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WHY A WILL ISN'T ENOUGH: THE CASE FOR FAMILY
MEETINGS

Michael Preto, CFP®, CIM?®

Most people think their estate plan is “done” once the ink dries on
the will and trust documents.

But here’s the truth: documents don’t create understanding —
conversations do.

At Hillside Wealth, we’ve seen time and again that the best estate
plans go beyond paperwork. They’re built on communication, clarity,
and connection. And that’s why we encourage clients to hold family
meetings.

The Missing Ingredient in Most Estate Plans
A will spells out what will happen.

A trust can add structure to how it happens.

But neither ensures your family knows why.

Without that understanding, families are often left to fill in the blanks
— and that’s where confusion, resentment, and conflict can creep in.

We believe transparency is one of the most powerful forms of
protection. When family members know what to expect and why
decisions were made, there’s far less room for surprise, suspicion, or
misunderstanding later.

What Family Meetings Can Do

A good family meeting isn’t about numbers or tax strategies — it’s
about relationships. It’s a chance to:

1. Share your intentions behind the plan — the “why” that
matters most.

e Prepare your beneficiaries so they’re not blindsided when the
time comes.

e Introduce key advisors — including us — so your heirs know
who to turn to and what the next steps would look like.

e Strengthen family unity by reducing the probability of conflict
when emotions are running high.
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When done well, these meetings create understanding before wealth transitions. That’s how
you preserve both assets and relationships.

The Hillside Approach
When we help facilitate a family meeting, our goal is simple:
to make sure your estate plan doesn’t just transfer wealth — it transfers wisdom.

We start by clarifying your values and intentions. Then, together, we decide what
information should be shared, with whom, and when. We help guide the conversation so it
feels natural and constructive, not heavy or intimidating.

Sometimes that means explaining how the plan works. Sometimes it means introducing the
next generation to us and showing them what it would look like to become clients — how
Hillside supports families across generations.

A Legacy of Communication

A strong estate plan protects what you’ve built.

A family meeting protects who you’ve built it for.

If your estate plan is sitting quietly in a drawer somewhere, consider that it may not be
finished — at least not in the way that truly matters.

Because the real success of any plan isn’t measured in tax savings or legal efficiency.
It's measured in understanding, trust, and peace of mind — for everyone involved.
If you'd like to go over it together, book a time with us with this link.
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https://calendly.com/mike-at-hillsidewealth/intro-meeting-mike30
https://hillsidewealth.ca/wp-content/uploads/2025/10/Informed-Investor-October-2025-FactorY.pdf
https://hillsidewealth.ca/wp-content/uploads/2025/10/Informed-Investor-October-2025.pdf

