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From FFI Practitioner
FAMILY OFFICE . Thank you to this week's contributor, Jim Coutre, for continuing our series of

articles by presenters at the virtual 2020 FFI Global Conference, October 26-28.
In his article, Jim addresses the need for family offices to remain relevant to
The Reality of Relevancy In the their clients and explores several key drivers to achieve this relevancy.
Family Office System: Exploring
forces and key drivers that can
affect relevancy

BY JIN COUTRE

From my team’s experience working with hundreds of single family offices over
the last 15 years, we know that relevancy—the real and perceived connection
between any one piece of a system and another—is foundational to the success of
organizations, as well as to the satisfaction and self-actualization of the
individuals in the system.

Yet, despite its importance, it's not viewed as urgently as other, more tangible issues and is often ignored until
problems arise. Family office executives who think about relevancy are often kept up at night by that sinking feeling
that the pieces in the system—the office, incumbent generations, rising generations, the office executives themselves
—are slowly drifting apart.

Simply put, if the topic of relevancy is not top of mind, you're probably not paying close enough attention. Or (spoiler
alert) your relevancy may be in jeopardy.




In the family office environment, relevancy can look a little different from each perspective, but it always comes back
to self-reflective questions around evolution and adaptation:

For the executive who has worked for decades to achieve excellence: Should | rely on the definition of
excellence remaining unchanged? How do | evolve in order to remain relevant to the family | support
while not sacrificing my own professional development?

For the founder who has spent years honing his/her offices to reflect himself/herself: Should | anticipate
that my family will change shape to fit into my vision?

For family members whose interests and talents are shaped by experiences that their parents and their
parents’ advisors cannot relate to: Should we expect others to predict our own needs?

Let's dig deeper into relevancy of the office to the family, why it matters, and what key factors define the waning or
waxing of relevancy.

Acknowledging the true needs of the family

Offices that have achieved relevancy are the ones that have gone beyond the stated needs of the family and work
toward satisfying the true needs of the family. We understand it might sound like hubris to say that families don’t
know or aren’t asking for exactly what they need, but our deep experience with offices has shown that it's not
uncommon for families to unwittingly sacrifice long-term relevancy in pursuit of immediate needs.

As an example, many families don’t want their family office executives spending time connecting with peers or
traveling the country to learn about other offices and families. Families may make this decision for many legitimate
reasons, including cost, focus, or privacy.

"OFFICES THAT HAVE ACHIEVED RELEVANCY ARE THE ONES
THAT HAVE GONE BEYOND THE STATED NEEDS OF THE FAMILY
AND WORK TOWARD SATISFYING THE TRUE NEEDS OF THE
FAMILY?







