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Meet the Roundtable

Executive Summary
The latest Euclid Harding round-
table in May of 2026 brought 
together a cross-disciplinary 
group of professionals from 
beyond the world of traditional 
wealth management, including 
specialists in estate planning, 
accounting, psychology, health-
care, household management, 
executive coaching, education, 
and personal development. The 
group convened to explore one 
increasingly common challenge 
that faces successful individuals 
and multi-generational families 
today: complexity.

As the discussion unfolded, 
participants emphasized that 

financial, operational, legal, 
emotional, and personal chal-
lenges rarely appear in iso-
lation. Instead, they overlap, 
compound, and often surface 
simultaneously — especially 
during major transitions or when 
families are forced to make high-
stakes decisions with long-term 
consequences. 

In this environment, clients 
increasingly benefit from coor-
dinated, multidisciplinary guid-
ance that helps connect the dots 
across the full picture of their 
lives and supports more inten-
tional decision-making.
While each perspective offered 
valuable insights, one theme, 

summed up neatly by Brian 
Lasher, became clear: 

“Families facing this level of 
complexity often don’t struggle 
from a lack of advice or infor-
mation — they struggle from 
a lack of coordinated prob-
lem-solving, accountability, and 
a clear path forward.” 

The goal is not simply more in-
formation or more recommenda-
tions, but a practical framework 
that helps families identify their 
most immediate challenge, 
clarify priorities, and translate 
insight into action with consis-
tency over time. 

	■ Brian Lasher, Managing 
Director of Euclid Harding 
Investments, opened the 
discussion by focusing on 
how complexity isn’t only 
financial — it also shows up 
in how families allocate their 
time, energy, attention, and 
resources. He emphasized 
the value of stepping back 
to clarify what matters most, 
then aligning financial strat-
egy with broader goals so 
decisions support the life a 
family is trying to build.

	■ Dr. Miki Lasher, psycholo-
gist and financial behavior 
specialist at Euclid Harding, 
brought a behavioral lens to 
the conversation, exploring 

how stress, beliefs, emo-
tional patterns, and com-
munication dynamics shape 
real-world decision-making. 
She highlighted that sustain-
able planning often depends 
not just on sound strategy, 
but on understanding the 
human factors that influence 
whether families can follow 
through over time.

	■ Dan Levine, CPA and ad-
visor to closely held busi-
nesses, highlighted the 
importance of proactive ac-
counting partnerships, strate-
gic tax planning, and helping 
business owners align finan-
cial decisions with broader 
family and business goals.

	■ Dr. Robert Brody, board 
certified naturopathic phy-
sician in gastroenterology,  
brought a whole-body per-
spective to the discussion, 
emphasizing root-cause 
medicine, wellness, stress 
reduction, and the intercon-
nected relationship between 
physical health, emotional 
wellbeing, and lifestyle.

	■ Jeffery Glick of OCFO 
discussed helping business 
owners “become bankable” 
by strengthening financial 
infrastructure, reporting sys-
tems, operational controls, 
and strategic planning. His 
work focuses particularly 
on preparing businesses for 

https://www.linkedin.com/in/lasherbrian/
https://www.linkedin.com/in/miki-lasher-ph-d-26399920/
https://www.linkedin.com/in/daniel-levine-mba-cpa-9a562925/
https://www.linkedin.com/in/dr-robert-brody-98ba2668/
https://www.linkedin.com/in/jeffreyglick/
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growth, succession, acquisi-
tion, or sale.

	■ Michael Clear, estate plan-
ning attorney at Wiggin 
and Dana, shared insights 
into the legal realities that 
emerge when family dynam-
ics intersect with wealth, 
succession, and long-term 
planning. His work focuses 
on trusts, wills, estate struc-
tures, and helping families 
navigate complexity across 
generations.

	■ Matan Cohen-Citron, move-
ment specialist, mindset 
coach, and hypnotist, dis-

cussed the relationship 
between physical wellbeing, 
mindset, trauma, limiting 
beliefs, and long-term behav-
ioral change. His work spans 
both performance coaching 
and helping individuals over-
come anxiety, stress, and 
deeply rooted behavioral 
patterns.

	■ Perry Kalmus, founder of 
AKALA and longtime col-
lege admissions advisor, 
shared his experience help-
ing families navigate the 
increasingly emotional and 
financially complex world of 
college admissions, educa-

tional planning, and long-
term decision-making for 
younger generations.

	■ Teresa Leigh, founder of 
Teresa Leigh Home + Family 
Office, a nationally recog-
nized advisory firm serving 
ultra-high-net-worth cli-
ents, shared her expertise 
in helping families manage 
the operational complexities 
of households, properties, 
staffing, and personal infra-
structure. Her work focuses 
on solving highly specialized 
personal and household 
management challenges 
across generations.

Brian Lasher Dan LevineJeffrey GlickDr. Robert BrodyPerry KalmusMichael ClearMatan Cohen-CitronDr. Miki Lasher

https://www.linkedin.com/in/michael-clear/
https://www.linkedin.com/in/matancohencitron/
https://www.linkedin.com/in/perry-kalmus-421b6a/
https://www.linkedin.com/in/teresaleigh/
https://www.wiggin.com
https://teresaleigh.com
https://tomkulco.com
https://www.ocfo.com
https://euclidharding.com
https://euclidharding.com
https://www.goakala.com
https://brodynd.com
https://matansmovement.com
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Navigating Complexity
How Coordinated Advisory Teams Help 
Families Make Better Decisions

What happens when a multidisciplinary group of advisors comes together to explore 
how individuals and families make decisions in an increasingly interconnected world?

The latest Euclid Harding roundtable in May of 2026 brought together a cross-disciplinary group of 
professionals from beyond the world of traditional wealth management, including specialists in estate 
planning, accounting, psychology, healthcare, household management, executive coaching, education, 
and personal development. The group convened to explore one increasingly common challenge that 
faces successful individuals and multi-generational families today: complexity.

Wealth Creates Complexity
There is an assumption shared 
by many successful people that 
greater wealth will lead to sim-
plicity; that with money comes 
more freedom, more conve-
nience, and more security. To a 
certain degree this is true — not 
having to worry about paying 
bills, being able to take that 
vacation, fixing your car without 
financial concerns — these are 
all positives. Yet, as the round-
table discussed, with greater fi-
nancial success, an entirely new 
layer of operational, emotional, 
and logistical complexity is often 
introduced.

Teresa Leigh, whose firm ad-
vises UHNW clients and Single 
Family Offices on household 
operations and staff, notes that 
even a single household can 
involve an enormous number of 
moving parts.

“When we think about a UHNW 
household, there are over 185 
different service vendors that 
may come into a service role 
within the operational cycle of 
the house.” she explained. “That 
is a lot of different companies 
and relationships for clients to 
successfully manage.”

According to Leigh, clients often 
underestimate how quickly com-
plexity compounds over time.  

“Every time you add a house,” 
she said, “You add complexity.”

The sheer number of service 
vendors reinforced a common 
observation among the group: in 
the pursuit of simplicity, clients 
often build layers of support 
that ultimately create greater 
complexity. Multiple participants 
observed that successful individ-
uals often remain in a constant 

state of motion — managing 
multiple properties, overseeing 
business interests, coordinating 
across advisors, and navigating 
increasing family responsibilities 
— while struggling to slow down 
enough to evaluate whether 
those decisions are truly aligned 

“Every time you add 
a house, you add 
complexity. ”
Teresa Leigh
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with what they want their lives to 
be. In many cases, the challenge 
is not the presence of resources, 
but the absence of a structured 
way to evaluate priorities, co-
ordinate decisions, and move 
forward with clarity.

Matan Cohen-Citron reflected 
on the psychological side of this 
dynamic, suggesting that, in fact, 
many people become trapped in 
patterns of stress, pressure, and 
constant forward motion with-
out pausing to reassess their
priorities.

“We live in a world right now 
where many people are stressed 
and many people are sick,” he 
noted.

The challenge, he put to the 
group, is to help people change 
their environment and under-
stand the beliefs driving their 
behavior.

This pressure to move ever for-
ward can impact decision-mak-
ing not just in financial matters, 
but in all other aspects of life. 
Dr. Robert Brody noted that 
many of the health issues he 

sees in his gastroenterology 
practice are deeply connect-
ed to stress, overload, and the 
inability to step back from un-
healthy patterns.

“We try to ask why this is hap-
pening.” He said, “The diagnosis 
is often actually only the surface 
layer of what’s going on.”

Families experience complexity 
the same way. Challenges rarely 
arrive in neat categories; finan-
cial decisions often collide with 
health concerns, family dynam-
ics, business pressures, and 
emotional strain. 

Michael Clear observed that 
estate planning conversations 
frequently expose these over-
lapping tensions. 

“Estate planning,” he said, “is of-
ten the first time family dynamics 
hit legal structures.”

When important decisions need 
to be documented legally, top-
ics families may have avoided 
for years can quickly become 
unavoidable. Questions of 
inheritance, succession, care-
giving, and responsibility move 
from implied to explicit — often 
surfacing long‑standing tensions 
and unspoken expectations. In 
that moment, the conversation is 
rarely “just” financial. It becomes 
about relationships, communica-
tion, and emotion, and families 
can find themselves needing 
help not only with the docu-
ments, but with the decisions 
behind them. This is often where 
traditional advisory models 
begin to fall short — providing 
technically sound recommenda-
tions, but without the structure 
to help families work through 
decisions, align stakeholders, 

and take action.

Dan Levine echoed this theme 
through an accounting lens, 
emphasizing that as businesses 
and personal lives evolve, pro-
active planning and clear com-
munication become increasingly 
important. Without that disci-
pline, families can end up react-
ing to immediate issues rather 
than following a coherent strat-
egy — especially when they’re 
moving fast and complexity is 
compounding. As Levine put it:

 “You have to find a strategy that 
aligns with what you’re actually 
trying to accomplish.”

As the conversation developed, 
it became clear that complexity 
itself isn’t the problem. It seems, 
in fact, to be inevitable. The 
challenge lies instead in help-
ing clients create clarity within 
that complexity — prioritizing 
what truly matters and what they 
hope to achieve, and building 
coordinated support systems 
that can navigate not only the 
practical side, but also the very 
human side of modern wealth.

“Families facing this 
level of complexity often 
don’t struggle from a lack 
of advice or information 
— they struggle from a 
lack of coordinated prob-
lem-solving, account-
ability, and a clear path 
forward. ”

Brian Lasher

“The challenge lies 
instead in helping clients 
create clarity within that 
complexity.”

Dan Levine

http://matansmovement.com
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Problems Are Rarely Just Financial and Technical

““The diagnosis is 
often actually only the 
surface layer of what’s 
going on. ”
Dr. Robert Brody

As with the discussion around 
estate planning, roundtable par-
ticipants noted that clients often 
approach them seeking solu-
tions to specific technical prob-
lems, but that it often quickly 
becomes clear that these issues 
don’t exist in isolation. Often, 
technical problems are connect-
ed with questions of identity, 
relationships, stress, communi-
cation, and emotional wellbeing.

A business succession prob-
lem, for example, may in fact 
prove to be a fear of mortality, 
or loss of control. A college 
funding conundrum may be 
about perception and prestige, 
and even healthcare concerns 
may be strongly linked to stress, 

overload, and the pressures of 
modern living.

Dr. Robert Brody explained that 
many patients who arrive at his 
practice seeking help for gastro-
intestinal issues are struggling 
with far more than physical 
symptoms alone.

“The diagnosis is often actually 
only the surface layer of what’s 
going on.” he explained. 
“IBS, for example, is often a 
name we put on a collection of 
symptoms. It’s not necessarily 
the disease.”

Dr. Brody’s work involves step-
ping back and looking more 
broadly at a patient — incor-
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“If you just tell them 
what to do, they 
might not do it. In 
fact, they’re probably 
not going to do it. ”

Dr. Miki Lasher

“A lot of people just 
don’t know what they 
don’t know. ”Jeffrey Glick

porating lifestyle, stress, and 
environmental factors, rather 
than simply treating the obvious 
symptoms.

Jeffery Glick, whose firm helps 
business owners prepare com-
panies for growth, acquisition, 
and sale, noted that many en-
trepreneurs become so focused 
on running and expanding their 
businesses that foundational 
planning just doesn’t happen 
until problems arise.  

“A lot of people,” he observed, 
“just don’t know what they don’t 
know.”

This lack of preparation can lead 
to significant stress, particularly 
when business owners begin 
considering succession, sale, or 
retirement. The group discussed 
how deeply many founders tie 
their identities to the companies 
they have spent decades build-
ing, making objective deci-
sion-making difficult.

Teresa Leigh shared a gener-
alized example of how quickly 
complexity can become person-
al. In a major household project, 
her team was asked to step in 
only after costs had escalated 
dramatically — at which point 
they uncovered serious gaps in 
oversight and warning signs that 
something was not right.

Leigh emphasized that situations 
like this rarely remain purely 
financial or operational. Even 
when evidence points in a clear 
direction, emotions and existing 
relationships can make objective 
decision-making difficult. That’s 
where coordinated guidance 
becomes essential — not just 

to identify the issue, but to help 
families work through decisions 
and follow through, while main-
taining strict confidentiality and 
ensuring any collaboration with 
outside professionals occurs 
only with the client’s knowledge 
and consent.

Emotional and lived reality were 
repeatedly touched upon during 
the roundtable, with the group 
frequently commenting that 
facts and expertise are not al-
ways enough to create change. 
The client must also be emotion-
ally ready to confront difficult 
realities and make decisions that 
may challenge their sense of 
identity, security, or control.

As Dr. Miki Lasher observed, 
“If you just tell them what to 
do, they might not do it. In fact, 
they’re probably not going to 
do it.”

Instead, she emphasized the im-
portance of helping clients fully 
understand the patterns and be-
liefs influencing their decisions 
so they can begin to develop 
genuine internal motivation to 
change.

Perry Kalmus brought a story 
to the group of a student with 
acceptances to two Ivy League 
schools, but with little to no 
financial aid, while another uni-
versity offered a full scholarship.  
The prestige and pull of the Ivies 
were very real to the student 
and their parents, but would 
have saddled the young person 
with enormous debt before even 
undertaking a postgraduate 
degree. Ultimately, after exten-
sive discussion about long-term 
debt, the student, who wanted 
to become a doctor, chose the 
scholarship route for undergrad-
uate.

This story highlighted how some 
of the most important decisions 
families face are rarely purely 
financial calculations. Instead, 
they often involve navigating 
aspiration, perception, fear, 
identity and competing visions 
of success.
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“It’s more important to 
find clarity before we go 
into strategy.

Matan Cohen-Citron

”

Clarity Before Strategy

The fast pace of modern life and 
people’s desire to have answers 
and act quickly was also a topic 
of conversation. In a world of in-
creasing complexity as well as a 
wealth of available information, 
Matan observed that many peo-
ple move too quickly towards 
perceived solutions without first 
fully understanding the underly-
ing beliefs, pressures, and moti-
vations driving their decisions. 

“It’s more important to find clar-
ity before we go into strategy,” 
he noted.

The rise of AI tools able to offer 
seemingly complex and person-
alized solutions, combined with 
social pressure and online com-
mentary, often encourages many 
people to adopt completely the 
opposite approach to the one 
Matan recommended. Though 
access to information has never 
been greater, it was noted that 
information without context can 
sometimes increase confusion 
rather than reduce it. In fact, all 
the experts agreed that though 
AI can generate answers almost 
instantly, it cannot fully under-
stand family dynamics, emotion-
al readiness, long-term goals, 
or the lived realities that often 
shape important decisions.

Michael Clear reflected that 
clients now often arrive having 
already researched sophisticat-
ed legal or financial structures 
online, but without having first 
established the foundational 
planning to support 
those strategies.

“You need a foundational plan,” 
he explained. “You actually need 
boring.”

This comment strongly resonat-
ed with the group, with experts 
repeatedly returning to the 
importance of slowing clients 
down enough to focus on the 
basics before pursuing more 
advanced strategies.

“From boring,” Clear added, “we 
can build.”

Dan Levine agreed with this 
practical approach from an ac-
counting perspective, warning 
against allowing isolated tactics 
to drive broader decision-mak-
ing and not letting “the tax tail 
wag the dog.”

For Levine, the role of an advisor 
is not simply to identify technical 
opportunities, but to help clients 
understand whether those op-
portunities they may have dis-
covered online genuinely align 
with their overall goals, family 
circumstances, and long-term 
plans.

If you’re constantly in execution 
mode — putting out fires, man-
aging people, and keeping ev-
erything moving — you may not 
realize how long it’s been since 
you last stepped back. The risk 
isn’t that you’re doing nothing; 
it’s that you’re doing everything 
except the few decisions that 
would simplify the rest.

Brian Lasher of Euclid Harding 
noted that one of the most valu-

able roles any advisor can play 
is helping clients to slow down 
the pace of decision-making 
long enough to prioritize what 
truly matters.

“If it isn’t prioritized,” he ob-
served, “it doesn’t happen.”

In order to achieve this clarity, 
it’s imperative for advisors to 
ask the difficult and sometimes 
uncomfortable questions. What 
kind of life does the client actu-
ally want? What responsibilities 
are they carrying unnecessar-
ily? What goals are genuinely 
meaningful, and which are being 
driven by external expectations, 
or purely habit?

It was noted that clients may 
have spent years operating in 
an environment where constant 
movement and achievement are 
lauded and rewarded, leaving 
little space or time for reflection.
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The Role of a Coordinated Advisory Team

“You need a 
foundational plan. You 
actually need boring. 
From boring, we can 
build.”

Michael Clear

Ultimately, participants agreed 
that clarity creates the condi-
tions needed for better deci-
sion-making. When families 
understand what matters most 
and feel confident in their priori-
ties, strategy becomes far more 
effective. 

But clarity doesn’t happen auto-
matically — it typically requires a 
deliberate process that surfaces 
underlying constraints, aligns 
the people involved, and estab-
lishes a cadence for decisions 
and follow-through. Without that 
structure, even sound strategies 
can stall or drift over time. 

In this sense, modern advising 
extends beyond the technical: it 
helps families slow down, gain 
perspective, and move forward 
intentionally rather than 
reactively.

Participants noted that modern 
family challenges rarely fit within 
one domain, and no single 
advisor can see or solve the 
full picture. Financial decisions 
intersect with health, relation-
ships, business pressures, family 
dynamics, emotional wellbeing, 
education planning, and more. 
When guidance remains frag-
mented, it can be technically 
sound yet still fail to reduce 
complexity — and in some cases 
can add to it.

Brian Lasher noted that one 
of the motivations in bringing 
together this diverse group of 
experts was his recognition that 
“none of us sees the full 
picture.”

Participants discussed the value 
of collaborative advisory rela-
tionships — where profession-
als across different disciplines 
communicate openly, share 
perspectives, and help families 
navigate complex issues in a 
more coordinated and thought-
ful way. Coordination, however, 
is not simply about assembling a 
group; it requires a central pro-
cess for defining the problem, 
prioritizing decisions, and main-

taining accountability across all 
the moving parts.

The group noted that proactive 
collaboration may often prevent 
larger crises later. In practice, 
that may mean identifying op-
erational vulnerabilities before 
fraud occurs, or helping families 
establish healthcare directives 
and succession plans long be-
fore they become urgent — so 
decisions are made calmly rath-
er than under pressure.

Another theme that was dis-
cussed was trust. Jeffery Glick 
noted that business owners 
often need reliable external 
voices capable of helping them 
step back from the day-to-day 
pressures of running the com-
pany long enough to objectively 
evaluate long term goals.

“A lot of business owners just 
don’t know who to trust.” 
he said.

For Glick, building that trust 
often begins with honesty and 
transparency, even when con-
versations become uncomfort-
able.

“You just have to be honest.” 
he said.

Other participants agreed, 
noting the importance of clients 
feeling heard, understood, and 
supported through periods of 
uncertainty and change.

Dr. Miki Lasher expanded on this 
from a behavioral perspective, 
noting that trust and collabo-
ration are often essential com-
ponents in helping individuals 
move from simple awareness to 
meaningful action. 
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Perry Kalmus agreed that this 
dynamic was also important 
when families are navigating 
emotionally charged decisions 
around education. Parents and 
students frequently arrive carry-
ing anxiety around making the 
“right” choice, and having an 
advisor serve not simply as an 
expert, but as a trusted guide, is 
helpful.

“Becoming that 
trusted resource, 
provides comfort. ”

Perry Kalmus

Success Isn’t Always Dramatic

“Becoming that trusted re-
source,” he explained, “provides 
comfort.”

The idea of coordinated advi-
sory relationships being most 
effective when they move be-
yond isolated transactions and 
into long-term partnerships built 
on communication, honesty, and 
understanding was considered 
key.

Throughout the discussion, 
participants noted that success 
in advisory work is not always 
defined by dramatic transfor-
mations or headline‑worthy 
outcomes. More often, success 
appears quietly — in the reduc-
tion of uncertainty, the ability 
to make calm, informed deci-
sions, and a greater sense of 
confidence and stability. These 
outcomes are rarely the result 
of a single recommendation, but 
rather the product of consistent 
cross‑disciplinary guidance, 
structured follow‑through, and 
a clear cadence over time. In 
many cases, the most meaning-
ful “win” is the absence of avoid-
able harm: fewer preventable 
crises, fewer reactive decisions 
made under pressure, and fewer 
issues that compound simply 
because no one was coordinat-
ing the full picture.

For Teresa Leigh, success 
means stopping fraud, reducing 
household complexity, protect-
ing families, and solving real 
underlying problems with clear 
systems.

For Dr. Robert Brody, and Matan 
Cohen-Citron, it’s helping peo-
ple make aligned, informed 
changes that improve health, 
function, and well-being by ad-
dressing root causes and restor-
ing vitality.

For Michael Clear, success 
means helping clients get foun-
dational estate plans in place, 
resolve family dynamics, and 
ensure the right people can 
manage decisions, money, and 
continuity.

For Jeffrey Glick and Dan 
Levine, success means helping 
families and businesses be-

come bankable, improve finan-
cial infrastructure, and provide 
reliable, proactive accounting 
and advisory support that drives 
growth and readiness.

For Perry Kalmus, success 
means helping families make in-
formed college choices, reduce 
fear, and find the best-value path 
to opportunity, fit, and long-term 
outcomes.

For Brian and Miki Lasher, 
success means helping families 
make clear, aligned decisions, 
reduce stress, and use trusted, 
holistic support to build healthi-
er, more fulfilled lives.

All participants agreed that 
more often than not, effective 
advisory work is less about 
dramatic intervention and more 
about thoughtful guidance 
over time.
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Conclusion: Clarity Through Collaboration

Despite the wide range of dis-
ciplines represented at the 
table — spanning wealth man-
agement, psychology, medicine, 
education, coaching, and house-
hold management — the dis-
cussion revealed a remarkably 
consistent theme: in one way or 
another, each participant’s work 
helps individuals and families 
navigate complexity.

Whether that complexity oc-
curred through financial pres-
sure, business succession, 
health issues, family dynamics, 
emotional stress, major life tran-
sitions, or operational overload, 
the group returned repeatedly 
to the same reality: the chal-
lenges of modern life rarely 
exist in isolation. They overlap, 
compound, and can affect nearly 

every aspect of a family’s deci-
sion-making.

For families reading this, the 
question is not whether com-
plexity exists — it is whether 
that complexity is being actively 
managed, or simply tolerated. 
In this environment, coordinat-
ed advisory relationships can 
provide something far more 
valuable than isolated technical 
expertise. Working with a trusted 
team of professionals can help 
families gain a broader per-
spective, prioritize what matters 
most, and make more thoughtful 
long-term decisions.

When coordination works well, 
it also creates the conditions 
for preparedness. Proactive 
collaboration — as opposed to 

emergency firefighting — can 
help families, individuals, and 
businesses reduce uncertain-
ty, navigate difficult transitions 
and, crucially, avoid preventable 
harm. In many cases, success 
is not measured by dramatic 
intervention, but in the presence 
of calmness, better communica-
tion, and fewer avoidable crises.

The discussion also highlighted 
the importance of trust. Effective 
advisory relationships are built 
not only on technical knowl-
edge, but on communication, 
empathy, long-term partnership 
and the confidence your advisor 
is acting in your best interest. 
Families are not solely looking 
for solutions; they are looking 
for guidance and perspective – 
and to feel heard, understood 
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Euclid Harding guides business owners, high-net-worth families, and corporate executives 
through the complexities of their financial lives to help them achieve greater success. As a 
business advisory, wealth, and investment management firm, Euclid Harding delivers a compre-
hensive “Total Wealth” experience—seamlessly integrating financial strategy with behavioral 
insights through its signature Pathfinder Program. This holistic approach empowers clients to 
navigate life’s transitions with clarity and confidence, aligning financial decisions with what mat-
ters most: their time, relationships, health, and purpose.

Advisory services are offered through Euclid Harding, LLC, an Investment Advisor in the State of Connecticut. In-
surance products and services are offered through Brian Lasher, independent agent. All content is for information 
purposes only. It is not intended to provide any tax or legal advice or provide the basis for any financial decisions. 
All information and ideas should be discussed in detail with your individual adviser prior to implementation. Euclid 
Harding, LLC is not affiliated with any of the other mentioned firms.

Euclid Harding • 5 River Road, Suite #132 • Wilton, CT 06897 • 203-984-6430 • info@euclidharding.com

and supported through uncer-
tainty and change. 

Ultimately, the roundtable rein-
forced that no single profession 
holds all the answers. The most 
effective support often emerges 
through collaboration among 
professionals who communicate 
openly, share ideas, and work 

together in service of a family’s 
broader wellbeing. And while we 
live in a fast-moving world where 
information — and even sophis-
ticated recommendations — can 
be generated almost instantly, 
families still face the harder work 
of aligning priorities, navigating 
emotions and relationships, and 
translating insight into coordinat-

ed action over time. For many 
families, progress begins with a 
focused conversation designed 
to help them understand their 
current situation, identify their 
most pressing constraint, and 
evaluate next steps with clarity. 

If this discussion resonates, the next step is simply to determine whether this approach could help 
solve your most immediate challenge. In an increasingly complex world, the ability to slow down, 
coordinate thoughtfully, and move forward with clarity may itself become one of the most valuable 
forms of support a family can have.




