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An entrepreneur and a relentless innovator of the real estate industry, Mike Turner is 
the creator of the “Value Drive Approach to Selling Real Estate,” and the host of a weekly radio show on 
real estate for over 5 years on both AM and FM stations. Turner is the CEO of Front Street Brokers, a 
real estate firm he founded 10 years ago based in downtown Boise and Eagle, Idaho. Mike also co-
founded Fever Streak Press, a publishing company that has produced 2 New York Times best selling 
books. Turner is a committed community advocate, supporting many local, and national charities, such 
as the Children’s Home Society of Idaho, St. Jude's Children's Hospital, and charities providing 
assistance to Veterans. He is also an Executive Board Member of the Boise Library Foundation. 
Originally from a small island in Alaska, Mike with his wife Amanda and two daughters can often be 
found around town enjoying all the awesome things Boise has to offer, or you can read about their 
international adventures through Amanda’s books who writes under the pen name of AK Turner.   

	

In Morocco I Felt Like a 
Movie Star 	
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It’s	true—I	stood	next	to	a	mostly	naked	Matthew	
McConaughey.	I	also	dined	with	Penelope	Cruz.	
	
Before	your	imagination	gets	carried	away,	let	me	tell	you	how	I	
came	to	spend	months	rubbing	elbows	with	movie	stars,	and	
what	I	learned	from	that	experience.	
	
I	went	to	a	special	type	of	college	called	a	maritime	academy.	
There	are	seven	of	them	in	the	United	States.	They’re	like	
military	academies	(we	wore	Navy	uniforms)	but	most	graduates	
don’t	go	on	to	military	careers.		

	

I	attended	California	State	University	Maritime	Academy	
(CSUM).	In	addition	to	getting	a	Coast	Guard	license	to	drive	
ships	of	any	size,	I	also	earned	a	business	degree.	I	would	go	to	
sea	in	the	summers,	and	during	the	school	year	I’d	take	business	
courses	and	classes	to	be	a	ship	captain.		
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CSUM	is	where	I	met	my	good	friend,	Harry.	He	enrolled	in	school	
to	get	away	from	his	family’s	business—they	worked	on	movie	
and	TV	shows	as	maritime	coordinators	and	boat	drivers.	When	I	
met	Harry	my	freshman	year,	he	had	just	finished	filming	Titanic.	
He	said	James	Cameron	and	the	whole	crazy	production	had	
burned	him	out,	and	he	was	looking	to	do	something	else.		
	
Harry	and	I	rowed	crew	together	and	were	captains	of	our	rugby	
team,	so	naturally	we	built	a	strong	friendship.	After	college	he	
got	sucked	back	into	the	family	business.	One	day	he	called	me	
and	said	they’d	landed	a	contract	to	work	on	a	movie	called	
Sahara	with	Matthew	McConaughey	and	Penelope	Cruz.	The	
contract	would	last	a	year	and	take	them	to	locations	outside	of	
London,	on	the	south	coast	of	Spain,	and	in	Morocco.	Harry	said	
he	needed	someone	he	could	trust,	and	wanted	to	know	if	I	was	
interested	in	a	job.		
	
I	had	two	questions	for	him:	“Is	it	okay	that	I	don’t	know	one	
thing	about	the	movie	business?”	and	“Can	I	bring	my	wife?”	He	
said	yes	to	both,	and	we	boarded	a	plane	three	days	later.		
	
Part	of	my	job	was	to	accompany	directors	and	producers	on	
scouting	trips	to	Morocco.	I	would	help	determined	if	the	
locations	that	were	previously	identified	for	the	film	were	
suitable	for	the	boats	they	wanted	to	take	there. 
	
This	was	an	amazing	experience,	exploring	mountain	lakes	above	
Marrakesh,	and	little	known	villages	along	the	Moroccan	coast.	I,	
of	course,	was	in	fake-it-till-you-make-it	mode.	Harry	trusted	that		

CSUM – often referred to as Cal Maritime. I lived and worked on that 
ship during the summers while I attended that school.  
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not	to	talk	about	movie	stars.	It’s	to	tell	you	about	the	locals.		
	
I	loved	Morocco,	but	not	because	of	the	sights	(although	I	saw	
some	amazing	things).	It	was	because	of	my	interactions	with	the	
local	people.	To	give	you	an	example,	when	I	went	to	a	coastal	
village	ahead	of	the	production	crew,	there	was	just	my	wife	and	
me,	one	other	coworker	from	the	marine	department,	and	our	
driver,	who	spoke	no	English.		
	

	

	

	

There	were	no	other	crew	members	anywhere.	No	one	around	
who	spoke	any	English.	Yet	I	needed	to	accomplish	a	lot	in	a	short	
period	of	time,	so	I	told	the	head	of	the	Moroccan	movie	crew	that	
I	wanted	to	hire	a	translator	as	soon	as	possible.		
	
The	next	day	I	came	out	of	our	makeshift	office	to	find	a	queue	of	
about	20	men	standing	outside	the	door.	They	were	all	there	in	
hopes	of	getting	hired	as	a	translator.	I	don’t	think	this	town	saw	
many	foreigners,	and	they	must	have	known	the	pay	would	be	
decent.	They	all	seemed	excited	about	the	opportunity.		
	

Etiam	et	urna	
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I	had	enough	common	sense	to	not	screw	it	up.		Eventually	the	
whole	crew	came	to	Morocco.	They	built	sets	and	got	everything	
ready,	and	then	the	actors	showed	up.	I	was	stationed	at	the	
port	town	of	Azemmour,	where	the	Er-Rbia	River	meets	the	
Atlantic	Ocean.	One	day,	I	was	eating	with	a	coworker	at	our	
hotel	when	he	suddenly	kicked	me	under	the	table.	I	looked	up	
at	him,	pissed	about	the	pain	in	my	shin.	He	signaled	me	to	look	
to	my	right.	Two	women	sat	at	the	table	next	to	us.	(Outside	of	
the	U.S.,	restaurant	tables	are	placed	close	together,	so	the	
women	were	only	inches	away.)	I	looked	back	at	my	coworker	
and	motioned:	So	what?	Why	did	you	kick	me?	He	mouthed	the	
words,	“Penelope	Cruz,”	which	was	when	I	noticed	the	famous	
movie	star	sitting	next	to	me.		
	
I	silently	mouthed	back	the	words:	So	what?	Don’t	kick	me.	I	was	
desensitized	to	movie	stars,	as	I	had	spent	that	afternoon	
standing	next	to	a	mostly	naked	Matthew	McConaughey.		
	
It	was	my	job	to	familiarize	Matthew	with	one	of	our	jet	boats.	
He	would	be	filmed	in	one	scene	driving	the	boat.	When	I	and	
my	fellow	crew	members	welcomed	him	aboard,	he	was	very	
kind	and	professional.	He	was	also	dressed	appropriately	for	the	
cold	and	windy	winter	weather.	Like	the	rest	of	us,	he	wore	
multiple	layers	for	warmth.	After	introductions	and	a	walk	
around	the	vessel,	we	set	off	up	the	river	to	show	Matthew	
around	the	area	where	we	would	be	filming.	That’s	when	things	
got	weird.		
	
Not	two	minutes	after	leaving	the	dock,	Matthew	McConaughey	
began	to	strip	off	his	clothes—right	there	next	us.	My	fellow	
crew	members	gave	each	other	perplexed	looks,	as	if	to	ask:	
What	is	he	doing?	When	Matthew	finished	undressing,	he	wasn’t	
wearing	much.	It	became	clear	that	he	wanted	to	work	on	his	tan	
while	we	were	out	on	the	boat.	We	knew	he	must	have	been	
freezing,	yet	that	was	how	the	whole	day	went—us	standing	
next	to	the	exposed	body	of	a	movie	star.		
	
I	can	say	with	certainty	that	Matthew	was	all	business	when	it	
came	to	his	job.	He	worked	hard	and	did	not	complain	(unlike	
Penelope,	from	what	I	saw).	I	tell	that	story	a	lot,	because	when	
people	hear	I	worked	on	that	movie	they	typically	ask	about	the	
two	stars.		
	
However,	the	real	reason	I	bring	up	my	experience	in	Morocco	is	

I took this photo on a location scout while in Morocco. It was 
fascinating to see people using these makeshift rafts. 

This is Azemmour, where my basecamp was set up. The movie 
crew built a dock in this location for a scene in the movie. 

Typical scene of how many locals transport goods. 
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This was the 2nd day of shooting for the movie outside of 
London. I took this picture while driving a support boat. 

My wife took this picture. She and my parents took these camels 
into the Sahara Desert to camp overnight. 
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I	just	needed	to	hire	one	person,	so	I	began	to	see	them	one	at	a	
time.	I	discovered	that	they	all	spoke	some	English,	but	my	
pathetic	inability	to	understand	their	accent	kept	us	from	
communicating.		
	
I	asked	them	only	one	question	as	they	sat	down	in	front	of	my	
desk:	“Please	say	and	spell	your	name.”	Seems	simple	enough,	
right?	But	I	had	a	heck	of	a	time	understanding	or	pronouncing	
their	names.	Trying	to	follow	along	as	they	spelled	them	was	a	
nightmare.		
	
I	was	awfully	discouraged	until	the	last	guy	sat	down	and	
introduced	himself.	He	almost	sounded	American	when	he	said	
his	name—“Amir”—and	spelled	it	out	for	me.	I	looked	up	at	him	
and	said,	“You’re	hired.”		
	
I	complimented	him	on	his	English,	and	asked	how	he	learned	to	
speak	it	so	well.	He	said	that	he	ran	the	music	stand	around	the	
corner.	He	sold	pirated	copies	of	CDs	and	tapes.	Much	of	what	he	
had	in	his	collection	was	American	music.	He	smiled	and	sang	a	
couple	of	verses	from	Snoop	Dog.	He’d	been	listening	to	
American	music	every	day	for	the	last	decade,	so	his	English	was	
pretty	darn	good.		
	
A	few	days	after	I	hired	Amir,	he	helped	me	hire	other	locals	to	
prep	the	site	and	get	ready	for	the	delivery	of	boats	and	
production	sets.	They	all	worked	very	hard	and	never	
complained.		
	
I	spent	a	lot	of	time	with	Amir.	Every	day	he	was	by	my	side,	
helping	me	give	directions	to	the	crew	members.	He	laughed	with	
me	when	I	did	something	silly,	and	he	even	started	to	anticipate	
what	needed	to	be	done.	He	would	take	care	of	things	before	I	
asked.		
	
Amir	accompanied	me	when	the	crew	members	invited	me	to	
their	homes	for	a	meal.	I	loved	these	visits,	because	I	could	see	
how	they	lived.	I	learned	more	about	the	people	who	worked	
next	to	me	each	day.	They	didn’t	know	the	popular	actors	
working	on	the	movie.	To	them,	I	was	the	movie	star.	I	went	out	
of	my	way	to	show	them	respect	and	appreciation	for	their	work,	
their	home,	and	the	meal.	They	almost	burst	with	pride	when	I	
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sat	down	at	their	table	for	a	meal.	This,	in	turn,	made	me	feel	like	
a	celebrity.	I	would	glance	at	Amir	with	a	look	that	said,	“This	is	
amazing.”	Amir	would	smile	back	as	he	enjoyed	the	experience	
with	me.			
	
I	was	in	Morocco	for	more	than	three	months,	and	I	got	to	know	
many	of	the	local	crew	members	well.	They	were	some	of	the	
kindest	and	loveliest	people	I’ve	ever	met.	I	wouldn’t	trade	those	
experiences	for	anything.		
	

At	the	end	of	my	stay,	I	said	my	goodbyes	to	Amir.	I	haven’t	
spoken	to	him	since.	But	I	often	think	about	those	months	I	spent	
with	him.	Without	Amir,	I	likely	would	not	have	seen	the	side	of	
Morocco	that	I	appreciated	the	most.		
	
Before	my	trip	to	Morocco,	it	was	already	part	of	my	nature	to	
treat	people	with	respect	and	kindness,	no	matter	where	they	
came	from	or	where	they	lived.	But	what	I	learned	in	Morocco	
was	that	when	you	show	genuine	respect	and	kindness	to	those	
who	don’t	expect	it	from	you,	you	surprise	them.	They	often	
honor	you	back	tenfold.		
	
I	don’t	know	how	best	to	describe	it,	other	than	I	got	a	glimpse	of	
how	it	feels	to	be	a	movie	star.		n	

This is Amanda and me in front of the Hassan II Mosque (a 
gigantic landmark on the shores of Casablanca). 
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Hustle	vs	Hustler:	Ask	someone	the	first	thing	that	comes	to	their	
mind	when	you	say	those	two	words.	They’re	so	similar	but	elicit	
a	sharply	different	reaction	in	our	culture.	
	
Hustle	is	a	highly	valued	trait.	I	respect	hustle.	When	I	see	
someone	really	giving	it	their	all—whether	it’s	at	work,	at	the	
gym,	or	anywhere	in	between—it	inspires	me.	
	

Hustle,	defined	in	the	dictionary,	is:	to	
proceed	or	work	rapidly	or	energetically.		

	
I	do	believe	some	people	are	born	with	an	innate	drive	to	hustle	
in	many	aspects	of	their	lives.	Obviously,	having	the	drive	to	really	
hustle	comes	easily	when	we’re	passionate	or	desperate	to	
achieve	something.	
	
Hustle	is	a	tricky	thing	to	teach—at	least,	I	find	that	to	be	true	
with	my	kids.	I	respect	those	who	hustle,	so	naturally	I	wish	to	see	
my	kids	hustle.	But	I	also	want	them	to	recognize	that	quality	is	
just	as	important.	Putting	more	energy	into	what	you	do	is	great,	
but	not	when	it	means	you	do	a	half-ass	job.	
	

Hustle,	when	matched	with	an	appreciation	
for	quality,	produces	optimal	results.	
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In	my	real	estate	business,	I	see	agents	every	day	make	the	
mistake	of	listing	their	homes	too	fast,	putting	up	lackluster	
photos,	and	skipping	or	writing	minimal	remarks	about	the	home.	
Their	apparent	goal	is	to	get	the	home	up	on	the	MLS	as	soon	as	
possible.	Is	this	because	they’re	hustling	but	cutting	corners	on	
quality?	Or	is	it	that	they	don’t	care	or	don’t	realize	there’s	a	
better	way?	As	an	outsider	looking	in,	both	seem	lazy	to	me.	Lazy	
has	got	to	be	the	opposite	of	hustle,	right?	

Therefore	you	must	be	careful	to	not	over-
hustle	at	the	expense	of	quality.	It	will	come	
across	to	others	as	you	being	lazy.	

	
I’m	confident	you	have	a	friend	or	someone	close	to	you	who	is	
overly	focused	on	quality—so	much	so	that	it	may	take	them	
longer	to	complete	a	task	because	of	their	obsession	to	make	
things	perfect.	Let’s	face	it,	it’s	difficult	to	achieve	or	even	define	
perfection.	However,	we	as	a	society	respect	quality.	

I	know	when	I	see	something	of	high	quality;	I	
immediately	wonder	how	long	it	took	to	create	
that.	
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Stories	from	the	Front	Lines	–	Each	month	I’ll	share	stories	of	what	I’m	seeing	from	the	front	
lines	as	an	entrepreneur,	real	estate	broker,	husband,	and	father.			
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I	often	get	asked	by	my	clients	and	other	agents	in	my	
community	how	I	do	all	the	things	that	I	do,	from	writing	books	
and	creating	weekly	newsletters	to	hosting	radio	shows,	running	
a	brokerage,	and	producing	high-level	marketing	for	my	listings.	
One	answer	to	that	question	is:	I’ve	trained	myself	to	do	the	work	
without	fear	or	reservation.		
	
So	long	as	your	intentions	are	good	and	focused	on	
helping	others	before	you	help	yourself,	then	you	
don't	need	to	have	everything	perfect,	you	just	need	
to	be	genuine	with	your	convictions.			
	
Sometimes	our	minds	can	slow	us	down	with	doubt	or	the	desire	
to	over-think	things	in	an	effort	to	try	to	produce	the	best	quality	
product.	Of	course,	I	still	feel	fear	and	reservations	about	what	
I’m	doing.	What	helps	me	is	I	purposely	listen	to	and	read	about	
other	entrepreneurs,	which	always	helps	to	inspire	me	to	push	
forward.	
	
These	other	entrepreneurs	whom	I	follow	feel	like	friends.	I	learn	
about	how	they	go	about	their	days,	their	challenges	and	what	
they	did	to	overcome	them.	The	more	I	learn	about	these	
successful	people,	the	more	they	seem	human	and	just	like	me.	
Many	of	them	found	their	stride	sooner	than	I	did,	which	
frustrates	and	fuels	me.	Of	course,	some	of	them—when	they	
examine	my	life—may	get	inspired	in	their	own	way,	as	success	is	
defined	in	a	million	ways.	
	
I’m	writing	this	article	at	4:30AM	on	my	couch.	My	family	will	be	
up	in	a	few	hours.	I	used	to	wake	up	at	the	same	time	as	them,	
but	at	some	point	I	was	inspired	by	others	doing	amazing	things.	
Most	of	them	were	hustling	early	each	morning	so	they	could	
accomplish	more	or	so	they	could	have	more	of	a	life	during	the	
day.	I	get	up	early	in	part	so	I	can	be	more	present	with	my	kids	
when	they’re	around.	
	
We	all	have	different	motivations	that	increase	our	hustle.	If	
you’re	struggling	to	find	your	motivation,	I	encourage	you	to	seek	
out	and	learn	more	about	other	people	who	inspire	you.	You’ll	
find	that	the	more	you	learn	about	them,	the	more	you’ll	
understand	that	they’re	not	superhuman	but	driven	by	
something.	Learning	about	others	can	help	you	tap	into	your	own	
drive	and	uncover	the	internal	fuel	you	need	to	put	more	hustle	
in	your	pursuits.	

I	hate	it	when	there	is	someone	working	harder	than	
me	at	the	gym.	Every	time	I	see	it,	I	feel	a	jolt	of	
energy	inside	of	me.	I	may	or	may	not	be	able	to	
match	their	hustle	that	day,	but	it	definitely	helps	me	
pick	up	my	pace.		
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The	same	thing	happens	to	me	in	business.	If	I	see	others	who	
appear	to	be	out-working	me,	that	internal	voice	inside	me	says,	
“Oh	no	you	don’t!”	and	lights	a	fire	in	me.	
	

When	does	hustle	push	over	to	hustler?	
	
There’s	a	well-known	entrepreneur,	author,	and	media	personality	
named	Gary	Vaynerchuk.	He	wrote	the	best-selling	book	Crush	
It	and	many	others.	He	also	hosts	a	weekly	podcast/video-cast	
called	the	“Ask	Gary	Vee	Show”	where	he	answers	questions	from	
other	aspiring	entrepreneurs	and	some	famous	ones.	Gary	is	
constantly	talking	about	hustle.	He	is	the	definition	of	hustle.	This	
guy	really	pushes	the	level	of	hustle	much	higher	than	most	people	
can	fathom.	Therefore,	his	nickname	has	become	“The	Hustler.”	
	
Gary	Vaynerchuk	is	not	who	I	think	of	when	I	hear	the	word	
hustler.	Gary	is	a	household	name	among	entrepreneurs	because	
he	gives	back	more	than	he	takes—meaning	he	works	tirelessly	at	
trying	to	help	other	entrepreneurs.	For	no	cost,	no	fee,	no	upsell.	
He	just	gives	back	a	lot.	It	is	much	appreciated	and	respected.	I	
have	learned	a	lot	from	him	over	the	years	and	still	listen	to	his	
weekly	podcast.	
	

So	what	is	a	hustler?	
	
The	dictionary	defines	a	hustler	as:	a	person	who	employs	
fraudulent	or	unscrupulous	methods	to	obtain	money;	a	swindler.	
	
By	that	definition,	I	would	say	every	industry	has	hustlers.	There	
may	only	be	a	small	number	of	them,	but	the	amount	of	
destruction	they	leave	in	their	wake	can	be	massive.	
	
Recently	my	wife	and	I	watched	the	movie	The	Wolf	of	Wall	Street.	
It	depicts	how	someone	with	great	hustle	can	become	a	hustler	in	
the	negative	sense.	What	makes	the	true-life	story	so	astonishing	
is	that	this	man	started	with	the	right	intentions.	He	just	wanted	to	
provide	for	his	family	and	was	struggling	to	do	so.	Then	he	fell	
upon	a	way	he	could	easily	provide	for	his	family	through	selling	
penny	stocks.	He	had	no	idea	if	the	investments	he	sold	were	a	
good	or	bad	investment,	and	he	didn’t	care.	He	made	good	money	
selling	them.	So	good	that	he	brought	in	his	friends	and	they	were	
intoxicated	by	the	flow	of	money.	
	
Soon	one	hustler	became	a	giant	company	full	of	hustlers.	
It	was	all	about	closing,	convincing	others	to	spend	their	money,	so	
they	could	take	a	cut	of	it.	Seeing	these	people	transform	into	
hustlers	helped	me	understand	how	many	good	people	can	be	
swept	up	into	bad	behaviors	and	greed	based	on	a	company’s	
culture	and	what	they’re	being	taught	they	need	to	do	to	provide	
for	their	families.			
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The	curse	of	the	salesman	
It’s	unfortunate	but	I	see	“hustlers”	in	my	real	estate	industry	
every	day.	The	saddest	part	is	that	most	of	them	don’t	even	
realize	they’ve	become	hustlers.	They’re	just	following	the	
practices	that	were	taught	to	them	by	their	broker,	mentor,	or	
coach.			
	
Realtors	are	often	taught	“Behind	Every	No	Is	a	Yes”	
and	while	this	advice	may	work	and	earn	them	more	
income,	they	soon	become	a	“Wolf	of	Real	Estate”	

without	even	realizing	it.	
	
When	you	take	a	sales	job,	you’re	taught	by	the	leadership	what	
you	need	to	do	to	be	successful	at	your	job.	Therefore,	the	type	of	
salesperson	you	become	is	often	directly	influenced	by	who	
teaches	you.	
	
The	curse	of	the	salesman	is	that	many	of	the	most	successful	
salespeople	in	any	industry	have	gotten	there	by	being	hustlers.		
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They	care	little	or	not	at	all	about	the	customer,	just	about	how	
much	money	they	can	make	from	them.	They	practice	and	master	
how	to	close	people.	
	
I	see	real	estate	agents	acting	like	hustlers	because	they’re	doing	
what	they	were	taught	to	do.	They	often	don’t	realize	what	
they’ve	become	until	after	they	damage	many	relationships	by	
pushing	loved	ones	and	friends	too	hard	for	their	business	or	
referrals.	
	

The	Slippery	Slope	
I	hear	radio	commercials	every	day	about	guaranteed	sales	
programs	to	get	your	home	sold,	which	are	nothing	more	than	bait	
and	switch	gimmicks	to	get	in	your	living	room	so	a	salesman	can	
deliver	his	practiced	script	that	will	most	certainly	close	you	even	
without	his	precious	guarantee.	
	
In	my	first	year	of	real	estate,	I	hired	a	real	estate	coach.	He	was	
one	of	the	top-producing	agents	in	North	America.	When	he	
offered	to	coach	me	for	a	fee,	I	said	yes.	How	could	I	pass	up	such	
an	opportunity,	right?	
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What	I	learned	over	that	year	was	all	about	bait	and	switch	
tactics.	I	was	encouraged	to	pound	the	phones	and	implement	
my	own	guaranteed	sale	program.	Even	though	I	couldn’t	back	
up	that	guarantee,	I	was	taught	what	to	say	and	how	to	
disqualify	sellers	so	that	I	would	never	have	to	worry	about	
honoring	that	guarantee.	I	was	taught	many	other	tactics	like	
this	to	get	more	real	estate	sales.	
	

	I	ended	up	firing	my	coach	halfway	
through	the	program.	Once	I	started	
listening	to	that	inner	voice	in	my	head	
and	surrounding	myself	with	the	right	
kind	of	role	models,	I	saw	the	light.	
	
These	coaches	put	spin	on	their	tactics,	so	that	when	you	use	
them	they	seem	to	be	benefiting	the	client.	“It’s	for	their	own	
good.”	The	coaches	would	say	you	are	still	the	best	agent	to	
help	them	sell	their	house,	no	matter	what	strategy	you	have	to	
use	to	get	in	their	living	room.	“By	closing	them,	you’re	just	
helping	them	make	a	decision	they	already	want	to	
make.”	Meanwhile	they	show	you	how	well	it	works	for	
providing	for	your	family,	which	is	the	most	important	thing	in	
the	world	to	you.		
	

It's	not	just	a	slippery	slope	to	become	a	
wolf,	it's	a	steep	hill	of	solid	ice	and	you're	
getting	pushed.	
	
This	is	why	I	understand	that	my	real	estate	industry	is	full	of	
hustlers	and	wolves.	I	was	almost	one	of	them.		
	
Part	of	my	mission	for	the	rest	of	my	career	is	to	try	to	reverse	
and	minimize	the	damage	that	hustlers	cause	to	our	industry	
and	to	the	people	they	impact.	
	
I've	been	spending	a	lot	of	time	lately	on	a	new	book	that	will	
hopefully	help	agents	“see	the	light,”	—to	help	them	recognize	
what	they’ve	been	swept	into	based	on	the	bad	leadership	and	
advice	they’ve	been	given	for	years.	It's	about	a	better	way	to	
conduct	their	business	that	is	way	more	enriching	and	
fulfilling—how	making	this	change	will	not	only	leave	a	legacy	
behind	they	can	be	proud	of	but	will	also	pay	them	dividends	
well	beyond	their	retirement.	You	can	make	a	lot	of	money	
being	a	Wolf	of	Real	Estate,	but	at	what	cost?		You	could	
ultimately	lose	everything.		
	
The	line	between	hustle	and	hustler	can	become	
gray	or	invisible	when	you	are	just	trying	to	do	your	

8

best	and	following	advice	from	those	whom	you	
respect.	
	
It	is	healthy	to	question	those	we	get	advice	from.	To	listen	to	our	
conscience	and	not	be	peer-pressured	into	something	that	just	
doesn’t	feel	right.	There	is	always	another	path	you	can	take	that	
is	equally	effective	and	doesn’t	challenge	your	morals.	
	
Luckily	for	humanity’s	sake,	the	vast	majority	of	real	estate	agents	
want	to	do	the	right	thing.	They	would	not	want	to	be	viewed	as	
“a	hustler”	or	“a	wolf.”	So	if	someone	you	know	and	care	about	is	
doing	something	that	you	feel	is	questionable	or	a	bit	on	the	
shady	side,	you’re	probably	doing	them	a	huge	favor	if	you	speak	
to	them	about	it.	It	just	might	help	them	“see	the	light.”	
	

This	summer	I	will	be	releasing	a	new	book	
called	Agent	Entrepreneurs	–	Every	Agent’s	
Guide	to	What	They	Don’t	Teach	You	in	Real	
Estate	School.		

	
I’ve	put	my	heart	and	soul	into	this	book	because	I	really	do	feel	
like	it	was	a	book	that	needed	to	be	written	and	if	agents	do	
invest	the	time	to	read	it	they	will	be	better	off	for	it.	I	share	my	
painful	mistakes	and	my	best	discoveries.	I	didn’t	hold	anything	
back,	no	holds	barred.	It	will	likely	ruffle	more	than	a	few	feathers	
because	I	call	out	a	lot	of	shady	practices	going	on	that	are	rarely	
acknowledged	or	talked	about	and	it	is	chock	full	of	my	best	ideas,	
suggestions,	and	advice.	Whether	agents	will	take	it	and	
implement	it	is	yet	to	be	seen.			
	
I	just	got	my	covers	back	from	the	designer;	see	the	next	
page	to	Vote	for	your	favorite	cover.	Please	send	me	a	quick	
email	of	you	like	one	more	than	the	other.	Thanks! n 
	

The girls definitely have the entrepreneur spirit. Last weekend 
they sold their toys, candy, and pictures they drew. They decided 
to buy milkshakes with their earnings.   



 

	

		

More Still to Come at www.MikeTurnerBoise.com 

At my real estate firm, Front Street Brokers, we teach clients how to take a Value-Driven Approach to 
Sell Real Estate. By treating your home as an investment – like a business with a stock price versus a 
home with a sale price - there are unique ways to manipulate the perceived value of any home on the 
market. Because maximum profit for a home seller cannot be guaranteed, it must be engineered. For a 
more in-depth discussion on this topic request a free copy of my book, by emailing me at 
Mike@FrontStreetBrokers.com or go to http://mybook.FSBrokers.com  

Vote For Your Favorite Cover 

COVER	1	 COVER	2	

The	book	is	scheduled	to	be	released	Aug	15th,	2016.		That	is	the	same	day	Amanda	(my	wife),	has	her	latest	book	coming	out	called	
Vagabonding	with	Kids.	You	can	learn	more	about	that	on	her	website	at	VagabondingwithKids.com.	It	will	be	fun	for	both	of	us	to	do	a	
book	launch	on	the	same	day.	Stay	tuned,	as	we’ll	likely	throw	some	sort	of	book	launch	party	in	Boise.	Amanda	has	always	wanted	to	be	
a	writer,	I	have	had	no	such	desire,	but	I	guess	after	17	years	of	marriage	she	is	rubbing	off	on	me.	I	would	love	it	if	you	could	take	a	
minute	to	vote	for	your	favorite	cover	above.	Just	shoot	me	an	email	and	let	me	know	if	you	like	Cover	1	or	2	better.	As	always,	if	you	
have	any	questions	about	the	market	or	know	someone	who	could	use	some	assistance,	reach	out	to	me	anytime.		

All	The	Best!	


