
affiliate. Every Thursday morning I report on
 
local stocks in our community. This gives me
 
exposure to 35,000 people without any cost.
 
Also, on Friday afternoons, I come on and
 
open the Central Coast Business Report, again
 
reporting on local stocks. This airs several dif­

ferent times throughout the week. Another
 
way I gain exposure is through a stock report
 
on a local PM station." These medias have
 
been very good methods for getting our name
 
out in the community. We also advertise on
 
cable TV and radio. We sponsor a chamber
 
orchestra and Santa Barbara Symphony which
 
are classical music organizations. We have our
 
name on all their ads as well. Also we network
 
through attorneys and CPAs and we get lots of
 
referrals from this.
 

BC: What are the goals you have set for
 
your business moving forward?
 
TT: Each year, we do a previous year review
 
with each of our financial consultants. We set
 
individual goals and my focus throughout the
 
year is to help each of them reach their goals.
 
Through the Breakthrough Program, I have
 
learned to take the time and opportunity to
 
work with each of the financial consultants. I
 
know by doing this, the rest will take care of
 
itself. This is amazing considering we now
 
have 16 financial consultants and a support
 
staff of nine.
 

BC: You joined PBS back in 1998. Where
 
was your business then compared to where
 
it is now?
 
TT: Back then, I had just left one of the major
 
wire houses and was frustrated with the cor­

porate bottom line. I wanted to be in a position
 
of independence and have what was at heart
 
for my clients. Back then, it was just a finan­

cial consultant, his wife, my wife, my mom
 
and myself when we stalted. I heard about
 
Fixed Indexed Annuities from Life USA and
 
couldn't believe these really worked. My
 
entire focus was on stocks, bonds, mutual
 
funds and other investments. I looked more
 
into the Fixed Indexed Annuities and decided
 
these were a good deal, so Life USA got me
 
started with PBS. PBS then called to share all
 
of the services they offered. It has been devel­

opment in the making from there.
 

BC: What is it you like most about working
 
with PBS?
 
TT: The most important thing PBS brings to
 
the table are programs like Breakthrough,
 
seminar programs, business planning, train­

ing, back-office support and programs that
 
help us do business, which help us in the field
 
be more efficient at what we do.
 

BC: Is there anything else that has 
contributed to your success over 
the years? 
TT: The one thing I would like to add 
is I could not have done this without 
my wife, Marcia. She is my office 
manager; she sets all of my appoint­
ments and keeps me on track. We 
have been married 31 years; have 
three kids and three grandkids. PBS 
is great, but none of this would have 
happened without her support. 

I want to personally thank Tim from 
all of us at PBS for taking the time to 
share his success story. I also would 
like to thank Tim for being an ambas­
sador for PBS in all the ways he is. I 
keep coming back to discipline, moti­
vation, and success and when I think 
of Tim these words will always come 
to my mind. If you would like to start 
on this same path or if you are well 
on your way there and just need that 
Breakthrough program to help 
break through the glass ceiling 
you keep bumping into, call 
Personalized Brokerage Services 
today at (888) 364-2300. 

Brendan ellri ·ty is the Director Of Annuity 
Sales for Personalized Brokerage Services, 
LLC. He can be reached at (7~5) 86/-2504. 


