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Creating the Trusted Team of Advisers for a Family Business

Soft skills are not enough

1. Emotional intelligence

2. Economic necessity
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Who do you trust?

1. The in-group attitude
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3. The optimists
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1. The risk of assumptions

2. Working with a shared purpose

3. Whois the client?

4. What if there is no shared purpose?
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Creating the trusted team

1. What type of team?

2. Creating an advisory team

3. The shared purpose

33

33

35

36

39

40

43

43

45

46

47

51

51

54

61

65

69

70

72

73



4. Appointment

5. Accountability

6. Reward
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8. Family advisers’ constitution

9. Do advisers want to work as a team?
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