
Cynthia Kitagawa, an organizational development consultant with more than 25 years of professional 
experience in sales and marketing, information technology, management, strategic planning, training, 
and organizational development will speak at our May 22 meeting at 11:30 a.m at the Pacific Club. 
      Cynthia is well known for her workshops that are designed to increase the awareness and 
understanding of values, beliefs and behaviors of the four major generations in the workforce today 
(Traditionalists, Baby Boomers, Generation X-ers, and Millennials). Like other forms of diversity, once 
we increase our awareness and understanding, we can take the next step towards appreciating our 
differences and capitalizing on them by adapting our systems, processes, procedures, and improving 
our working relationships to bring out the best in each of the generations. These types of issues are 
especially important to family businesses where crossing generational lines is extremely important to the 
firm’s success. 
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Email: jebutler@hawaii.edu 
Phone: (808) 956-7446

www.fbcofhawaii.org

CYNTHIA KITAGAWA TO SPEAK ON CONQUERING THE GENERATIONAL DIVIDE

The conventional wisdom 
has been that only about 13 
percent of family firms survive 
through the third generation 
and only 3 percent beyond the 
fourth generation. However, a 
recent study headed by Thomas 
Zellweger at the University of 
St. Gallen shows that the rate 
of survival may be higher if we 
take a broader approach to what 
constitutes the family firm. His 
study showed that almost 90 
percent of family firms owned 
more than one business and  
that 20 percent owned more 
than five businesses. The study 
was a multi-national study but 
most firms were in the U.S. 

Professor Zellweger suggests 
that it would be better to focus 
on the family than the firm. In 
many cases, the original family 
firm may have been discontinued 
for a variety of reasons, but the 
family is still involved in operating 

a family firm. He attributes 
this to transgenerational 
entrepreneurship, which 
flows from the entrepreneurial 
orientation of the family. 

Families that have this 
entrepreneurial mindset are 
more likely to identify additional 
opportunities for their existing 
business. However, the current 
generation and those that follow, 
assuming that they maintain 
this orientation, are also likely to 
notice and identify opportunities 
in new areas. 

Family firms that are owned 
and operated by those with a 
strong orientation are far more 
likely to have future generations 
involved in their family firm, 
although it may not be the 
present one. 

I am not advocating that  
members rush out and start  
new businesses, but just to  
remain entrepreneurial.

HAPPY 100TH BIRTHDAY TO  
Y. HATA & CO.

family business matters
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2012 FAMILY BUSINESS CENTER ANNUAL RETREAT DRAWS RECORD ATTENDANCE

Wayne Rivers, co-founder and president of The Family Business 
Institute, Inc., led the 2012 Family Business Center Annual Retreat 
on “Courage in Family Business.” Mike Harrington, CEO of the 
Harrington Group, a family business in Lynchburg, Virginia was also 
on the agenda to share his experiences in taking over the family 
business. He talked about the pain and courage involved in laying 
off employees for the first time in the firm’s history during the recent 
recession, and the efforts made to ensure that they were supported 
in their efforts to find new employment. 
     This year’s retreat attracted 98 members, which is a record for 
the Center of Hawaii retreat. It provided a lot of opportunities for 
networking and interacting with other members. It also provided 
members the opportunity to meet with Wayne for a private 
consulting session.   
For more pictures, visit www.fbcofhawaii.org/events/2012-annual-retreat

WAYNE RIVERS MIKE HARRINGTON
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Andrew Keyt, executive director of the 
Loyola University of Chicago Family Business 
Center, and president and founder of a 
private consulting firm, Keyt Consulting, will 
lead the Family Business Center of Hawaii’s 
2013 Annual Retreat.  
     The retreat will be held from Friday, 
September 27 to Saturday, September 28 
at the Outrigger Reef on the Beach hotel. As 
executive director, Keyt has been involved in 

the center’s research efforts including:
• Emergency Management Transition: How to Prepare
• Family Influences on Strategic Planning
• Non-Family CEO’s and the Family Business
• Family Shareholder Buyouts
• The American Family  Business Survey
Having served as a manager in two family owned firms, and 

as a member of his own family partnership, Keyt has experienced 
the challenges of family business firsthand. As a consultant, he 
specializes in dealing with family conflict and communication, 
working with adult sibling/cousin teams, succession planning, 
strategic planning, and emergency management transition. Keyt has 
been published in magazines and journals including, Family Business 
and Family Business Review. 

BUY-SELL AGREEMENTS RELATED TO DEATH, 
DISABILITY AND RETIREMENT

Marcus Boland, 
wealth management 
advisor at 

Northwestern Mutual Wealth 
Management Co., was the 
featured speaker at the 
Maui meeting of the Family 
Business Center on Nov. 29, 
2012. He focused on the 
use of buy-sell agreements 
related to death, disability 
or retirement of owners. 
Marcus pointed out that the 
owners are much better at 
contemplating death than 
disability. Like many people, 
they put off retirement planning and saving, longer than they 
should. Since many businesses are partnerships or involve 
owners with less than 100 percent of the shares, it is best to 
think way in advance about how the partners or corporation will 
buy out your interests.

Marcus Boland

ANDREW KEYT TO LEAD 2013 ANNUAL RETREAT
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Scot Berryman, senior vice president of The Pacific Wealth Group, speaks at the January 16 meeting on Oahu on   
“Families who invest together, stay together.” 

Scot Berryman and Jeff Weiler, senior 
partners with The Pacific Wealth Group 
based in the Morgan Stanley Office in 
Oregon spoke at our meeting on Oahu on 
January 16, and on Maui on January 17.       
     Scot outlined the advantages of a cross- 
generational investment fund, not just in 
terms of providing higher returns, but also 
its advantages in providing the “glue” for 
increased family cohesiveness. Participation 
allows members of the younger generation 
to also get a real education in terms of 
gaining experience in dealing with financial 
consultants, attorneys and lawyers. He 
pointed out that a joint investment pool is 
not for seriously dysfunctional families, but 
tend to improve family dynamics in most 
families.

Scot provided an assessment of the 
investment environment going forward, 
especially with respect to the advantages of 
stocks with high dividends.

FAMILIES WHO INVEST TOGETHER, STAY TOGETHER

Family Business Center of Hawai`i
Shidler College of Business, 2404 Maile Way, Honolulu, HI  96822
Phone: (808) 956-5092 • Fax: (808) 956-5107
Email: fbch@hawaii.edu • Web: www.fbcofhawaii.org

The Family Business Center of Hawai‘i is a nonprofit, member-based forum, 
housed within the Shidler College of Business at the University of Hawai‘i at 
Mānoa. Administrative support for the Center is provided by the Pacific Asian 
Center for Entrepreneurship. 

MISSION OF THE FAMILY BUSINESS CENTER OF HAWAI‘I: 

Equipping, Educating and Celebrating Families in Business

For those who missed the session, a 
video of the presentation is available in the 
Members Only section of the website at 
www.fbcofhawaii.org.

Jeff Weiler
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