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About the Study
Led by McNally Capital, LLC, Botoff Consulting, LLC, and Mack International, LLC, the 2017/2018
Compensation Study of Investment Professionals in Single Family Offices focuses on eight positions.
Participation was by invitation only, and respondents included 152 single family offices (SFOs) providing
data on 303 investment professionals. Data is presented for six categories of AUM by position where
data allows: $2 billion or more, $1–$1.9 billion, $500–$999 million, $300–$499 million, $100–$299
million, and less than $100 million.
The online survey was conducted from June through early September 2017, and was administered
by Botoff Consulting, LLC, an independent compensation and benefits consulting firm. The data was
analyzed exclusively and confidentially by Botoff Consulting, LLC. Compensation data collected reflects
2017 base salary data, and bonuses paid for 2016 performance and 2015 performance.
The sponsors of this survey retain all intellectual property rights. Unauthorized use, duplication, or
distribution without prior written permission is prohibited.
Note: All references to SFOs in the paper refer only to the 152 family offices that participated in the survey.
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Executive Summary of the 2017/2018 Compensation Survey
of Investment Professionals in Single Family Offices
e are pleased to present an excerpt of a uni ue survey of investment positions in single family offices.
A total of 152 family offices participated, representing over $100 billion in assets under management
(AUM). Data was reported for 303 investment professionals. The survey findings represent family
offices across six AUM tiers and include data on a large base of family office investment positions.

Key Findings
• AUM drives compensation for both executive
and investment positions. Survey findings
are presented by AUM tiers where relevant.

4 of offices paid bonuses for 2016 performance.
•

• Family offices are well dispersed across
AUM tiers with approximately 1 3 in each
of the following ranges: below $300 million,
$300 – $999 million, and at or above $1 billion.

% of family offices use formalized incentive
plans or a mix of both formalized and
discretionary plans, reflecting an increasing
trend toward more structured plans.
enerally, the higher the AUM, the greater
the likelihood of some formalized structure
in determining annual incentives. Family offices
below $300 million in AUM predominately use
discretionary bonuses.

• 92% of family offices participate in direct
investing activity, with 6 of family offices
managing direct investments internally versus
using a third party advisor.
• Strategic asset allocation and direct investment
decisions are most likely to be managed
internally vs. outsourced to advisors.

Overall, more than 0% of family offices
utilize some form of long term incentives
7 of family offices with more than $1 billion
in AUM use LTI plans.

• A majority of family offices utilize a balanced
investment approach that focuses on both
wealth preservation and growth. Over 25 of
family offices ta e an aggressive investment
approach that focuses on wealth growth.

As reported, co investment and carried
interest are the most common
plans used
this suggests that families are using long term
incentives to create alignment with executives
and investment staff.

• Over 40% of family offices provided salary
increases greater than 4%, which exceeds
the national average of 3.1 .

•

2

esting provisions are commonly used with
plans, with the most prevalent vesting
period being between three and five years.

PROFILE of PARTICIPANTS

152

303

6
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over $100 B

Family Offices

investment professionals

regions

metro area geographic considerations

AUM tiers

in AUM represented

By AUM
Under $100 M

$2 B+

9%

18%

$100 – $299 M

21%
19%
$1 – $1.9 B

11%
22%
$300 – $499 M
$500 – $999 M
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PROFILE of PARTICIPANTS
By Location
Family offices surveyed represent six discrete regions across the U.S.

Family Office Characteristics
As would be expected, the complexity of a family office generally increases as AUM increases. Accordingly,
the average number of in house staff, investment team members, and family members supported
increases as AUM increases. The number of generations supported is relatively flat across AUM tiers.
ALL

$1B+

$500 –
$999M

$300 –
$499M

$100 –
$299M

<$100M

Average number of staff

15.2

29.6

9.7

9.1

5.6

3.4

Average number of investment
team members

5.1

9.3

3.5

2.9

2.1

2.6

Average number of family
members supported

20.9

29.5

17.6

16.6

14.3

17.6

Average number of generations
supported

2.6

2.5

2.7

2.9

2.5

2.6
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INVESTMENT MANAGEMENT APPROACH
Participating family offices provided input on their approach for managing investments in four different
categories:
Strategic Asset Allocation
Manager Selection for Traditional Asset Classes
Manager Selection for Alternative Asset Classes
Direct Investments
Overall, 92 of family offices report direct investment activity. hen analyzed by AUM, the percentage
of family offices internally managing the strategic asset allocation process generally increases with AUM.

20%

Strategic Asset Allocation
Manager Selection for
Traditional Asset Classes

25%

Manager Selection for
Alternative Asset Classes
Direct Investments

77% 3%

68%

16%

74%

6%

Use Advisor

10%

86%

Manage Internally

N/A

Investment Strategy
More than half of family offices focus their
investment strategy on a balance between
wealth preservation and growth. The second
most prevalent investment strategy focuses on
a more aggressive approach. Overall, only six
percent of family offices have a conservative
investment approach.

Balanced

Goal: Wealth Preservation & Growth

Aggressive

Goal: Wealth Growth

Varies by Generation
Conservative

Goal: Wealth Preservation

5

7%

55.4
27.7
10.
6.1

8%

COMPENSATION PRACTICES
Base Salary Increase Frequency
Nearly 90 of family offices review and ad ust
base salary increases annually. This timing is
consistent with U.S. mar et practice, which
averages ust over 12 months between salary
increases.

Annually

6.6

Bi-Annually

0.7

Other

12.7

2017 Increases not yet granted

1 .7

Less than 2%

6.5

2% – 2.99%

11.5

3% – 3.99%

22.3

4% – 5.99%

25.2

6% – 9.99%

5.

More than 10%

10.0

2017 Base Salary Increases
ighty one percent of family offices reported
salary increases for 2017. Overall, one third
provided increases between 2 and 3.9 , which
is consistent with the U.S. average of 3.1 .
owever, more than 40 of family offices reported
salary increases between 4 and 10 or more,
which outpaces the national average.
*2016–2017 Salary Budget Survey, WorldatWork

Annual Incentive Compensation
Four out of five family offices paid bonuses for
both 2016 and 2015 performance. Overall, a
higher percentage of family offices paid bonuses
for 2016 performance vs 2015. The use of bonuses
becomes more common as AUM increases.

Bonus paid for 2016

3.

Bonus paid for 2015

0.1

Annual Incentive Approach
Overall, 55 of family offices report using formalized incentive plans or a mix of both formalized and
discretionary plans. enerally, the higher the AUM, the greater the li elihood of some level of formalized
structure in determining annual incentives.
45%

0%

20%

40%

13%

60%

42%

80%
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100%

Discretionary Bonuses
Formalized Incentive Plan
A mix of both

LONG-TERM INCENTIVE PRACTICES
Long-Term Incentive Compensation
The use of long term incentive (LTI) compensation has been a growing trend in family offices. This
trend reflects a maturing industry, with compensation arrangements for executives and investment
professionals becoming more sophisticated, with more formalized practices. Overall, three out of five
family offices provide some form of LTI, with co investment opportunity and carried interest being the
most prevalent. The prevalence of family office usage of LTI plan types is reflected below:
Co-Investment Opportunity
Allows participants to ma e a minority investment alongside the family into investments to which the
participants would not normally have access.

46%

Carried Interest
Provides participants with a share of investment profits in excess of a specified return, typically in
alternative investments such as private e uity or hedge funds.

38%

Deferred Incentive Compensation
Incentive compensation opportunity that is based on longer term performance and typically vests over
time and pays out in the future.

28%

Leverage through Recourse Loans
The use of borrowed capital to increase the potential return of a co investment. Leverage provided from
the family will typically be a recourse loan, which means the loan must be paid bac .

12%

Phantom Equity
Provides participants some of the benefits of stoc ownership without actually giving them any company
stoc sometimes referred to as shadow stoc .

10%

Leverage through Non-Recourse Loans
The use of borrowed capital to increase the potential return of a co investment. Leverage provided from
the family will typically be a recourse loan. In rarer circumstances, the loan may be structured as non
recourse, in which the loan is not re uired to be repaid, but collateral may be re uired.

9%

Operating Company Equity
Stoc awards or other company ownership.

5%
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SURVEY POSITIONS
Investment Positions
Data was reported on 303 investment professionals in the following eight survey positions :

hief xecutive Officer 65

ortfolio Manager 29

hief nvestment Officer 51

Senior Analyst 43

hief ompliance

Analyst 36

isk Officer 16

Senior ortfolio Manager 57

ead rader 6

* Insufficient data reported for Trader

Compensation data that was collected on the above positions and published in the full compensation
report includes the following: base salary, total cash compensation, total direct compensation, annual
incentive target as a of base, annual incentive actual as a of base, long term incentive actual as a
of base. This compensation data is bro en out by position and by AUM in the full report.
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