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L ike many other producers qualifying 
consistently at the Top of the Table 
level, Michael D. Brocker, CLU, 

ChFC, works with high-net-worth individu-
als. The 20-year MDRT member, with two 
Court of the Table and 11 Top of the Table 
qualifications, owns and founded Legacy 
Wealth in Woodbury, Minnesota. He works 
with business owners and other affluent 
individuals, focusing on wealth transition 
and incorporating charitable planning, in ad-
dition to fee-based asset management. What 
differentiates Brocker’s practice is a biblically 
responsible financial planning philosophy — 
one that most of his clients share, as well.

Brocker belongs to a community of Chris-
tian financial professionals called Kingdom 
Advisors and its subgroup, Biblically Respon-
sible Investing, which educates producers how 
to help their clients make investment decisions 
in conjunction with their belief that they live in 
God’s kingdom. As such, Legacy Wealth uses 
a values-based approach to avoid investing 
clients’ money in companies that profit from 
activities unaligned with his clients’ values.

“We believe that God provides all the 
abundance, all the resources for our clients, 
and that he owns it all,” Brocker said. “We’re 
called to be faithful stewards with those 
resources. Most of our clients share that 
philosophy, and then we help them to release 
funds for kingdom purposes now and in the 
future. We build creative strategies to do that 
while making sure we are being faithful in 
the management of the resources that are not 
being given away, and that we are following 
what I would call a biblically responsible ap-
proach to asset management.”

Faithful finances
Brocker integrates faith and financial planning to meet the needs of a specific 

group of clients. 
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Markets    TOP OF THE TABLE SHARING ITS BEST



JANUARY/FEBRUARY 2013    ROUNDTHETABLE.ORG    17

Faithful stewardship
Brocker started in the busi-
ness 25 years ago and gradually 
transitioned to biblically based 
positioning during the past 10 
years. Now, approximately 80 to 
90 percent of Legacy Wealth’s 
revenue derives from high-net-
worth individuals who share these 
beliefs, and this is the company’s 
exclusive focus. 

Brocker strictly receives new 
clients through recommendations 
of existing clients who have had 
positive experiences working with 
him and approaching their finances 
with a kingdom perspective. Legacy 
Wealth does support many Chris-
tian charities and organizations 
from which some business derives, 
but that is not a driver for Brocker’s 
involvement in these programs. 

“It wasn’t any internal market-
ing strategy, but it was more of an 
alignment of what my personal 
beliefs are regarding money, and 
natural synergies with others who 
have similar values and convic-
tions regarding what faithful 
stewardship is,” Brocker said.

While most of Legacy Wealth’s 
clients have a desire to be faithful in 
how they are managing their funds, 
part of their concerns become defin-
ing not how much they should give, 
but how much they should keep. 

“When you are talking about 
high-net-worth individuals, a lot 
of times they are doing everything 
they can to preserve their assets 
for themselves and for their heirs, 
and this is asking: How much is 
enough for ourselves? How much 
is enough for our heirs? What is 
a God-honoring amount that we 
should keep? What do we do with 
the rest?” Brocker explained. 

Through creative planning, 

Legacy Wealth helps reassure 
clients that they will have financial 
security for themselves and their 
heirs. “But, more importantly, 
we help them experience a joy 
in seeing their resources impact 
ministries today and in the future, 
and also have a peace in knowing 

they are being faithful with their 
planning,” Brocker said. “They 
continue to come because they 
are able to approach their finances 
with confidence and joy, versus 
fear, greed and anxiety that often 
come with financial planning.”

Education and expertise
Legacy Wealth is a boutique finan-
cial services firm in which Brocker 
is the primary advisor, along with 
one part-time and four full-time 
support staff, including his son, who 
is transitioning into an advisory role. 
Brocker believes that education is 
invaluable to his practice, and he 
earned a Master of Science in Finan-
cial Services, in addition to several 
other industry designations.

“One of the biggest things that 
I think advisors can gain from an 
advisor who has been doing it for 
many years is not to take lightly the 
importance of gaining the knowl-
edge you need to do an excellent 
job in planning,” Brocker said. 

The second part of Brocker’s 
education was aligning what he 
learned with scripture. 

“There are 2,350 verses in the Bible 
on money, and I lined up traditional 

financial knowledge with biblical 
references to develop plans that syn-
ergistically align financial knowledge 
with biblical guidance,” he said.

One advantage of working in a 
specific niche, Brocker has found, is 
that you can be identified as an ex-
pert in a specific area. A challenge 

is that, many times, people won’t 
realize you have a broader capacity 
or ability when you are focused on 
one specific niche, he said.

“People might not realize that 
we’re extremely competent in 
doing comprehensive planning, 
even if the person is not motivated 
by a desire to honor God in their 
finances,” he said.

When choosing a specific niche, 
Brocker advises other advisors to 
focus on helping people they genu-
inely care about, can relate to based 
on their value system and to whose 
lives the advisor can add value. 

“By doing that, you shift from 
a focus on being a salesperson to 
more of an advisor, and from sell-
ing to helping and being more of 
an advocate,” he said. 

The other component is the re-
ward of enjoying the work you do. 

“It’s just not the clients and the 
ministries that are experiencing a 
positive result from the planning 
we are doing,” Brocker said. “I am 
personally, as well.”  n

Contact Michael D. Brocker, CLU, ChFC, 
 at mdb@legacywealthwisdom.com.

Elizabeth Fuhrman is a freelance writer and editor.

“We ARe FOLLOWING 
WHAT I WOuLD CALL A BIBLI-

CALLy ReSPONSIBLe APPROACH 
TO ASSeT MANAGeMeNT.”


