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Menninger & Associates Financial Planning provides a full 
array of financial planning services to individuals, families, and 
small business owners. The business is located in Trooper, not far 
from Egypt Road.

Michael Menninger first began in this industry in 2000 after 
making a career shift from an engineer to a financial planner. By 
2013, he hired his first employee. Today, that has expanded to a 
team of 7 dedicated employees. While many advisors sell their 
business when they retire, Mike’s plan is to pass it along to his staff 
to provide them with a great growth opportunity and also so that 
clients can maintain continuity throughout multiple generations.

In 2020, Mike became the host of a new weekly TV show based 
in New Jersey, called Financial Planning Explained, on RVN-TV. His 
TV show is designed to provide an educational experience for his 
viewers by touching on the six areas of financial planning. Most 
weeks, Mike has a guest who may be an industry expert, business 
owner, or corporate executive. You can also view all of his past 
shows on his website, www.maaplanning.com.
Prior to becoming a financial planner, his 12-year career as an 
environmental consulting engineer brought out a lot in his 
entrepreneurial spirit, as he created and built two business units 
within the companies he worked for in those days. “As a result 
of my aptitude with math and quick-learning of the company’s 
profits and losses,” he recalls, “I inadvertently became involved in 
the financial aspects of our office, and subsequently several other 
offices within the company. Near the end of that career, I became 
frustrated with my growth being restrained in corporate America—
and expressed a keen interest in the financial end of things. I had 
also been doing my own financial planning, as well handling this 
for my mother and mother-in-law. It was then that I answered a 
newspaper ad in a major Philadelphia-based newspaper, seeking a 
financial planner, and that’s how it all began.”

As a financial planner, Mike shares his two general philosophies—

• IT ALL STARTS WITH 
FINANCIAL PLANNING. I am 
openly critical of so-called “financial 
advisors,” as I believe that too many of 

them care more about the chair they sit in rather than the one 
across the table. They sometimes seem to focus only on the 
assets because that’s where they make their money. With our 
firm, the investments are the last thing we look at. Oftentimes, 
a first meeting will last over three hours, and the investments 
themselves aren’t even discussed. It’s not that they’re not 
important, but understanding all the facets of the client’s 
taxes, their goals, and which “buckets” those assets are located 
in take precedence in planning.

• EDUCATION AND KNOWLEDGE ARE POWERFUL. 
We genuinely believe that the educational aspect of our client 
relationship is the most valuable. We are patient and take the 
time to TEACH our clients Finance 101 as it directly applies 
to them and their financial situation. When we have our 
meetings, we also take detailed notes and create a long list of 
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strategies, recommendations, and action items that we review 
again at the end of the meeting. After all, they are far more 
likely to embrace and implement the recommendations if they 
understand WHY they are intending to use them, rather than 
blindly following our advice.

He adds, “My biggest inspirations in my job are developing 
nifty and creative ways for clients to achieve their goals, save 
money, and cut their taxes. While I am not even the slightest 
bit artistically creative, I am extraordinarily creative within the 
realm of my work, and I love it when I develop an idea that could 
save tens, or even hundreds of thousands of dollars in taxes for 
the client, and this happens routinely. In fact, I have two client 
scenarios where my ideas have saved over $400,000 and $1 
million in taxes, respectively. Of course, this doesn’t happen every 
day, but it is certainly exciting when it does happen.”

Mike enjoys when he can demonstrate that a client can achieve 
their goals and objectives, particularly when they think they 
can’t. Specifically, he remembers an occasion when a client was 
just laid off from her job and felt like an emotional wreck. “One 
day, her husband left work and called me,” he reflects, “and I 
told them to come see me immediately. After a couple hours of 
discussion in my office, I walked around the desk, gave her a big 
hug, and said, ‘Congratulations!’”

He also offers his business perspective in running a company. 
“The culture of any organization usually starts at the top,” he 
explains. “When the owner, manager, or president is stuffy, then 
the atmosphere at work will mirror that. That’s not my style. I 

whole-heartedly believe in the work hard—play hard mentality. 
There will be crunch times when we all have to bear down and hit 
the work hard. But that’s not too bad, as long as it’s not all the 
time. We like to have fun at work, joke around, play silly games, 
develop football and March Madness pools, come to my house 
and play horseshoes, cornhole, shuffleboard or pinball, and bust 
each other’s chops whenever we play. In my office, we try to make 
our workdays as fun as possible. I live nearby and seem to find 
plenty of excuses to get the staff and their wives, husbands, or 
significant others together for a party, oftentimes on short notice. 
I once learned that there are two types of leaders: one you will 
follow into the fire, and the other, you will throw into the fire.”

Mike has two children he cherishes, ages 24 and 26. His son 
recently married, and both of his children recently moved to 
Santa Barbara, California. When they were young, he was very 
involved with their academics, as he volunteered with their 
schools in any way he could, including serving as an assistant 
coach for their middle school baseball and softball teams. He was 
also heavily involved with his son’s baseball team, as he was on 
the board of directors of his Little League and also coached him 
for many years. “When I wasn’t coaching my children, I actively 
cheered from the stands or sidelines,” he adds. “I am a HUGE fan 
of, and supporter of, youth sports and activities.”

For Mike, clients are a reminder of family and friends. “At 
Menninger & Associates, we really care about our clients, and 
nearly all of them have become close friends with me over time. I 
consider my staff and my client base as an extended family—and 
treat them that way every day.”


