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S This section has been created to give you easier access when searching for a Sacramento 

area vendor to use. Take a minute to familiarize yourself with the businesses sponsoring the 

publication. These local businesses are proud to partner with you and make this magazine 

possible. Please support these businesses as they are the reason the publication exists.

ATTORNEYS

ElGuindy, Meyer 

& Koegel, APC

Judith Maranski

(916) 778-3310

emklawyers.com

BLINDS/SHADES

Made in the Shade Blinds 

and More

Mandie VanBuren

(916) 300-4306

blindsofnorcal.com

COMMERCIAL REAL 

ESTATE

Banyan Commercial

Tai Le

(760) 593-8710

banyancommercial.com

HOME INSPECTION

Twin Termite & Pest Control

Brian McComas

(916) 344-8946

twintermite.com

INSURANCE

Intrinsic Insurance Services

Aurora Mullett

(916) 585-8184

iiprotect.com

Professional Insurance 

Associates, Inc.

Paul Hammack

(877) 495-9141

piainc.com

Sky Insurance Brokers

Erik Sjolie

(916) 540-7000

skyinsurancegroup.com

MARKETING

XSIGHT Creative Solutions

Scott Rodier

(916) 444-9100

xsightusa.com

MORTGAGE

Dan & Sherene Team - 

Fairway Mortgage

Dan McIntire

(916) 276-3324

danandshereneteam.com

Fairway Independent 

Mortgage

Michael Pankow & 

Greg Sandler

(916) 318-5626

WeFundHomeLoans.com

Family First Mortgage Group

AJ Jackson

(916) 835-4100

ffhomeloans.com

Point Equity 

Residential Lending

Nick Cunningham

(916) 302-2018

pointequity.com

The Mortgage Company

Lonnie Dickson

(916) 396-3185

themortgagecompanyca.com

The Rodney Rose Team

Rodney Rose

(916) 223-2775

getmoneyforyou.com

STAGING

Staging & Co.

Hannah Nguyen

(916) 753-8902

stagingnco.com

Stephanie Brubaker Home 

Staging & Consulting

Stephanie Brubaker

(916) 390-4491

stephaniebrubakerhome

staging.com

STONE COUNTER & 

GLASS POLISHING

Pro Gear Industries

Todd Ognibene

(916) 778-0342

facebook.com/

pgistoneandglass

“We rise by
lifting others.” 
– Robert Ingersoll

Locally owned and independent.  

Lonnie N. Dickson | Branch Manager
The Mortgage Company | NMLS 747878

C: 916-396-3185 
1839 Iron Point Dr. Ste. 100 | Folsom, CA 95630

M E E T  T H E

S AC R A M E N TO
R E A L  P R O D U C E R S  T E A M

Rachel Lesiw
Media & Marketing Manager

Katie MacDiarmid
Publisher 

Alison Davis
Account Executive

Haley Van Bellingham 
Content Coordinator

Stephanie Brubaker
Writer 

Dave Danielson 
Writer 

XSIGHT 
Creative Solutions

Creative Marketing Services
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Tai Le, Founder
760-593-8710 
tai@banyancommercial.com
www.banyancommercial.com
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Multi-Family &
Commercial Real Estate

2717 Cottage Way Ste. 3
Sacramento, CA 95825

466 Brannan Street
San Francisco, CA 94107

WAYS A 
COMPANY
CAN SPEND

Buy a 
private 

jet

Give the 
C-Suite a 
nice raise

Enable the 
rescue of 

thousands of 
human 

trafficking 
victims 

worldwide

Upgrade the 
office with fancy 

furniture and 
gadgets

 $3 MILLION:
N2 Publishing – the 
company behind every 
Real Producers 
magazine – believes in 
a future where 
everyone is free. This 
year, we donated 2% of 
our revenue, or $3 
million, to support 
nonprofits that rescue 
and rehabilitate victims 
of sex slavery and 
forced labor. And it was 
only possible because 
of the support of our 
industry partners and 
engaged readers. 
Because of you.

TO LEARN MORE, VISIT N2GIVES.COM

7806 Uplands Way
Citrus Heights, CA 95610

916-835-4100 Phone
916-848-3386 Fax
ffhomeloans.com

AJ Jackson
Owner
NMLS# 210062
BRE# 01872296

NMLS#39096

Here To Help You
W E  PA Y  F O R  A L L  A P P R A I S A L S   |   L O W  R A T E  A N D  F E E  S T R U C T U R E

1 5 - D A Y  C L O S E S   |   W E  M A K E  D I F F I C U LT  F I L E S  E A S Y

I will say this, though; it is possible for a pause to morph into 
paralysis. I have felt it myself. Fear creeps in to the time of 
waiting and tempts us to not only reflect and re-evaluate, but 
freeze altogether. No big decisions, no risky moves, no con-
fident statements... After all, we’ve just been given a swift 
reminder of how little we can count on. But, historically, the 
best and brightest, most innovative, world-changing ideas and 
progress have been born out of adversity, out of trial and times 
that no one saw coming. And the world is better for it.

These last few weeks we’ve seen incredible quick thinking and ca-
pability rise up all around us. Teachers created distance-learning 
curriculum on a dime; full businesses shifted to meeting virtually 
without skipping much of a beat. We are learning new programs 
quickly, we are utilizing technology to maintain connections both 
professionally and personally, and with each new solution we are 
becoming more efficient, creative and brave. In this sense, now 
is the worst time to pause. There are so many opportunities to 
take hold of right now, so many ways to pivot, lean in and evolve. 
Leaders are sprinting ahead, charting new paths forward and 
continuing to prove why they are the best in their fields. For those 
that do, the other side of this moment in history looks incredibly 
promising. And as someone committed to highlighting great sto-
ries about great leaders in our local community, I’m pretty excited 
to take that journey with you all.

Onward!
Katie MacDiarmid

Sacramento REAL Producers
katie.macdiarmid@realproducersmag.com

(916) 402-5662

I had an entirely different publisher’s note written. 
We plan our issues out months in advance, much 
like we do the rest of our lives for that matter – but 
every so often something comes along that reminds 
us we are not guaranteed the plans we’ve laid out. 
Regardless of however else it has affected us, I think 
it’s safe to say that this Covid-19 pandemic has been a 
reminder that we don’t know the future.

So as I sit here, at the end of March, now rewriting our 
publisher’s note that will print in May, I find myself in 
a strange in-between place. Still adjusting to the very 
disrupted schedule we all jumped into two weeks ago, 
and trying to figure out what parts of our current “shelter 
in place” reality will still be the case when this magazine 
hits your hands in May. That’s the thing about uncertainty 
though. It makes us feel like we have to wait, we have to 
pause and hold our breath, hunker down and watch from a 
safe distance until we know more things “for sure.”

I have seen so much good come out of this “pause.” 
Without the ability to look too far ahead and without all 
the plans on the calendar sending us in different direc-
tions every night of the week, we’ve been forced to look 
inward. To become very present and remember who 
and how much is right in front of us, right now. Families 
are eating dinner together every night, taking walks and 
playing games in their free time, adult children are being 
far more intentional about checking in on and caring for 
their parents, friends are making time for happy-hour 
zoom calls. I’ve seen people creating art and noticing 
beauty and feeling genuine gratitude for the privileges 
and comforts we typically take for granted. All because 
we’ve been given a little extra space to see it.

publisher’s note

PRESSING

facebook.com/sacramentorealproducers/

@SacRealProducers

PAUSE
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announcement

SACRAMENTO 
REAL PRODUCERS

PROFESSIONAL INSURANCE
ASSOCIATES, INC.

2270 Douglas Blvd Ste 200
Roseville, Ca 95661

PAUL HAMMACK | President
916.297.7486
paul_hammack@piainc.com
www.piainc.com
License # 0467457

Family owned since 1960

Auto | Home | Life | Health | Business

We pride ourselves in �nding the ideal insurance 
“�t” by designing the most cost-e�ective protection 
plans for you and your business through our access 

to national and worldwide insurance markets.

INSURANCE

Real Producers is a national concept currently open 

in 125 markets across the country. With the launch 

of Sacramento Real Producers, I wanted to take the 

time to answer some pretty common questions.

What is the purpose of Real Producers magazine?

The mission of Sacramento Real Producers is simple. We strive 
to inform and inspire the top-producing real estate agents in 
the Sacramento market and connect them socially. We do this 
by telling their personal stories. How they have succeeded 
and failed. What drives them to achieve year in and year out. 
Where do they spend their time when they are not working, 
and what are they passionate about other than real estate. We 
give local top-producing REALTORS® a platform to tell their 
story in a way they have not been able to do so before.

The secondary focus is to provide an avenue for our af-
filiate partners to create and continue relationships with 
these top performers, on a level that they might not be able 
to achieve on their own.

Who receives this magazine?

This magazine is mailed to the top 500 producing agents in the 
greater Sacramento area, according to volume each year. This 
is based on the 2019 MLS, the ranking is annual and resets 
every year. This year, the minimum production level for our 
community was over $8 million. Just to be included in this 
group is an accomplishment that testifies to your hard work, 
dedication and proficiency.

What is the process for being featured in the magazine?

It’s really simple – you can nominate other REALTORS® 
(or yourselves!). We will consider anyone brought to our 
attention; we don’t know everyone’s story, so we need 
your help to learn about them! A nomination currently 
looks like this: You email us at katie.macdiarmid@realpro-
ducersmag.com with the subject “Nomination: (Name of Nom-
inee).” Please explain why you are nominating them to be fea-
tured. It could be that they have an amazing story that needs 
to be told; perhaps they overcame extreme obstacles, they are 
an exceptional leader, have the best customer service, or they 

give back to the community in a big way. The next step is an 
interview with us to ensure it’s a good fit. If it all works out, 
then we put the wheels in motion for our writer to conduct an 
interview and write an article, and for our photographers to 
schedule a photoshoot.

What does it cost to be featured? 

Zero, zilch, zip, nada, nil. It costs absolutely nothing! We are 
not a pay-to-play model whatsoever. We write real stories 
about real producers, so nominate away, friends!

Who are the preferred partners?

Anyone listed as a “preferred partner” in the front of the 
magazine is a part of this community and a top professional in 
their industry. They will have an ad in every issue of the mag-
azine, attend our quarterly events, and be a part of our online 
community. We don’t just find these businesses off the street, 
nor do we work with all businesses that approach us. One or 
many of you have recommended every single preferred part-
ner you see in this publication. We won’t even meet with a 
business that has not been vetted by one of you and “stamped 
for approval.” Our goal is to create a powerhouse network, 
not only for the best REALTORS® in the area, but the best 
affiliates, as well, so we can grow stronger together.

How can I refer a preferred partner?

If you know and want to recommend a local business that 
works with top REALTORS®, please email us to let us 
know at katie.macdiarmid@realproducersmag.com.

Still have questions? Don’t hesitate to reach out!

Katie MacDiarmid

Sacramento REAL Producers

katie.macdiarmid@realproducersmag.com
(916) 402-5662

facebook.com/sacramentorealproducers/

@SacRealProducers

COMMON QUESTIONS ABOUT 
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PEGGY
profile

C O L D W E L L  B A N K E R  R E A L T Y
By Stephanie Brubaker

Photos by Rachel Lesiw, 

Indulge Beauty Studio

Peggy’s annual 
client Mother’s 

Day flower-
arranging party

The Queen of Clarity

Peggy Urieff is not someone who 
struggles to articulate what she wants.

“I want to be in the business of getting 
people what they want. I want to raise 
self-sufficient kids who know how to 
make money. I want to be relationally 
present for both.”

These three statements offer a 
glimpse into what drives Peggy out 
of bed at 5:15 am each morning. She 
spends that first hour walking the 
neighborhood with a friend. “It helps 
clear my head.” And if there’s one 
word that I keep coming back to after 
speaking with Peggy, it’s clarity.

Clarity of Intention

“From the beginning, I set out to grow 
my business out of relationships and 
referrals. I didn’t want to door-knock 
or cold-call, or do anything I wouldn’t 
want done to me.” Clients are real 
people to her. Not only does she 
remember 350 names and faces, but 
the details of their shared experience 
as well. It’s also how she sustains her 
business. In fact, her 2020 goal is to 
meet at least 100 of those clients for 
coffee or lunch. “I love having real 
conversations and being a part of 
their lives.”   

Involving the family in her business 
was another intention. “Growing 
up, my parents had rental proper-
ties, and my brother and I spent 
many weekends making repairs and 
improvements. One year, I spent my 
entire spring break installing a new 
linoleum floor.” As she had children 
of her own, she folded them right in. 
Her kids help host five client parties 
each year, ranging from Mother’s 
Day flower-arranging to holiday pie 
exchanges. They also run the Urieff 

MBA Program. At age 9, each child 
accompanies Peggy on their first busi-
ness trip. This year Milly attended a 
conference in Seattle with her mom 
and is well on her way to achieving 
her “degree.”

Clarity of Priorities

As a wife of 18 years to Jeremie, and 
a mother to Lily (14), Irish twins 
Tilly (11) and Milly (9), Ryker (7), 
and Walker (5), Peggy maintains an 
impressively full plate. “About four 

URIEFF
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Peggy, her husband, Jeremie, and 
their five children

focus on that. I’m not a multi-tasker.” 
It also doesn’t support her conviction 
about being present. “I want to be my 
full self with whoever is in front of 
me, not checking my phone. I’m right 
there with them.”

It’s not always easy. Following 
through requires diligent organiza-
tion. Each evening, Peggy fills out a 
worksheet with the next day’s task 
list and plan for time management. 
She also records her experiences, 
noting any adjustments that could 
be made for improvement. “I remind 
myself of the circumstances under 
which I perform best.” Sometimes 
it’s as simple as staying hydrated or 
remembering to pack a healthy snack. 
Other times it’s accurately estimating 
how long a task will take and com-
pleting it before losing time to worry 
and procrastination.

Peggy also recognized a business 
coach could help balance her time 
between work and home. “My coach, 
Grace Chavis with Buffini and Com-
pany, has been with me 13 years, 
through the birth of my kids, the 

death of my brother, and caring for 
my dad who has Parkinson’s. She’s 
helped me keep one oar in the water 
even when life threw me curveballs.”

Clarity of Yes and No

Being clear about what she wants is 
half the battle. The other involves 
knowing what to say no to. “With five 
kids, we do things differently than 
smaller families.” They tend to focus 
on activities they can all participate 
in, like board games, rather than 
individual pursuits like competitive 
sports. The current family favorite 
game is The Donner Dinner Party, 
which they played for three hours the 
other night.

Peggy also says no to working regular-
ly in the evenings. “There is the occa-
sional 6 pm key delivery, but that’s the 
fun part.” She loves wrapping the front 
door and placing festive signs in the 
yard to make the moment extra special 
for her buyers. But she has five unique 
personalities waiting for her back at 
home. She says yes to going on walks 
with Lily to talk about college plans, 
yes to art with Tilly, yes to swapping 
jokes with Milly, yes to mommy dates 
at the mall with Ryker, and yes to 
cuddle time with Walker.

Clarity of the Big Picture

One observation Peggy has 
made over the years has 

particularly shaped her per-
spective. “I’ve found most 

people aren’t happy with what they’re 
doing for a living. I don’t want that 
for myself or my kids.” She avoids 
the fixed mindset that there is only 
one way to make money, especially 
with today’s technology and entrepre-
neurial culture. “Whether my kids go 
to college or not, they need to make 
their own way and be financially in-
dependent.” Recently, Peggy’s oldest 
daughter netted $400 making and 
selling custom coffee-cup sleeves. By 
embracing each child’s abilities and 
disabilities alike, she trains them to 
think outside the box when it comes 
to generating income.

She also believes in giving back. Real-
izing that not every agent is a creative 
idea-generator, Peggy saw an oppor-
tunity to help the many generous 
people she’s met in the industry. “I 
created a free real estate blog called 
popbyideas.com. Agents appreciate 
suggestions for what gift to bring 
when they visit someone, or how to 
communicate a clearer message in 
their marketing.”

There’s That Word Again

Clear. Clarity. 

Peggy may not even realize how 
succinctly she communicates, how 
quickly she pulls from a deep well of 
knowledge and lays it out in a practi-
cal, easy-to-digest way. Her children 
may not realize it, yet, either. They 
might think everyone is as intelligent 
and clear-eyed and relationally ac-
cessible as their mother is. That isn’t 
the case. In the words of her manag-
ing broker, “She’s what every broker 
hopes to have 100 of ... but there are 
only so many Peggys.”

years ago, work was becoming a 
shackle. I couldn’t get away from 
my phone.” It wasn’t consistent 
with her values. “I believe children 
spell love as T-I-M-E. It’s important 
each child feels they have individual 
attention.” They decided to retire 
Jeremie, a network engineer, to 
have at least one parent focused and 
present in the home full time. Peggy 
concentrated on conducting herself 
as an owner rather than an employ-
ee. She hired an assistant, a book-
keeper, and escrow coordinators.

Today, Peggy drives her oldest to 
high school each morning and com-
pletes her workload by 3 pm when 
the kids get home. Most nights the 
family is gathered around the dinner 
table about 4:30, and both parents 
are home to help five kids with 
homework. She is also the art do-
cent at her kids’ school and frequent 
field-trip chaperone.

Clarity of Time

As you might imagine, time manage-
ment is a foundation stone in the Peg-
gy Urieff structure. “When I’m sup-
posed to be doing something, I only 

“SH E ’S  W HAT EVERY 
BRO KE R  HOPES TO HAVE 
100 OF . . .  BUT THERE ARE 
ONLY  SO MANY PEGGYS.
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partner spotlight

KYLE

Professional Inspections For A Smooth Closing

By Dave Danielson 

Photos by Rachel Lesiw, 

Indulge Beauty Studio TWIN TERMITE 
Home Inspections 
& Pest Control

With all of the uncertainty and moving 
parts that go with the listing or pur-
chase of a home, it means a lot to have 
a partner whom you can depend on.

That’s what you get with Twin 
Termite Home Inspections and Pest 
Control, a growing company that 
prides itself on providing professional 
inspections for a smooth closing.

STEPS AHEAD

Kyle Finley is the president and 
founder of Twin Termite Home 
Inspections and Pest Control, who 
created the company 13 years ago.

“At the time, I had been working in the 
termite and inspection business for 
a while, and I had been looking for a 
business to start,” Kyle recalls. “This 
just made a lot of sense for me to pur-
sue. I grew up working in the industry 
and knew I could make a difference on 
the professionalism of this industry.”

Every business owner looks for advan-
tages he or she can offer to clients. Kyle 
is no exception, and he and his team 
deliver that to their clients each day.

“One of the aspects of what we do that 
is pretty unique is the fact that we do 
both termite inspections and home in-
spections,” Kyle explains. “With us, you 
can make one call, and we’ll send out a 
home inspector and a termite inspector 
at the same time. It’s something that 
has been really well-received.”

The passion Kyle feels for the work 
his team does comes through clearly.

“It’s knowing that we’re helping 
homebuyers with one of the biggest 
decisions of their life and knowing 
we’re part of that transaction,” he 
says. “People generally buy two or 
three homes in their lives, so it’s 
really meaningful to us when we get a 
chance to be part of that.”

FAMILY SPIRIT

One of the primary building blocks to 
the company’s success is obviously its 
team. Kyle feels a close bond with those 
he works with, including Frank Siino, 
VP, and John Maphet, general manager.

“We hire way more based on a per-
son’s personality and core values than 

on experience,” Kyle says. “As a result, 
we have a great family atmosphere 
here without office drama. The team 
is amazing, and we come together to 
help our clients meet their goals.”

One way the team at Twin Termite 
Home Inspections and Pest Control 
does that is by being a resource for 
the process.

“We’re like one big happy family,” Kyle 
says. “And we’re here to help – even if 
it’s being asked to read someone else’s 
inspection report. We want to come 
alongside you and be part of your 
team, and help out in any way we can.”

RELIABILITY AND 

RESOURCEFULNESS

That ability to serve as a resource is 
rooted in extensive experience.

As Kyle says, “About 98 percent of 
our revenue comes from the real-es-
tate side of the business. That’s what 
we specialize in. We know the real 
estate transaction very well.”

That approach to business has 

FINLEY
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WE ALWAYS 

THINK ABOUT 

HOW WE MAKE 

A DIFFERENCE 

IN THE 

COMMUNITY, 

AND HOW WE 

ARE ABLE TO 

CREATE AN 

ENVIRONMENT, 

THAT, EVEN 

THOUGH IT’S 

WORK, IT IS 

AN AWESOME 

PLACE TO BE

Kyle Finley and his family

“These children have nothing, as far as 
material stuff goes, and yet are so happy every 
time we visit. I haven’t had to kick one kid off 
an iPad yet!”

allowed Twin Termite Home Inspec-
tions and Pest Control to grow steadily 
through the years. Yet, that’s at the cen-
ter of Kyle’s definition of success.

“It’s more about how good of a dad and a 
husband I am,” he emphasizes. “It’s not 
about the money or how big the business 
is. If I have a happy family, and I do the 
best job I can, that’s what’s important to 
me. My biggest accomplishment is hav-
ing an amazing family, love and friends. 
If I don’t have those things, none of the 
other stuff really matters.”

In his free time, Kyle enjoys every 
moment spent with the family he is so 

thankful for, including his wife of 17 
years, Jennifer, and their four children, 
including twin 13-year-old daughters, 
Kylie and McKena, 9-year-old son, Rex, 
and 6-year-old son, Jax.

“I have an amazing wife, who I call the 
most beautiful woman in the world, and 
four crazy but amazing kids, including two 
boys and two identical twin daughters,” 
Kyle says. “I’m also an identical twin, so 
with that and my girls, that is why we 
have the word ‘Twin’ in the name.”

Their free time is filled with active 
outdoor pursuits, including wake 
boarding, wake surfing, hiking, bicycle 

rides and more. Kyle also enjoys the 
challenge and rewards of participat-
ing in triathlons. 

Giving back is also a leading part of 
the “why” that drives success.

“One of my biggest passions is chil-
dren, so I took my family to Uganda, 
Africa, several years ago on a mission 
trip to see what this organization was 
doing to help the children there. We 
were blown away by what we saw and 
knew we wanted to make a differ-
ence,” Kyle recalls. “About a week af-
ter we got back, I decided to sit on the 
board and take the role of vice pres-

WE ALWAYS 

THINK ABOUT 

HOW WE MAKE 

A DIFFERENCE 

IN THE 

COMMUNITY, 

AND HOW WE 

ARE ABLE TO 

CREATE AN 

ENVIRONMENT, 

THAT, EVEN 

THOUGH IT’S 

WORK, IT IS 

AN AWESOME 

PLACE TO BE

“

The Twin Termite team.

ident of this organization called 
xHope that a friend of mine started 
with her husband out of their home 
in Elk Grove. Since then, xHope 
has now moved in next door to 
my office, and I go to Uganda on a 
regular basis to help out with what 
we are doing. It has been amazing 
to build a relationship with these 
kids, and consistently go back and 
see how well they are doing with 
the support of this organization.”

DELIVERING A DIFFERENCE

When it comes to the future, Kyle 
looks to build on the business that 
has come to represent so many of 
his talents and contributions.

“Right now, we have four branch-
es, and I’d love to continue to ex-
pand throughout California and get 
to maybe a dozen locations,” Kyle 
says. “And who knows? Maybe 
someday, one of our kids will help 
me run it, so we could be running 
what could someday become a 
legacy business.”

The importance of making an im-
pact is at the heart of Kyle’s drive.

“We always think about how we 
make a difference in the communi-
ty, and how we are able to create an 
environment, that, even though it’s 
work, it is an awesome place to be.”

With a genuine spirit and straight-
forward drive to help, Kyle and his 
team demonstrate what it means 
to provide professional inspections 
for a smooth closing.

For more information about Twin 

Termite Home Inspections and 

Pest Control:

Phone: 916-344-8946

Website: www.TwinTermite.com

Email: info@TwinTermite.com
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916-318-LOAN
www.WeFundHomeLoans.com

“Family, Where life begins 
-And- Love Never Ends”

 

 
 

 

Michael Pankow
Senior Vice President

916-296-7765
NMLS 220611

1512 Eureka Road Suite 110
Roseville, CA 95661

Greg Sandler
Senior Vice President

916-727-6444
NMLS 933107

5701 Lonetree Blvd Suite 205
Rocklin, CA 95765

39.1 Billion
Funded and 

151,272 Families 
Served in 2019
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PARMIS
making a difference
By Stephanie Brubaker

Photos by Rachel Lesiw, Indulge Beauty Studio

THE CONNECTOR

Parmis can still remember her 
street in Iran. In 1983, her fam-
ily fled a devastating regime 
change. She was only 6 years 
old at the time, but those early 
memories are wonderful ones.

Her father had seven sisters, 
who all lived on the same road 
with their families. Little Par-
mis wasted the days away out-
side playing with her cousins 
– safe, content, and connected. 
And though she grew to love 
her new home in America, 
she is still looking for ways 
to connect more deeply with 
her roots. She grounds herself 
in her beloved heritage by 
intertwining her Persian 
culture – rich in history and 
art and hospitality – into her 
household, as well as raising 
three bilingual children. And 
what she has created in POW, 
powerof100women.com, has 
become an innovative and 
effective support system in 
her community.

THE POWER SOURCE

Parmis moved to the Sac-
ramento Region when her 
parents asked her to come 

from the Bay Area to help 
with their building and devel-
opment business. She was in 
her 20s, a trained professional 
designer, and not interested in 
relocating. But as the daugh-
ter of two entrepreneurial 
professionals, she seized the 
opportunity with both hands. 
After hosting one open house 
for her parents, she automat-
ically began making personal 
and professional connections, 
which grew to a long list of 
people wanting her as their 
agent. She promptly fell in 
love with her new hometown, 
bought a house, and made the 
move permanent.

Being a child in an immigrant 
family has afforded Parmis a 
unique experience. For one, 
having parents who started 
over from scratch in a new 
country means she wasn’t too 
afraid to try something new. 
It involved prioritizing saving 
money for the future while 
her friends were out spending. 
As opportunities arose, she 
purchased investment proper-
ties to convert to rentals. And 
it’s kept her aware that the 
quality of life she enjoys now 

— as an agent, an investor, a nonprofit 
creator, a wife, and mother — is not the 
norm. Not in her city, and especially, not 
globally. Her eyes are wide-open to her 
blessings, privileges, and the fact that 
she is able to provide for her children. 
All of this converged one day and became 
the engine that drove a brilliant idea into 
a revelatory nonprofit.

THE EXTENSION CORD

One afternoon several years ago, a preg-
nant Parmis heard the television switch 
from her daughter’s show, Peppa Pig, to 
a local news story about a horrific car 
accident that left a woman terribly injured 
and took the life of her young daughter and 
husband. Moved to help this devastated 
woman, she quickly discovered how many 
obstacles were in the way. “It practically 
took an Act of Congress. It was shockingly 
hard for someone like me, just a concerned 
member of the community, to put money 
into this woman’s hand,” she recalls.

Pourarian
Parmis did what she does best: connect 
the dots. After over 20 years in real 
estate, she has a deep well of clients who 
have become friends. “Clients would 
tease me, ‘Don’t you want to sell me a 
house?’ But I cared about them, not 
the paycheck.” Sometimes that meant 
cautioning them away from a purchase 
that wasn’t right in the bigger picture. 
So, during a long and arduous process 
of becoming a 501(c)3, she got on the 
phone with those client/friends, family, 
and neighbors. “I know many women, 
like me, who can’t necessarily volun-
teer long hours or write huge checks, 
but genuinely care, and can do 
something.” Her idea was to create 
a junction point for worthy causes 
and women like herself: teachers, 
executives, stay-at-home moms, and 
food servers. No middle-man, time 
delays, or burdensome paperwork. 
Parmis got the people who needed 
help in the same room with the 
people who desired to help.

PLUGGING IN

Once the initial work was done, 
the event scheduled, the women 
invited, the charities vetted, the 
first meeting of POW – Power 
of 100 Women – took place in 
February of 2016 during a tor-
rential downpour. “The park-
ing lot was flooded. I turned to 
my sister and partner, Amitis, 
and said, ‘No human is going 
to come out in this storm!’” 
But 7 pm rolled around, the 
doors opened, and the con-
cerned masses arrived. Over 
dinner in a local restaurant, 
three representatives from 
nonprofits briefly described 
their organizations and 
mission statements. After 
hearing the presentations, 
each woman decided which 
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charity would receive her $100 donation. 
Within two hours, 100 women gave $100, 
and three worthy causes added a collective 
$10,000 to their budgets.

“It was a beautiful evening of laughter and 
tears.” Many lingered afterward to talk 
and ask more questions. More needs were 
discovered. The solution was, and is, often 
in the room. “There was a foster child who 
wouldn’t talk or smile because her teeth 
were so bad. One POW woman popped up 
and said, ‘My husband is a dentist, we’ll do 
it pro bono.’ It was an Oprah moment. It 
was amazing,” she remembers.
           
Brilliant in its simplicity, POW lit up like a 
brand-new Christmas tree. It was a reason-
able goal; ask 100 women to commit just two 
hours of their time and a gift of $100, four 
times a year. “Anybody can find two hours. 
And many can contribute a $100 donation.” 
Not only did they reach it that night, they reg-
ularly exceed it. “Our quarterly goal is to raise 
$10,000 for a total of $40,000 per year. Due 
to the generosity of this incredible network of 
women, we’ve donated over $250,000 since 
that first meeting four years ago.”

FLIPPING THE SWITCH

“My husband, Kevin, was the first to call me The Connec-
tor. By nature, I simplify and connect. And I love putting 
people in contact to make a difference.” It doesn’t end there, 
as Parmis is determined to flip the switch for the next gen-
eration. “My sister owns a martial-arts training center, so 
we invited our kids’ classmates to the studio to address 
the issue of homelessness in an age-appropriate way.” They 
formed assembly lines to stuff 300 bags with socks, toilet-
ries, and fresh fruit, then decorated them with stickers and 
positive messages. Even “Santa” came by to give high-fives 
and encourage the kids for taking action.

“I don’t give back for an ulterior motive. I’m not trying 
to network or stir up more clients. I don’t talk business, 
and no business has come out of it. I do this so our chil-
dren will watch us care for one another and respond 
quickly to need and tragedy. They will grow up and do 
the same for their communities, because at the end of 
the day, we’re all connected,” she states.

And just like that, the little girl who fled to the U.S. as 
a 6-year-old has found connection and built success, 
not only as a real-estate agent, but also as a philan-
thropist making a real difference in her community.

By nature, I simplify and connect. And I love 
putting people in contact to make a difference“

Parmis and her family, photographed 
by Emily Small Photography
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 Lending with Excellence
“Dan and Sherene are the lending dream team! 
I've never worked with any lender that communi-
cates better than they do! They make buying a 
home fun with their senses of humor and they 
take the stress out of the process with stellar 
efficiency!” 
Monica H. (Realtor)

Dan McIntire
Loan Officer, NMLS# 300900

Cell: (916) 276-3324 

Sherene Gray
Loan Officer, NMLS #302159

Cell: (916) 798-8026

ShereneAndDan@FairwayMC.com
www.DanAndShereneTeam.com
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SKY INSURANCE
BROKERS

“REFUSE TO BE AVERAGE”

www.skyinsurancegroup.com

CA Insurance Lic: 0J15368

FOR ALL OF YOUR 
INSURANCE 

NEEDS

Specializing in:
 • Homeowners Insurance
• High Fire/High Brush

• Flood Insurance
• Life Insurance
• Auto Insurance

(916) 540-7000

STEPHANIE  BRUBAKER
Home Staging & Consulting

Getting you more offers, faster.

Serving the South Placer & Sacramento Areas
WWW.STEPHANIEBRUBAKERHOMESTAGING.COM

Here are just a few of the products we excel in:
• Residential Homes • Luxury Homes • Secondary homes
• Vacation Rentals • Flip/Construction • Kitec Plumbing
• High Fire • Flood • Real Estate Commercial Protection

If you are looking for a Partner who stays on the leading edge of the market
instead of a transactional agent Intrinsic Insurance is the clear choice!

Serving: CA, WA, OR, ID, CO, NV, UT, AZ

Intrinsic Insurance Services 
Lic 0L50125
Office: 916.585.8184 
Cell: 530.903.2362
Fax: 916-745-8434
info@iiprotect.com
www.iiprotect.com

Intrinsic Insurance-
Where Integrity and Protection Meet
Intrinsic Insurance partners with Realtors in a unique way. We know the hard work and reputation it takes to 
secure a homeowner and we Partner to help you execute on that homeowner every time they or a family 
member thinks of buying! Through cobranded touches we keep your relationship alive for many years to come. 
Though we can assist you with all home transactions in 8 states; we excel in escrow closings with properties in 
hard to place risk areas and work directly with the Lender and Title to make sure your escrow closes on time. 

Here is what other Realtors have to say about us:

Aurora Mullett with Intrinsic Insurance is a top notch insurance agent with her 
clients best interests at heart. She is at the forefront of the Insurance issues 
Plaguing CA and is a great resource if you ever just have questions.
 Andrea Dodson~ KW

Intrinsic Insurance excels with my customers time and again. No matter what hurdle we 
throw at them they always find an option and propel us to closing. They are one of the 
only agents that partners from listing to close to ensure insurance is never an issue.
 Maury O’Hearn~ Premier Real Estate
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cover story
By Dave Danielson 

Photos and cover 
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Sepulveda, XSIGHT 
Creative Solutions

REACHING RESULTS WITH THE
RIGHT APPROACH
In life, it can be tempting to focus on our goals and 
forget about what it takes to get there. 

To be sure, the goals we have in mind are 
important, and they can be part of the fuel that 
drives us to where we want to go. But are we 
enjoying the journey? And are we making that 
journey enjoyable for those around us?

As a REALTOR® and owner of Windermere Gran-
ite Bay REALTORS®, Tad Thompson has built a ca-
reer out of reaching results with the right approach. 

Today, one of the most rewarding parts of what 
he does is helping others achieve the same kind 
of results.

“I always tell the agents, ‘It’s not about how much busi-
ness you do. Working in my office is about how you do 
your business,’” Tad emphasizes. “I can help you refine 
your skills on how you do your business. But if you come 
with the wrong approach and the wrong motivations, 
those are hard to work through.”

Tad exudes a clear sense of pride when he talks about his 
21-person team.

“It’s rewarding to work with people who have the right ap-
proach, are customer-centered, and just focus on doing the 
right thing. Those are the kinds of folks that we have here.”

MADE FOR THIS
Tad’s life has been intertwined with real estate.

THOMPSON
WINDERMERE GRANITE BAY REALTORS®

Tad and his wife, Gaby.
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“I’m the son of a broker. My mom, 
Judy Thompson, has been in the 
business for about 50 years. So I kind 
of grew up in the business,” he says. 
“I went to school down in the bay at 
St. Mary’s College, I graduated from 
there, and then I worked for IBM as 
a sales associate.” From there, Tad 
went to work for NYNEX making 
outbound sales.

“After a time, I was looking for a 
change in life, and I had an opportu-
nity to come back to the Sacramento 
area,” Tad recalls. “So I decided to 
do that, got my license and started 
selling real estate back in 1989.”

Through time, Tad honed his skills 
and his approach to delivering a dis-
tinctive brand of service to his clients 
and his community.

About 13 years ago, Tad had anoth-
er opportunity with Windermere 
through its franchise system.

“A big reason that I went with that was 
because of the freshness of the brand. 
There was no preconceived kind of 
stereotype of the brand,” he says. “So 
when Windermere came into our mar-
ketplace, I chose that as a franchise 
model. And it allowed me to put my 
own fingerprint on the business, devel-
op a culture and a kind of an approach 
that was fresh and unique.”

SIGNS OF SUCCESS
Tad’s role allows him a blend of all of the 
elements he enjoys about the business.

“I work as an owner, broker, and I sell 
quite a bit of real estate. So it’s unique 
in that I’m not sitting behind the desk, 
focusing just on putting out fires or 
managing people,” Tad explains. “Part 
of what I enjoy most about being in the 
position that I’m in is getting to serve a 
little bit as a mentor for agents to help 
them hone their skills and approach, 
help them with responses, anticipating 
problems, solidifying relationships 
with customers. That, to me, is the 
most satisfying thing.”

In 2019, Windermere Granite Bay 
REALTORS® recorded an impressive 
total of over $128 million in sales vol-
ume, including $34 million from Tad 
as an individual.

“Whether I’m working from the broker 
standpoint, or from the servicing 
standpoint, I really want to be of 
service at an exceptional level,” Tad 
says. “I’ve never been satisfied, and I’m 
always trying to improve upon what it 
is we’re doing, and how we’re doing it. 
Because we always want the client to 
feel the experience was highly unique 
and hopefully difficult to duplicate.”

Beyond the numbers, Tad thinks 
about the relationships that are sus-
tained through time.

“I always think it’s based on referrals 
and word of mouth… One-hundred 
percent of my business comes from 
word of mouth. It’s all referral-based,” 
he points out. “I feel best when I can 
have that connection where some-
body says, you really need to talk to 
Tad. When it comes to that kind of 
warm referral, it just feels like the 
relationship is magic.”

Tad’s definition of success comes 
naturally for him.

“I really like spending high-quality 
time with the people you care most 
about. In a place where there are a 
few distractions, you’re able to help 
those around you,” he says. “It’s 
where the people that you touch feel 
that something unique occurred and 
were fortunate to have had that inter-
action with you.”

LIFE AND LEADERSHIP
At the center of Tad’s life is his wife, 
Gaby, who works as a Senior Vice 
President in human resources for a 
high-tech organization. He also cher-
ishes time spent with his four children.

“Quite honestly, to be able to do what 
I do, you need a spouse who can com-
pletely embrace what it is. I don’t call 

what I do a job. I call it a way of life. 
Because to be successful, you have 
to do it every day, seven days a week, 
and virtually be at your clients’ discre-
tion and ability to reach out to when-
ever they might need something,” 
Tad says. “I couldn’t do what I do 
without an understanding spouse and 
the spouse who just allows you to do 
what you do. Gaby puts up with a lot, 
and I would say she’s the number-one 
reason I’m able to do what I do.”

Tad maintains an open line with
his clients.

“I’m not a big fan of drawing a line in 
the sand, where you can’t call me be-
cause this is my time. You don’t have 
to wait till tomorrow,” he says. “I 
always think that if you need me, and 
you’re calling me at 10:30 at night, 
I pick up my phone because I want 
to understand what it is that you’re 
struggling with. I want to be able to 
potentially help you feel better before 
you go to sleep, or at least be on it 
first thing in the morning so that I 
can get it addressed right away.”

As Tad counsels agents, he encourages 
them to stay in step with the process 
they’re working through with clients.

As he says, “There’s a method to this 
whole thing, and, oftentimes, we can 
get way ahead of ourselves, antici-
pating things that haven’t happened 
and getting worked up for no reason. 
I like to encourage them to take the 
process in stride.”

Those who work with Tad benefit 
from his example. As he demon-
strates to his clients and team mem-
bers, the steps along the path can be 
just as rewarding and important as 
the destination itself.

“My goal is that no matter what level 
of experience a client has, he or she 
is pleasantly surprised, completely 
satisfied, and realizes a benefit from 
my being involved. That, to me, is 
what success looks like.”

Tad Thompson with his mother and fellow 
real estate agent, Judy Thompson.
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Our pathway to homeownership was a tough one. We had credit issues, down 

payment issues, and almost any issue you can think of when buying a house. 

Things were delayed so much that the seller nearly backed out and I don't 

blame him. Rodney helped us to battle the credit problems, found credits

and ways to help with the down payment, and dealt with me when I was 

frustrated and a pain. Thank you Rodney so very much. - Brittany V. 

JUST WHAT THE
DOCTOR
ORDERED
Rodney has successfully cured many 
previously diagnosed terminal, 
un-fundable loans. Whether your loan 
profile is healthy or needs a cure, 
make the right choice. Call Rodney 
and “Close with Rose.” Call Rodney and Buy

in the Morning!

- E-apply

- E-close
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THE

RODNEY ROSE
MORTGAGE TEAM

NMLS #1396861NMLS #2289

Cell:
Fax:
Email:

Find me here:

(916) 223-2775
(866) 722-1248
Rodney.Rose@fairwaymc.com

Rehab Construction Loans
FHA, VA*, CONV, JUMBO LOANS
Multiple Down Payment
Assistance loans**
Direct Lender with all Services
in-house

Apply here:Rodney Rose
Loan O�cer NMLS #1396861 



The Firm is premised upon a single goal – to provide our clients 
with extraordinary and personalized service through dedicated and 
experienced attorneys who are not only well-versed in the law, but 

also know that practicality and efficiency are important in any 
transaction or litigated matter. We seek to avoid the common 

pitfalls that befall clients stuck in the maze of large, 
corporate-minded law firms who do not respect nor understand 

their clients’ unique needs or expectations.

www.emklawyers.com 
(916) 778-3310

EXPERIENCED AND TRUSTED ADVOCATES 
ELGUINDY, MEYER & KOEGEL 

We are a civil litigation and transactional law firm serving clients throughout California

GENERAL BUSINESS 
LITIGATION 

CONTRACT DISPUTES 
DEVELOPMENT DISPUTES 

UTILITY DEVELOPMENT 
PRODUCTS LIABILITY 

EMPLOYMENT
WAGE & HOUR

HR COMPLIANCE ISSUES 
EMPLOYMENT CONTRACTS 

LABOR BOARD CLAIMS 
EMPLOYMENT LITIGATION 

CONSTRUCTION PRACTICE 
CONTRACTOR DEFENSE

CONSTRUCTION DEFECTS 
MECHANIC'S LIENS CLAIMS

SUBROGATION CLAIMS 

REAL ESTATE
ENVIRONMENTAL LIABILITY 

LAND USE ISSUES
PREMISES LIABILITY CLAIMS

AGENT-BROKER LIABILITY


