FAMILY MEETINGS:
Creating a Foundation for Success

How can you keep your family thriving both financially and personally
over many generations? It can certainly be through structures such as
trusts but just as important are planned gatherings where two or more
generations within the family can discuss values, the stewardship of wealth,
and aspirations. We sat down with LNWM Director Lauren Martin to find
out what’s required for effective family meetings and how she helps clients
prepare for them well in advance.

Q&A with Lauren P. Martin, Director, Client Services
LAUREN MARTIN, CFP®
Lauren P. Martin is a
director, client services
at Laird Norton Wealth
Management. She has nearly
20 years of experience in
financial services, focused
multigenerational strategies
that integrate investing,
impact and phlanthropy.

Lauren, you have been facilitating family meetings for more
than a decade as part of your work with clients. Why?
Lauren: Well-planned family meetings can create a strong foundation
for multigenerational wealth that is potentially more important than the
investment management we do for clients. That’s because asset growth is
often no match for children and grandchildren who don’t fully understand
what is being handed down to them, why, and how to use that to enhance
their lives and those of others.
Getting two or more generations together for four to five hours is special
(and challenging!), so you want to use that time wisely. Above all, the first
meeting has to be engaging so everyone looks forward to the next one.

How do you prepare for meetings?
Lauren: Long before we start planning for the first meeting, I think a
Family Mission Statement created by the generation that controls the
wealth (usually our clients) is foundational. It does three things: defines
their relationship to wealth, highlights the messages they want to convey,
and helps us see how well (or not) their wealth and estate plans align with
those messages.
We often work on Mission Statements years in advance to develop a
guiding vision. This can be fine-tuned using input from family meetings and
as the younger generations assume more financial responsibility. But it sets
a precedent for thinking about wealth intentionally and in line with values
and beliefs: “Here’s why we set up this trust or this foundation; it goes back
to these value(s)…”
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What else is important?
Lauren: Another key aspect of family meetings is that
at least two generations should be able to attend and
fully participate. A third generation, from pre-teens
to young adults, is often included depending on
interest, capabilities and availability.
Before and after family meetings, we can work with
younger generations separately on basic knowledge
and skills around saving, debt, budgeting and
Investing 101. For very young kids, we help the
parents introduce the concept of choices around
money -- save, spend, or share – and how to put
those into action.
As you can see, it’s a multi-year process working up to
the first multi-gen family meeting. In my experience,
it could be two or more years after the initital
discussions before the first family meeting occurs.

FAMILY MISSION STATEMENT
Lauren Martin has found that the most
effective statements are one to two pages
and include the following:
Short Intro: Purpose of document and
intent to make a clear statement of values
Paragraph Themes
• What wealth has afforded the family
• Hopes for children and future
generations
• The belief that with wealth comes
responsibility
• Goals of wealth and estate planning:
Education, philanthropy, legacy, impact
investing, etc.
• If education is important, 529 plans
or other ways to fund education

How do you set the agenda for meetings?
Lauren: The Mission Statement serves as a guide, but
we also need specifics as to what the family leaders
want to share in terms of how values are being put
into practice (see box on next page for key questions
used to set agenda).
At the first meeting we may not be talking finances
or numbers at all. It could be more about the family
history and legacy, how that shaped the leading
generation, what elements are being memorialized
and passed on. There is great data that points to
children being more confident, happy, having higher
self-esteem, and being emotionally healthy when they
know their family history [see Q&A with Dr. Duke];
I can’t think of a better way to start the tradition
of family meetings.

• If philanthropy is important, the
family charitable entities for giving
•

Balance between giving to future
generations and philanthropy: Don’t
want to de-motivate, want to promote
independence

• Access to family wealth advisors
• Values for the distribution of wealth:
If leading independent lives is
important, how vehicles such as
trusts are structured to promote that.
If NextGen personal finances vary,
variances for equalization or not.

How do you help clients define values, which can be pretty abstract?
Lauren: That is definitely a challenge. Values tend to be embedded in actions but they’re not usually
discussed, especially in relation to money. So we try to get at values and also subconscious associations
with money using tools that help to illuminate intent. One of the tools I use is “Movitational Values”
cards from the nonprofit 21/64 (I’m a 21/64 Certified Advisor). Basically, this is a deck of cards with a
single word written on each – it could be compassion, responsibility, integrity, or community, etc. – and
we then ask which of these resonate with you and why? We do this exercise with clients and then at
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family meetings. It’s really interesting to see people from
different generations explain why they chose a certain card.
The more they get into explaining why, the more likely they are
to use words that start to be similar. Because of these types
of exchanges, the leading generation might end up choosing
to reword certain things in their Mission Statement, and this
fosters shared learning and a multi-generational view on the
stewardship of wealth.

What are subconscious associations?
Lauren: Quite often people don’t realize how much they have
internalized about how money was dealt with when they were
growing up. And that’s compounded by the generational silos
and silence that sometimes go with significant wealth.
One approach I use is to present common money messages
such as “you have to spend money to make money” “we
sacrificed so you can have this” “money can’t buy happiness,”
to see which resonate most. In talking through that, people are
often taken back to a moment in time and see what an impact,
sometimes negative, a certain message has had on them. We
can then work with them to flip the message around so it can
be passed on in a positive way.

What is your role as family meeting facilitator?

1ST MEETING PREP
•

”Why are we here?”
This a great place to start:
What is a family meeting, why
are they important, what is
everyone’s role, and how will
meetings be structured.

•

What money messages have
already been communicated,
consciously or not?

•

What work LNWM will do
individually with the younger
generations, and how can
those sessions be woven into a
group setting?

•

Will money be given away
as a family or through a
philanthropic entity?

•

Will info on trusts be shared
and how and why they were
set up?

•

Will the overall estate plan
be discussed and how the
distribution of assets aligns
with core values?

Lauren: As family wealth advisor and meeting facilitator,
I help develop the agenda, advise on location and logistics,
• What else should be
and then at the meeting I strive to be as unintrusive as
communicated?
possible while leading the discussion and giving everyone
a chance to participate. I also take notes and action items
that are important for follow-up and to keep things moving forward. It’s tremendously helpful for
everyone, I think, that I have already developed relationships with all the different generations in the
family prior to the meeting. Trust with each family member is crucial, and the ability to know each
individual on their own as well as in the family setting helps me lead with family dynamics in mind but
always maintaining confidentiality.

What about families that already meet regularly, to operate a business or run
a foundation?
Lauren: Families that already work together to manage a business or foundation usually meet to focus
on specific issues related to that entity. I would say they also need to step back and hold meetings
that are more general in scope and cover things like the values and purpose of family wealth or just
to celebrate being together in a non-business setting. Those types of big-picture discussions can
sometimes help resolve thorny issues that arise when running a family business or foundation.

© Laird Norton Wealth Management

206.582.6602 lairdnortonwm.com

3

FAMILY MEETINGS:
Creating a Foundation for Success

When, where, how often should family meetings be held?
Lauren: Nothing is typical when it comes to family meetings! And
especially during Covid. But in general, every 18 months seems to be a
good cadence for meetings. Scheduling multiple households is hard, and
we also need time to figure out what will be covered, prepare an agenda
and arrange for outside presenters on special topics, if that is warranted.

“ We try as
much as
possible to flip
the concept
of privilege.”

Usually, meetings will last four to five hours for two generations attending
(including a working meal), and two or more days if three generations.
Generally, I would say a third of the time is dedicated to shared learning
and two-thirds is educational (philanthropy, investments, stewardship, etc.) Often, some of the best
conversations I have with the younger generations happen AFTER the meeting as we’re all having
dinner together. That’s a totally relaxed setting where they’re free to say more about this or that and
have side conversations.
As to location, I would say wherever people feel good and comfortable. It can be a family home
or everyone goes to a retreat to get away from their routines. If necessary, meetings can happen
online if everyone is comfortable with that, although in-person is preferable, especially for the very
first meeting.

What are some of the issues that can be stumbling blocks for younger generations?
Lauren: There is no shortage of issues that arise for young people. If I had to distill these to the three
most common, I would say:
• Lack of Independence: Will they be put in a position to have to ask a parent or family friend/
advisor for money, such as trust distributions? Also, will they be made to feel that they didn’t
earn their own money or make their own way?
• Guilt (that comes from privilege): In the context of philanthropy, young people might be
giving away money to those who have nothing. They may feel insecure or guilty since they are
having to determine what someone else needs when their needs couldn’t be more different.
• Conflicting views on philanthropic giving – are all values shared? Are some conflicting?
If some are conflicting, how could that affect grantmaking across generations? Sometimes,
younger generations can be burdened by this because it feels like mom/dad’s, grandmom/
grandad’s money.

So how do you help young people deal with these concerns?
Lauren: We try as much as possible to flip the concept of privilege. By that, I mean reframing so
that kids feel not only the weight of privilege but also the opportunity it affords them. That comes
from knowing what they’re inheriting and the family history but also answering the big questions:
Who am I? What are the things I value? What do I want to do about it? They might not yet have
answers to those big questions, but in talking and thinking about them they start to see that the great
opportunity they have to do something that is meaningful to them.
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ABOUT THE INTERVIEWEE
Lauren P. Martin, CFP® is a director, client services at Laird Norton Wealth Management. To her work she brings 20 years
of exprience in financial services, including customized and integrated investment and financial strategies, legacy and
philanthropic planning, impact investing, and the facilitation of family meetings. Lauren especially enjoys educating younger
generations within families on a wide range of financial topics and exploring with her clients the entire spectrum of impact,
from philanthropy to targeted investments in the public and private markets. Before joining LNWM, Lauren was a director of
wealth management at Wealthspire Advisors (2017-2022) and director at the Threshold Group. Earlier in her career, she was
senior analyst at Convergent Wealth Advisors. She is a CERTIFIED FINANCIAL PLANNER™ professional, a 21/64 Certified
Advisor (multigenerational philanthropy), and holds a bachelor’s degree in finance from Pennsylvania State University.
ABOUT LAIRD NORTON WEALTH MANAGEMENT
Laird Norton Wealth Management (“LNWM”) has long partnered with its clients to help them achieve their greatest
impact through their investments, legacy planning and philanthropy. As both an RIA and trust company, LNWM provides
comprehensive and integrated wealth planning to more than 1,200 individuals, families, business leaders, private foundations
and nonprofit organizations.
801 Second Avenue, Suite 1600, Seattle WA 98104 206.464.5100

800.426.5105 lairdnortonwm.com

Laird Norton Wealth Management is the business name of Laird Norton Trust Company, LLC, a State of Washington chartered
trust company. The Trust Company and its wholly owned subsidiary, Laird Norton Wealth Management, LLC, an investment
advisor registered with the Securities and Exchange Commission, together operate under that name. The Trust Company also
owns Weatherby Asset Management, LLC, an investment advisor registered with the Securities and Exchange Commission.
Such registrations do not imply any level of skill or expertise.
DISCLOSURE
All investments involve a level of risk, and past performance is not a guarantee of future investment results. The value of investments and the
income derived from them can go down as well as up. Future returns are not guaranteed, and a loss of principal may occur. All investment
performance can be affected by general economic conditions and the extent and timing of investor participation in both the equity and
fixed income markets. Asset allocation, due diligence, and diversification do not guarantee a profit or protect against a loss. International
investments may involve risk of capital loss from unfavorable fluctuation in currency values, from differences in generally accepted accounting
principles, or from economic or political instability in other nations.
This presentation is not intended as investment advice; we offer investment advice only on a personalized basis after understanding the client’s
individual needs, objectives, and circumstances. The information presented herein does not constitute and should not be construed as legal
advice or as an offer to buy or sell any investment product or service. Any accounting, business or tax advice contained in this presentation
is not intended as a thorough, in-depth analysis of specific issues, nor a substitute for a formal opinion, nor is it sufficient to avoid tax-related
penalties. Any opinions or investment planning solutions herein described may not be suitable for all investors nor apply to all situations. All
opinions expressed are those of Laird Norton Wealth Management and are current only as of the date appearing on this material.
A benchmark or index is an unmanaged statistical combination of securities designed to be representative of the performance of an asset class,
sector or investment style. Indices are shown for informational purposes only and it is not possible to invest directly in an index. Indices are
not subject to management fees. Comparisons between a composite or a portfolio and an index or benchmark are unreliable as performance
indicators and should not be considered indicative of the performance that may be experienced in a particular managed portfolio.
Certain information herein has been obtained from public third-party data sources, outside funds and investment managers. All data
presented is current only as of the date shown. Although we believe this information to be reliable, no representation or warranty, expressed or
implied, is made, and no liability is accepted by Laird Norton Wealth Management or any of its officers, agents or affiliates as to the accuracy,
completeness or correctness of the information herein contained.
The information contained in this document is the confidential and the proprietary property of Laird Norton Wealth Management. It is
intended only for those to whom it is presented by the company and may not be copied or otherwise distributed without its express
prior written permission.
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