
Financial Planning in a Multi-family Office  
 

 
This is the second of a three-part series which will be focusing on the ambiguity of the phrase financial 
planning which is the title found on many business cards and how this can lead to a poor client 
experience and potentially a poor financial outcome for the client.  Two more differences between 
people who call themselves planners (stock broker and insurance agents) and people who concentrate 
on holistic planning are: 
 

1. Planners should work on all facets of a client’s wealth, not just insurance or just investments. 

2. Planners should spend a lot of time on each client, having meetings with the affluent family and 

working with lawyers and accountants on the clients’ behalf on an ongoing basis. 

 

The 20 Wealth Management Issues which are examined for each client. 
 

1. Discussion of goals, concerns, time-frame, risk tolerance 

2. Information gathering and in-person meetings 

3. Tax Planning on multiple fronts 

4. Asset Protection and Titling of Assets 

5. Corporate Entity Selection vs. Federal Tax Election 

6. Risk Assessment (asset liability, personal liability) 

7. Leverage Analysis 

8. Qualified Retirement Plan (401k, SEP etc./IRA Distribution Plan) 

9. Asset vs. Liability Ratio (quick ratio, liquidity, cash flow) 

10. Options (type, vesting, tax aspects) 

11. Portfolio Analysis (correlation, # of asset classes, volatility vs. goals) 

12. Educational Funding Review 

13. Gifting to Children/Descendents 

14. Charitable Giving during Life 

15. Wealth Preservation Strategies 

16. Business Succession Plan Review 



17. Estate Plan Review 

18. Distribution Plan at Death of Spouse/Descendents 

19.  Charitable Inclinations at Death 

20.  Vehicle selection for estate reduction  

 
Analyzing all of the aspects of wealth 
As you can see from the list of 20 areas, when I meet with a new client I begin to gather information and 
this information gathering process can take several meetings. After which time I take all information like 
it was a puzzle. Metaphorically speaking, I dump all the puzzle pieces onto a big table and start going 
through every bit of information and data. I create piles for each of the following: the tax returns, estate 
plan, the insurance policies, the investments, and all the proprietary data that I've collected from the 
client. Then I assimilate all information and start putting it back together in order to more effectively 
and efficiently as laws in an optimal manner. 
 
You should be asking your financial planner to look over all aspects of your financial life and to 
reexamine these areas as your circumstances change or an exogenous event occurs.  I.e. Federal 
Reserve policy changes, taxes increase, geopolitical turmoil, your risk tolerance changes or any 
exogenous event occurs which impacts the wealth planning strategies or the spectrum of investments. 
One example would be the recent set of tax changes. The marginal taxes have increased on the affluent 
and if you exceed $450,000 of taxable income as a married couple filing jointly a switch is flipped on by 
the IRS and your taxes are impacted not just by the marginal tax but in a multitude of ways. 
 

Working with the other consultants 
A financial planner needs to work with the client’s accountants and lawyers to understand the total 
client picture. This process can take anywhere from 30 hours/year up to 200 hours/year.  This allows for 
a comprehensive and personalized wealth management solution. I consider myself an advisor who looks 
at the grand scheme of the client’s needs and tries to work a solution to meet the client’s short and 
long-term goals and provide solutions which are not readily apparent to the client.  This includes not 
only implementing investing strategies but also, helping to protect the client’s assets and many times 
solving problems which the client is not even aware they have. As one client told me: “People don’t 
know what they don’t know.” 
 

Financial Planning Made Easy 
What I have seen in the past seven years are people who say there will give clients a financial plan.  They 
superficially collect some data and provide a financial plan with tabs in a binder. Many times this 
financial plan is nothing more than a future value of investments and a cash flow analysis. These plans 
can be done on a computer with inputting of data in less than 15 minutes by an administrative assistant. 
With the stroke of the enter key, out comes hundred pages of data.  What I find interesting about these 
financial planning packages which spit out these massive reports are the number of variables which are 
not considered including black swan events, taxes, integration with the estate plan and overview of the 
client's entire financial situation.  Many times they take assumptions and forecast them 20-years into 
the future at the same rates of return. 
 



Which type of financial planning would you like?  A planner with 300 clients who gathers a superficial 
amount of information to produce a thick binder or a planner with 25 clients who takes the time to work 
on all of your financial issues on an ongoing basis.  
 
To recap, you want to work with a financial partner who works on all aspects of your wealth and not just 
your investments.  You also want an advisor who works with your accountants and lawyers on your 
behalf so as conditions change more meetings are needed.  
 
Don’t be fooled by a thick binder of data which supplants time with your advisor.  You deserve more. 
 
Derrick Handwerk MBA CWS 

Handwerk Multi Family Office 

Derrick received his MBA from Lehigh University and is a Martindale-Rauch Business 
Scholar. He has earned the designation of Certified Wealth Strategist. 

After college he spent 3 years in the pharmaceutical industry and then went on to run and 
own several businesses including Handwerk Multi Family Office.  

Handwerk Multi Family Office works with small business owners and families who are 
affluent. Over 50% of his family office clients are physicians.  

Derrick is available to speak at regional or national events and many of the articles he 
publishes are a result of questions or issues sent in by readers via email. Please email financial questions or 
requests for speaking engagements to derrick@handwerkmfo.com. 

Our web address is www.handwerkmfo.com 

 

Phone: 215-238-0212    Fax: 800-769-4829 
2293 Locust Drive, Lansdale, PA 19446 

Derrick Handwerk offers advisory services and is a registered representative offering securities through 
Cetera Advisors LLC, member FINRA/SIPC. Cetera Advisors LLC is under separate ownership from any 

other named entity.  

The information presented is general in nature and should not be considered legal or tax advice. The reader 
should consult their legal or tax advisor for information concerning their own specific tax situation. 

Investments in securities do not offer a fix rate of return. Principal, yield and/or share price 
will fluctuate with changes in market conditions and, when sold or redeemed, you may 

receive more or less than originally invested. No system or financial planning strategy can 
guarantee future results. 
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