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Top Financial Advisor,

Patti Brennan...

On the Ball and On the Move
Find out what one of America’s
Top 100 Women is recommending now
By Betsy Dru Tecco / PHOTOGRAPHY BY KELLY O’KEEFE

Remember the fiscal cliff our country teetered on at the end of
2012? The federal government was so indecisive about the tax
laws it made financial planning for 2013 virtually impossible.

W

hile most people probably took
a ‘wait and see’ attitude toward
the situation, Patti Brennan, President and founder of Key Financial in West
Chester, wanted to be proactive. Within two
weeks of the new law, clients knew not only
if they were affected, but also by how much.
One can’t help but wonder if that’s the kind
of service that lands this woman on so many
lists of top financial advisers in the nation.
While this kind of exposure has led to
significant demand for her services, Brennan
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does not let that interfere with the personal
approach she takes with every client. She’s
managed the growth like she would a well
diversified portfolio, making sure each family feels like they are her firm’s only client.
“We have a deep bench,” says Brennan.
“Along with the administrative staff delivering ongoing service to our existing clients,
we have two CFP®s, a trading specialist, and
even a CFA® on staff. Every client has their
own personal website, with their financial
plan and all the ‘what if?’ scenarios being up-

dated every night as of the 4:00 p.m. close in
markets. Bank accounts, 401ks, brokerage
accounts all land on the client’s dashboard
and populate the financial plan so that it always stays relevant. We also have guardrails
built in, so that if something goes astray, an
alert goes out to the client and to us.”
New clients are immediately introduced
to her team so that they know if they have
a question, there is always someone there
who knows them and has the answer. Most
on her staff have spent the majority of their
careers with Patti Brennan and Key Financial. “And some of them have gray hair!”
she adds, with a laugh.
One thing Key Financial has outgrown
is its space. Sometime next year Key Financial will be moving. The office space will
be just like Patti: warm and friendly, yet
high-tech and high-touch. “At the end of
the day,” she says, “I want to empower my
employees with the best tools so we can continue to stay ahead of the curve.”
In an increasingly complex world, Brennan says, “Bringing people back to the basics
is really key (no pun intended!).” Patti and
her team spend pretty much all day, every day,
answering the two fundamental questions
most people have on their minds: ‘Will I make
it?’ and ‘Do I have any financial blind spots?’
“The issue we often find is that most
people haven’t even defined what ‘it’ really
means to them!” she says. “This is the
really fun part of the job, where we get to
help people define what they want to accomplish, (and when!) with a high degree of
specificity. It basically follows the formula: X
by Y by when. Let’s say a couple comes in
and says, ‘We want to be financially secure
for the rest of our lives.’ That means different
things to different people. Saying: ‘We want
to make sure we have the equivalent of two
million dollars at age 95’ is completely different. Notice that we don’t talk about age 65.
Clients aren’t done when they retire. To me,
that’s just the beginning of another season of
life. We have to make sure that a client or a
couple can live on their capital and make it
last no matter how long they live!
“Once they have addressed question
Number One, they move to question Two:
‘Are there any blind spots?’ At this stage
my team takes a 360° look at a client financially to determine if there is anything that
person or family has overlooked,” she continues. “Sometimes clients don’t even know
the questions to ask, but this approach gives
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clients a sense of comfort knowing we are
looking out for them. A good example happened just this week. A new client was paying a fairly significant monthly premium to a
life insurance policy every month. He was an
executive who needed the insurance, but was
really interested in the income tax benefits of
being able to borrow against cash value in
the future. Unfortunately, after some digging,
we learned that the policy was a MEC (Modified Endowment Contract). This is Greek to
most people, but it means that the policy loses many of the perks they were really looking for. Unfortunately, it can’t be fixed after
the fact, and this person could have spent 20
years funding something that wasn’t going to
do what they wanted it to do; once a MEC,
always a MEC.” Thanks to Patti’s team, this
is a blind spot that no longer exists.
Brennan, who was an ICU nurse long
before she became a certified financial planner, uses the analogy of a patient with hypertension. “You don’t feel hypertension; yet it is
a silent killer. So many areas in financial planning are like that. If you don’t know about
them in advance, these blind spots can lead to
an unexpected drop in your portfolio by 30%
or more, the tax bill that was completely unnecessary, or a missed opportunity.”

She relates the story of people who are
deciding to move to a continuing care retirement community (CCRC). Most new clients
think they just want Brennan to manage
their assets, but the service she offers is much
more. “As the conversations tend to unfold,
I often learn about what their hopes are, and
in cases like this, we can bring a wonderful
tax planning opportunity to their attention.
Most communities require a fairly significant lump sum as an entry fee, along with
the regular monthly payments of $3,000 to
$5,000 per month. Many CCRCs consider
a portion of the deposit (and monthly fees)
tax-deductable as a medical expense. For example, let’s assume a deposit of $400,000 is
required, and the community considers 40%
of that as a medical expense deduction. That
is a $160,000 deduction on top of the other
deductions such as, charitable contributions,
other medical expenses, and state taxes.”
Rather than have those deductions go unused, Brennan recommends these people consider pulling money out of the IRA even if they
don’t need it, because otherwise these deductions will be wasted. “Even better,” she says,
“consider converting that $160,000 or so into
a Roth IRA. You still won’t have to pay any
taxes, but now the money grows tax-free.

“Avoiding taxes completely at 70 and
a half when required minimum distributions
would have started is only the first huge benefit; we can also create an amazing legacy as
well,” Brennan adds. “Keep in mind, once
in the Roth, the taxes are paid, never to be
paid again. As long as the money stays in
the Roth for a period of five years, the account grows tax-free for the rest of the clients’ lives and potentially for their children
as well. The tax savings could be thousands,
if not hundreds of thousands of dollars, over
several lifetimes.” That is just one example
of an opportunity that would have been lost
without Brennan on the case.
For Patti, it all comes back to the individual client – and really knowing who they
are, what their goals are, and what their risk
tolerance is. “The money people have represents a lifetime of sweat, worry, and time
away from family. It’s the trophy at the end
of a long career,” says Brennan. “When we
approach people with that understanding, it
makes for a much better result.”
Given Brennan’s distinct style for running her practice, it should come as no surprise that she has received national recognition within the industry. She’s been named
Barron’s Top 100 Women Financial Advisors

One thing Key Financial has outgrown is its space. Sometime next year
Key Financial will be moving. Pictured are members of the Key Financial
team (left to right): Ginger Reed, Dina Porter, Michael Brennan, Lori
Vogan (holding Bentley), Kevin Matthews, Brad Everett, Bernadette
Hunter, Patti Brennan, and Eric Fuhrman.
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Making the decision to buy a new building
and move the office was making the
commitment to build and grow the business
for the next generation. “My staff has
earned the right to see what their future
looks like as well,” says Brennan. “I also
want clients to know we are going to be
here for the rest of their lives...which is
really what matters most.” Anyone who
knows Patti will tell you: This is a lady
with the unique combination of warmth,
energy, and intelligence – an engaging spirit
– located right here in Chester County.

in America almost every year since 2006, as
well as Wealth Manager’s 50 Most Influential
Women in Wealth Management. Worth has
highlighted Patti as a top advisor, and just
in March, Patti was named one of the Top
400 Financial Advisors in America (male or
female) by The Financial Times, one of the
world’s leading business news and information organizations. Very impressive rankings
given that there are approximately 300,000
financial advisors in the United States.
Brennan is also involved in the local
community, serving as a board member for
the Chester County Economic Development
Council, a board of trustees’ member for
The Chester County Hospital and Health
System, and a founding board member of
Cuddle My Kids, a local charity that helps
the children of families battling cancer. The
latter organization comes into the home –
free of charge – and provides support for the
parent and care for the children so that healing can occur, on a physical and an emotional level. “It is changing the lives of families
battling cancer every day,” says Brennan.
Making the decision to buy a new
building and move the office was making the
Chester County Life / CHESTERCOUNTY-LIFE.COM

commitment to build and grow the business
for the next generation. “My staff has earned
the right to see what their future looks like
as well,” says Brennan. “I also want clients
to know we are going to be here for the rest
of their lives...which is really what matters
most.” Anyone who knows Patti will tell
you: This is a lady with the unique combination of warmth, energy, and intelligence – an
engaging spirit – located right here in Chester County. CCL
Key Financial
1560 McDaniel Dr.
West Chester, PA 19380
610.429.9050
KeyFinancialInc.com

Patti’s Financial Tips
What are some of the things you
should be thinking of in today’s
economic climate? Patti Brennan,
President and founder of Key
Financial shares her thoughts.
1. As markets approach new highs,
this may be the time to review
your portfolio, and rebalance
back to the original allocation
you were comfortable with last
year. You don’t have to (or even
want to) sell out entirely, just take
the gains earned over the last six
months and invest that excess in
areas that may not have performed as well.
2. Watch those bond accounts. As
the economy accelerates, you
need to be on the alert for rising
interest rates. How you respond
depends on several factors, including the type of bonds, when you
need to access them, your risk
tolerance, and your total financial
picture. Everyone is different; the
portfolios should be as well.
3. Now that the estate tax law is
finally permanent, it’s time to
review your will. This is really
important under the new law,
which tells us who will be taxed
and when, and who might benefit
from a trust. People may be funding trusts that they don’t need
anymore! Most trusts were written so that the funding occurs on
a mandatory basis, so you need to
know what you have – before it’s
too late. Ideally, your will should
be reviewed with your attorney
and financial planner together.

These rankings and awards may not be indicative of future performance. Working with a highly-ranked advisor does not ensure that a client or prospective client will experience a certain level of performance or results. These rankings should not be construed as an endorsement of the advisor by any client
nor are they representative of any one client’s evaluation. Among the factors that advisors are assessed include their assets under management, revenues,
the quality of service provided to clients, and their adherence to high standards of industry regulatory compliance. Portfolio performance is not a factor.
Investments, includes those discussed in this article, involves risk including the potential loss of principal. No investment strategy can guarantee a profit
or protect against loss in periods of declining values. Individual situations will vary; therefore, the information and products presented here may not be
appropriate for all investors. This information should only be relied upon when coordinated with individual professional advice.
In general, the bond market is volatile as prices rise when interest rates fall and vice versa. This effect is usually pronounced for longer-term securities. Any
fixed-income security sold or redeemed prior to maturity may be subject to a substantial gain or loss.
Please note that rebalancing investments may cause investors to incur transaction costs and, when rebalancing a non-retirement account, taxable events
will be created that may increase your tax liability. Rebalancing a portfolio cannot assure a profit or protect against a loss in any given market environment.
Securities and advisory services offered through Royal Alliance Associates, Inc., member FINRA/SIPC. Insurance services offered through Patricia Brennan are independent of Royal Alliance Associates, Inc. Advisory services offered through Key Financial, Inc., a registered investment advisor, not affiliated
with Royal Alliance Associates, Inc.

