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Paul S. Baker
Wells Fargo Advisors, 
Jenkintown

Title: Managing director, 
investment officer.
Education: Drexel Univer-
sity, BS in commerce and 
engineering sciences, magna 
cum laude (1985).
Career path: Morgan Stan-

ley (Dean Witter), financial adviser (pre-1987). From 
1987 through 2005, built a wealth management prac-
tice. Moved practice to Wells Fargo Advisors (Wacho-
via Securities) in 2005 and formed the Baker Wealth 
Management Group.

Describe your investment philosophy: Every client 
must have a personal wealth management plan. We 
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Patricia C. 
Brennan
Key Financial Inc., 
West Chester
Title: President
Education: Georgetown, BS (1981)
Career path: Twenty years as founder 
and president of Key Financial Inc.

Describe your investment philoso-
phy: Portfolios should be designed as a 
means to an end. Once we understand 
what the assets are needed for, and how 
they’ll be taxed, we can design the strat-
egy accordingly. As such, no two portfo-
lios are the same, because I have yet to 
meet two clients in the exact same posi-
tion.

What has the past year taught you 
about investing or the financial mar-
kets?: Stay away from the latest gim-
mick! Liquidity is critical for people who 
need cash flow from their investments 
in the short term, for example, one to 
three years. Everyone else needs time 
and a realistic expectation of returns 
over a particular timeframe.

Barron’s rank: No. 22

Paul S. Baker
Wells Fargo Advisors, 
Jenkintown
Title: Managing director, investment officer
Education: Drexel University, BS in com-
merce and engineering sciences, magna 
cum laude (1985).
Career path: Morgan Stanley (Dean Wit-
ter), financial adviser (pre-1987). From 1987 
through 2005, built a wealth management 
practice. Moved practice to Wells Fargo Ad-

visors (Wachovia Securities) in 2005 and 
formed the Baker Wealth Management 
Group. 
 
Describe your investment philosophy: 
Every client must have a personal wealth 
management plan. We use a global top-down 
approach and modern portfolio theory to 
construct efficient portfolios designed to 
achieve our clients’ return objectives while 
incurring the appropriate level of risk. Our 
policy requires that each facet of the portfo-
lio is managed to add value relative to our 
benchmarks over a market cycle.
 

What has the past year taught you about 
investing or the financial markets?: Dur-
ing times of extreme volatility in the market 
a well-constructed investment plan is critical 
to enable investors to stay focused on their 
long-term goals. Additionally, some of the 
best opportunities to add significant value to 
clients are during market sell-offs. Sound in-
vestment analysis and discipline enabled us 
to reposition client assets to capitalize on the 
dislocations in the markets.

Barron’s rank: No. 35

Build Customer Relationships
And Improve Your Bottom Line

PBJ/102309

Through direct loans and loan guarantees, the New Jersey Economic Development Authority
(EDA) can help you satisfy the financing needs of your clients or prospects that might prove too
risky for your bank to underwrite alone.

Situation: The EDA recently partnered with a local bank to provide a New Jersey recycling
company with the financing it needed to purchase equipment and continue to grow. The deal was
made possible by a 25% loan guarantee provided by the EDA.

Result: A satisfied customer, and the bank was able to keep the relationship, deposits, and all
other banking services.

Call today and learn how partnering with the EDA can help your bank maintain those important,
long-term client relationships.

TTI Environmental, Inc. • Harold Henrich, Inc. • Pro Tapes & Specialties

Kari-Out Company • Tony Pallet, Inc. • McLean Packaging Corporation

Va l l e y YMCASmi th B r o s I I , LLCJe r s e y P r e ca s t

Commerc ia l i za t ion Cente r fo r Innovat i ve Techno log ies (CCIT) •

Bayonne Family YMCA • Lotito Foods, Inc. • S t . Ph i l ip ’s Academy

Byram Laboratories, Inc. • The Calais School • Vanguard Direct, Inc.

use a global top-down approach and modern portfo-
lio theory to construct efficient portfolios designed to 
achieve our clients’ return objectives while incurring 
the appropriate level of risk. Our policy requires that 
each facet of the portfolio is managed to add value 
relative to our benchmarks over a market cycle.

What has the past year taught you about investing 
or the financial markets?: During times of extreme 
volatility in the market a well-constructed investment 
plan is critical to enable investors to stay focused on 
their long-term goals. Additionally, some of the best 
opportunities to add significant value to clients are 
during market sell-offs. Sound investment analysis 
and discipline enabled us to reposition client assets to 
capitalize on the dislocations in the markets.

Barron’s rank: No. 35.

Top Financial 
Advisers

Finance Quarterly
ABOUT THE RANKINGS

Between the overleveraged econ-
omy, joblessness and a stock 
market that may or may not have 

reached the limits of its recent run-up, 
investors these days have very little 
margin for error. The 32 percent de-
cline in the Dow in  2008 left many in-
vestors with a small base from which to 
rebuild. Even with the market’s 14 per-
cent rise year to date, the precarious 
economy calls for very careful vetting 
of investments and astute allocations.  

It calls, in other words, for a profes-
sional. But who’s vetting them?

We turned to Barron’s, which last 
year acquired the independent consult-
ing and research firm The Winner’s 
Circle and now produces its annual 
ranking of top financial advisers. We 
consulted Barron’s list of the top-per-
forming wealth advisers in Pennsylva-
nia, first published by Barron’s in Feb-
ruary and reprinted here on pages 31 
and 35. Inside, we’ve profiled the top 
advisers within the Philadelphia region 
from that list. 

Barron’s has largely maintained the 
mixture of quantitative and qualitative 
criteria that The Winner’s Circle used 
to rank advisers.

Nominees are vetted on criteria such 
as assets managed, revenues, length of 
service in the industry, number and 
types of professional certifications, and 
record of regulatory compliance and 
complaints. Researchers check candi-
dates’ compliance records and assign a 
weighted score to any infractions they 
discover. They also factor in advisers’ 
professional achievements and charita-
ble work and philanthropy. 

Portfolio performance is not a crite-
rion because client portfolios vary and 
are typically unaudited. Another reason 
not to factor returns into the rankings 
is that advisers are judged on how well 
they serve their clients’ needs, and fo-
cusing on returns would unfairly penal-
ize advisers who handle very conserva-
tive investors, and vice versa. Instead, 
researchers focus on client satisfaction 
and client retention. Revenues raised 
by the adviser are considered a mea-
sure of client satisfaction, because cli-
ents are likely to hire a successful ad-
viser to manage more assets or 
perform additional services.  

Barron’s regards its rankings as a 
first pass at identifying some of the 
best people in the industry, but inclu-
sion on the list is no guarantee of infal-
libility. Investors should treat this list is 
a starting point, but it is hardly the last 
word on where to find talent in the 
field.                — Associate Editor Sonja Sherwood

TOP 40 WEALTH ADVISERS  
PG. 31 AND PG. 35

Presenting the top wealth managers in Greater Philadelphia
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