teams provide first-demand 
bank guarantees for the future buyer. During the 
post-transfer period, we advise company heads and 
shareholders on how to transfer their assets, on the 
creation of additional income or the financing of new 
projects and, increasingly, on life projects.

Others organise the transfer inside the family, and in 
this case, bank financing is often more asset and family 
based. In Luxembourg, the plethora of tools available 
to separate powers and capital is required for some 
European families to distinguish between the different 
roles. A Private Equity investment fund could also take 
part in a transaction to provide more flexibility, develop 
opportunities or alleviate tensions within the family. 

Has the COVID-19 epidemic had an impact on family 
businesses? 
All businesses have been adversely impacted by 
Covid-19 and the SME sector has suffered more than 
any other. However, those SME’s who have been agile 
and have changed their business model to serve their 
customers (i.e. home delivery, personalised service 
etc.)  have been able to maintain some level of business 
continuity.

The Business client’s sector in Luxembourg is a 
driving force in the economy, therefore we, at ING in 
Luxembourg look forward to working with them and 
assisting them in any way we can.

www.ing.com

Private Banking.

Sometimes 3 letters 
make all the difference
Because you shouldn’t have to compromise to 

achieve excellence, ING Luxembourg offers 

you a full experience in Private Banking.

Our experts in asset management, lending 

solutions, wealth analysis and planning keep 

up-to-date to offer you the most relevant 

advice regarding your overall situation.  

www.ing.lu/privatebanking

ING Luxembourg, Société Anonyme – 52, route d’Esch, L-2965 Luxembourg – R.C.S. Luxembourg B.6041
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PHARMACEUTICAL AND HEALTHCARE LEADERS 
FEAR EXTREME VULNERABILITY IN END-TO-END 
SUPPLY CHAIN AS PANDEMIC CONTINUES
New industry research announced by TraceLink 
Inc., the leading digital platform company for the 
life science supply chain, reveals that the pharma 
industry has been severely impacted by COVID-19, 
citing significant challenges with drug shortages, 
limited access to critical medicines, increased 
production costs, and heightened concerns around 
drug counterfeiting, diversion and theft.
 
75% of pharma supply chain leaders agree that 
the pandemic will greatly increase problems with 
drug diversion, including theft and counterfeiting of 
critical products (such as test kits, vaccines and anti-
viral medicines) The IDC White Paper, sponsored by 
TraceLink, “Supply Chain Agility in the Pharmaceutical 

Industry,” surveyed 532 global supply chain leaders 
across organizational levels and functions in 
pharmaceutical companies, wholesale distributors, 
hospitals and pharmacies. The benchmark study 
highlights systematic issues in the resilience of the 
pharmaceutical supply chain as the industry braces 
for a third wave of the pandemic and prepares for 
safe, worldwide distribution of COVID-19 vaccines, 
testing, and treatments. Drug shortages are the 
top challenge faced by supply chain leaders, with 
growing concerns around diversions and counterfeits

• 46% of respondents have experienced drug 
shortages during the pandemic, with an equal impact 
on COVID-19-related treatments and those unrelated 

to COVID-19, but impacted by supply disruptions;
• 75% of respondents agree that the pandemic has 
or will greatly increase problems with drug diversion, 
including theft and counterfeiting of critical products 
(such as test kits, vaccines and anti-viral medicines);
• 70% of respondents agree that their supply chain is 
very vulnerable to suffering more problems with the 
continuation of the pandemic;
• Stockpiling medications, transportation delays and 
increased costs were among the primary COVID-19 
challenges after drug shortages;
• On-time, in-full (OTIF) delivery of medicines to 
patients and from suppliers (a standard metric for 
supply chains) had degraded by ~50% within the first 
few months of the pandemic.

Poor visibility and a lack of agility are inhibiting 
pharmaceutical supply chains from being resilient to 
any disruptions
• Visibility is limited with inaccurate forecasting. 65% 
of respondents can no longer accurately plan supply 
and 63% have lost faith in their demand forecasts.
• Overall supply chain agility is limited. Nearly half 
(43%) of respondents say they lack the necessary 
agility and redundancy to survive major business 
disruptions.
• Patient-centric supply chain transformation efforts 
are still not widely recognized as a priority for 
resilience. Only about 6% of companies are actively 
pursuing patient-centric transformation and only 14% 
are concerned about end-to-end visibility as a focus 
area in the supply chain.

Further collaboration is needed
“Pharmaceutical supply chains are still struggling to 
adapt to the global COVID-19 pandemic and prioritize 
business planning for the future, a worrying concern 
as we face a possible third wave in this pandemic,” 
said Simon Ellis, Program Vice President, Supply 
Chain Strategies, IDC. “When both demand and supply 
are erratic, supply chain agility becomes a critical 

capability to meet patient needs. Agility requires much 
tighter and more transparent holistic relationships 
with suppliers, and levels of collaboration that have 
not been consistently achieved in the pharmaceutical 
industry, largely because of the constraints in sharing 
accurate data.”

“The past eight months have stretched healthcare 
supply chains to the limit, demonstrating that today’s 
siloed approach to managing disruptions simply 
will not work,” said Shabbir Dahod, president and 
CEO, TraceLink. “Traditional information-sharing and 
business processes need to be broken down in order 
to improve agility, provide actionable visibility, and 
increase end to end supply chain resilience. Next 
generation technologies like digital network platforms 
and supply chain work-management software 
applications that are designed to work across multiple 
enterprises can improve supply chain performance and 
ensure the timely delivery of medicines to patients all 
over the world.”

For more information on this research and to hear the 
survey results, watch the on-demand webinar with 
TraceLink and guest speaker Simon Ellis of IDC. The 
full IDC White Paper is now available.

TraceLink is the leading platform company for the life 
science supply chain, bringing hundreds of thousands 
of pharmaceutical companies and healthcare 
organizations closer to their patients on its digital 
supply network. In today’s world of unpredictable 
supply chain disruptions, TraceLink solutions bring 
the precision, agility and visibility necessary for 
high performance digital supply chains to thrive in a 
constantly evolving environment, enabling companies 
to ensure every patient gets the medicines they need, 
when they need them, safely and securely. TraceLink 
has six global offices through North America, South 
America, Europe, and Asia. For more information on 
TraceLink, visit.                                     www.tracelink.com
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CANNABIS

The medicinal properties of the cannabis plant have 
been understood for thousands of years but have been 
understudied by modern science due to a near global 
prohibition of the plant and its derivatives since 1961. 
The event that triggered this was the signing of the UN 
Single Convention on Narcotic Drugs. Cannabis was 
scheduled in Schedule I and IV of this Convention, a 
combination reserved for substances with extremely 
limited or no medical value, despite evidence to the 
contrary. 

For years, the status quo has been maintained, but 
over the course of the last decade the perception of 
cannabis has advanced to such a degree that member 
states have started to roll back the stringent laws 
that were put in place following this agreement. In 
fact, it was only this month that the UN Commission 
on Narcotic Drugs agreed to remove cannabis from 
Schedule IV, on the recommendation of the World 
Health Organisation (WHO). The removal of this 
structural barrier is a substantial development and 
will be a significant boost to the rapidly growing 

industry across North America, Europe and beyond.
Having identified the numerous structural drivers 
pushing the industry forward and the discernible 
opportunity for regulatory arbitrage, Chrystal Capital 
Partners (‘Chrystal’), a London-based entrepreneurial 
corporate finance and investment house, decided to 
launch a medical cannabis and cannabinoid focused 
alternative investment fund. The fund, Verdite Capital 
Fund I LP (‘Verdite’), provides investors with broad 
risk adjusted exposure to this rapidly expanding 
alternative asset class. Chrystal has been actively 
advising companies in the cannabis sector since 2016 
and has assembled a team of highly experienced 
investment professionals and global sector specialists 
capable of generating high returns for investors. 
The fund is regulated in Guernsey and already has 
US$75m committed by a cornerstone investor, with a 
first close of US$100m planned for Q1 2021.

The opportunity the fund is addressing is an existing 
cannabis market, estimated to be worth around 
$350bn per annum, of which just $15bn is currently 

MEDICAL CANNABIS
A NEW HIGH GROWTH SECTOR 
ALL INVESTORS SHOULD CONSIDER

legal and regulated. An industry of this size coming 
out of prohibition is a once in a lifetime investment 
opportunity. Over the next decade the market will 
transition into one that is regulated, monitored, taxed 
and, most importantly for the finance world, investable. 
If the mature cannabis sector trades at c.3x global 
annual sales, as is roughly the case with the alcohol, 
tobacco and pharmaceutical sectors, then a trillion 
dollars of shareholder value will be created over the 
coming years. 

Verdite has a global cannabis mandate but around 
a half of its capital is expected to be deployed in 
North America. Canada and the US have led the way 
internationally on progressive cannabis legislation 
and as a result both countries have developed leading 
medical cannabis industries. Canada legalised medical 
cannabis in 2001 and became the first G20 country to 
legalise adult-use in 2018. 

Meanwhile 35 US states have legalised medical 
cannabis and 15 have done so for adult-use. These 
figures include the states of New Jersey, Arizona, 
Mississippi, South Dakota and Montana which all voted 
to amend their cannabis regulations in the most recent 
US election, a 100% clean sweep of the cannabis 
proposals on the ballot. It seems it is only a matter of 
time before the US changes its regulations at a federal 
level, which is likely to be a huge boost to valuations 
for companies in the sector, as it was for Canadian 
cannabis companies following the changes in 2018.

The European cannabis sector is some years behind 
their North American counterparts, but it is a region 
that is expecting huge growth in the coming years. 
Already over 20 European governments have acted 
through medical cannabis legalisation and allowed new 
markets to flourish. Germany has so far led the way in 
creating a strong domestic regulatory framework and 
is now the largest medical cannabis market in Europe. 

We are at the beginning stages of a massive potential 
market and the access to growth capital will be vital 
to its development. To date the industry has been 
supported by high-net-worth investors and family 
office capital but a new wave of institutional capital is 
now arriving to take the sector through the next growth 
phase. Verdite is the first of this new wave and will be 

the largest European based medical cannabis fund to 
help innovative companies access the private capital 
that has been so lacking. 

In the UK, financial markets have begun to open their 
door to medical cannabis investing but there is still a 
way to go. Kingsley Wilson, Verdite Investment Partner, 
commented that, “we are seeing signs of change in 
the UK with the recent announcement by the FCA 
about listing medical cannabis and CBD companies on 
the London Stock Exchange. The opening up of stock 
exchanges in North America and now London, on into 
Europe and Asia will provide viable exit routes for our 
portfolio companies. The growth profile of the legal 
cannabis market is phenomenal and with regulations 
changing all over the world, this will re-assure banks, 
private equity funds and institutions that medical 
cannabis is now a viable asset class for investment.”

Chrystal believes that now is the perfect time to invest 
in the cannabis market, ahead of the institutionalisation 
of this alternative investment sector. Institutional 
ownership in the cannabis sector is estimated to be 
less than 5%, in contrast to 50% for companies in the 
technology sector. Additionally, previously inflated 
valuations have rebased through 2020 and growth 
capital is still scarce despite the significant number of 
high-quality companies. This creates an opportunity to 
invest into these businesses at low valuations ahead of 
secular growth and value creation.

The dedicated investment team has already reviewed 
over 500 deals in the space and have identified several 
sub-sectors that they expect to outperform versus 
the rest of the industry. In addition, the 11-person 
Advisory Board and Panel of sector experts includes 
Bruce Linton, the founder of Canopy Growth ($US5.5bn 
market cap) and Joel Sherlock, CEO & Chairman of 
Vitalis Extraction Technology.

Kingsley Wilson added that “we look forward to playing 
a pivotal role in financing the growth of the medical 
cannabis industry such that ultimately the millions 
of patients suffering from many different serious 
conditions can finally get quicker access to medical 
cannabis products that will help improve the quality of 
their lives immeasurably.”

www.chrystalcapital.com
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INTRODUCING THE COVE, 
A RITZ-CARLTON RESERVE RESIDENCE 

AT CAROLINE BAY, BERMUDA.
Residence s  pr i c ed  f rom $2.5M.

                  I will pilot my boat out into the blue ocean,

                        practice swan dives off the bow

                  and say hello to a blue angel fish.

                      Then return to stroll off the dock 

                 into my home that overlooks it all.

                  Live where every day is your best one yet.

GEORGE’S BAY RESIDENCES LIMITED

CAROLINE BAYCAROLINE BAY

EXPERIENCECAROLINEBAY.COM 

These materials do not constitute an offer to sell nor a solicitation of offers to buy or lease real estate at The Cove, a 
Ritz-Carlton Reserve Residence by residents of Connecticut, Hawaii, Idaho, Illinois, New Jersey, New York, Oregon, 

Pennsylvania, or South Carolina, or any other state or jurisdiction where prior registration, license or advance 
qualifi cation is required but not yet completed or where otherwise prohibited by law. Void where prohibited by 

law. The features, fi xtures, and amenities described herein are based upon current development plans, which 
are subject to change without notice and there is no guaranty that said features, facilities, and amenities 

will be provided, or, if provided, will be of the same type, size or nature as depicted or described. 
Offer subject to change at any time without prior notice. The complete offering terms are in an 

Offering Plan available from Sponsor. The Cove, a Ritz-Carlton Reserve Residence, is not 
owned, developed or sold by The Ritz-Carlton Hotel Company, L.L.C. or its affi liates 

(“Ritz-Carlton”). George’s Bay Residences Limited uses The Ritz-Carlton marks under 
a license from Ritz-Carlton, which has not confi rmed the accuracy of any of the 

statements or representations made herein.

rooms on the same day to handle the discussions.  
Distilling the conflict down to a few or even one 
critical issue(s) and ensuring the key parties concur. 
 
Probing through open-ended questions for motives, 
fact clarification, long-term and short-term desires and 
seeking where there may be a willingness to compromise. 
 
Seeking to define, through one-on-one dialogue, 
possible brainstorming solutions by each 
party and nudging the parties to surface ideas 
and positions that can facilitate a solution. 
When close, proffering to each party what they are 
proposing as their solution, seeking and obtaining 
affirmation, and ensuring a plan is in place to approach 
the solution and monitor the implementation. Above 
all, getting it all documented and mutually signed (at 
least an overview) before everyone leaves and, if need 
be, a complete document executed shortly after that.  
 
If you are a family member and engaged in a conflict, 
there are a few techniques that I have seen as 
useful to help manage the “heat” that can ensue. 
As a mediator, treat all parties seriously. If you are 
amid rising tempers, let the other party know you 
treat them seriously by demonstrating that you are 
actively listening and attempting to understand, 
often by repeating their concerns to seek affirmation. 
Applying empathy, curiosity, and using open-ended 
questions in conversations can result in a constructive 
discussion that can be respectful, not turbulent.  
 
I would not marginalize that conflict can 
arise within non-family members of the 
family office. Someone may facilitate these 
conflicts by applying ideas I have touched on. 
 
I recognize the oversimplicity in what I write above, 
and in practice, it takes work and usually variations on 
themes. It often helps to facilitate the process if you 
can help the impacted parties better understand each 
other. When they know each other better, someone 
can build trust, strengthen relationships, and enhance 
communications. In this way, the chance for future 
conflict can dramatically lessen. These are areas that 
require work and are worthy of a separate article at 
another time.                                  www.andrewskane.com

After running billionaire single-family offices, 
I have a saying that the experience is akin to 
living in the family’s kitchen or living room. 
You witness the family up close and personal.  
 
Within the family office, when family conflict simmers, 
many may feel it, sense it, and often are part of it. 
Sensing these emotions are especially true when 
the family attempts to shield the family office’s 
tensions, especially the outside world. I have seen 
the resentments, distrust, feelings, or insecurities 
that seep into family interactions, decision making, 
and daily life in my privileged positions. These are 
painful, powerful, harmful, and divisive. Just as they 
can be in one’s own family, tact, diplomacy, and 
patience are required when you are in the family office.  
 
Assuming the family trusts you, family members may 
seek out your counsel. It is difficult to avoid becoming 
one-sided, as there are invariably two (or more) sides 
to any conflict. If asked to be involved, I thought 
that if I accepted, I would only help surface these 
often unspoken issues among the interested family 
members if they would respect my neutrality and 
all involved parties had a mutual desire to mediate. 
When I am engaged or involved, I want to be both 
positive but neutral to enable the impacted parties to 
arrive at their conclusions about resolving the conflict.  
 
I would also summarize my role to each person, so 
there was no doubt of my ground rules and boundaries. 
This technique often was helpful when I needed 
to defend my boundaries and keep parties in line. 
 
My family office experiences led me to become a 
certified civil and commercial mediator, recognized 
by the State Bar of California and Florida Bar. 
 
What did I learn that can be practical 
steps to manage conflict with a family?  
My approach to facilitating a family conflict includes: 
Clarifying and defining the conflict, how it arose, 
ensuring I am not myself conflicted, and designing 
the best approach to handle the conflict. I accomplish 
this by meeting with the key parties together, 
allowing them to talk, not interrupt each other and 
then seek to confirm one on one. I often use multiple 

CONFLICT MANAGEMENT WITHIN THE FAMILY OFFICE 
By Andrew S Kane OBE PhD
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MASERATI GHIBLI HYBRID

It seems only yesterday primitive lifeforms splashing around the universe; and here we are today, post-human, 

behind the wheel of the first hybrid Maserati: Ghibli Hybrid.

 

In the blink of an eye. Just 3.9 billion years ago, evolution began to take place. From a simple atom to an 

astronaut in search of answers, from the discovery of mutations to the acceptance of new horizons, we are 

all still evolving. Life is about embracing this ever-changing world and cherishing the singular moments it 

brings us. Now, this evolution has reached the Maserati Trident, sparking a new guiding light for all to follow. 

Today, we are invited to take part in a new chapter in Maserati: faster than diesel, greener than petrol. 

Ghibli Hybrid, as the name suggests, is something new, electrifying and fearless. Known for its roar, our 

engineers and designers chose to maintain its predecessor’s performance, voice, and design. From 

turbocharged 4-cylinder engine unleashing 330 horsepower, to anodised blue trims, this sports saloon 

is unmistakably a Maserati.

A NEW CHAPTER IN MASERATI

Available in GranLusso and GranSport trim
s, its notoriously 

comfortable seats guarantee a luxurious ride into the future. It 

would take an X-ray to reveal the differences behind the surface. 

Though mechanically changes are almost indistinct, 

technologically we have revolutionised our customer’s 

experience. With a new multim
edia user interface, controlled 

via a larger, tablet-lik
e high-resolution screen, we brought to 

our clients numerous customisation options. In addition to 

all th
is, Ghibli Hybrid is set up to give real-tim

e software 

updates, maps that accurately chart our changing world, 

emergency roadside assistance, and on-board diagnostics. 

Simply put, Ghibli Hybrid speaks your language. With the 

whole world at your fingertips, the virtual assistant will 

happily turn on your oven while you are still d
riving, or 

check your car’s batteries while out for a run. 

After all, M
aserati Ghibli Hybrid is the epitome of the 

brand’s future: an audacious lifestyle inspired by 

tradition and powered by evolution.

FASTER THAN DIESEL

GREENER THAN PETROL

SPEAKS YOUR LANGUAGE

The first of a new species

Images © Copyright, Maserati S.p.A.
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Introducing and preparing young people for the 
responsibilities and burdens of wealth is a continuing 
process, it begins at a young age and continues well 
into adulthood. Getting it right goes a long way in 
making them responsible stewards of family wealth 
and legacy. 

Having created or inherited significant wealth, be it 
tens of millions or tens of billions, parents inevitably 
face the issue of discussing and preparing their 
children or grandchildren for the responsibilities 
it entails. The goal of this process,is not simply to 
create a new generation of business leaders or wealth 
creators. Ideally, young adults should be free to 
choose a life path that suits their needs, passions and 
aspirations. For many, this may be the arts, medicine, 
philanthropy or indeed business, entrepreneurship or 
a family leadership role.

Many family members approach this process with great 
reluctance or outright dread. Others, however view it 
as an opportunity to instill in the next generation a 
framework for understanding family wealth, values, 
and ‘responsible prosperity’ or the recognition that 
with great wealth comes both meaningful family and 
societal expectations. 

It is all about ensuring the next generation will live 
purposeful, healthy and productive lives; become 
responsible stewards of both family wealth and 
legacy. Simply hoping and trusting that children and 
young adults will successfully navigate the social and 
psychological forces that will inform their beliefs and 
actions with respect to family wealth, is leaving far 
too much to chance. A comprehensive framework for 
engaging children around matters related to family 
wealth, regardless of age or maturity, is based upon 
two foundational precepts: 

• Family values: Values are the ‘glue’ that binds our 
behavior and beliefs. The way family values are 

expressed, communicated and embraced are the 
foundation upon which wealth inheritors prepare for 
proper stewardship of wealth. 
• Life Experiences: Exposing young adults to a 
diversity of experiences, people and education 
informs opinions, shapes self-awareness, and fosters 
good judgment. This includes behavior modeled by 
parents and other influencers that reinforces positive 
and constructive patterns of behavior.

. Families are challenged to craft personalized 
strategies that reflect the unique values, needs and 
characteristics of their families. The inherent risks 
of entitlement, privilege, and unprepared wealth 
inheritors are well known and should be avoided. The 
focus should be on the upside potential of ‘getting it 
right’. 

We believe that young people, who are grounded in 
strong values, are self-aware, worldly, challenged and 
ready to assume leadership roles, possess the ability 
to create, grow, and transform the family enterprise. 
Some will do this on a global stage, others in their 
communities. 

Introducing and preparing young people for the 
responsibilities and burdens of wealth is a continuing 
process. It begins at a young age and continues 
well into adulthood. Before, getting the children to 
comprehend responsible prosperity comes ‘The Talk’ 
– introducing children to family wealth and the impact 
it has on their lives.

Best practices around ‘The talk’ consist of the 
following principles: 

1. Too much information, too soon is to be avoided. 
Ask and answer the question “to what end am I 
disclosing this information and how will this help my 
child/young adult?” 
2. One size does not fit all. The conversation with 

one child may be quite different from that with 
another child based upon the emotional maturing and 
readiness of each. However, one should always assume 
that ultimately all siblings and parties will have 
transparency. Fairness and equity in communication 
and planning will often avoid later conflict. 

3. Specifics regarding sources and amounts are less 
important than the implicit messaging concerning 
responsibility, expectations, adherence to values, and 
fears. However, complete ambiguity around specifics 
often leads to misunderstanding and conflict. As such, 
we have seen some families use the “bread box” 
metaphor - It will likely be no less than X but no larger 
than Y. 
4. Intentions change based upon changing fortunes 
and the behavior and responsibility displayed by 
young adults, as such it should be clear that parents 
might elect to alter their views, plans and amounts as 
they see fit. 
5. At the end of the day, family wealth is owned and 
stewarded by the principal or parents; it is they who 
determine how much will be available to each child 
versus charities or future generations of family 
members. Parents are well advised to make this 
principal clear early in the process of education. 

In step with an incremental discussion of wealth 
comes a thoughtful progression of actions and 
communications, adapted to the particular values 
of the family. Nothing conveys family values more 
effectively than the behavior of parents and adults. 
While words are important, children are most keenly 
aware of behavior. Avoid creating dissonance between 
words and actions. This is often seen in areas of 
spending where parents may exhibit behavior in 
conflict with their words to young adults. For instance, 
calling upon children to “be sensible and prudent” 
while displaying profligate spending habits. 

Sharing stories, particularly to young children and 
teens that convey how the family has lived its values 
can be particularly compelling. Tales of grandparents 
or parents founding a company, addressing adversity, 
overcoming a personal failure, or helping those in 
need serve as a benchmark for their own behavior and 
tend to remain with them.

How a family may approach creating and implementing 
a roadmap to achieve this may vary greatly. Some 
will take an informal approach in favor of adapting 
to the needs of the child and the moment. Others 
will create a plan that outlines specific steps that 
will be undertaken, when, and by whom. Regardless 
of rigor, we have seen both achieve the desired 
results. The importance of this step is to acknowledge 
that a deliberate and thoughtful approach must be 
undertaken. 

A few of the key questions a roadmap should address 
include: 
1. Are we as parents aligned as to how we wish 
to prepare our children and discuss our wealth with 
them? 
2. Who will provide input into our plan, and who 
will be responsible for its implementation over time? 
3. Do we wish to modify our plan based upon the 
needs and idiosyncrasies of an individual child? 
4. What resources (advisors, consultants, 
specialists) are at our disposal to help craft and 
implement the plan? 
5. How will we communicate and get input from 
young adults as to their experience with this process 
and how we might enhance their experience?

Wealth discussion is in fact a series of conversations 
and interventions that take place over time. That 
said, inevitably most families will want to clarify 
the exact nature of the family wealth and their 
trust, inheritance, or family plan for a young adult. 
Practical elements described above, as well as the 
psychological dimension come into play. We know 
from experience that simply hoping young people 
will navigate this process successfully, is fraught with 
peril. Its deliberate and careful planning that would 
yield desired results. 

Read more: “When Hope is Not a Strategy: Preparing 
Children for Significant Wealth” https://www.
privatebank.citibank.com/ivc/docs/When_Hope_is_
Not_a_Strategy.pdf

We use the word “children” to denote offspring of 
any age. Similarly, “next generation” refers here to 
offspring, grandchildren or nieces and nephews. 

IMPLEMENTING A ROADMAP TO PREPARE 
CHILDREN FOR SIGNIFICANT WEALTH
By Stephen Campbell, Chairman, Private Capital Group, Citi Private Bank
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by Bruno Doutrelepont
Private Investor and CEO at Even Keel Family Office

revolutionising mobility in India; no small feat.  
Interestingly, Prince Max’s country has a population 
of 40,000 people, Uday’s is 1.4 billion. In this specific 
context, however, size does not matter…and interests 
are aligned.
 
I have often wondered why it habitually takes 
private intervention to help solve such issues 
when governments levy substantial taxes on their 
country’s populations to, in part at least, fund such 
corrective measures? Is it perhaps because families 
think in generations with a focus on legacy, while 
politicians think in short-sighted electoral terms? 
At the dinner and in private meetings the following 
day, both Max and Uday were keen to hear about 
our plan for an impactful contribution on the 
environment subject. 
 
Besides looking at the whole carbon sequestration 
play in the context of green(er) buildings, we 
also focus on dealing with waste that is typically 
earmarked for landfill or incineration. We are 
motivated by a clear reversal of a trend which has 
seen vast amounts of (European) plastics and other 
waste materials being shipped to Asia and the Far 
East for years. These shipments risk ending up in 

Sustainability is on everyone’s mind nowadays…it is 
a new buzz word for campaigners, governments, and 
enterprises. And that is good to see. 
 
It is also heartening personally to bear witness as many 
of the world’s wealthiest families become involved in 
reshaping our economies by investing in businesses 
that favour renewables, reducing CO2 emissions, and by 
extension making the world a cleaner and better place. 
 
They have not waited for government approval or 
guidance on climate-related issues; they have taken the 
lead. It is part of the legacy they want to leave. And it 
inspires us all.
 
The current agenda is rightly focused on fighting 
COVID-19, which has seen very generous financial 
pledges by high profile investors and personalities. 
However, there are also clear long-term green goals that 
families and governments aim to reach by 2030 and 
2050. An interesting snapshot of the current state of 
play can be found at www.climateactiontracker.org.
 
In that context, I felt very fortunate to be invited late 
last year to a private dinner with families sharing a keen 
interest in sustainability. In the environment of a private 
London club at 5 Hertford Street, in Mayfair, I had the 
opportunity to meet some brilliant minds and share 
with them our own contribution towards solving a key 
environmental issue.
 
Prince Maximilian (Max) of Liechtenstein was there. 
Prince Max explained how his family had been ruling 
over the Principality since the early 19th Century and 
how their focus had evolved over time. The family, which 
has its roots in banking and corporate services, has been 
active in sustainable investments for decades. Through 
their own banking network, known as LGT, a clear focus 
on doing well and doing good dominates.
 
The other main protagonist was Uday Khemka, an 
Eton and Harvard educated Indian billionaire who has 
advised Bill Clinton, and whose family is involved in 
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enormous quantities in waterways and the oceans.  It 
has even gotten to the stage now where plastic has 
been detected in the human digestive system. 
 
Our family office has invested in a technology that 
turns plastics and other materials into valuable 
products, such as a drop-in fuel that can improve 
heating oil and shipping diesel, or gas. It vastly 
reduces the need for incineration or landfill, and by 
extension it reduces CO2 emissions dramatically.
 
We have all seen the recent media coverage on plastic 
pollution around the world, and, closer to home, the 
incredible feat achieved by swimmer Lewis Pugh in 
highlighting the issue in the English Channel.
 
The most famous family to have focused on ocean 
protection is undeniably the Grimaldis of Monaco. 
Prince Albert II’s family have been advocates for 
decades. Monseigneur has used his considerable 
influence to drive the agenda at the United Nations. 
I have met Prince Albert both at the palace in Monaco 
and in Ireland, at a special event during a state visit 
organised by then President Mary McAleese, in Dublin, 
and I have always admired his passion and dedication 
to causes that are close to his heart. This one is also 
close to mine. The David and Goliath analogy could 
not be more appropriate here!
 
It is quite evident that the next generation of 
entrepreneurs and investors will be ever more 
conscious of climate-related issues. While our 
developments have been somewhat slowed by 
COVID-19, we are on track to launch our first plant next 
year. We embark on this journey buoyed by a new wave 
of optimism where major nations, as well as vested 
interests, are sitting up and taking note of the urgent 
need to change the way we treat our environment. It 
is a project that needs the will of all sides to succeed, 
but the alternative is unconscionable.
 
With this in mind, I am happy that we at Even Keel 
Family Office will put our full might behind the venture 
and hope the unity of Family Offices, government, and 
big business combine to bring about marked change 
in the months and years ahead.

www.evenkeel.ie

PHILANTHROPIC CAUSES

UNIVERSAL FILM AND
FESTIVAL ORGANISATION

The Universal Film & Festival Organisation 
(UFFO) was founded to support and 
implement a code of practice for film 
festivals throughout the world. It is now 
dubbed ‘FEST-COP’, and its logo is now a 
familiar sight at many film festivals. The 
UFFO is a global not-for-profit voluntary 
organisation, and it created a “best business 
code of practice” for film festivals to combat 
the high level of corruption that blights the 
industry.

Its former president was the legendary 
actress Maureen O’Hara, and the organisation 
now has at least 240 film festival members.

UFFO’s FEST-COP is entirely voluntary, 
free and easy to implement. Also, it is a 
blueprint for filmmakers in deciding which 
film festivals to do business with.  Only film 
festivals that have subscribed to the UFFO 
best business code of practice are entitled 
to use the UFFO logo. 

The organisation is now seeking a 
benefactor to help it move forward with its 
plans to further its remit and to create an 
online porthole to ensure filmmakers can 
deal with film festivals via a trusted source. 
The porthole will also act as a distribution 
platform and as an online TV channel for 
filmmakers to show their work.

Email info@uffo.org. - www.uffo.org
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Zenith Manufacture, CEO Julien Tornare shared his 
vision for the brand, introducing the “Time to Reach 
Your Star” philosophy. 

Zenith has always accompanied  those who had big 
dreams and the determination to chase and fulfil them. 
“Time to Reach  Your Star” has  been Zenith’s creed ever  
since its foundation. Far more than  a slogan or tagline, 
it is a philosophy  and mindset that has encompassed 
all the brand’s activities  from the very beginning of 
its story. Over the past two years, the Time to Reach 
your Star mantra has been carefully woven into all of 
Zenith’s facets, including  its products, brand identity, 
boutique  design, and the unique individuals who best 
embody it – past and present. It all began  with Georges-
Favre Jacot, a 19th  century visionary who dreamed  of 
making  the most precise watch known to man and, at 

only 22 years  old, took  on the challenge of creating 
Switzerland’s first integrated  watch manufacture, One 
night, while leaving the Manufacture after finalizing 
the last details of the launch of his new chronometer  
calibre (which would  go on to win countless prizes), 
Georges Favre-Jacot looked up at the starry night sky 
and came to the realisation that he had reached his star, 
his ‘zenith’ –  the highest point in the sky. It was then 
and there that he decided  to name the calibre as well as 
his manufacture Zenith, the peak of a star’s trajectory.

Since then,  Zenith  has gone  on  to  accompany  
extraordinary  figures  who  went  on  to  achieve 
exceptional  feats. Like Louis Blériot, who became the 
first man to fly across the English Channel, or Felix 
Baumgartner who jumped from the edge of space, the 
legacy of Zenith is lined with the stories of individuals 
who turned their dreams into reality.

Today, Zenith highlights this unique and inspirational 
journey that puts the emphasis on human achievement 
and individual fulfilment with a new campaign that 
is as much about people as it is about experiences 
and products. Surrounding itself with likeminded 
individuals who share the same passion and relentless 
drive, like tennis coach and mentor Patrick Mouratoglou 
and superstar DJ Carl Cox, Zenith  remains true  to  its 
guiding  star. To bring  this philosophy  to  a global  
audience,  Zenith  is embarking  on  a new visual 
advertising  campaign  that depicts  men  and women  
looking  forward towards their objectives. No matter 
what the dream is, Zenith stands with those who reach 
towards it.

A 21st  CENTURY VIRTUAL SHOPPING EXPERIENCE
At Zenith, innovation isn’t limited to just watchmaking. 
Being the first Manufacture to open its doors to the 
public, the brand has always sought new and creative 
ways to share its unique and inspirational story with the 
world. With the launch of its new website earlier this 

year came the Zenith 360° Video Virtual Experience, 
where  users can take a trip  through  space and time  
and discover  the Zenith Manufacture  as well as the 
heroes that  have shaped  its unique  trajectory.  During  
the COVID-19 lockdown when the Manufacture couldn’t 
welcome visitors,  the 360° video Zenith shared was 
wholly appreciated  for  its virtual  immersion  into  the 
Manufacture’s workshop and even Charles Vermot’s 
secret attic.

Now, the visit is growing into something unprecedented 
in the watch world: an immersive, shoppable virtual 
experience, taking customers on a magical shopping  
journey enabling  seamless from social media and 
digital content to the 360° experience and finally 
the e-commerce platform for a uniquely interactive  
shopping  experience,  users will get to live the stories 
and discover the watches in 3D, starting with the Defy 
Midnight,  the Pilot Type 20 and the Chronomaster 
Revival Shadow.

ZENITH ICONS COLLECTION – A NEW ERA OF VINTAGE
The past and the future are undoubtedly intertwined; 
even for a brand as forward-thinking as Zenith. Today,  
many  of  the  brand’s historical  watches  have  become  
highly  prized  collectibles  among discerning  watch 
aficionados.  Wishing to offer its customers exceptional  
experiences on all fronts, Zenith is proposing a special 
new service, providing the possibility to acquire 
vintage watches sourced, restored and certified by 
the Manufacture and sold through a trusted channel: 
ZENITH ICONS.

To give a second life to these historical creations, the 
Manufacture’s Heritage department  sources the finest 
examples of coveted vintage Zenith references, which 
are then faithfully restored by a specially dedicated 
team within the Manufacture’s Restoration atelier. 
Given that Zenith has a complete archive of its entire 
history’s production and a vast inventory of historical 
components, its vintage watches can be restored in the 
very same place that they were originally made and, 
using historical components; a feat very few watch 
manufactures can claim.

Zenith invites its customers to discover and shop a 
curated Zenith Icons collection of refurbished iconic 

vintage pieces from the comfort  and convenience of a 
Zenith boutique,  with the peace of mind in knowing that 
there can be no doubt  about the watch’s provenance 
and history,  and that  it has  been restored faithfully 
and by the Manufacture with complete traceability.

DREAMHERS  – A CELEBRATION OF WOMEN’S 
ACCOMPLISHMENTS
2020 is a noteworthy year for Zenith and its approach to 
women’s watches. It marks the introduction of Zenith’s 
first-ever collection tailored solely for women: the 
DEFY Midnight.  Modern, versatile and full of character, 
the line is dedicated  to confident and driven dream-
chasers: The ZENITH DREAMHERS.

Zenith is launching a new global campaign, highlighting 
local inspirational and visionary women who have 
strived to reach their star and fulfil their dreams, no 
matter the adversity that stood in their way; the kind of 
women who live the “Time to Reach  your Star” ethos 
to the fullest and best represent the spirit of DEFY 
Midnight,  a decidedly  21st  century   watch for women 
who live an active life, always working towards making 
their dreams a reality. And because Zenith celebrates 
uniqueness, the DEFY Midnight offers a variety of 
easily interchangeable  straps in different colors and 
materials, as well as its ergonomic  integrated steel 
bracelet.

Dubbed “DreamHers”, the campaign will be rolled out 
from mid-September 2020, and will begin with British 
ballet dancer Precious Adams of the English National 
Ballet, Spanish architect-turned-painter Teresa J. 
Cuevas and Japanese television  reporter and Zenith’s  
newest Friend of  the Brand, Airi Hatakeyama.  You  can  
look  forward   to  discovering   more  about  Zenith  
DreamHers  and  their inspirational stories in the 
coming weeks and months.

www.zenith-watches.com

ZENITH 2020 KEYNOTE 
LAYS OUT THE PATH AHEAD 

CEO Julien Tornare 



weakness, then replace the data with MicroTokens™ that 
represent that data….but only for milliseconds.”

As a non-technical person, I envision security this way: 
firewalls are like ramparts to a castle; you build bigger 
fortifications, but someone thwarts your defense with 
better siege engines.  You use information system 
firewalls for the first level of defense, but you need more 
protection. So, you add encryption. But encryption is 
a mathematical process; hackers can reverse engineer 
insecure ciphers. 

Besides, adding even the most basic level of encryption 
slows down communications that makes the real-time 
interactive analysis required in smart-cities and remote-
control vehicles almost impossible. For instance, the 
round-turn instruction from a controller in the USA sent to 
a drone in an overseas battlefield via satellite is about 2.5 

Communication Vulnerabilities in 
Our “Internet-of-Things”

1. Introduction: Communication Vulnerabilities  
Your security is under electronic threat.  We all 
understand that hackers have had free range to attack 
our privacy, steal our data and identities, interrupt our 
communication systems, and possibly attack our very 
infrastructure and peaceful existence.

Vulnerabilities exist across telecom companies, 
our mobile applications, data transmissions across 
Bluetooth and connected devices from one’s heart 
pacemaker to our automobile’s on-board systems, 
infrastructure such as electric-oil-gas power production 
and transmission grids, video streaming, texting, 
basically every interface connecting us to the Internet 
of Things. 

We will need smart cities that adapt auto traffic flows 
to changing conditions, in real time and fully protected.  
What if we could provide mobile voting applications 
so everyone using the app is secure and properly 
identified?  What about carrying all your medical 
records, updated real time, on your mobile wallet, 
allowing designated doctors to view and upload, but 
not change existing data; you could travel securely and 
use medical facilities in emergencies without delay?

We need security in cyber-land that meets the rigid 
standards required of GDPR, PII, & HIPAA criteria. At 
our most basic level, we need protection from not only 
rouge individual criminals, but nation states attacking 
us with electronic warfare.

2. One Solution: Micro Token Exchange Technology 
(MTE)
David Schoenberger, Chief Innovation Officer and 
lead scientist of an 8-year old technology firm named 
Eclypses has an answer: “If transmitting data is the 

BY Frank Casey 

Alternative Investments Expert
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COMMUNICATION VULNERABILITIES 
IN OUR “INTERNET-OF-THINGS”

milliseconds for raw data, that can be hacked.  Protect 
that data flow with the most basic encryption, and you 
have slowed the transmission rate from 2.5 milliseconds 
to 50-milliseconds, making remote-control almost 
impossible, you cannot “fly by wire” with that much 
latency.  What about remote-control vehicles in our 
cities? I surely will not ride in self-driving automobiles 
without protection against hacking! 

3. Discussion: Eclypses Inc.
Mr. Schoenberger has worked on these data protection 
problems for decades; he was on the team that 
developed Check 21, the electronic check clearing 
operation required by the Federal Reserve after physical 
checks went uncleared, stored in mailbags in the bellies 
of plane grounded after “The 9/11” attacks.  David has 
been researching the use of tokens to replace data so 
that hackers receive useless information.
In our ever-faster world, we need interactive flexible 
communication systems; latency or delay of data is 
not to be tolerated.  Over the last decade, David and 
his team have developed methodologies to generate 
hundreds of thousands of MicroTokens per minute, 
each MicroToken meaning something specific between 
sender and receiver, that exist for a few milliseconds, 
then destroyed, never to be used again! 

Type “HELLO” in a text, and algorithms generate 
MicroTokens, each assigned for single use to represent 
each letter as you type, with no MicroTokens ever to be 
used again.  For example, type HELLO and MicroTokens 
are generated and used for each letter, so that the two 
“Ls” in HELLO use different MicroTokens! 

In fact, with the use of Eclypses MicroTokens, we can 
protect each .jpeg (or frame of video) transmitted in a 
streaming video of pictures and sound, at 1640 frames 
per minute, the speed of a movie. The human eye cannot 
discern any changes; it all is real-time, executed in under 
5-milliseconds per frame.

Mr. Schoenberger says, “The core value of our 
technology is our unique, patented approach to 
protecting enterprise data assets.  If ever breached, the 
cyber-criminal does not get any ‘real data’, but rather 
a useless, meaningless, instantly obsolete replacement 
values that we call a MicroToken.  Eclypses exceeds all 

other digital protection by replacing real data, including 
command values, video files, or any unstructured data, 
with MicroTokens, surpassing even quantum computing 
penetration capabilities.  The mobile threat defense is 
just a sample implementation.”

4. Conclusions: Eclypses Inc.
MicroToken Exchange (MTE) technology, changing 
electronic communications frame by frame or letter by 
letter, by exchanging data for MicroTokens, can augment 
all the developers’ protective systems.  MTE technology 
can be layered into the developer’s applications without 
interfering.  Users simply would receive an “update” 
notice for their apps. 

Developers simply incorporate the MTE library into 
existing mobile apps as a layer of extra security without 
slowing it down; they do not change anything that they 
have built, including their encryption protocols.  The 
MTE synchronization process will cut communication to 
the server if there has been any detection of a tampered 
mobile device to eliminate the threat posed by a 
jailbroken or rooted device.

Eclypses has a YouTube station showing Proof-of-
Concepts and use-case including that 3-min video by a 
client CEO executing a smart-city program, or visit their 
website at www.eclypses.com

Per Mr. Schoenberger, “We feel the most productive way 
to highlight the advanced security features would be to 
address the mobile application market.  We believe that 
adding MTE as an enhanced security feature to secure 
the communication of data as well as ensuring that the 
TMT company’s app is not downloaded on a Jailbroken/
rooted device would be a powerful statement for 
protecting the privacy of their customers.”  

Fast, secure, cost efficient technology to solve 
communications problems is available today, we simply 
must be educated to demand such protection.  Let’s 
start a discussion!

 
Author: Frank Casey frank@caseymoats.com

mobile 617-777-2796 Boston, USA
Eclypses: info@eclypses.com www.eclypses.com
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Since the world started to change in March 2020, and business jet utilization 
has decreased across the board, through August the Duncan Aviation Aircraft 
Sales & Acquisitions team has closed 17 aircraft transactions.

Duncan Aviation Aircraft Sales & Acquisitions expert, Tim Barber, recently 
closed on a European-based Global Express XRS that was to be relocated 
from Farnborough, United Kingdom, to Duncan Aviation’s newest full-service 
maintenance, repair, and overhaul (MRO) facility in Provo, Utah.

Tim anticipated an environment where travel was going to be increasingly 
difficult due to worldwide restrictions and travel bans, and knew he would 
improve his chances of selling the aircraft if he had it relocated. In addition 
to the travel restrictions put in place by the United States and the United 
Kingdom, Duncan Aviation banned all but essential travel for its team 
members in order to comply with World Health Organization guidelines to 
flatten the curve, benefiting client and prospect safety.

“At that stage, around 90% of enquiries were from the United States, so it was 
a matter of maximizing the opportunity based on aircraft location,” Tim says.

From the time the aircraft was brought to market, it sold in 69 days.

 As travelers are becoming skittish 
about being crammed into 
airplanes filled with hundreds of 
people from all over the world, 
more and more people are turning 
to private aviation. A large portion 
of the demand for private travel 
is driven by travelers who want 
to mitigate exposure to a deadly 
virus.

What does the private jet market 
look like?
Paul Jebely, managing partner 
and co-chair of private wealth 
at US-based law firm Pillsbury 
Winthrop Shaw Pitman is widely 
regarded as a leading global 
private aviation lawyer, focusing 
on advising ultra-high net worth 
individuals and their businesses. 

“We are in a so-called ‘buyers’ 
market’, not a bargain shoppers’ 
one,” Paul says. “But, I am sure 
there has been and will be a 
bargain or two to be found.”

Paul has been advising his clients, 
including a few newcomers, that 
aircraft values were softening 
pre-crisis and have certainly 
softened further. However, they 
have not fallen off of any cliff. 
How has COVID-19 affected 
aircraft transactions?

“A very cooperative client, an equally pragmatic buyer, 
and a great team at Duncan Aviation were the reasons 
this aircraft sold in such a short time,” Tim says.

First Time Aircraft Buyers
Tim stresses the importance of choosing an aircraft 
broker who will have the client’s best interests in mind.
“Duncan Aviation began as an aircraft sales company 
in 1956, and we are known for finding clients the right 
aircraft – not just an aircraft,” Tim says. “We de-risk 
the purchase, reduce the surprises with forthcoming 
maintenance; we understand where technical issues 
may arise, and overall we make the client’s life easier.”
Tim says, “Through our acquisition services, we help 
those looking to purchase or upgrade aircraft identify 
the right make and model to best meet their flying 
missions, obtain that aircraft at the best purchase price 
and ensure it is equipped to maintain the highest long-
term market value.”

Taking The Right Advice
Nic Arnold, who specializes in looking after PwC’s more 
complex Private Office clients, reiterates the need to 
get good advice, especially when a client is new to 
the market. “I completely understand the increased 
interest in purchasing private jets given what we’ve 
been through over the last few months”, says Arnold; 
“however there is more need than ever to ensure that 
clients take holistic tax and structuring advice which is 
tailored to their specific situations.”

Nic has seen a number of examples of private clients 
and businesses activity looking at aircraft purchases 
during the pandemic, with even a conversation forged 
during NHS clapping leading to new client work to 
advise on the use of a corporate jet within a family 
business. 

“The tax environment for private jets has changed 
significantly over the last few years and this needs 
to be taken into account when bringing an asset like 
this into your personal or business life. The income tax 
rules have changed for business use, and attitudes to 
VAT planning have tightened considerably”. Nic also 
observes that the way private aircraft were commonly 

operated in the past may well be unadvisable today 
and pilots and potential owners often don’t realize this. 

A New Norm Among High Net Worth Individuals
Döhle Corporate and Trust Service Limited Business 
Development Director Allister Crossley said that pre-
COVID-19 (end of 2019, early 2020) there was a lot 
of activity regarding structuring deals, as pricing had 
stabilized, depreciation of assets didn’t look so bad, 
and aircraft were affordable in relative terms.

“When COVID-19 hit, things stalled for two weeks or 
so,” Allister says.

After a month or so, Allister said the phone started 
to ring again with some prospective buyers seeking 
distressed assets.

“It was hard to explain that not all sellers were 
distressed/desperate,” Paul says. “Buyers didn’t 
necessarily want to hear that their strategy was wrong.”

Tim agrees, “I had many people call me with $10m, 
wanting a $17m-$20m aircraft at that stage. The 
market changes are very different to the ‘edge of a cliff’ 
scenario we saw at the start of the Global Financial 
Crisis.”

Tim and Allister both agree that there has been a lot 
more activity in light and medium aircraft, as operators 
needs have changed.

“Whether it’s for business or pleasure, business aviation 
has always been the safest option,” Allister explains. 
“For far too long business aviation has been on the back 
foot due to not only the public perception, but also 
the excellent first-class price offerings from airlines. 
However, now safety has become a paramount concern 
and there is a real chance that charter will become the 
new norm for ultra-high net worth individuals.”

Allister explains that this trend will drive the charter/
business aviation market, which will result in increased 
buyers looking for quality aircraft at the right price. 
“This benefits everyone in the industry,” Allister says.
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SELLING AN AIRCRAFT IN A MARKET 
IMPACTED BY COVID-19 
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Oversubscribed Fund the Eighth Secondaries Fund 
from GS Vintage Program

New York, NY, November 18, 2020 – Goldman Sachs 
announced today the final close for Vintage VIII, its 
latest globally-diversified private equity secondaries 
fund. Together with associated accounts investing 
alongside the fund, Vintage VIII closed with $10.0 
billion of external capital commitments, exceeding 
its $7.0 billion target. The fund provides liquidity to 
investors in illiquid private market assets, acquiring 
traditional private equity limited partnership 
interests and investing in more complex structured 
and non-traditional secondary transactions.

Vintage VIII is the eighth globally-diversified private 
equity secondaries fund raised by Goldman Sachs, 
which has been a market leader and innovator in the 
secondaries market since 1998.  The firm’s predecessor 
fund, Vintage VII, closed on approximately $7.15 
billion in capital commitments in 2017.    

The latest fund, which was oversubscribed, includes 
a diversified investor base of sovereign wealth funds, 
insurance companies, endowments and foundations, 
pension funds and ultra high-net-worth individuals 
from across the United States, Europe, Middle 
East, Asia, Australia and Latin America, including 
commitments from previous investors as well as 
those new to the strategy.

Harold Hope, Goldman Sachs Global Head of the 
Vintage Funds, said: “We’re grateful for the trust that 
our investors have placed in us.  Including our Vintage 
Real Estate Partners II fund, we have now closed on 
over $12.75 billion of commitments for secondaries 
this year. Through our secondaries strategies, we 
are seeking to provide investors with thoughtfully-
acquired exposure to a diverse pool of private market 
investments. This fundraise is a credit to our global 
franchise, our established presence in the market, our 
experienced team, and our track record of success.”
As of October 31, 2020, Vintage VIII had completed 
33 transactions, deploying a significant amount of 

capital in the second and third quarters of this year 
following the market dislocation caused by the 
coronavirus pandemic.    
    
“We believe that we are well positioned in the 
market broadly and a recognized leader in non-
traditional secondaries, the fastest growing part 
of the secondaries market,” said Hope. “As the 
secondary market continues to grow and evolve, 
we look forward to using our experience, brand and 
creativity to create solutions for both investors in and 
managers of illiquid assets.”

About the Vintage Funds and Goldman Sachs 
Alternative Investments
With almost $40 billion in committed capital since 
inception, the Vintage Funds have been innovators 
in the secondary market for over 20 years. Investing 
globally and across a range of asset classes, 
the Vintage Funds provide liquidity, capital and 
partnering solutions to private market investors and 
managers worldwide.

Goldman Sachs is one of the world’s leading 
investors in alternative investments. With over 30 
years of experience, we invest in the full spectrum of 
alternatives, including private equity, growth equity, 
credit, real estate, infrastructure, ESG, and absolute-
return strategies. Our clients access these solutions 
through our direct proprietary strategies, customized 
strategic partnerships, and open-architecture 
programs. 

Our alternative investment teams represent over 
1,300 professionals, across 31 offices around the 
world. We leverage the depth and breadth of global 
relationships across Goldman Sachs to identify 
investment opportunities, drawing on our firm-
wide capital market insights, industry research, 
and risk management platforms. We extend these 
capabilities to the world’s leading pension plans, 
sovereign wealth funds, governments, financial 
institutions, endowments, foundations, family offices 
and individuals.

GOLDMAN SACS CLOSES ON $10 BILLION 
PRIVATE EQUITY SECONDARIES FUND



Ahmed bin Saeed: Partnerships with the private sector 
represent one of the major drivers of Dubai’s development 
process

His Highness Sheikh Ahmed bin Saeed Al Maktoum, 
Chairman and Chief Executive of Emirates Group, President 
of the Dubai Civil Aviation Authority, and Second Deputy 
Chairman of The Executive Council of Dubai, today opened 
the new six-story building of PwC Middle East, a member 
of the world’s leading professional services firm, located 
at Emaar Square in Downtown Dubai. The opening of PwC 
Middle East’s new offices reflects the continued confidence 
of major global companies in Dubai as a dynamic and safe 
business hub with a high-quality enabling infrastructure, 
and its ability to provide sustained growth opportunities.

His Highness Sheikh Ahmed bin Saeed Al Maktoum said 
strong partnerships with the private sector represent 

one of the major drivers of Dubai’s development process. 
He stressed the government is committed to create the 
conditions for the private sector to grow their business, 
innovate with freedom and add new value to the economy. 
The opening of PwC’s new offices is the latest sign that 
global companies continue to see Dubai as a promising 
investment destination that is well placed to accelerate 
growth in the post-pandemic phase, he added.

Happiness and wellbeing are part of Dubai’s vision for a 
productive society that is attractive to local and global 
talent, and PwC’s new office is an example of modern 
work environments that deliver strong people and client 
experiences, His Highness further said.

Hani Askhar, PwC Middle East Senior Partner, added, “The 
UAE has long signified a beacon for tolerance, resilience 
and innovation. As a testament to our continued 

PWC MIDDLE EAST’S NEW OFFICES REFLECT 
THE CONTINUED CONFIDENCE IN DUBAI

investment in the region, we have reimagined our 
workplace in a number of locations around the Middle 
East. As a people business, it only made sense that our 
new offices in Dubai were centered around our clients 
and people.”

Speaking about the firm’s new digital Experience 
Centre, Ashkar added, “Our new Middle East Experience 
Centre brings the very best of PwC to our clients in 
the region. It’s a disruptive business model, which 
brings together the best of agency and consulting. Our 
Experience Centre evolves ideas from strategy through 
to execution. It is a hub for innovation and creativity, 
solving our region’s most important problems.”

The office, which spans across 176,216 square feet 
and covers six floors, offers clients and employees 
WELL-certified facilities and building design leveraging 
WELL’s flexible framework for improving health and 
human experience through design.

Speaking about PwC’s new workspace, Mona Abou 
Hana, PwC Middle East’s Chief People Officer and 
Consulting Partner, said, “Our office was built as a centre 

of collaboration and co-creation where our clients and 
people can meet and work together. We created an open 
environment meant to disrupt traditional workspaces. 
Unburdened by restrictive hours or seating, the space 
embodies our flexibility framework and centres around 
our people experience.

“The first floor, complete with a cafeteria, café, wellbeing 
centre and nursing facilities, recognises that life goes 
on even in a typical workday. We want to empower our 
people to find the right balance for themselves,” she 
added.

Sheikh Ahmed bin Saeed and his delegation was 
welcomed by PwC’s leadership team, including Hani 
Ashkar, Middle East Senior Partner; Warwick Hunt, 
PwC UK Managing Partner and Chief Operating Officer; 
Hamed Kazim, Senior Advisor; Waddah Salah, Managing 
Partner, Clients, Markets & Platforms and Middle East 
Consulting Leader; Damian Guly, Middle East Managing 
Partner; Mona Abou Hana, Chief People Officer; Stephen 
Anderson, Strategy and Markets Leader and Ali Hosseini, 
Chief Digital Officer.
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Having commercial and multi-family real estate in 
your investment portfolio provides diversification 
and can potentially generate income and help you 
build wealth. Before diving in, consider the range of 
ownership structures and potential tax advantages of 
real estate investing.

Investment real estate is the largest asset class in the 
U.S., behind the equity and bond markets. Millions of 
investors allocate some portion of their investment 
portfolio to income properties, including commercial 
and multi-family real estate, to diversify their assets 
and as part of a potential wealth-building strategy.

Before you invest in real estate — or add to your 
portfolio if you already own investment property 
— you should know about two increasingly popular 
passive investment vehicles, and one of the most 
attractive real estate tax benefits.

Two Ways to Passively Invest in Real Estate 
#1: Delaware Statutory Trusts
A Delaware Statutory Trust (DST) is an entity used to 
hold title to investments such as income-producing 
real estate. Most types of real estate can be owned 
in a DST, including industrial, multi-family, office, and 
retail properties. Often, the properties are institutional 
quality, similar to those owned by an insurance 
company or pension fund, such as a 500-unit Class A 
multi-family apartment community or 50,000 square 
foot industrial distribution facility subject to a 10 to 
20-year lease with a Fortune 500 logistics and shipping 
company.

There can be up to 499 individual investors in a DST. 
Each investor holds an undivided fractional interest in 
the property or properties (if the DST holds multiple 
assets), making the investor an owner. That said, 
decision-making authority typically rests with a trustee 
who is the asset manager designated by the sponsor of 

the DST offering. The asset manager takes care of the 
property day-to-day and handles all investor reporting 
and monthly distributions.

A DST is considered a security and governed by 
securities laws. The typical minimum investment in a 
DST is $100,000. Owners of a DST receive an operating 
statement at the end of the year, showing their pro-
rata portion of property income and expenses, which 
investors input onto Schedule E of their tax return, 
in the same way you would any other commercial or 
rental properties you may own directly.

#2: Tenants-in-Common 
A tenants-in-common (TIC) structure is another way 
to co-invest in real estate. With a TIC, the number of 
allowable investors is limited to 35.  As a result of 
the lower investor limit, the minimum investment 
requirement to purchase a property through a TIC 
may be substantially higher than a DST. We often see 
minimums for TIC investments between $250,000 and 
$1 million.

Although TIC investments and DSTs have their nuances 
and differences, they often will hold title to the 
same types of property. While the DST is generally 
considered the more passive investment vehicle, there 
are some circumstances in which a TIC is desirable, 
including if the investors wish to utilize a cash-out 
refinance after owning the TIC investment for a few 
years, to get some of their equity back, which can be 
invested in other assets. 
  
Real Estate Tax Benefit that Helps Build Wealth
Whether you’re invested in DSTs or TICs, you are 
eligible to take advantage of one of the most attractive 
real estate tax benefits on the books in the U.S.: the 
1031, or “like kind,” exchange. 1031 exchanges are 
so called because they are governed by Section 1031 
of the Internal Revenue Code. About one-third of all 

CONSIDERING REAL ESTATE? 
KNOW THE ABCS OF DSTS, TICS, AND 1031S

commercial and multi-family property sales involve 
a like-kind exchange, which is available to investors 
of all income levels (you don’t have to be a high-net-
worth investor to take advantage of the tax benefit).

A like-kind exchange allows an investor to defer 
capital gains, depreciation recapture, and other taxes 
at the time an investment property is sold if the net 
equity from the sale is reinvested into a property of 
the same or greater value. With a 1031 exchange, an 
apartment building can be exchanged for a warehouse, 
a warehouse for a medical office building, a medical 
office building for a drugstore, etc.

The net effect of 1031 exchange investing: the initial 
invested capital and gain can continue to potentially 
grow tax deferred. With a 1031 exchange, no tax 
consequences are triggered after a property sale. 
Then, if and when the new investment is sold without 
the equity reinvested in another exchange property at 
some later date, the prior gain would be recognized.

Not all properties qualify as like-kind exchange 
replacement properties under the Internal Revenue 
Code. But DSTs and TICs do. A person can invest in a 
DST property to qualify for the tax treatment when 
they sell their investment property, or invest out of a 
DST into another DST or another property of like-kind 
(Internal Revenue Code Ruling 2004-86) to maintain 
the tax benefit.

If you already own real estate and are contemplating a 
sale, this could potentially be a great time to exchange 
into another property. Some national policymakers are 
considering changing the rules that govern 1031s. The 
tax benefit could work differently in the future.

About Kay Properties and www.kpi1031.com 
Kay Properties is a national Delaware Statutory Trust 
(DST) investment firm. The www.kpi1031.com platform 
provides access to the marketplace of DSTs from over 
25 different sponsor companies, custom DSTs only 
available to Kay clients, independent advice on DST 
sponsor companies, full due diligence and vetting on 
each DST (typically 20-40 DSTs), and a DST secondary 
market.  Kay Properties team members collectively 

have over 115 years of real estate experience, are 
licensed in all 50 states, and have participated in over 
15 Billion of DST 1031 investments.

This material does not constitute an offer to sell or a 
solicitation of an offer to buy any security. Such offers 
can be made only by the confidential Private Placement 
Memorandum (the “Memorandum”). Please read the 
entire Memorandum, paying special attention to the 
risk section prior to investing.  

IRC Section 1031, IRC Section 1033, and IRC Section 721 
are complex tax codes; therefore, you should consult 
your tax or legal professional for details regarding 
your situation.  There are material risks associated with 
investing in real estate securities, including illiquidity, 
vacancies, general market conditions and competition, 
lack of operating history, interest rate risks, general 
risks of owning/operating commercial and multi-
family properties, financing risks, potential adverse tax 
consequences, general economic risks, development 
risks, and long hold periods. 

By Dwight Kay, CEO & Founder, Kay Properties & Investments, LLC 
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2020 has been so unique in so many ways. It will remain 
the year that behaviours and practices were transformed 
and accelerated with staggering speed. Digitalisation 
and the energy transition are just two examples. In 
the finance industry, corporate responsibility and 
sustainability have taken on such great importance 
that they have now become inseparable from investing. 
  
In asset management, measuring responsibility and 
sustainability focuses on how strictly environmental, 
social and governance criteria are factored into 
investment decisions – the famous ESG criteria. In 
practice, this monitoring applies as much to the 
strategy itself, to the third parties permitted into our 
ecosystem, as to the actual financial assets that we 
invest in. Ultimately, responsible and sustainable 
investing passes through the filter of each investor, 
of each family, which is defined by their specific 
situation, history, values, beliefs, or personal ethics. 
However, the ESG footprint still matters in the context 

of wealth management, by the very nature of asset 
allocation, which often comprises very large financial 
flows. And that does not go without consequences.  
 
In the same way as no two clients are identical, 
the application and integration of ESG factors in 
asset management cannot be standardised. On the 
contrary, it involves positioning the cursor in the 
right place, and with the right intensity, in order 
to best align legacy strategy with multiple client 
objectives. In fact, that is the central role played by 
a Family Office. These investment structures must 
guide decisions made by family members through 
their expertise, rather than imposing a dogma. 
  
ESG responsibility in its application. 

The main criteria that guide ESG management allow 
investors to gauge the sustainability and ethical 
impact of an investment in a company or economic 

RESPONSIBLE, SUSTAINABLE, INESCAPABLE!
by  Alain ZELL, CEO CAPITALIUM ADVISORS SA

area. The intention is good, but we are also seeing 
a “bandwagon” effect here, which mainly seeks to 
make a commercial case for ESG. “Greenwash” ESG 
investments abound. These include a scattering of 
socially responsible labelled investments in portfolios 
to salve clients’ conscience. Instead, we recommend 
inclusive management of sustainable themes and 
impacts at all levels of the investment process.  
  
The overwhelming majority of responsible investors 
take an “exclusion-based” approach. This methodology 
consists in excluding specific companies, sectors, or 
even countries, for example, the oil, chemical and 
mining industries, or companies engaged in speculation 
on food commodities. 

It is the largest common denominator in the ESG 
universe, and its application can easily be standardised 
using algorithms and decision trees. As this strategy sets 
few restrictions, asset managers can offer the ESG label 
without cutting too deeply into the portfolio’s historical 
assets. In its broadest definition, the approach prohibits 
for example, investments in gambling or certain types 
of weapons. Considering many of these sectors are 
banned due to legal or regulatory reasons, we can 
understand why the financial community is accused of 
“greenwashing” when it comes to most ESG actions. 
 
Tougher and more complex to implement are 
“inclusive” approaches. This philosophy involves 
investing in companies and projects that have a positive 
impact on environmental, social or governance issues. 
Investments are selected in specific areas, such as solar 
energy, water treatment, security and hydrogen power. 
An inclusive strategy is a sort of antechamber into a 
system that we view as more well-rounded and involves 
implementing an “impact” investment protocol. Impact 
investing is defined as explicitly combining financial 
returns with social or environmental performance. This 
category of investing requires setting specific, priority 
social targets in order to generate measurable results. 
 
Unquestioningly, we prefer impact investment 
management. Our viewpoint is that this approach most 
accurately reflects what clients expect in terms of 
responsibility and sustainability. And client activism 
leads to concrete, visible and measurable outcomes. 

To take exposure to the most promising themes or 
projects (e.g. energy transitions, microcredit), real 
assets (private debt, infrastructure, private equity) are 
essential as they are the only ones that offer a scope 
of application that is direct, relevant and effective. 
Investing through listed markets only offers partial 
exposure to these themes, which is unsatisfactory. 
  
Inter-generational transmission

We believe that responsible wealth management 
extends beyond traditional ESG criteria to encompass 
other aspects, such as the transfer of wealth. If the 
next generation is to understand the responsibilities of 
managing wealth, it is fundamental that the assets they 
inherit make sense. Just as a fortune has its own story 
to tell, the story of the family, the investments in which 
it is expressed must do the same. 

Taking on an inheritance means taking on shared 
values, and that is facilitated when wealth is managed 
with a strong emotional identification by using certain 
assets or exploring certain themes (e.g. real assets).  
Financial assets are also incorporated as a tool into the 
new generation’s learning process. Many heirs do not 
instinctively see the importance of involving themselves 
in matters of finance. A relevant allocation should 
promote inclusion and continuity while embracing a 
long-term vision. The only horizon on which an effective 
wealth management strategy can be built is with a view 
to co-investment across generations. This in turn, allows 
us to smooth out the inheritance process over time. 
 
To address the issues of responsibility and sustainability 
in a satisfactory manner, it would be difficult for us 
to justify disregarding an analysis engineered to suit 
each family, which helps us to determine the most 
appropriate investment strategy. The subject is vast 
and complex. 

The solution cannot be found in a simplistic compilation 
of financial items ticked off as “sustainable”. Family 
offices, along with other financial firms, play a 
predominant role in establishing good practices as an 
agent of change, rather than as a mere consumer of 
products of this change.

www.capitalium.ch
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Dubai’s real estate market appears 
to have passed its trough. In an 
interview with Christian Atzert we 
discuss the recent developments 
within the dynamic Emirate as well 
as the driving factors behind the 
incipient market upswing.

Family Office Magazine:  You 
have been an active consultant in 
Dubai`s real estate market since 
the year 2007. Could you please 
talk about the changes you have 
seen in the Emirate since. 

Indeed, there has been a fairly 

profound transformation during 
this time, partly due to the fact that 
Dubai is still a relatively young and 
dynamic real estate market subject 
to shorter cycles. On the other 
hand, the government has swiftly 
and intelligently addressed the 
shortcomings revealed by the crisis 
in 2008 which were ultimately due 
to excessive speculation combined 
with inadequate regulation. Most 
of the introduced or amended 
real estate related laws and 
regulations have seen a continuous 
development and optimization 
throughout the last decade and a 

supervisory authority for the real 
estate sector has been installed. 
At this point in time it can be 
said that Dubai has achieved 
an adequate balance between 
efficient regulation and - in 
comparison to the European 
markets for example – a tolerable 
level of bureaucracy. 

Family Office Magazine: Could you 
please comment on the impact of 
the pandemic and the situation the 
market is in right now. 

Over the past six years, the Dubai 

DUBAI PROPERTY MARKET
STATUS AND OUTLOOK

THE UNDERRATED OPTION
A Tradition of Style, Adventure and Exclusivity

market manifested a negative correlation in 
relation to other real estate markets worldwide. 
While real estate prices in Germany and other 
European countries - but also in the USA and 
the Far East - have risen to unhealthy valuations 
in some cases, we have seen a slow but steady 
decline in real estate prices in Dubai since 2014. 
As a result, the corona crisis has only caused a 
final and temporary downward spike in prices, 
caused by those in despair to sell. 

In the meantime, we are seeing a significant 
improvement in market sentiment, driven by the 
prevailing conviction among market participants 
that the trough of the cycle is now behind us. 

Family Office Magazine: What are the factors 
justifying this optimism, can you give us some 
fundamentals?

Certainly. I clearly see China as the main driver 
of the present demand. As a vast country with a 
rapidly growing middle and upper class we see 
many individuals and companies keen to transfer 
assets abroad, often into real estate. 

Within the last decades the US were mostly the 
destination of choice, but due to the trade war 
and the generally deteriorating relations between 
the two countries, many Chinese are now looking 
for alternatives. As the UAE and Dubai continue 
to relax their residence regulations as well as 
offering 100% company ownership, the country 
is becoming an increasingly interesting option for 
this clientele. 

Another relevant factor is Dubai’s position 
on the world map and its excellent logistics 
infrastructure. For this reason alone it is highly 
attractive to Chinese companies and an extremely 
important building block within the Chinese „One 
Belt One Road“ project. 

While Europe had seen a slowly degrading 
economic and political environment pre-COVID, 
strict lockdown policies all over the continent 
strangle SMEs and accelerate the demise, driving 
entrepreneurs and the wealthy to seek safe 
havens.

With demand for properties in Dubai clearly on 
the rise, the volume of properties in the pipeline 
for completion on the other hand is slowly 
depleting. Semi-governmental developers like 
Emaar have halted the launch of new projects 
while the goverment has severely increased the 
capital requirements for private developers.  

I strongly feel that this overall situation is a fertile 
breeding ground for increasing property prices in 
the coming market cycle.

Family Office Magazine: Are there any other 
factors that appeal specifically to European 
investors? And have there been any substantial 
changes with respect to the structuring of assets?

Yes. The Greenback`s present weakness against 
the Euro is definitely a factor favouring Dubai`s 
property market. With the UAE Dirham pegged to 
US-Dollar, the Euro`s buying power in the UAE has 
increased by eight percent year-to-date. 

On the other hand, the exemption from 
withholding tax must of course be mentioned 
here. The Emirate of Dubai does not impose taxes 
on proceeds from real estate assets. Further, taxes 
and fees related to the ongoing operation of the 
property, if at all to be borne by the owner, are 
minimal. 

Last but not least, the domiciliation of assets in 
Dubai can represent a viable protection against 
political risks in Europe. In my opinion, the 
collectivization of debt, an overly expansive 
monetary policy along with accelerating 
concentration of power in the de-facto 
undemocratic EU pose considerable risks to 
wealthy individuals and families. 

Within the last three years, the Dubai International 
Financial Centre (DIFC) as a financial freezone 
jurisdiction has greatly improved its proposition 
to families in offering highly effective and 
tailorable foundations, SPVs and other options. 
Now declared semi-permeable in relation to the 
onshore jurisdiction, the DIFC is clearly the top 
choice for families and HNWIs looking to invest 
into businesses or properties in Dubai. 
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DIVORCE SETTLEMENTS
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As a tumultuous 2020 draws to a close, ill economic 
winds resulting from Covid-19 and the impending 
end to the Brexit transition period threaten further 
challenging times. 

The financial picture for many is far bleaker than it was 
just 12 months ago. For any of the 108,000 couples 
who divorced in 2019 and settled their financial 
matters in the pre-pandemic world with the hope of 
a comprehensive free trade agreement being reached 
with the EU, the picture may now look very different, 
and many may be questioning whether it is possible to 
challenge a divorce settlement.

Setting aside capital settlements
In financial remedy proceedings following divorce, the 
principle of finality is paramount in the mind of the 
Court. For this reason, there are very limited grounds 
under which capital orders – for properties, lump sums 
and pensions – can be varied.

In the absence of fraud, non-disclosure or undue 
influence, the only way in which a capital order can 
be set aside and re-determined, due to a change of 
circumstances since the settlement was made is where 
a “Barder event” occurs. 

This takes its name from the tragic case of Barder v 
Barder, in which the family home was transferred to the 
wife to provide a home for her and the children, only 
for her to kill the children and take her own life just 
five weeks after the transfer. The husband successfully 
applied to the court to reverse the order as the key 
purpose of the order – to provide a home for the wife 
and the children – had been invalidated.

The court established that an otherwise non-variable 
order may be set aside if four conditions are satisfied:

New, unforeseeable events have occurred since the 
order that invalidate the basis of the order;

The new events happened within a short time of the 
order;

The application to set aside is made promptly;

Third-party rights over the subject property are not 
prejudiced by the application.

Barder events are rare, and successful Barder 
applications are rarer still. Following the financial crisis 
of 2008, numerous applications were made as a result 
of plummeting asset values, but none successfully. 

In the judgment of the 2009 Court of Appeal case of 
Myerson v Myerson, Lord Justice Thorpe held that 
“the natural processes of price fluctuation, whether 
in houses, shares, or any other property, and however 
dramatic, do not satisfy the Barder test.”

It would appear extremely unlikely that the impact of 
Brexit on the economy could be considered a Barder 
event. And, while it could be arguable that Covid-19 
was not foreseeable in the way that a recession would 
be, it may be that the impact of the pandemic on the 
financial markets would be viewed by the courts in the 
same way.

Varying lump sums
Many financial orders are structured based on a series 
of payments being paid over a prolonged period of 
time. These can be described as either “a series of a 
lump sums” or “a lump sum by instalments”. While 
there is little substantive difference between these 
orders, legally they are very different beasts.

A one-off lump sum cannot be varied. Nor can a series 
of lump sums. However, the court does have the ability 
to vary, discharge or suspend an order to pay a single 
lump sum by instalments.

The wording of the order is therefore absolutely key 
and, for this reason, most orders will specify the format 
of the payments. If this is unclear, it may be possible to 
argue that the amounts outstanding are variable.

If a party seeks to vary a lump sum by instalments, the 
court will have to consider all the circumstances of the 

case, including any change in the parties’ circumstances 
such as their financial position. 

This may be a useful provision for any payor who has seen 
a reduction in the value of assets or a drop in income that 
makes it challenging to raise monies. 

If this is a temporary problem and there is an expectation 
that the position will change in due course, the court is likely 
to vary the timetable for payment provided it that does not 
have a disastrous impact on the payee. However, if there has 
been a wholesale change brought about by, for example, a 
company liquidation, the order may be discharged entirely.

Maintenance payments
Unlike capital awards, maintenance payments – both 
spousal and child – are always variable. That means that the 
amount to be paid can be reduced or increased, the term for 
payment can be increased or decreased, or the order can be 
terminated.

On a spousal maintenance variation application, the court 
will again consider all the circumstances of a case. One 
of the key factors will be the ability of the paying party 
to continue to make payments. If a payer loses their job 
or is on a reduced income, clearly their ability to pay will 
be reduced. This will need to be balanced against how the 
income needs of the payee can be met if repayment is 
reduced or stopped.

If a payer has savings or investments that can be used to pay 
an ex-spouse, it may be worth considering capitalising the 
order by paying a one-off lump sum to replace the future 
income to give a clean break order meaning there can be no 
more claims made.

For child maintenance, if there is no court order from 
within the last 12 months governing the amount to be paid, 
jurisdiction for varying child maintenance initially lies with 
the Child Maintenance Service (CMS). If a previous CMS 
calculation is in force, an application can be made to the 
CMS for a downwards revision if the payer’s income has 
reduced by more than 25%.

If there is a court order made within the past 12 months or if 
the payer’s income exceeds the CMS maximum assessment 
of £156,000pa gross, the court can deal with a variation 
application. The factors that the court will consider will 
be similar to those in proceedings concerning spousal 
maintenance. However, it is not possible to capitalise child 
maintenance to avoid any future payments.



Ten large Spanish companies are working together to 
develop a self-managed digital identity model with 
blockchain technology that will place Spain at the 
forefront in this type of development. 

This project, in which Banco Santander, Bankia, 
BME, CaixaBank, Inetum, Liberbank, Línea Directa 
Aseguradora, Mapfre, Naturgy and Repsol participate, 
together with the Alastria consortium, will provide 
users with control of their personal data, which does 
reality a digital identity self-managed by each person 
in a safe and reliable way.

Self-managed identity allows a person to have their 
personal data in a single digital identity, backed up 
by partner companies and stored on their own mobile 
device. The user will be able to decide with whom 
they share them at any time quickly, easily and safely, 
to hire any service without having to fill out tedious 
forms. For example, the user will be able to use their 
data validated by other entities to rent a car, take out 
insurance, request a loan, register the electric service, 
or any service that the user wishes, all in a few clicks.
The creation of a self-managed digital identity provides 
the certainty that the information is reliable and has 
not been altered, thanks to blockchain technology. 
The challenge is for it to have legal effects equivalent 
to the most advanced current authentication and data 
validation processes.
 
New business models, greater efficiency and more 
benefits
For participating companies, this development will 
allow greater efficiency and improvements in different 
processes, such as user registration. In addition, with 
the aim of transferring their capacity for innovation 
to people’s lives, the project will allow collaborating 
entities to design new business models (individual 
and / or joint) to improve the user experience based 
on the potentialities of the self-managed digital 
identity.

In the completed proof of concept, the entities have 
verified that the solution works satisfactorily. In 
November, the next phase of the project will begin, 
which aims to complete the developments in the 
next six months to be able to deploy this solution 
in a real production environment in May 2021. The 
collaborating companies in this proof of concept see 
great potential for all sectors.

Currently, the demos work on one of the blockchain 
infrastructures (Ethereum-Quorum) of the Alastria 
consortium, a pioneering development in the use 
of open source libraries developed by the Alastria 
Identity Commission. In addition, during these months 
work will also continue on other aspects of the 
technical implementation, as well as the use cases.

The project of these companies is a technological 
challenge that will position Spain at the forefront of 
blockchain and identity management, a fundamental 
issue in digital environments for both users and 
companies. In addition, this solution will allow more 
efficient combat against fraud and identity theft 
attempts.   

 Alastria ID, base of the initiative
This project is based on the Alastria digital identity 
model (Alastria ID), which is the first multi-sector 
consortium in which 600 partners participate, 
including large companies, SMEs, public administration 
and academic institutions, for the establishment of a 
public infrastructure licensed by blockchain, designed 
in accordance with Spanish and European regulations. 
Alastria ID has been built thanks to the collaboration 
of more than 100 member entities of this consortium, 

not only on a technical and security level, but also on a 
legal level, since Alastria has the participation of leading 
digital technology lawyers in Spain, who have been part 
of the design taking into account all relevant regulatory 
aspects, especially those related to the General Data 
Protection Regulation (GDPR). 
Since the first phase of the Dalion project began, in 
October 2019, this model has been analyzed from different 
points of view (business, security, technology, legal, user 
experience, etc.) and the software components have been 
developed necessary for entities to offer the use of self-
managed identity in their business applications.

The ten companies participating in the Dalion project have 
built a solution capable of guaranteeing the integrity and 
quality of the data, avoiding duplication and errors, while 
protecting the privacy of users by not storing personal 
data on the blockchain network or in any way centralized 
and preventing the traceability of the subject’s activity 
on the network. The project has observers from Public 
Administrations such as the Alcobendas City Council and 
the University of Zaragoza, among others.

The Dalion project seeks to differentiate itself from 
traditional Single Sign-on (SSO) solutions, such as Google 
or Facebook, focusing on the fact that the digital identity, 
made up of multiple attributes (credentials), is certified 
and validated by the issuers of said credentials. This allows 
the use of a single solution for the secure contracting 
of any type of services over the internet, which to date 
required complex mechanisms specific to each company 
or physical presence. 

The Alastria ID identity model has been presented to the 
Spanish Association for Standardization (UNE), evolving 
from a “de facto” standard to a formal standard and has 
been elevated to other international standardization 
bodies, such as CEN / CENELEC, UNE counterpart. in 
Europe, and has even served as the inspiration for the 
European Commission’s decentralized identity initiative, 
ESSIF. 

SPANISH COMPANIES PROMOTE 
DIGITAL ID WITH BLOCKCHAIN

By James Sheedy
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Now that the initial shock of the Covid-19 pandemic is 
slowly being absorbed, one conclusion we can draw is 
that, thanks to new technologies, the world’s economies 
have not collapsed. 

When most of the world went into lockdown during the 
first half of 2020, it was the mobile apps, parcel and food 
delivery services, online healthcare services, remote 
working apps and video conferencing systems that 
made it possible for a large proportion of the economy 
to keep running. They represent a set of disruptive new 
technologies and services that nobody had heard of 
just a few short years ago. 

What most of these new technologies have in common 
is that it was young entrepreneurs who launched them. 
Based on smart, out of the box ideas and hard work, 
many of them received some of their start-up funding 
from global single-family offices. However, while 
single-family offices have been really open to investing 
in disruptive technologies, the wealthy families behind 
them are not always as forward-thinking when it comes 
to  members of their own next generation and shifting 
responsibility to them at a young age. The Covid-19 
pandemic shows that it is well worth reconsidering this 
attitude. 

The next generation is essential in preserving a family’s 
wealth
You can only preserve wealth by growing it. When 
a family aims to protect its wealth by not losing it, 
over time it will simply disappear through spending, 
inflation and family expansion: additional generations 
mean more mouths to feed and in some cultures around 
the world families tend to expand exponentially. These 
are some of the main reasons behind the saying “from 
shirtsleeves to shirtsleeves in three generations”, 
which actually has much truth behind it. From a wealth 
preservation perspective, it is essential not only to 
educate the next generation about wealth early on, but 
to teach them and let them experience entrepreneurial 

thinking at an even younger age so fostering their 
entrepreneurial activity. 

This does not only mean handing over more 
responsibility for existing businesses, developed by the 
older generation, to the next-gens, but also involving 
them in setting the strategic direction of investment. 
Too many wealth owners keep postponing this moment 
and want to keep full control over the family office or 
business too long. 

Even better, next-gens should receive encouragement 
and support to start their own ventures, because 
preserving wealth over generations does not 
necessarily mean sticking to the same business. There 
are numerous examples of families which have been 
entrepreneurial for generations but have strategically 
shifted their business when a new generation took the 
helm, or when the time and opportunity were right. 

Especially now, with the arrival of disruptors’ 
technologies, in the space of a few years, destroying 
businesses that have existed for generations, embracing 
the input and views of the next generation could prove 
essential in preserving a family’s wealth. Too often, 
young family members sense detachment from that 
wealth, because they feel excluded and not taken 
seriously by the heads of the family. This disconnect 
destroys their confidence in their own capabilities and 
can spell the demise of the family’s wealth. However, 
there are many ways to prevent this from happening.

Engagement at a young age
For families with large business interests and/or family 
offices, organising family meetings and involving 
younger members in them is highly beneficial. Children 
as young as 14-16 years old, or even younger, can 
follow their own programme during such events, 
becoming acquainted with the family office or family 
business in a relaxed educational environment, while 
forging closer relationships with other young members 

SINGLE FAMILY OFFICES 
EMPOWERING THE NEXT GENERATION

of the family. Members aged 18-
25 may also occasionally sit in as 
observers during meetings of the 
board or investment committee to 
learn about the business gradually 
and discover what it takes to lead 
it. When young members of the 
family show a strong interest in 
it, make sure there is clarity about 
the professional path they have to 
take from the outset.

Involving children from a young 
age in the family’s philanthropic 
activities, can support them in 
learning practical competencies 
like strategy, teamwork and 
investment management. It 
strengthens the family ties and 
also aquaints next-gens with the 
family values in a practical manner.

A family bank?
Whatever their age, it is worth 
encouraging children to become 
entrepreneurs and learn about 
investing. Having the family office 
establish a “family bank” from 
which young family members, 
based on predetermined objective 
criteria, can seek funding for their 
entrepreneurial initiatives, is one 
way of doing this. 

Such criteria will differ per family 
but can, for example, consist of 
writing a professional business 
plan, or doubling any funding 
commited by external professional 
parties. In case senior family 
members or family officers feel 
uncomfortable with rejecting the 
ideas of next generation members, 
they can engage external 
advisors to form a committee 
that objectively judges funding 
requests. 

Providing young adults with funds to invest in public markets and help 
them learn, in a controlled manner, about the dynamics of investing, is 
another. Most professional investors will confirm that one of the best ways 
to learn about investing is by doing it. Even learning by losing is not such 
a problem provided the amounts involved are small, the learning actually 
happens and subsequent discussions take place. This type of experience 
can prevent a lot of problems at a later stage.

Another way to learn about entrepreneurship is at events tailored to the 
next generation, focusing on business strategy and entrepreneurship, 
regularly organised by private banks and international business schools. 
Besides the educational element, these events also enable those 
attending to meet and network with their peers.

Empowerment is essential
These are just a few ways to empower children. Accepting that they 
will make mistakes is important. By learning through trial and error at a 
young age, the next generation will be much better prepared to act as 
stewards of the family’s wealth later on and carry it forward into future 
generations. The family’s single-family office can be an important catalyst 
for this development.

Author:
Jan van Bueren is Global Head Family Office Advisory at the Swiss private 
bank Union Bancaire Privée (UBP) and Co-Founder of UBP’s award-winning 
family office advisory service – FOSS Family Office Advisory. Jan and his 
team assist families from all over the world with all the necessary steps to 
establish their single-family office. 

www.amily-office-advisory.com

By Jan van Bueren
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With ongoing uncertainty caused by the COVID-19 
pandemic, more than a third (37 per cent) of business 
owners surveyed in Canada wish they could retire, 
transition or sell their business but are not prepared, 
finds a recent poll by KPMG in Canada.

“With the COVID-19 pandemic, many business owners 
have been forced to make tough decisions around 
investments needed to manage through the crisis and 
beyond,” says Yannick Archambault, national family 
office leader for KPMG in Canada. “Given the ongoing 
challenges, more than a third wish they could sell or 
transition their business to the next generation today.  
“But these kinds of decisions require serious planning 
and the persistent economic uncertainty posed by 
the pandemic has accelerated the normal planning 
timeframe for these decisions. As a result, there is a 
greater urgency today to have robust, forward-looking 
plans in place and solidify leadership and governance 
structures to protect the business and facilitate a 
transition.”

Key poll findings:
• 24 per cent of respondents who don’t have an 
exit plan but want to leave within one to two years, 
regret not selling or transitioning their business before 
the pandemic.
• 64 per cent are adopting digital and emerging 
technologies as a result of COVID-19.
• 60 per cent do not have audited financial 
statements.
• 76 per cent do not have a governance framework 
or structure in place.
• 70 per cent believe a more tech savvy generation 
of leaders is needed to succeed in the new reality.
To sell or transition the business
“For family business owners, the readiness of the next 
generation to assume control of the business is a key 
consideration when thinking of retirement,” says Mr. 
Archambault. “Most business owners need to feel 
confident their business is in safe hands with the next 

generation or a strategic third-party, before making the 
decision to sell or transition the business. Overall, our 
poll findings reveal that 28 per cent of respondents 
are ready to retire or sell the business but feel obliged 
to stay on because their successor is not prepared to 
take over the business. This may or may not be a family 
member who has been involved in the running of the 
business.”

“We also heard from entrepreneurs about the growing 
importance of technology, a lesson driven home by 
the realities of working during a pandemic. Most 
entrepreneurs (78 per cent) said companies must go 
digital to compete, and 70 per cent believe a more tech 
savvy generation of leaders is needed to succeed in the 
new business reality,” added Mr. Archambault.

The future is digital
The poll also reveals that business owners who plan to 
exit within the next 24 months, but lack formal plans, 
have also made minimal investments in technology. In 
fact, 48 per cent of these owners said they’ve made no 
recent investments in technology. While only eight per 
cent invested in digital technology to facilitate online 
sales / services / payments, far below the national 
average of 27 per cent.

“Now more than ever, businesses need to be proactive 
and invest in digital and emerging technologies, 
whether to facilitate remote work or online sales, 
services and support,” says Mary Jo Fedy, National 
Leader, KPMG Enterprise. “The prevailing belief that 
digital transformation is driven by the next generation 
of leaders could also influence future thinking about 
succession planning.”

According to Ms. Fedy, the pandemic may have also 
put some transitions on hold because valuations are 
uncertain and different market dynamics are now at play. 
“Businesses need to be prepared for the unexpected.”
Six Steps to a Successful Business Transition

MORE THAN A THIRD OF ENTREPRENEURS WISH THEY 
COULD SELL OR RETIRE BUT AREN’T PREPARED

KPMG IN CANADA POLL 

1. Plan for the Future – Make preparations well 
in advance. Most major decisions require multi-year 
planning, so don’t delay. If you are a family business 
owner, the first step is to decide whether the business 
should continue as family-owned entity or will be sold 
to non-family members.

2. Prepare Your Business –KPMG’s survey 
revealed that many business owners do not have 
audited financial statements. Review and make 
sure the business’s financial records, contracts, and 
corporate documents are up to date and accurate, and 
that strong governance frameworks are in place.

3. Get a Valuation –The pandemic is impacting 
the valuation of businesses and M&A activity 
globally. You may want an independent assessment 
of your business value and, prior to a sale, implement 
operating and financial performance improvements 
that lead to a higher sale price.

4. Prepare Your Family –Include family members 
early in the planning process. Many families rely on 
a family office to foster communications and family 
unity. Consider what the transition or sale will mean 
to you and your family. What does life look like for you 
and the family after the exit? How will you oversee the 
family capital and financial matters?

5. Groom Your Successor - Succession planning 
can be one of the most challenging aspects of owning 
a family business, yet it’s critically important. KPMG 
and the Ivey Business School teamed up to create 
the Family Shift program, which helps prepare next 
generation leaders. Many founders will continue to 
act as an advisor to their successor even after handing 
over the reins.

6. Assemble a Strong Team – Work with a team 
of professional advisors in mergers and acquisitions, 
corporate finance, tax and law who understand the 
current market and can help you better structure the 
transaction and engage with prospective buyers. Your 
team should be capable of taking into account all the 
financial and non-financial implications involved and 
ensure you get the best price for your business.
About the KPMG Business Transition COVID-19 Poll

KPMG polled 500 Canadian companies in late 
September, when COVID-19 cases resurged in Canada. 
The online survey of business owners or decision 
makers was drawn from Delvinia’s premier online 
research panel, AskingCanadians. Forty-six per cent of 
the respondents are aged 55 and over and 38 per cent 
are women.

About KPMG Family Office
KPMG Family Office provides independent advice and 
specialized services that are tailored to the unique 
needs of successful business owners and families. Our 
team can mobilize to engage as a partial or full-service 
family office, or collaborate with an existing family 
office, to complement capabilities and provide value-
added services. With KPMG’s national and global 
reach, we also understand the mobility of families and 
wealth today and are ideally positioned to advise on 
cross-border assets and complex, multi-jurisdictional 
business, tax and wealth matters.

About KPMG in Canada
KPMG LLP, an Audit, Tax and Advisory firm (home.
kpmg.ca) is a limited liability partnership, established 
under the laws of Ontario, and the Canadian 
member firm of KPMG International Cooperative 
(“KPMG International”). KPMG has more than 7,000 
professionals/employees in over 40 locations across 
Canada serving private- and public-sector clients. 
KPMG is consistently recognized as an employer 
of choice and one of the best places to work in the 
country. The independent member firms of the KPMG 
network are affiliated with KPMG International, a Swiss 
entity. Each KPMG firm is a legally distinct and separate 
entity and describes itself as such.

www.kpmg.ca
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Groundbreaking 
Technology

Investment reporting is as much about 
communication as computation. Private Wealth 
Systems has built the most powerful multi-asset, 
multi-custodial client reporting platform -  
empowering you to take control and transform how 
you analyze, report, and manage private wealth.
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ACCOUNT AGGREGATION
All transactions from all accounts across all custodians 
in all currencies, 12,500 data sources and growing   
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RECONCILIATION
Ensures the highest level of data accuracy 
across the industry   
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AD-HOC CLIENT REPORTING
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SEI (NASDAQ:SEIC) announced that U.S. Bank, the fifth 
largest bank in the nation, will adopt the SEI Wealth 
PlatformSM (SWP) across its Wealth Management and 
Investment Services group. SWP is a fully-integrated, 
single-infrastructure technology solution that enables 
organizational transformation and supports a digital 
experience for wealth management organizations and 
their clients. This news was first shared on SEI’s third-
quarter 2020 earnings call.

“After driving innovation and experiencing industry 
change for more than four decades together, we are 
thrilled to expand our relationship to support U.S. 
Bank’s continued global growth initiatives,” said Sandy 
Ewing, Senior Vice President for North America Private 
Banking at SEI. “By employing the SEI Wealth Platform’s 
scale and scope within a software-as-a-service model, 
U.S. Bank will benefit from a unified, straight-through-
processing environment across all of their businesses 
globally.”

U.S. Bank will migrate its Wealth Management, 
Institutional Trust and Custody, Global Corporate Trust, 
Global Fund Custody and Investment Advisor Services 
businesses to SWP from SEI’s legacy wealth management 
platform, TRUST 3000®. SWP and TRUST 3000 are part 
of SEI’s Global Wealth Management Services business, 
comprised of market-leading, innovative solutions 
designed to support the future growth of investment 
and wealth managers globally.

“Our successful, 43-year relationship with SEI has 
been based on trust, collaboration and a truly strategic 
alliance, and we are excited to continue our journey 
ahead together,” said Dale R. Smith, Executive Vice 
President of U.S. Bank Trust Technology and Support 
Services. “With a component-based, configurable 
architecture to support our flexible business operating 
model, the SEI Wealth Platform will enable us to drive 
greater efficiency and deliver enhanced services to our 
wealth management and investment services clients 
globally.”

U.S. Bank joins more than 50 other SEI clients across 
the industry utilizing SWP as a core technology and 
infrastructure to grow and modernize their wealth 
management businesses. 

About the SEI Wealth PlatformSM
The SEI Wealth Platform (the Platform) is an outsourcing 
solution for wealth managers encompassing wealth 
processing services and wealth management programs, 
combined with business process expertise. The SEI 
Wealth Platform supports trading and transactions on 
137 stock exchanges in 42 countries and 43 currencies, 
through the use of straight-through processing and a 
single operating infrastructure environment. For more 
information, visit: seic.com/wealthplatform. 

About SEI
After 50 years in business, SEI (NASDAQ:SEIC) remains 
a leading global provider of investment processing, 
investment management, and investment operations 
solutions designed to help corporations, financial 
institutions, financial advisors, and ultra-high-net-worth 
families create and manage wealth. As of Sept. 30, 2020, 
through its subsidiaries and partnerships in which the 
company has a significant interest, SEI manages, advises 
or administers approximately $1 trillion in hedge, 
private equity, mutual fund and pooled or separately 
managed assets, including approximately $330 billion 
in assets under management and $755 billion in client 
assets under administration. For more information, visit 
seic.com.  

About U.S. Bancorp
U.S. Bancorp, with more than 70,000 employees and 
$540 billion in assets as of September 30, 2020, is the 
parent company of U.S. Bank National Association, the 
fifth-largest commercial bank in the United States. The 
Minneapolis-based bank blends its relationship teams, 
branches and ATM network with mobile and online tools 
that allow customers to bank how, when and where they 
prefer. U.S. Bank is committed to serving its millions 
of retail, business, wealth management, payment, 
commercial and corporate, and investment services 
customers across the country and around the world as 
a trusted financial partner, a commitment recognized 
by the Ethisphere Institute naming the bank one of the 
2020 World’s Most Ethical Companies. Visit U.S. Bank at 
www.usbank.com or follow on social media to stay up to 
date with company news.

SOURCE SEI Investments Company
www.seic.com
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pay the CGT, which will have a material impact on the 
available cashflow.  

Planning Ahead
The new reporting regime requires the creation 
of a standalone CGT UK Property Account, using 
HMRC’s dedicated online service. To set up a 
Property Account, you must first set up a Personal Tax 
Account on the HMRC online service. Although this 
is relatively straightforward for most taxpayers, it’s 
advisable to plan ahead and set up your account well 
in advance of any property disposals you are planning 
or considering. 

For non-UK nationals who may not have National 
Insurance numbers, the process of setting up the 
account may take a little longer.

The 30-day CGT return requires a calculation of the 
gain to be attached. Full details of the disposal are 
required, including:
•  sale proceeds;

Katharine Arthur

In April this year, new changes to the reporting 
requirements and payment of Capital Gains Tax (CGT) 
on the taxable sales or disposals of UK residential 
properties came into play, requiring people to pay 
CGT within 30 days. With many thousands of people 
likely to be affected, it’s particularly important for 
individuals who may be selling any properties to 
fully understand the full scope of the new reporting 
requirements. The changes apply to all disposals 
of any residential UK land or property made by UK 
resident individuals, trustees, or representatives 
of estates and partnerships. Disposals not only 
include the sale of properties, but also the gift of, to 
connected persons (i.e. a relative), and to the settling 
of properties into trusts. Non-UK residents have been 
subject to similar obligations since April 2015. 

Report and paying capital gains tax
As of the 6 April 2020, disposals of UK residential 
property must be reported to HMRC, and any CGT 
paid, within a 30-day period. And the clock starts 
ticking from the date of completion, rather than the 
day on which contracts are exchanged, so time is 
of the essence for individuals to ensure everything 
is in order: the new rules significantly reduce the 
timescale for paying CGT, and increase the compliance 
requirements to be met during this period of time.  

Prior to the new changes being introduced, the 
disposal of any kind of property was only reported 
on the annual Self-Assessment (“SA”) tax return, 
and one could get nearly two years to settle the 
CGT due. For example, a disposal on 20 April 2019, 
which took place at the beginning of the 2019/20 
tax year, is reportable in the 2019/20 SA tax return, 
with payment due by 31 January 2021. However, for 
a disposal on 20 April 2020, the tax was due on 20 
May 2020: a stark contrast in the length of time to 

THE 30-DAY CGT REPORTING RULE 
FOR UK RESIDENTIAL PROPERTY

By Katharine Arthur, Partner, Haysmacintyre
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•  current market value for gifts or transfers to trust;
•  costs of sale and purchase, e.g. solicitors’ fees;
•  Stamp Duty Land tax (SDLT) paid on purchase; and
•  Any costs of capital improvements. 

With only 30 days to complete the return, time really 
is of the essence, and individuals would do well to 
ensure these details are collated in advance of any 
disposal. Tax advisers can prepare and submit the 
returns on behalf of their clients, but a new online 
agent authorisation process must be completed.
Additionally, the gain must also be included on the 
individual’s annual SA tax return, if you are required 
to submit one. The CGT paid at the 30-day date is 
treated as an interim payment on account against the 
final SA liability.

HMRC have recognised that some taxpayers may face 
difficulties in meeting their payment obligations due 
to COVID-19, and so have advised they will consider 
requests for deferral of payment on a case by case 
basis. It is necessary to apply for time to pay the 
tax liability: simply not paying the tax will result in 
penalties and interest. Ensure that the 30-day return 
is filed on time, and contact HMRC to agree time to 
pay.

Exemptions
There is no obligation to file a return for transactions 
where there is no tax due, such as if you are selling 
your main residence and it is exempt as a result of 
the “Principal Private Residence Relief”, or if the 
transfer is between spouses or civil partners on a ‘no 
gain/no loss’ basis. Similarly, where the capital gain 
is under the annual threshold (£12,300 for 2020/21 
tax year), or losses are brought forward to extinguish 
the taxable gain, CGT is not due and so the new rules 
do not apply. What’s more, UK resident companies do 
not fall within the scope of this new CGT regime and 
will continue to pay Corporation Tax on gains on the 
disposal of residential property.  

Interest and penalties
Penalties will feature prominently under the new 
system. A similar structure has been in place for a 
number of years for non-residents, and HMRC’s own 

figures have suggested that over a third of returns 
filed were filed late for the first few years of this 
structure being in place, resulting in a third of their 
revenue coming from late filing penalties, rather than 
the CGT tax itself.

If the 30-day filing deadline window is missed, late 
filing penalties will apply, which could be particularly 
costly for many people. It’s vital to ensure all the 
rules and requirements are adhered to, as HMRC has 
access to Land Registry details of property sales and 
is actively reviewing property transfers. Similarly, 
interest will always be charged on any tax paid after 
the 30-day deadline.

The new requirement and online process has come 
as a significant administrative shock to many. But 
accountants and tax advisers have now filed a number 
of successful 30-day returns. Any individual, trustee 
or estate representative would benefit from seeking 
professional advice to ensure all of the rules of the 
new changes are met.
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BNY Mellon Data and Analytics Solutions Wins Several 
Prestigious Industry Awards 

BNY Mellon was named “Technology Innovation of 
the Year” for Data and Analytics Solutions’ recently 
launched ESG Data Analytics application, as part of 
the Global Investor Group Investment Excellence 
Awards. Separately, BNY Mellon was also named by 
the judges as “Real Estate Fund Administrator of the 
Year” for the second year in a row. The awards highlight 
outperformance, innovation and achievement in asset 
management and fund services.

“ESG Data Analytics was developed in collaboration 
with clients to address the fundamental need to 
better manage the ESG nature of funds with proper 
frameworks and standards,” said Charles Teschner, 
Global Head of Data and Analytics Solutions at BNY 
Mellon. “This award underscores our commitment 
to helping investors customize portfolios to their 
individual ESG preferences.”

The “Technology Innovation of the Year” recognition is 
the latest in a series of awards for Data and Analytics 
Solutions, having recently received two honors at 
the FTF News Technology Innovation awards for 
Corinne Neale as “Fintech Person of the Year” and 
“Best Performance Measurement System” as well as 
Waters Rankings 2020 award for “Best Performance 
Measurement and Attribution System Provider.”

“Congratulations to Corinne and our entire Data and 
Analytics Solutions team on these accolades, which are 
a testament to their relentless focus on engaging with 
clients to develop unique and innovative solutions,” 
added Teschner. “Corinne has been instrumental in 

helping us launch new turnkey cloud-based business 
applications addressing clients’ unmet needs.”
Neale, as Head of Business Applications for BNY Mellon 
Data and Analytics Solutions, is helping to build the 
Data and Analytics Solutions practice and its recently 
launched offerings, including the ESG Data Analytics 
application. 

The Bank of New York Mellon SA/NV Opens a New 
Branch in Denmark

The Bank of New York Mellon SA/NV (“the European 
Bank”) has opened a new branch in Denmark.  The 
branch in Copenhagen will provide support for existing 
and prospective clients seeking access to BNY Mellon’s 
global capabilities and innovative solutions. 

Leonique van Houwelingen, CEO of the European 
Bank, said: “We have been conducting business in this 
region for more than a century and the opening of our 
newest European Bank branch is yet another step in 
our ambitious international growth strategy.  

Our partnerships in Denmark and the wider Nordics 
are deep and enduring and we have the breadth 
of experience and the technological infrastructure 
to meet the needs of large, sophisticated pension 
schemes and other asset owners and managers in the 
region. BNY Mellon is a truly global bank and we’re 
excited that this new branch will drive growth and 
allow clients to access our capabilities around the 
world more seamlessly.”

Søren Eberhard established the Copenhagen 
representative office in 2008 and will become 
Branch Manager.  He has over 35 years’ experience in 
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BNY MELLON
investment services and general management in 
international companies and prior to joining BNY 
Mellon in 2005 Søren worked at Danske Bank A/S 
where he was Global Head of Securities Services. 
The European Bank has offices in Belgium, Denmark, 
France, Germany, Ireland, Italy, Luxembourg and 
the Netherlands and works with a wide range of 
asset managers, insurance companies, financial 
institutions, pension funds and other clients 
throughout Europe, offering asset servicing and 
ancillary services, corporate trust, markets and 
clearing and collateral management services.

BNY Mellon to Speak at the Goldman Sachs 2020 US 
Financial Services Conference

Todd Gibbons, Chief Executive Officer, and Emily 
Portney, Chief Financial Officer,  will speak at 
the Goldman Sachs 2020 US Financial Services 
Conference, held virtually, at 8:40 a.m. ET on 
Wednesday, December 9, 2020. The discussion 
may include forward-looking statements and other 
material information.

A live webcast of the audio portion of the conference 
will be available on the BNY Mellon website (www.
bnymellon.com/investorrelations). An archived 
version of the audio portion will be available, 
beginning at approximately 5 p.m. ET on December 
9, 2020 and will remain available until 5 p.m. ET on 
January 8, 2021. 

BNY Mellon to Report Fourth Quarter 2020 Results 
on January 20, 2021

BNY Mellon will report financial results for the fourth 
quarter 2020 on Wednesday, January 20, 2021. 
Materials will be posted to BNY Mellon’s website at 
approximately 6:30 a.m. ET, and management will 
host a conference call and simultaneous live audio 
webcast at 8 a.m. ET that same day. This conference 
call and audio webcast will include forward-

looking statements and may include other material 
information. Investors and analysts wishing to 
access the conference call and audio webcast may 
do so by dialing +1 800-390-5696 (U.S.) or +1 720-
452-9082 (International), and using the passcode: 
444308, or by logging onto www.bnymellon.com/
investorrelations. The company’s earnings release 
along with the quarterly financial highlights 
and other earnings-related documents will be 
available at www.bnymellon.com/investorrelations 
beginning at approximately 6:30 a.m. ET on January 
20, 2021.

Conference Call and Audio Webcast Replays
Replays of the fourth quarter conference call 
and audio webcast will be available beginning 
on January 20, 2021, at approximately 2 p.m. ET 
through February 19, 2021, by dialing +1 888-203-
1112 (U.S.) or +1 719-457-0820 (International) and 
using the passcode: 3619155. The archived version 
of the conference call and audio webcast will also be 
available at www.bnymellon.com/investorrelations 
for the same time period.

About BNY Mellon

BNY Mellon is a global investments company 
dedicated to helping its clients manage and service 
their financial assets throughout the investment 
lifecycle. Whether providing financial services for 
institutions, corporations or individual investors, 
BNY Mellon delivers informed investment and 
wealth management and investment services in 
35 countries. As of Sept. 30, 2020, BNY Mellon 
had $38.6 trillion in assets under custody and/or 
administration, and $2.0 trillion in assets under 
management. BNY Mellon can act as a single point 
of contact for clients looking to create, trade, 
hold, manage, service, distribute or restructure 
investments. BNY Mellon is the corporate brand of 
The Bank of New York Mellon Corporation (NYSE: 
BK). 
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Nasdaq (Nasdaq: NDAQ) recently announced it has been 
selected as a North American index component of the 
Dow Jones Sustainability Index (DJSI), one of the most 
prestigious environmental, social, and governance 
(ESG) ranking efforts, for the fifth consecutive year. 
Nasdaq maintains its industry leadership as the only 
stock exchange operator selected for inclusion in the 
North America index, and was among eight diversified 
financial services companies selected from the region 
this year.
 
Nasdaq was named to the Dow Jones Sustainability 
Index for the fifth consecutive year.

“Nasdaq is navigating the future of sustainable 
business to create inclusive growth and prosperity, 
and we are honored to be recognized by the DJSI for 
our commitment to ESG,” said Evan Harvey, Global 
Head of Sustainability at Nasdaq. “Our inclusion in 
this index is a reflection of our continued focus on 
creating more equitable access to the capital markets, 

and we recognize our responsibility to do even more 
to make this a reality for all stakeholders.”

Nasdaq’s scorecard received above industry average 
scores in 15 of 20 ranking categories, demonstrating 
the company’s leadership in corporate governance; 
risk and crisis management; code of business 
conduct; and talent attraction and retention. Specific 
sustainability efforts and disclosures highlighted 
include: reducing carbon emissions to zero; 

its commitment to diversity and inclusion by enhancing 
the company’s professional advancement and talent 
acquisition programs; its corporate citizenship and 
philanthropic efforts; the recently launched Purpose 
Initiative; and earning a perfect score for the second 
year on the 2020 Corporate Equality Index regarding 
LGBTQ workplace equality.

“We congratulate Nasdaq for being included in the 
DJSI for North America. A DJSI distinction is a reflection 

Nasdaq Named to Dow Jones Sustainability Index for the Fifth Consecutive Year

NASDAQ NEWS 
of being a sustainability leader in your industry. With a 
record number of companies participating in the 2020 
Corporate Sustainability Assessment and more stringent 
rules for inclusion this year, this sets your company 
apart and rewards your continued commitment to 
people and planet,” said Manjit Jus, Global Head of ESG 
Research and Data, S&P Global.

This recognition underscores Nasdaq’s commitment 
toward building a more sustainable tomorrow by 
providing technology and solutions that help corporate 
clients achieve their ESG objectives. These include: 
Nasdaq’s ESG Advisory; Nasdaq OneReport; Nasdaq 
Boardvantage; the Nasdaq Center for Board Excellence; 
the Nasdaq Nordic Green Bond Market; and the Nasdaq 
Sustainable Bond Network.

North American companies listed on The Nasdaq Stock 
Market who also earned the DJSI distinction include 
Illumina, Intel, and Regeneron – all new to the list – 
along with Adobe, Akamai Technologies, Cisco Systems, 
Inc., CSX Corp., eBay, Exelon, Micron Technology, 
Microsoft, Mondelez International, Northern Trust, 
NVIDIA, Starbucks, Texas Instruments, and Walgreens 
Boots Alliance, among others. Companies listed on 
Nasdaq’s Nordic exchanges named to the European 
index include Electrolux, Ericsson, Hennes & Mauritz, 
ISS A/S, and Sandvik.

For further information on Nasdaq’s corporate 
responsibility and sustainability initiatives, please visit: 
www.nasdaq.com/sustainability. For more information 
on Nasdaq’s ESG offering for corporate clients, please 
visit: www.nasdaq.com/solutions/esg-products.
About the Dow Jones Sustainability Index:

Launched in 1999, the DJSI was among the very first 
set of global indices to track the largest and leading 
sustainability-driven publicly listed companies. The 
DJSI is a float-adjusted market capitalization weighted 
index that measures the performance of companies 
selected with ESG criteria. The DJSI World, for 
example, is comprised of corporate leaders in global 
sustainability as identified by SAM, now a part of S&P 
Global, and represents the top 10% of the largest 2,500 
companies in the S&P Global Broad Market Index based 
on long-term economic and ESG factors.About Nasdaq: 

Nasdaq (Nasdaq: NDAQ) is a global technology company 
serving the capital markets and other industries. 
Our diverse offering of data, analytics, software and 
services enables clients to optimize and execute 
their business vision with confidence. To learn more 
about the company, technology solutions and career 
opportunities, visit us on LinkedIn, on Twitter @Nasdaq, 
or at www.nasdaq.com.
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THE WORST EXCEL 
MISTAKES OF ALL TIME!
By Liz Jackson, Voly Ltd. www.voly.co.uk

With technological advancements prevalent in 
progressive sectors and industries, why is it that within 
financial management, Excel has been dominating the 
market since the 1990s and remains a heavily utilised 
tool for data analysis? Even in the best hands, the risk 
of potential errors that businesses expose themselves 
to is astonishing. 

One study found that 88% of all spreadsheets contain 
one or more serious errors and that one in five 
businesses suffer financial losses due to their errors 
within spreadsheets. According to F1F9, who provide 
modelling and business forecasting to blue-chip firms, 
there is a looming economic disaster as 71% of large 
British businesses use spreadsheets to make critical 
financial decisions. Is it not time to look closely at our 
data capture and analysis methods and reconsider our 
options?
 
Multinational businesses utilise Excel, even to this 
day; therefore, it is no surprise that the yachting sector 
still heavily relies on Excel for financial management, 
leaving them wide open to the risk of human error 
which has been virtually eradicated with today’s 
modern-day accounting solutions. Automation has to 
be seen as the future of data analysis and financial 
management, ensuring a progressive way forward 
to protect businesses, management companies and 
yachts from simple errors that could have a profound 
effect. The below errors highlight some of the biggest 
Excel mistakes of all time:
 
1. TransAlta losses $24million: In 2003, TransAlta 
lost $24 million due to an employee misaligning rows 
in an Excel copy-and-paste error.
2. Barclays Accidentally Acquires Bad Assets 
from Lehman Brothers: In 2008, Barclays Capital was 
forced to spend millions on worthless contracts due to 

unwanted contracts being hidden rather than deleted 
within Excel, but then showing when reformatted into 
PDF.
3. JPMorgan’s $6 Billion London Whale: In 2012, 
JP Morgan was hit with $6 billion trading loss due to 
an Excel copy-and-paste error.
4. Harvard Professors Publish the Wrong Result 
in Paper: Two Harvard professors incorrectly concluded 
that economic growth slows significantly if the debt 
of the country exceeds 90% of the country’s Gross 
Domestic Product.
5. MI5 Wrongly Bugs 1,000+ Phones: In 2010, 
MI5 bugged the wrong phones due to a spreadsheet 
formatting error. Even spies can make mistakes!
6. Red Envelope: The company’s CFO resigned 
after the company lost more than a quarter of its 
value due to a budgeting error, arising from a number 
being entered into the wrong cell, resulting in an 
overestimation of gross margins. 

As the above highlights, it’s not just small and medium 
businesses (SMB’s) that can make mistakes when 
utilising spreadsheets. The example companies above 
are known for their global excellence, yet it is reported 
that spreadsheet calculations represent £38billion 
of British private-sector investment decisions per 
year, according to data harvested through YouGov. 
Spreadsheets are populated and created by people, 
and people inevitably make mistakes. As businesses 
grow and expand, spreadsheets are becoming more 
complex and with complexity comes an increased 
likeliness of errors, with the potential for monumental 
financial disasters. 

Mr Ian Flanagan, Group CEO of Voly, having spoken 
with current management companies and family 
office clients, concluded that there is a heavy reliance 
on the utilisation of spreadsheets for operational and 
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financial management, allowing for the element of 
human risk.

Looking at the mistakes highlighted above, these can 
so easily occur and, to a certain extent, are inevitable 
when the data is still implemented manually. Yacht 
captains and managers are now responsible for 
values in excess of some international companies; 
therefore, the risk factor lays heavily on the shoulders 
of these captains and key decision-makers.

In a recent piece of market research, it showed 
75% of yachts still use Excel! It would seem like 
an effortless choice for the yachting industry to 
implement a financial solution to automate this 
process, significantly reducing user error onboard 
and ashore by embracing a modern-day accounting 
solutions like Voly. 
 
There are a number of factors to consider to try and 
reduce the risk of using Excel, including consistent 
training for understanding of the software and 
ensuring access to the same software version, 
which can be difficult across different operating 
systems. For yacht crew, alongside management 
companies or family office, this can be terribly time 
consuming and could ultimately affect sensitive and 
valuable files. Data security is key, especially in this 
industry, so it is essential that we start to take better 
precautions. 

Within a refit and yard period of these vessels, 
budgets are closely monitored; therefore, an 
automated financial management system with 
approvals workflow is crucial to ensure accuracy. 
Why would you not want the benefit of removing 
the risk of human error? 

Jonny Allbut, Voly’s Head of Yachting, having 
spoken to countless Excel users has some real-
life examples to share of errors on today’s yachts. 
These such examples are still prevalent within the 
day-to-day operations of paper-based accounting. 
Spreadsheets still require users to manually record 
invoices, card transactions and cash accounts and, 

in some human error scenarios, this has meant 
personal funds have had to be used to correct the 
yachts accounts. Therefore, ensuring that one error 
is too many.

Charter APA relies heavily on spreadsheets to 
manage and record charter expenditure, from cash 
and card transactions to recharges. Too often are 
the charter principals’ final statement signed off 
incorrectly? Reporting expenditure incorrectly can 
cost vessels a significant sum. This risk could be 
eradicated if the vessel was using an automated 
solution to eliminate the human errors.
 
Such automated solutions are available across 
all industries and sectors. One such solution is 
Voly, a financial services fintech business that has 
established itself in the yachting industry and works 
alongside yachts, family offices, and management 
companies to provide an automated solution to 
eradicate the above risk factors. Voly is a modern-
day, multi-currency accounting solution, with a fully 
integrated, high limit prepaid Mastercard which 
is also synchronised with a mobile app. Users can 
manage expenses and expenditure in real-time 
with prepaid card transactions added to the system 
automatically, ensuring lost or late transactions are 
a thing of the past! 

Data security is at the heart of Voly’s financial 
solution, ensuring all client data remains fully 
protected and secure as standard. Unfortunately, 
this cannot be said of spreadsheets and paper-
based accounting. Voly instead provides necessary 
exports, in both Excel and PDF format, which are 
pulled directly from the secure, cloud-based data. 
All onboard and ashore users have the ability to run 
a multitude of pre-defined reports, all at the click of 
the button.

Voly is guaranteed to save time and money, 
eradicating the above human error risks associated 
with antiquated spreadsheets. Now is the time 
eliminate unnecessary risk and implement the 
protection that modern businesses deserve.
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Now the dust of Covid-19’s immediate shockwaves 
has settled, one thing is clear: offices have a future. 
Chatter about the ‘death of the office’ has been 
drowned out by calls from employees to regroup 
after months of homeworking, craving interaction 
and collaboration with colleagues that Zoom simply 
cannot provide. 

As such, rather than assuming that the returns 
historically offered by the UK’s office market have 
dried up, overseas investors and family offices should 
take a closer look. In certain pockets of the UK, markets 
are currently presenting purchasing opportunities 
and chances to drive returns like never before; now is 
the time to act. 
 
Why the UK? 
The UK has long been an attractive offer to an overseas 
financier seeking a home for their cash. Whilst foreign 
investors can often find Europe’s complex legal 
structure difficult to navigate (made particularly tricky 
for some thanks to an added language barrier), the UK 
boasts a transparent and well-trusted legal system. 
Looking beyond the EU, geopolitical developments 
have often lessened the appeal of overseas investment 
in both China and the US. 

With an established property hierarchy and freehold 
system that is a known product across the world, 
the UK emerges as a sensible destination for family 
offices to invest in. What’s more, even now, over eight 
months since the first national Covid-19 lockdown, 
it retains low vacancy rates, yields remain attractive 
and lease incentives have remained stable – a sense 
of security in this uncertain time. 
 
Where in the UK? 
Although London has historically been a sure bet 
for family office investment, to see real returns in 
2021, investors should ‘north-shore’ and make the 
regions a core part of their investment strategy. Take 
Nottingham, Newcastle or Birmingham, for example. 

Occupiers can benefit from cheaper rates, rents and 
service charges, as well as a better quality of life and 
lower living costs, causing many businesses to set up 
regional HQs for their teams. 
 
Public transport is also increasingly affecting 
investment prospects. In a Covid-19 world, getting 
to and from work in a safe way is hugely important, 
making cities that are less reliant on crowded transport 
networks much more appealing to workers. Offices in 
cities like Manchester and Edinburgh, which already 
have much safer and less crowded tram systems in 
place, and hubs like Birmingham, which is welcoming 
a clean air zone next year, will become increasingly 
in-demand with tenants looking for a better quality 
of life. 
 
Additionally, in these regional hubs, quality office 
supply is at a historic low. Since the relaxation of 
planning laws allowing permitted consent from 
offices to residential, poorer quality office stock has 
been converted to residential and student property. 
This leaves a reduced quantity of higher quality stock 
for office occupiers, driving prices up and increasing 
potential returns for owners.  
 
Why now? 
Although occupier demand is high, some investors 
are currently opting to pause, holding out until we 
see greater global certainty in 2021. This is where a 
clear current opportunity exists: invest whilst there is 
limited competition. 
 
Large retail and pension funds – which typically 
dominate regional markets, snapping up quality 
investments with speed and ease – are currently 
sitting dormant, as they too are waiting for Q1’s 
hoped-for certainty before moving Sterling. 

But, in doing so, they are leaving the door open for 
private investors. Now is prime time for mid-size 
buyers to act before a mass vaccine roll-out begins 

A GOLDEN WINDOW OF OPPORTUNITY
IS NOW A PRIME TIME FOR REGIONAL 
OFFICE INVESTMENT IN THE UK 

By Jonathan Marwood, Partner at Hartnell Taylor Cook, and Adam Fletcher, Director at ADAPT Real Estate 

The only system you need for 
your Single or Multi-Family Office.
NavOne is the world-leading wealth management system delivered  by 
Touchstone and powered by Microsoft Dynamics NAV technology. 

Used by Single and Multi-Family Offices, small to large trust and fund 
administration companies, private equity firms and specialist legal and 
accounting practices across 24 global jurisdictions, NavOne is proven to 
increase operational efficiencies and reduce administration costs and enable 
secure and selective private client access to their data.

For more information call 01534 818900  
or visit touchstoneOne.com

One of  
the family.

Delivered by Powered by

and these larger funds become active once more. 
Investors should secure key regional assets in their 
2021 portfolios now, as there are more rewards to be 
reaped as the office market continues to evolve next 
year. 
 
Post-investment strategy 
Importantly, there are opportunities to drive returns 
post-investment in the regions, by repositioning 
properties to align with our evolving expectations of 
the workplace in the wake of Covid-19. There has been 
a seismic shift in the market’s understanding of top-tier 
properties, or ‘Grade A stock’. In 2019, occupiers were 
seeking spaces with a quality design, on-site food and 
beverage amenities, and good transport links. Now, this 
has progressed to also encompass the need for an office 
to provide a safe haven in the context of Covid-19, as 
well as enhanced reasons for occupying the workspace 
that would deter workers from new-found home 
working rituals. 
 
For example, improved health and safety provisions 
and air ventilation systems; brainstorming areas that 

encourage collaboration with colleagues; fitness 
studios; increased communication infrastructure; 
extended cycle storage and drying facilities that allow 
workers to avoid public transport; electric car and 
scooter charging; and updated food and beverage 
outlets will all be key for the office occupiers of 2021 
and beyond. Those who invest a little extra next year to 
update their assets to reflect occupiers’ choices may see 
more demand as tenants look for more “oven=ready” 
office space to move in to.
 
Regional investment could therefore play a critical role 
in a family office’s Covid-19 investment strategy, but the 
key may be to act quickly. Although these markets may 
have been traditionally viewed as ‘non-core’, occupiers 
are being increasingly drawn towards them. In a post-
pandemic world, this trend may be accelerated as some 
professionals opt for a life out of the city. However, to 
avoid being side-lined by larger investors, it is crucial 
that family offices seize this opportunity before the 
market wakes up. Once bought and repositioned to align 
with new market expectations, investors should expect 
to reap the rewards of smart regional office investment.



BEYOND WIND AND SOLAR: IS OPV THE IDEAL 
INVESTMENT FOR ZERO CARBON EMISSIONS

Next-in-line generations of family offices are 
putting more of a focus on investments that 
address climate change, creating a need to 
diversify beyond the two most established 
alternative energy sources - solar and wind. As 
solar and wind technologies flood the market, 
family offices should look for the next renewable 
energy source and high-growth market, ideally 
one that will reduce carbon emissions but offer 
the maximum possible return on investment. 

Enter organic photovoltaic film, or OPV, a 
breakthrough, zero carbon energy that’s 
established in South America, and even some 
European and Southeast Asian countries. 
However, surprisingly, this technology is still 
untapped in the United States, a country that 
many believe to be a valuable high growth 
market. OPV is primed to reduce the global 
carbon footprint and meet increasing energy 
demands with sustainable end-to-end power. 
Equally as appealing, the technology is also 
early stage enough to represent significant and 

lucrative investment opportunities. OPV is the 
greenest alternative for power generation, and 
because of its versatility, it differs from existing 
technologies, most notably solar, to which it’s 
often compared. However, OPV performs far 
more effectively than traditional photovoltaics. 
With OPV, power can be generated on any 
surface from smart building windows to semi-
trucks and tractor trailers, and even outdoor 
furniture. Using earth-abundant, organic ink, OPV 
provides a better solution than technologies like 
solar panels, which rely on silicon that is fragile, 
inefficient and uses toxic materials that leave a 
larger carbon footprint. 

While still in its infancy, OPV is already garnering 
enormous investment potential, as a company in 
the space that uses electrochromic coating for 
high quality insulating glass recently announced 
its IPO at an evaluation of $1.6 billion. These 
“Smart Windows” are designed to respond 
automatically to outdoor conditions and admit 
natural daylight and reject unwanted solar 

By Paul Frischer, President of GO-OPV
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radiation, which ultimately 
reduces air conditioning and 
lighting costs. 

Beyond reducing HVAC and 
lighting costs by allowing for 
natural daylight conditions 
and rejecting unwanted solar 
radiation, OPV has the superior 
advantage to produce power 
for all light sources at near zero 
carbon levels. This is achieved 
through transparent organic 
energy panels that can be retro 
fit or applied to new buildings to 
work within a full smart building 
environment.

Solar panels are large, bulky, 
expensive and extremely 
restrictive because they need 
to be angled at the sun, which 
is why you only see them on 
rooftops and in large open fields. 
By contrast, OPV is lightweight, 
flexible and easily applied to 
almost any surface, including 
vertically. Office buildings, 
long known to be one of the 
most egregious contributors 
of carbon emissions, is a key 
application for the technology. 

Where solar is limited to the 
roof, OPV can also be applied to 
windows and building facades, 
without blocking the sun’s 
natural light to those indoors. 
OPV brings clean power to entire 
office floors and workstations. 
As the panels absorb light from 
the sun, the excess energy that 
is left can be stored in batteries, 
lighting offices and conference 
rooms long after the sun sets. 
Already, in Brazil, where the 

technology is prevalent, OPV 
has been installed across 
1000m² of The Research and 
Energy Efficiency Center (CPEE) 
of CAOA Hyundai Factory, 
making it the world’s largest 
facade installation of OPV. 

Beyond the office building, what 
makes OPV ripe for investment 
is its myriad applications, 
including the transportation 
sector. According to the 24th 
United Nations Conference 
on Climate Change (COP 24), 
transportation contributes to a 
quarter of global emissions and 
is the segment responsible for 
the largest increase in terms of 
carbon emissions since the year 
2000. Already, a roll-to-roll, 
semitransparent OPV company 
has partnered with PepsiCo’s 
Brazilian distribution center 
to outfit its fleet of over 2,000 
trucks with their film.

OPV can be applied to semi-
trucks with both attached 
and detached trailers and 
provide power to the onboard 
electronics, like printers, credit 
card machines, lighting, locks, 
tracking systems and even 
reefers, which are independent 
refrigeration systems that 
utilize a separate motor to cool 
the cargo. When OPV is applied, 
the organic source of energy 
reduces the truck engine’s 
running time, resulting in a 
lower carbon footprint. 

Aside from the fact that OPV 
is more versatile than solar 
panels, it also performs better. 

The world is increasing energy 
consumption, but we’re failing 
to minimize its impact on the 
environment, which is why OPV 
is so critical and an opportune 
investment. 

Greenhouse gases are measured 
in emission of meters squared 
by kilowatts of electricity, or 
CO2e/kWh. Brown coal emits 
an astounding 1,008 kg CO2e/
kWh, while natural gas is tabbed 
at 409 kg CO2e/kWh. Solar, our 
go-to alternative energy source, 
also leaves a carbon footprint, 
with solar panels emitting 
80kg CO2e/kWh. OPV, on the 
other hand, comes in anywhere 
between three and 14kg CO2e/
kWh - so low that hydro is its 
only rival. This may come as 
more technical information, but 
this is extremely valuable for 
any savvy investor considering 
an investment in renewables.

It’s this, the ultra-low carbon 
emissions, coupled with the 
versatile use cases across 
massive markets that make it an 
ideal investment opportunity 
for family offices looking to both 
address climate change while 
diversifying their portfolio with 
a high growth technology.

Paul Frischer is the President of 
GO-OPV, providers of ORENgE™, 
a true breakthrough, proven, 
commercial ready, roll-to-roll 
printed and scalable organic 
energy based power technology 
that’s recently launched to US 
markets. 
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DLT and cryptoassets are now widely accepted as an 
inevitable part of finance’s future. Gartner Research 
foresees the Blockchain industry delivering over $3 
trillion in value by 2030. Global Custodian and BitGo 
found that 94% of endowment funds had recently 
undertaken crypto-related initiatives. Fidelity has found 
that 60% of institutional investors view cryptoassets 
as having a place in their investment portfolios. This is 
a powerful growth story and a great long-term strategic 
opportunity.

The hyperbole surrounding DLT and cryptoassets can, 
however, breed confusion. The lack of understanding 
that typically accompanies a new asset class, coupled 
with its fast-moving nature, can cause some to enter it 
for all the wrong reasons. Often, investors do not know 
what they are buying, or why. As a result, it can be hard 
to appreciate the level of risk one is taking and difficult 
to identify long term trends.

As an investor, the focus should always be on achieving 
the investment aims of a portfolio by improving its key 
performance metrics. Studies by Yale and VanEck show 
empirically the portfolio diversification benefits of 
cryptoassets, which are uncorrelated with other asset 
classes., When diversifying into new asset classes, 
however, many investors commit the cardinal error of 
relying excessively on past performance to optimise 
portfolio allocations. In contrast, the most successful 
investors focus on expected future returns, which 
requires a much more detailed understanding.

Every asset class is distinctive and investment strategies 
need to be tailored to the specific characteristics of 
each. For example, the most effective investment 
strategies in investment grade bonds are very different 
to the most successful in emerging market equities. 

Making the most of each requires significantly 
different approaches. Investors should always seek to 
develop and adopt the investment philosophy which 
will maximise the portfolio benefits of any new asset 
class. The DLT and crypto asset class is truly unique and 
therefore requires a bespoke investment approach.

The crypto space is full of compelling opportunities. 
Many investors who enter it, however, cling to their 
favoured investment strategies without discovering if 
this is genuinely the best approach. Sensible investors 
should gain a broad understanding of the crypto 
investment landscape before making a meaningful 
allocation. Regrettably, many pay the price for failing 
to do so.

For most investors, the Holy Grail of DLT and cryptoasset 
investment is portfolio diversification and the benefits 
that this brings. An academic study by Dr. Daniele 
Bianchi (Queen Mary, University of London), Dr. Massimo 
Guidolin (Bocconi University, Milan) and Manuela Pedio 
(Bicocca University, Milan) shows that cryptoassets are 
not only uncorrelated with other major asset classes, 
but they are also independent from the underlying risk 
factors driving them. 

Cryptoassets provide true risk diversification. They also 
display empirically the superior portfolio benefits from 
diversification within cryptoassets, going beyond just 
holding Bitcoin. Furthermore, diversification benefits 
that beat buy-and-hold strategies are possible via the 
blending of different investment strategies. 

Every investment strategy within the realms of 
traditional finance, from market neutral arbitrage 
to long-short trading to VC and fixed income, also 
operates within this new and exciting financial world. 

DLT AND CRYPTOASSETS
THROUGH THE INVESTOR’S LENS
by Peter Habermacher 
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The opportunities, challenges and risks of these strategies 
are, however, distinct from their cousins in traditional 
finance. Within this complex investment landscape, an 
understanding of the economic benefits and limitations 
of the technology is vital to identify the best investment 
theses applicable to the asset class. This involves locating 
and understanding the growth potential and the risks 
involved. This is essential to building an effective crypto 
investment philosophy and fulfilling one’s portfolio 
objectives.

With a bespoke investment approach, DLT and cryptoasset 
investment opportunities can be evaluated professionally. 
This requires insights across the investment and 
opportunity landscape. For example, a good crypto 
arbitrage fund should make at least 15-20% a year to 
compensate for the additional risk relative to traditional 
markets. Liquidity funds taking directional exposure 
require an expected return of 30%+ per annum to justify 
market risk, while less liquid, thesis-driven Hedge and 
Venture funds should have higher expected returns to 
compensate for the additional liquidity risk. Institutional 
investors, however, often stick with their slow and steady 
investment mindset when entering crypto, with a limited 
overview of the overall crypto investment landscape. 

This results in many being short-changed by “slow 
and steady” directional managers who return just 10-
15% per annum. On the other hand, these information 
asymmetries also create significant opportunity in the 
form of inefficient markets, from which knowledgeable, 
risk-conscious, active investors can profit. The potential 
outsized risk-adjusted returns from effective active 
management is an order of magnitude larger than in 
traditional markets.

The scale of value generation of active crypto managers 
was highlighted in a recent research paper by Dr. Daniele 
Bianchi (Queen Mary, University of London) and Dr. Mykola 
Babiak (Lancaster University Management School). They 
found that active crypto funds can generate sizeable 
value for investors, on average outperforming Bitcoin 
by c.350% (net of fees) between March 2015 and March 

2020. Strikingly, they also show great dispersion in crypto 
managers’ alpha. Investor value generation is driven by a 
small number of strategies and fund managers, with less 
than 20% of crypto funds having a statistically significant 
positive alpha. They also show that manager alpha is 
persistent, with the top 10% and bottom 10% remaining 
in these performance bands over time. This shows that 
picking the top best performing crypto managers can 
be an effective investment approach to maximising the 
portfolio benefits of DLT and cryptoassets.

The fast growing DLT and cryptoasset space offers 
unparalleled opportunities, but it is also widely 
misunderstood. It contains many opaque and confusing 
elements and traditional investment approaches can fall 
short. What is needed is a crypto-specific investment 
philosophy. This requires a detailed knowledge of both 
the underlying technology’s economic drivers and the 
other unique features of the space. 

The rewards can be rich for those with an in-depth 
understanding of this complex investment landscape. 
Without this, many otherwise experienced investors may 
fail to capture the full potential of DLT and cryptoassets’ 
within their portfolios. Rather like hedge funds in their 
early days, investors who are less familiar with this 
exciting new asset class would do well to seek guidance 
from those with the necessary expertise. 

Bio
Peter Habermacher is Aaro Capital’s Chief Executive 
Officer, responsible for the strategic direction of the firm 
as well as integrating rigorous economic thinking into 
the asset allocation process. After successfully trading 
cryptocurrencies on his personal account, Peter co-
founded Aaro Capital to help give investors access to the 
growing opportunity presented by DLT and cryptoassets. 
He previously worked at competition economics 
consultancy RBB Economics, advising on multibillion-
dollar global M&A deals, and draws on this background to 
provide a traditional competition and industrial economics 
framework to DLT and cryptoassets. Peter holds an MSc in 
Economics from the University of Southampton.
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Amicus.io, the fintech company behind the philanthropic 
platform for DAF 2.0, today announced that it has 
raised $8.7M in series B funding from mission-driven 
investors in philanthropic and banking sectors hailing 
from the US and Canada. 

The round was led by The FR Group, a Vancouver-
based family office. Wells Fargo Startup Accelerator 
also joined the round as a new investor. In addition 
to funding, Amicus is launching its DAF 2.0 platform, 
a white label solution designed for consumer banks, 
to the benefit of private bank divisions, digital wealth 
management, wealth managers and asset managers as 
well the entire philanthropic community.

Savvy philanthropists have been turning to donor-
advised funds (DAFs) at a tremendous rate, with an 86 
percent increase in contributions to DAFs in the last 
five years, totaling $37.12 B in 2018 - with $121.42B in 
assets under management, according to the 2019 Donor-
Advised Funds Report from the National Philanthropic 
Trust (NPT)1. Traditionally used for the large-scale 
philanthropic donations of family foundations and 
high net worth individuals, DAFs have been late to the 
digital transformation seen in mainstream investment 
options like online-only stock portfolio management.

Increasing demand for DAF flexibility, like lower 
minimums and the ability to make smaller grants to 
charities, has been driven by sponsors of new DAF 
accounts, which have jumped by more than 50% in 
the last couple of years thanks in part to favorable 
regulatory changes.

Experts anticipate a spike in demand for DAFs with the 
introduction of user-friendly online tools that make it 
easier to contribute to and grant donations from DAF 
accounts - putting DAF market projections at $1Trillion 

in the next 10 years, based on current growth rates and 
a move to meet demand for flexibility by modernizing 
the financial instrument, which is more than ninety 
years old.

DAF 2.0 Platform for the Consumer Banking Customer
Conditions are prime for the Amicus DAF 2.0 platform, 
which lets consumer banks increase assets under 
management with an enterprise-ready charitable 
giving solution that integrates seamlessly within their 
existing online bank experience.

Built on legacy systems and dependent on manual 
processing, the conventional DAF has historically 
only been accessible to high net worth individuals 
and institutions through private banks and wealth 
management firms.

More recently, the largest commercial DAF sponsors 
have offered more flexible DAF options - even reducing 
account minimums. The Amicus DAF 2.0 platform 
dramatically improves the economics of the DAF with a 
fully automated and integrated backend, making it cost 
effective for consumer banks to offer a self-directed 
DAF to customers for the first time.

The white label DAF 2.0 platform lets institutions 
offer customers a beautifully easy and gratifying 
self-directed approach to philanthropic giving in a 
simple three phase process. All from within the bank’s 
branded environment, the DAF 2.0 platform will allow 
customers to:
1. Contribute: a variety of assets, including 
seamless transfer of cash, securities, with payments 
options from virtually any account (cash deposit 
accounts, credit cards, traditional DAFs)
2. Invest: in white-labeled investment pools, 
including institutional mutual funds, managed accounts, 

AMICUS.IO ADDS $8.7M 
IN SERIES B FUNDING
Source Amicus 
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ETFs, selecting from a drop-down list and adjusting asset 
allocation with a single click
3. Grant: donate to more than 1.8M US non-profits 
and philanthropic organizations, with the ability to 
easily search by name, location, category and the ability 
to discover new charities by type of cause (wildlife 
protection, for example).

The DAF 2.0 platform will support sophisticated asset 
management and provide full transparency into the status 
and flow of assets along each phase of the investment, 
liquidation and grant-making process. Customers receive 
automatically generated tax receipts for up to the minute 
accuracy of documentation, a real-time view into net asset 
value and the ability to easily add or change beneficiaries 
and successors.

Ultimately, Amicus plans to extend the DAF 2.0 to 
include non-profit organizations, enabling them to share 
stories, and updates on the impact of donations back to 
customers who have made donations through the DAF 2.0 
platform and even post projects that need grant funding. 
An immersive giving experience will deepen connections 
between donors and the charities they support, creating 
a virtuous cycle of feedback to keep customers engaged 
and inspired to continue giving. Amicus will be rolling out 
the first branded implementation of the DAF 2.0 platform 
in partnership with a leading global financial institution 
in Q4 2020.

“Amicus and the DAF 2.0 platform is our answer to making 
the world a more generous place,” said Walt Ruloff, 
founder and chairman of Amicus. “By lowering the barrier 
to entry with a highly cost efficient consumer-oriented 
DAF, we set a ripple effect in motion that will impact 
the entire philanthropic community, paying dividends 
to each party involved. Consumer banks play a key role 
in democratizing access to a modernized DAF, and will 
finally get in on one of the most trusted and proven tools 
for philanthropic giving.”

“We understand deeply that when people donate to a 
cause, they want to actually make a difference. Today’s 
philanthropists expect transparency, whether they’re in 
the 1 percent or the 99 percent,” said Cor Hoekstra, co-

founder and CEO of Amicus.io. “The DAF 2.0 platform 
puts consumer banks at the heart of a strategic move to 
empower motivated donors at scale, to the benefit of all.”
Amicus.io was founded by Walt Ruloff and Cor Hoekstra, 
supply chain innovators whose business success in the 
early 2000s provided the impetus to put serious attention 
on philanthropic work. 

After an extensive and heart-wrenching exploration of the 
nonprofit ecosystem, the two were determined to bring 
better resources to the philanthropic community, including 
enterprise-grade efficiency and digital infrastructure. 
More than twenty years of research and development 
later, they are introducing the DAF 2.0 platform, to serve 
as a pivot point for a paradigm shift across philanthropy. 
The DAF 2.0 platform aligns the incentives of donors, 
financial institutions and philanthropic organizations 
toward charitable giving at scale.

Amicus is a graduate of the Wells Fargo Startup 
Accelerator, a fully virtual six-month program focused 
on helping early-stage startups learn what it takes to 
break into the Fortune 500 marketplace and the financial 
services vertical market. Amicus also participated in the 
Charlotte-based QC Fintech Accelerator, which provides 
member companies access to world class mentors, capital 
and financial service organizations. Amicus completed a 
successful SOC II Type II compliance audit in mid 2020 
and announced the addition of CTO, Raja Musunuru. 

“2019 Donor Advised Funds Report” National 
Philanthropic Trust

About Amicus
Amicus.io is the fintech company behind the platform 
for DAF 2.0, which makes philanthropy as easy as online 
banking. The Amicus DAF 2.0 platform aligns the incentives 
of donors, financial institutions and philanthropic 
organizations for charitable giving at scale - for a more 
generous world. Amicus was founded by Walt Ruloff and 
Cor Hoekstra in 2017 and is headquartered in Charlotte, 
North Carolina with offices in Vancouver, Canada and Tel 
Aviv, Israel.
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Sidecar is #399 on Deloitte’s 2020 Technology 
Fast 500™, a ranking of the 500 fastest-growing 
technology, media, telecommunications, life sciences 
and energy tech companies in North America, now 
in its 26th year. Sidecar has grown 234% over the 
past three years through the company’s continued 
commitment to solving performance marketing 
challenges for retailers.

“Deloitte’s Technology Fast 500 is a testament to 
every team member at Sidecar and the dedication 
they provide our customers each day,” said Andre 
Golsorkhi, founder and CEO of Sidecar. “When our 
customers’ challenges intensify, this team digs in 
even more. Perhaps no year reflects that better than 
2020. 

Our partnerships with our customers have grown 
deeper as we continue to address their performance 
marketing challenges and deliver on the opportunities 
that drive growth for their business.”

Notably, 70% of new customers this year have 
added two or more digital marketing channels under 
Sidecar’s management. As customers continue to 
realize the value of Sidecar, the retail, marketing, and 
technology industries have recognized that value in 
more ways in 2020 than in any other year in Sidecar’s 
history.  The Deloitte Technology Fast 500™ is the 
sixth industry recognition Sidecar has received in 
2020, with the full list of recognitions including:

1. Deloitte Technology Fast 500™ - Winner (second 
consecutive year)
2. Search Engine Land Awards – Best Retail Search 
Marketing Initiative - SEM  – Winner
3. ITSMA - Marketing Excellence Awards  – Winner
4. Business Intelligence Group - Sales & Marketing 
Technology Awards  –  Winner (second consecutive 
year)
5. Digiday Technology Awards – Best Social Marketing 
Platform – Finalist
6. Ventana Research - Digital Innovation Awards 
Finalist

“For more than 25 years, we’ve been honoring 
companies that define the cutting edge and this 
year’s Technology Fast 500 list is proof positive 
that technology — from software and digital media 
platforms, to biotech — truly does permeate so many 
facets of our lives,” said Paul Silverglate, vice chairman, 
Deloitte LLP and U.S. technology sector leader. “We 
congratulate this year’s winners, especially during a 
time when innovation is needed more than ever to 
address the monumental challenges posed by the 
pandemic.”

“Each year the Technology Fast 500 listing validates 
how important technology innovation is to our daily 
lives. It was interesting to see this year that while 
software companies continued to dominate, biotech 
companies rose to the top of the winners list for the first 
time, demonstrating that new categories of innovation 
are accelerating in the pursuit of making life easier, 
safer and more productive,” said Mohana Dissanayake, 
partner, Deloitte & Touche LLP, and industry leader for 
technology, media and telecommunications, within 
Deloitte’s audit and assurance practice. “We extend 
sincere congratulations to these well-deserved 
winners — who all embody a spirit of curiosity, and 
a never-ending commitment to making technology 
advancements possible.”

About Deloitte’s 2020 Technology Fast 500™
Now in its 26th year, Deloitte’s Technology Fast 500 
provides a ranking of the fastest-growing technology, 
media, telecommunications, life sciences and energy 
tech companies — both public and private — in 
North America. Technology Fast 500 award winners 
are selected based on percentage fiscal year revenue 
growth from 2016 to 2019.

About Sidecar
Sidecar offers performance marketing excellence to 
retailers and brands. Sidecar’s advanced technology 
and proprietary data, combined with years of 
performance marketing expertise, help its customers 
unlock the full potential of today’s most powerful 
search, shopping, social, and marketplace channels.

DELOITTE: SIDECAR NAMED A FASTEST
GROWING COMPANY IN THE UNITED STATES 
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