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Executive Summary

The highest-value information market around Manhattan wealth is not a single market for investment tips.
It is a private decision infrastructure. A billionaire family pays for information when it reduces irreversible
risk, creates proprietary access, protects reputation, improves tax and estate outcomes, solves a sensitive
family problem, or gives the principal advance warning before a legal, political, market, personal, or
media shock becomes public.

At this level, information is valuable when it is scarce, verified, confidential, timely, and attached to an
action path. A Bloomberg headline, a public filing, or a school website may start the inquiry. The paid
value usually arrives through interpretation by a trusted lawyer, tax advisor, private banker, investment
banker, single-family office executive, security expert, education consultant, physician, or political
advisor.

Manhattan is a distinct UHNW information environment because wealth, finance, art, media, elite
education, luxury real estate, law, philanthropy, private medicine, politics, and reputation markets are
physically concentrated. New York City remained the world's leading wealth city in Henley & Partners'
2025 USA Wealth Report, with 384,500 millionaires, 818 centi-millionaires, and 66 billionaires. Forbes
separately reported New York City as the city with the most billionaires in 2025, with 123 billionaires and
$759 billion in combined wealth. These estimates differ because of methodology, but both confirm New
York's centrality as a private wealth market.

The information business opportunity is therefore not to publish more generic finance commentary. It is to
build a high-trust, membership-based intelligence service that combines public-data monitoring, expert
interpretation, private briefings, confidential roundtables, and bespoke consulting. The best commercial
model is narrow, expensive, low-volume, and relationship-intensive. It should feel closer to a private
family-office intelligence desk than a media newsletter.

Dimension Takeaway

Core thesis UHNW buyers pay for information that is confidential, decision-ready, and tied to trusted execution.

Most valuable categories tax, estate planning, liquidity, private deals, political/regulatory risk, security, litigation, family
governance, health access, and reputation.

Primary providers law firms, tax advisors, private banks, investment banks, family offices, security firms, elite
brokers, PR specialists, medical concierge providers, and education consultants.

Business model premium report + membership briefing + private network + advisory retainers + curated events.

Strategic warning Avoid mass-market celebrity wealth coverage. UHNW buyers reward discretion, precision, and
operational usefulness.
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Figure 1. UHNW information demand is an ecosystem rather than a single content category.
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1. Manhattan as a Wealth-Intelligence Market

Manhattan wealth is not only financial wealth. It is a composite of public-company ownership, hedge fund
and private equity carry, venture exits, real estate equity, inherited trusts, family businesses, art holdings,
media influence, philanthropic capital, social capital, and access to political and institutional networks.
That mixture creates information needs that are more complex than ordinary portfolio management.

The information environment is compressed. A real estate opportunity may depend on zoning, tax
exposure, co-op board politics, financing, privacy, insurance, and family lifestyle. A private equity
allocation may require due diligence on manager skill, liquidity, litigation, key-person risk, tax structure,
and reputation. A philanthropic gift may be simultaneously a tax strategy, reputation strategy, family
governance tool, and political signal.

For an ordinary investor, information often means price and performance. For a Manhattan billionaire,
information means control. The real question is: what can this family do before everyone else knows,
before the public market adjusts, before a lawsuit escalates, before a regulatory change passes, before a
school or hospital relationship closes, before a reputational narrative hardens, or before a family dispute
damages the enterprise?

Market feature Information implication Paid-information opportunity

Dense concentration of
private capital

Many principals compete for scarce access to
deals, properties, schools, physicians, clubs,
and political networks.

Curated access intelligence and relationship
mapping.

Complex state, city,
federal, and international
tax exposure

Federal estate rules, New York estate tax,
entity structuring, residency, and mobility
planning all require expert interpretation.

Tax and estate intelligence for family-office
decision makers.

High media visibility Reputation risk can affect businesses, schools,
philanthropy, politics, board seats, and family
safety.

Reputation monitoring, crisis playbooks, media
risk briefings.

Global exposure Wealth is exposed to wars, sanctions,
currencies, supply chains, immigration, and
political shifts.

Geopolitical and regulatory dashboards translated
into family-level action.

Multigenerational stakes Succession, trusts, governance, marriage,
divorce, and heir education can be as important
as investment return.

Family governance and next-gen education
briefings.

Source note: Henley & Partners' 2025 USA Wealth Report describes New York City as the wealthiest U.S. and world city
by millionaire count, while Forbes' 2025 city ranking uses a different billionaire methodology. The discrepancy
underscores that wealth estimates are model-dependent, but the directional conclusion is robust: New York is one of the
world's dominant private-wealth centers.

2. Why Elite Information Demand Is Different

The UHNW buyer is not simply purchasing knowledge. The buyer is purchasing decision confidence under
uncertainty. The same fact has different value depending on timing, source credibility, confidentiality, and
available execution path. A rumor about a tax bill has low value by itself. The same rumor, validated by
policy contacts and translated by tax counsel into a transfer plan, becomes valuable intelligence.

Three traits distinguish billionaire information demand. First, the unit of analysis is the family balance
sheet, not a single brokerage account. Second, the decision horizon spans hours, quarters, generations,
and reputational memory. Third, many high-value decisions are non-market decisions: where to live,
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whom to trust, which school to approach, which physician to call, which foundation initiative to fund,
which lawsuit to settle, and which political relationship to maintain.

The highest price is paid when information is scarce, private, and actionable. Public data is useful, but it is
rarely sufficient. Professional judgment turns data into action. Confidential relationships turn ordinary
access into private access. Legal privilege and fiduciary duties create the confidence required for
sensitive decisions.
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3. Complete Taxonomy of UHNW Information Needs

The table below maps the major categories of information demanded by Manhattan billionaires and family
offices. The commercial value is highest where multiple categories converge: for example, a private real
estate acquisition may combine tax, privacy, security, financing, immigration, school access, art storage,
and reputation concerns.

Category Core questions High-value information Main paid sources

Wealth
management

How should the family balance
liquidity, risk, taxes, control, and
legacy?

Consolidated balance sheet, liquidity
runway, manager selection, risk
budgeting, performance attribution.

private banks, OCIOs, CIOs,
family offices

Tax Where will income, gains, gifts,
entities, residency, and estates be
taxed?

Federal, NY, city, international tax
exposure; residency audits;
pre-transaction planning.

tax lawyers, CPAs, private client
groups

Estate planning How can control and wealth move
across generations without
conflict?

Trust design, GRATs, SLATs, valuation
discounts, charitable structures,
governance provisions.

trusts and estates lawyers,
trustees

Trusts Who controls assets, distributions,
information rights, and fiduciary
duties?

Trust jurisdiction, trustee quality, protector
powers, beneficiary education, privacy.

trust companies, lawyers,
fiduciaries

Family office
operations

Should the family build,
outsource, or hybridize?

Staffing, controls, reporting stack, cyber
policy, accounting, compensation
benchmarks.

FO consultants, CFO/COO
recruiters, software vendors

Real estate Which properties preserve
privacy, status, utility, and
capital?

Off-market listings, board culture, building
security, tax, financing, insurance,
ownership structure.

elite brokers, lawyers, lenders,
insurers

Private equity Which managers and deals
deserve illiquidity?

GP quality, co-investments, fees,
key-person risk, fund terms, exit
scenarios.

investment bankers, placement
agents, consultants

Hedge funds Which strategies diversify risk
rather than add hidden beta?

Manager due diligence, liquidity terms,
crowding, risk limits, transparency, tax
reporting.

allocators, consultants, prime
brokerage contacts

Art Is the object authentic, liquid,
insurable, movable, and
reputationally safe?

Provenance, title, storage, auction signals,
private-sale comparables, sanctions risk.

art advisors, lawyers, insurers,
auction houses

Luxury goods What signals status without
attracting unnecessary risk?

Scarcity, authentication, sourcing, storage,
insurance, resale, customs, privacy.

specialist dealers, concierge
firms

Children's education Which path builds human capital,
networks, and family continuity?

Private-school fit, admissions timing,
board culture, tutoring, college strategy,
donor sensitivities.

education consultants, tutors,
school advisors

Healthcare How can the family access fast,
expert, discreet care?

Specialist referrals, executive physicals,
second opinions, family medical
coordination, travel medicine.

concierge physicians, private
hospitals, medical fixers

Security How can wealth be protected
physically and digitally without
disrupting life?

Threat assessment, residential security,
travel route design, kidnap risk, staff
vetting.

security firms, former law
enforcement, insurers

Privacy How can exposure be reduced
while complying with law?

Entity structures, address shielding, data
broker removal, social-media protocols,
household NDA discipline.

privacy lawyers, cyber firms,
family-office operators

Immigration and
visas

Which citizenship, residency, and
mobility options preserve
optionality?

Visa pathways, tax-residency conflicts,
family mobility, geopolitical contingency
plans.

immigration lawyers, mobility
advisors
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Category Core questions High-value information Main paid sources

Political networks Which policy shifts affect taxes,
antitrust, media, energy, real
estate, or visas?

Relationship maps, legislative calendars,
donor networks, regulatory appointments.

political consultants, lobbyists,
lawyers

Philanthropy How can giving express values,
reduce taxes, build legitimacy,
and educate heirs?

Foundation design, DAFs, grantee
diligence, impact measurement, board
strategy.

philanthropy advisors, lawyers,
foundation executives

Social status Which institutions confer
belonging and which create
reputational risk?

Club culture, board seats, gala circuits,
school networks, patronage opportunities.

social advisors, PR firms, insiders

Media reputation What narrative about the family
exists and how can it be
managed?

Media monitoring, journalist maps, crisis
scripts, reputation audits,
Wikipedia/search hygiene.

PR firms, litigators, media
advisors

Legal risk Where can private conflict
become public liability?

Contracts, employment, household staff,
securities, sanctions, antitrust, divorce,
trusts disputes.

law firms, in-house counsel,
investigators

Litigation Fight, settle, arbitrate, mediate, or
prevent public discovery?

Judge/court analysis, discovery risk,
settlement ranges, media implications,
insurance coverage.

trial counsel, litigation funders,
PR counsel

Regulation Which rule changes threaten
assets, business lines, donations,
or entities?

SEC, IRS, DOJ, FTC, NY AG, zoning,
sanctions, beneficial ownership, lobbying
rules.

regulatory lawyers, policy shops

Geopolitical risk Which wars, sanctions, elections,
and currency shocks affect the
family balance sheet?

Country exposure, safe assets, travel
advisories, sanctions lists, supply-chain
risk.

geo-risk firms, banks,
intelligence boutiques

Cybersecurity What data can be stolen,
extorted, or weaponized?

Attack-surface audits, device hygiene,
staff training, incident response, cyber
insurance.

cyber firms, security teams,
insurers

Lifestyle and travel How can access, safety, health,
privacy, and status be optimized?

Private aviation logistics, residences,
restaurants, clubs, events, security,
medical backups.

concierge firms, travel advisors,
security

Marriage/family
issues

How can intimate disputes be
managed without destroying
wealth or reputation?

Prenups, divorce venue, custody,
addiction, elder care, family governance,
mediation.

family lawyers, therapists,
mediators, trustees

Successor education How can heirs become owners,
not just beneficiaries?

Financial literacy, board training,
philanthropy roles, internships,
governance simulations.

family governance advisors,
universities, FO educators

Business
opportunities

Which acquisitions, partnerships,
and emerging markets are worth
attention?

Founder access, proprietary deal flow,
diligence, regulation, reputational fit.

bankers, PE/VC networks,
strategic consultants

Crisis management What should happen in the first
hour and first week?

Protocols for death, kidnapping, cyber
breach, arrest, scandal, market crash,
family conflict.

lawyers, security, PR, medical,
family office
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4. Public, Professional, Private-Network, and
Privileged Information

Figure 2. The wealth information ladder. Public sources are abundant; privileged information is rare, expensive, and
decision-sensitive.

The key distinction is not whether information is public or private. It is whether the information is enough
to support action. Public information can reveal that a rule changed, a lawsuit was filed, a building sold, or
a school deadline is approaching. It cannot usually answer whether the family should restructure trusts,
move tax residence, settle litigation, accept a board seat, acquire a property, admit a family dispute, or
open a political channel.

Professional information adds accountability. A lawyer, CPA, banker, or physician can interpret facts within
a duty framework, identify legal and practical limits, and recommend execution steps. Private-network
information adds access: off-market listings, credible deal flow, boardroom sentiment, school culture, club
dynamics, political mood, and family-office peer benchmarks. Privileged information is the inner layer:
legal strategy, tax memos, security vulnerabilities, family conflict, medical issues, and settlement posture.

The design challenge for an information business is to climb this ladder without pretending to be a law
firm, bank, broker-dealer, investment adviser, medical provider, or private investigator. The safest
high-end model is to provide intelligence, synthesis, introductions, and decision frameworks while routing
regulated advice to licensed professionals.
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Source type Examples What it is good for Limitations

Public sources SEC filings, court dockets, tax
agency guidance, zoning records,
school websites, media, auction
records, sanctions lists

Monitoring, early signals, fact base,
baseline comparisons

Not tailored, not
confidential, often slow or
incomplete

Professional advisors law firms, tax advisors, private
banks, investment banks, real estate
counsel, medical concierge, security
firms

Analysis, execution, accountability,
privilege or fiduciary duty when
applicable

Expensive, siloed, possible
conflicts, requires
coordination

Private networks family-office peers, clubs, board
rooms, donor circles, political
channels, elite brokers, art dealers

Scarcity, access, reputational read,
off-market opportunities

Hard to verify,
relationship-dependent,
possible gossip risk

Privileged/confidentia
l

attorney-client analysis, tax work
product, settlement strategy, threat
assessments, medical data, family
disputes

Highest action value for sensitive
decisions

Must be tightly protected;
commercial content
businesses should not
mishandle it
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5. Daily, Weekly, Monthly, and Annual Information
Cadence

Figure 3. UHNW information need varies by cadence. Daily inputs are operational; annual inputs govern structure and
legacy.

A family office needs different information rhythms. Daily information is for risk containment and logistics.
Weekly information is for opportunity review and relationship management. Monthly information is for
portfolio, tax, reputation, legal, and operating discipline. Annual information is for strategic redesign of
the family balance sheet, governance, estate plan, philanthropy, insurance, and succession.

Cadence Information demanded Decision use Preferred format

Daily portfolio movements, liquidity, alerts, media
mentions, litigation notices, travel/security
changes, cyber warnings, urgent
household/medical issues

avoid surprise; protect principal;
maintain operational control

one-page morning note;
secure app alert; executive
dashboard

Weekly deal flow, manager developments, policy
movement, school/admissions progress, legal
updates, philanthropic opportunities, club/social
calendar

prioritize meetings, diligence, and
relationship actions

weekly intelligence memo;
CIO/COO meeting; red-flag
list

Monthly performance attribution, asset allocation, tax
estimates, insurance, legal docket, reputation
review, cyber posture, family governance tasks

adjust plans before small gaps
become structural problems

board-style report;
committee packet; KPI
dashboard

Quarterly investment committee review, trust distributions,
private-market updates, regulatory outlook,
real-estate values, philanthropy review

rebalance capital and attention family office committee
book; advisor call

Annual estate plan, tax plan, governance, insurance,
residence strategy, education plan, crisis plan,
foundation strategy, next-gen program

reset strategic architecture annual family council book;
advisor summit; confidential
retreat
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Cadence Information demanded Decision use Preferred format

Event-driven death, divorce, liquidity event, lawsuit, cyber
breach, kidnapping threat, arrest, scandal, war,
market crash, visa issue

protect assets, people, privilege,
and narrative

war-room protocol;
counsel-led crisis file
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6. Evaluation by Price, Scarcity, Reliability,
Confidentiality, and Actionability

The willingness to pay rises when information is scarce, confidential, and action-ready. Reliability and
confidentiality often matter more than speed. The family wants fewer signals, not more noise. The table
uses a qualitative scale: Low, Medium, High, Very High.

Information type Price Scarcity Reliabilit
y

Confidenti
ality

Actionabili
ty

Why it matters

Generic market news Low Low Medium Low Low-Med Useful for awareness, weak as a
stand-alone decision source.

Broker/private banker
market view

Med-Hig
h

Medium Med-High Medium Medium Valuable when integrated with
family portfolio and tax situation.

Tax memo for a
transaction

High High High Very High Very High Can save or cost millions; requires
licensed expertise.

Estate/trust redesign High High High Very High Very High Determines control, tax, privacy,
and family conflict risk.

Off-market real estate
intelligence

High High Medium High High Access, timing, board culture, and
privacy can matter more than
price.

Private equity
co-investment diligence

High High Medium-Hig
h

High High Asymmetric downside if sponsor
quality, terms, or exit assumptions
are wrong.

Reputation risk
assessment

High Medium Medium-Hig
h

High High Prevents a private issue from
becoming a public asset
impairment.

Political/regulatory
intelligence

High High Medium Medium-High High Useful when translated into
timing, lobbying, compliance, or
portfolio actions.

Cyber/threat assessment High Medium High Very High Very High Exposes vulnerabilities before
adversaries exploit them.

Education admissions
strategy

Med-Hig
h

Medium Medium High Medium-High Useful because elite education is a
network and family-governance
decision.

Medical concierge
intelligence

High High High Very High Very High Access to the right specialist at
the right time is often priceless.

Club/social network
intelligence

Medium High Low-Med Medium Medium Influences status and access but
can be informal and hard to verify.

Crisis war-room protocol Very
High

High High Very High Very High The first hour can determine legal,
financial, and reputational
outcome.

Practical rule: billionaires rarely pay premium prices for information that merely describes
the world. They pay for information that changes timing, access, risk, tax, control, or
reputation.
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7. Advisor Ecosystem and Information Supply Chain

A wealthy Manhattan family typically receives information through a layered advisory structure. The
principal may see only a distilled note, while the family-office CIO, COO, CFO, general counsel, chief of
staff, or outside counsel manages the underlying sources. The best information providers understand this
internal decision chain and write for the person who must brief the principal in two minutes.

The supply chain is fragmented. Investment bankers understand deal flow but may not know family
governance. Tax counsel understands planning but may not know reputation risk. Real estate brokers
know buildings but may not understand security or immigration consequences. A premium information
business can create value by integrating these silos into a decision map while preserving professional
boundaries.

Provider Information supplied What UHNW clients actually
buy

Key risk

Law firms tax, trusts, litigation, regulation,
contracts, family law, immigration,
sanctions

privileged judgment and execution cost, over-lawyering, jurisdictional
limits

Tax advisors/CPAs tax modeling, entity compliance,
return positions, residency, gifts

quantification of consequences siloed view if not coordinated with
legal/investment teams

Private banks portfolio reporting, manager access,
lending, custody, banking,
philanthropy

convenience, relationship
management, balance-sheet
integration

conflicts from product distribution

Investment bankers M&A, financing, liquidity events,
strategic alternatives

transaction access and execution fee incentives and selective deal
framing

Family offices integrated reporting, staff
management, governance, privacy,
travel, household, vendors

coordination and continuity operating risk, key-person
dependency

Consultants strategy, governance, operating
model, technology, risk, philanthropy

benchmarking and independent
process

generic frameworks without
family-specific insight

Real estate brokers off-market properties, building
culture, pricing, seller motivation

access to scarce inventory broker incentives and information
asymmetry

Political consultants/
lobbyists

policy direction, stakeholder maps,
government access, donor networks

advance warning and influence
strategy

legal/ethics exposure;
reputational risk

Security experts threats, travel, residence, staff
vetting, cyber-physical risk

safety and privacy over-intrusion, paranoia,
operational friction

Medical concierge specialist access, second opinions,
urgent navigation, family medical
records

speed, privacy, and quality of care privacy and continuity issues

Education
consultants

school fit, admissions timing,
tutoring, legacy/donor sensitivity,
college strategy

network access and child-specific
planning

ethical boundaries and unrealistic
promises

PR/crisis advisors media sentiment, narrative risk,
journalist maps, crisis scripts

reputation protection creating a bigger story through
mishandled intervention
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8. What Information Actually Changes Billionaire
Decisions

Information influences elite decisions when it changes one of seven variables: timing, access, price, tax,
control, risk, or reputation. A beautiful report that does not move one of these variables is entertainment.
A short confidential memo that changes a transfer date, entity structure, litigation settlement range,
travel protocol, or acquisition posture is valuable intelligence.

In practice, many decisions are influenced less by novel facts than by validated judgment. A principal may
already know that interest rates moved or that a tax bill is pending. The paid question is whether the
family's trust plan, liquidity ladder, loan structure, property purchase, political giving, or public statement
should change today.

Decision variable Trigger information Likely action

Timing tax window closing, auction deadline, school admissions
sequence, litigation date, rate move

accelerate, delay, lock, hedge, file, or
negotiate

Access off-market seller, top physician, school board channel,
private fund capacity, club sponsor

request introduction, commit capital,
prepare application, cultivate relationship

Price private comparable, distressed seller, fund fee
concession, insurance repricing

bid differently, renegotiate, walk away

Tax federal/NY rule change, residency risk, estate exemption,
gift opportunity

change domicile plan, gift, restructure
trusts, adjust entity ownership

Control trust dispute, board rights, voting provisions, key-person
issue

revise governance, change trustee,
renegotiate operating agreement

Risk cyber exposure, litigation threat, sanctions risk, travel
threat, counterparty issue

lock accounts, retain counsel, cancel
travel, add insurance, exit exposure

Reputation journalist inquiry, lawsuit filing, activist campaign, social
media narrative

prepare statement, settle quietly, disclose,
correct records, engage stakeholders

For an information provider, the editorial discipline is to ask: what decision could this item
change? Who inside the family office can act on it? What professional advisor must validate
it? What is the cost of being late?
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9. High-End Information Business Design

Figure 4. A premium UHNW information business should combine products, trust infrastructure, and high-ticket revenue
architecture.

The target customer is not the mass affluent reader. It is a principal, spouse, next-generation heir,
family-office executive, private banker, trust officer, law-firm private client partner, real estate advisor, or
philanthropy executive who needs decision-ready synthesis. The product should be built around
high-consequence questions, not general curiosity.

The optimal business is a small, premium, high-trust publishing and advisory platform. It should avoid
public gossip, personal exposure, or unverified rumor. Its edge should be structured analysis, expert
sourcing, confidential membership, and the ability to translate policy, market, legal, social, and lifestyle
signals into practical family-office actions.

Product Target buyer Content promise Pricing logic

Premium newsletter family-office executives,
private bankers, lawyers, real
estate advisors

weekly synthesis of tax, real estate, deals, risk,
reputation, and lifestyle intelligence

$2,000-$10,000 per year
depending on exclusivity

Monthly UHNW report principals, CIOs, COO/CFOs,
advisors

deep-dive issue on one decision domain: estate
tax, club networks, private schools, security, art,
politics

$5,000-$25,000 annual
seat or report bundle

Family-office briefing single-family offices and
UHNW families

private memo tailored to the family's balance
sheet, risks, and goals

$25,000-$100,000 per
briefing series

Private roundtable principals and senior advisors closed-door discussion with vetted peers and
experts

$5,000-$25,000 per seat or
sponsorship-free
membership
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Product Target buyer Content promise Pricing logic

Expert network family offices, law firms,
banks, consultants

access to vetted specialists on tax, security,
schools, art, healthcare, politics

retainer + introduction or
research fees

Crisis intelligence desk families, family offices, PR/law
firms

rapid public-source monitoring, stakeholder
maps, war-room briefing

event retainer; premium
rush fee

Data dashboard family office staff and
advisors

calendar of regulatory dates, court searches,
property signals, school deadlines,
sanctions/policy watch

seat license; enterprise
membership
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10. Product Architecture, Pricing, Distribution, and
Ethics

A credible UHNW information business should be designed as a trust product first and a content product
second. The founder must solve five problems: credibility, sourcing, confidentiality, compliance, and
distribution.

Layer Design

Editorial architecture Use a modular format: 1) executive headline, 2) why it matters, 3) family-office implications, 4)
questions to ask counsel/advisors, 5) watch list, 6) action checklist.

Membership architecture Vetted members only; no open comment sections; private distribution; clear confidentiality norms;
no member gossip; no personal exposure.

Source architecture Combine public records, expert interviews, advisor notes, regulatory calendars, transaction
records, property records, court monitoring, and carefully screened private-network input.

Compliance architecture State clearly that content is not legal, tax, investment, immigration, medical, or security advice.
Route regulated work to licensed professionals.

Pricing architecture Use high annual prices and low volume. The perceived value comes from relevance, discretion,
scarcity, and decision proximity.

Distribution architecture Use referral-based sales through law firms, private banks, family-office consultants, elite real estate
brokers, philanthropy advisors, and private events.

Brand architecture Project discretion, independent analysis, and systems-level intelligence. Avoid celebrity gossip,
leaked personal details, or sensationalism.

Suggested pricing ladder
Tier Offer Approximate

annual price
Notes

Observer premium weekly newsletter $2,000-$5,000 For advisors who need market
awareness.

Professional newsletter + monthly reports + archive $7,500-$15,000 For law firms, brokers, banks,
consultants.

Family Office all reports + quarterly private briefings $25,000-$75,000 For SFO/MFO teams needing
decision synthesis.

Principal Circle private roundtables + bespoke memos +
expert access

$100,000+ Invite-only; relationship-led; strict
confidentiality.

Crisis Desk event-driven intelligence and monitoring $25,000 retainer + rush
fees

Not a substitute for
legal/PR/security counsel.

Ethical line: the business should study wealth systems, not expose private families. It should
publish structural intelligence, not personal gossip. It should never sell inside information,
medical secrets, school-board rumors, hacked data, private litigation material, or anything
that violates confidentiality or law.
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11. Sample Family Office Briefing Products

Briefing Purpose Contents Ideal buyer

Manhattan UHNW Morning
Note

Daily awareness for principals
and chiefs of staff

markets, policy, legal filings, security alerts,
media mentions, priority calendar

principal, chief of staff,
COO

Private Client Tax Watch Anticipate federal, NY, and
international tax changes

estate/gift rules, residency, trust cases, IRS/NY
guidance, action questions

tax counsel, CFO, family
office

Billionaires' Row Property
Intelligence

Support acquisition, sale, or
holding decisions

off-market signals, building culture, board
issues, insurance, tax, privacy, security

real estate principal,
broker, counsel

Family Governance and
Succession Monitor

Prepare heirs and prevent
conflict

trust education, board training, family council
agenda, next-gen curriculum, dispute signals

family office, trustees,
parents

Reputation and Media Risk
Brief

Prevent private issues from
becoming public crises

media monitoring, narrative heat map,
litigation/media crossover, spokesperson scripts

principal, PR counsel,
legal counsel

Geopolitical Balance Sheet
Watch

Translate world events into
family-level actions

sanctions, currencies, travel risk, energy,
defense, shipping, immigration, safe assets

CIO, principal, risk
committee

Private Education Access
Note

Guide school and college
strategy

school calendars, admissions culture, tutoring,
philanthropy boundaries, family fit

parents, education
consultant, family office

Crisis Protocol Book Pre-commit the first-hour
response

contact tree, privilege rules, media holding
statement, cyber/security triggers, family
decision rights

principal, general
counsel, COO

The product should be written in a style that is compressed, discreet, and operational. The best format is
not a long essay. It is a decision memo: signal, consequence, question, option, recommended advisor,
deadline.

What not to build
Bad model Why it fails with UHNW buyers

Generic finance newsletter Too abundant; easy to substitute; not tailored to the family balance sheet.

Celebrity-rich gossip site Destroys trust and repels the very audience it wants to serve.

Unverified rumor network Creates legal, reputational, and ethical risk.

Mass-market luxury magazine Interesting lifestyle content, but weak decision value.

One-person 'secret access' brand Not scalable and vulnerable to credibility collapse.

Regulated advice without licenses Creates legal exposure and loss of trust.
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12. References and Source Notes

This document is an analytical framework built from publicly available sources, industry reports, official
rules, and professional-practice logic. It is not legal, tax, investment, immigration, medical, security, or
educational advice. Regulated advice should be obtained from qualified professionals.
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nt.com/assets/wp-content/uploads/documents/campaign/the-north-america-family-office-report-2025.pdf

SEC Final Rule: Family Offices, Investment Advisers Act Release No. IA-3220, June 22, 2011.
https://www.sec.gov/files/rules/final/2011/ia-3220.pdf

eCFR 17 CFR 275.202(a)(11)(G)-1 - Family offices.
https://www.ecfr.gov/current/title-17/chapter-II/part-275/section-275.202%28a%29%2811%29%28G%29-1

IRS What's new - Estate and gift tax. 2026 basic exclusion amount under OBBB.
https://www.irs.gov/businesses/small-businesses-self-employed/whats-new-estate-and-gift-tax

New York State Department
of Taxation and Finance

Estate tax page, 2026 basic exclusion amount. https://www.tax.ny.gov/pit/estate/etidx.htm

FinCEN Beneficial Ownership Information Reporting page and 2025 interim final rule status.
https://www.fincen.gov/boi

BNY Wealth Wealth Planning for the High-Net-Worth Individual. Organizing financial picture, goals, advisory team,
estate plan, and legacy.
https://www.bny.com/wealth/global/en/insights/wealth-planning-for-the-high-net-worth-individual.html

Reuters Geopolitical risks top concern for global family offices, UBS survey shows, May 22, 2024. https://www.reute
rs.com/business/finance/geopolitical-risks-top-concern-global-family-offices-ubs-survey-shows-2024-05-22/

Reuters Wealthy families cut dollar exposure, survey finds, May 28, 2026.
https://www.reuters.com/business/finance/wealthy-families-cut-dollar-exposure-survey-finds-2026-05-28/
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