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~s.BUSINEssTI 
Tim Tremblay builds firm on family, customers
 
By BARBARA PEARSON 

Staff Writer 

Tim Tremblay showed off a picture of 
his three grandchildren as I sat in his office 
at Tremblay Financial Services on Feb. 8. 

"They'll be a part of this office some­
day," he said of his son Troy's children. 

At ages two, four and six, that day may 
not be too far in the future, considering 
Troy was in the third grade when he began 
learning the business. 

"I'd go to work with my dad and then 
walk to school," said Troy, who is now a 
financial consultant and assistant branch 
manager at the Santa Barbara boutique­
style investment firm. 

Troy said he started out delivering 
breakfast, coffee and Wall Street Journals 
to his father's co-workers. By the time he 
was in Junior High School, he would help 
his father by making cold cal1s and 
recruiting potential customers to attend 
seminars. 

"Every lead I got, he'd buy me a box 
of basebal1 cards, so that was my 
motivation," Troy said of his father. 

Troy joined Tremblay Financial in 
2003, after graduating from Westmont 
College and spending a few years doing 
other work. He has his Series 7,63,65 and 
Life and Disability Insurance designations. 

"Working with my family is the great­
est job I've had but also the most challeng­
ing," Troy said, explaining that more is 
expected of a person from family than 
would be from an unrelated employer. 

Though Troy said he often works a 10­
to 12-hour day and six days a week, he 
is able to work around his children's 
schedules. And if he does get tied up, 
family members are just a few feet away to 
help out. 

In addition to Troy, Tim's wife, mother, 
sister, niece and godson also all work at 
the company. 

"PeopIe say, r;;;;::;::::::::;~;;:=::::::;;;;;;;~=::::;;;;;;;;;::=:::;;;;;;;;;;;;:::::;::::;:;;;;;;;;;;;;;--, 
'You spend a lot 
of time at the 
office,' and I say, 
'Yeah, I want to 
see my family," 
Tim joked. 

After 14 years 
in the business, 
Tim, with his 
wife, Marcia, and 
mother, Dorothy, 
founded Tremblay 
Financial Services From left, Dorothy Tremblay, Moira Barbara Ruiz, lim Tremblay, Marcia 
in 1997 in order to Tremblay, Troy Tremblay and Brittnay Bitastini. 

offer clients cus­
tomized investment options. Marcia works 
as the company's office manager. 

Dorothy Tremblay shares an office as 
well as a home with her son. Following a 
career as a personnel officer for Los 
Padres National Forest, Dorothy Tremblay 
now handles correspondence for Tim at 
Tremblay Financial. 

"I'm needed but not responsible," she 
said, referring to her freedom to attend 
to personal activities as she desires. 
"It's lovely." 

Tim's sister, Moira Barbara Ruiz, is 
an agent at Tremblay, specializing in long­
term care. 

"I had been doing hair for about 30 
years and one day I came in and said, 'I 
want to work for you,' and he said, 'Can 
you type,' and I said, 'I don't want to 
type," she laughed. Ruiz now has her 
Series 7, 63 and Life and Disability 
Insurance licenses. 

Caleb Overton, another financial 
consultant at Tremblay Financial, is Tim's 
godson, and holds his Series 7,66 and Life 
and Disability Insurance certificates. 

At 19 years old, Tim's niece, Brittany 
Batastini, is the newest family addition to 
the business. After putting her time in as a 
receptionist for the company, she was 
offered a position as a sales associate 

and just ordered books to prepare for the 
Series 7. 

As for the remaining brokers and 
support staff, Tim said they have "become 
like family." 

A like-mindedness in business philoso­
phy is a requirement for working at 
Tremblay Financial, which includes a 
de-emphasis on the bottom line and a 
stronger focus on customer service. In 
addition, Tim said the office is free of the 
competition often found in a corporate 
environment. 

Tim said that often times, larger 
investment houses require their employees 
to work with certain products, such as 
mutual funds and IPO's. "We don't have 
any kind of vested interest," he said. 

Tim brought several clients with him 
when he started Tremblay Financial. To 
recruit new clients, the company holds free 
seminars two to three times a month, 
advertises in various media and 
contributes to financial reports and local 
television and radio stations. 

As for the hope that eventually another 
family member will take charge of the 
business, Troy said that's not likely. 

"I don't really believe my dad will ever 
retire," Troy said. "I think he loves what he 
does and that's why he is so successful." 


