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Welcome to J.P. Morgan Asia’s 
family business technology study

At J.P. Morgan Private Bank, we delve deeply into the issues that matter most to our client 
across the region.

This study is part of a broader scope of thought leadership on a diverse range of topics aimed 
at helping our clients navigate and initiate new approaches to overcome challenges and seize 
opportunities.

Technology is a disruptive force that impacts almost every aspect of our lives.

In this Information Age, we are fundamentally reconfiguring the way we communicate, work and 
see the world. While it can be easy to look at these developments with trepidation, it is increasingly 
clear that there are enormous benefits that come from making technology work for us.

This study, which looks at the technological disruptions facing family businesses, comes at a critical 
time. A vast majority of our family business clients have experienced technological disruptions 
to their operations, and by effectively responding to them, their businesses have produced 
operational efficiencies and increased profitability.

However, with more technological disruptions expected in the next 10 years—and particularly in 
economically challenging, if not uncertain times—we urge our clients to do more. Specifically, to 
integrate technology into their business operations and models, and to engage the tech-savvy next 
generation in family business succession planning.

Our study included more than 130 J.P. Morgan Private Bank clients who offered their time, insights 
and unique experiences. To all of these clients, we express our sincere thanks, and we hope you 
will find the results valuable.

By commissioning this white paper, we share with you some of the knowledge and experience of 
this special cohort.

I hope you enjoy this timely and thought-provoking study.

Kind regards,

kam Shing kwang
Chief Executive Officer, Asia Private Bank
Vice Chair, Greater China, Investment Banking
J.P. Morgan 



Embracing Data, Digital anD Disruptions: planning ahEaD for succEssion

Technological advancement is a double-edged sword—we love and hate it. We love it for its preemptive and enabling functionality, 
and hate it when inconvenienced or when it disrupts our modus operandi. Technology is, however, here to transform, and that is 
an undeniable trend set to disrupt traditional business models.

In Asia, where family businesses form the building blocks of many economies in the region, technological innovations have minted 
billionaires in the last decade, but at the same time, multigenerational family businesses could become obsolete overnight.

Many of J.P. Morgan’s clients whose wealth has been accumulated over generations hope that the future generations will 
continue to grow their families’ businesses and wealth. But is the next generation of business owners prepared for technological 
disruptions? Can technology ensure business longevity? We surveyed 133 participants and interviewed 13 of our clients across 
North and Southeast Asia to find out.

key takeaways

•	 Decisions concerning the main family business continued to be made internally: by the head of the family (36%), 
followed by the company board or a select few (34%). Businesses with annual turnover of $1 billion and above 
were disinclined to entrust non-family executives with decision making.

•	 Just over half (55%) of the next generation reported feeling prepared to confront technological disruptions in their 
family businesses; among those who did not feel prepared, more than half (56%) said they lack experience.

•	 A large majority (87%) of current business owners said their family businesses have already experienced changes 
in the last decade; 85% felt the changes have been positive.

•	 A majority (80%) agreed that their family businesses will experience technological disruptions in the next 
10 years, with a significant number (92%) of respondents aged 41–60 years in agreement.

•	 Technological disruptions experienced in the last decade and expected in the future varied across sectors: 
financial services, industrial and primary industries (mining, agriculture) were seen to be most disrupted, 
while real estate and construction were seen to be least disrupted.

The inevitable influence of technology
How family businesses in asia are responding today
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Research was conducted in collaboration with RFi Group. The respondents are from multiple countries across Asia Pacific.
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32%

Next generation
of business owners

Current generation
of business owners

GENERATION
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50+

30%

70%

40–49

23%

77%

30–39

12%

88%

18–29

7%

93%

23%

19%

12%

12%

11%

11%

12%

Consumer (staple and discretionary goods)

Real estate and construction

Primary (agriculture, mining, etc.)

Industrials (capital goods, transportation, etc.)

Telecommunications/technology

Financial services

Others

Source: J.P. Morgan Private Bank Research, 2019.

Country of residence

are you the current generation of business owner or the next generation in line? 
(By age)

industry
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Nine out of 10 business owners who are next in line said they intend to retain ownership of their family businesses, but a clear majority 
have their own visions for how they wish to proceed: 72% said they will continue to run their family businesses, but will make changes. 
One in three intend to transform or restructure their family businesses in the wake of technological advancements. Nearly half of the 
30-to-39-year-old group were most inclined to make slight changes, while the 40-year-old and above category was most inclined to 
transform or restructure the business. Less than 10% said they plan to sell the businesses when they take over.

38.5%

33.8%

16.9%

6.2%

1.5%

1.5%

Continue running but transforming
or restructuring the business

Continue running the business but
making slight changes

Retaining ownership but not involved
in business operations

Selling o� the family business and
restarting from scratch

Continue running the business without
making changes

Selling o� the family business and
having a minority stake

1.6%Others

There is no resistance from the founder (my father) in wanting to have 
change in the company. The company needs to evolve.

Client D, second-generation daughter, oil & gas 

I’m moving toward full automation. Yes, you spend more, but I think in the 
long term it will be more efficient...and result in less human error.

Client t, third-generation son, manufacturing

Succession in family business
those next in line are committed

Plan for the future
Three out of four next-generation leaders 
intend to continue running the businesses 
and to either transform them or make 
slight changes. Those below 30 years 
of age have indicated they would retain 
ownership, but not be involved in the 
business operations.

how will they Prioritize?
The two most cited priorities for how the 
next-generation leaders plan to restructure 
their family businesses were: investing in 
new technologies and professionalizing 
management. For respondents from 
Southeast Asia, geographical expansion 
was a high priority, second only to 
investing in new technologies.

in light of the technological advancements, if the ownership of the business were 
handed to you in the future, which of the following would be your most likely plan?

Source: J.P. Morgan Private Bank Research, 2019.
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In regard to the actual running of the business, it becomes harder to see what the 
technology solutions would be. It’s easier to see what consumers want and implement that. 

Ideally, I would like tech solutions that help craft decisions and make it easier to see 
everything together—like a dashboard—so this is something we are looking at implementing 

in the next five years. It will be a complex process, though.
Client JP, second-generation son, real estate

53%
41%
25%
22%
22%
16%
14%
13%
9%
8%
6%
6%

Changing the business model

Change family management to professional management

Invest in new technologies

Joint ventures

Geographic expansion of o�ces/services

Sales

Mergers and acquisitions

Initial public o�erings

Divesting

Outsourcing

Diversify into other industries

Franchise

How would you go about revolutionizing the family business?

  Yes   No   I do not know

67%23%

10%

55%

19%

26%

fifty Percent of the next 
generation are PrePared to 
face technological change
More than 50% of business successors 
said they were prepared for future 
technological disruptions. However, 
their self-rated readiness was more 
pessimistic than current business owners, 
67% of whom held the view that the 
next-generation leaders were ready for 
technological disruptions.

Do you think the next generation of 
leaders of your family business feel 
ready for the future and technological 
disruptions?

Source: J.P. Morgan Private Bank Research, 2019.

Do you, as one of the next generation 
of leaders of your family business, feel 
ready for the future and technological 
disruptions?

Source: J.P. Morgan Private Bank Research, 2019.
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exPerience is key 
to readiness
The top factors underscoring the next 
generation’s lack of preparedness were: 
limited relevant experience, uncertainties 
about the future, and the constantly 
evolving nature of technology. Because 
a significant number were under 30 years 
of age, they were also not as likely to be 
closely involved in the business.

who decides?
The previous section showed that only half 
of next-generation business leaders felt 
that they were prepared for technological 
changes, a data point that corroborates 
their perception that decision making 
remains very much at the helm of the 
family, or in the hands of only a few.

Non-family execsCollective groupBoardOwner/Founder

42%

31%

19%

32%

50%

33% 34%
39%

11%

41%

19%

27%

8%
4%

0%0%
3%

23%

48%

36%

  Under $50MM   $50MM–$200MM   $200MM–$999MM   $1B+   Total

13%Restrictive regulatory environment

13%Conflicts of interest between family members

15%Economic policy

18%Lack of support/resources

18%Lack of empowerment

18%Customer mindset

21%I am not closely involved in the business

21%Market conditions

41%Constantly changing technological disruptions

44%Uncertainty of the future

56%Lack of experience

What do you think is preventing you from being ready?

Given that the vast majority of family businesses represented 
in this study were owner-operators (68%), it is not surprising to 
find that 36% of the respondents said that the head of the family 
ultimately called the shots. What is most significant is that for 
almost 50% of businesses with annual turnover of $1 billion or 
more, decisions were made by the head of the family. The same 
was also observed for businesses with annual turnover of under 
$50 million.

That billionaires are taking it upon themselves, and do not give 
non-family executives decision-making powers to address 
external technological shifts, is noteworthy.

Control is concentrated with the head of the family, or a select 
few for family businesses with the lowest and highest turnovers. 
Businesses with an annual turnover above $50 million and below 
$1 billion were more inclined to share control. For example, one 
in two businesses with $50 million to $200 million in annual 
turnover tended to pass decisions through a board or a select 
few (presumably family members, but the power was not 
concentrated with the head of the family).

given the varying external shifts in technology, who decides for the family business? (By turnover)

Source: J.P. Morgan Private Bank Research, 2019.

Source: J.P. Morgan Private Bank Research, 2019.
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Now that we have professionals (CEO, CFO), we are building a system where we as the 
shareholders are actively involved, and the ways they interact with us and report to us are 
pretty much set. We don’t want to be CEOs, but the system allows us to maintain control.

Client D, second-generation daughter, oil & gas 

Non-family execsCollective groupBoardOwner/Founder

24%

41%

36%
33% 34% 34%

40%

22%
27%

3% 3% 3%

  Next generation
  of business owners

  Current generation
  of business owners

  Total

differing PersPectives on control
Current business leaders (23%) were less inclined to think that 
the head of the family was the ultimate decision maker compared 
to 42% of those next in line. This difference in perception could 
be due to the level of involvement in the family business. Current 
leaders represent 32%, while the next generation represents 
68% of the total study respondents.

50 is the turning Point?
The demographics of respondents in this study and how the 
majority under 50 years old saw themselves as next in line, 
compared to a majority of above 50-year-olds who declared 
themselves as current owners, suggest that 50 years of age may 
be the period of business succession. However, respondents in the 
30–39 (67%) and 40–49 (60%) age categories were most involved 
in technology-related decisions at the family business, while 50% 
of those below 30 were not at all involved.

AGES
18–29

AGES
30–39

AGES
40–49

AGES
50+

93% 88% 77%

70%

7% 12%
23% 30%

  Next generation
  of business owners

  Current generation
  of business owners

given the varying external shifts in technology, who is responsible for managing the future decisions of the main family 
business? (By generation)

Current and next generation business owners by age

Source: J.P. Morgan Private Bank Research, 2019.

Source: J.P. Morgan Private Bank Research, 2019.
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Bridging the intergenerational gaPs
There may be missed opportunities for families, especially when most acknowledged that their businesses have experienced 
technological disruptions in the last 10 years, and most believed there’s more to come. With a significant number of the next 
generation saying they lack experience, and 50% of those under 30 uninvolved, family businesses may benefit from engaging 
the tech-savvy next generation under 30 in related business planning, ultimately integrating them into the leadership 
of the family business.

“The divergence in views on how decisions are made, and by whom, in relation to wealth or business is a common challenge for the 
families we advise,” said Maya Prabhu, Head of J.P. Morgan Private Bank’s Wealth Advisory for Europe, the Middle East and Africa. 
The older generation may feel that the younger one is not ready to be involved (even in their 40s), fearing that they (the current 
leaders) will lose their authority and core purpose. However, this is a missed opportunity, Ms. Prabhu cautions.

Involving the younger generation enables the older generation to oversee coaching and training. “Decision making can only really 
be practiced by giving the younger generation an equal voice. We see this as ‘sharing the baton’—an important step for elders 
to prepare for eventual succession, shape their legacy and ultimately provide peace of mind for everyone, empowering the next 
generation in the process.”

Age category 50+ Total40–4930–3918–29

50%

9%

41%
67% 60%

25%

15%

55%

28%

17%

56%

21%

23%
20%

13%

  Moderately involved

  Extremely involved

  Not at all involved

How involved are you in the technology-related decision-making process within the main family business?  
(By age)

Source: J.P. Morgan Private Bank Research, 2019.
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comPetitive intelligence dePartment
Mission: Create an analytical ecosystem that enables your family’s firm to be a super competitor
Your competitive intelligence department should strive for the following:

engaging the next generation in decision making
Keith B. Carter, Associate Professor of the Department of Information Systems and Analytics and Director of the FinTech Lab at the 
National University of Singapore, states that there is a need for businesses to change from “gut-based to fact-based.”

Family-owned companies have survived on business know-how, playing in the right spaces, and sometimes driving market trends 
for consumers. With the internet providing instant access to information and global competitors, Mr. Carter cautions that what was 
once seen as a strength of being the best in a local market has now become a weakness. This is because the discipline to understand 
customer needs is hard to instill. That’s why, according to Mr. Carter, “the next generation needs permission to work on changing the 
way the business thinks and acts. They should insist senior leaders come to meetings, saying, ‘Don’t just tell me about the situation, 
show me.’ Pushing beyond the boundaries, the next generation should think about establishing a competitive intelligence department.”

BuSineSS Culture CHangeS

•	 Create fact-based business processes

•	 Implement educational initiatives to train new analysts

•	 Establish a community of practice across functions 
and regions

•	 use visibility as a tool, not a weapon

it Culture CHangeS

•	 leverage Design sprints to move from an idea to insights 
faster

•	 Anticipate questions and be ready to answer with facts

•	 Inject the “need for speed” into IT operations

•	 Assert that intelligence be delivered by the business

source: Keith B. Carter.
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In the past, one factory line needed 100 employees...now it’s only about 20.
Client C, male, second-generation, manufacturing

Our digital business is around 11% of the group revenue, and it is growing 
year-on-year. We have turned it from a cost center into a profit center.

Client g, second-generation son, healthcare provider

Two-thirds of family businesses indicated 
that technological advancements 
have altered business operations and 
communications in the last 10 years. A vast 
majority (87%) of the current generation 
of business leaders agreed that their 
family businesses have changed in the 
way they function over the last 10 years, 
compared to 57% of those who were next 
in line. Among the current generation, an 
overwhelming majority (85%) felt 
that the technology-led changes have 
been positive.

The most commonly cited outcomes were: 
improved efficiency (75%), streamlined 
workflow (67%), higher productivity (57%), 
and increased revenue and profitability 
(42%).

technological advancement 
over the Past 10 years
Compared to the next generation of 
business owners, the current generation 
was significantly more likely to agree that 
family businesses have experienced a 
significant change, with almost nine in 10 
indicating so.

85%
say changes 

have been
positive

2 out of 3 
family businesses have
experienced significant

changes brought by
technological advancements

Improved
e�ciency

Streamlined
workflow

Increased
productivity

Total

87%

57%

30%

13% 10%

24%

66%

10%3%
Current generation
of business owners

Next generation
of business owners

  Agree

  Neither agree
  nor disagree

  Disagree

When changes are good
During the past decade, they have been largely positive

Would you agree that the family business has experienced a significant change in 
the way it functions because of technological advancements in the last 10 years? 
(By generation)

Source: J.P. Morgan Private Bank Research, 2019.
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We use technology to improve our customer experience. We have not used 
technology to change our business model, just to make it more seamless. We have 
implemented chatbots, which are not that effective yet. AI is still improving, which 

assists those serving the customer; it’s not completely taking over.
Client H, male, third-generation, travel services

The way we run the company and the way we interact with our customers and 
principals has changed a lot. It has helped us to communicate and interact better 
and relay information more effectively. People used to have to fly in for meetings, 

but now we can expect reports to be sent within hours/minutes.
Client D, second-generation daughter, oil & gas 

While examples of technological implementations varied across industries, most adopted new internal and external communication 
methods (such as chatbots), automated manufacturing processes, and tested new or upgraded commonly used software.

For the food side of the business it is more positive because everything 
is automated; you don’t need that much manpower in the factory. 

[Manpower] is relatively cheap compared to other parts of the world, but 
everything keeps increasing. In our factory, we currently don’t have that 

many people because everything is automated.
Client v, third-generation son, petrochemical/food/manufacturing
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financial services—clearly disruPted; real estate—least disruPted
Some sectors were seen to be more 
disrupted by technological advancements 
than others. An overwhelming 92% of 
respondents from financial services, 85% 
from industrials (e.g., manufacturing, 
transportation), and 75% from primary 
industries (e.g., mining, agriculture) have 
experienced disruptions, compared to 
43% of their peers in real estate and 
construction, and 53% in consumer 
products. In real estate and construction, 
a significant number (24%) did not agree 
that their businesses have been disrupted.

A greater proportion of the most disrupted 
industries also agreed that their businesses 
will be impacted in the next 10 years. For 
the top three most disrupted sectors, the 
proportion of respondents who expected 
to see disruptions in the next decade 
grew: financial services (100% from 92%), 
industrials (92% from 85%), and primary 
industries (91% from 75%).

Conversely, in the real estate and 
construction sector, the proportion of 
those who disagreed that they have 
experienced disruptions in the last 10 
years (24%) grew to 29% for the next 
10 years.

does this differ 
By industry?
Family businesses that are operating in the 
real estate and construction industry are 
significantly less likely to believe that their 
business will experience a change in the 
way it functions due to technology.

Financial services

Industrials (capital goods, transportation, etc.)

Primary (agriculture, mining, etc.)

Consumer (staple and discretionary goods)

Telecommunications/technology

Real estate and construction

Total

10%

11% 12% 77%

24% 66%

27% 73%

11% 8% 81%

8% 92%

100%

24% 33% 43%

29% 28% 43%

19% 27% 54%

9% 18% 73%

8% 17% 75%

9% 91%

15%

8% 92%

85%

Within the next 10 years

In the last 10 years

Within the next 10 years

In the last 10 years

Within the next 10 years

In the last 10 years

Within the next 10 years

In the last 10 years

Within the next 10 years

In the last 10 years

Within the next 10 years

In the last 10 years

Within the next 10 years

In the last 10 years

  Agree  Neither agree nor disagree  Disagree

Would you agree that the family business is going to experience a significant change 
in the way it functions because of technological advancements?

Source: J.P. Morgan Private Bank Research, 2019.
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In Asia, where a significant amount of wealth has traditionally been built on real estate, the lack of technological adoption in this 
sector is a phenomenon that could evolve, and quickly. Moreover, this has implications for the asset-rich families in the region.

Most surveyed have identified the growing disruptions caused by e-commerce and the impact on retail. As one next-generation 
respondent from a Hong Kong real estate company pointed out, “People still need/want somewhere to go, to live, to work. 
The demand for space is there. It’s how we present that space and how we utilize it.”

With the rise of new green building technologies, industrialized 3D printing, the application of the Internet of Things (IoT) in civil and 
structural engineering, alongside the sharing economy and e-commerce, property development and construction companies may 
well have to adopt, adapt or risk becoming obsolete.

I think the most common topic is the appearance of online retail. Given that we 
are in retail, we do have some exposure, so it does affect the retailers as our 
tenants. We have had to do something different to respond to these trends. 
For example, we have one space that is quite centrally located, so instead of 
looking for a long-term tenant, we set it up as a pop-up place and found that 

the rental returns were similar, if not better than long-term tenants.
Client k, second-generation son, property/real estate

87%

5%

  Agree

  Neither agree
  nor disagree

  Disagree
76% 92%

8%
16%

79%

12%
12%

21–40 years 41–60 years 60 years +

next 10 years: four in five 
exPect significant change
Four in five family businesses said they 
expect to experience a “significant change” 
in the way their businesses run due to 
technological advancements in the next 10 
years. The respondents aged 41–60 were 
the most inclined to agree, with 92% of 
this cohort holding this view, compared 
to 75% under 40 years of age, and 79% 
above 60 years of age.

‘meaningful change 
is coming’
Over three in four respondents believed 
their family businesses will experience a 
significant change.

Would you agree that the family business is going to experience a significant change 
in the way it functions because of technological advancements within the next 10 
years? (By operating tenure)

Source: J.P. Morgan Private Bank Research, 2019.
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37% 21%Operations Sales

38% 16%
39% 18%

37% 8%Business model Service delivery

38% 24%
36% 18%

32% 21%Production/manufacturing Marketing

11% 8%
23% 17%

18% 13%IT Human resources

22% 22%
20% 17%

24% 5%Administrative/management Distribution

16% 22%
19% 15%

  Southeast Asia  North Asia   Total

Data analytics, artifical intelligence and online 
transactions were ranked as the top disruptors to 
family businesses. However, the top three disruptors 
for current business owners and the next generation 
differed somewhat, with online transactions and retail 
ranked in higher order of importance for the next 
generation compared to the current business owners.

toP 3 DiSruPtorS

Current generation next generation

1 Data analytics Data analytics

2 Artificial intelligence 
(i.e., automation of jobs)

Online transactions 
(e.g., digital payments/

contactless…)

3 Computing (e.g., cloud 
computing, quantum…)

Online retailing 
(e.g., e-commerce)

which areas of the Business will Be most affected?
These technological disruptors were expected to affect operations and business models most for all respondents; however, production/
manufacturing in North Asia may be more affected than in Southeast Asia, where respondents felt service delivery will be more 
disrupted than production in the next 10 years.

You mentioned that the business will experience a significant change in the way it functions because of technological changes in 
the next 10 years. Please rank which areas of business will be most affected because of technology:

Source: J.P. Morgan Private Bank Research, 2019.
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The top three external factors anticipated in the next decade and ranked by respondents are: (1) industry-wide technological 
disruptions, (2) customer relationships, and (3) professionalization of management.

slow to act?
Despite the tidal wave of technological changes they see coming, only 15% of businesses indicated that technological disruptions 
had been taken into account in their strategic plans. Nearly half were in the midst of integrating technological disruptions into their 
business planning, but that left a significant 38% who were aware, but had not acted, or believed that the business was not ready to be 
disrupted. Respondents from the current generation were more inclined to say they had taken technological disruptions into account 
compared to the next generation.

PreParing for technological disruPtions
Interviews with business leaders also revealed that they had not fully seized the opportunities presented by technological 
advancements, and expected further improvements to their businesses in the future.

According to Mr. Carter, “The only reason your customers still use your business is because they haven’t found something that’s cheaper 
or faster yet.” It’s important to keep in mind that “the initial reason they came to you was because your business met their expectations 
of quality in the fastest and most reliable way.”

Bala Chandrasekaran, Head of Asset Management Technology, J.P. Morgan Asia, adds, “As customer preferences evolve and demands 
become more sophisticated, alternate business models will be the norm and will need to leverage data intelligence to track, understand 
and interact with clients. Future business models will be built with data intelligence and digital engagement capabilities. Today’s 
disruptors will be the future norm.”

15%
12%
20%

46%
48%
43%Aware and in the midst of integrating technological disruptions

into the business’s strategic plan

Yes, technological disruptions have been taken into account
in the business’s strategic plan

30%
31%
27%

Aware, but has yet to take technological disruptions into account

8%
9%
7%

No, the business is not ready for technological disruptions

1%
0%
3%

I do not know

  Next generation

  Current generation

  Total

Does the business feel ready to take on future technological disruptions? (By generation)

Source: J.P. Morgan Private Bank Research, 2019.



Embracing Data, Digital anD Disruptions: planning ahEaD for succEssion

This is why Mr. Chandrasekaran says that while family businesses adopt more technology and intelligent solutions, it is equally 
important to be cognizant of industry trends and risks involved. “There should be definite investments in data privacy, ethics, security 
and business needs to treat these with higher priority than ever before.”

You need to keep up with technology and how everything works. To convey this 
knowledge to everyone in the office is not easy. One of our limitations is human 

capital; training new staff takes time. For some, it can even take more than 
3–6 months. It’s about finding the right people who are able to adapt.

Client v, third-generation son, petrochemical/food/manufacturing

We use technology on a daily basis, particularly project management software. 
Digitizing operations and even upgrading the Microsoft suite was considered 

to be quite a big step at the time because the staff in the office are older, 
which presents a managerial challenge in using technology. There hasn’t 

been a big push for disruptive technology.
Client JP, second-generation son, real estate

The biggest challenge is the system itself. It has been difficult to improve efficiency 
and automate many manual processes because we have become accustomed to 

the old legacy systems. When it comes to change, it takes time to understand and 
learn about all these digital health tech solutions. And many patients feel unsafe 
using it. Healthcare is very regulated. You still need to have the physical presence 

of a doctor, so there is a limitation there.
Client g, second-generation son, healthcare provider
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challenges in keePing Pace with technological disruPtion
While family businesses acknowledged that they have experienced technological disruptions, and this will continue in the foreseeable 
future, many have faced challenges in implementing changes. The greatest challenge lies in the human factor and resistance to change.

aligning the next generation in family succession Planning
As technology continues to evolve faster than most can keep pace with, current business leaders should consider engaging the next 
generation early on in all aspects of the family business. How does this apply to the next-generation members of varying ages?

Our findings suggest there is room for further and earlier engagement. As most next-generation business owners believe that control 
is maintained by the founder or current owner, it is important that the family defines values and policies that allow younger members 
to actively participate.

Involvement could start with specific projects, and for those under 30, involving them in tech projects to gain exposure before 
transitioning them into other capacities within the business, and eventually defining leadership opportunities while outlining the 
frameworks and requirements.

Engaging the next generation in decision making can help pave the way for them to take over, and can bolster efforts to overcome 
technological challenges, increase governance and ensure business longevity.

Discussions about the future of the family enterprise concern all potential family owners, not just the one anointed successor or 
controller. It is therefore imperative for families to clarify and merge their values with the business realities, and in the process, 
consider and articulate how they can modify or evolve the business continuously to ensure its sustainability and the preservation 
of its legacy for generations to come.
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iMPortant inforMation

key risks
As a reminder, hedge funds (or funds of hedge funds) often engage in leveraging and 
other speculative investment practices that may increase the risk of investment loss. 
These investments can be highly illiquid, and are not required to provide periodic 
pricing or valuation information to investors, and may involve complex tax structures 
and delays in distributing important tax information. These investments are not 
subject to the same regulatory requirements as mutual funds; and often charge 
high fees. Further, any number of conflicts of interest may exist in the context of the 
management and/or operation of any such fund. For complete information, please 
refer to the applicable offering memorandum. 

This material is for information purposes only, and may inform you of certain 
products and services offered by J.P. Morgan’s wealth management businesses, part 
of JPMorgan Chase & Co. (“JPM”). Please read all important information. 

general risks & Considerations
Any views, strategies or products discussed in this material may not be appropriate 
for all individuals and are subject to risks. investors may get back less than they 
invested, and past performance is not a reliable indicator of future results. Asset 
allocation does not guarantee a profit or protect against loss. Nothing in this material 
should be relied upon in isolation for the purpose of making an investment decision. 
You are urged to consider carefully whether the services, products, asset classes 
(e.g., equities, fixed income, alternative investments, commodities, etc.) or strategies 
discussed are suitable to your needs. You must also consider the objectives, risks, 
charges, and expenses associated with an investment service, product or strategy 
prior to making an investment decision. For this and more complete information, 
including discussion of your goals/situation, contact your J.P. Morgan representative. 

non-reliance
Certain information contained in this material is believed to be reliable; however, JPM 
does not represent or warrant its accuracy, reliability or completeness, or accept any 
liability for any loss or damage (whether direct or indirect) arising out of the use of 
all or any part of this material. No representation or warranty should be made with 
regard to any computations, graphs, tables, diagrams or commentary in this material, 
which are provided for illustration/reference purposes only. The views, opinions, 
estimates and strategies expressed in this material constitute our judgment  based 
on current market conditions and are subject to change without notice. JPM assumes 
no duty to update any information in this material in the event that such information 
changes. Views, opinions, estimates and strategies expressed herein may differ from 
those expressed by other areas of JPM, views expressed for other purposes or in 
other contexts, and this material should not be regarded as a research report. 
Any projected results and risks are based solely on hypothetical examples cited, 
and actual results and risks will vary depending on specific circumstances. Forward-
looking statements should not be considered as guarantees or predictions of future 
events.

Nothing in this document shall be construed as giving rise to any duty of care owed to, 
or advisory relationship with, you or any third party. Nothing in this document shall 
be regarded as an offer, solicitation, recommendation or advice (whether financial, 
accounting, legal, tax or other) given by J.P. Morgan and/or its officers or employees, 
irrespective of whether or not such communication was given at your request. 
J.P. Morgan and its affiliates and employees do not provide tax, legal or accounting 
advice. You should consult your own tax, legal and accounting advisors before 
engaging in any financial transactions.

legal entity & regulatory information
In the united States, Bank deposit accounts and related services, such as checking, 
savings and bank lending, may be subject to approval are offered by JPMorgan 
Chase Bank, n.a. Member FDIC.

JPMorgan Chase Bank, n.a. and its affiliates (collectively “JPMCB”) offer 
investment products, which may include bank-managed accounts and custody,  
as part of its trust and fiduciary services. Other investment products and  
services, such as brokerage and advisory accounts, are offered through  
J.P. Morgan Securities llC (“JPMS”), a member of FINRA and SIPC. JPMCB and 
JPMS are affiliated companies under the common control of JPM. Products not 
available in all states.

In luxembourg, this material is issued by J.P. Morgan Bank luxembourg S.a. 
(JPMBl), with registered office at European Bank and Business Centre, 6 route 
de Treves, L-2633, Senningerberg, Luxembourg. R.C.S Luxembourg B10.958. 
Authorized and regulated by Commission de Surveillance du Secteur Financier 
(CSSF) and jointly supervised by the European Central Bank (ECB) and the CSSF. 
J.P. Morgan Bank Luxembourg S.A. is authorized as a credit institution in accordance 
with the Law of 5th April 1993. In the united kingdom, this material is issued by 
J.P. Morgan Bank Luxembourg S.A., London Branch. Prior to Brexit (Brexit meaning 
that the United Kingdom leaves the European Union under Article 50 of the Treaty on 
European Union, or, if later, loses its ability to passport financial services between the 
United Kingdom and the remainder of the EEA), J.P. Morgan Bank Luxembourg S.A., 
London Branch is subject to limited regulation by the Financial Conduct Authority 
and the Prudential Regulation Authority. Details about the extent of our regulation 
by the Financial Conduct Authority and the Prudential Regulation Authority 
are available from us on request. In the event of Brexit, in the United Kingdom, 
J.P. Morgan Bank Luxembourg S.A., London Branch is authorized by the Prudential 
Regulation Authority, subject to regulation by the Financial Conduct Authority and 
limited regulation by the Prudential Regulation Authority. Details about the extent of 
our regulation by the Prudential Regulation Authority are available from us on request. 
In Spain, this material is distributed by J.P. Morgan Bank Luxembourg S.A., Sucursal 
en España, with registered office at Paseo de la Castellana, 31, 28046 Madrid, Spain. 
J.P. Morgan Bank Luxembourg S.A., Sucursal en España is registered under number 
1516 within the administrative registry of the Bank of Spain and supervised by 
the Spanish Securities Market Commission (CNMV). In germany, this material 
is distributed by J.P. Morgan Bank Luxembourg S.A., Frankfurt Branch, registered 
office at Taunustor 1 (TaunusTurm), 60310 Frankfurt, Germany, jointly supervised 
by the Commission de Surveillance du Secteur Financier (CSSF) and the European 
Central Bank (ECB), and in certain areas also supervised by the Bundesanstalt 
für Finanzdienstleistungsaufsicht (BaFin). In italy, this material is distributed by 
J.P. Morgan Bank Luxembourg S.A., Milan Branch, registered office at Via Cantena 
Adalberto 4, Milan 20121, Italy and regulated by Bank of Italy and the Commissione 
Nazionale per le Società e la Borsa (CONSOB). In addition, this material may be 
distributed by JPMorgan Chase Bank, n.a. (“JPMCB”), Paris branch, which is 
regulated by the French banking authorities Autorité de Contrôle Prudentiel et de 
Résolution and Autorité des Marchés Financiers or by J.P. Morgan (Suisse) Sa, 
which is regulated in Switzerland by the Swiss Financial Market Supervisory Authority 
(FINMA).
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In Hong kong, this material is distributed by JPMCB, Hong kong branch. JPMCB, 
Hong Kong branch is regulated by the Hong Kong Monetary Authority and the 
Securities and Futures Commission of Hong Kong. In Hong Kong, we will cease to 
use your personal data for our marketing purposes without charge if you so request. 
In Singapore, this material is distributed by JPMCB, Singapore branch. JPMCB, 
Singapore branch is regulated by the Monetary Authority of Singapore. Dealing and 
advisory services and discretionary investment management services are provided 
to you by JPMCB, Hong Kong/Singapore branch (as notified to you). Banking and 
custody services are provided to you by JPMCB Singapore Branch. The contents of 
this document have not been reviewed by any regulatory authority in Hong Kong, 
Singapore or any other jurisdictions. You are advised to exercise caution in relation 
to this document. If you are in any doubt about any of the contents of this document, 
you should obtain independent professional advice. For materials which constitute 
product advertisement under the Securities and Futures Act and the Financial 
Advisers Act, this advertisement has not been reviewed by the Monetary Authority 
of Singapore. JPMorgan Chase Bank, N.A. is a national banking association chartered 
under the laws of the United States, and as a body corporate, itsshareholder’s liability 
is limited.

With respect to countries in latin america, the distribution of this material may be 
restricted in certain jurisdictions. Receipt of this material does not constitute an offer 
or solicitation to any person in any jurisdiction in which such offer or solicitation is 
not authorized or to any person to whom it would be unlawful to make such offer or 
solicitation. To the extent this content makes reference to a fund, the Fund may not 
be publicly offered in any Latin American country, without previous registration of 
such fund’s securities in compliance with the laws of the corresponding jurisdiction. 
Public offering of any security, including the shares of the Fund, without previous 
registration at Brazilian Securities and Exchange Commission—CVM is completely 
prohibited. Some products or services contained in the materials might not be 
currently provided by the Brazilian and Mexican platforms.

JPMorgan Chase Bank, N.A. (JPMCBNA) (ABN 43 074 112 011/AFS Licence No: 
238367) is regulated by the Australian Securities and Investment Commission and 
the Australian Prudential Regulation Authority. Material provided by JPMCBNA in 
Australia is to “wholesale clients” only. For the purposes of this paragraph the term 
“wholesale client” has the meaning given in section 761G of the Corporations Act 
2001 (Cth). Please inform us if you are not a Wholesale Client now or if you cease to 
be a Wholesale Client at any time in the future.

JPMS is a registered foreign company (overseas) (ARBN 109293610) incorporated in 
Delaware, U.S.A. Under Australian financial services licensing requirements, carrying 
on a financial services business in Australia requires a financial service provider, such 
as J.P. Morgan Securities LLC (JPMS), to hold an Australian Financial Services Licence 
(AFSL), unless an exemption applies. JPMS is exempt from the requirement to 
hold an afSl under the Corporations act 2001 (Cth) (act) in respect of financial 
services it provides to you, and is regulated by the SeC, finra and CftC under 
u.S. laws, which differ from australian laws. Material provided by JPMS in 
Australia is to “wholesale clients” only. The information provided in this material is 
not intended to be, and must not be, distributed or passed on, directly or indirectly, 
to any other class of persons in Australia. For the purposes of this paragraph the term 
“wholesale client” has the meaning given in section 761G of the Act. Please inform us 
immediately if you are not a Wholesale Client now or if you cease to be a Wholesale 
Client at any time in the future.

This material has not been prepared specifically for Australian investors. It:

• May contain references to dollar amounts which are not Australian dollars;

• May contain financial information which is not prepared in accordance  
with Australian law or practices;

• May not address risks associated with investment in foreign currency  
denominated investments; and

• Does not address Australian tax issues.

References to “J.P. Morgan” are to JPM, its subsidiaries and affiliates worldwide.  
“J.P. Morgan Private Bank” is the brand name for the private banking business 
conducted by JPM. 

This material is intended for your personal use and should not be circulated to or used 
by any other person, or duplicated for non-personal use, without our permission. If 
you have any questions or no longer wish to receive these communications, please 
contact your J.P. Morgan representative. 

© 2019 JPMorgan Chase & Co. All rights reserved.     PB-19-RE-830






