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Success in the “new” economy
depends on talent... and programs
for broader development strategies.
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Building long-term relationships while offering
a wide range of products with expert service

to help you achieve your financial goals.
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Staff (L to R, Front to Back) Jennifer A. Jaronski, Joseph St. Pedro, Anita St. Pedro,

RichardW. Storms, Lisa Schermann, Judy Bordeleau, Dianne D.McCauley, David J.Wood.

COVER STORY
By Bill Haley

ince 1984, St. Pedro & Associates has
been a leading provider of compre-
hensive financial andwealthplanning
for hundreds of individuals, families
and businesses throughout

the region. By remaining independ-
ent, the St. Pedro team exercises
complete freedom to access exten-
sive industry resources and offer a
wide array of financial products
and high quality services to meet
the unique needs of each client. “I
decided 26 years ago that that was
the direction I wanted to go,” says
Joseph St. Pedro, President & CEO,
“… total independence. I could go to themar-
ketplace and find the exact product to fit each
particular client. Everybody’s different. We
really spread it out between different compa-

nies, and different product lines,” he said. “We
do the due diligence.”
St. Pedro & Associates offer knowledge

and guidance in skilledmoneymanagement,
investment strategy, insurance con-
sulting, tax analysis, and retirement
and estate planning. The profes-
sionals at St. Pedro &Associates are
also specialists in developing com-
pany retirement packages, both
qualified and non-qualified, and
other employee benefit plans.
Joe St. Pedro’s knowledgeable and

experienced team includes; David J.
Wood, Senior Vice President; Richard
W. Storms, SeniorVicePresident; and

Jennifer A. Jaronski, Vice President. Wood’s
specialties include wealth management, retire-
ment plans, financial and estate planning, and
personal and business insurance.

S

Joseph St. Pedro,
President & CEO

Helping Businesses
and Individuals Achieve

their Financial Goals
It sounds simple. Build long-term relationships.
Offer awide range of products to helpmeet the
unique needs of each individual client. Provide
superior customer service through a seasoned
team of specialists — Simple but powerful . . .
in a nutshell, that’s the St. Pedro & Associates
formula for success.



Storms brings business savvy and
entrepreneurial ambition to the firm,
developed from successfully launching
and growing several businesses. Jaronski
specializes in selling and servicing retire-
ment, 401K and SIMPLE IRAplans. Team
members are active in many area profes-
sional and civic organizations, including
local chambers of commerce and econom-
ic development organizations.
Joe St. Pedro was a founding
member and past president of
the Spring Ford Chamber of
Commerce, and currently
serves on the Montgomery
County Foundation and as a
LimerickTownshipSupervisor.
Rick Storms is the current pres-
ident of the Spring Ford
Chamber of Commerce. “I was
president for two years prior to that,”
Storms said. “We understand what’s
going on in the community, and what’s
important in the community, and what’s
changing in the community at the same
time. We are aware of the growing pains
and the issues facing businesses and
individuals.”
At St. Pedro & Associates, success at

financial planning is achieved through a
structured process, designed over years of
experience. Although every financial plan
is custom tailored to the client, the under-
lyingmeans of developing the plan is con-
sistent and effective. The four-step process
includes— setting goals; devel-
oping a plan; implementing the
plan; and monitoring the plan
—and isall basedonclose com-
munication with the client each
step of theway.
The St. Pedro team’s special-

ization in assisting business
owners stems from a combina-
tion of vast experience, and
entrepreneurial vision attuned
to the ever-changing economic outlook.
“For 18 years I’ve been working with

businessowners, andreally concentrating
on the needs of the business owner and

the problems that can come up,” said
DavidWood. “Joe taught us all the differ-
ent things to do— buy-sell agreements
between two partners. The one partner
dies. The other partner now is in business
with the partner’s spouse. Howdoes one
buy the other out? We do that analysis.
We support that. We have templates on
which buy-sell agreement to use. We can

do all the preliminary work
prior to drafting the necessary
documents, in an effort to keep
the cost down for our client.”
“The one thing that surpris-

es us the most is lack of an exit
strategy for business owners,”
said Rick Storms. “You spend
your entire life building this
small business, and put every-
thing that you have into it, and

at the end of the day we say OK, what
is your exit strategy? What do you
ultimately want to have happen to this
businesswhen you retire?And it’s amaz-
ing how many answers you don’t get.”
The St. Pedro team can help to provide
those answers.
“If something happened to you tomor-

row, would your staff even know who
your top customer was or who all your
suppliers were?” Storms asks hypotheti-
cally. “Is there any documentation on how
to continue to open the business the next
day if something were to happen to you?
It’s amazinghowmuchworkwasput into

building a business and then it
just kind of loses momentum
when none of those plans are in
place. Who is going to sign the
note with the bank?”
“Many times I go out to see

a business owner, and they
don’t have as much saved up
in retirement plans as you
would anticipate, because
they’ve dumped it all into this

business and they don’t have an exit
strategy,” explains David Wood. “One
of the things we can help them with

(See “Cover Story” on page 9)
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Vice President

David J. Wood,
Vice President



through the strategic alliances we have
with a couple of different accounting
firms, is we can actually help them val-
uate that business. What is it worth?”
“The problem is, they don’t want to

take it out, and rightfully so,” adds Joe St.
Pedro. “If a guy is selling widgets, the
first thing he says is I can do better with
my money, because if I invest in buying
more inventory, my profit margin is a
heckofa lotbetter thanIcandobyinvest-
ing.And that may be true. The problem
is howdo you getmoney out? Sooner or
later you’re going to have to start getting
moneyout. So they’vegot thismonster in
there, and they say I can’t afford to retire
because I don’t have enough money. It’s
part of theplanningprocess tomake sure
that they identify early on, how to set up
and achieve your goals for the business
aswell as for yourself.”
“On the private side there’s certain

things that you can use for small busi-
nesses, like 401K’s and SEP IRA’s or
SIMPLE plans,” said Wood. “A lot of
accountants I talk to don’t know that a
one-man business can have a 401k that
costs them a relatively small amount

each year to maintain. So there are a lot
ofdifferent things thatweknowthat can
helpsmallbusinessowners run thebusi-
ness and putmoney into retirement.”
“Our goal is to take them from A to

Z,” St. Pedro said. “We aim to take them
from the accumulation stage to the
retirement stage and ultimately to the
distribution stage. Or as we like to say
we take you through all the planning,
protecting and providing.”
“Wedo the401Ks, theSIMPLEplans,”

said Storms, “and we can evaluate your
business and the type of structure that
you have, the number of employees you
have and how they are compensated.
Wecanhelpcreatea retirementplan to fit
your specific needs, based on contribu-
tion levels, and costs, and what your
goals are as the owner of the company,
how much you want to contribute ver-
suswhat your employees put it in terms
ofmatchings, sowespecialize in creating
the type of retirement plan that is going
to suit the needs of your company.”
“We even meet with individual

employees in our retirement company
(See “Cover Story” on page 11)

COVER STORY
(Continued from page 5)

OCTOBER 2010 422business.com ROUTE 422 BUSINESS ADVISOR9



OCTOBER 2010 422business.com ROUTE 422 BUSINESS ADVISOR11

COVER STORY
(Continued from page 9)

sponsored plans, our 401Ks and our
SIMPLE plans,” adds Jennifer
Jaronski. “We meet individually with
each participant on a one-
on-one basis and speak to
them about what they feel
this retirement package
needs to accomplish. It’s not
a blanket recommendation
for a participant.”
“The great part about it is,

they have so many choices as
far as level of service goes,”
Storms said. “They can do
things on the website with their 401K
plan, and not engage us at all if that’s
what their desire is, or if youhavepartic-
ipants who are new to investing and
have questions and want to pick up the
phone and talk to an individual, or have
an opportunity to meet with somebody,
we can also offer that service. And that’s
something that you’re not getting from
everybody in the industry.”
“Ultimately we work for the client,”

Storms continues. “I could recommend
aSIMPLEplan toaclientand theycould
come back and say, look in my particu-

lar field I feel I need to have a 401K in
order to recruit other key individuals for
my business, and I would say absolute-

ly fine, but let’s choose that
understanding and knowing
the parameters of that plan
and how it compares to other
plans. Let’s not just assume
that that’s the best plan.
You’re free tomakewhatever
decision you want. We want
the decision you make to be
the most educated decision
possible.”

“I think the thing that makes us dif-
ferent from some of our competitors is
we take amore customizedapproach to
helping meet the investment needs of
individuals and business clients,”
Wood emphasizes. “There are a lot of
financial advising firms that ask you
your time horizon for investment, your
risk tolerance, and you answer a few
questions on a sheet of paper and they
dump you into an investment category
along with everyone else. We don’t do
that. We really make a detailed plan,

(See “Cover Story” on page 55)

Jennifer A. Jaronski,
Vice President



OCTOBER 2010 422business.com ROUTE 422 BUSINESS ADVISOR55

COVER STORY
(Continued from page 11)

andeach specific plan isdesigned tohelp
meet your specific goals and objectives.”
“And that’s really the difference,” Rick

Storms adds.” We don’t take everybody
as a client. There has to be a fit. There has
to be a mutually beneficial relationship
on both sides for it to work. We care
about our clients a lot. It sounds like a
cliché but a lot of our clients are family to
us. We go to their weddings. We go to,
unfortunately, funerals. We’re invited to
birthday parties. Everything that hap-
pens in our clients’ life is relevant to the
work that we’re doing with them. So it’s
important tobeawareof every single life-
changing event that happens through the
course of our relationship.”
Whether you are an individual

investor looking to provide for your fam-
ily’s financial security, or a business
owner looking toprovide for your family
or employees, the professionals at St.
Pedro and Associates stand ready to
assist you with every step of the way.
Please give them a call at 610.792.2500 or
email: info@stpedroassociates.com to
arrange an introductorymeeting, and for

additional information, please visit
www.stpedroassociates.com.
You can also tune into PCTV, Channel

28 and watch their weekly television
show, Dollars & Sen$e, which airs
Mondays at 8:30pm and Thursday after-
noons at 12:00pm. Special guests include
Fund Managers, Certified Public
Accountants and Attorneys, says
Jaronski, the show’s producer.

How much will you need
to save for retirement?
Should you refinance

your mortgage?
How much life insurance

is enough?
Use the FREE tools in our

Learning Center to find answers.
www.stpedroassociates.com

Securities and advisory services offered through National Planning Corporation (NPC), Member
FINRA/SIPC, a Registered Investment Advisor. St. Pedro &Associates Inc. and NPC are separate
andunrelated companies. NPCofAmerica (NPCOA) inFLandNY. (This is a paid advertisement).


