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PROFILES IN WEALTH MANAGEMENT:
A Q&A WITH SOME OF THE INDUSTRY’S LEADERS

Leonard Weiner, J.D., C.P.A., MBA
Leonard Weiner & Associates, P.C.

Houston, Texas                     

Leonard Weiner is certifi ed in Tax 
Law and in Estate Planning & 
Probate Law by the Texas Board 

of Legal Specialization and certifi ed in 
Elder Law by the National Elder Law 
Foundation. 

SWWMB: What is your overall estate 
planning philosophy?  

Weiner: Listen to our clients, ask ques-
tions to learn about them, their family, 
and financial situation and then help 
them design and implement a plan to 
achieve their goals, aspirations, and 
dreams, including when applicable to 
(a) save estate, gift and income taxes, 
(b) protect themselves and their loved 
ones if the client becomes incapaci-
tated, and (c) preserve assets for our 
clients and their family.

SWWMB: Over the years, what was 
your single greatest client challenge 
and how did you overcome the chal-
lenge?  

Weiner: I had a client who would not 
plan for his succession although it 
was very important for him to do so.

I ultimately convinced him to divide 
his business into divisions to allow 

each of his children to manage one 
division for a year with as little super-
vision from dad as possible. After a 
year, dad was ready to plan. A second 
large challenge we had was settling 
an estate with the following problems. 
The father had no succession plan. The 
son and his family sued the Executor 
for a large sum and objected to many 
aspects of the probate. The estate was 
comprised of a sub prime mortgages 
business. For each problem, we ana-
lyzed the options available and their 
tradeoffs. We developed a plan and 
implemented it. When needed we 
made adjustments to the plan. 

SWWMB: What was your most unusu-
al client request?  

Weiner: Prepare an estate plan and 
documents to provide for a man’s 
wife, family AND his mistress.

SWWMB: What aspect of your profes-

sion gives you the most satisfaction?

Weiner: Helping clients achieve their 
goals, dreams, and aspirations and 
helping them understand how the 
important aspects of their plan work 
and fit together and in some cases 
helping clients solve problems. 

SWWMB: What keeps you awake at 
night?  

Weiner: Nothing unless I drink coffee 
too late at night.

SWWMB: If you yourself had access 
to unlimited funds, what would you 
do with them?  

Weiner: Use them for charitable pur-
poses to help society. To maximize the 
funds I would engage a good invest-
ment advisor. My area of expertise is 
law, not investment advice. It is best 
to engage experienced professionals. 
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EDITORIAL OPPORTUNITIES FOR:

We are seeking to help build the network of wealth advisors and we welcome your participation. 

We need your news!

• news releases • meetings and events
 • new hire/promotion announcements • mergers and acquisitions
 • achievements • milestones

Also: in-depth, non-proprietary feature articles and analytical commentary on 
innovative planning strategies and issues facing the wealth management community.

No guarantee of publication is made or implied and all manuscripts are subject to review for relevance and accuracy.

Please send information to Publisher/Editor 
Michael Klim, mklim@francepublications.com
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