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What is the right amount to leave your children and other loved ones? How much is too much? Rather than
focusing on a specific amount, the answers lie in your vision for your wealth and your family’s ability to
manage financial resources responsibly.

With a total of USD124 trillion expected to be transferred through 2048 in the US—and USD105 trillion of this going to
heirs—many families wonder how to arrive at the right amount to leave to their children and others.*

Part of deciding how much is enough begins with acknowledging the impact it will have on the entire family. An inheritance
can be a wonderful opportunity for children to pursue their dreams or take risks they might not have considered. This
financial support can:

• Provide a sense of security;

• Open doors to new possibilities;

• Lighten the burden of living expenses;

• Build influence within a community through philanthropy.

An inheritance can also carry unintended consequences that are equally important to consider. It might inadvertently:

• Create dependency;
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• Reduce motivation to achieve personal goals;

• Lead to conflicts amongst family members over the distribution of wealth.

Finding your wealth identity

How was money discussed in your home? Did children receive an allowance? Personal beliefs about money, and shared
money values and messages within the family, play a crucial role in family culture and thinking through how much is
enough for your children. For example:

• A parent who believes self-worth is tied to financial success might require their children to earn their inheritance as
a reward for hard work;

• A parent who believes in working hard or “paying your dues” may structure inheritances to encourage responsibility;

• A parent who worries that an inheritance can stifle ambition might leave a modest amount or tie the inheritance to
educational or entrepreneurial achievements;

• A parent who views wealth as a means to ease life’s burdens may provide a substantial inheritance to ensure long-
term security.

These beliefs, along with considerations of work ethic, values and philanthropy, guide how inheritances are planned and
implemented.

Communicating effectively

When thinking through the potential impact of an inheritance, effective communication is key. It can serve as an antidote
to conflict. When determining the amount to leave to the next generation, start conversations with your partner (if
applicable), and then, with your children.

Keep in mind that this can be an iterative process. Successful communication around your intentions is two-way and multi-
generational. These foundational conversations build family cohesion, which in turn strengthens the family culture.

Families need to be clear about their own money values, current financial situation and hopes for the future. Articulating
values around money and wealth helps decide what to pass on to children and what no longer serves the family. Unless
you tell your children to expect differently, your lifestyle choices—the cars you drive, the homes you live in, the places
where you vacation—will shape their expectations.

From wisdom to action

We know families can flourish when each generation understands both the opportunity and responsibility that an
inheritance can bring. Estate planning conversations tend to focus on the transactional nature of the plan: what financial
instruments are being utilized and who is receiving distributions from the estate and how. These conversations should also
serve as an opportunity to provide guidance and share your thoughts and values.

It's important to talk about your decisions and why you made them. Make sure you have a solid plan and share it with
those who need to know, explaining your reasons clearly and being open to questions and feedback. It is important also
to be willing to adjust the plan if needed down the road.

For additional considerations and reflection questions around family wealth transitions, download our whitepaper, How
much is enough? Guidelines for finding the right balance to reflect your family values. And speak with a UBS Financial
Advisor about strategies to transfer wealth to others as part of your legacy.

* The Cerulli Report—U.S. High-Net-Worth and Ultra-High-Net-Worth Markets, 2024.
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Disclaimer
Hong Kong / Singapore: For Global Wealth Management clients of UBS AG Singapore / Hong Kong branch, please refer to
the HK/SG Marketing Material Disclaimer .
This document is prepared and published by the Global Wealth Management business of UBS Switzerland AG (regulated by
FINMA in Switzerland), its subsidiaries or its affiliates ("UBS"), part of UBS Group AG ("UBS Group"). UBS Group includes
former Credit Suisse AG, its subsidiaries, branches and affiliates. In the USA, UBS Financial Services Inc. is a subsidiary of UBS
AG and a member of FINRA/SIPC. Additional Disclaimer relevant to Credit Suisse Wealth Management follows at the end of
this section.
This document and the information contained herein are provided solely for your information and UBS marketing
purposes. Nothing in this document constitutes investment research, investment advice, a sales prospectus, or an offer
or solicitation to engage in any investment activities. This document is not a recommendation to buy or sell any security,
investment instrument, or product, and does not recommend any specific investment program or service.
Information contained in this document has not been tailored to the specific investment objectives, personal and financial
circumstances, or particular needs of any individual client. Certain investments referred to in this document may not be
suitable or appropriate for all investors. In addition, certain services and products referred to in the document may be subject
to legal restrictions and/or license or permission requirements and cannot therefore be offered worldwide on an unrestricted
basis. No offer of any product will be made in any jurisdiction in which the offer, solicitation, or sale is not permitted, or to any
person to whom it is unlawful to make such offer, solicitation, or sale.
Although all information and opinions expressed in this document were obtained in good faith from sources believed to be
reliable, no representation or warranty, express or implied, is made as to the document’s accuracy, sufficiency, completeness or
reliability. All information and opinions expressed in this document are subject to change without notice and may differ from
opinions expressed by other business areas or divisions of UBS Group. UBS is under no obligation to update or keep current
the information contained herein. The views and opinions expressed in this material by third parties are not those of
UBS. Accordingly, UBS does not accept any liability over the content shared by third parties or any claims, losses or damages
arising from the use or reliance of all or any part thereof.
All pictures or images ("images") herein are for illustrative, informative or documentary purposes only and may depict objects
or elements which are protected by third party copyright, trademarks and other intellectual property rights. Unless expressly
stated, no relationship, association, sponsorship or endorsement is suggested or implied between UBS and these third parties.
Any charts and scenarios contained in the document are for illustrative purposes only. Some charts and/or performance
figures may not be based on complete 12-month periods which may reduce their comparability and significance. Historical
performance is no guarantee for, and is not an indication of future performance.
Nothing in this document constitutes legal or tax advice. UBS and its employees do not provide legal or tax advice. This
document may not be redistributed or reproduced in whole or in part without the prior written permission of UBS. To the
extent permitted by the law, neither UBS, nor any of it its directors, officers, employees or agents accepts or assumes any
liability, responsibility or duty of care for any consequences, including any loss or damage, of you or anyone else acting, or
refraining to act, in reliance on the information contained in this document or for any decision based on it.
Additional Disclaimer relevant to Credit Suisse Wealth Management: Except as otherwise specified herein and/or
depending on the local entity from which you are receiving this document, this document is distributed by UBS Switzerland
AG, authorised and regulated by the Swiss Financial Market Supervisory Authority (FINMA). Your personal data will be
processed in accordance with the Credit Suisse privacy statement accessible at your domicile through the official Credit Suisse
website https://www.credit-suisse.com. In order to provide you with marketing materials concerning our products and services,
UBS Group AG and its subsidiaries may process your basic personal data (i.e. contact details such as name, e-mail address)
until you notify us that you no longer wish to receive them. You can optout from receiving these materials at any time by
informing your Relationship Manager.
Please visit https://www.ubs.com/global/en/wealth-management/insights/chief-investment-office/marketing-material-
disclaimer.html to read the full legal disclaimer applicable to this document.
© UBS 2025. The key symbol and UBS are among the registered and unregistered trademarks of UBS. All rights reserved.
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