
Empowering women to take control of their finances

More than half of married women leave the financial decisions to their spouses, yet eight out of ten will be 
alone and in charge of their finances one day.1 We work with our female clients to break the cycle and coach 
them to financial confidence.

Case 1—Newly widowed client lacks
financial knowledge

The situation
Our 66-year-old client’s husband had been in failing 
health for a few years. The husband wanted to make sure 
his wife was prepared and well taken care of after he
was gone. Although she had previously resisted getting 
involved in financial decisions for the household, she 
wanted to make sure she had enough to live on and to 
gift assets to her son after she passed.

The strategy
Prior to the husband’s passing, we went to their home 
to meet over several months to bring them both up to 
speed and ensure all paperwork (beneficiaries, powers of 
attorney, wills, etc.) was in good order. We worked with
their accountant, estate attorney and son directly to make 
sure all items were in order. Each meeting had a different 
focus (e.g., budgeting, wealth planning, estate planning 
strategies), all with the goal of reducing her anxiety about 
managing her own finances.

The client had some low-basis stock that she had owned 
long-term. She didn’t want to own the stocks anymore, 
but the taxes from selling would be costly. Before the 
husband passed away, we swapped similar value stocks 
between his account and hers so that at his passing the 
stocks would be step-up in basis. This allowed her to 
diversify away from those stocks and avoid the taxes.

The result
Our client is comfortably living within her planned budget. 
While she still gets nervous with market fluctuations,
she now has enough knowledge and confidence in our 
relationship to make well-informed financial decisions and 
is on track to meet her financial aspirations.

Case 2—A founder, but financial novice, 
inherits wealth

The situation
Our 37-year-old client was the founder and CEO of a 
business services company. She didn’t have the appropriate 
amount of time to manage her personal wealth and had 
relied on her husband in the past. She inherited significant 
wealth and decided she needed to take control, which led 
her to become a client.

The strategy
Due to her long hours, there wasn’t much time for 
educational meetings. Through our regularly scheduled 
one-on-one meetings, she was able to block out the same 
hour on her schedule monthly.

These meetings covered topics ranging from wealth 
strategies and investments to planning for college for kids, 
liability needs, and estate and tax planning strategies.
The client realized her husband had neglected their 
investments, and they had left money on the table by not 
contributing to retirement plans or education plans for 
their son. We introduced her to an estate attorney, CPA 
and many UBS experts to help ensure all her wealth 
planning was in line with appropriate advice and her team 
of advisors were all working together to help her simplify 
her financial life.

The result
Our client took charge of her financial life rather than 
being a passive bystander. She and her husband now have 
a clear wealth strategy that has instilled greater confidence 
that their financial aspirations are being met for the future. 
Arguably, the main benefit has been the assembly of the 
team of professionals all working fluidly with one another 
for the family.
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Preparing the next generation

Many families spend time preparing money for their family, but almost no time preparing their family 
for money. We work diligently with our clients to help ensure the next generation is ready for the 
wealth they may inherit.

Case 1—Wealth across generations

The situation
A family matriarch in her seventies expressed concerns 
about the capability of the three generations below her 
to successfully inherit a large fortune (over $500 million 
in combined net worth) and the responsibility that comes 
with it. She was extremely philanthropically inclined and 
wanted to clarify and fortify family values.

The strategy
We proposed semiannual family meetings with over
20 family members across generations, along with their 
lawyers and accountants. In the initial meeting, we had 
the family together create a mission statement that was 
informed by their family values. These family meetings 
were used to inform successive generations as to what 
the family values were and start to expose them to some 
of the wealth that may one day be theirs. Additionally,
it was a great excuse to get everyone together. We held 
educational meetings with the younger generations to 
get them comfortable with being financially responsible.

To get the family actively involved in the family finances 
and charitable organizations, donor-advised funds were set 
up with enough capital for each bloodline family member. 
Each of them gave presentations on how they were going 
to donate their allocated charitable dollars. This got each 
family member personally and financially invested in the 
future of the family and their respective charities.

The result
After several years, the family has solidified their values, 
and the younger generations are being groomed to 
successfully manage the family’s wealth.

Case 2—A problem money couldn’t solve

The situation
A couple in their early eighties, with over $50 million net 
worth, became concerned about who would take care
of them and their finances as they aged, since their three 
children had never been involved. The husband, a former 
CEO who was used to taking charge, noticed that his wife 
had been forgetting conversations, among other things.
Through some initial medical tests, they found out that 
she was developing Alzheimer’s. For the first time in our 
client’s life, he didn’t know what to do. No amount of 
money was going to fix this problem.

The strategy
At one of our client meetings, the Alzheimer’s issue came 
up. The portfolio review stopped at that moment, and a 
brainstorming session started. We used our deep network 
of contacts to find a leading Alzheimer’s research doctor to 
schedule an appointment immediately. After an evaluation, 
the doctor was able to plainly answer any questions they 
had and put their minds at ease knowing they had the 
best care possible.

Since the husband began worrying about his own 
mortality, he became equally worried about who would 
take care of the finances after he was gone. We proposed 
a family meeting with his daughter and attorney to grant 
her the appropriate authorizations (HIPPA, POA, health 
care proxy, etc.) and developed a plan for her to start 
getting more involved in her parents’ finances.

The result
The client has resources to help ensure his wife will be taken 
care of in any situation and is slowly involving his children 
more in their finances so that they are better prepared both 
to help their parents, if needed, and when they eventually 
inherit wealth.
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The situation
Over the years, we developed a relationship with our 
client, the founder of a software business, years in advance 
of the sale of his company. Over this time, we introduced 
the client to our resources, took him through our wealth 
management process to address their most pressing needs 
as well as introducing best practices on wealth planning.

The strategy
In the years leading up to the sale of his business, we had 
many conversations with our client and his wife. These 
focused on his primary concern of having proper planning 
to address a number of issues upon exit, including:
– Minimization of taxes upon sale
– Protection of his assets from potential creditors
– Multigenerational planning to ensure future generations 

of his family are cared for

We advised and educated our client and his wife on 
several strategies that could help them achieve their 
desired wealth aspirations. Despite their agreement on 
the appropriateness of these strategies, they chose not to 
move forward immediately.

Two weeks prior to finalizing a purchase and sale 
agreement to sell his company, our client called to ask if 
we could quickly implement the strategies we discussed.

In response, we quickly formed a team consisting of 
members of the UBS Advanced Planning Group, a trust 
and estate attorney, and an accountant focused on ultra 
high net worth issues, both whom we have an established 
relationship with.

UBS acted as the lead in the process and in an extremely 
short time frame, we put in place a DING Trust (Delaware 
Incomplete Non-grantor Trust), which enabled the client 
to protect his assets from creditors while simultaneously 
eliminating state capital gains taxes, saving the client 
millions of dollars.

In addition, we took our client through our pre-liquidity 
wealth management process to help determine how
much value he would need to extract from the stake in his 
company to fund his family’s future spending objectives. 
Our process helped identify several different strategies and 
“what if” scenarios that outlined the client’s assets, long- 
term financial outcomes and spending habits. After careful 
review, we agreed upon a strategy that instilled confidence 
in what the transaction would mean to them personally 
and identified how much total liquid wealth was needed 
to make it all happen.

The result
Using our resources, network and experience managing 
wealth for entrepreneurs, we were able to help our client to 
position his family to maximize their economic benefit from 
the sale of his company, all while managing all the moving 
parts of the process that allowed our client to focus his 
time on running the business, closing the sale and spending 
time with his family.
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Helping entrepreneurs manage hard-earned cash

Our clients acquired significant, concentrated wealth and required strategies for addressing risk, monetization 
and participation in stock appreciation potential.

Case 1—Global CEO with concentrated position

The situation
Our client is the founder and CEO of a significant global 
businesses, as well as an active investor. He acquired a 
significant concentrated equity position following an IPO 
of a biotechnology company in which he was the seed 
investor. He expressed the dual objective of preserving the 
value of his position while also monetizing a portion of his 
holdings for investment purposes.

The strategy
Our client is a sophisticated investor, and we sought to 
educate him on the risks of holding a highly concentrated 
equity position, options for liquidating and/or helping to 
preseve this position and the tax consequences of these 
strategies. Working with the UBS Equity Solutions team, 
we presented the client with the strategy that we thought 
best fit his needs, a prepaid variable forward (PPV). He 
agreed with us that this could achieve his dual objectives 
of immediate monetization and hedging for this holding.

The result
The immediate liquidity from this transaction was critical 
to his subsequent successful acquisition of the controlling 
interest in a significant European-based global corporation 
that was complementary to the businesses he already 
owned. As a result of our discussions, he has taken our 
advice on continuing to diversify opportunities outside of 
his concentrated equity holding.

Case 2—Tech entrepreneur with liquidity needs

The situation
Our client is the founder and former CEO of a leading 
technology company. His company was acquired by a 
publicly traded competitor. When the deal closed, virtually 
all of his net worth was in this concentrated equity 
position. He was retained by the acquiring company, which 
limited his ability to diversify the holding. As a novice 
investor, our client relied on our advice and counsel in 
order to pursue his objective of seeing some of the stock 
appreciation while seeking to preserve the value of his 
concentrated stock position.

The strategy
We spent a significant amount of time discussing the costs 
and benefits of various strategies to help our client gain 
liquidity, minimize downside risk, all while participating in 
some potential upside. Our client required liquidity to fund 
real estate purchases and a trust. On our advice, the client 
agreed to start diversifying his concentrated equity holding 
on a scheduled basis so that emotion would not trump 
logic. The strategy reduced his concentrated holding to less 
than five percent of his net worth. This helped mitigate 
significant capital losses as his stock declined 61% since 
the exit of the position. We also put a line of credit in place 
that provides immediate additional liquidity at low cost.

The result
We reinvested our client’s proceeds in a diversified portfolio, 
and his net worth is less risky and more diversified than 
when we first started to work with him. With greater 
confidence in the security of his financial future, he left the 
acquiring company and is making venture investments and 
seeking other entrepreneurial opportunities.
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Helping an entrepreneur meet post-exit needs

Following a successful exit, our client had several needs that required to be addressed and solved.

The situation
Our client, the founder and former CEO of a leading 
digital advertising business, sold his company in a stock 
transaction to a publicly traded competitor.

We were introduced to the client by the attorney 
negotiating his employment contract with the acquiring 
company. Based on our longstanding experience working 
with entrepreneurs preparing for and executing liquidity 
events, the lawyer representing the client introduced us. 
Essentially, all the client’s net worth was concentrated in 
the acquirer’s stock. His concerns included:

1. Determining the amount of stock, he should sell with the 
goal of providing for a secure financial future

2. Executing a diversification strategy to protect the
downside risk in his stock

3. Building a team to handle his wealth management needs

4. Developing a comprehensive and multigenerational 
wealth management strategy

The strategy
Our first step was to build and coordinate a team of 
advisors including a CPA, trust and estate attorney, 
executive compensation attorney and an insurance 
specialist. Along with these advisors, we collaborated with 
UBS Advanced Planning specialists to develop effective 
strategies designed to help the client minimize taxes and 
optimize his proceeds from the sale.

Next, we took our client through our pre-liquidity wealth 
management process to help determine how much value 
he would need to extract from his concentrated stock 
position to help fund his future spending objectives. Based 
on this, he agreed to diversify his stock position to help 
secure his financial aspirations. We reduced the holding to 
under 5% of his net worth, mitigating capital losses as the 
stock declined over 70% since exiting his position.

With his formalized UBS wealth strategy plan, the client 
made several real estate investments and launched a 
new business. To fund the new business venture, we 
set up a line of credit against his holdings to create the 
necessary liquidity.

The result
As a result of developing and executing a detailed 
multigenerational wealth plan and an asset diversification 
strategy, our client was able to leave the acquirer of his 
business to pursue new entrepreneurial opportunities and 
venture investments. On an ongoing basis, we continue to 
provide him with financial advice on both his public and 
private holdings.
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Helping a CEO to fund an acquisition

Our client, a global business entrepreneur with liquidity needs, was able to fund a complex acquisition that
increased his global business significantly.

The situation
Our client, the founder and CEO of two global businesses 
headquartered in the US and Australia, confided in us 
that he intended to participate in an auction to acquire a 
significant, European-based company in his industry. This 
client has been a valued relationship of ours for many 
years. In addition to helping him manage his liquid assets, 
we often serve as a sounding board on other important 
decisions he is contemplating.

Over the years, we have helped him borrow funds at 
extremely attractive rates, implemented commodity 
hedging strategies, covered call writing programs
to generate cash on concentrated stock holdings 
and developed and executed hedging strategies on 
concentrated equity positions.

Once we were notified that our client was partnering with 
a private equity firm for the auction, we strategized with 
him on the most optimal approaches to fund his share of 
the bid.

The strategy
By the time our client learned that he had won the 
auction, we were prepared to present various funding 
strategies. Our client and his family were actively utilizing 
their securities-backed credit line for several real estate 
transactions. Though our client planned to pay down
the balance, we determined that using this credit line 
was not an optimal strategy for funding his share of this 
acquisition bid.

Our client holds two concentrated stock positions with us, 
and we presented him with strategies to use these in order 
to raise cash.

Working with UBS’s structured solutions team, we offered 
two monetization and hedging strategies. We advised
the client on his options and collectively determined a 
prepaid variable forward contract was most appropriate 
for his needs.

Our team collaborated with multiple parties in different 
countries over three days to meet the funding deadline 
set by the auction. This included oversight of transactions 
from the UBS Strategic Equity Solutions team executing 
the prepaid variable contract and our F/X desk executing 
euro-denominated forward wires. We were able to give
him rapid access to $11 million without resorting to selling
highly appreciated stock and incurring capital gains taxes.

The result
Our client appreciated the thoughtful advice, creative 
solutions and attention to detail on our part that helped 
him to successfully acquire this European company. This 
acquisition not only has the potential to increase our client’s 
net worth but may help increase the reach and growth 
potential of his existing business. We were very happy we 
were able to provide our client advice that helped him put 
in place a funding strategy that enabled him to accelerate 
closing this complex acquisition.
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How to get in touch?

Flatiron Partners

UBS Financial Services Inc. 

Private Wealth Management 

299 Park Avenue, 26th Floor

New York, NY, 10171

https://advisors.ubs.com/flatiron/

The case studies presented, based on actual client experiences as told by our Financial Advisors, are provided as an illustration and may not be representative 
of the experience of other clients. There is no guarantee of the future success of any of the strategies discussed. Each client’s circumstances and outcomes 
may be different. It is important that you understand the ways in which we conduct business and the applicable laws and regulations that govern us.

This is not a solicitation to purchase or sell investments. Any information presented is general in nature and not intended to provide individually tailored 
investment advice. The strategies and/or investments referenced may not be suitable for all investors as the appropriateness of a particular investment or 
strategy will depend on an investor’s individual circumstances and objectives. Investing involves risks and there is always the potential of losing money when
you invest. 

Investors should be aware that alternative investments are speculative, subject to substantial risks (including the risks associated with limited
liquidity, the use of leverage, short sales and concentrated investments), may involve complex tax structures, strategies and may not be appropriate for 

all investors. They should not constitute an entire investment program. An investment in structured investments involves risks.  These risks can include but 

are not limited to: fluctuations in the price, level or yield of underlying asset(s), interest rates, currency values and credit quality, substantial loss of principal, 

limits on participation in appreciation of underlying asset(s), limited liquidity, credit risk, and/or conflicts of interest. Many structured investments do not pay 

interest or guarantee a return above principal at maturity.  Investors should read the security's offering documentation prior to making an investment 

decision. There are special risks associated with an investment in real estate, including liquidity risk, credit risk, interest rate fluctuations and the impact of 

varied economic conditions. Foreign Currencies (Foreign Exchange -“FX”) are volatile and involve inherent risks including foreign economic, political, 

monetary and/or legal factors, changing currency exchange rates, foreign taxes, and differences in financial and accounting and regulatory standards.  These 

risks may be magnified in emerging markets.  International investing may not be for everyone.

Neither UBS Financial Services Inc. nor its employees (including its Financial Advisors) provide tax or legal advice. You should consult with your legal 

counsel and/or your accountant or tax professional regarding the legal or tax implications of a particular suggestion, strategy or investment, including any 

estate planning strategies, before you invest or implement.

Asset allocation and diversification does not guarantee a profit or protect against a loss

Credit Lines including credit cards are securities backed loans provided by UBS Bank USA, N.A. an affiliate of UBS Financial Services Inc. (UBS-FS). All 

credit lines are subject to credit approval.  You are personally responsible for repaying the Credit Line.

Borrowing using securities as collateral involves special risks, is not suitable for everyone and may not be appropriate for client needs. All 

loans are subject to credit approval, margin requirements, and margin call and other risks; credit lines may be subject to breakage fees. For a full discussion 

of the risks associated with borrowing using securities as collateral, clients should review the Loan Disclosure Statement included in their application package/ 

account opening package. UBS Financial Services Inc. (UBS-FS) and its Financial Advisors have a financial incentive to recommend the use of 

securities backed loans, rather than the sale of securities to meet cash needs because we receive compensation related to the loan as well as 

the investments used to secure the loan. We benefit if your clients draw down on their loan to meet liquidity needs rather than sell securities or other 

investments, and have a financial incentive to recommend products or manage an account in order to maximize the amount of the loan. UBS-FS and its 

Financial Advisors and employees offer banking and lending products to clients through our affiliates and third-party banks in our capacity as a broker-dealer 

and not as an investment adviser.

UBS Bank USA, N.A., UBS-FS, their employees and affiliates do not provide legal or tax advice. Clients should contact their personal tax and/or legal 

advisors regarding their particular situations, including the legal and tax implications of borrowing using securities as collateral for a loan.

UBS Bank US—Equal Opportunity Lender. Equal Housing Lender.

Banking and cash management services are provided by UBS Bank USA, N.A., a US subsidiary of UBS Group AG. UBS Bank USA, N.A. Member FDIC, NMLS 
no. 947868. 

As a firm providing wealth management services to clients, UBS Financial Services Inc. offers investment advisory services in its capacity as an SEC- registered
investment adviser and brokerage services in its capacity as an SEC-registered broker-dealer. Investment advisory services and brokerage services are separate
and distinct, differ in material ways and are governed by different laws and separate arrangements. It is important that you understand the ways in which we
conduct business, and that you carefully read the agreements and disclosures that we provide to you about the products or services we offer. For more
information, please review the client relationship summary provided at ubs.com/relationshipsummary, or ask your UBS Financial Advisor for a copy.

© UBS2026. All rights reserved. The key symbol and UBS are among the registered and unregistered trademarks of UBS. UBS Financial Services Inc.  is a 

subsidiary of UBS Group AG. Member FINRA/SIPC. CJ-UBS-1598448494_v6 IS2404102

https://advisors.ubs.com/flatiron/
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