
FOCUSED ON PREVENTION

A Private Client’s 
Trusted Security Advisor

AN EXECUTIVE BRIEF



Many private clients 
and their families address 
security only when a  
threat materializes. 

That’s a flawed strategy — 
on many levels. 

Shifting from a reactive 
posture to a strategic, 
prevention-oriented stance  
is the most effective 
approach to family security.  

FOCUSED ON PREVENTION 

A Private Client’s Trusted 
Security Advisor 
Turning his back against Nantucket’s offshore winds, 
the new family office director cupped his hands 
around the phone and tried to leave a message. 
Behind him, the marine radio crackled, “We’re taking 
him to Block Island. Have the helicopter land there.”

The call from the father’s 20-year-old daughter  
had come in from Fethiye, a popular tourist 
destination on Turkey’s southeastern Mediterranean 
coastline. She was frightened — as were the two 
college girlfriends with whom she was traveling. 

A group of aggressive young men they had 
encountered outside an Ankara nightclub  
had surprised them at their next destination —  
one day and more than 1,500 kilometers away.  
“What scares me, dad,” she said, “is that they  
know everything. Your companies. Mom’s family. 
Our homes. My major.” She paused. “Dad, they  
know I broke up with Danny last week.” 

Twenty-four hours later, all three girls were back in 
their college dorm room in Switzerland, making plans 
to go to Russia on their next trip. And the father, back 
in his Park Avenue duplex, was making calls. To the 
campus security officer at the girls’ college. To a small 
investigative firm his partner had heard of. And to a 
retired police officer whose name had been suggested 
by the personal driver of the girl’s grandfather —  
the 80-year-old patriarch of the family.

MANY RISKS, MANY VENDORS 

The new family office director had been recruited  
by the family’s long-time attorney and friend. Both 
arrived at the duplex early the next morning for a 
meeting with the concerned father and grandfather. 
Few words were exchanged as they sipped coffee in the 
kitchen. They didn’t need to talk. They felt the same way. 

After 25 years, it was time for the family to rethink  
their approach to security. Yesterday’s event in  
Turkey was only one concern. Last fall, it had been the 
housekeeper’s embezzlement of $185,000 accrued 
in a 15-year-old checking account the children’s 
stepmother had forgotten to close. And now Danny, 
the ex-boyfriend, was emerging as a new threat. 
Angry about the breakup, he starting sharing family 
secrets on Facebook and Twitter. Just this morning,  
his troublesome posts included threatening phrases.

A BETTER APPROACH 

The meeting was short. “It’s not like the old days,”  
the attorney pointed out. “The internet has pulled 
the curtain away from your privacy. Your kids are older.  
You have more employees — and higher turnover.  
You have more assets. More vulnerabilities. More risk.” 
Still rattled by his daughter’s call from Turkey, the father 
nodded and turned to face the family patriarch, “Dad,” 
he said. “We need to get a step ahead of these things.” 
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Trusted 
Security
Advisor

On-Demand
Support

Multiple
Vendors

RELATIONSHIP WITH SECURITY VENDOR

Travel Risk Management + 24-Hour On-Call Support

Day-to-Day Integration of Security Priorities

+

Due Diligence + Background Screening

Threat Assessment + Violence Prevention
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A Trusted Security Advisor Offers a Continuum of Value 
As private clients and their family office advisors update their approach to security from a reactive posture 
to a strategic, prevention-oriented stance, many recognize the value of engaging independent security 
expertise in support of the needs and requirements of their complex lives and family structures.

MULTIPLE VENDORS OR  
ON-DEMAND SUPPORT

TRUSTED SECURITY  
ADVISOR MODEL

OBJECTIVE Short-term transactional goals Long-term support to family

RELATIONSHIP STYLE Directive Collaborative, discussion-based

SCOPE OF FOCUS One or a few individuals and 
task-centric

All family members, addresses security 
needs and investigates issues

DRIVER OF NEED Single event or crisis Strong family focus on prevention

MOST VALUED VENDOR 
ATTRIBUTE Domain expertise

Global network, integrated 
communications, experience and 
intimate knowledge of family’s unique 
culture, practices and preferences

RETURN OF INVESTMENT Linear Exponential
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Practical Tips for Execution

1. Build the relationship early  
Don’t wait until a crisis occurs. Get to know the advisor early. Let trust grow naturally over 
time through good work, sound judgment and evidence that the advisor truly understands 
the family’s culture and dynamic. 

2. Find an advisor who understands the unique challenges and complexities of family offices  
A trusted security advisor must understand the nuances and trade-offs between privacy, risk 
and convenience. One of the most vital drivers of any family or family office security strategy 
is a clear understanding of the family’s preferences — at a general level as well as on an 
individual basis. The advisor must know how to gently guide and support decision making 
across a dynamic spectrum of risk to best advance protection, safety and security with 
minimal impacts on the lifestyle and freedoms that attend wealth. 

3. Ensure the highest level of credibility and trust   
Carefully vet the credibility of the advisor with the family business’ senior executive and 
security team. Security directors and CSOs of family-owned corporations can find it difficult 
to support both the CFO’s financial objectives and the family’s complex security needs.  
The advisor must be effective in establishing positive working relationships that ensure 
security is both a family and business priority. 
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Our series of executive briefings covers a  
wide range of critical and emerging issues 
at the forefront of best-in-class security 
risk management practices today.
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