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SURVIVING
2009
As 2009 comes to an end, we
wanted to update our clients,
partners and friends on how
Heffernan Group is faring. Like
many companies and families, 2009 brought some strong months
and some not so strong months. We are not out of the woods yet,
but all in all things are looking better.

Habitat for Humanity of Palm Beach County
is a 501(c)(3) non-profit organization dedicated
to the elimination of sub-standard housing by
building simple, safe, and affordable homes for
working families, in partnership with God,
our community volunteers,
and local organizations.

In a way, you could say we are surviving. A drastic change from 20
solid years of thriving since 1988. This is why we chose “survival” as the
theme for our 2009 HG Magazine. We talked to clients and colleagues
and profiled some incredibly strong companies and people who,
whether they like it or not, have become experts at weathering the
storm. Our goal was to share some stories of those who have faced
challenges head on, and who found a way to emerge victorious. We
also wanted to honor those companies who seek to help those in
need, whether that means helping the underprivileged or helping
the planet stay clean and survive. From staff members who have
overcome abuse and addiction, to companies who, as startups,
operated out of a trunk of a car, we honor the survivors among us.
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Financially, Heffernan Group has several initiatives that are gaining
momentum and our numbers in both property & casualty and
employee benefits are trending in the right direction. In July, we
brought aboard a strong team of professionals who specialize in
professional liability for architects, engineers, and others. They
will operate under the name of Heffernan Professional Practices
Insurance Brokers. We continued to gain traction in our construction
wrap up division, Wrap Up Insurance Solutions. We made great
strides in our commitment to nonprofits with record participation
in employee volunteer days and donations. On the business side,
Heffernan Investment Advisors launched a specialty practice
focusing on the financial management of nonprofit endowments.
Finally, our Wellness program has become so successful that we are
now offering it to our clients.

In the public relations area, Heffernan was named a Best Place to
Work in the Bay Area for the seventh year in a row. Additionally,
Business Insurance Magazine named Heffernan the number one
mid-sized broker to work for in the United States.

None of this could have been accomplished without the dedication
and hard work of everyone who works for the group. As I have
traveled to all our offices and companies, I have seen a universal
theme of teamwork and dedication in achieving a common goal.

To our clients, partners and friends, I wish you a great 2010. I hope it
turns out to be a strong year for everyone. And for now, if you can,
please reach out to those who need a little extra help this year.

habitatpbc.org West Palm Beach, FL

561.433.3351

Collective Impact stands
for working together
to create positive change
in our communities,
recognizing that the
future of our children
and our communities
is at risk.
The programs in our
organization –
Opportunity Impact and
Cultivating Impact –
share a common
goal: to create
a positive impact
on our local
communities
and the people
they support.

F. Mike Heffernan

collectiveimpact.org

•

(415) 680-8649
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Dear Tony La Russa,
Thank you for lending your voice
to the Heffernan team for this
season’s KNBR San Francisco Giants
and KTRS St. Louis Cardinals
radio ads.
Heffernan proudly recognizes you
as not only a leader in baseball,
but an MVP in philanthropy with
your efforts at ARF Animal Rescue
Foundation (arf.net).

HG MAGAZINE
STAFF
Publisher
F. Mike Hef fernan
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Best of luck for a great 2010 season!
Design Firm/
Creative Director
SaperPaper/Lisa Saper
Art Director/
Designer
Luther Knox

Heffernan Insurance Brokers
1350 Carlback Ave., Suite 200
Walnut Creek, CA 94596
925.934.8500
hef fgroup.com
License # 0564249

Sincerely,
The Staff of the
Heffernan Group
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Bill helped Standard TV and Appliance build a reputation for competitive pricing, but more
importantly for employing salespeople who knew their growing lines of products.

By Rick Allen

By 1981, Clement retired
from the company, now
called Standard TV and
Appliance, and handed
the keys to Bill, who
agreed to buy out his
parents’ interest in the
company.
During that time, Bill
helped Standard TV and
Appliance build a reputation
for competitive pricing, but
more importantly for
employing salespeople
who knew their growing
lines of products – all major
appliances, electronics
and eventually mattresses.

Rough Times
and Survival

The Beginning
It all started in a garage in 1947. Clement Gander
repaired a few refrigerators and did house
calls out of his Portland, Oregon, home garage.
By 1952, a move turned that home garage into
a 400-square-foot-shop and display room as
Clement started selling new refrigerators as
well as those he had refurbished. By the late
1950s, his son Bill, who had been watching his
dad work, was soon helping out. Before long,
they had a serious business.
Young Bill was in charge of scouring the dirty
units and then delivering the finished appliances to customers. He recalls with a laugh
that he was the only kid in his eighth grade
class with a bad back.
As the years rolled by, business kept growing. Now Clement had five employees. They
became a retailer for the Whirlpool line, a
company that also provided a “Road Show
Business School” to assist mom-and-pop
businesses like the Ganders’ with instruction
on merchandising, marketing, advertising
and accounting. Bill recalls, “That Road Show
education was a turning point in my career – I
absorbed critical knowledge that applied to
our situation.” With his new-found business
acumen, Bill took the initiative and introduced
business discipline to their store, doubling the
net income in two years.

As Bill took over, the storm
clouds were gathering for
another recession in the
early ‘80s.
“I remember many 65-70 hour weeks all
through those years – no time to get sick – no
time for vacation – we only grew from 12 to 15
employees from 1981 to 1984. Unemployment
was raging and interest rates were through
the roof.” Bad times in a business where the
margins even in good years are thin.
But Bill Gander never considered giving up.
The tall, determined businessman is an avid
hunter and outdoorsmen who understands
the meaning of survival even in the face of
great odds. Gander has watched as Standard
has outlasted most of its independent competitors. One by one they fell.
From 1985 to 2007 Standard TV and Appliance took off by acquiring two competitors
and building beautiful new retail stores in
Beaverton (home of Nike) and Bend, the high
desert vacation destination for many. They
have seven locations and a fleet of trucks and
service vans.
However, even Gander acknowledged the
current boom-then-bust environment has
been brutal. Standard, deriving a large chunk
of its business from homebuilders in the
Portland-Vancouver metro area as well as
Central Oregon, has shed employees and cut
expenses when possible to offset the slowdown in sales. Employee count has fallen
from 385 to 270.

Fortunately, Bill has always been fiscally
conservative – which helps – but he says the
fall in sales numbers can be daunting: “At one
location, we were down eighty-five percent.
There have been monster losses. It’s across all
lines.” Standard is negotiating tenaciously with
all suppliers and mandated 10% employee pay
cuts in the first half of 2009. “We’re doing what
we have to do to survive.”

The Near Future
Standard Controller Steve Cowan says, “There
will be continued belt tightening here,” and
despite Bill’s aversion to government meddling, he recognizes the tectonic shift in the
federal government’s role. “We are looking for
any crumbs that fall our way from these (government) initiatives,” says Gander. For example,
since Standard sells a wide line of energy-saving appliances, they are seeking any additional
opportunities in that category. There are signs
of hope as springtime home closings increase
as buyers take advantage of deep discounts.

Heffernan Connection
As Heffernan’s Portland office was just
getting off the ground in 1992, a mutual
friend introduced Bill Gander to Rick Allen,
Heffernan’s regional vice president. Standard
TV and Appliance was a one-location
appliance store on Woodstock Boulevard
with a fleet of trucks. “The opportunity to
be introduced to an account like Standard
was a blessing, especially since it was (a
small) office and we were trying to survive.
I enjoyed meeting Bill. He asked a lot of
questions – either to test me or to really learn
more about his insurance program.” Standard
and Heffernan’s Portland office have grown
together over those 17 years.
As the years go by, Standard’s workers
compensation cost ballooned. The rapid
growth in the early 2000s led to claims which
are now under control. While Bill was looking
for self-insurance, the account was not in
that size category, “however we were able
to gradually move them from a guaranteed
cost, to a retro, to a paid loss retro plan which
borders a self-insurance concept,” says Rick.
Despite tough times, Standard TV and
Appliance remains optimistic about the future.
After all, Bill Gander learned at an early age
in his father’s garage that obstacles can be
overcome.
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Fired Up and Ready!
“You can’t just stop when there are big
hurdles, because then there is no future.”
By Leslie Mladinich

Illustration by Luther Knox

Businesses nowadays are
getting used to tighter credit
and declining bank balances.
But for Frances and Patrick
Doherty of Doherty Painting &
Construction Inc., problems such
as these have been just hiccups.

“They said- ‘It’s our problem now,” Frances
remembers.

To the Ireland natives survival
has taken on a different meaning
since the third anniversary of
their 20-year company was
almost the last.

The homeowner got a brand-new house, and
Doherty Painting flourished, adding more
employees, buying its own property and
expanding painting services to contracting by
hiring skilled craftsmen. With construction under
its belt, Doherty has taken on jobs on some
landmark sites, including the exterior paint of
the San Francisco Conservatory of Flowers and
all of the interior painting in San Francisco’s U.S.
Customs House. They have worked on schools
and churches, and like to point out that most
customers call them back when they have
another improvement they’d like done. They
average about 200 jobs a year.

As a young couple who canvassed San
Francisco’s exclusive Sea Cliff neighborhood
in the late 1980s with painting equipment they
dragged from their one-bedroom apartment
in the bordering Richmond district,
the Dohertys knew their business was finally
growing when they were asked to cross town t
o the Haight-Ashbury and repaint a Victorian
fixer-upper in 1990.

Yet in a highly competitive business, they are
used to being told “no.” Each had had enough
of odd, unreliable jobs when they emigrated to
America. When they founded the company, it
was with $200 to buy a power washer and two
ladders. Doors were slammed shut when they
applied for conforming loans or tried to open
accounts at painting supply stores in order to buy
the equipment necessary for their take-off.

At the time, burning old paint with a blowtorch
to create a raw surface for new paint was industry
standard. This time, however, a spark flew into
the wall cavity of the house and started a fire. As
it spread, Patrick tried to put it out, burning his
hand and his hopes of saving his business. The
fire rose above the city.

“We couldn’t get credit, we were immigrants,”
Frances says.

“We had a big sign up that said ‘Doherty
Painting.’ The fire marshal came over to us and
said: “The media is on its way - you’d better take
your sign down,” recalls Frances. “We thought,
‘that’s it … we are finished.’”
However, Peter Williams, co-founder of PicettiWilliams, which would later become Heffernan
Insurance Brokers, and the grandfather of current
San Francisco office head Steve Williams, had
asked the Dohertys to paint his house in Sea Cliff.
But before he let them he asked the Dohertys if
they had insurance. When they said no, Williams
bought it for them.
Steve Williams had been at Heffernan for a year
when the fire happened. When he and Pete
Picetti consulted with the couple, the Dohertys
were relieved.

The same survival tactics that have helped them
grow are being put into action in the same year
spending on high-end home improvements is
down 12 percent nationally, according to the
2009 Leading Indicator of Remodeling Activity
published by Harvard University. Although
Doherty’s $3 million a year revenue is level with
last year, it’s down about 30 percent from 2006.
Doherty has thought beyond their hurdles, and
even their triumphs, to ensure the company’s
survival. For example, when they finally got a
Small Business Association loan to buy their
warehouse location, they asked for more money
than they needed to create a safety net. When
new rules were formed to reduce the dangers
of lead-based paint, Frances thought they were
finished a second time. She got in on the issue
before it hit the industry, helping write legislation
around it. “I would rather be part of the solution,”
she says.

When the Dohertys wanted to provide health
care to employees at their small company and
there was no system in place to do so, Frances
lobbied Sacramento. When their business
blossomed to 50 employees and they discovered
quality at some jobs was being sacrificed, Frances
and Patrick cut workers back to 20.
“You can’t just stop when there are big hurdles,
because then there is no future,” Frances says.
The future for Doherty entails placing a new
emphasis on the talents and newly formed
specializations of the company. In the past,
many customers have asked their crews to paint
and take on large-scale improvements without
demolishing and rebuilding from new, getting
Doherty Painting & Construction into restoration.
“We are reinventing ourselves to focus on
restoration using LEED-certified products, rather
than only painting and construction,” says
Frances. “We are trying to get it out there now
that we are across the board. Environmentally
friendly restoration covers all of this.”
7
And although it’s had one for years, the
company’s website is being revamped along
with other marketing materials.
“We never used to need technology to sell
ourselves,” says Frances.
In order to tap into new markets, Patrick is
getting back in the driver’s seat and meeting
with customers face-to-face “like only an owner
can,” says Frances.
His take on survival?
“Cut out the fluff and get back to basics,”
Patrick says.

clean and green

T
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By Louise Lague

he aisles of Costco, Target, your local
supermarket and thousands of other
stores are lined with cleaning products that
shout, plead, and promise in garish fluorescent
colors that they will scour, devour, erase, and
burn off the everyday grunge from your house
and self.
They look monstrous next to one set of products:
Method, in simple ergonomically designed
bottles, labeled with a small sans serif lower case
typeface declaring only “cucumber” or “le scrub,”
its colors pretty and soothing.
These are not just graceful bottles, but recycled
and recyclable containers containing non-toxic
and sustainable cleaning products that hope to
help the earth survive. The company line is that
they “clean like heck and smell like heaven.” But a
lot of customers don’t even know that. They buy
the stuff because it’s pretty.
United as “people against dirty,” the brand has
spurred a cult of fun-loving young fans of all
things green and clean. It even boasts a fan site,
methodlust.com/ maintained by North Carolina
graphic artist and greenophile Nathan Aaron,
“who is not an employee at all,” says Method
publicist Rachel Goldberg. “We’re just lucky that
he likes us that much!”
The idea of turning cleaning products into
something clubby, cozy, and planet-saving
is rather revolutionary, as is the whimsical
marketing approach and conversational style.
“Method thinks cleaning should be fun and make
people feel good – so hopefully this is reflected

in the personal tone of our communication,” says
Goldberg. “Method has a fun, playful vibe and
we hope to support that with our messaging.”
Just nine years old, Method now has over 100
different cleaning products that are distributed
in 25,000 retail outlets in the U.S., Canada,
Australia, and the U.K. Their net revenues for
2008 were $100,000,000. Three years ago, Inc.
Magazine named Method the seventh fastest
growing private company in the U.S.
The minds behind method are Eric Ryan and
Adam Lowry, two mid-thirties hunks who were
high school buddies in suburban Detroit. They
later roomed together in San Francisco.
After getting his degree in environmental
chemical engineering from Stanford, Lowry
began his career in product design by inventing
two U.S. patent-pending products for use in
the automotive industry. He spent four years
as a climate scientist at the Carnegie Institution
and worked as a researcher at a “green” plastics
company in Michigan. He still found time to sail
with the U.S. training team for the 2000 Summer
Olympics in Sydney. Unable to identify a job that
suited his combination of talents, Lowry was
ready to become an entrepreneur.
Ryan, meanwhile, had gone into trend-spotting
and brand-building. He spent more than seven
years in advertising, trend-spotting and brandpositioning for high-end consumer brands
including Gap, Old Navy and Saturn.
One day, while the roommates were hunting
for cleaning products in a supermarket aisle,
Ryan noted how garish and cringe-worthy the
packaging was, while Lowry was horrified by
the ingredients. “If it smells bad, and you have

to wear rubber gloves, and the fumes make you
woozy, that’s your body saying ‘don’t use this!”
says Lowry.
On a long drive one day they began talking
about boring, ordinary product categories that
could be transformed through imaginative
product and packaging design. They were
looking for a product with an emotional hit, and
thought about the home. “From the furniture
you buy to your kitchenware, you put a lot of
thought and emotion into what you put in
that space. Yet the products that you use to
maintain this very important space tend to be
uninteresting, ugly, and toxic - and you hide
them away. Why did that have to be? Our idea
was to come up with products that absolutely
could connect with the emotion of the home. We
wanted to make these products more like ‘home
accessories,“ says Lowry.
They also wanted the products to be earthfriendly, safe, effective and fragrant, as opposed
to smelly. Using $300,000 in start-up money
from personal savings, friends and family, they
went into business in 2000. The name evolved
“organically” says Goldberg. “Adam and Eric were
defining what they were setting out to do. A
better way to clean, a better method. Method!”
“I knew as a chemical engineer that there was no
reason we couldn’t design products that were
non-toxic and used natural ingredients,” Adam
says, “even though it would be more expensive
to do it that way.” Believing that the chemicals in
household cleaners could be worse for you than
dirt and dust, the Method team uses such gentle

substances as soy, coconut and palm oil.
No ingredients have ever been tested on animals,
nor do they deplete unrenewable natural
resources, and all can be safely reabsorbed into
the environment after use.
The bottles, too, face the same rigorous tests
with confirmations that “materials actually get
recycled as opposed to just theoretically,” says
Lowry. No detail is overlooked. They have even
checked out the pulping process for the bamboo
fiber used in their O-Mop boxes, and have found
a supplier who specifies the exact origins of
the bamboo, “allowing us to ensure that it isn’t
contributing to deforestation or other negative
environmental implication.”
Deliveries are shipped in biodiesel trucks, and
office culture and practices are forever striving
towards a negative carbon footprint. The San
Francisco office uses sustainable carpeting and
organic paint, power-saving practices, and bike
racks and showers for self-propelled commuters.
“We invest as much in our culture as we do in
our products,” says Lowry, so the fun includes
a March Madness Ping-Pong Tournament and
an annual prom. A program called Methodcares
gives each employee three days to use for
volunteer projects. “People enjoy coming to
work, and are proud of what they do,” says
Lowry.
As a side project, as if they needed one, Lowry
and Ryan are encouraging all cleaning product
producers to follow the Method lead in listing
their ingredients, with some degree of success.
Meantime, anything users want to know

about Method products can be found on the
methodhome.com website. There, consumers’
questions can be quite technical, as in
“Do Method products contain any phthalates?”
And that’s one of the frequently asked questions.
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It’s not all about cleaning chemistry, though.
Another of the most frequently asked questions
is this one: “Method’s co-founders are cute. Are
they single?” And the answer is: “We get that one a
lot. Sorry. Both our co-founders are happily married.”
Pictured below are Eric, left, and Adam.

An

ElegantSip
“We live and die with the volume of grapes Mother Nature supplies us with each year.”
By Leslie Mladinich
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ine, surmises Duckhorn Wine Company President Alex Ryan, is a three-part business: manufacturing,
agriculture and entertainment. So when the stock market falls and discretionary income shrinks, little can
be done about the agriculture. “You make vineyard decisions in five-year increments,” he says.
Manufacturing is determined by the amount of grapes harvested. “We live and die with the volume of
grapes Mother Nature supplies us with each year,” he adds. But in terms of survival, you can always pump
up the entertainment factor. “The best thing we can do is invite our customers to visit our home,” he says. “We aggressively
invite them to spend time here.”

In Napa Valley, which Ryan calls home, the bustling, upper-level administrative offices of Duckhorn Wine Company contrast with what
his customers experience downstairs: a large estate with a relaxed welcoming parlor and cabin-style fireplace, an airy tasting room with
a rounded bar and restaurant-style tables, and an outside veranda overlooking 10 acres of sauvignon blanc and Semillon grapes.
Since 2000 when Duckhorn, a client of Heffernan’s Petaluma office, opened its vineyards estate for visiting and tasting, improvements
and catering to the customer have been a top priority, explaining why tourism there is increasing even during the recession.
“Consumers want assurance that the quality of
wine in the bottle they purchase will deliver what
they expect,” Ryan says.

Last year’s opening of the wrap-around veranda
accommodates everything from large parties to
intimate couples. One weekday in early spring
guests take seats before 10:30 a.m. to sample
the premium winery’s offerings. Tasters waiting
for their reservation are greeted with bottled
water sporting the Duckhorn label and a group
of tasters who ask the server for directions to
their next destination are given a printed-out
Google map. Tastings have two price levels to fit
budgets, sharing is allowed, and if the read on
the crowd has a certain buzz, a bonus tasting
may pop up for lucky visitors.
“It’s more an experience than just walking up
to the bar and wine tasting,” says Maureen
Callahan, Duckhorn’s corporate secretary.

Illustration by Luther Knox

More than 50,000 visitors a year, around 350 daily
in peak seasons, visit Duckhorn’s three distinctive
estates: the main site in Napa Valley’s St. Helena,
Paraduxx off the Silverado Trail in Napa Valley
and Goldeneye in Mendocino’s coastal Anderson
Valley. A new solar-powered Pinot Noir winery
at Goldeneye is ahead of schedule to open this
year. Because of the economic downturn and the
competitive nature of the current construction
market, Ryan says, it is opening under budget.
Ryan says with each brand and site offering a
distinct personality, Duckhorn is experiencing
what Ryan calls “a flight to safety” from
customers.

Duckhorn sells around the globe, exporting to
Canada, Asia, and the Caribbean and even having
a meaningful presence in the very competitive
European wine market. It has 150 employees,
owns and farms 12 estate vineyards across the
two valleys which accounts for nearly 400 acres
of vines that produce grapes for its wines.
As Duckhorn has been building its brand for over
30 years, this isn’t the first economic downturn
it’s weathered. In 1976, Dan and Margaret Duckhorn,
along with ten other families, purchased the
10-acre property in St. Helena that is now the
home to the main estate. Through the years
Duckhorn has expanded its portfolio to sitespecific wineries and emerged as a specialist
in Merlot. Its Three Palms Merlot is made with
grapes from the same vineyard that produced
its first bottle in 1978.

A B I R D ’S - E Y E V I E W
The brand loyalty it’s built up in its 30 years
has also resulted in Duckhorn allowing wine
enthusiasts a bird’s-eye view of its process. There
are different tours tasters can take, including
one at the Paraduxx winery that allows them to
make a signature blend. Hidden back behind
the resort-style Duckhorn Vineyards is a crash
course in viticulture for guests who sign up
for a more intensive tour. During harvest time,
forklifts, fruit sorters and destemmers hum next
to a laboratory that tests samples from all three
wineries. The estate holds 3,500 wine barrels.
Like other businesses, it has been forced to
modernize in order to get its name out. Ryan joked
that in the late 1980s winery employees stood
around and wondered what they’d do with a $1,400
fax. Now Duckhorn’s website has its own video
library with YouTube clips that let visitors meet wine

makers and get an up-close-and-personal account
of blending and wine label details. Spreading its
name and inviting guests in for a taste of luxury is
vital, as some industry analysts forecast that the
greatest growth in wine right now is in the $12 to
$20 range. This leaves Duckhorn, whose bottles
run mostly $50 to past $100, out. However,
there’s been an uptick in its 375 milliliter, halfbottle business where Ryan notes that “people
can get a taste of luxury without buying the
whole boat.”
A recent presidential nod won’t hurt the profile
of Duckhorn in this tight economy either.

D I N N E R W ITH TH E PR E S I D E NT
Sen. Dianne Feinstein (D-CA), Chairman of the
Joint Congressional Committee on Inaugural
Ceremonies, chose two Duckhorn wines, a 2007
Duckhorn Vineyards Sauvignon Blanc and a 2005
Goldeneye Anderson Valley Pinot Noir, to serve
the popular new administration. Ryan notes that
people can click on the luncheon’s menu to see
how the two varietals were paired with seafood
stew, pheasant and duck. Ryan says it was
exciting to participate in the christening of a
new era for the country.
“To be a part of that amount of change is a
phenomenal source of pride for employees and
the entire company,” says Ryan.
And then there’s good old-fashioned getting the
word out, which Duckhorn does through the year
at a myriad of events. A glance at its calendar
finds executive winemakers and company
founders at Donald Trump’s golf course in
Los Angeles and a humane society benefit in its
own backyard. Meeting the customer is always
a high priority, says Ryan.
“There is no such thing as a bad event.”
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Sparking
Volunteerism

By Lori Widmer
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In just four short years, Spark has proven
that philanthropy is not just for the wealthy
and that change can be created when young
minds join forces.

T

ake a group of newly graduated
professional women hungry for ways
to contribute to the global community.
Add to that a collaboration of young
professionals who have limited resources and
time, blend with international women’s issues
and organizations, and you have the recipe
for one unique approach to women’s rights.
San Francisco–based Spark, the four-year-old
brainchild of founding president Maya Garcia,
has successfully blended the passions of young
professionals with the needs of global women’s
organizations and has opened up fundraising to
a new class of philanthropist.
Garcia and her friends, fresh from college, were
finding it difficult to continue their volunteer
activities post-graduation. With no one to
point them in the right direction and most
organizations requiring time commitments of
a year or more or longer, expecting volunteers
to donate time during working hours, Garcia
and company hit upon a new approach. Why
not reach out to organizations already effecting
change within their communities and provide
them with additional support and donor
awareness?

14 It was a story about a Palestinian woman who
broke gender barriers within her own country in
order to compete in the Olympics in track that
inspired Garcia to develop relationships among
grassroots women’s groups and help continue
their empowerment of females in their regions.
The women assembled their friends who may
have been too busy to give hours toward
volunteering projects, but could fund a young
girl’s education in Africa. The women held
their first event, which was to benefit Rwandan
genocide survivors who were building a
farming and education cooperative for those
who had survived rape. That first night, 500
people showed up. That’s when the women
realized there is a need in the community to
respond to the energy that is there in a younger
demographic, and a need in the international
women’s rights movement to have more young
people and men involved.
The group focuses on women-run organizations
that benefit women’s rights. Spark’s executive
director, Shannon Farley, has been with the
group two years. “In those two years, we’ve
grown from 1,000 to 5,000 people. We’ve
doubled our grant making and almost tripled
our programming. People are really interested
in what’s happening in the global community,
but aren’t sure of what their role in it is beyond
being informed. They’re looking for a platform

for action. They’re looking for someone to get
involved. Once you show them what they can do
to get involved now, they run with it.”
The group determines its focus areas every
two years. From there, it relies on members to
identify potential grantee organizations for
which funds can be raised. One such group is
the Center for Young Women’s Development,
a Bay Area group dedicated to involving
marginalized young women in solving the issues
in their environment and creating an educational
and support system. Marlene Sanchez, executive
director, says the Center’s goal is to provide
young women with the space and the skills so
that they can create healthy lives and healthy
communities. Reaching over 3,500 young
women annually, the Center gives women the
tools to restructure their lives. “We turn some
of the anger into self-determination and create
a sisterhood,” says Sanchez, who herself came
through the Center, having been given a job
there at age 15.
Says Sanchez: “We consider ourselves an
organization that does direct service, advocacy,
and policy advocacy. We’re working on the
individual level with young women who are
currently locked up or just out of prison. We’re
also working on changing the policies within
the institutions which further criminalize young
women and give them harsher sentences.
Last year we changed a federal law that
terminated the parental rights of parents who
are incarcerated and their children were in foster
care for longer than 15 months.”
For Sanchez, the benefits of being a Spark
grantee are exponential, especially given current
economic strains. From a benefit raising nearly
$5,000 to publicizing the Center’s cause on the
Spark website, Spark has helped Sanchez’s group
in a time when most organizations are forced to
cut costs or close centers.
Spark allows donors and volunteers the space
and tools needed to promote organizations
like the Center or any number of regional or
global groups, such as a Zimbabwe scholarship
program for mothers. If Spark were trying to do
this alone, the outreach would not be as great.
“Spark does not want to reinvent the wheel,”
says Farley. “We just want to bring people’s
attention to these issues and get them interested
and active in them. For our international grant
making, we rely heavily on global partners
to help identify exemplary grantees, to help
monitor grantees on the ground, and to let us
know when things are happening.”

The Heffernan Group has been a contributing member of Spark’s global efforts. “Heffernan’s been amazing,” says Farley. “Many of the employees are
actually Spark members. They fundraise for Spark, they attend events, some of them have served on host committees and bring 100 of their closest friends
to raise money for the group. It’s a wonderful symbiotic relationship and we’re fortunate to have them in the Bay Area. It’s great to have a corporation that
is committed to improving the community locally, and understands that what we do here has an impact globally.”
In just four years, Spark has managed to raise over $250,000 for women’s organizations in Mexico, Zimbabwe, Rwanda, Kenya, Bangladesh, Jordan, and
San Francisco. What’s more exciting for Farley is the data coming in. “Our premise is that young people are looking for a way to get into the global
community and if you show them how, they will become regular contributors. Four years later we’re getting the data on that. We have 5,000 people in the
network. Of that, 1,100 donated directly to one of our grantees. Of that 1,100, 30 percent donated two or more times. I’m very excited that that which we
thought was true is turning out to be true. People are looking for a way to give back. It’s exciting evidence of the potential for Spark.”
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PUTTING
FAMILIES
FIRST
By Terry Phelan

HG Magazine talks with Darrell Evora,
President of EMQ FamiliesFirst, based
in Campbell, California, and client of
Heffernan Palo Alto.

How would you describe EMQ FamiliesFirst’s mission?

DE:

Essentially, we work to help children
and families in crisis. Our mission is to help them
remain safely with their families. If, for some
reason, we’re not able to do that, then we look
to make sure that they’re placed with a healthy
family that loves them. As for the Mental Health
side of our mission we are committed to providing the very best evidence-based practices for
seriously emotionally disturbed children and
their families. Annually, we serve approximately
18,000 children and their family members across
the state.
There’s also a component of our mission that’s
about broader, systemic change. Our agency
with the support of our Board has successfully
sponsored pieces of legislation to that end.
We really want the Foster Care system across
California and across the country to be the best
place possible for the children that it serves. The
U.S. spends billions of dollars annually to serve
hundreds of thousands of foster care children
nationally, and the outcomes for them by age
21 are pretty horrific. Some 65% of kids who
age out of the system at 18 end up incarcerated,
unemployed, or homeless within a year. It’s a
real travesty. Federal studies have shown that in
order to achieve the best results for foster care
children, the key factor that helps them do better long-term is a connection to family.
I mentioned earlier about wanting to keep the
children in permanent, loving homes, and that’s
why the focus is there.

We’ve also recently created a program guide
together with the state of Washington’s Catholic
Community Services. CCS first stumbled onto
something called Family Finding, which utilizes
web-based internet technology (similar to credit
searches or background checks) to find family
members of children in the system who previously
believed they had no relatives. CCS chanced upon
it because they had a genealogy center down
the street from their offices, and through them
we learned that every kid in America has, on
average, 165 relatives. But the magic of Family
Finding is not necessarily in the search to find the
family members, it’s in how you eventually engage the foster kids with an extended member
of their family that they perhaps haven’t known.
I could talk for an hour about the wonderful reunification stories that have occurred here in the
last couple of years. To find brothers and sisters
that these kids didn’t know existed; to find aunts
and uncles who’ve ended up adopting them; to
find grandparents who can call them every week,
and congratulate them when they graduate, and
send them birthday cards, or acknowledge them
for good grades – it has been pretty amazing.

Do you have a favorite, personal example
of a child who has utilized your services,
and is now flourishing?

DE:

Yes, I do. A couple of years ago , I was
in the lunch line at the cafeteria, and there were
two of our clinicians in front of me speaking to one
another. And one of them asked the other how
one of the children was doing. And the other
answered, “Oh, services have been terminated.”
And the other clinician responded, “Oh my
gosh! Did he start a new medication? Because I
know how depressed he was.” And the clinician
answered, “No — surprisingly he’s preparing to
reunify with his family.” The staff had done a Family
Finding search for this child, and found he had
over 100 relatives right here in California when he
didn’t think he had anybody in the world. I later
learned that because of that internet search, they
found a paternal grandmother in another state,
who had been praying regularly for this grandson
whom she had completely lost track of many years
earlier. The parents had divorced, and the mother
moved to California alone and subsequently died,
so the child had gone into the system here. And
the grandmother was able to arrange for him to
attend a family reunion locally where he met all
this family, including a brother and sister, whom he
didn’t even know existed. It completely changed
his life. His depression symptoms dissipated. As the
clinician put it, “It’s like he has hope back in his life.”
So needless to say, that’s why I love working here.

With the current economic downturn,
have you seen a marked increase in demand for your services?

DE:

We’re a nonprofit, so there’s always
more demand than there are resources to
provide. But the needs of the children in our
community have definitely been exacerbated by
the recession.

What changes, if any, is your agency making in order to survive this economy?

DE:

What we’ve done over the last five
to seven years is invest in infrastructure in order
to help more families. We updated our medical
record system, IT systems, human resource information system, finance system, etc., to prepare
for expected growth. We did anticipate there
would be a consolidation in healthcare, and as a
mental health provider we’re part of that industry even though it’s from the charitable, nonprofit side. Also, we’ve just completed a merger
(with FamiliesFirst, finalized as of January 2009),
so we’ve managed the funding cuts by achieving
economies of scale.

Can you comment on the working
relationship between EMQ FamiliesFirst
and Heffernan Group?

DE:

That’s handled by our CFO, Ellen
Ammerman, and by Josh Fagin and John
Tallarida of Heffernan Palo Alto. They’ve done a
great job. Josh Fagin has been a great broker.
And I’ll give you three reasons for that. Number
1, they saved us a lot of money. When they came
in, they gave us better coverage for less money
than our prior broker. Number 2, they provided
great customer service. And Number 3, we all like
them. And that’s the truth!

For more information, visit emqff.org,
or contact Kristine Austin, EMQFF
Communications Director.

Providing Food for People
in Need in Our Community
Second Harvest Food Bank of Santa Clara and San Mateo Counties
has been providing services to the community for 35 years. We
are the single largest nonprofit provider of food to low-income
households in Santa Clara and San Mateo Counties and are the
seventh largest food bank in the country.

Helping Her Dream
Shelter Partnership, Inc. is dedicated to alleviating,
preventing and ending homelessness by assisting in the
development of short-term and transitional housing
programs, affordable housing, and supportive services
for the homeless and potentially homeless throughout
Los Angeles County.

shelterpartnership.org
Los Angeles, CA
213.688.2188

SHFB.org • 866.234.3663 • San Jose, CA

Volunteers of America
Oregon is a dynamic
social service provider
that is expanding
services to meet the
growing and changing
needs of our community.

Habitat for Humanity of

St. Charles County
transforms lives and our county by uniting all
around the cause of decent, affordable housing
for everyone.

We are deeply
passionate about
solving intractable
social problems,
and are trail-blazing
new approaches
while serving over
18,000 annually.

There are No Limits to Caring

www.voaor.org

Habitat for Humanity of St. Charles County
130 Trade Center Drive West • St. Peters, MO 63376
636.978.5712 • habitatstcharles.org
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Smart Cookie
A

lthough FullBloom sounds like
a florist, it’s not. It’s a big, big
bakery. But it’s not a misnomer either. Though
the name was casually picked from “a bunch of
ideas a friend came up with,” says its founder and
CEO, Karen Trilevsky, it perfectly symbolizes the
story of her own survival and blossoming, from
homeless teenager to prosperous and fulfilled
entrepreneur, a journey of a thousand steps.
In FullBloom’s 95,000-square-foot plant in
Newark, California, tens of thousands of cookies,
muffins, croissants, cinnamon rolls, and other
goodies roll out of production each day, and end
up at Starbucks throughout the country
and other retailers.
And though she never graduated from high
school herself, Trilevsky is now helping 27 people
per year through college through her company’s
Smart Cookie Scholarship Fund. “Without an
organized set of skills,” she says, “your options
are so limited. I help people do things that are
satisfying to them.” And she starts them young,
paying for her employees’ kids’ fees and tuitions
for after-school sports and activities.
Trilevsky was 17 when she ran away from her
Los Angeles “dysfunctional family,” unable to
stand it anymore. She landed in Denver, where
she got a kitchen job in a Mexican restaurant,

By Louise Lague

peeling avocados until 4 a.m. She bunked into
packed apartments of fellow employees, and
was often hungry.
More restaurant jobs followed, where “I learned
how to deal with people, how to run a business.”
She spent “a lot of years of working for other
people. I would teach myself baking in the
kitchen late at night. I read books, I went to
classes, used trial and error.”
By the age of 29, she had her own café in
Lake Tahoe. She also saw a trend, in the late
‘80s, of the growth of coffee shops.
“People had always gathered in bars. But this was
the time of the whole drunk driving alarm, and
people were cutting down on drinking. There
were still bars, but a part of the culture started
forming communities around coffee.
All the same … people were asking, ‘What’s
a cappuccino thing?’”
She was ready to build new branches, but the
bank didn’t see the future of the coffee house.
Instead, to build business, she formalized her
baking and delivery to the growing number of
coffee houses who did not do their own baking.
Seattle was the center of the coffee house
revival, but in 1989, she put her mixer and oven

in the back of her pickup, and headed for San
Francisco to start a wholesale bakery. It was,
she said, a “town with vibrancy” but without
as much competition. She baked in borrowed
kitchens until 3 a.m., then hand-delivered freshly
baked muffins, scones, cookies, and coffee cakes
to coffee shops and independent stores. She’d
begin work at 3 p.m., bake until 3 a.m. and then
deliver to her customers! Eventually, she had
600 daily retail customers.
At FullBloom’s first brick and mortar space, a
1,000 square foot storefront in Fremont, Trilevsky
slept on flour sacks in the backroom, not yet
prosperous enough for either dwelling or bed.
“Flour sacks,” she says, “mold to your body.”
Though she calls herself shy, she served as the
main salesperson after baking through the night
and bringing her wares around to local coffee
shops. And it was a great day in 1992 when she
heard about Starbucks reaching into the Bay
Area. She put together a tray of samples and
brought them over to the first local shop.
The happy baristas told her corporate decisions
were made in Seattle; could she send some
samples up there? Lacking the funds to hire a
courier fast enough to keep the croissants from
failing, Trilevsky brought a box of pastries to
San Francisco Airport. There, she pressed them
upon a college student flying home to Seattle,
who would pass them on to a friend of hers at
the other end, who would then convey them to
Starbucks headquarters. Today, airport security
would have her at gunpoint.
FullBloom got the account and now provides
pastries to Starbucks across the country, as well
as to other retailers in the region who focus on
the quality of their baked goods.
In 2007, Trilevsky moved her baking company
into a 95,000-square-foot facility, in Newark.
She now employs 280 people and provides 200
kinds of fresh-baked goods to 1,100 Bay Area
businesses. Even while producing as many as
10,000 muffins per hour, FullBloom still adds
artisan touches to its baked goods.
Today, FullBloom’s philosophy embraces
three important standards: local and natural
ingredients, green manufacturing practices,
and employee development.

Trilevsky still keeps in close contact with her
organic suppliers, including a blueberry grower
in Oregon who uses falcons for bird control
rather than guns or propane cannons, pure
butter and cage-free eggs that come straight
from the farm, and flour from a wheat growers’
co-op in Eastern Washington that practices notill farming to prevent soil erosion. Production
waste is sold to a local hog farmer.
The Newark factory took two years of
preparation to make it green enough for
Trilevsky. The construction team used sustainable
and recycled materials, as well as energy-saving
lighting and equipment, installed skylights and
windows that open, and even kept seven Priuses
as company vehicles.
Having provided for her own survival in a most
difficult way, Trilevsky is dedicated to making
life better for her mostly Latino employees,
whom she calls “the backbone of our workforce.”
Spanish is the operating language of the bakery.
“We probably have six or seven who don’t
speak Spanish,” Trilevsky says. English classes
are provided. So is career counseling, computer
stations for staff breaks, free exercise programs,
healthy organic snacks as well as funds for their
children’s extra-curricular activities.
And though she never got to go to college
herself, Trilevsky created the Smart Cookie
Scholarship Fund for immigrants’ children which
incorporates hands-on mentoring and tutoring.
The fund now sends 27 students per year to
college. Already there are nine graduates in the
fields of law, engineering, nursing and teaching.
At least one has turned from gang member to
creative writing teacher. During school breaks
and in the summer, several Smart Cookies always
find their way to FullBloom for jobs.
“I think in order to have choices today, more than
ever, you need some kind of training, whether
it’s college or a vocational program,” says
Trilevsky. The goal of the Smart Cookie Fund is
to show young people that they have every right
to dream big. “They may believe that they’re not
supposed to succeed in life,” Trilevsky notes.
“The Smart Cookie Fund is just a small part of
breaking down these kinds of myths.”
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Providing Vitality
for a Lifetime

For 60 years Peninsula Volunteers has
been dedicated to providing a
continuum of care to support adults and
their families. For each of us, there
comes a time when we need to turn to
someone or somewhere for help.

Little House, The Roslyn G. Morris
Activity Center is the place to be for
services, fitness, classes, friends, and
lunch in our beautiful courtyard. All ages
are welcome. Many activities are free.
Call 650-326-2025 for more information.
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Rosener House Adult Day Services
offers physical therapy, occupational
therapy, and speech therapy, plus a full
range of recreational activities for older
adults with limitations; supportive services
for participants and family members; and
respite from full time caregiving
responsibilities. Call 650-322-0126 to
speak with a social worker.

Meals On Wheels provides a home
cooked, nutritious meal delivered to
qualified adults who may be homebound
for a short term recovery or a longer term.
Call 650-323-2022 to arrange a delivery.

Low-income Senior Housing is
provided through Peninsula Volunteers
Properties, Inc. at Crane Place &
Partridge/Kennedy Apartments.
Crane Place- 650-325-2442
Partridge/Kennedy Apts.- 650-324-3160
Peninsula Volunteers, Inc.
800 Middle Avenue, Menlo Park, CA 94025
650-326-0665 • www.peninsulavolunteers.org

THE HEFFERNAN GROUP
HAS BEEN INVOLVED IN
THE COMMUNITY SINCE IT
BEGAN IN 1988

The Heffernan group has been involved in the community since its
inception in 1988. In fact, from 1988 through 2009, we have given
a total of $2,500,000 to charity. Heffernan Group believes giving
back, whether through volunteer opportunities or donations, is
a way to improve our community for the future. We have been
included in the Top Greater Bay Area Philanthropists since 2003
and hope to continue the trend for many years to come.

Four Areas of the Charitable Giving Program:
Employee Matching
Offers employees the opportunity to donate to a 501(c)3 charity of their choice
each year and Heffernan will match dollar-for-dollar up to $250.00. The donation
may be to one charity or to a number of charities up to a one-time maximum of
$250.00 per employee/per year. A copy of the check or a copy of the confirmation
email must be submitted along with a contact person’s name and address where
the check should be sent.

Garee Lee Smith Scholarship Award
Each year, the Heffernan Group Foundation awards up to five $5,000 scholarships
to Heffernan Group employees’ family members. A committee reviews all
submissions and interviews the top ten candidates to determine the winners.

Volunteer Time
Each employee in good standing is allowed up to four days per year, one time
per quarter, to volunteer their time at a local nonprofit. This is paid time off
during the work day for employees to give back to the community. Each office
will have nonprofit(s) they support throughout the year. Exceptions can be made
for other nonprofit volunteer work but must be approved by their Manager.
The Office-Sponsored Nonprofits are:
Walnut Creek, CA - Shelter Inc
Palo Alto, CA - Silicon Valley Food Bank/Peninsula Volunteers
Petaluma, CA - Giant Steps Therapeutic Equestrian Center
San Francisco, CA - Collective Impact
Los Angeles, CA - Shelter Partnership
Orange, CA - Casa Teresa
Portland, OR - Lifeworks/ Volunteers of America Oregon
Chesterfield, MO - Habitat for Humanity
West Palm Beach, FL - Habitat for Humanity

Large Grant Donations

Photography by Carl Posey

Heffernan accepts large grant submissions from local 501(c)3 nonprofit
organizations throughout the year by Heffernan employee referral only. These
can range anywhere from $1,000.00 to $10,000.00. An application and proof of
their 501(c)3 status must be submitted no later than November 1st of each year.
The committee meets in mid-December to review all submissions and make their
decisions. (Only five submissions per employee. Nonprofits who provide direct
service will be given priority.)
For information and submissions, contact: Michelle Lonaker, Philanthropy Manager
1350 Carlback Avenue, Suite 200, Walnut Creek, CA 94596
925.295.2575 Direct 925.934.8278 Fax MichelleL@heffgroup.com
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1 2 34
Thousand four hundred
five dollars. Average
annual giving amount
per employee: $1405.

Named the 2nd Best
Place to Work in the
Bay Area by the San
Francisco Business
Times for the 2nd
year in a row.

hunderd and
ninety-five.
Number of
employees.

teen. We
adopted
14 famlies
during the
holidays.

2008 Heffernan Group Financials and Stats
Overall Premium Volume - $571,740,000
Property & Casualty and Life/Health/Benefits

14%
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Life/Health/Benefits
Premium Volume $82,611,000

86%

Property & Casualty
Premium Volume

$489,129,000

Named #1 Mid-Sized Broker
to Work for in the US by
Business Insurance Magazine.

2009
Employee Composition:
75% female, 25% male

Minority Composition:
25% minority

21% of Heffernan employees are shareholders,
32% of those are non-management employees.

5 6 7
Garee Lee Smith

Named a Top
Corporate Philanthropist
by the San Francisco
Business Times for six
consecutive years.

Scholarships for $5,000
each to help Heffernan
children and relatives

Named a Best Place
to Work for seven
consecutive years.

Appeared on the
cover of Insurance
Journal Magazine.

Property & Casualty Premium Volume Commercial Lines and Personal Lines

$489,129,000
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Personal Lines Property & Casualty
Premium Volume $20,239,000

5%

Heffernan Offices
Headquarters
1350 Carlback Ave., Ste 200
Walnut Creek, CA 94596
800.234.6787
CEO, F. Michael Heffernan
CFO, Dan Sebastiani

95%

Property & Casualty
Premium Volume
(Commercial Lines and Personal Lines)

$468,890,000

Small Business
John Prichard, Jr., Manager
1350 Carlback Ave., Ste 200
Walnut Creek, CA 94596
800.234.6787
Branch Locations
1350 Carlback Ave., Ste 200
Walnut Creek, CA 94596
800.234.6787
Brian Dantzig,
Branch Manager
120 Howard St., Ste 550
San Francisco, CA 94105
800.829.9996
Steve Williams,
Branch Manager

Heffernan gave over $555,000
to charity, and volunteered over

9,000 hrs

101 2nd St., Ste 120
Petaluma, CA 94952
800.655.7796
Elizabeth Bishop,
Branch Manager

1808 Embarcadero Rd., Ste A
Palo Alto, CA 94303
800.833.7337
John Tallarida,
Branch Manager
1855 W. Katella Ave., #255
Orange, CA 92867
714.997.8100
John Tallarida,
Branch Manager
811 Wilshire Blvd. Ste 1801
Los Angeles, CA 90017
213.622.6500
John DeFazio,
Branch Manager
5100 S.W. Macadam, Ste 440
Portland, OR 97239
503.226.1320
Rick Allen, Branch Manager
12012 S. Shore Blvd., Ste 105
Wellington, FL 33414
888.281.6547
Rhett Everett,
Branch Manager
16141 Swingley Ridge Rd., Ste 100
Chesterfield, MO 63017
636.536.2082
Tom Hebson,
Branch Manager

+
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Match

B

g Brothers Big Sisters Columbia Northwest has come
a long way in a short time. Since its inception in 2002,
the Portland-based agency has grown to 45 employees, with an
annual operating budget of three million dollars. According to Lynn
Thompson, CEO, the agency’s mission is to “match children in a oneto-one relationship with a caring adult, and then support that match.”
A simple approach, yet the results are striking. A recent study
conducted by a national research firm found that when compared
to their peers, Little Brothers and Little Sisters who met with their
Big Brothers or Big Sisters for at least one year were 46% less likely
to start using drugs; 27% less likely to start drinking; 33% less likely
to act violently; and 52% less likely to skip a day of school and
thereby earn higher grades.

MAKING
Take Shantel Monk, for example. When she first came to Big
Brothers Big Sisters, she was rebounding from a foster care
placement. According to Thompson, “We saw that there was a need
for a consistent adult presence in Shantel’s life during a time when
everything was changing for her. And that presence was her Big Sister.
She wasn’t somebody who came in and told Shantel what to do. They
did things together, and over time they formed a friendship.”
Shantel explains, “I met my Big Sister, Theresa Tran, when I was
fourteen. On our first outing, we went and got our nails done. It turns
out we had a lot in common. We had similar goals, in how ambitious
we are. When we talked, it was like I already knew her, because she
was just like me. We both liked to shop, and travel. We’re both very
ambitious and when we see something, we go after it. The other thing
we have in common is that we’re both kind of procrastinators, but we
manage to get stuff done! That’s our inside joke.”

Illustration by Lisa Saper

Even though Shantel’s Big Sister eventually re-located to Southern
California for her job, they stayed in touch. “Theresa’s still my Big
Sister,” Shantel says. Last year, Shantel traveled to California to visit,
and together they toured colleges. In the meantime, Shantel has
become something of a spokesperson for the Portland agency. Her
recent involvement included introducing former First Lady Laura Bush
at a conference in February 2008. Of the experience, Shantel says,
“That was really nice. Laura Bush told me how proud she was of me,
and last December, she sent me a Christmas card.” Shantel, now 18,
graduated from high school in June and is excited about heading to
Spelman College in the fall on a full scholarship.
Success stories like Shantel’s are an inspiration for the staff working
to realize the Big Brothers Big Sisters mission. And to complete that
mission, Big Brothers Big Sisters, like all nonprofits, works hard to
secure financial support. The agency’s funding comes from a variety
of sources, including federal and state programs, and from the City
of Portland, through the Children’s Investment Fund. In addition, the
agency holds two signature fundraising events annually. Thompson

reports that individual, corporate and foundation funding is down
this year. However, she adds, “The biggest change is the number
of families coming in for help, which has picked up enormously.
We actually started seeing that trend beginning in the fall of 2008.
In these tough economic times, there are a lot of overwhelmed
parents. And then we also have a program called Project Hope, which
specifically serves children in foster care. Both of those groups are
very vulnerable right now.”
To meet the demand for Big Brother and Big Sister volunteers, one of
the agency’s primary avenues for outreach is corporate partnerships.
According to Thompson, local companies “get involved on all different
levels. We have two programs, one is a Community-Based Mentoring
Program, which is what most people think of when they think of Big
Brothers Big Sisters: volunteers go out in the evening, or after school,
or during the weekend, and spend a few hours hanging out with a
child, a couple of times a month. And we also have a SchoolBased Mentoring Program, where a volunteer goes into a child’s
school during the school day — activities can be anything from
playing wall ball at recess, to going to the library. The whole idea
is to form a friendship with the child in a school setting. We have
a number of local corporate partners, where a group of say, ten
employees, might decide that on Thursdays, they’re all going to
go to the elementary school down the street to mentor some kids.
We believe that everyone benefits.”
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The agency has also forged
a strong partnership with
another local company: the
Portland office of Heffernan
Insurance Brokers. Asked to
describe the genesis of the
business relationship with
his client, Rick Allen, Branch
Manager, relates, “We had
heard about the growth
of the agency in the area. I
was impressed by CEO Lynn
Thompson – by her passion
for the kids, and by the
whole organization’s energy
under her leadership.”
Allen continues, “Lynn Thompson put us in contact with their
Finance Director, and we analyzed their program. We did a lot of
updating to their coverage, as their other broker had not kept pace
with this fast-growing agency. We saved them money and expanded
their coverage. Also, months later, we encouraged the agency to apply
to Heffernan’s Grant Program, and they won a grant.”
Regarding ensuring the agency’s ongoing survival, Thompson says,
“As a nonprofit, I would say that we definitely are not taking anything
for granted. We are reviewing everything, and looking very closely
for places to save. Ultimately, what this economic downturn does, is it
really highlights where an organization’s priorities are. And for us, the
main priority is always the kids.”

+

By Terry Phelan

volunteering
All in a day’s work

Heffernan
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Seen here are photos from one of Heffernan’s off-site volunteer days at the Giant Steps
Therapeutic Equestrian Center in Petaluma, California. A group of Heffernan employees
went out to help the center get settled after moving to a new stable.

About Heffernan’s Volunteer Program

About Giant Steps Equestrian Center

Each Heffernan employee is allowed to volunteer up to four days per year,
(one per quarter), at a local nonprofit designated by his or her branch.
This is paid time off during the work day for employees to give back to the
community. This year’s sponsored nonprofits for each branch location are:
Walnut Creek, CA - Shelter Inc.; Palo Alto, CA - Silicon Valley Food Bank/
Peninsula Volunteers; Petaluma, CA - Giant Steps Therapeutic Equestrian
Center; San Francisco, CA - Collective Impact; Los Angeles, CA - Shelter
Partnership; Orange, CA - Casa Teresa; Portland, OR - Lifeworks/
Volunteers of America Oregon; Chesterfield, MO - Habitat for Humanity;
West Palm Beach, FL - Habitat for Humanity.

Giant Steps Equestrian Center was founded in 1998 based on the belief that
caring for and riding horses can be a powerful tool for healing individuals
with physical, emotional and developmental challenges, as well as children
considered to be “at-risk.”
Located in a beautiful rural setting on a working horse ranch just north
of San Francisco, Giant Steps offers life-changing experiences to people
of all ages with a wide range of disabilities. Riders come from throughout
the Bay Area to interact with their 1,000-pound “therapist” in a safe and
secure environment and achieve goals that they never before dreamed
possible. Services are open to any person with a disability who can benefit
from this special form of therapy. Riders range in age from four to ninetyfour years old.
For more information, visit Giant Steps on the web at giantstepsriding.org.
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Heffernan

Survivors
By Linda Wagar
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MAR IA WALR ICH

JANNA THOMPSON

One was a drug addict at age 14. Another was a young mom diagnosed with stage-four cancer. And one was a pack-a-day smoker who hadn’t
gone without a cigarette since grade school.
They are all Heffernan employees. And they all have something else in common. They are fighters who overcame obstacles and beat the odds
to become winners. They are just some of the men and women at Heffernan who agreed to share their stories of survival in hopes that others
might find the inspiration needed to win their own battles.

L ACE Y G A R R IS O N

STEPHANIE ANDREWS

29

JENNIFER CHRISTENSEN

GINNY HUN T ER

LI F E O N TH E STR E E T S
S T EPHANIE ANDR E WS
was 14 the first time she tried hard drugs.
Abandoned by her addict parents, she was living
with an aunt who also did drugs. “I got hooked
pretty quick,” remembered Andrews, who saw
life go from bad to worse when she moved out of
her aunt’s apartment at 16 and into the arms of
an abusive boyfriend. A few years later, she had
two kids and was a full-fledged junkie. By 21, the
state had taken her children away and she was
homeless.
“I slept on the side of my cousin’s house in a
camper shell,” said Andrews. “I couldn’t even
take a shower. I had no education, no money
and a habit. Once I wrapped my car around a
telephone pole. I just wanted to die.”
But she kept on using. What finally saved her was
getting arrested for helping her then-boyfriend
steal a car. “It was the answer to my prayers,”
Andrews said.
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She spent five months in jail and then six months
in a rehab program. It was long enough to get
her off drugs and long enough to focus on
what a mess her life was. While in rehab, she
got her GED and took computer and business
courses. Not long after, she regained custody of
her kids and found a temp job as a receptionist
in an insurance agency. It paid $12 an hour. “I
struggled to pay the rent. I was a single mom
with two kids. But we did it.”
That temp job turned into a permanent gig. She
fell in love with the insurance industry and put in
long hours to become a licensed agent. That was
15 years ago. Stephanie Andrews is now 38 and
has never looked back except to reflect on how
far she has come.

stay clean after she left jail. “She took me in like
her own child and loved me when I really didn’t
love myself.”
“Sometimes it feels like I have had two lives,” said
Andrews, whose job at Heffernan is working with
nonprofit companies, similar to the ones who
helped her when she was at her lowest. “I love
the work they do,” said Andrews. “I love watching
them turn other peoples’ lives around.”
Andrews counts Heffernan among her blessings.
She said her colleagues have never judged her
by her past. Many have even become her best
friends. “I never used to like to talk about my
past. But not anymore. I now realize it has helped
make me the person I am today.”

A D E AD LY D I AG N OS I S
JENNIFER CHR IS T ENSEN
is a long-distance runner and a health nut. But at
35, she was diagnosed with cancer. By the time
doctors found the B-cell lymphoma, she was
already at stage four. The tumor was so large it
was pressing on her lungs.
“It was surreal,” said Christensen. “I didn’t believe
them at first. Other than the coughing, I felt fine.”
At the time of her diagnosis, her son was in
high school. Her daughter was in third grade. It
became her husband’s job to break the news.
“I think he thought I would lose it. And the kids
wouldn’t be as open with me as with him.” He
was right. Everyday occurrences could reduce
her to tears.
“I went to a wedding and I saw the mom dancing
with the groom and I started crying,” Christensen
recalled. “I kept thinking, I want to see my son
get married.”

Andrews knows she is lucky to be alive. She
credits, in part, family members who practiced
tough love. There was the uncle who forced her
to live in that camper shell because he wouldn’t
let a junkie inside his home and her former inlaws who were the only ones with the guts to
turn her kids over to child protective services.

But with the tears came blessings. She said the
cancer revealed a softer side of her usually stoic
teenage son. “He wrote me this really sweet
poem. It might have been for Christmas. He
usually keeps things pretty close to the vest. But
he told me that he loved me and that he wasn’t
through learning all the things I could teach him.”

“They just let me fall,” she said. “If they had
coddled me I might still be out there.”

She knew that her best chance of recovery
would come from focusing on survival. She read
everything she could on her disease and went
through four months of chemotherapy and a
month of radiation. She lost her hair and her
strength. While she was fighting for her life, she
said she was also learning how to live.

There were also those who never stopped
believing in her, like her grandmother who
opened her arms and her home nearly every
time she asked. And the sponsor who helped her
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“I would always second guess myself. Am I being
a good mom? Am I not being a good mom? I
would stress about clients and worry whether
I had got things done in a timely way. I started
to realize I can only do what I can do and things
work out in the long run usually anyway.”
Her colleagues at Heffernan took up a collection
to pay for a home cleaning service. “There was
enough money left over for eating out so I didn’t
have to worry about cooking all the time. It was a
great gift.”
She also had her church and her faith. “Everyone
was praying for me. But I also knew that whatever
happened there was a reason for it. Whether I
lived or died, I tried to live the best life I could
while I was here.”
Last October, she hit a milestone. She had been
cancer-free for five years. “My doctor told me he
didn’t need to see me anymore `unless I wanted
to come by and say `hi’.”
To celebrate, Christensen ran the Nike Half
Marathon in San Francisco. Although her time
wasn’t her best, it was a sign. She was on her way
back to her old life.

YO U N G AN D I N TR O U B LE
GINNY HUN T ER
Three yeas ago, Ginny Hunter’s life was following
her check list. She was 18, had graduated from
high school and had been accepted at San Diego
State University. But during her first semester in
college her carefully laid out plans took a surprise
turn. She was pregnant, and, after weighing her
options, she made the decision to keep the baby.
She finished out the semester and moved back
to the Bay Area to live at home with her parents.
“It was difficult telling my parents,” Ginny said.
“A lot of people had been excited for me to go to
college. My mom had never had the chance and I
think now she saw my future as kind of bleak.”
That initial disappointment turned to real
concern after Ginny gave birth to her son, Trey,
in an emergency cesarean. He was born with a
cleft lip and palette, but a more immediate worry
was Ginny’s health. After leaving the hospital,
she developed a fever. She had a staph infection
in her incision that was resistant to customary
antibiotics.

Then she noticed she was having trouble
breathing. Doctors found fluid around her lungs.
She was in the hospital for a month, spending
five days in intensive care.
“I remember at one point I was sitting in the
room with my mom with a chest tube coming
out of my back. I literally could not cry. I wanted
to cry, but I couldn’t.” In too much pain to sob,
all she could do was let the tears stream down
her face. She was scared and starting to question
what was to become of her life.
By the time she was back at her parents’ home
with her then-month-old son, she had the
answer. “I had to finish school no matter what. I
needed it and my son needed it.”
She enrolled in a local community college and
started working part-time at Heffernan to help
pay the bills. Although she had the full support of
her parents, the often long days were challenging
for the 19-year-old. She got up at 7 a.m. with
her son, who has so far had three surgeries to fix
his cleft lip and palette. She dropped him off at
day care, headed to college and then to work at
Heffernan before heading home again and back
to studying and mom duties.
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It was during that already hectic schedule that
Ginny decided she didn’t have to give up on her
and her parents’ dream of a top-notch education.
She submitted an application to the University
of California at Berkeley, a school where less than
half of all applicants are accepted. “It was what I
wanted so I focused on it.” She said the dream of
going to Cal kept her motivated every morning
when she would have rather stayed in bed than
go to class. She imagined herself at Berkeley
every evening when she was too tired to study
for class.

Bay to a ranch near Chico, where her parents
raised horses and sheep.

Then, in May, news came. Ginny is now a UC
Berkeley student. It’s a story she plans to one day
tell her son. “I think the most important thing is
to keep a positive outlook and to keep your goals
with you every day.”

SU RV I V I N G YO U R PAR E NT S
L ACE Y GAR R ISON

A few times she was forced to call police, who
dragged both her parents off to jail. On some
nights, she escaped the terror of her own home
and stayed at a friend’s house. Over the years, she
became closer to that family than her own.
The lowest point came when she was 12 and her
mom attempted suicide. “I found her locked in
her room. She had taken a bunch of sleeping pills.
I didn’t know what to do.”

Lacey Garrison had an idyllic childhood. Then she
turned five. Her family moved from Half Moon

A neighbor called an ambulance and her mom
survived. But by then Garrison was tired of what

But the pastoral setting couldn’t hide the pain.
Both her parents were alcoholics and when they
weren’t drinking, they were fighting. With each
passing year, the drinking and the fights got
worse.
“Rip-roaring awful fights,” said Garrison. “When
you are young you don’t notice it much. But as I
got older it was scary.”

her young life had already become. “I basically
raised myself,” she said. “In school, I excelled at
P.E. and art.” They were subjects that gave her an
outlet for her anger. But it was an anger that with
every passing year was starting to consume her;
until she turned 18 and had an epiphany.
“I remember the exact day, Decrmber 6, 2001. This
was the day I redirected my future,” she said. She
started going to therapy with her mother, who
since leaving her father had stopped drinking.
Now the two are good friends. She also started
working at an insurance agency as a secretary to
put herself through college.
Within six months, she started selling policies and
realized she found something she had a passion
for. “My goal was to be good at what I loved.
I loved selling so that was what I focused on.”
Eventually she moved to Heffernan where she
sells personal insurance to high net worth
customers. “It makes personal insurance really
exciting,” said Garrison, who has met with clients
on their private planes and yachts.

She said she’s never been tempted to feel sorry
for herself. In fact, she was determined to not let
her past affect her future. “The whole point is that
you can have a really awful experience and turn it
around and make it what fuels your fire and what
drives you to be better.”

B I O N I C D E PR E SS I O N
MAR IA WALR ICH
It was 9 a.m. and Maria Warlich was headed to
the airport when her life changed. A drunken
driver behind the wheel of a pick-up truck
slammed into the back of the shuttle she was
riding in. “We were talking about the weekend
and the next thing I know my head went to my
knees.”
Her sunglasses had flown two rows away. The
contents of her purse were spread halfway
across the floor. Immediately she felt tension in
her neck. But she ignored it because she was
focused on getting to the airport and catching a
flight back home to the Bay Area where her four
children were waiting for her.
But the next morning she could barely move.
“I was sore. I had never been so stiff. I couldn’t
look over my shoulder without moving my whole
body.” The doctor told her that the accident had
damaged several discs in her back.
For the next two years, she would be in constant

pain. She was only forty years old but she could
no longer even lift her five year old and she had
to cancel plans to help her 15-year-old son learn
how to drive.

She dipped into her retirement savings to cover
the cost. The surgery replaced two levels of discs
and inserted titanium plates and little plastic
balls. “It’s so cool to see. I’m part bionic.”

Desperate to cure the pain, she tried massage
therapy and traction and even steroid injections.
But nothing worked. There were many days she
couldn’t leave her bed.

The surgery, which she did as an outpatient
to keep expenses down, was followed by six
months of physical therapy. The exercises were at
first excruciating, but eventually became routine.
Just last month she graduated from her therapy
classes. But the best news: She has regained
95 percent of her movement. Every week, she
notices more improvements.

At times the pain was so overwhelming she just
wanted to give up. “It made me understand
depression,” said Warlich. “Now when I
hear somebody is fighting depression I can
sympathize.”
Her children tried to help. Her five year old would
check on her every day, giving her mom a bell to
ring if she needed anything. It was her kids that
ultimately gave her the strength to keep fighting.
“I would look at the pictures of my kids and that
is what kept me going.”

“I feel like myself again.” It was a two-year battle
that she now knows she won.

A S M O K E R ’S STR U G G LE
CHR IS WAT K INS
There are a lot of reasons to quit smoking.
For Chris Watkins it was his mom.

She started meditating and doing yoga and
also started visiting a behavioral therapist who
she said helped her cope with feelings of guilt
and anger for being in so much pain for so long.
And she found comfort and support from her
coworkers at Heffernan.

He was by her side in the hospital as she
recovered from two strokes and a heart attack.
Watkins devoted long hours nursing her back to
health. He made sure she ate healthy meals and
he was there to guide her through her physical
therapy.

Her doctor determined that long-term relief
would only come through surgery. It was the
only way to repair the damage to her discs. The
problem is that the surgery would cost $65,000
and wasn’t covered by her health insurance.

Others may have thought of him as the perfect
son, but he felt like a hypocrite. “The whole time
I was trying to help her fight for her health, I was
taking frequent smoking breaks,” he recalled. “I
was trying to get her to eat less and move more,
but I wasn’t doing any of those things myself.”
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Frankly, his own health was starting to worry
him. He was only 30 years old, but simple tasks
like climbing stairs could leave him out of breath.
Now he was watching his mom, who was only in
her mid-60s and had never smoked, become an
old person before his eyes.

Then came the hypnosis. “We basically had
a mellow, mellow conversation about all the
reasons I should quit. And she told me it was
going to be more than just giving up tobacco.
I had to trade my unhealthy habits for healthy
habits. Exercise and water for tobacco.”

But giving up smoking had never seemed like
an option. Watkins had been committed to the
habit since he was eight and first started swiping
packs from his dad. It seemed cool and adult.
He had spent years watching his older brothers
smoke. By junior high, he was hooked. “We
would cut school two or three times a day (for
a smoke break),” said Watkins, who by 13 was
puffing through 15 cigarettes a day, hiding out
at either Foster’s Freeze or on a nearby bridge.

Then came the part he really wasn’t expecting.
It worked. He left her office and had no desire to
light up.

By 18 he was a high school athlete, excelling at
football and wrestling, but still smoking. Even
though he considered himself in good shape,
he noticed he was having trouble taking deep
breaths. But give up the habit? Never.
Smoking was a way of bonding with the men in
his family. That’s what they did. Hang out and
smoke.
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cold turkey after doctors found a dark spot on
his lungs.
Then one by one even his other smoking
buddies at Heffernan (where he is an assistant
vice president and producer) became fewer and
fewer. Those weren’t the only signs his smoking
days were limited. Cigarettes were becoming
more expensive (from $1.50 a pack when he was
a teenager to $7.50 today) and more of a hassle.
“There are certain airports where you have to
walk really far to get to the smoking area and
then you get there you have to pay to get inside.”
And then came his mom’s illness. He’d had
enough.
A Heffernan coworker told him about a
hypnotherapist who helped her stop smoking
after a single session. Although he was skeptical,
he decided to give it a try. But he kept a couple of
packs of cigarettes in his car just in case it didn’t
work.
The hypnotherapist asked him to write down
why he wanted to quit smoking and why he
needed her help to do that. Then she made
him sign a paper committing to never smoking
tobacco again. Sure. Right. Whatever.

Ever since that day, two years ago, he hasn’t
picked up a cigarette. He’s traded all the time
he spent smoking (which he estimates at 200
minutes a day) for an equal amount of time in the
gym. He’s hired a personal trainer, started eating
healthier and lost 30 pounds in the process. He’s
in the best shape of his life.
“Before I only ran when chased,” said Watkins.
“Now I do what I want.” He credits his
hypnotherapist for helping him reach his goals.
But he credits his mom for giving him a reason
to try.

F R O M PAI N TO P OW E R
JANNA THOMPSON
Janna has never shied away from a challenge.
She was 31 and single when she decided to have
a child. “A lot of people thought I was extremely
crazy,” she recalled. “But I really wanted to be a
mother.”
What she hadn’t bargained on was that her
son would be diagnosed with attention deficit
disorder. She refused to treat him with
medication and embarked on a series
of homeopathic remedies to help him
cope.
Although she avoided medication with
her son, as the years passed, she found
herself turning to prescription drugs to
deal with chronic back pain. But after
five years on pain medication, she said, it
was starting to take a toll, both mentally
and physically.
“I was becoming lethargic. I had no
energy. My attitude was changing. I was
becoming moody. I knew I needed to
stop.”
Her Heffernan family cheered her
on, supporting her decision to take a leave of

absence. She quit cold turkey, although it would
take three months to get the medication out
of her system. It was the hardest thing she’s
ever done. “Very traumatizing, emotionally and
physically.”
But her colleagues kept her focused on recovery.
They sent flowers, emails and cards. The day she
returned to work, there were roses on her desk.
Now she describes herself as a new person. At 52,
she’s never felt better. She’s started an organic
garden and makes her own lavender tea. At work
she’s replaced her phone with a headset that
keeps her back pain to a minimum and has an
ergonomic chair. Even her son has noticed the
changes in her health and her personality.
“We have a much better relationship. My coping
skills are much better,” she said. Thompson
credits Heffernan with helping her take the
plunge to a better life.

For the past 33 years,
Casa Teresa has provided
a temporary home and
on-going support for
pregnant women 18 years
of age and older who are
alone. Counseling and
educational programs
prepare these women to
make loving and informed
decisions for themselves
and their babies.

Every day, one family at a time, SHELTER, Inc. staff
and volunteers help people find and keep homes. An
innovative leader in homeless services, SHELTER, Inc.
helped over 5,000 men, women and children last year.

A Hom e for E v eryon e

CasaTeresa.com
Orange, CA
714.538.4860

1815 Arnold Drive,
Martinez, CA 94553
925.335.0698
shelterincofccc.org
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The Purcell Murray Company
185 Park Lane
Brisbane, CA 94005
800.863.7133
www.purcellmurray.com
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The Purcell Murray Showroom in Brisbane provides an
educational resource for consumers who are interested
in purchasing or already own appliances from
Bertazzoni, Best, Bosch, Broan, Everpure, Franke,
Gaggenau, La Cornue, Thermador and U-Line, and
offers unparalleled product support, cooking programs
and showroom services.
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Named the #1 Mid-Sized Broker in the U.S. to Work for by Business Insurance Magazine, 2009.
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