
Would you risk running your busi-
ness without a mission or vision –
a guiding statement that identi-

fies core values, strategies and goals? If
you expect your business to gross $50 mil-
lion next year, would you dare enter the fis-
cal year without a plan? 

“Most business owners would immedi-
ately say that it’s crazy to not have a mis-
sion statement; they couldn’t function
without one,” says Joel Guth, an advisor
with Citigroup Family Office, a boutique
wealth management group that caters to
clients whose net worth is at least $25 mil-
lion.  The Citigroup Family Office consists
of a select group of financial advisors.
These advisors have gone through exten-
sive training and passed rigorous qualifi-
cations.  Guth is one of 77 advisors to the
Citigroup Family Office in the United States
out of 12,000 firm-wide financial advisors.  

Interestingly, Guth notes, wealthy fami-
lies don’t generally engage in the same
type of values-directed planning that busi-
nesses do. But approaching investments

and estate planning with a mission state-
ment is exactly what families should do to
ensure they are efficiently managing,
investing and liquidating their assets. 

“It’s tough to think of your family as an
entity,” Guth says. But that’s the job of
advisors at Citigroup Family Office, where
clients can take advantage of the financial
institution’s global muscle and enjoy per-
sonal service and meticulous care that
only boutique firms can deliver. Access,
efficiency and comprehensive wealth
management – that’s the group’s mission,
Guth says.

“When business owners sell their com-
panies and come into millions of dollars,
all of a sudden life is different,” Guth says.
“We try to help them think through that
change, adapt to it, handle it, and maxi-
mize the after-tax value of their business.
Our goal is to bridge the gap between life
before and the reality after a liquidity
event.”

Integrated Wealth Management
Citigroup Family Office helps business

owners define goals for their wealth, focus-
ing on big-picture wealth planning. Often,
clients are middle-market business owners
with values between $20 and $500 mil-
lion, Guth says. When they transfer their
businesses – whether selling to a strategic
buyer, private equity firm or another family
member – they want to gain maximum
after-tax value.

The next step is managing the wealth
they gain from these transactions. That is
increasingly difficult in today’s complex
financial landscape.

“Tax laws are complicated, especially
when you’re dealing with estate planning
and gifting strategies,” Guth notes.
“Second, the investment arena has
become very complex. Now, clients whose
net worth exceeds $20 million have access
to exotic investment opportunities. Also,
the world is more complex – China and
India are two significant factors in our
economy, and what happens there will
have a huge impact on business in the
United States. It is already.

“Our clients need integrated, expert

advice,” Guth adds, emphasizing why a
comprehensive approach to wealth man-
agement is critical.

One example of how Citigroup Family
Office complies its clients’ financial infor-
mation into a single, simplified analysis is
the Total Wealth Report, which regularly
brings together clients’ total net worth in
one document. Citigroup Family Office can
assist clients’ needs, from trust services
that relieve wealthy families of administra-
tive burdens associated with managing
their finances, to multi-residence advisory
services that help clients manage homes
and properties with services that includes
maintenance and staff training.

Tending to personal matters associated
with wealth is just as important as working
out the numbers, Guth says. “For people
who start and run businesses, many times
their identity becomes the business,” he
notes. “When they sell it, there are not just
financial questions, but also psychological
and emotional questions. They are no
longer the CEO. They have a new relation-
ship with their families, the community and
the charities they support.”

Citigroup Family Office supports clients’
diverse interests in philanthropy, real
estate, art and business. Guth says that
leveraging time and money is a goal with
services, including:

� Family Wealth Advisory

� Personal and Business Risk 
Management Advisory

� Philanthropic Advisory

� Unique Investment Opportunities

� Investment Management

� Wealth Organization and Storage  

� Art Advisory Service

� Multi-Resident and Farm Advisory 
Services

� Aircraft Advisory and Finance

A Firm within a Firm
Citigroup Family Office helps wealthy families confront a diversity of
issues in business and life.
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A Team of Professionals
The complex issues surrounding tax law,

investments, liquidity options and the global
market deeply affect the way we do and will
conduct business in the U.S. You can’t know
it all. “It’s extremely complex,” Guth agrees. 

One of the challenges Citigroup Family
Office faces is explaining why it’s important to
think big-picture. Citigroup Family Office inte-
grates a business owner’s key advisors and
provides the client with a team of profession-
als that shoulder responsibilities associated
with managing wealth.

“When you have an integration of profes-
sionals, you create efficiencies,” Guth says.

An advantage of working with a “firm within
a firm” is access to government and business
leaders around the world, Citigroup senior
management and other CEOs. Peer advice
provides clients with a more personal adviso-
ry experience, Guth notes. “It’s the concept of
taking a massive entity like Citigroup and
delivering it as a boutique service to our spe-
cial clients,” Guth explains. “What we like
about the Citigroup Family Office is you have
a group of people inside one of the strongest
financial institutions in the world that are ded-
icated to a very small group of people. We
gather the incredible intellectual capital we
have within Citigroup and funnel that expert-
ise to address individual clients’ needs.”

“For example, I attended the Heisman
Trophy Dinner with one of our clients, and we
sat next to senior management of Citigroup.
Most clients don’t have that kind of access.”

Entertaining possibilities is the charge of
advisors and financial professionals at
Citigroup Family Group office. “We enjoy
entrepreneurs,” Guth says. “We think it’s an
underserved market and we expect to see a
boom in the number of privately held busi-
nesses sold in the future.”

Boutique Treatment 
Clients of Citigroup Family Office can ask its

associates to “analyze this.” Check into secu-
rity issues a teenage daughter might face
while traveling overseas. Report on whether
flying commercial or owning a share of a jet
aircraft is a better way to manage frequent
travel, figure out a way to protect the profits of
a business sale so the family inheriting the
sum can reinvest it and secure their future. 

“You name it, we’re there to help families get
information,” Guth says, noting a demand for
concierge services. “Twenty years ago, very

few people owned a private jet. Now we have
several clients who no longer fly commercial.”

“If you look at the number of millionaires
created today, we are in a period of fast
growth,” he adds. “This new wealth creates a
demand for comprehensive wealth manage-
ment services.”

Business is personal for most clients, and
catering to myriad pursuits is part of manag-
ing clients’ wealth, Guth says. “Citigroup is a
huge corporation, but the access to resources
we provide makes our clients feel like they are
dealing with a small firm,” Guth says. “We
make them feel like the complexities of han-
dling wealth are easy and efficient.”

Joel Guth is a Financial Advisor at Smith
Barney located in Columbus, Ohio and may
be reached at 1-866-464-2750 or
joel.j.guth@smithbarney.com.

Unless you are otherwise advised in writing,
Citigroup Global Markets Inc., is acting as a bro-
ker-dealer and not as an investment advisor.

Citigroup Family Office is a business of
Citigroup Inc., and it provides clients with
access to a broad array of bank and non-bank
products and services through various sub-
sidiaries of Citigroup, Inc.

Citigroup Family Office is not registered as a
broker-dealer nor as an investment advisor.
Brokerage services and/or investment advice
are available to Citigroup Family Office clients
through Citigroup Global Markets Inc., member
SIPC.  All references to Citigroup Family Office
Financial Professionals refer to employees of
Citigroup Global Markets Inc in this article.
Some of these employees are registered repre-
sentatives of Smith Barney, a division of
Citigroup Global Markets Inc., who have quali-
fied to service Citigroup Family Office clients.

Citigroup Global Markets Inc., Citicorp
Investment Services, and Citibank, NA are affil-
iated companies under the common control of
Citigroup Inc.

Citigroup Inc., its affiliates, and its employees
are not in the business of providing tax or legal
advice. These materials and any tax-related
statements are not intended or written to be
used, and cannot be used or relied upon, by
any such taxpayer for the purpose of avoiding
tax penalties. Tax-related statements, if any,
may have been written in connection with the
“promotion or marketing” of the transaction(s)
or matter(s) addressed by these materials, to
the extent allowed by applicable law. Any such
taxpayer should seek advice based on the tax-
payer’s particular circumstances from an inde-
pendent tax advisor.

© 2007 Citigroup Global Markets Inc.
Member SIPC. Smith Barney is a division and
service mark of Citigroup Global Markets Inc.
and its affiliates and is used and registered
throughout the world. Citigroup and the
Umbrella Device are trademarks and service
marks of Citigroup Inc. or its affiliates and are
registered throughout the world. Working
Wealth is a service mark of Citigroup Global
Markets Inc.

corporate profile


