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Setting the Stage

Transparency vs Secrecy: What's the
Difference

Practicing Transparency in Asset Reveals

 Revealing details over time:
* Client story

 Revealing details all at once:
* Client story

Outcomes of a Collaborative Approach with
Transparency & Trust

Time for Questions



Value of Transparency

Transparency builds

OPEN
TRUST COMMUNICATION
COLLABORATION SHARED IDENTITY



Value of Transparency

It creates agency.
Sharing information empowers inheritors to

MAKE BETTER TAKE RISKS PLAN THEIR
DECISIONS FUTURE



Secrecy and Privacy

“What sets a secret apart from other things we don’t talk
about is an intention—specifically, the intention to keep the
information unknown...You can draw a line between secrecy
and privacy by considering secrecy as an intention to hold
specific information back, and privacy as a reflection of how
much you broadcast personal information, in general.”

Michael Slepian, The Secret Life of Secrets

“Trust represents a literal transfer of power: by trusting
another person, one gives them control over their own
circumstances in some way with the expectation that they will
not abuse that control.”

Shane Schweitzer, Relationship Between Power and Secrecy



1. First-generation wealth
creators do not see

themselves as wealthy.

Reasons for

Secrecy 2. Fear of losing control.

3. Fear of “screwing up”
their kids.




CLIENT STORY



Breakout
Session
Questions

Put yourself in the place of
the daughter.

o Can you imagine being angry
about inheriting 60 million
dollars?

o Why do you think she was so
upset?

Put yourself in the place of
the parents.

o Were they being private or
secretive?

o Why do you think they chose not
to tell their daughter about the
wealth she would inherit?



How to Encourage Transparency

v No secrets, no surprises

v Reframe the question. Instead of asking,
“How do I not screw up my kids?”
consider, “How do I use my wealth to
empower and catalyze my kids?”

v Rehearse, rehearse, rehearse
v Schedule pre-calls with each participant

v Follow up
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This material is provided as a personal courtesy of Matter Family Office and contains proprietary information we
consider confidential. We are entrusting you with this material with the understanding that you will not share,
reproduce, copy or change any of the material without our prior written consent.

Asset values and performance calculations reflect best available data. The information contained in this report is
based on data obtained by Matter Family Office from sources that are believed to be reliable, including subscription
services, direct feeds from custodians, and directly from the managers themselves. Matter Family Office does not
establish its own values for any assets. Therefore, in the case of illiquid assets, some numbers may be from a
previous reporting period or may be held at cost where updated values are not available or practical.

Matter Family Office Performance Reports are offered as an overview of your investable assets and to provide an
indication of the effectiveness of your investment strategy over the time period represented. Matter Family Office
does not actually hold assets and you are encouraged to compare the Matter Family Office reports to those provided
to you by qualified custodians to confirm actual holdings. Note that security values may differ due to pricing
approach, but amounts held should be consistent.

Note also that past performance may not be indicative of future results. Therefore, you should not assume that future
performance of any specific investment or investment strategy, including the investments or investment strategies
presented herein will be profitable or equal any historical performance levels. Different types of investments involve
varying degrees of risk, and there can be no assurance that any specific investment will be suitable for your
investment portfolio.

Due to various factors, including changing market conditions, the content included in this report may no longer be
reflective of current opinions or positions. Moreover, you should not assume that any discussion or information
contained herein constitutes personalized investment advice or a recommendation for purchase or sale of any
financial instrument.

Please contact us if there are any changes in your personal or financial situation that might require a change in your
investment objectives or if you would like to request any changes in the services we provide to you. A current copy of
our written disclosure statement is available upon request.






