
	  
	  

Q&A: Legacy Capitals On Its Next-Gen 
Advisor Program 
 

Eliane Chavagnon, Editor - Family Wealth Report, 
February 29, 2016 

 
Family Wealth Report  spoke to Richard Orlando of  Legacy Capitals  
about his  f irm's  new advisor program, The Next Gen Practice™. 
 
Trillions of dollars will be transferring from one generation to the next in the coming 20-30 
years, creating opportunities as well as challenges for the wealth management industry. 
The opportunities are clear, while some of the associated challenges are more subtle. An 
overwhelming 90 per cent of heirs reject their parents’ advisors soon after receiving their 
inheritances, for example (source: Preparing Heirs: Five Steps to a Successful Transition of 
Family Wealth and Values by Vic Preisser & Roy Williams, 2010).  
 
Here is a Q&A with Richard Orlando of Legacy Capitals about the firm's new advisor 
program, The Next Gen Practice™ , which, as its name suggests, aims to help advisors 
identify and develop business opportunities with clients' next-generation family members. 
 
Please provide an overview of the program. 
 
Orlando: Our program helps wealth advisors – whether from an RIA, family office or 
wirehouse – retain client families, differentiate themselves in the market and attract new 
clients. 
 



It consists of three full-day workshops, plus small group phone coaching sessions. In the near 
future, training sessions will also be available online. Clients can opt for the three-workshop 
program or choose just one or two of the workshops. 
 
Research has found that most of the learning that takes place in a workshop will not be used 
effectively unless there is ongoing coaching to reinforce the learning. This is why we 
integrated phone coaching and strategy sessions into the program. In addition, we know that 
some of the best learning takes place when advisors discuss real life challenges and success 
stories with their peers, so we also integrated peer learning and practical examples into our 
training model. 
 
Advisors who complete the program will earn a total of 21 CFP, 16 CPWA, 16 CIMA and 16 
CIMC CE credits. 
 
Please share some of the topics addressed in your three workshops. 
 
Orlando: Some of the core topics in our three workshops are: research around wealth 
transfer statistics; understanding “what keeps parents up at night” and the psychographics 
(values and financial motivations) of Millennials; how to design a multi-generational family 
meeting; the skills required to successfully facilitate a family meeting; how families can have 
“the money conversation”; and how to prepare the next generation for wealth. 
 
Your program provides advisors with “practical tools.” Please give some 
examples. 
 
Orlando: We provide advisors with sample positioning statements for existing clients and 
prospects, a deck of our Capitals Cards™ and our Next Generation Rating System™ , among 
other resources. There are 52 cards, each reflecting a specific value or priority. The process is 
straightforward and fun. The advisor hands a deck of the cards to each family member and 
asks them to select the top five to ten values/priorities presently in their lives and planning 
(even though other cards may reflect additional values/priorities they may have). 
 
The rating system provides advisors with a tool consisting of a series of quantitative (e.g., 
AuM and age of next gens) and qualitative (e.g., nature of relationship with next gens) 
attributes by which to rate each client. All the advisor has to do is enter a client name, rate 
the client, and the tool automatically generates reports (e.g., Opportunity Report and 
Millennial Report) for the team to use when creating their plan of action, and to assist with 
their ongoing engagement with target clients. 
 
Do you have any success stories of advisors who have decided to serve the 
qualitative multi-generational wealth planning needs of their affluent client 
families, and more specifically, focus on building relationships with the next 
generation? 
 
Orlando: Here are two success stories: 
 
1) As a result of identifying the priority opportunities in their book, running multi-
generational family meetings and engaging and educating the next generation with two 
different families, the team brought in an additional $25 million in AuM. 
 
2) As a result of learning from their G1 relationships that they were trying to sort out how 
best to help their grandchildren (G3) with their educational expenses, while not 
unintentionally interfering with their children’s (G2) parenting priorities, the advisor team 



decided to bring G1 and G2 together to discuss this topic, as well as provide further 
transparency to their intended estate plan. 
 
After just one multi-generational family meeting - the first time the advisor team met the 
adult children of the next generation - the wealth holders moved an additional $5 million 
new assets (via trusts) to be managed by the team and they acquired another $3 million from 
one of the adult children in the next generation. 
 
In summary, two advisor teams involved with just three families acquired an additional $33 
million in AuM (not to mention what is likely to be retained over time). In both cases, the 
team has since developed relationships with G2 and G3 of the family. 
 
Do you recommend that advisors who attend your workshops have clients with 
a certain level of wealth? 
 
Orlando: We suggest that each advisor who attends our workshops has some portion of 
their client base with at least $5 million in AuM. 
 
	  


