


Kistler-Tiffany Advisors has been 
providing fee-based, comprehensive 
wealth advisory services to affluent 
individuals and their families since 
1974. 

The managing partners of the 
firm, Jamie Arnold, Dave Kovach, 
Jeff Morrison and Andrew Reder, 
were financial advisors for Kistler-
Tiffany Advisors when they pur-
chased the firm in 2003. Bob Kistler 
and Bob Tiffany started the business 
in 1974 and retired in 1992. Both 
Kistler and Tiffany were Wharton 
School graduates. The third partner, 
Bill Workman, also a Penn grad, 
retired in 2003. 

The firm’s clients are largely 
business owners with significant 
wealth and complex financial situa-
tions. Kistler-Tiffany Advisors places 
a high value on developing long-term 
relationships with its discerning 
clients. The plans are designed to 
meet the goals of the clients, including 
those involving extended family, 
partners and key employees. The 
strategies focus on accomplishing 
their personal and business objectives. 

Kistler-Tiffany Advisors was a 
pioneer in providing fee-based 

services,  and 
Reder believes its 
independence is 
one of the keys to 
Kistler-Tiffany’s 
success. “Our firm has no 
proprietary products or 
funds,” Reder remarks. “This 
allows us to do the most 
effective planning for the client 
without a bias in developing the 
strategy.” 

The firm is a client-centric 
organization that is committed to 
helping clients improve long-term 
financial success through a consistent 
process of providing unbiased advice, 
implementing solutions, and measur-
ing, monitoring and reporting on 
progress toward pre-determined goals. 
Advisors and support staff use a 
disciplined approach to provide 
customized client solutions in the 
areas of asset management, advanced 
estate planning and business succes-
sion planning. 

Each custom-tailored plan is 
designed to grow, protect and con-
serve wealth by delivering an excep-
tional level of personalized service 
and expertise. To ensure all planning 

recommendations 
c o m p l e m e n t , 
r a t h e r  t h a n 
conflict with each 
other, the firm 
coordinates all 
activities with the 
client’s account-
ing and legal 
counsel. 
 

Kistler-Tiffany Advisors employs 
an experienced core services staff. 
Many staff members have between 10 
and 25 years’ experience. The core 
services staff handles back-office 
work and allows advisors to focus on 
client relationships. The planning 
sessions can take from six months to 
two years to fully complete. “We 
don’t produce boiler plate, computer 
driven presentations. Each client is 
unique. As an example, many of our 
clients are philanthropic and want to 
explore new methods of charitable 
giving,” Morrison said. 

Kistler-Tiffany Advisors starts 
with a discovery process where 
together they determine what the 
client wants to do with the manage-
ment and ultimate distribution of his 
wealth. They go way beyond the 
surface of bank statements, numbers 
and tax returns. Morrison explains, 
“We get to know their family and the 
unique qualities of their business. 
There are many soft issues involved in 
molding a family legacy. You have to 
ask hard questions and listen carefully 
to find out what is in their DNA. You 
can’t find out what makes them tick 
with one or two meetings. We often 
meet with multiple members of the 
family. We also use ‘family meetings’ 

with the next genera-
tion to review how the 
plan works.” 
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Above: Jeff Morrison, Dave Kovach, Andy Reder and Jamie 
Arnold are the managing partners of Kistler-Tiffany Advisors. 
The firm’s clients are largely business owners with significant 
wealth and complex financial situations. 

Continued on back 

Left: Kistler-Tiffany Advisors employs an 
experienced professional team. Many members 
have between 10 and 25 years’ experience. 
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The four partners are all experi-
enced client advisors, and also divide 
the firm’s managerial responsibilities. 
Arnold directs IT and company 
finances; Reder handles the asset 
management team; Kovach manages 
day-to-day operations; and Morrison 
directs recruiting and marketing.  

Arnold has been providing 
financial planning services for his 
clients since 1983. Jamie focuses on 
investment advisory for individual and 
corporate clients as well as Qualified 
Retirement Plans such as 401(k)s. He 
also allocates a significant 
amount of his professional 
time to the planned giving 
area for local charities. He 
graduated from Trinity 
College in 1977 with a 
Bachelors Degree in Eco-
nomics and holds a Char-
tered Financial Consultant 
(ChFC) and Chartered Life 
Underwriter (CLU) designa-
tion from the American 
College in Bryn Mawr, 
Pennsylvania. Jamie also 
holds an AIF (Accredited 
Investment Fiduciary) 
degree from the University of Pitts-
burgh’s Graduate School of Business. 

The majority of Kovach’s clients 
are large family-owned companies that 
range from the first to fifth genera-
tions. Kovach has been advising on 
business succession and estate plan-
ning since 1990. He graduated from 
Ursinus College in 1990 with a 
Bachelors Degree in Economics and 
Business Administration. He is a 
Chartered Financial Consultant 
(ChFC) and Chartered Life Under-
writer (CLU). 

Since 1987, Morrison has been 
providing advanced planning services 
and financial advice to his diverse 
group of clients. Most of his work is 
with multi-generational families with 
an emphasis on charitable planning. 
Morrison earned both his Master’s 
Degree in Financial Services (MSFS) 
and Chartered Financial Consultant 
(ChFC) designation from the Ameri-

can College. He also holds the Ac-
credited Estate Planner (AEP) 
designation from the National Asso-
ciation of Estate Planners & Councils. 
Morrison earned his Bachelors Degree 
from the University of Virginia. 

Reder has been advising the 
owners of privately-held businesses 
and high-net-worth families since 
1986. His clients, geographically, are 
located from Massachusetts to 
Florida. He graduated with a Bache-
lors Degree from St. Lawrence 
University in 1986. 

Arnold and Reder are FINRA 
Registered Securities Principals. All 
advisors are Registered Representa-
tives with FINRA (Financial Industry 
Regulatory Authority). 

Most of the firm’s clientele have 
become associated with the firm 
through personal introductions. Its 
clients are typically 50 to 80 years of 
age, and over time their net worth has 
grown significantly. Because of their 
stage in life, many clients are involved 
in intergenerational planning. 

“Our client relationships have to 
be strong, and our back-office service 
must be excellent to receive introduc-
tions,” Morrison explains. “There is a 
huge privacy aspect to our business. 
As net worth increases, the less clients 
want to share their personal finances 

with others. We do not conduct 
seminars. We provide privacy. Our 
clients are willing to introduce us to 
their peers. Our process is important 
as we have eliminated shortcuts to get 
to solutions. We summarize our 
clients’ current and new plan docu-
ments. We flow chart everything, and 
it is done in business terms our clients 
understand. We use our years of 
experience and knowledge to recom-
mend strategies that best fit our 
client’s goals.” 

Earlier this year Kistler-Tiffany 
Advisors became a Registered Invest-
ment Advisor (RIA). “We hired a 

consultant who told us we 
didn’t need a broker-dealer 
structure, and that we could 
do the job internally. We took 
his advice and structured our 
own RIA. Becoming an RIA, 
allowed us to expand our 
investment research and 
analysis capabilities.” Morri-
son points to the experience 
of the staff as a primary 
reason  Ki s t l e r -T i f fany 
Advisors is successful. “We 
have a dozen plus advisors, 
nine working in-house, and a 
staff of 20.” He said when the 
company was purchased five 
years ago, every employee 
stayed through the transition. 
       Kistler-Tiffany Advisors 

is more than just a business, as it 
formed a charitable foundation in the 
1980s to provide support for individu-
als who have no chance to provide for 
themselves and are not able to 
experience all of life’s pleasures that 
are so often taken for granted. Inde-
pendence is a cornerstone at Kistler-
Tiffany Advisors. The Kistler-Tiffany 
Foundation gives independence to the 
less fortunate. And, the company uses 
its independence, experience and 
tradition of building strong relation-
ships to give the best possible service 
to clients. • 

Above: The Partners and Advisors of Kistler-Tiffany Advisors: Front 
row seated (left to right) – Tom Ryan,  Dave Kovach and Alan Good; 
back row (left to right) – Jeff Morrison, Tom Riley, Jamie Arnold, 
Andy Reder and Tim Weir; Mike Evangelista (not pictured) 
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Registered Representative, Cambridge Investment Re-
search, Inc., a Broker/Dealer, Member FINRA/SIPC. 
Investment Advisor Representative, Kistler-Tiffany Advi-
sors, a Registered Investment Advisor. Kistler-Tiffany 
Advisors and Cambridge are not affiliated. 


