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Foreword

Sustaining and growing the family legacy across
multiple generations is a key challenge for wealthy
families all over the world.

Most, if not all families, know that their legacies
depend on their ability to prepare younger family
members to succeed them and continue the family
mission. However, many do not know how to do this
and become deeply concerned their legacies will dissi-
pate as a result.

A family's legacy is so much more than just its wealth.
It is also its reputation, influence, and actions in
business, community, culture, and philanthropy. A
family's legacy is a reflection of its united identity, and
therefore can often evoke stronger emotions in all
family members, compared to simply sustaining family
wealth. The legacy should convey what the family
stands for and what kind of global impact they want
to have.

This paper explores how generations of a family can
come together in respectful and productive
discussions to achieve favorable outcomes and
practical ways to involve the next generation,
including programs and board roles.

Hannes Hofmann
Head
Global Family Office Group

Karen Kardos
Head of Philanthropic Advisory
Global Family Office Group
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Family legacy

One way families can ensure their legacies continue

is by creating a strategy to engage younger family
members well before they are likely to take the reins.
Families must carefully choose which areas to engage
the 'next generation’ or ‘G2’' in at the start. For many
families, philanthropy provides an excellent opportunity
to prepare the next generation to succeed. This is
because philanthropy is typically the ‘glue’ that binds

a family together in shared values and interests.

There are a number of benefits to engaging younger
family members in philanthropy. When family
philanthropy is strategically planned and run like a
business venture, it can provide a low-risk environment
for the next generation to learn and grow. For example,
younger family members who are involved in the family
foundation may develop skills in asset management,
governance, and also have a clearer sense of their

own philanthropic interests and experiences.

According to the National Center for Family
Philanthropy (NCFP), a nonprofit philanthropic
organization, “the best family philanthropy happens
when every generation has a seat at the table”.

The benefits of bringing generations together
through philanthropy include:

+  Families develop deeper ties through
giving and philanthropy;

«  Families learn to work more effectively with
individuals of different ages, beliefs, and
experiences;

+  Every family member has the opportunity to learn
and to develop skills in collaboration, compromise,
and shared-decision making, helping each member
to grow both personally and professionally;

*  Young people bring older family members up
to speed on new technology, media, and
communication; and

+  The next generation becomes advocates
for philanthropy and generosity'.

1 "Opportunity of a Lifetime 2.0: Multigenerational Family Philanthropy", National Center for Family Philanthropy, 2017, Kylie Musolf and Danielle LaJoie.
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Beginning the
discussion

Early conversations engaging the next generation in
family philanthropy can be awkward and stressful.

The motivations that drive philanthropy are deeply
personal, and therefore family members may take
disagreements or constructive criticism personally,
and existing family dynamics could even exacerbate
the stress. Older family members - commonly referred
to as 'wealth creators’ or ‘Gl' - may believe that
younger members are not interested in philanthropy,
want little to do with the responsibilities, or do not yet
possess the required skills. Equally, the next generation
may view their family philanthropy as elusive at best or
a burden at worst. They may lack understanding about
philanthropy or feel uncertain that the older family
members even want their involvement, or if so, what
that would entail.

While each family's discussion will be unique, the aim
for all families is to gain acceptance and buy-in from
both the next generation and maybe more importantly
from the older generation, as new ideas can lead to
change and disruption in the status quo. Conversations
are most effective when they are scheduled at a time
convenient for all family members to meet in person.
An advisor or trusted friend could attend the meeting
to act as a buffer and help diffuse potential tensions.

Families should set realistic expectations before
beginning a discussion and be prepared to listen
without judgment. These discussions require thoughtful
and careful consideration, should be courteous and
tactful in nature, and be respectful of all participants.
All family members must remember that no ideas are
bad ideas.

Acknowledging that the older generation is at a
different life stage than the younger is foundational
to this conversation. The younger generation may

be just beginning their personal and professional
lives and may have a different knowledge base and
perspective on philanthropy. The older generation will
be more experienced but will often have various time
constraints. Recognizing these as differences and not
deficiencies can set the tone for an open dialogue.

Older family members should share their experiences,
motivations, and reasons for why philanthropy is
meaningful and rewarding to them. Equally, younger
family members should be encouraged to share their
experiences, however limited, and their perspectives

on philanthropy, in order to feel as though their views
are respected. Storytelling can be a very effective and
powerful tool for both generations to share experiences
and motivations behind philanthropy.
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Speaking openly about the family's shared values and
what distinguishes them from other families can help
clarify areas or causes that are important to them, how
they define success, and the communities and regions
that they want to focus on. If the family is already
giving in some capacity, a discussion on track record
is also advisable. Families should also use this time to
brainstorm new ideas and areas of interest and focus.
This discussion can be used to define or refine the
legacy and mission of their philanthropy, forming the
basis for giving and investment guidelines.

Similarly, consensus should be reached on governance.
The next generation should provide input on the
decision-making process, including the types of
decisions that will need to be made, who will be
responsible for those decisions, and how much latitude
will be given to make them. All family members should
agree on how involved each family member will be,
their expected time commitment, and availability.

These conversations should be ongoing and will evolve
as life evolves. It is important to accept that things
may not - and most likely will not - go as planned. That
is okay. There will be more than one conversation and
having the time to reflect can help quide and focus the
next meeting.

The most important outcome of these discussions is
for both generations to truly understand each other's
motivations and philanthropic aims and find common
ground that resonates with each group. As a way to
deepen the conversation, we have identified some

key topics for both generations to think about before
the initial meeting. They are designed to be thought-
provoking and to stimulate active dialogue among all
family members and recommend to be answered after
careful consideration.
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Share some formative experiences in your life and
how they shaped you

Name two or three individuals that have been
strong influences in your life and why

Explain what motivates your philanthropy or why
it's important to you

Identify a few of your core values or beliefs

Describe how your family differs from other
families

Determine whether impact investing, board service,
volunteering, or other efforts are important to you
to supplement granting efforts and if so, how they
can be used

Identify the focus areas (e.g. education, art) or
geographic regions in which you would like to make
impact

Share the types of initiatives you'd like to be
involved with and why (e.g. workforce development
as part of an education focus)

Describe what philanthropic success looks like
to you

Share the level of engagement and time that you
can commit to philanthropy

Share the aspects of philanthropy that most
interest you (e.g. investments or granting strategy,
board or committee service, operations)



Engagement
in action®

Because each family is unique, there is no ‘one size fits
all' approach to engaging younger family members in
philanthropy. It is important to understand both

older and younger generations’ wants, needs, and
aspirations. Families should also ensure they assess
younger family members' personality, skills and
experience to create the right learning opportunity for
them specifically.

Over the years, families who have successfully handed
over their philanthropy to the next generation started
with some of the below methods. Those looking for
ideas or inspiration may find the following helpful:

PROFESSIONAL DEVELOPMENT AND
NONPROFIT BOARD SERVICE

Access to conferences, workshops, peer groups,
learning and network events helps quide the new
generation in their professional development within the
nonprofit sector. Serving on a board of a nonprofit
provides valuable training, but also helps the new
generation to see things from another perspective.
Internships, mentorships and scholarships to attend a
university philanthropy program are also excellent
professional development tools.

While many families focus their efforts on their current
leaders, it is vital that families recognize the need for
active management of the development of future
leaders.

DISCRETIONARY GRANT PROGRAM

Under this type of grantmaking program, a family
allocates a sum of money to next generation family
member(s) for their individual grantmaking. This allows
the next generation to research initiatives they care
about, and develop necessary skills to understand
grantmaking and the nonprofit sector. It also gives
them the autonomy to support initiatives that may be
outside the scope of the family mission.

Although older and experienced family members may
want to guide the next generation through this process,
it is important not to be too prescriptive. This program
should be viewed as ideal learning for younger family
members to make decisions independently.

GRANT MATCHING PROGRAM

This type of grantmaking program can be used in
conjunction with the Discretionary Grant Program or
can stand on its own. Under this model, any donation
made by next generation family members to a
nonprofit will be matched with additional funds from
the family foundation.

It can also be used as an incentive to foster
volunteerism. For example, for every portion of
volunteer time with a nonprofit, a selected monetary
amount will be donated to the nonprofit, matching the
volunteer hours to the dollars given.

COLLABORATIVE GIVING PROGRAM

As the name implies, this type of program is
collaborative in nature and helps to teach next
generation family members how to work together
either as a group or with existing family members. It
invites the participants to either contribute or raise
funds to collectively pool and allocate. The program is
often issue-based and can have an educational
component to help participants learn about the issue
being supported.

2"Opportunity of a Lifetime 2.0: Multigenerational Family Philanthropy”, National Center for Family Philanthropy, 2017, Kylie Musolf and Danielle LaJoie.
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OBSERVING BOARD/ADVISORY
COMMITTEE MEMBER

As an observer without the right to vote, next
generation family members are offered a seat on the
foundation’s board or advisory committee. It not only
allows the family member to observe the board/
committee in action, but it also provides them the
opportunity to contribute to the board/committee
discussions. It serves as a stepping stone in preparing
the family member for future full voting participation
on a board/committee.

JUNIOR (NEXT GEN) BOARD

When there are several younger family members to
engage with, setting up a grantmaking board that
operates separately from the foundation board or
granting committee of the board is a good way to
cultivate the new generation. They are typically given
a modest amount of funds with which to allocate.
Depending on the maturity and skill level of the
individuals, they can be supervised by a current board
member or self-governed. This method helps
encourages collaboration and instills sound governance
practices.

VOTING BOARD MEMBER

A family gives next generation family members a seat
on the board/committee where they have the right to
vote on foundation business or grantmaking.

PRACTICAL EXPERIENCE

If applicable, participation in part- or full-time
occupational training programs of a family foundation
or site visits to family-supported nonprofits give the
next generation the opportunity to work alongside
foundation staff. This hands-on experience helps the
next generation to understand programs supported by
the family’'s philanthropy, as well as internal foundation
operations from the inside.



Closing
thoughts

Many families want to create meaningful impact and
enduring legacy but find engaging the next generation
overwhelming. Both the older and younger generation
may not be sure where to begin or how to start the
conversation. The benefits of engaging the next
generation in philanthropy can have a larger impact
on overall family succession planning. The guidelines
and tactics around the philanthropic discussion
translate easily into discussions about wealth

transfer and family business succession. Opening a
communication channel between generations can only
benefit the larger family planning discussions going
forward.

The keys to success are:

+ Spending time before the discussions to think
critically about some of the topics noted;

+  Conducting discussions with courtesy, tact, and an
open mind;

+ Listening and looking for common threads that
bind the family and elicit true engagement from
everyone; and

+ Understanding that these discussions are ongoing
and getting consensus may not be immediate,
simple or straightforward.

Philanthropy in and of itself can be very rewarding.
When the whole family is engaged it really creates the
opportunity to enrich the lives of all family members,
both individually and collectively. Not only can these
discussions be a wonderful way to bring families
together, but and in many instances, they bring
families closer.
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About the Global
Family Office Group

Citi Private Bank's Global Family Office Group serves
single family offices, private investment companies
and private holding companies, including
family-owned enterprises and foundations, around
the world.

We offer clients comprehensive private banking and
family office advisory services, institutional access to
global opportunities and connections to a community
of like-minded peers.

For more information, please contact your Private
Banker or the group head in your region.

citiprivatebank.com/globalfamilyoffice
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Asia Pacific Head
Global Family Office Group
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https://www.privatebank.citibank.com/we-serve/family-offices?login=no

About Philanthropic
Advisory

Citi Private Bank's Philanthropic Advisory team
partners with individuals, families and nonprofit
organizations to help bring their legacies and missions
to life by designing bespoke strategic development
guidance, coupled with solid governance and
programmatic frameworks that aim to create
meaningful impact.

We quide clients through a range of considerations,
including: strategic development, compliance and
infrastructure, implementation, and monitoring and
evaluation.

CONTACT

Karen Kardos

Head of Philanthropic Advisory
Global Family Office Group
karen.kardos@citi.com
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Important Information

Citi Private Bank is a business of Citigroup Inc. (“Citigroup”), which provides its clients access to a broad array of products and services available through bank and non-
bank affiliates of Citigroup. Not all products and services are provided by all affiliates or are available at all locations.

This document is for informational purposes only. All opinions are subject to change without notice. Opinions expressed herein may differ from the opinions expressed
by other businesses of Citigroup Inc., are not intended to be a forecast of future events or a quarantee of future results. Although information in this document has been
obtained from sources believed to be reliable, Citigroup Inc. and its affiliates do not guarantee its accuracy or completeness and accept no liability for any direct or
consequential losses arising from its use.

Citibank N.A., London Branch (registered branch number BR0O01018), Citigroup Centre, Canada Square, Canary Wharf, London, E14 5LB, is authorised and requlated by the
Office of the Comptroller of the Currency (USA) and authorised by the Prudential Requlation Authority. Subject to requlation by the Financial Conduct Authority and limited
regulation by the Prudential Requlation Authority. Details about the extent of our regulation by the Prudential Regulation Authority are available from us on request. The
contact number for Citibank N.A., London Branch is +44 (0)20 7508 8000.

Citibank Europe plc (UK Branch), is a branch of Citibank Europe plc, which is authorised and requlated by the Central Bank of Ireland and the European Central Bank.
Authorised by the Prudential Requlation Authority. Subject to regulation by the Financial Conduct Authority and limited requlation by the Prudential Requlation Authority.
Details about the extent of our regulation by the Prudential Requlation Authority are available from us on request. Citibank Europe plc, UK Branch is registered as a branch
in the register of companies for England and Wales with registered branch number BRO17844. Its registered address is Citigroup Centre, Canada Square, Canary Wharf,
London E14 5LB. VAT No.: 6B 429 6256 29. Citibank Europe plc is registered in Ireland with number 132781, with its registered office at 1 North Wall Quay, Dublin 1.
Citibank Europe plc is requlated by the Central Bank of Ireland. Ultimately owned by Citigroup Inc., New York, USA.

Citibank Europe plc, Luxembourg Branch, registered with the Luxembourg Trade and Companies Register under number B 200204, is a branch of Citibank Europe plc.
It is subject to the joint supervision of the European Central bank and the Central Bank of Ireland. It is furthermore subject to limited requlation by the Commission de
Surveillance du Secteur Financier (the CSSF) iniits role as host Member State authority and registered with the CSSF under number BOO000395. Its business office is at 31,
Z.A.Bourmicht, 8070 Bertrange, Grand Duchy of Luxembourg. Citibank Europe plc is registered in Ireland with company registration number 132781. It is regulated by the
Central Bank of Ireland under the reference number 26553 and supervised by the European Central Bank. Its registered office is at 1 North Wall Quay, Dublin 1, Ireland.

This document is communicated by Citibank (Switzerland) AG, which has its registered address at Hardstrasse 201, 8005 Zurich, Citibank N.A., Zurich Branch, which has
its registered address at Hardstrasse 201, 8005 Zurich, or Citibank N.A., Geneva Branch, which has its registered address at 2, Quai de la Poste, 1204 Geneva. Citibank
(Switzerland) AG and Citibank, N.A., Zurich and Geneva Branches are authorised and supervised by the Swiss Financial Supervisory Authority (FINMA).

In Jersey, this document is communicated by Citibank N.A., Jersey Branch which has its registered address at PO Box 104, 38 Esplanade, St Helier, Jersey JE4 8QB. Citibank
N.A., Jersey Branch is regulated by the Jersey Financial Services Commission. Citibank N.A. Jersey Branch is a participant in the Jersey Bank Depositors Compensation
Scheme. The Scheme offers protection for eligible deposits of up to £50,000. The maximum total amount of compensation is capped at £100,000,000 in any 5 year
period. Full details of the Scheme and banking groups covered are available on the States of Jersey website www.gov.je/dcs, or on request.

In Canada, Citi Private Bank is a division of Citibank Canada, a Schedule Il Canadian chartered bank. References herein to Citi Private Bank and its activities in Canada relate
solely to Citibank Canada and do not refer to any affiliates or subsidiaries of Citibank Canada operating in Canada. Certain investment products are made available through
Citibank Canada Investment Funds Limited (“CCIFL"), a wholly owned subsidiary of Citibank Canada. Investment Products are subject to investment risk, including possible
loss of principal amount invested. Investment Products are not insured by the CDIC, FDIC or depository insurance regime of any jurisdiction and are not guaranteed by
Citigroup or any affiliate thereof.

Citibank, N.A., Hong Kong / Singapore organized under the laws of U.S.A. with limited liability. This communication is distributed in Hong Kong by Citi Private Bank operating
through Citibank N.A., Hong Kong Branch, which is registered in Hong Kong with the Securities and Futures Commission for Type 1 (dealing in securities), Type 4 (advising on
securities), Type 6(advising on corporate finance) and Type 9 (asset management) requlated activities with CE No: (AAP937) or in Singapore by Citi Private Bank operating
through Citibank, N.A., Singapore Branch which is requlated by the Monetary Authority of Singapore. Any questions in connection with the contents in this communication
should be directed to registered or licensed representatives of the relevant aforementioned entity. The contents of this communication have not been reviewed by any
regulatory authority in Hong Kong or any requlatory authority in Singapore. This communication contains confidential and proprietary information and is intended only
for recipient in accordance with accredited investors requirements in Singapore (as defined under the Securities and Futures Act (Chapter 289 of Singapore) (the “Act”
)) and professional investors requirements in Hong Kong (as defined under the Hong Kong Securities and Futures Ordinance and its subsidiary legislation). For requlated
asset management services, any mandate will be entered into only with Citibank, N.A., Hong Kong Branch and/or Citibank, N.A. Singapore Branch, as applicable. Citibank,
N.A., Hong Kong Branch or Citibank, N.A., Singapore Branch may subdelegate all or part of its mandate to another Citigroup affiliate or other branch of Citibank, N.A. Any
references to named portfolio managers are for your information only, and this communication shall not be construed to be an offer to enter into any portfolio management
mandate with any other Citigroup affiliate or other branch of Citibank, N.A. and, at no time will any other Citigroup affiliate or other branch of Citibank, N.A. or any other
Citigroup affiliate enter into a mandate relating to the above portfolio with you. To the extent this communication is provided to clients who are booked and/or managed
in Hong Kong: No other statement(s) in this communication shall operate to remove, exclude or restrict any of your rights or obligations of Citibank under applicable laws
and regulations. Citibank, N.A., Hong Kong Branch does not intend to rely on any provisions herein which are inconsistent with its obligations under the Code of Conduct for
Persons Licensed by or Registered with the Securities and Futures Commission, or which mis—describes the actual services to be provided to you.

Citibank, N.A. is incorporated in the United States of America and its principal regulators are the US Office of the Comptroller of Currency and Federal Reserve under US
laws, which differ from Australian laws. Citibank, N.A. does not hold an Australian Financial Services Licence under the Corporations Act 2001 as it enjoys the benefit of
an exemption under ASIC Class Order CO 03/1101 (remade as ASIC Corporations (Repeal and Transitional) Instrument 2016/396 and extended by ASIC Corporations
(Amendment) Instrument 2023/588).

© 2024 Citigroup Inc. Citi, Citi and Arc Design and other marks used herein are service marks of Citigroup Inc. or its affiliates, used and registered throughout the world.
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