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This brochure provides information about the qualifications and business practices of Legacy 
Financial Strategies, LLC.  If you have any questions about the contents of this brochure, 
please contact us at (913) 403-0600 or one of the email addresses listed above. The 
information in this brochure has not been approved or verified by the United States Securities 
and Exchange Commission or by any state securities authority. 

 
Legacy Financial Strategies, LLC is a registered investment advisor with the United States 
Securities and Exchange Commission. Registration of an Investment Advisor does not imply 
any level of skill or training. The oral and written communications of an advisor provide you 
with information about which you determine to hire or retain an advisor. 

 
Additional information about Legacy Financial Strategies, LLC also is available on the Securities 
and Exchange Commission’s website at  www.adviserinfo.sec.gov. 
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Item 2  Material Changes 
 
Legacy Financial Strategies, LLC is amending this brochure dated March 7, 2017.  The 
previous Brochure was dated October 15, 2016. 
 
In the future, this Item will discuss only specific material changes that are made to the Brochure 
and provide clients with a summary of such changes. 
 
Pursuant to the current SEC Rules, Legacy will ensure that clients receive a summary of any 
material changes to this Brochure within 120 days of the close of Legacy’s fiscal year end. 
Additionally, as Legacy experiences material changes in the future, clients will be sent a 
summary of “Material Changes” under separate cover. For more information about Legacy 
please visit www.legacykc.com. 
 
Currently, our Brochure may be requested by contacting our office at (913) 403-0600 or 
yourlegacyteam@legacykc.com. Our Brochure is also available on our website,  
www.legacykc.com, also free of charge. 
 
Additional information about Legacy is also available via the SEC’s website,  
www.adviserinfo.sec.gov. The SEC’s website also provides information about any persons 
affiliated with Legacy who are registered, or are required to be registered, as investment advisor 
representatives of Legacy. 
 
Changes since the last publication of this brochure: 

• Updated assets under management and number of accounts serviced for annual 
amendment. 
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Item 4  Advisory Business 
 
Firm Description and Principal Owner 
 
Legacy was established in May of 2000, resides, and is an advisory firm registered with the 
Securities and Exchanges Commission (“SEC”).  Legacy’s majority ownership is held in trust by 
The Michael W. Lutz Irrevocable Trust. This trust was created pursuant to the provisions of 
Section 456.5-505, Revised Statutes of Missouri, as amended from time to time, with the intent 
that this trust is a Missouri self-elected spendthrift trust. 
 
Types of Services Offered by Legacy 
 

A. Investment Management Services  
 

Legacy (“the Advisor”) provides investment advisory services to its clients on a discretionary and 
non-discretionary basis. As of December 31, 2016, Legacy’s assets under management totaled 
$195,947,353.00 comprised of 1114 separate accounts.  Of this total, discretionary accounts 
make up $157,231,314.00 (1041 accounts); non-discretionary accounts make up 
$38,716,039.00 (73 accounts).  
 
The advisory services include, among other things, providing advice regarding asset allocation 
and the selection of investments. Account management is guided by the stated objectives of the 
client. In addition, Legacy considers the client’s risk profile and financial status prior to making 
any recommendations. 
 
In accordance with Rule 204-3 under the Investment Advisers Act of 1940, Legacy will provide a 
disclosure brochure (ADV Part 2A) and any brochure supplements (ADV Part(s) 2B) to each 
client or prospective client prior to or at the time of signing an investment advisory agreement. 
 
The client may provide requests of restrictions or limitations on investments of specific 
securities or specific types of securities. This request may be in writing directly to the Advisor. 
 

B. Selection of Portfolio Managers 
 

For certain clients, Legacy may recommend the active discretionary management of all or part 
of a discretionary client’s assets in their account to one or more portfolio managers based on the 
client’s stated objectives and restrictions.  Access to these managers may be provided by 
Legacy through a third party custodial platform of approved portfolio managers.  The portfolio 
managers will have discretionary authority over those assets allocated to them for management 
and they will be authorized to buy, sell, and trade in securities in accordance with the client’s 
investment objectives.  Legacy continues to monitor the selected portfolio manager to ensure 
they adhere to the philosophy and investment style for which they were selected. 
 

C. Retirement Plan Services 
 
Legacy provides retirement plan services to business clients on a non-discretionary basis. 
These services include plan setup, investment selection, and ongoing support services. 
 
These services include: 
 

I. Fiduciary Services 
The Advisor will perform the following services, referred to as “Fiduciary Services”: 
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a. Advisor shall provide non-discretionary investment advice to Client about 

investment alternatives available for the Plan in accordance with the Plan’s 
investment policies and objectives. Client shall have the final decision-making 
authority regarding the initial selection, retention, and removal of investment 
options. 

 
b. Assist in the development of an investment policy statement (“IPS”). The IPS 

establishes the investment policies and objectives for the Plan, and shall set 
forth the asset classes and investment categories to be offered under the 
Plan, as well as the criteria and standards for selecting and monitoring the 
investments. Client shall have the ultimate responsibility and authority to 
establish such policies and objectives and to adopt the investment policy 
statement. 

 
c. Prepare periodic investment advisory reports that document consistency of 

fund management and performance to the guidelines set forth in the IPS and 
make recommendations to maintain or remove and replace investment 
options. 

 
d. Meet with Client on a periodic basis to discuss reports and recommendations. 

 
e. Provide investment advice to the Client with respect to the selection of a 

qualified default investment alternative (“QDIA”) for participants who fail to 
make an investment election. 

 
II. Non-Fiduciary Services 

The Advisor will also perform the following services, referred to as “Non-Fiduciary 
Services”: 

 
a. Assist in the education of the participants in the Plan about general investing 

principles and the investment alternatives available under the Plan in 
accordance with Department of Labor Interpretive Bulletin 96-1. 

 
b. Assist in the group enrollment meetings to explain retirement plan participation, 

savings and investing for eligible employees.  Organize participant education 
meetings as requested by the plan sponsor or as regularly scheduled; may 
differ per plan. 

 
D. Financial Planning/Consulting Services 

 
Legacy provides financial planning, consulting and plan update services to individuals and 
businesses.  Legacy may also provide non-securities advice on topics that may include but are 
not limited to business, retirement, estate, budgetary, college, personal, and business tax 
planning. 
 

E. Legacy Next Investment and Financial Forecasting Program 
 

Legacy Next portfolios are comprised of ETFs exclusively chosen by our investment committee 
based on their performance, expenses, and exposure to asset classes.  There are 30 different 
portfolio models that take a client's tax status and risk tolerance into account. Risk tolerance is 
measured through a questionnaire developed by Schwab which is completed prior to account 
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opening, and other communication with client. Accounts are rebalanced regularly to reflect 
changes in allocation percentages due to market fluctuation or cash movement into or out of 
account. There are currently no transaction costs charged by Schwab on the Institutional 
Intelligent Portfolios platform so rebalancing even by small percentage changes does not impact 
cost. The goal of the Legacy Next portfolios is to allow clients access to Legacy Financial 
Strategies, LLC's investment committee research, experience, and portfolio construction through 
a platform that is cost efficient for accounts holding balances under $250,000 while utilizing 
professional portfolio management. The eMoney Advisor product from eMoney Advisor, LLC will 
be utilized as an asset aggregation and financial forecasting tool that to compliments the portfolio 
management portion of the program. 
 
Item 5  Fees and Compensation 
 
A. Fees for Investment Management Services 
 
Legacy has several custodians in which our clients can chose to do business with. We utilize 
Charles Schwab & Co., Inc. (“Schwab”), Teachers Insurance and Annuity Association - College 
Retirement Equities Fund (“TIAA-CREF”), and Foliofn Investments Inc. (“Folio”), all of which are 
FINRA registered broker-dealers and members of SIPC.  SEI Investment Company/SEI Private 
Trust Corporation/SEI Investments Management Corporation (“SEI”) is a limited purpose federal 
savings association.   We are independently owned and operated and are not affiliated with 
Schwab, TIAA-CREF, Folio, or SEI. 

Legacy charges fees based on a percent of assets under management or a fixed fee.  Specific 
fees charged by Legacy are will be set forth in each client’s investment advisory agreement with 
Legacy. Fees may be negotiable based upon the complexity and unique needs of the client.  
Legacy does not aggregate account values in a household for purposes of calculating fees in 
a tiered structure, unless by the Firm’s discretion or otherwise negotiated. Either party may 
terminate the agreement with 30 days’ written notice. 
 

I. Schwab Custodial Accounts 
 
Advisory fees are paid quarterly in advance. Fees are calculated using an average daily 
balance method using the tiered investment fee schedule referenced below or an agreed upon 
fee.  The average daily balance for each account is determined by calculating the total dollar 
value for every calendar day during the quarter. All account balances for the quarter are then 
added together and divided by the number of days in the quarter. The fee is then calculated by 
multiplying the average daily balance of the account by the percentage in the tiered investment 
fee schedule. 
 

From To Per Year 
$0 $250,000 Up to 1.75% 
$250,001 $750,000 Up to 1.25% 
$750,001 $2,500,000 Up to 1.00% 
Over $2,500,000  Up to 0.75% 

 
Should the client open an account during a quarter, the fee will be prorated based on the 
number of days that the Account was open during the quarter.  An advisory client will have a 
period of five (5) business days from the date of signing the investment management 
agreement to unconditionally rescind the agreement and receive a full refund of all fees. 
Thereafter, either party may terminate the agreement with 30 days’ written notice. Upon 
termination, fees will be prorated to the date of termination and any unearned portion of the fee 
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will be refunded to the client. 
 
The account custodian may charge fees, which are in addition to and separate from the 
investment advisory service fee. The custodian may also charge accounts for various transaction 
costs, retirement plan, and administration fees. In addition, some mutual fund assets deposited 
in the account may have been subject to deferred sales charges and 12b-1 fees. Mutual funds 
have annual expenses as described in each fund’s prospectus. Advisory clients should also note 
that fees for comparable services vary and lower fees for comparable services may be available 
from other sources.  
 

II. TIAA-CREF Custodial Accounts 
 

Advisory fees are paid quarterly in advance. Fees are calculated using an average daily 
balance method using the tiered investment fee schedule referenced below or an agreed upon 
fee.  The average daily balance for each account is determined by calculating the total dollar 
value for every calendar day during the quarter. All account balances for the quarter are then 
added together and divided by the number of days in the quarter. The fee is then calculated by 
multiplying the average daily balance of the account by the percentage in the tiered investment 
fee schedule. 

From To Per Year 
$0 $250,000 Up to 1.25% 
$250,001 $500,000 Up to 1.15% 
$500,001 $1,000,000 Up to 0.95% 
$1,000,001 $1,500,000 Up to 0.70% 
Over $1,500,000  Up to 0.55% 

Should the client open an account during a quarter, the fee will be prorated based on the 
number of days that the Account was open during the quarter.   An advisory client will have a 
period of five (5) business days from the date of signing the investment management 
agreement to unconditionally rescind the agreement and receive a full refund of all fees. 
Thereafter, either party may terminate the agreement with 30 days’ written notice. Upon 
termination, fees will be prorated to the date of termination and any unearned portion of the fee 
will be refunded to the client. 
 
The account custodian may charge fees, which are in addition to and separate from the 
investment advisory service fee. The custodian may also charge accounts for various transaction 
costs, retirement plan, and administration fees. In addition, some mutual fund assets deposited 
in the account may have been subject to deferred sales charges and 
12b-1 fees. Mutual funds have annual expenses as described in each fund’s prospectus. 
Advisory clients should also note that fees for comparable services vary and lower fees for 
comparable services may be available from other sources.  

 
III. SEI Custodial Accounts 

 
Advisory fees are paid quarterly in arrears.  Fees are calculated based on the account’s asset 
value as of the last business day of the prior calendar quarter using the following tiered 
investment fee schedule or an agreed upon fee. 
 

From To Per Year 
$0 $250,000 Up to 1.25% 
$250,001 $500,000 Up to 1.15% 
$500,001 $1,000,000 Up to 1.05% 
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$1,000,001 $2,000,000 Up to 0.95% 
$2,000,001 $3,000,000 Up to 0.75% 
Over $3,000,001  0.60% 

 
An advisory client will have a period of five (5) business days from the date of signing the 
investment management agreement to unconditionally rescind the agreement. Thereafter, 
either party may terminate the agreement with 30 days’ written notice.  Upon termination, no 
fees will be refunded, as fees are paid quarterly in arrears by the client.  The client account will 
be charged the assigned fee for the amount of days the account is open in the quarter prior to 
termination. 
 
The account custodian may charge fees, which are in addition to and separate from the 
investment advisory service fee. The custodian may also charge accounts for various transaction 
costs, retirement plan, and administration fees. In addition, some mutual fund assets deposited 
in the account may have been subject to deferred sales charges and 12b-1 fees. Mutual funds 
have annual expenses as described in each fund’s prospectus. Advisory clients should also note 
that fees for comparable services vary and lower fees for comparable services may be available 
from other sources.  
 

IV. SEI Managed Account Portfolios 
 
As described in Item 4, clients have a choice to use services such as Portfolio Managers, which 
are offered on behalf of SEI Investments. These fees are called “Manager Strategy Fees”, and 
are charged quarterly in arrears. They are paid directly from the client custodial account to the 
selected management firm or individual selected to manage the client funds.  The fee charged is 
based on an account’s asset value on the last day of the prior quarter and paid quarterly in 
arrears.  Each fee structure is different dependent upon the selected investment strategy and 
portfolio advisor.  The client may incur additional costs or charges associated with transactions, 
transfers, or wires. 
 
SEI Fee breakpoint levels are determined based on an Investor’s total Account assets invested 
in an Investment Style categorized within the same investment style description groupings/fee 
rate schedules listed below. By way of example only, if an Account is invested in two Investment 
Styles, the first being a model classified as a Small Cap style and a second model classified as 
a Small-Mid Cap style, the Account assets invested in those two Investment Styles will be 
combined for purposes of determining the applicable breakpoint levels for purposes of 
calculating the fees. Breakpoints are not applied across the style description groupings/fee rate 
schedules. By way of example only, if an Account is invested in an Investment Style classified 
as a Small Cap style as well as in a second Investment Style classified as an Alternative Income 
style, those Account assets will not be combined for purposes of determining the applicable 
breakpoint level for calculating SEI Fees, but assets allocated to each such Investment Style will 
be considered individually in determining fees. 
 
The maximum SEI Fee a client will pay for managed account services is 1.25%. Additionally, for 
ETF Strategies accounts, SEI charges a maximum Program Fee of 0.20% for providing 
administrative and recordkeeping services and other services to accounts invested this program. 
The fee is calculated and paid to SEI quarterly in arrears. SEI will deduct the Program Fee 
directly from the Client’s custody account.  Client will also pay firms Advisory Fees as indicated 
on the account application. The following applies to accounts that were opened after 2012.  
Please refer to SEI publications for accounts opened prior to 2012. 
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Investment Style Breakpoints SEI Fee 

All Cap, Alternative-Multi-Strategy SMA, Equity Income, 
Global Equity, International Developed Markets, Large Cap, 
Managed Volatility, Mid Cap, Socially Responsible Investing, 
Windham ETF Strategies 

first $500,000 
next $500,000 
next $1 million 
next $3 million 
next $5 million 
over $10 million 

0.90% 
0.85% 
0.80% 
0.75% 
0.70% 
0.65% 

Small Cap, Small-Mid Cap, REIT 

first $500,000 
next $500,000 
next $1 million 
next $3 million 
next $5 million 
over $10 million 

1.10% 
1.05% 
1.00% 
0.95% 
0.90% 
0.85% 

International Emerging Markets 

first $500,000 
next $500,000 
next $1 million 
next $3 million 
next $5 million 
over $10 million 

1.25% 
1.20% 
1.15% 
1.10% 
1.05% 
1.00% 

Alternative-Income, Alternative-Tax Advantage Income, 
Alternative-MLP, Core Aggregate, Core Aggregate Plus, 
Government/Corporate Bond, 
Government Securities, Municipal Fixed Income, Preferred 
Securities 

first $500,000 
next $500,000 
next $1 million 
next $3 million 
next $5 million 
over $10 million 

0.65% 
0.60% 
0.56% 
0.54% 
0.50% 
0.45% 

SEI ETF Strategies 

first $500,000 
next $500,000 
next $1 million 
next $3 million 
next $5 million 
over $10 million 

0.55% 
0.35% 
0.30% 
0.25% 
0.22% 
0.20% 

SEI Fixed Income Strategies 

first $500,000 
next $500,000 
next $1 million 
next $3 million 
next $5 million 
over $10 million 

0.30% 
0.27% 
0.25% 
0.20% 
0.19% 
0.18% 

SEI Factor Based Strategies 

first $500,000 
next $500,000 
next $1 million 
next $3 million 
next $5 million 
over $10 million 

0.55% 
0.35% 
0.30% 
0.25% 
0.22% 
0.20% 

 
Tax Management SEI Fee 
Tax Management 0.10% in addition to the SEI Fee described above 

   
V. Folio Custodial Accounts 

 
Advisory fees are paid quarterly in advance.  Fees are calculated based on the account’s asset 
value as of the last business day of the prior calendar quarter using the following tiered 
investment fee schedule or an agreed upon fee. 
 

From To Per Year 
$0 $250,000 Up to 1.3% 
$250,001 $750,000 Up to 1.15% 
$750,001 $1,000,000 Up to 0.95% 
Over $1,000,001  0.65% 
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Should the client open an account during a quarter, the fee will be prorated based on the 
number of days that the account was open during the quarter.  An advisory client will have a 
period of five (5) business days from the date of signing the investment management 
agreement to unconditionally rescind the agreement and receive a full refund of all fees. 
Thereafter, either party may terminate the agreement with 30 days’ written notice. Upon 
termination, fees will be prorated to the date of termination and any unearned portion of the fee 
will be refunded to the client. 
 
The account custodian also charges their own management fee of 0.2% annually in addition to 
the advisory fee described above.  They may also charge other fees for various transaction 
costs, retirement plan, and administration fees. In addition, some mutual fund assets deposited 
in the account may have been subject to deferred sales charges and 12b-1 fees. Mutual funds 
have annual expenses as described in each fund’s prospectus. Advisory clients should also 
note that fees for comparable services vary and lower fees for comparable services may be 
available from other sources.  
 

VI. American Funds, Learning Quest and Missouri MOST Custodial Accounts 
 
Advisory fees are calculated and paid quarterly in advance. Fees are calculated based on the 
account’s period ending asset value as of the last business day of the prior calendar quarter 
using the tiered annualized investment fee schedule specified below or an agreed upon fee.   
 

From To Per Year 
$0 $250,000 Up to 1.75% 
$250,001 $750,000 Up to 1.25% 
$750,001 $2,500,000 Up to 1.00% 
Over $2,500,000  Up to 0.75% 

 
An advisory client will have a period of five (5) business days from the date of signing the 
investment management agreement to unconditionally rescind the agreement and receive a full 
refund of all fees. Thereafter, either party may terminate the agreement with 30 days’ written 
notice. Upon termination, fees will be prorated to the date of termination and any unearned 
portion of the fee will be refunded to the client. 
 
The account custodian may charge fees, which are in addition to and separate from the 
investment advisory service fee. The custodian may also charge accounts for various 
transaction costs, program management, retirement plan, and administration fees. In addition, 
some mutual fund assets deposited in the account may have been subject to deferred sales 
charges and 12b-1 fees. Mutual funds may have annual expenses as described in each fund’s 
prospectus. Advisory clients should also note that fees for comparable services vary and lower 
fees for comparable services may be available from other sources.  
 

VII. 401k and Annuities (assets not held with one of our preferred custodians): 
 
Fees are calculated based on the account’s asset value as of the last business day of the prior 
calendar quarter using the following tiered investment fee schedule or an agreed upon fee. 
 

From To Per Year 
$0 $250,000 Up to 1.75% 
$250,001 $750,000 Up to 1.25% 
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$750,001 $2,500,000 Up to 1.00% 
Over $2,500,000  Up to 0.75% 

 
An advisory client will have a period of five (5) business days from the date of signing the 
investment management agreement to unconditionally rescind the agreement and receive a full 
refund of all fees. Thereafter, either party may terminate the agreement with 30 days’ written 
notice. Upon termination, fees will be prorated to the date of termination and any unearned 
portion of the fee will be refunded to the client. 
 
The account custodian may charge fees, which are in addition to and separate from the 
investment advisory service fee. The custodian may also charge accounts for various transaction 
costs, retirement plan, and administration fees. In addition, some mutual fund assets deposited 
in the account may have been subject to deferred sales charges and 
12b-1 fees. Mutual funds have annual expenses as described in each fund’s prospectus. 
Advisory clients should also note that fees for comparable services vary and lower fees for 
comparable services may be available from other sources.  
 

VIII. Fees for Retirement Plan Services 
 

Monthly Billing:  The fee associated with retirement plan services is determined on a negotiated 
basis between Legacy, the client, and associated third parties. Fees are due monthly in 
advance. Fees are due on the first day of the calendar month and are billed directly to the client. 
Fees are based on the account’s asset value as of the last business day of the prior calendar 
month and are prorated for accounts opened during the month. 
 
Quarterly Billing:  The fee associated with retirement plan services is determined on a negotiated 
basis between Legacy, the client, and associated third parties. Fees are due quarterly in 
advance. Fees are due on the first day of the calendar quarter and are billed directly to the 
client. Fees are based on the account’s asset value as of the last business day of the prior 
calendar quarter. 
 
Either party may terminate the agreement with 30 days’ written notice. 
 
Associated third parties may charge fees, which are in addition to and separate from the 
investment advisory service fee. These parties may charge accounts for various transaction 
costs, retirement plan and administration fees. Advisory clients should also note that fees from 
comparable services vary and lower fees for comparable services may be available from other 
sources. 
 

IX. Fees for Financial Planning/Consulting Services 
 
In addition to advisory services, Legacy provides financial planning and consulting. F inancial 
planning fees are included in the client’s investment management fees.  An agreement will 
be signed by both Legacy and the client prior plan engagement. 
 
Additional planning and consulting services are billed at the rate of $250.00 per hour, or a 
negotiated fee based upon the complexity and unique needs of the client. The hourly fee or 
negotiated fee is due and payable upon completion of services rendered. An agreement will 
be signed by both Legacy and the client prior to the consulting engagement. 
 
Clients are free at all times to accept or reject any of Legacy’s financial planning 
recommendations.  If clients elect to implement recommendations made in a financial plan, their 



12 
 

accounts may incur transaction costs, retirement plan administration fees, and other mutual 
fund expenses. These fees are in addition to and separate from planning and consulting fees. 
 
Clients will have a period of five (5) business days from the date of signing a financial planning 
or consulting agreement to unconditionally rescind the agreement and receive a full refund of 
all fees. Thereafter, clients may terminate an agreement by providing Legacy with written 
notice prior to delivery of the plan or completion of the service. Legacy may terminate an 
agreement by providing written notice to clients. Upon termination, fees will be prorated to the 
date of termination and any unearned portion of the fee will be refunded to the client. 
 
It should be noted that Legacy may have clients who were engaged to receive advisory   
services prior to the incorporation of the fee schedule disclosed herein. These clients are 
considered “legacy” clients and may pay a fee that is higher or lower than the fees stated above. 
 
For more information on other fees, transaction costs, or other charges, see Item 12, Brokerage 
Practices. 

 
X. Legacy Next Program 

 
Legacy Next management fee is assessed quarterly, in advance, and is calculated using the 
average daily balance method. The average daily balance for each account is determined by 
calculating the total dollar value for every calendar day during the quarter.  The account balance 
for every day in the quarter is added together, and then divided by the number of calendar days 
in the quarter.  The fee is calculated by multiplying the average daily balance of the account by 
the fee percentage. 

The annual investment management fee assessed is one percent (1%) of Client’s assets under 
management with a negotiated fee or quarterly minimum of $100.00. 

• If the calculated quarterly fee exceeds $100.00, then the calculated fee will be charged 
to the account 

• If the calculated quarterly fee is less than $100.00, then $100.00 will be charged to the 
account 

 
There is no charge for financial forecasting, aggregation or client portal services.  The fees for 
such services are incorporated into the wealth management fees described above. 

 
 
Item 6  Performance-Based Fees and Side-By-Side Management 
 
Legacy does not charge any performance-based fees (fees based on a share of capital gains on 
or capital appreciation of the assets of a client). 
 
Item 7  Types of Clients 
 
General Clients: Description 
 
Legacy generally provides investment advice and portfolio management services to individuals, 
high net worth individuals, trusts, estates or charitable institutions and corporations or business 
entities. 
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General Clients: Account Minimums 
 
Legacy requires a minimum of $500,000 to establish a new advisory account. However, this 
minimum may be waived at the sole discretion of advisors Michael Lutz, Michael Wren, 
Nicholas Neukirch, Jim Reardon, Luanne Underwood, or Michael Farris. In addition, Legacy 
may continue to service existing accounts that have values that are below the $500,000 
minimum. 
 
Legacy Next Program 
 
The goal is to provide a more cost effective platform for account management for individuals 
whose account balance is under $250,000.  Model portfolios are selected and developed by 
Legacy’s investment committee, and each advisor will select an established model based upon 
a variety of financial factors and client risk assessment.  The types of clients that fit the profile 
for Legacy Next will be ones that are proficient in utilizing online tools and a primarily online 
communication method with the firm. Custodian transaction costs are very low or non-existent 
for this program.  The financial forecasting portion of the program is included and not charged 
separately to the client as described in Item 5. 
 
Item 8  Methods of Analysis, Investment Strategies and Risk of Loss 
 
Methods of Analysis 
 
Legacy uses the Fundamental Analysis method in evaluating investment opportunities, 
including the analysis of individual securities, mutual funds, ETFs and other investment types. 
When analyzing individual securities, analyses surrounding factors such as earnings, balance 
sheet variables, and management quality are considered. In trying to determine the true value 
of the security, in the majority of cases where we are using mutual funds or ETFs, this research 
is done through outside independent rating agencies, including, but not limited to, Morningstar, 
Standard and Poor’s and Schwab. 
 
Legacy has an investment committee which meets and discusses the investments our clients 
hold, and any changes to investment recommendations. The committee is made up of Michael 
Lutz, Gretchen Vosburgh, Michael Wren, Jim Reardon, Nick Neukirch, Sam Murray, and 
Luanne Underwood. On a monthly basis, the committee will be responsible for conducting the 
meeting and documenting the results of the meeting. 
 
Investment Strategies 
 
As noted in Item 4 above, Legacy may recommend allocation of certain client assets to portfolio 
managers or a managed account platform for investing.  When selecting a portfolio advisor for a 
client, Legacy reviews information about the portfolio advisor, such as its disclosure brochure 
and other materials supplied by the portfolio advisor or independent third parties for a 
description of the portfolio advisor’s investment strategies, past performance, and risk results to 
the extent available. 
 
Legacy uses the following investment strategies to implement any investment advice given to 
clients: 

• Long term purchases (securities held at least a year), strategic allocation. 
• Short term purchases (securities sold within a year) are used on a tactical basis for 

portfolios. 
 
The investment strategies Legacy uses in managing clients' accounts incur market risk, in that 
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a portfolio may rise and fall in value as the market rises and falls. Open end mutual funds and 
ETFs incur additional fees which are not present in the purchase and sale of individual equities 
and bonds. Leveraged and inverse ETFs may incur loss at an accelerated rate during quickly 
dropping markets. US companies may have global risk because they are often multi- national. 
Similarly, changes domestically can cause changes across the globe. 
Legacy develops portfolios for clients based upon its understanding of the client's 
requirements, so the Advisor depends upon the accuracy of this information throughout the 
term of the relationship. If the client has not informed Legacy of changes in his/her situation, 
portfolio may not meet the client's changed needs. 

 
Sources of Information 

 
Legacy has access to various research reports and model portfolios to which Michael Lutz, 
Michael Wren, Nicholas Neukirch, Jim Reardon, Luanne Underwood, or Michael Farris may 
refer in determining which securities to purchase or sell. Legacy also obtains its information 
for analysis of investments through financial newspapers and magazines, research 
materials prepared by others, corporate rating services, annual reports, prospectuses, 
filings with the Securities and Exchange Commission and company press releases. 

 
Legacy obtains detailed client information and other pertinent data from financial statements, 
tax forms, and other material provided by the client. This assists Legacy in selecting 
appropriate investments for the client based on the client’s investment objective and goals. 

 
Types of Investments 

 
Legacy offers advice to clients on the following types of investments: 

• Equity Securities (exchange-listed securities, securities traded over the counter, and 
foreign issues) 
• Mutual Funds 
• Exchange Traded Funds (ETFs) 
• Warrants 
• Corporate debt securities (other than commercial paper) 
• Certificates of deposit 
• Municipal securities 
• Investment company securities (life insurance, annuities, and mutual fund shares) 
• United States government securities 
• Interests in partnerships investing in real estate and oil and gas interests 

 
Risk of Loss 
 
Investing in securities involves a risk of loss that clients should be prepared to bear. 
Diversification and asset allocation may not protect against market risk. You should not 
assume that an investment in any of the securities was or will be profitable. Legacy does not 
guarantee the future performance of any client's account or any specific level of performance, 
the success of any investment decision or strategy that the Legacy may use, or the success of 
the Advisor’s overall management of the account. Investment decisions made for a client's 
account by Legacy are subject to various market, currency, economic, political and business 
risks, and those investment decisions will not always be profitable. Investing in any security 
entails risk of loss. 
 
Types of financial risk and a definition of each: 
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• Liquidity Risk: the risk on the easiness to buy or resell an asset. If a market is not 
fluid, you might not find a buyer when you want to or not to find a seller when you truly 
need one. It is a risk related to the nature of the underlying (of the merchandise) but 
also to the credibility of the buyer-seller. It is easy to buy or to sell a common product to 
a trustworthy counterpart, but it is more difficult with a much specialized product. It is the 
liquidity of this product. Moreover, if the buyer/seller is not credible, the compensation 
risk for the potential suppliers/prospects dissuades them from dealing. 
The buyer/seller is in supply risk, in “liquidity” risk. For a bank, it is the risk to be in the 
inability to face a massive withdrawal of deposits by the customers. 

• Rate risk: the risk of loans-borrowings. It is the risk that credit rates evolve in an 
unfavorably way. Thus, a borrower with a variable rate undergoes a rate risk when rates 
increase because he has to pay more. Conversely, a lender undergoes a risk when rates 
decrease because he loses incomes. For a bank, it is the risk that the market rates 
evolution leads to remuneration costs of deposits superior to the earnings 
generated by the interests of granted loans. 

• Exchange risk: it is the risk on the variations of legal tenders between them. A risk 
noticeably related to time factor. 

• Counterparty risk: the risk that the party with which a contract has been closed does 
not keep its commitments (delivery, payment, refund…). For a bank it is the risk that its 
customers are unable to pay back their loans, or that another bank, with which it has 
operations in progress (banking correspondent), is defaulting. 

• Country risk: if a country is in a serious crisis (war, revolution, and stream of 
bankruptcy…) then even “trustworthy” firms, despite their credibility are going to be in 
difficulty. It is a counterparty risk related to the environment of the counterparty. The 
country risk, strictly speaking, is the probability that a country will provide the service of 
its outside debt. Some countries can involve vulnerabilities toward international 
investments. The analysis of vulnerability toward this kind of risk becomes a necessity 
in the management of financial risks. The International Monetary Fund dedicates work 
to the prevention of crises in that field. The purpose is to improve the aptitude to 
determine the vulnerability degree of the member countries toward financial crises. 
Vulnerability indicators form an essential part to these works. They bring a decisive 
contribution to the supervision exercise and loans operations of the IMF. Those 
indicators are used for analysis and resistance tests in the evaluation program frame of 
the financial sector, and also for early warning systems models (EWS). 

• Margin Risk - When you purchase securities, you may pay for the securities in full or 
borrow part of the purchase price from your account custodian. If you intended to borrow 
funds in connection with your Account, you will be required to open a margin account, 
which will be carried by the custodian. The securities purchased in such an account are 
the custodian’s collateral for its loan to you. If those securities in a margin account 
decline in value, the value of the collateral supporting this loan also declines, and as a 
result, the Firm and/or custodian is required to take action in order to maintain the 
necessary level of equity in your account. The custodian may issue a margin call and/or 
sell other assets in your account. It is important that the Client fully understand the risks 
involved in trading securities on margin, which are applicable to any margin account that 
maintained, including any margin account that may be established as part of the 
Investment Advisory Agreement established between you and Legacy and held by the 
account custodian. Risks of margin investing include: 

i. The Client may lose more than the principal invested, as the risk includes the 
amount invested plus the amount that has been loaned; 

ii. The custodian may force the sale of securities or other assets in the account 
if the equity in the margin account falls below the margin requirements or to 
meet the margin call; 
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iii. The Client may not be entitled to select which securities will be sold to meet 
margin requirements;  

iv. The account custodian may sell securities or other assets in the margin 
account without contacting the Client; 

v. The account custodian may move securities held in the cash account to the 
margin account and pledge the transferred securities; 

vi. The Client may not be entitled to an extension of time on a margin call; or 
vii. Margin requirements may be changed by the custodian without notice 

 
Item 9  Disciplinary Information 
 
Registered investment advisors are required to disclose all material facts regarding any legal or 
disciplinary events that would be material to your evaluation of Legacy or the integrity of 
Legacy’s management. 
 
Legacy has not been involved in any disciplinary action, nor found liable in any 
arbitration claims or civil proceedings. Legacy has not been the subject of a bankruptcy 
petition. 
 
Item 10  Other Financial Industry Activities and Affiliations 
 
Business Activities & Affiliations 
 
Michael Lutz, Gretchen Vosburgh, Michael Wren, Nicholas Neukirch, Samuel Murray II, Jim 
Reardon, Luanne Underwood, and Michael Farris are registered investment advisor 
representatives. In addition to investment advisory services, Michael Lutz provides financial 
planning and insurance related services. Michael spends approximately 10% of his total 
activities on insurance business and approximately 10% on financial planning.  Gretchen 
Vosburgh currently assists with insurance sales and financial planning.  Michael Wren also 
provides insurance services and financial planning.   Jim Reardon and Nick Neukirch also 
provide insurance servicing.  Luanne Underwood and Michael Farris also assist with financial 
planning and investment research. 
 
Legacy is an insurance agency. Michael Lutz, Gretchen Vosburgh, Michael Wren, Nick 
Neukirch, Samuel Murray II, and Jim Reardon are also licensed insurance agents, affiliated 
with the agency license of Legacy. In these capacities, they may recommend insurance or 
other products and receive compensation if products are purchased through Legacy. 
 
Thus, a conflict of interest exists between the interests of Legacy advisers and those of 
advisory clients. However, clients are under no obligation to act upon any recommendations of 
Michael Lutz, Gretchen Vosburgh, Michael Wren, Samuel Murray II, Nick Neukirch, or Jim 
Reardon. Clients should be aware of the conflict and are also under no obligation to effect any 
transactions through Michael Lutz, Gretchen Vosburgh, Michael Wren, Samuel Murray II, Nick 
Neukirch, or Jim Reardon if they decide to follow the recommendations.  Legacy endeavors to 
put the interest of its clients first as part of our fiduciary duty as a registered investment 
advisor; we take the following steps to address conflicts or potential conflicts: 
 

• we disclose to clients the existence of all known material conflicts of interest, including 
the potential for our firm and our employees to earn compensation from advisory clients 
in addition to our firm's advisory fees 

• we disclose to clients that they are not obligated to purchase recommended investment 
or insurance products from our employees or companies we work with 



17 
 

• we collect, maintain and document accurate, complete, and relevant client background 
information, including the client’s financial goals, objectives and risk tolerance 

• we require that our employees seek prior approval of any outside business or 
employment activity so that we may ensure that any conflicts of interests in such 
activities are properly addressed 

• we periodically monitor these outside business or employment activities to verify that any 
conflicts of interest continue to be properly addressed by our firm 

• we educate our employees regarding the responsibilities of a fiduciary, including the 
need to have a reasonable and independent basis for the investment advice provided to 
clients 

 
Item 11   Code of Ethics, Participation or Interest in Client Transactions and 
Personal Trading 
 
Code of Ethics 
 
Legacy has adopted a Code of Ethics (the “Code”) in compliance with Rule 204A-1 under the 
Investment Advisers Act of 1940.  The Code establishes standards of conduct for Legacy supervised 
persons for all supervised persons of the firm and it describes its high standard of business 
conduct, and fiduciary duty to its clients. The Code includes provisions relating to the 
confidentiality of client information, a prohibition on insider trading, a prohibition of rumor 
mongering, restrictions on acceptance of significant gifts and the reporting of certain gifts and 
business entertainment items, and personal securities trading procedures, among other things. 
It also requires that access persons of Legacy report their personal securities and holdings, 
and obtain pre-approval of certain investments. 
 
All supervised persons at Legacy must acknowledge the terms of the Code annually, or as 
amended.  Legacy will provide a copy of its Code of Ethics to any client or prospective client 
upon request. 
 
Participation or Interest in Client Transactions and Personal Trading 
 
Legacy anticipates that, in appropriate circumstances, consistent with clients’ investment 
objectives, it will cause accounts over which Legacy has management authority to effect, and 
will recommend to investment advisory clients or prospective clients, the purchase or sale of 
securities in which Legacy, its affiliates and/or clients directly or indirectly have a position of 
interest. Legacy’s employees and persons associated with Legacy are required to 
follow Legacy’s Code. Subject to satisfying this policy and applicable laws, officers, directors, 
and employees of Legacy and its affiliates may trade for their own accounts in securities which 
are recommended to and/or purchased for Legacy’s clients. The Code is designed to assure 
that the personal securities transactions, activities and interests of the employees of Legacy will 
not interfere with (i) making decisions in the best interest of advisory clients and (ii) implementing 
such decisions while, at the same time, allowing employees to invest for their own accounts.  
Under the Code certain classes of securities have been designated as exempt transactions, 
based upon a determination that these would materially not interfere with the best interest of 
Legacy’s clients. In addition, the Code requires pre-clearance of many transactions and 
restricts trading in close proximity to client trading activity. Nonetheless, because the Code in 
some circumstances would permit employees to invest in the same securities as clients, there 
is a possibility that employees might benefit from market activity by a client in a security held by 
an employee. Employee trading is continually monitored under the Code, and to reasonably 
prevent conflicts of interest between Legacy and its clients. 
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Associated persons are aware of the rules regarding material non-public information and insider 
trading. Associated persons may also buy or sell a specific security for their own account 
based on personal investment considerations, which the Advisor does not deem appropriate to 
buy or sell for clients. 
 
Legacy’s clients or prospective clients may request a copy of the firm’s Code of Ethics by 
contacting Gretchen Vosburgh. 
 
Principal or Agency Cross Securities Transactions 
 
Per SEC Section 206(3) of the Investment Advisers Act of 1940, principal transactions or 
agency cross transactions are prohibited by investment advisors unless they are also 
registered as a broker-dealer. Legacy is not a registered broker-dealer, and does not 
participate in agency cross transactions. 
 
Item 12  Brokerage Practices 
 
The Custodians Legacy Uses 
 
Legacy Financial Strategies, LLC does not maintain custody of client assets on which we advise, 
although we may be deemed to have custody of the assets if clients give us authority to 
withdraw advisory fees from their account (see Item 15 – Custody, below). Legacy client assets 
must be maintained in an account at a “qualified custodian”. The custodians that Legacy 
recommends that clients use are Charles Schwab & Co., Inc. (“Schwab”), Teachers Insurance 
and Annuity Association - College Retirement Equities Fund (“TIAA-CREF’), and Foliofn 
Investments Inc. (“Folio”), all of which are FINRA registered broker-dealers and members of 
SIPC.  SEI Investment Company/SEI Private Trust Corporation/SEI Investments Management 
Corporation (“SEI”) is a limited purpose federal savings association.   We are independently 
owned and operated and are not affiliated with Schwab, TIAA-CREF, Folio, SEI, or American 
Funds. 
 
Legacy will place transactions for client accounts through the client’s appointed custodian 
(Schwab, TIAA-CREF, Folio, SEI, American Funds).  While we can recommend these 
custodians, the client will decide whether to do so and will open and account directly with the 
custodian by entering into an account agreement directly with them.  Legacy does not open 
accounts for our clients, although we may assist in doing so. Not all advisors require their clients 
to use a particular broker-dealer or other custodian selected by the advisor. Even though some 
Legacy client accounts are maintained at the above custodians, we can still use other brokers to 
execute trades for your account as described below (for example, see “Schwab Client Custody 
Costs”). 
 
How Legacy Select Custodians 
 
Legacy seeks to recommend a custodian/broker who will hold client assets and execute 
transactions on terms that are, overall, most advantageous when compared to other available 
providers and their services. Legacy considers a wide range of factors, including, among 
others: 
 

• Combination of transaction execution services and asset custody services (generally 
without a separate fee for custody) 

• Capability to execute, clear, and settle trades (buys and sells securities for your account) 
• Capability to facilitate transfers and payments to and from accounts (wire transfers, 

check requests, bill payment, etc.) 
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• Breadth of available investment products (stocks, bonds, mutual funds, exchange-traded 
funds [ETFs], etc.) 

• Availability of investment research and tools that assist us in making investment 
decisions 

• Quality of services 
• Competitiveness of the price of those services (commission rates, margin interest rates, 

other fees, etc.) and willingness to negotiate the prices 
• Reputation, financial strength, and stability 
• Prior service to us and our other clients 
• Availability of other products and services that benefit us, as discussed below (see 

example for Schwab in “Products and Services Available to Us from Schwab”) 
 

I. Charles Schwab As Custodian 
 
Schwab Client Custody Costs 
 
For our clients’ accounts that Schwab maintains, Schwab generally does not charge clients 
separately for custody services but is compensated by charging clients commissions or 
other fees on trades that it executes or that settle into the Schwab account. Legacy has 
determined that having Schwab execute most trades is consistent with our duty to seek 
“best execution” of client trades. Best execution means the most favorable terms for a 
transaction based on all relevant factors, including those listed above (see “How We Select 
Brokers/Custodians”). 
 
Products and Services Available to Legacy From Schwab 
 
Schwab Advisor Services™ (formerly called Schwab Institutional®) is Schwab’s business 
serving independent investment advisory firms like us. They provide us and our clients with 
access to its institutional brokerage (trading, custody, reporting, and related services), many 
of which are not typically available to Schwab retail customers. Schwab also makes available 
various support services. Some of those services help Legacy manage or administer our 
clients’ accounts, while others help us manage and grow our business.  Schwab’s support 
services are generally available to us on an unsolicited basis (we don’t have to request them) 
and at no charge to us.  
 
Following is a more detailed description of Schwab’s support services: 
 

A. Services That Benefit Legacy Clients: Schwab’s institutional brokerage services 
include access to a broad range of investment products, execution of securities 
transactions, and custody of client assets. The investment products available through 
Schwab include some to which we might not otherwise have access or that would 
require a significantly higher minimum initial investment by our clients. Schwab’s 
services described in this paragraph generally benefit you and the client account. 

 
B. Services That May Not Directly Benefit Legacy Clients: Schwab also makes available 

to us other products and services that benefit us but may not directly benefit a client or 
client account. These products and services assist us in managing and administering 
our clients’ accounts. They include investment research, both Schwab’s own and that 
of third parties. Legacy may use this research to service all or a substantial number of 
our clients’ accounts, including accounts not maintained at Schwab. In addition to 
investment research, Schwab also makes available software and other technology 
that: 
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• Provide access to client account data (such as duplicate trade 
confirmations and account statements) 

• Facilitate trade execution and allocate aggregated trade orders for multiple 
client accounts 
• Provide pricing and other market data 
• Facilitate payment of our fees from our clients’ accounts 
• Assist with back-office functions, recordkeeping, and client reporting 

 
C. Services That Generally Benefits Only Legacy:  Schwab also offers other services 

intended to help us manage and further develop our business enterprise. These 
services include: 

• Educational conferences and events 
• Consulting on technology, compliance, legal, and business needs 
• Publications and conferences on practice management and business 
succession 
• Access to employee benefits providers, human capital consultants, and 
insurance providers 

 
Schwab may provide some of these services itself. In other cases, it will arrange for third-party 
vendors to provide the services to Legacy. Schwab may also discount or waive its fees for 
some of these services or pay all or a part of a third party’s fees. Schwab may also provide 
Legacy with other benefits, such as occasional business entertainment of our personnel. 
 
Legacy’s Interest in Schwab’s Services 
 
The availability of these services from Schwab benefits us because we do not have to produce 
or purchase them. We don’t have to pay for Schwab’s services. These services are not 
contingent upon us committing any specific amount of business to Schwab in trading 
commissions or assets in custody. We may have an incentive to recommend that you maintain 
your account with Schwab, based on our interest in receiving Schwab’s services that benefit 
our business rather than based on your interest in receiving the best value in custody services 
and the most favorable execution of your transactions. This is a potential conflict of interest. 
We believe, however, that our selection of Schwab as a custodian and broker is in the best 
interests of our clients. Our selection is primarily supported by the scope, quality, and price of 
Schwab’s services (see “How we select brokers/ custodians”) and not Schwab’s services that 
benefit only us. 
 
Best Execution  
 
Legacy is aware of its duty to obtain best execution for all securities transactions executed on a 
client’s behalf. Securities transactions for accounts are effected through Schwab without 
commissions being paid to Legacy. While Schwab make every attempt to obtain the best 
execution possible, there is no assurance that it will be obtained. Clients should consider 
whether or not the appointment of Schwab as the sole broker/dealer may or may not result in 
certain costs or disadvantages to the client as a result of possibly less favorable executions. In 
considering whether or not to restrict the execution of transactions through Schwab, Legacy 
considered its capabilities to execute, clear and settle transactions. 
 
Order Aggregation 
 
Schwab may aggregate transactions for a client with other clients to improve the quality of 
execution. When transactions are so aggregated, the actual prices applicable to the 
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aggregated transactions will be averaged, and the account will be deemed to have purchased 
or sold its proportionate share of the securities involved at the average price obtained. For 
partially filled orders, Schwab will generally allocate trades pro-rata or on some other basis 
consistent with the goal of treating all clients equitably over time. 
 
Soft Dollars 
 
Legacy receives no soft dollar an economic benefit from Schwab in the form of the support 
products and services it makes available to us and other independent investment advisors 
whose clients maintain their accounts at Schwab. These products and services, how they 
benefit us, and the related conflicts of interest are described above. The availability to us of 
Schwab’s products and services is not based on us giving particular investment advice, such as 
buying particular securities for our clients. 
 
Directing Brokerage 

 
Not all advisors require their clients to direct brokerage; by directing brokerage, Legacy may 
be unable to achieve the most favorable execution of its client transactions, and may cost 
Legacy clients more money. 
 

II. TIAA-CREF As Custodian 
 
TIAA-CREF, collectively refers to Teachers Insurance and Annuity Association of America, 
along with TIAA-CREF Life Insurance Company. Legacy has advisors that manage 
participant account assets that are part of TIAA-CREF retirement plans, ERISA plans, and 
qualified accounts. TIAA-CREF offers investments that include proprietary mutual funds 
and annuities.  Legacy is provided with a trading platform that enables the advisor to place 
trades and perform allocations on behalf of their clients. 
 
Best Execution 

 
Generally, all marketable equity securities transactions for up to 10,000 shares of any issuer 
are executed through an electronic order trading system with a non-affiliated broker/dealer in an 
effort to obtain the best execution of orders at the lowest transaction cost reasonably available, 
according to the size and volume of client trades. Where transactions are executed in the over-
the-counter market, TIAA-CREF deals with primary market makers unless a more favorable 
price of execution is otherwise obtainable. When TIAA Trust selects the broker/dealer to 
execute a transaction for a client, our primary objective is to obtain the best execution of orders 
at the most favorable net price. The selection of broker/dealers may also be based on additional 
factors, including their ability to handle particular orders or special executions (such as the size 
and difficulty of the order), their ability to execute the transactions promptly, their familiarity with 
sources from or to whom particular securities might be purchased or sold and client-imposed 
restrictions. 
 
Order Aggregation 
 
To minimize transaction costs, TIAA-CREF/TIAA Trust may aggregate trade orders. TIAA- 
CREF has adopted procedures to ensure that no client will benefit unfairly from any aggregation 
of orders. These procedures state that when orders for more than one client are received at 
approximately the same time, generally orders are aggregated and each client will receive the 
average price paid or received. When a trading desk receives an order from one client and an 
order from another client is still open, the unfiled portions of the earlier order will generally be 
aggregated with the new order unless it is determined that both clients would suffer by bidding 
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against each other. If the order is only partially filled, each client will get their pro rata share of 
the securities purchased or sold, based on the size of its order relative to the aggregate order. 
TIAA Trust sometimes makes exceptions to these procedures.  
 
Soft Dollars 
 
Legacy receives no soft dollar or other benefit from TIAA-CREF. 
 
Directed Brokerage 
 
If a client instructs TIAA Trust to direct brokerage to particular broker/dealers in connection with 
transactions for the client’s account, commissions are generally a matter of negotiation between 
the client and the broker/dealer; as a result, the price they pay may not be the lowest. 
 
 

III. SEI As Custodian 
 
Legacy participates in SEI’s Advisor Network program, where they provide a trading platform for 
our advisors to execute trades and monitor client accounts. SEI offers a wide variety of 
securities and ETFs in addition to proprietary mutual funds as part of their securities offering.  
SEI offers general advisor-managed discretionary investment accounts as well as a managed 
account program. SEI’s Managed Account program is a wrap fee program and is managed by a 
selected account manager.  The account manager is responsible for managing the allocated 
assets according to a specific investment strategy that meet the client’s goals and objectives.  A 
Legacy advisor is responsible for working with the client to determine the appropriate account 
manager and investment strategy.  If the client elects to utilize this service from SEI, the client 
will sign a separate agreement and pay fees associated for the managed account directly to the 
account manager and SEI.   
 
Best Execution 
 
SEI has a duty to seek best execution of the transactions executed by SEI for its client 
accounts. Although commission rates are an important consideration in determining whether 
“best execution” is being obtained, they are not determinative, as many other factors also are 
relevant in determining whether SEI has achieved the best result for Clients under the 
circumstances. SEI may consider numerous factors in arranging for the purchase and sale of 
Clients’ portfolio securities. These include any legal restrictions, such as those imposed under 
the securities laws and ERISA, and any Client-imposed restrictions. Within these constraints, 
SEI shall employ or deal with members of securities exchanges and other brokers and dealers 
or banks as SEI approves and that will, in the portfolio manager’s judgment, provide “best 
execution” (i.e., prompt and reliable execution at the most favorable price obtainable under the 
prevailing market conditions) for a particular transaction for the Client’s account. SEI 
periodically evaluates the quality of these brokerage services as provided by various firms. In 
determining the abilities of a broker-dealer or bank to obtain best execution of portfolio 
transactions, SEI will consider all relevant factors, including: 

 
The execution capabilities the transactions require; 
• The ability and willingness of the broker-dealer or bank to facilitate the accounts’ 
portfolio transactions by participating for its own account; 
• The importance to the account of speed, efficiency, and confidentiality; 
• The apparent familiarity of the broker-dealer or bank with sources from or to whom 
particular securities might be purchased or sold; 
• The reputation and perceived soundness of the broker-dealer or bank; and 
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• Other matters relevant to the selection of a broker-dealer or bank for portfolio 
transactions for any account. 
 

SEI will not seek in advance competitive bidding for the most favorable commission rate 
applicable to any particular portfolio transaction or select any broker-dealer or bank on the basis 
of its purported or “posted” commission rate structure. Certain types of trades, such as most 
fixed income securities transactions, do not involve the payment of a commission. 
 
Order Aggregation 
 
SEI is permitted to aggregate or “batch” orders placed at the same time for the accounts of two 
or more Clients if it is in the best interests of its Clients. By batching trade orders, SEI may 
obtain more favorable executions and net prices for the combined order, and ensure that no 
participating Client is favored over any other Client. Typically, SEI will affect block orders for the 
purchase and sale for the same security for Client accounts to facilitate best execution and to 
reduce transaction costs. When an aggregated order is filled in its entirety, each participating 
Client account generally will receive the block price obtained on all such purchases or sales 
with respect to such order. The portfolio manager for each account must determine that the 
purchase or sale of the particular security involved is appropriate for the Client and consistent 
with the Client’s investment objectives and with any investment guidelines or restrictions 
applicable to the Client’s account. The portfolio manager for each account must reasonably 
believe that the block trading will benefit, and will enable SEI to seek best execution for each 
Client participating in the block order. This requires a reasonable good faith judgment at the 
time the order is placed for execution. 
 
Soft Dollars 
 
Legacy receives no soft dollar or other benefits from SEI. 
 
Directed Brokerage 
 
SEI uses its affiliated broker-dealer, SEI Investments Distribution Co. (“SIDCO”), for various 
services for its Clients.  Other than trading in the SEI Funds, the Managed Account Program or 
other accounts where SEI has investment discretion, it is the Client’s decision whether to 
execute a particular securities transaction using SIDCO. SEI discloses the use of its affiliated 
broker-dealer in the investment management agreement that the Client signs with SEI for 
services. By directing brokerage to SIDCO, SEI may be unable to achieve most favorable 
execution of Client transactions and this practice may cost Clients more money. 
 
In limited circumstances, a Client may direct SEI to use a particular broker-dealer (subject to 
the SEI’s right to decline and/or terminate the engagement) to execute some or all transactions 
for the Client’s account. In such event, the Client will negotiate terms and arrangements for the 
account with that broker dealer, and SIMC will not seek better execution services or prices from 
other broker-dealers or be able to “batch” the Client’s transactions for execution through other 
broker-dealers with orders for other accounts managed by SEI. As a result, Client may pay 
higher commissions or other transaction costs or greater spreads, or receive less favorable net 
prices, on transactions for the account than would otherwise be the case. 
 
SEI may use SIDCO during transitions to liquidate the Client’s securities portfolio. SEI may 
undertake such liquidations to make cash and/or in-kind securities investments in one or more 
of the SEI Funds. SIDCO serves as an introducing broker-dealer for these transactions, which 
means that SIDCO will introduce the transaction to one or more clearing brokers. SIDCO and 
the applicable clearing brokers will receive and retain compensation (i.e., commissions) for 



24 
 

executing such transactions. Information regarding the relationship between SIMC and SIDCO 
are disclosed to the Client in the investment management agreement. In the case of Clients 
subject to ERISA, SEI’s use of SIDCO for transition services will be in accordance with 
applicable guidance from the U.S. Department of Labor. In order to comply with applicable law, 
the Client is permitted to withdraw its consent to the use of SIDCO for Client transactions by 
sending a written notice to SEI. 

 
IV. Folio As Custodian 

 
Legacy’s advisors that work with Folio are utilizing Folio’s institutional offering where Folio 
provides a trading platform in which to execute trades and monitor portfolios. Folio offers pre-
set portfolios that are set up with specific security selections and objectives, which may be 
selected by the advisor and client.  These are an optional product offering where the Legacy 
advisor may work with the client to determine an appropriate portfolio based on the clients’ 
individual needs and objectives.  Folio also enables the advisor to develop customized model-
based portfolios to suit individual client needs. 
 
Best Execution 
 
Folio may aggregate orders on their system, but may not provide an economic benefit to the 
client, especially in the case of mutual fund orders. 
 
Soft Dollars 
 
Legacy receives no soft dollar or other benefits from Folio. 
 
Order Aggregation 
 
While individual Client advice is provided for each account, Client trades may be executed as a 
block trade. Only accounts in the custody of Folio will have the opportunity to participate in 
aggregated securities transactions. All aggregated trades using Folio will be done in the name 
of Legacy.  Folio will be informed that the trades are for the account of Legacy Clients and not 
for Legacy itself. No advisory account within the block trade will be favored over any other 
advisory account, and thus, each account will participate in an aggregated order at the average 
share price. Legacy will not aggregate a Client's order if in a particular instance Legacy believes 
that aggregation would cause the Client's cost of execution to be increased. Folio will be 
notified of the amount of each trade for each account.  
 
Directed Brokerage 
 
If a client instructs Folio to direct brokerage to particular broker/dealers in connection with 
transactions for the client’s account, commissions are generally a matter of negotiation between 
the client and the broker/dealer; as a result, the price they pay may not be the lowest. 
 
Item 13  Review of Accounts 
 
Michael Lutz, Michael Wren, Nicholas Neukirch, Jim Reardon, Luanne Underwood, and Michael 
Farris perform reviews of all investment advisory accounts no less than semi-annually. Accounts 
are reviewed for consistency with the investment strategy, investment allocation, performance, 
and asset quality, among other things. Reviews may be triggered by changes in an account 
holder’s personal, tax, or financial status. Macroeconomic and company specific events may 
also trigger reviews. There is currently no limit on the number of accounts that can be reviewed 
by Michael Lutz, Michael Wren, Nicholas Neukirch, Jim Reardon, Luanne Underwood, or 
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Michael Farris. Reviews are done in person or over the phone. 
 
Advisory account statements are generated no less than quarterly. These statements are sent 
directly to the account owner. These reports list the account positions, activity in the account 
over the covered period, and other related information. Clients are also sent confirmations 
following each account transaction. 
 
In addition to quarterly account reviews, Michael Lutz, Michael Wren, Nicholas Neukirch, Jim 
Reardon, Luanne Underwood, and Michael Farris may utilize support material to review client 
accounts, including Weekly Email Market Commentary, Monthly Trade Logs, and Monthly 
Performance Updates. 
 
Legacy offers complimentary financial planning services all individual clients on an annual 
basis. Clients are required to enter into a new Financial Planning Agreement each year a 
financial plan is initiated. 
 
Item 14  Client Referrals and Other Compensation 
 
Incoming Referrals 
 
Legacy has no solicitation agreements in place at this time. They do however accept client and 
professional referrals on a non-compensatory basis. 
 
Referrals Out 
 
Legacy does not receive any compensation for any outside client referrals, including 
referrals made to estate planners, attorneys and/or tax preparation places. 
 
Other Compensation 
 
Legacy and its employees may receive additional non-cash compensation from advisory 
product sponsors.  Such compensation may not be tied to the sales of any products. 
Compensation may include such items as gifts valued at less than $300 annually, an 
occasional lunch, dinner or ticket to a sporting event, or reimbursement in connection with 
educational meetings or marketing or advertising initiatives. Advisory product sponsors may 
also pay for education or training events that may be attended by Legacy’s employees. 
 
Legacy receives an economic benefit from Schwab in the form of the support products and 
services it makes available to us and other independent investment advisors whose clients 
maintain their accounts at Schwab. These products and services, how they benefit us, and 
the related conflicts of interest are described above (see Item 12 – Brokerage Practices). The 
availability to us of Schwab’s products and services is not based on us giving particular 
investment advice, such as buying particular securities for our clients.  Legacy receives no 
additional compensation or economic benefits from the custodians we utilize. 
 

Item 15  Custody 
 
SEC Rule 206(4)-2 of the Advisers Act, defines custody to include possession of client funds 
or securities; any arrangement under which an advisor is permitted or authorized to withdraw 
client funds or securities; or any capacity that gives an advisor or its supervised persons legal 
ownership of or access to client funds or securities. 
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Legacy is deemed to have custody of client assets if, for example, the client authorizes us to 
instruct our custodians to deduct our advisory fees directly from the account or if the client 
grants us authority to move money to another person’s account.  Our custodians maintain 
actual custody of Legacy client assets. Legacy clients will receive account statements 
directly from our custodians at least quarterly. They will be sent to the email or postal 
mailing address clients provided to them. Legacy clients should carefully review those 
statements promptly when received. Legacy also urges our clients to compare the 
custodian’s account statements to the periodic portfolio reports our clients receive from us. 
 
Item 16  Investment Discretion 
 
Legacy requests discretionary authority from the client at the outset of an advisory relationship 
to select the identity and amount of securities to be bought or sold. Legacy may also exercise 
discretion to determine the broker/dealer or custodian to be used in the purchase or sale of 
securities for a client’s account. In all such cases, however, such discretion is to be exercised in 
a manner consistent with the stated investment objectives and client’s risk profile for the 
particular client account. 
 
When selecting securities and determining amounts, Legacy observes the investment policies, 
limitations and restrictions of the clients for which it advises. Investment guidelines and 
restrictions must be provided to Legacy in writing. 
 
The client grants the Advisor limited power of attorney with discretionary trading authority to 
effect transactions in a client account by designating a discretionary relationship on the 
Investment Advisory Agreement. 
 
Clients that have selected to invest assets using a portfolio manager grant the manager of those 
portfolios discretion to buy, sell, and trade in securities that meet the client’s objectives. 
 
Item 17  Voting Client Securities 
 
As a matter of firm policy and practice, Legacy does not have any authority to and does not vote 
proxies on behalf of advisory clients. Clients retain the responsibility for receiving and voting 
proxies for any and all securities maintained in client portfolios. Clients may receive proxies or 
solicitations from a transfer agent, fund company, or Schwab in relationship to their investments 
with Legacy. Legacy and associated persons will not be required to take any action or render 
advice with respect to the voting of proxies. 
 
Legacy clients may contact us by phone or email with questions regarding any solicitation or 
proxy they may have received from a transfer agent, fund company, custodian. 
 
Item 18  Financial Information 
 
Registered investment advisors are required in this Item to provide you with certain financial 
information or disclosures about Legacy’s financial condition. Legacy has no financial 
commitment that impairs its ability to meet contractual and fiduciary commitments to clients, and 
has not been the subject of a bankruptcy proceeding. 
 
Legacy does not require nor solicit prepayment of more than $500 in fees per client, six months 
or more in advance and therefore is not required to provide, and has not provided, a balance 
sheet. 
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Part 2B of Form ADV: Firm Brochure Supplement 
Michael W. Lutz 

 
Item 1 Cover Page 

 
Legacy Financial Strategies, LLC (“Legacy”) 

 
4060 Indian Creek Parkway 
Overland Park, KS 66207 

Phone: (913) 403-0600 
Fax: (913) 403-0700 

 
Website: http://www.legacykc.com  

Email Address: 
Michael W. Lutz: michael.lutz@legacykc.com 

 
Date: March 7, 2017 

 
This brochure supplement provides information about Michael W. Lutz that supplements the Legacy 
Financial Strategies, LLC brochure. You should have received a copy of that brochure. Please contact 
us at (913) 403-0600 or one of the email addresses listed above if you did not receive Legacy Financial 
Strategies, LLC’s brochure or if you have any questions about the contents of this supplement. 

 
Additional information about Michael W. Lutz also is available on the Securities and Exchange 
Commission’s website at  www.adviserinfo.sec.gov. 
 
Item 2 Educational Background and Business Experience 

 
Formal Education and Business Background 

 
Michael W. Lutz has an MBA from the University of Kansas. He is a Certified Financial Planner (CFP®) 
with over 15 years of investment advisory experience.  His resume as follows: 
 

• 1996 to 2000: Registered Representative with Edward Jones 
• 2000 to 2011: Registered Representative and Investment Adviser Representative with LPL 

Financial, LLC 
• 2011 to present: Investment Adviser Representative and CEO, Legacy Financial Strategies, LLC 

 
Michael also has over 13 years of banking experience, prior to investment advisory experience, which 
includes: 

 
• 2 years with Fourth National Bank, Wichita, KS 
• 2 years with Bank IV, Topeka, KS 
• 2 years with Commerce Bancshares, Inc., Kansas City, MO 
• 8 years as President of Peoples State Bank, Topeka, KS  

 
Michael Lutz’s birthdate is September 4, 1962. 
 
Certified Financial Planner™ (CFP®) Designation 

 
The CFP® certification is a voluntary certification; no federal or state law or regulation requires 
financial planners to hold CFP® certification. It is recognized in the United States and a number of 
other countries for its (1) high standard of professional education; (2) stringent code of conduct and 
standards of practice; and (3) ethical requirements that govern professional engagements with clients. 

 
To attain the right to use the CFP® marks, an individual must satisfactorily fulfill the following 

http://www.adviserinfo.sec.gov/
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requirements: 
• Education – Complete an advanced college-level course of study addressing the financial 

planning subject areas that CFP Board’s studies have determined as necessary for the competent 
and professional delivery of financial planning services, and attain a Bachelor’s Degree from a 
regionally accredited United States college or university (or its equivalent from a foreign 
university). CFP Board’s financial planning subject areas include insurance planning and risk 
management, employee benefits planning, investment planning, income tax planning, retirement 
planning, and estate planning; 

• Examination – Pass the comprehensive CFP® Certification Examination. The examination, 
administered in 10 hours over a two-day period, includes case studies and client scenarios 
designed to test one’s ability to correctly diagnose financial planning issues and apply one’s 
knowledge of financial planning to real world circumstances; 

• Experience – Complete at least three years of full-time financial planning-related 
experience (or the equivalent, measured as 2,000 hours per year); and 

• Ethics – Agree to be bound by CFP Board’s Standards of Professional Conduct, a set of 
documents outlining the ethical and practice standards for CFP® professionals. 

 
Individuals who become certified must complete the following ongoing education and ethics 
requirements in order to maintain the right to continue to use the CFP® marks: 

• Continuing Education – Complete 30 hours of continuing education hours every two years, 
including two hours on the Code of Ethics and other parts of the Standards of Professional 
Conduct, to maintain competence and keep up with developments in the financial planning field; 
and 

• Ethics – Renew an agreement to be bound by the Standards of Professional Conduct. The 
Standards prominently require that CFP® professionals provide financial planning services at a 
fiduciary standard of care. This means CFP® professionals must provide financial planning 
services in the best interests of their clients. 

 
CFP® professionals who fail to comply with the above standards and requirements may be subject to 
CFP Board’s enforcement process, which could result in suspension or permanent revocation of their 
CFP® certification. 

 
Item 3 Disciplinary Information 

 
Registered investment advisers are required to disclose all material facts regarding any legal or 
disciplinary events that would be material to your evaluation of Legacy or the integrity of Legacy’s 
management. 

 
Michael Lutz has not been involved in any disciplinary action, nor found liable in any arbitration claims 
or civil proceedings. He has not been the subject of a bankruptcy petition. 

 
Item 4 Other Business Activities 

 
Michael Lutz is a registered investment advisor representative. In addition to investment advisory 
services, Michael Lutz provides financial planning and insurance related services. Michael spends 
approximately 10% of his total activities on insurance business and approximately 10% on financial 
planning. 

 
Legacy is an insurance agency. Michael Lutz, licensed insurance agent, affiliated with the agency 
license of Legacy. In these capacities, Mr. Lutz may recommend insurance, advisory services or other 
products and receive compensation if products are purchased through Michael Lutz and through 
Legacy. Thus, a conflict of interest exists between the interests of Michael Lutz and those of advisory 
clients. However, clients are under no obligation to act upon any recommendations of Michael Lutz or 
effect any transactions through Michael Lutz if they decide to follow the recommendations. 

 
Financial Industry Affiliations and Activities 
 
Legacy’s primary business function is to provide investment advisory services. Michael Lutz also 
provides financial planning and insurance related services. 
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Legacy has no relationships or arrangements with issuers of securities. 

 
Performance-Based Fees 

 
Legacy does not charge any performance-based fees (fees based on a share of capital gains on or 
capital appreciation of the assets of a client). 

 
Item 5 Additional Compensation 

 
Incoming Referrals 
 
Legacy has no solicitation agreements in place at this time. They do however accept client and 
professional referrals on a non-compensatory basis. 

 
Referrals Out 
 
Legacy does not receive any compensation for any outside client referrals, including referrals made to 
estate planners, attorneys and/or tax preparation places. 

 
Insurance and Retirement Plan Services 
 
Michael Lutz may receive commissions for the sale of insurance products. Michael Lutz may also be 
compensated for performing advisory services on qualified retirement plans. 

 
Other Compensation 
 
Legacy and its employees may receive additional non-cash compensation from advisory product 
sponsors. Such compensation may not be tied to the sales of any products. Compensation may include 
such items as gifts valued at less than $300 annually, an occasional dinner or ticket to a sporting event, 
or reimbursement in connection with educational meetings or marketing or advertising initiatives. 
Advisory product sponsors may also pay for education or training events that may be attended by 
Legacy’s employees or its clients. 
 
Item 6 Supervision 

 
Michael Lutz currently supervises Gretchen Vosburgh, Michael Wren, Nicholas Neukirch, Samuel Murray 
II, Jim Reardon, and Luanne Underwood. He supervises and advises on insurance, advisory, and 
compliance related activities. He may be contacted via electronic mail: michael.lutz@legacykc.com; or 
by phone: (913) 403-0600. 
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Part 2B of Form ADV: Firm Brochure Supplement 
Gretchen C. Vosburgh 
 
Item 1 Cover Page 
 

Legacy Financial Strategies, LLC (“Legacy”) 
 

4060 Indian Creek Parkway 
Overland Park, KS 66207 

Phone: (913) 403-0600 
Fax: (913) 403-0700 

 
Website: http://www.legacykc.com  

Email Address: 
Gretchen C. Vosburgh: gretchen.vosburgh@legacykc.com 

 
Date: March 7, 2017 

 
This brochure supplement provides information about Gretchen C. Vosburgh that supplements the 
Legacy Financial Strategies, LLC brochure. You should have received a copy of that brochure. 
Please contact us at (913) 403-0600 or one of the email addresses listed above if you did not receive 
Legacy Financial Strategies, LLC’s brochure or if you have any questions about the contents of this 
supplement. 

 
Additional information about Gretchen C. Vosburgh also is available on the Securities and Exchange 
Commission’s website at  www.adviserinfo.sec.gov. 

 
Item 2 Educational Background and Business Experience 

 
Formal Education and Business Background 

 
Gretchen C. Vosburgh has a Bachelor’s of Science Degree in Management Information Systems 
(MIS) and a minor in Management from Oklahoma State University, Stillwater, Oklahoma. She 
worked as a systems engineer and project leader for DST Systems, Inc. before joining Legacy 
Financial Strategies. During her 18-year tenure with DST Systems, she worked with broker/dealers, 
investment advisers, and mutual fund companies providing regulatory and software solutions. 

 
Gretchen Vosburgh’s birthdate is April 15, 1971. 

 
Item 3 Disciplinary Information 

 
Gretchen Vosburgh has not been involved in any disciplinary action, nor found liable in any arbitration 
claims or civil proceedings. She has not been the subject of a bankruptcy petition. 

 
Item 4 Other Business Activities 

 
Gretchen Vosburgh is a registered investment advisor representative. In addition to investment 
advisory services, she provides financial planning support and insurance related services. Gretchen 
spends approximately 10% of her total activities on insurance business and approximately 5% on 
financial planning. 

 
Legacy is an insurance agency. Gretchen Vosburgh is a licensed insurance agent, affiliated with the 
agency license of Legacy. In these capacities, she may recommend insurance or other products and 
receive compensation if products are purchased through Legacy or other advisors within the firm. 
Thus, a conflict of interest exists between the interests of Gretchen Vosburgh and those of advisory 
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clients. However, clients are under no obligation to act upon any recommendations of Gretchen 
Vosburgh or effect any transactions through Gretchen Vosburgh if they decide to follow the 
recommendations. 

 
Financial Industry Affiliations and Activities 

 
Legacy’s primary business function is to provide investment advisory services. Gretchen Vosburgh 
also provides financial planning support and insurance related services. 

 
Legacy has no relationships or arrangements with issuers of securities. 

 
Performance-Based Fees 

 
Legacy does not charge any performance-based fees (fees based on a share of capital gains on or 
capital appreciation of the assets of a client). 

 
Item 5 Additional Compensation 

 
Incoming Referrals 
 
Legacy has no solicitation agreements in place at this time. They do however accept client and 
professional referrals on a non-compensatory basis. 

 
Referrals Out 
 
Legacy does not receive any compensation for any outside client referrals, including referrals made to 
estate planners, attorneys and/or tax preparation places. 

 
Insurance and Retirement Plan Services 
 
Gretchen Vosburgh may receive commissions for the sale of insurance products. Gretchen Vosburgh 
may also be compensated for performing advisory services on qualified retirement plans. 

 
Other Compensation 
 
Legacy and its employees may receive additional non-cash compensation from advisory product 
sponsors. Such compensation may not be tied to the sales of any products. Compensation may 
include such items as gifts valued at less than $300 annually, an occasional dinner or ticket to a 
sporting event, or reimbursement in connection with educational meetings or marketing or advertising 
initiatives. Advisory product sponsors may also pay for education or training events that may be 
attended by Legacy’s employees or its clients. 
 
Item 6 Supervision 

 
Gretchen Vosburgh is currently supervised by Michael Lutz. Michael may be contacted via electronic 
mail:  michael.lutz@legacykc.com; or by phone (913) 403-0600. 
 

mailto:michael.lutz@legacykc.com
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Part 2B of Form ADV: Firm Brochure Supplement 
Michael V. Wren 

 
Item 1 Cover Page 

 
Legacy Financial Strategies, LLC (“Legacy”) 

 
4060 Indian Creek Parkway 
Overland Park, KS 66207 

Phone: (913) 403-0600 
Fax: (913) 403-0700  

Website: http://www.legacykc.com  
Email Address: 

Michael V. Wren: mike.wren@legacykc.com 
 

Date: March 7, 2017 
 
This brochure supplement provides information about Michael V. Wren that supplements the Legacy 
Financial Strategies, LLC brochure. You should have received a copy of that brochure. Please contact 
us at (913) 403-0600 or one of the email addresses listed above if you did not receive Legacy Financial 
Strategies, LLC’s brochure or if you have any questions about the contents of this supplement. 

 
Additional information about Michael V. Wren also is available on the Securities and Exchange 
Commission’s website at  www.adviserinfo.sec.gov. 

 
Item 2 Educational Background and Business Experience 

 
Formal Education and Business Background 

 
Michael V. Wren holds a Bachelor of Arts degree in Social and Behavioral Science from Seton Hall 
University in South Orange, New Jersey. Before joining Legacy Financial Strategies, he worked as a 
Financial Advisor at Ameriprise Financial. During his six years at Ameriprise, he offered investment 
advice and financial planning guidance to his clients. Previous to Ameriprise, he worked as both an 
advisor and manager at First Investors Corporation in New York and Kansas. In addition to client 
advisory responsibilities, he was also a manager. He trained and supervised other representatives, 
as well as recruited and hired new employees. He is a Certified Financial Planner (CFP®) 
professional. 

 
Michael Wren’s birthdate is February 9, 1979. 

 
Certified Financial Planner™ (CFP®) Designation 

 
The CFP® certification is a voluntary certification; no federal or state law or regulation requires 
financial planners to hold CFP® certification. It is recognized in the United States and a number of 
other countries for its (1) high standard of professional education; (2) stringent code of conduct and 
standards of practice; and (3) ethical requirements that govern professional engagements with clients. 

 
To attain the right to use the CFP® marks, an individual must satisfactorily fulfill the following 
requirements: 

• Education – Complete an advanced college-level course of study addressing the financial 
planning subject areas that CFP Board’s studies have determined as necessary for the 
competent and professional delivery of financial planning services, and attain a Bachelor’s 
Degree from a regionally accredited United States college or university (or its equivalent from a 
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foreign university). CFP Board’s financial planning subject areas include insurance planning 
and risk management, employee benefits planning, investment planning, income tax planning, 
retirement planning, and estate planning; 

• Examination – Pass the comprehensive CFP® Certification Examination. The examination, 
administered 

in 10 hours over a two-day period, includes case studies and client scenarios designed to test 
one’s ability to correctly diagnose financial planning issues and apply one’s knowledge of 
financial planning to real world circumstances; 

• Experience – Complete at least three years of full-time financial planning-related 
experience (or the equivalent, measured as 2,000 hours per year); and 

• Ethics – Agree to be bound by CFP Board’s Standards of Professional Conduct, a set of 
documents outlining the ethical and practice standards for CFP® professionals. 

 
Individuals who become certified must complete the following ongoing education and ethics 
requirements in order to maintain the right to continue to use the CFP® marks: 

• Continuing Education – Complete 30 hours of continuing education hours every two years, 
including two hours on the Code of Ethics and other parts of the Standards of Professional 
Conduct, to maintain competence and keep up with developments in the financial planning 
field; and 

• Ethics – Renew an agreement to be bound by the Standards of Professional Conduct. The 
Standards prominently require that CFP® professionals provide financial planning services at a 
fiduciary standard of care. This means CFP® professionals must provide financial planning 
services in the best interests of their clients. 

 
CFP® professionals who fail to comply with the above standards and requirements may be subject to 
CFP Board’s enforcement process, which could result in suspension or permanent revocation of their 
CFP® certification. 

 
Item 3 Disciplinary Information 

 
Michael Wren has not been involved in any disciplinary action, nor found liable in any arbitration claims 
or civil proceedings. He has not been the subject of a bankruptcy petition. 

 
Item 4 Other Business Activities 

 
Michael Wren is a registered investment advisor representative. In addition to investment advisory 
services, he provides financial planning support and insurance related services. Michael spends 
approximately 10% of his total activities on insurance business and approximately 30% on financial 
planning. 

 
Legacy is an insurance agency. Michael Wren is a licensed insurance agent, affiliated with the agency 
license of Legacy. In these capacities, he may recommend insurance or other products and receive 
compensation if products are purchased through Mr. Wren, Legacy, or other advisors within the firm. 
Thus, a conflict of interest exists between the interests of Michael Wren and those of advisory clients. 
However, clients are under no obligation to act upon any recommendations of Michael Wren or effect any 
transactions through Michael Wren if they decide to follow the recommendations. 
 
Community Activities 
 
Mr. Wren currently serves on the Board of Directors for the Financial Planning Association of Greater 
Kansas City. This organization provides its membership of local financial planning professionals a forum 
for education and career development.  Its mission is to serve members by providing educational, 
networking, and mentoring opportunities.  They also promote the value of financial planning to the 
public and represent professional interests to governmental groups.  More information on the 
organization can be found at www.fpakc.org.  The FPA is a non-profit organization that has chapters 
throughout the country. 
 

http://www.fpakc.org/
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Mr. Wren’s responsibilities as Director of the Partnership Committee include: 
• Attend chapter and board meetings 
• Recruit, organize, and coordinate with FPA sponsors 
• Communicate with sponsors regarding events and industry news 
• Heighten community awareness and benefits of the organization 

 
His unpaid, volunteer position with the FPAKC is appointed and his term as of January 2017 is one year 
in length.   

 
Financial Industry Affiliations and Activities 

 
Legacy’s primary business function is to provide investment advisory services. Michael Wren 
also provides financial planning support and insurance related services. 

 
Legacy has no relationships or arrangements with issuers of securities. 

 
Performance-Based Fees 

 
Legacy does not charge any performance-based fees (fees based on a share of capital gains on or 
capital appreciation of the assets of a client). 

 
Item 5 Additional Compensation 

 
Incoming Referrals 
 
Legacy has no solicitation agreements in place at this time. They do however accept client and 
professional referrals on a non-compensatory basis. 

 
Referrals Out 
 
Legacy does not receive any compensation for any outside client referrals, including referrals made to 
estate planners, attorneys and/or tax preparation places. 

 
Insurance and Retirement Plan Services 
 
Michael Wren may receive commissions for the sale of insurance products. Michael Wren may also be 
compensated for performing advisory services on qualified retirement plans. 

 
Other Compensation 
 
Legacy and its employees may receive additional non-cash compensation from advisory product 
sponsors. Such compensation may not be tied to the sales of any products. Compensation may 
include such items as gifts valued at less than $300 annually, an occasional dinner or ticket to a 
sporting event, or reimbursement in connection with educational meetings or marketing or advertising 
initiatives. Advisory product sponsors may also pay for education or training events that may be 
attended by Legacy’s employees or its clients. 
 
Item 6 Supervision 

 
Michael Wren is currently supervised by Michael Lutz. Michael Lutz may be contacted via electronic mail:  
michael.lutz@legacykc.com; or by phone: (913) 403-0600. 

  

mailto:michael.lutz@legacykc.com
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Part 2B of Form ADV: Firm Brochure Supplement 
Nicholas S. Neukirch 
 
Item 1 Cover Page 
 

Legacy Financial Strategies, LLC (“Legacy”) 
 

1414 Southwest Ashworth Place, Suite 200 
Topeka, KS  66604 

Phone: (785) 215-8080 
Fax: (785) 271-8085 

 
Website: http://www.legacykc.com 

 

Email Address:  
Nicholas S. Neukirch: nick.neukirch@legacykc.com 

 
Date: March 7, 2017 

 
This brochure supplement provides information about Nicholas S. Neukirch that supplements the Legacy 
Financial Strategies, LLC brochure. You should have received a copy of that brochure. Please contact 
us at (913) 403-0600 or one of the email addresses listed above if you did not receive Legacy Financial 
Strategies, LLC’s brochure or if you have any questions about the contents of this supplement. 

 
Additional information about Nicholas S. Neukrich also is available on the Securities and Exchange 
Commission’s website at  www.adviserinfo.sec.gov. 

 
Item 2 Educational Background and Business Experience 

 
Formal Education and Business Background 

 
Nicholas S. Neukirch (“Nick”) has a Bachelor’s of Science in Marketing degree from Washburn 
University.  In 2012, he joined VSR Advisory Services as a registered representative and President of 
Peoples Benefit Group, LLC.   
 
Prior to 2012, Nick was employed by BRB Contractors, Inc. and Goodyear Tire and Rubber Company. 
 
Nicholas’ birthdate is November 5, 1964. 

 
Item 3 Disciplinary Information 

 
Nicholas Neukirch has not been involved in any disciplinary action, nor found liable in any arbitration 
claims or civil proceedings. He has not been the subject of a bankruptcy petition. 

 
Item 4 Other Business Activities 

 
Financial Industry Affiliations and Activities 

 
Legacy’s primary business function is to provide investment advisory services. In addition to 
investment advisory services, Nicholas also provides financial planning support and investment 
research to the firm. 

 
Legacy has no relationships or arrangements with issuers of securities. 
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Community Activities 
 
Mr. Neukirch currently serves as a member of the Finance Committee for CASA (Court Appointed 
Special Advocate) of Shawnee County located in Topeka, Kansas. The organization’s address is 501 
SE Jefferson Suite 2002, Topeka, KS. The purpose of CASA is to assist children that are involved in the 
court system, and need advocates to help with the decisions made in court and often the future of the 
child.  CASA is a 501(c)(3) non-profit organization.  
 
Mr. Neurkirch’s responsibilities on CASA’s Finance Committee includes:  

• Attend board or committee meetings 
• Review fiscal budget 
• Attend organization events 

 
His unpaid, volunteer, position with the CASA of Shawnee County is appointed and his term as of 
September 2016 is two years in length.   

 
Conflict of Interest 
 
Mr. Neukirch is currently a member of the Finance Committee of the United Way of Greater Topeka, 
1315 SW Arrowhead Road, Topeka, KS 66604.   The United Way of Greater Topeka is a community-
based, non-profit organization that focuses on education, financial stability, and health of the local 
Topeka and surrounding areas. The United Way is a 501(c)(3) nonprofit organization. 
 
As a Finance Committee member, his responsibilities include assisting with: 

• Overview of the fiscal budget for the organization 
• Overseeing management of the funds that the United Way receives by way of private donations 

and grants  
• Reviewing investment policy statements, performance, and recommendations for asset 

allocation of these funds 
• Selection or termination of the investment managers or custodians 
• Evaluating cash and liquidity needs of the organization 

 
His role is volunteer and unpaid. His term length as of February 2016 will conclude in 2018. 
 
Legacy is current advisor of record on the United Way of Greater Topeka 403(b) plan with Security 
Benefit Group as the custodian.  Legacy’s role on the plan includes employee education, investment 
recommendations for the plan, and enrollment assistance for the plan sponsor and participants. 
 
The responsibilities Mr. Neukirch maintains on the Finance Committee for the organization are separate 
and distinct from the Legacy’s involvement on the United Way’s employee 403(b) plan. The assets for 
each are managed separately.  The firm ensures Mr. Neukirch’s responsibilities on the plan and with the 
organization are approved and documented to mitigate any issues that may arise between the 
management of plan assets and his committee role with direction of organization funds.  Mr. Neukirch is 
also required to request approval annually from the Firm for his role with the Finance Committee or any 
other role he may play as part of the core organization. 
 
Performance-Based Fees 

 
Legacy does not charge any performance-based fees (fees based on a share of capital gains on or 
capital appreciation of the assets of a client). 
 
Item 5 Additional Compensation 

 
Incoming Referrals 
 
Legacy has no solicitation agreements in place at this time. They do however accept client and 
professional referrals on a non-compensatory basis. 
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Referrals Out 
 
Legacy does not receive any compensation for any outside client referrals, including referrals made to 
estate planners, attorneys and/or tax preparation places. 
 
Retirement Plan Services 
 
Nicholas Neukirch may receive commissions for the sale of insurance products.  Nicholas Neukirch may 
also be compensated for performing advisory services on qualified retirement plans or as a consultant for 
groups or individuals. 

 
Other Compensation 
 
Legacy and its employees may receive additional non-cash compensation from advisory product 
sponsors. Such compensation may not be tied to the sales of any products. Compensation may 
include such items as gifts valued at less than $300 annually, an occasional dinner or ticket to a 
sporting event, or reimbursement in connection with educational meetings or marketing or advertising 
initiatives. Advisory product sponsors may also pay for education or training events that may be 
attended by Legacy’s employees or its clients. 

 
Item 6 Supervision 

 
Nicholas Neukirch is currently supervised by Michael Lutz. Michael may be contacted via electronic mail: 
michael.lutz@legacykc.com or by phone: (913) 403-0600. 
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Part 2B of Form ADV: Firm Brochure Supplement 
Samuel L. Murray II 
 
Item 1 Cover Page 
 

Legacy Financial Strategies, LLC (“Legacy”) 
 

4060 Indian Creek Parkway 
Overland Park, KS  66207 

Phone: (913) 403-0600 
Fax: (913) 403-0700  

Website: http://www.legacykc.com  
Email Address: 

Samuel L. Murray II: sam.murray@legacykc.com 
 

Date: March 7, 2017 
 
This brochure supplement provides information about Samuel L. Murray II that supplements the Legacy 
Financial Strategies, LLC brochure. You should have received a copy of that brochure. Please contact 
us at (913) 403-0600 or one of the email addresses listed above if you did not receive Legacy Financial 
Strategies, LLC’s brochure or if you have any questions about the contents of this supplement. 

 
Additional information about Samuel L. Murray II also is available on the Securities and Exchange 
Commission’s website at  www.adviserinfo.sec.gov. 

 
Item 2 Educational Background and Business Experience 

 
Formal Education and Business Background 
 
Samuel L. Murray II (“Sam”) has a Bachelor’s of Science degree in Sociology from Kansas State 
University, Manhattan, Kansas.  Over the last 25 years Sam has been in sales helping businesses 
achieve their goals. During Sam’s 9-year tenure at Paychex Inc., he was the Senior Retirement Sales 
Specialist in charge of designing and implementing retirement plans for businesses in Kansas and 
Missouri. Most recently at Great Plains Trust Company, he was the Managing Director for the Northeast 
Region.  In this capacity, he worked with plan sponsors and their participants located in the northeastern 
portion of the country. 

 
Prior to his position with Paychex, Inc., Sam held sales executive positions with Midwest Equipment and 
Factory Motor Parts. 
 
Sam’s birthdate is May 9, 1969. 

 
Item 3 Disciplinary Information 

 
Samuel L. Murray II has not been involved in any disciplinary action, nor found liable in any arbitration 
claims or civil proceedings. He has not been the subject of a bankruptcy petition. 

 
Item 4 Other Business Activities 

 
Financial Industry Affiliations and Activities 

 
Legacy’s primary business function is to provide investment advisory services. In addition to 
investment advisory services, Samuel also provides institutional plan and investment research to the 
firm. 
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Legacy has no relationships or arrangements with issuers of securities. 

 
Performance-Based Fees 

 
Legacy does not charge any performance-based fees (fees based on a share of capital gains on or 
capital appreciation of the assets of a client). 
 
Item 5 Additional Compensation 

 
Incoming Referrals 
 
Legacy has no solicitation agreements in place at this time. They do however accept client and 
professional referrals on a non-compensatory basis. 

 
Referrals Out 
 
Legacy does not receive any compensation for any outside client referrals, including referrals made to 
estate planners, attorneys and/or tax preparation places. 
 
Retirement Plan Services 
 
Samuel Murray II may receive commissions for the sale of insurance products. Samuel may be 
compensated for performing advisory services and support on qualified retirement plans.  He may also 
be compensated for advisory retirement plan business or performing investment consultation services 
for groups or individuals. 

 
Other Compensation 
 
Legacy and its employees may receive additional non-cash compensation from advisory product 
sponsors. Such compensation may not be tied to the sales of any products. Compensation may 
include such items as gifts valued at less than $300 annually, an occasional dinner or ticket to a 
sporting event, or reimbursement in connection with educational meetings or marketing or advertising 
initiatives. Advisory product sponsors may also pay for education or training events that may be 
attended by Legacy’s employees or its clients. 

 
Item 6 Supervision 

 
Samuel L. Murray II is currently supervised by Michael Lutz. Michael may be contacted via electronic 
mail: michael.lutz@legacykc.com or by phone: (913) 403-0600. 
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Part 2B of Form ADV: Firm Brochure Supplement 
Jim Reardon  
 
Item 1 Cover Page 
 

Legacy Financial Strategies, LLC (“Legacy”) 
 

1414 Southwest Ashworth Place, Suite 200 
Topeka, KS  66604 

Phone: (785) 215-8080 
Fax: (785) 271-8085 

 

Website: http://www.legacykc.com 
 

Email Address: 
James N. Reardon “Jim”: jim.reardon@legacykc.com 

 
Date: April 6, 2017 

 
This brochure supplement provides information about James N. Reardon that supplements the Legacy 
Financial Strategies, LLC brochure. You should have received a copy of that brochure. Please contact 
us at (913) 403-0600 or one of the email addresses listed above if you did not receive Legacy Financial 
Strategies, LLC’s brochure or if you have any questions about the contents of this supplement. 

 
Additional information about James N. Reardon also is available on the Securities and Exchange 
Commission’s website at  www.adviserinfo.sec.gov. 

 
Item 2 Educational Background and Business Experience 

 
Formal Education and Business Background 
 
James N. Reardon, “Jim”, holds a Bachelor of Arts degree in Secondary Education from Kansas State 
University.  He also earned his Juris Doctorate in Law from Washburn University Law School.  Prior to 
joining Legacy Financial Strategies, he was president of People’s Wealth Management, and registered 
representative with VSR Advisory Services.  Jim has also worked as an advisor, registered 
representative, and financial planner in various other firms or banks, and has performed extensive 
board and committee work with local Financial Planning Association (FPA) chapters.  He is a Certified 
Financial Planner (CFP®) professional. 
 
Jim Reardon’s birthdate is March 31, 1942. 
 
Certified Financial Planner™ (CFP®) Designation 

 
The CFP® certification is a voluntary certification; no federal or state law or regulation requires 
financial planners to hold CFP® certification. It is recognized in the United States and a number of 
other countries for its (1) high standard of professional education; (2) stringent code of conduct and 
standards of practice; and (3) ethical requirements that govern professional engagements with clients. 

 
To attain the right to use the CFP® marks, an individual must satisfactorily fulfill the following 
requirements: 

• Education – Complete an advanced college-level course of study addressing the financial 
planning subject areas that CFP Board’s studies have determined as necessary for the 
competent and professional delivery of financial planning services, and attain a Bachelor’s 
Degree from a regionally accredited United States college or university (or its equivalent from a 
foreign university). CFP Board’s financial planning subject areas include insurance planning 
and risk management, employee benefits planning, investment planning, income tax planning, 
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retirement planning, and estate planning; 
• Examination – Pass the comprehensive CFP® Certification Examination. The examination, 

administered in 10 hours over a two-day period, includes case studies and client scenarios 
designed to test one’s ability to correctly diagnose financial planning issues and apply one’s 
knowledge of financial planning to real world circumstances; 

• Experience – Complete at least three years of full-time financial planning-related 
experience (or the equivalent, measured as 2,000 hours per year); and 

• Ethics – Agree to be bound by CFP Board’s Standards of Professional Conduct, a set of 
documents outlining the ethical and practice standards for CFP® professionals. 

 
Individuals who become certified must complete the following ongoing education and ethics 
requirements in order to maintain the right to continue to use the CFP® marks: 

• Continuing Education – Complete 30 hours of continuing education hours every two years, 
including two hours on the Code of Ethics and other parts of the Standards of Professional 
Conduct, to maintain competence and keep up with developments in the financial planning 
field; and 

• Ethics – Renew an agreement to be bound by the Standards of Professional Conduct. The 
Standards prominently require that CFP® professionals provide financial planning services at a 
fiduciary standard of care. This means CFP® professionals must provide financial planning 
services in the best interests of their clients. 

 
CFP® professionals who fail to comply with the above standards and requirements may be subject to 
CFP Board’s enforcement process, which could result in suspension or permanent revocation of their 
CFP® certification. 
 
Juris doctor, or doctor of Jurisprudence, is the degree commonly conferred by law schools.  It is 
required in all states except California (which includes an option called law office study) to gain 
Admission to the Bar. Gaining admission to the bar means obtaining a license to practice law in a 
particular state or in federal court. 

 
Item 3 Disciplinary Information 

 
Jim Reardon has not been involved in any disciplinary action, nor found liable in any arbitration claims or 
civil proceedings. He has not been the subject of a bankruptcy petition. 

 
Item 4 Other Business Activities 

 
Jim Reardon is a registered investment advisor representative. In addition to investment advisory 
services, he provides financial planning support and insurance related services. Jim spends 
approximately 10% of his total activities on insurance business and approximately 10% on financial 
planning. 

 
Legacy is an insurance agency. Jim Reardon is a licensed insurance agent, affiliated with the agency 
license of Legacy. In these capacities, he may recommend insurance or other products and receive 
compensation if products are purchased through Mr. Reardon, Legacy, or other advisors within the firm. 
Thus, a conflict of interest exists between the interests of Jim Reardon and those of advisory clients. 
However, clients are under no obligation to act upon any recommendations of Jim Reardon or effect any 
transactions through Jim Reardon if they decide to follow the recommendations. 
 
Community Activities 
 
Mr. Reardon currently is a Board Member on the Countryside United Methodist Church Forever 
Foundation.  He also is a member of the Church’s Endowment Fund committee.  The organization’s 
address is 3221 SW Burlingame Road, Topeka, KS. This corporation was created for the establishing 
and managing charitable funds for the exclusive benefit of Countryside Methodist Church. It is a 
501(c)(3) nonprofit organization. Income from the endowment fund is distributed to active congregations 
of the Topeka District of the Great Plains Conference of the United Methodist Church. 
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Mr. Reardon’s responsibilities as a member of the board and member of the endowment committee 
include:  

• Attend board or committee meetings 
• Review and approve meeting minutes 
• Review the performance of the foundations’ investments 
• Review fiscal budget 
• Make recommendations for gifts to the fund as part of administration and oversight of the fund 
• Participate in fundraising activities to benefit the fund 
• Attend organization events 

 
His unpaid, volunteer position with the Countryside Methodist Church Endowment Forever Fund is 
appointed and is 3 years in length.   

 
Mr. Reardon also serves as a member of the Planned Giving Committee for Midland Care Connection 
of Topeka, Kansas. The organization is located at 200 SW Frazier Circle, Topeka, KS. Midland Care 
Connection provides end of life care, hospice, assisted living care for the aging and terminally ill.  
Midland is a nonprofit organization that currently serves Topeka and other communities in Kansas that 
include Ottawa, Lawrence, and Valley Falls. 
 
Mr. Reardon’s responsibilities as a member of the board and member of the committee include:  

• Educate donors, volunteers, and others on the benefits of planned giving 
• Attend board or committee meetings 
• Provide feedback to the Executive Director 
• Assist donors in making contributions to the organization 
• Attend organization events 
• Promote and participate in fundraising activities for the center 

 
His unpaid, volunteer position with Midland Care Connection Planned giving is appointed.  

 
Conflict of Interest 
 
Mr. Reardon is currently a board member and a member of the Investment Committee for The Villages, 
Incorporated, 7240 SW 10th Street, Topeka, KS  66615.  The Villages is a nonprofit 501(c)(3) 
organization that provides a family-home atmosphere for troubled youth in a secure and natural 
environment.  
 
Jim’s board position responsibilities include: 

• Reviewing activities and operations of the organization 
• Reviewing and approving the overall budget for the organization 
• Selection or termination of the Foundation’s investment managers, asset managers, or 

custodian(s) 
 

The Investment Committee is responsible for making decisions regarding organization or Foundation 
assets. Jim’s individual responsibilities on the committee include: 

 
• Recommend and assist in implementing investment policy  
• Review statements, performance, and recommendations for asset allocation of these funds 
• Meet regularly with third party investment managers  
• Review fees, costs, performance, benchmarks 

 
His volunteer, appointed role is unpaid and term length as of January 2017 is one year in length. Jim is in 
his third appointed term. 
 
Legacy is current advisor of record on The Villages, Inc. 403(b) retirement plan with Security Benefit 
Group as the custodian.  Legacy’s role on the plan includes employee education, investment 
recommendations for the plan, and enrollment assistance for the plan sponsor and participants. 
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The responsibilities Mr. Reardon maintains on the Investment Committee for the organization are 
separate and distinct from the Legacy’s involvement on the Villages employee 403(b) plan. The assets 
for each are managed separately.  The firm ensures Mr. Reardon’s responsibilities on the plan and with 
the organization are approved and documented to mitigate any issues that may arise between the 
management of plan assets and his committee role with direction of organization funds.  Mr. Reardon is 
also required to request approval annually from the Firm for his role with the Investment Committee or 
any other role he may play as part of the core organization. 
 
Financial Industry Affiliations and Activities 

 
Legacy’s primary business function is to provide investment advisory services. Jim Reardon also 
provides financial planning support and insurance related services. 

 
Legacy has no relationships or arrangements with issuers of securities. 

 
Performance-Based Fees 

 
Legacy does not charge any performance-based fees (fees based on a share of capital gains on or 
capital appreciation of the assets of a client). 

 
Item 5 Additional Compensation 

 
Incoming Referrals 
 
Legacy has no solicitation agreements in place at this time. They do however accept client and 
professional referrals on a non-compensatory basis. 

 
Referrals Out 
 
Legacy does not receive any compensation for any outside client referrals, including referrals made to 
estate planners, attorneys and/or tax preparation places. 

 
Insurance and Retirement Plan Services 
 
Jim Reardon may receive commissions for the sale of insurance products. Jim Reardon may also be 
compensated for performing advisory services on retirement plans or investment consultation services 
for groups or individuals. 

 
Other Compensation 
 
Legacy and its employees may receive additional non-cash compensation from advisory product 
sponsors. Such compensation may not be tied to the sales of any products. Compensation may 
include such items as gifts valued at less than $300 annually, an occasional dinner or ticket to a 
sporting event, or reimbursement in connection with educational meetings or marketing or advertising 
initiatives. Advisory product sponsors may also pay for education or training events that may be 
attended by Legacy’s employees or its clients. 
 
Item 6 Supervision 

 
Jim Reardon is currently supervised by Michael Lutz. Michael Lutz may be contacted via electronic mail:  
michael.lutz@legacykc.com; or by phone: (913) 403-0600. 

 
 

 
  

mailto:michael.lutz@legacykc.com
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Part 2B of Form ADV: Firm Brochure Supplement 
Luanne Underwood 

 
Item 1 Cover Page 

 
Legacy Financial Strategies, LLC (“Legacy”) 

 
4060 Indian Creek Parkway 
Overland Park, KS 66207 

Phone: (913) 403-0600 
Fax: (913) 403-0700 

 

Website: http://www.legacykc.com 
 

Email Address: 
Luanne Underwood: luanne.underwood@legacykc.com 

 
Date: March 7, 2017 

 
This brochure supplement provides information about Luanne Underwood that supplements the Legacy 
Financial Strategies, LLC brochure. You should have received a copy of that brochure. Please contact 
us at (913) 403-0600 or one of the email addresses listed above if you did not receive Legacy Financial 
Strategies, LLC’s brochure or if you have any questions about the contents of this supplement. 

 
Additional information about Luanne Underwood also is available on the Securities and Exchange 
Commission’s website at  www.adviserinfo.sec.gov. 

 
Item 2 Educational Background and Business Experience 

 
Formal Education and Business Background 

 
Luanne Underwood has a Bachelor’s of Science of Marketing degree from Kansas State University.  
She also has her MBA degree from Kansas State University. Prior to joining Legacy, Luanne worked for 
Clayton Financial Services in Topeka, Kansas.  During her tenure with Clayton, she provided asset 
management services to clients and assisted in financial planning.  In 2003, she joined Edward Jones 
as a registered representative, where she spent several years building a practice.  Before joining 
Edward Jones, Luanne was employed with Southwestern Bell/AT&T providing budgeting and 
forecasting expertise for their Kansas operation. 
 
Luanne’s birthdate is July 4, 1954. 

 
Item 3 Disciplinary Information 

 
Luanne Underwood has not been involved in any disciplinary action, nor found liable in any arbitration 
claims or civil proceedings. She has not been the subject of a bankruptcy petition. 

 
Item 4 Other Business Activities 

 
Financial Industry Affiliations and Activities 

 
Legacy’s primary business function is to provide investment advisory services. In addition to 
investment advisory services, Luanne also provides financial planning support and investment 
research to the firm. 

 
Legacy has no relationships or arrangements with issuers of securities. 
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Performance-Based Fees 

 
Legacy does not charge any performance-based fees (fees based on a share of capital gains on or 
capital appreciation of the assets of a client). 
 
Item 5 Additional Compensation 

 
Incoming Referrals 
 
Legacy has no solicitation agreements in place at this time. They do however accept client and 
professional referrals on a non-compensatory basis. 

 
Referrals Out 
 
Legacy does not receive any compensation for any outside client referrals, including referrals made to 
estate planners, attorneys and/or tax preparation places. 
 
Other Compensation 
 
Legacy and its employees may receive additional non-cash compensation from advisory product 
sponsors. Such compensation may not be tied to the sales of any products. Compensation may 
include such items as gifts valued at less than $300 annually, an occasional dinner or ticket to a 
sporting event, or reimbursement in connection with educational meetings or marketing or advertising 
initiatives. Advisory product sponsors may also pay for education or training events that may be 
attended by Legacy’s employees or its clients. 

 
Item 6 Supervision 
 
Luanne Underwood is currently supervised by Michael Lutz. Michael may be contacted via electronic 
mail: michael.lutz@legacykc.com or by phone: (913) 403-0600. 
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Part 2B of Form ADV: Firm Brochure Supplement 
Michael K. Farris 

 
Item 1 Cover Page 

 
Legacy Financial Strategies, LLC (“Legacy”) 

 
4060 Indian Creek Parkway 
Overland Park, KS 66207 

Phone: (913) 403-0600 
Fax: (913) 403-0700 

 

Website: http://www.legacykc.com 
 

Email Address: 
Michael K. Farris: michael.farris@legacykc.com 

 
Date: March 7, 2017 

 
This brochure supplement provides information about Michael K. Farris that supplements the Legacy 
Financial Strategies, LLC brochure. You should have received a copy of that brochure. Please contact 
us at (913) 403-0600 or one of the email addresses listed above if you did not receive Legacy Financial 
Strategies, LLC’s brochure or if you have any questions about the contents of this supplement. 

 
Additional information about Michael K. Farris also is available on the Securities and Exchange 
Commission’s website at  www.adviserinfo.sec.gov. 
 
Item 2 Educational Background and Business Experience 

 
Formal Education and Business Background 

 
Michael K. Farris (“Mike”) holds a Bachelor of Science degree in Business Administration with a 
double major in Accounting and Management from Missouri Western State University in St. Joseph, 
Missouri. Before joining Legacy Financial Strategies, Mike worked as a registered representative with 
Linsco Private Ledger.  Prior to LPL, he worked as registered representative with Edward Jones. Since 
1990, he was president of BMF Investments, Inc.  In the past Mike also held Certified Valuation Analyst 
(CVA), Certified Business Appraiser (CBA), Certified Public Accountant (CPA), and Personal 
Financial Specialist (PFS) designations. 

 
Michael Farris birthdate is April 13, 1956. 

 
Item 3 Disciplinary Information 

 
Mike Farris has not been involved in any disciplinary action, nor found liable in any arbitration claims or 
civil proceedings. He has not been the subject of a bankruptcy petition. 

 
Item 4 Other Business Activities 

 
Financial Industry Affiliations and Activities 

 
Legacy’s primary business function is to provide investment advisory services. Mike Farris 
provides financial planning support and performs investment-related research for the firm. 

 
Legacy has no relationships or arrangements with issuers of securities. 
Performance-Based Fees 

http://www.adviserinfo.sec.gov/
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Legacy does not charge any performance-based fees (fees based on a share of capital gains on or 
capital appreciation of the assets of a client). 

 
Item 5 Additional Compensation 

 
Incoming Referrals 
 
Legacy has no solicitation agreements in place at this time. They do however accept client and 
professional referrals on a non-compensatory basis. 

 
Referrals Out 
 
Legacy does not receive any compensation for any outside client referrals, including referrals made to 
estate planners, attorneys and/or tax preparation places. 

 
Insurance and Retirement Plan Services 
 
Michael Farris may be compensated for performing advisory services on qualified retirement plans. 

 
Other Compensation 
 
Legacy and its employees may receive additional non-cash compensation from advisory product 
sponsors. Such compensation may not be tied to the sales of any products. Compensation may 
include such items as gifts valued at less than $300 annually, an occasional dinner or ticket to a 
sporting event, or reimbursement in connection with educational meetings or marketing or advertising 
initiatives. Advisory product sponsors may also pay for education or training events that may be 
attended by Legacy’s employees or its clients. 
 
Item 6 Supervision 

 
Mike Farris is currently supervised by Michael Lutz. Michael Lutz may be contacted via electronic mail:  
michael.lutz@legacykc.com; or by phone: (913) 403-0600. 

 
  

mailto:michael.lutz@legacykc.com
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Part 2B of Form ADV: Firm Brochure Supplement 
Jacob Watts 

 
Item 1 Cover Page 

 
Legacy Financial Strategies, LLC (“Legacy”) 

 
4060 Indian Creek Parkway 
Overland Park, KS 66207 

Phone: (913) 403-0600 
Fax: (913) 403-0700 

 
Website: http://www.legacykc.com 

 

Email Address: 
Jacob Watts: jacob.watts@legacykc.com 

 
Date: April 3, 2017 

 
This brochure supplement provides information about Jacob Watts that supplements the Legacy 
Financial Strategies, LLC brochure. You should have received a copy of that brochure. Please contact 
us at (913) 403-0600 or one of the email addresses listed above if you did not receive Legacy Financial 
Strategies, LLC’s brochure or if you have any questions about the contents of this supplement. 

 
Additional information about Jacob Watts also is available on the Securities and Exchange 
Commission’s website at  www.adviserinfo.sec.gov. 

 
Item 2 Educational Background and Business Experience 

 
Formal Education and Business Background 

 
Jacob Watts has a Bachelor’s of Arts in Communication Studies degree from the University Kansas.  
Prior to joining Legacy, Jacob worked for Ameriprise Financial Services, Inc. as an advisor where he 
provided asset management and financial planning services to clients.  In 2005, he joined First Investors 
Financial Services as a registered representative, where he spent several years growing his client base 
and assisting in building the branch office. 
 
Jacob’s professional designations include CRPC® (Chartered Retirement Planning Counselor) and 
APMA® (Accredited Portfolio Management Advisor). 
 
Jacob’s birthday is May 5, 1981. 

 
Item 3 Disciplinary Information 

 
Jacob Watts has not been involved in any disciplinary action, nor found liable in any arbitration claims or 
civil proceedings. He has not been the subject of a bankruptcy petition. 

 
Item 4 Other Business Activities 

 
Financial Industry Affiliations and Activities 

 
Legacy’s primary business function is to provide investment advisory services. In addition to 
investment advisory services, Jacob also provides financial planning support and investment research 
to the firm. 

 
Legacy has no relationships or arrangements with issuers of securities. 
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Performance-Based Fees 

 
Legacy does not charge any performance-based fees (fees based on a share of capital gains on or 
capital appreciation of the assets of a client). 
 
Item 5 Additional Compensation 

 
Incoming Referrals 
 
Legacy has no solicitation agreements in place at this time. They do however accept client and 
professional referrals on a non-compensatory basis. 

 
Referrals Out 
 
Legacy does not receive any compensation for any outside client referrals, including referrals made to 
estate planners, attorneys and/or tax preparation places. 
 
Other Compensation 
 
Legacy and its employees may receive additional non-cash compensation from advisory product 
sponsors. Such compensation may not be tied to the sales of any products. Compensation may 
include such items as gifts valued at less than $300 annually, an occasional dinner or ticket to a 
sporting event, or reimbursement in connection with educational meetings or marketing or advertising 
initiatives. Advisory product sponsors may also pay for education or training events that may be 
attended by Legacy’s employees or its clients. 

 
Item 6 Supervision 
 
Jacob is currently supervised by Mike Wren. Mike may be contacted via electronic mail: 
mike.wren@legacykc.com or by phone: (913) 403-0600. 
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Part 2B of Form ADV: Firm Brochure Supplement 
David Dwyer 

 
Item 1 Cover Page 

 
Legacy Financial Strategies, LLC (“Legacy”) 

 
4060 Indian Creek Parkway 
Overland Park, KS 66207 

Phone: (913) 403-0600 
Fax: (913) 403-0700  

Website: http://www.legacykc.com 
 

Email Address: 
David Dwyer: david.dwyer@legacykc.com 

 
Date: April 3, 2017 

 
This brochure supplement provides information about David Dwyer that supplements the Legacy 
Financial Strategies, LLC brochure. You should have received a copy of that brochure. Please contact 
us at (913) 403-0600 or one of the email addresses listed above if you did not receive Legacy Financial 
Strategies, LLC’s brochure or if you have any questions about the contents of this supplement. 

 
Additional information about David Dwyer is also is available on the Securities and Exchange 
Commission’s website at  www.adviserinfo.sec.gov. 

 
Item 2 Educational Background and Business Experience 

 
Formal Education and Business Background 

 
David Dwyer has a Bachelor’s of Arts in English degree from the University Kansas.  Prior to joining 
Legacy, David worked for Ameriprise Financial Services, Inc. as an advisor where he provided asset 
management and financial planning services to clients.  He joined First Investors Financial Services in 
2006 as a registered representative, where he spent a number of years growing his client base and 
assisted building the Overland Park, KS branch office. 
 
David’s professional designations include CRPC® (Chartered Retirement Planning Counselor),  APMA® 
(Accredited Portfolio Management Advisor), and AAMS® (Accredited Asset Management Specialist). 
 
David’s birthday is November 3, 1980. 

 
Item 3 Disciplinary Information 

 
David Dwyer has not been involved in any disciplinary action, nor found liable in any arbitration claims or 
civil proceedings. He has not been the subject of a bankruptcy petition. 

 
Item 4 Other Business Activities 

 
Financial Industry Affiliations and Activities 

 
Legacy’s primary business function is to provide investment advisory services. In addition to 
investment advisory services, David also provides financial planning support and investment research 
to the firm. 

 
Legacy has no relationships or arrangements with issuers of securities. 
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Performance-Based Fees 

 
Legacy does not charge any performance-based fees (fees based on a share of capital gains on or 
capital appreciation of the assets of a client). 
 
Item 5 Additional Compensation 

 
Incoming Referrals 
 
Legacy has no solicitation agreements in place at this time. They do however accept client and 
professional referrals on a non-compensatory basis. 

 
Referrals Out 
 
Legacy does not receive any compensation for any outside client referrals, including referrals made to 
estate planners, attorneys and/or tax preparation places. 
 
Other Compensation 
 
Legacy and its employees may receive additional non-cash compensation from advisory product 
sponsors. Such compensation may not be tied to the sales of any products. Compensation may 
include such items as gifts valued at less than $300 annually, an occasional dinner or ticket to a 
sporting event, or reimbursement in connection with educational meetings or marketing or advertising 
initiatives. Advisory product sponsors may also pay for education or training events that may be 
attended by Legacy’s employees or its clients. 

 
Item 6 Supervision 

David is currently supervised by Mike Wren. Mike may be contacted via electronic mail: 
mike.wren@legacykc.com or by phone: (913) 403-0600. 
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