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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.   

MY	TRIBE		
How	My	Adventures	in	the	South	Pacific	Taught	Me	

the	Importance	of	Building	a	Tribe		
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Growing	up	I	was	fascinated	with	the	Indiana	Jones	
movies.		Watched	the	movies	countless	times.	I	loved	
how	“Indy”	went	on	these	wild	and	fascinating	
adventures	all	over	the	world	when	he	wasn’t	
working	his	day	job,	teaching	at	the	university.		
	
I	don’t	know	if	it	was	fate,	luck,	or	random	
circumstance,	but	when	I	was	in	the	jungles	of	
Vanuatu,	trying	to	find	a	hidden	tribe	of	people,	I	
realized	that	I	was	on	my	very	own	Indiana	Jones	
adventure.	
I’d	been	hired	by	the	production	crew	of	the	TV	
show	Survivor.	You	know,	the	one	where	they	drop	
off	a	handful	of	people	in	a	remote	foreign	land—
and	these	contestants	have	to	survive	not	only	the	
elements	but	being	voted	off	the	show	by	the	other	players.	Well	
before	they	brought	in	the	contestants,	they	brought	in	people	
like	me	(and	others)	to	organize	the	logistics	of	operating	a	TV	
show	in	a	remote	location.		
	
I	worked	for	Survivor	on	a	season	when	they	chose	Vanuatu	as	
their	destination,	which	is	a	small	nation	of	80	islands	in	the	
South	Pacific.	The	capital	city,	Port	Vila,	had	the	usual	amenities	
you	find	in	most	cities:	hotels,	grocery	stores,	bars,	and	a	
shipping	port.		
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However,	when	I	toured	the	area	where	the	show	would	be	
filming,	I	discovered	a	handful	of	small	villages	where	the	people	
lived	completely	off	the	land.	They	made	their	own	clothes	and	
their	own	transportation	(dugout	canoes	with	outriggers).	They	
maintained	gardens	and	fished	daily	to	feed	their	families.	They	
didn’t	use	or	need	money.	They	traded	with	other	tribes	if	they	
needed	something	they	didn’t	have.	It	was	like	going	back	in	
time.	It	was	awesome.		
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Once	the	villagers	had	surrounded	us,	the	chief	gestured	for	me	to	

start	talking	again.	I	realized	he	just	wanted	me	to	share	
everything	I	was	telling	him	earlier	with	the	rest	of	the	tribe.	This	
led	to	excitement	(not	anger,	thankfully)	from	the	villagers.	When	I	
finished	explaining,	the	villagers	led	me	down	to	the	beach	where	
they	kept	their	dugout	canoes.	Each	family	had	their	own.	They	
took	much	pride	in	them.	Some	had	decorated	theirs	with	
primitive	paints.	They	all	wanted	me	to	pick	theirs	for	the	TV	show,	
so	each	one	told	me	the	story	behind	their	canoe	and	showed	me	
how	sturdy	it	was.	It	was	great	fun	and	an	early	glimpse	at	how	
genuine	these	people	were.		
	
During	my	time	in	Vanuatu,	I	had	the	amazing	opportunity	to	meet	

with	many	chiefs	and	tribes.	They	got	to	know	me	well,	as	I	helped	
coordinate	the	multi-tribe	production	shoot	with	the	villagers’	
canoes	on	the	first	day.	After	that,	we	hired	many	of	them	as	
deckhands	on	our	boats.		
	
They	were	some	of	the	happiest	and	most	endearing	people	I’ve	
ever	met.	They	didn’t	have	any	money,	and	their	motivation	for	
working	with	us	was	not	money.	They	didn’t	even	know	what	to	do	
with	it	once	we	paid	them.	They	just	wanted	to	be	a	part	of	
whatever	we	were	doing.		
	

Etiam	et	urna	
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The	producers	of	the	show	needed	to	rent	some	of	the	villagers’	
dugout	canoes	for	filming.	They	didn’t	know	how	to	pull	it	off,	so	
I	got	tasked	with	making	that	happen.		
	
The	people	of	Vanuatu	speak	Bislama,	a	pidgin	language	with	
hints	of	English.	You	can	understand	much	of	what	they	say,	but	
not	all	of	it.	So	on	my	first	mission	to	speak	to	the	tribes	about	
using	their	boats,	I	brought	a	local	from	town	who	spoke	English	
and	could	help	translate.	A	boat	dropped	us	off	on	a	small	island	
where	we	knew	a	tribe	lived,	and	we	asked	to	be	picked	up	in	
three	hours.		
	
As	we	started	into	the	jungle	to	find	a	trail	or	some	sign	of	the	
tribespeople,	I	suddenly	wondered	how	many	visitors	these	
people	got.	I	wondered	if	our	visit	would	be	unwelcome	or	
perceived	as	a	threat.		
	
I	asked	my	translator	where	the	tribespeople	lived	and	if	they	
welcomed	visitors.	He	looked	at	me	nervously	and	said	he	had	
no	idea.	Oh	great,	I	thought.	It	wasn’t	long	before	I	sensed	we	
were	being	watched.		
	
A	man	appeared	ahead	of	us	and	started	talking	quickly	to	my	
translator.	We	communicated	our	desire	to	meet	with	his	chief.	
The	man	from	the	jungle	gestured	for	us	to	follow	him.	
	
I	had	knots	in	my	stomach,	but	at	least	we	were	making	
progress.	Or	so	I	hoped.	The	chief	was	a	quiet,	reserved	man	
who	wasn’t	ornately	dressed.	I	wouldn’t	have	guessed	he	was	
the	chief	except	for	the	stoic	confidence	he	exuded.		
	
He	gestured	for	me	to	start	talking,	so	I	began	to	explain	my	
reason	for	being	there.	I	did	my	best	to	communicate	and	show	
my	respect	while	hopefully	getting	him	on	board	with	the	
production	company’s	plan.		
	
He	sat	and	listened.	Suddenly,	he	put	his	hand	up	for	me	to	stop	
talking.	I	figured	I	had	spoken	too	much	or	said	something	
wrong.	He	rose	and	walked	away.	I	looked	at	my	translator	and	
said,	“What	just	happened?”	He	gave	me	that	look	again	that	
told	me	he	had	no	idea.	Then	the	man	who	had	led	us	there	told	
us	to	follow	the	chief.	We	did.		
	
The	chief	led	us	to	a	small	clearing,	where	he	picked	up	a	big	
stick	(I’m	not	exaggerating),	which	he	swung	at	this	large	metal	
tank	that	was	hanging	from	a	tree.	This	thing	looked	like	it	must	
have	washed	up	on	shore	at	some	point.	Every	time	the	chief	
made	contact	with	the	tank,	it	rang	out	with	a	loud	
boooonnnngggg.		
	
Villagers	began	to	appear	from	the	jungle	in	every	direction	and	
surrounded	us.	I	stood	there	in	disbelief.	It	was	like	a	cool	scene	
right	out	of	a	movie.	However,	in	reading	up	on	my	Vanuatu	
history	days	before,	I	learned	that	these	people	practiced	
cannibalism	at	some	point	in	their	past.	So	as	cool	as	the	
situation	was,	I	felt	more	than	a	little	nervous	about	where	all	
this	was	going.		

Typical scene of how many locals get around the islands.  
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These	native	people	of	Vanuatu	lived	a	primitive	life,	but	they	
seemed	to	be	always	smiling	and	happy.		
	
It	was	a	good	reminder	that	money	doesn’t	buy	happiness.	We’ve	
all	heard	that	a	million	times	before,	and	I	believed	that,	but	I	also	
believed	that	money	was	necessary	to	provide	comfort	and	
security	for	myself	and	my	family.	However,	I	realized	from	
spending	time	with	these	people	that	they	seemed	really	at	peace	
with	not	having	money.	It	was	an	incredible	thing	to	witness,	and	
it	has	impacted	my	views	about	money	ever	since.		
	
Don’t	get	me	wrong—I	love	earning	money.	I	love	taking	my	
family	out	to	dinner	without	worrying	whether	we	can	afford	it.	I	
like	to	go	on	adventures	with	my	family,	which	often	cost	money.	
Our	society	runs	on	money,	so	learning	many	ways	to	earn	it	is	
essential.		
	
In	my	work	life	I	set	up	my	company	around	my	own	personal	
business	religion,	this	helps	me	make	decisions	that	correlate	with	
my	core	values.	For	example,	I	want	to	be	the	best	at	what	I	do.	I	
want	to	help	my	clients	win,	even	if	it	means	I	lose	money.	I	want	
to	help	the	agents	in	my	office	succeed,	even	if	I	have	to	take	a	
pay	cut.	I	find	that	when	I	put	others	first,	it	pays	me	back	again	
and	again.	
	
I	have	found	that	focusing	on	money	first	just	produces	short-
term	gains.	If	I	focus	first	and	foremost	on	the	product	or	service	I	
provide,	it	ultimately	produces	far	more	money.		
	
Sometimes	that	means	I	outspend	my	competition	to	provide	
services	that	nobody	else	has	the	guts	or	the	ability	to	offer.	
Sometimes	that	means	dedicating	far	more	hours	to	certain	tasks	
than	others	do,	to	help	ensure	a	better	outcome.		
	

Businesses	that	win	are	the	ones	that	
consistently	provide	the	biggest	value	(or	

perceived	value)	to	the	customer.	
	
If	a	business	is	going	to	charge	more	than	their	competitors,	they	
better	provide	more	value	to	the	
customer.	I	run	a	real	estate	brokerage	
from	which	many	agents	operate	their	
individual	businesses.	These	agents	
have	the	option	to	work	at	dozens	of	
other	brokerages	in	town.	My	
brokerage	is	not	the	cheapest	place	for	
them	to	work,	so	my	responsibility,	as	
the	owner,	is	to	consistently	provide	
them	a	value	of	working	at	my	firm	
that	is	above	and	beyond	what	they	
can	get	from	other	brokerages	in	town.	
I	want	my	brokerage	to	be	the	best	
value	for	them	as	well	as	the	most	fun,	
fulfilling,	enjoyable,	and	profitable	
place	for	them	to	work.		
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Strive	to	exceed	expectations	without	
expecting	more	money	or	recognition;	

both	will	eventually	find	you.	
	
	
For	some	agents,	that	“value”	might	be	better	tools	and	
resources.	For	others,	it	might	be	a	healthy	and	fun	work	
environment.	Others	just	don’t	want	to	be	nickeled	and	dimed	
with	fees,	while	some	agents	focus	on	getting	something	from	the	
brokerage	they	can’t	get	anywhere	else.	The	agents	are	the	
customers	of	my	brokerage,	just	like	my	clients	are	my	customers	
for	the	homes	I	help	them	buy	and	sell.	I	am	really	operating	2	
separate	businesses,	they	just	blend	together	so	they	appear	to	
be	one.		
	
I’m	very	proud	of	the	business	I’ve	built.		I’m	proud	of	the	agents	
that	work	in	my	office	and	I	care	deeply	for	them.	They	feel	like	
my	TRIBE.	I	believe	that	is	why	I	enjoy	my	work	so	much,	because	
I	am	supported	and	surrounded	by	a	great	group	of	people	who	
have	my	back	and	I	have	theirs,	just	like	the	tribes	in	Vanuatu.	
They	were	happy	because	they	had	a	place	of	belonging	where	
people	cared	about	them.	They	worked	hard,	but	they	worked	
hard	together.			
	
I	guess	all	that	time	on	the	islands	of	Vanuatu	rubbed	off	on	me.	I	
didn’t	realize	how	much	until	I	started	noticing	the	tribes	I	was	
forming	in	my	life.	Now	that	I	have	them,	I	can	truly	see	the	value	
and	the	impact	they	can	have	on	your	life	and	your	business.	My	
tribe	helps	me	realize	that	life	is	not	about	being	the	lone	
adventurer.	That	said,	I’m	still	a	fan	of	Indiana	Jones.	
	
	

nnn	
	
	
	
	
	



	5 daily practices to get luckier in business 
You just have to ask yourself one question. Do you feel lucky? 

1

We’ve all experienced times in our lives (could be 
happening to you right now) when the cards just 
seemed stacked against you. The harder you try 
appears to not have any impact at getting you closer to 
your goals. As if there is a glass ceiling keeping you 
from breaking into the next level of success in your 
business.   
	
In my first seven years as an entrepreneur, despite my 
efforts, my business always seemed destined not to 
grow, as if it had plateaued. I would constantly try new 
things to see if that would help me finally break into 
another level of success. I kept working harder and 

2

harder, but in the end I seemed to always reach the 
same results as before. It was like running on a 
treadmill—no matter how hard I ran, I stayed in the 
same place.    
	
It is easy to feel like you are unlucky in business if your 
hard work consistently falls short of your ambitions.   
	
Frustration from falling short of my goals led me to seek 
out wisdom from other great businessmen and 
entrepreneurs. I found that many of these great men 
and women take similar actions on a daily basis to 
achieve their success. They create their own 
luck.  Here are my findings. 
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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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How to create your own luck. 
1. Take 100% Responsibility 
Darren Hardy, the publisher of Success magazine and a 
New York Times best selling author, discusses this topic at 
length his book called The Compound Effect. In simple 
terms, it’s like when a child becomes an adult. It’s not when 
they turn 18, but rather when they no longer rely on anybody 
else to do things or pay for things for them. When they take 
100% responsibility for their own life and their decisions.   
	
Where this practice becomes hard is remembering to take 
100% responsibility when you are relying on others in 
business or even in a relationship. If you do something to 
help someone else, do you feel that entitles you to get 
something in return from them? Of course it would be nice if 
that happened, but if you expect it and it doesn’t happen, it 
leads to us making excuses and complaints for issues or 
problems that are not our fault. Someone else was the 
cause of it.   
	
Once you start reflecting on everything you get frustrated 
about at work and at home, you may see that you may not 
be taking 100% ownership of the problems that exist. Has 
an employee messed up a report they sent to a client? You 
could have looked it over first, or created some sort of 
internal check system before it went out. Your best client 
just jumped ship to your competitor?  You could have been 
taking them for granted and not striving to improve the 
business relationship or services you offer compared to your 
competitors. Frustrated by something your spouse is doing 
or not doing? What behaviors have you done (or not done) 
that could have led to this frustration you are experiencing 
with your spouse?   
	
Taking 100% responsibility for your failures is not an easy 
practice, but once you take ownership of them they are 
easier to fix or avoid in the future. Plus, taking 100% 
responsibility for yourself has the added benefit of taking 
responsibility for your successes as well. Even if you got 
help along the way, your success would not have happened 
without you. Taking ownership of your successes helps 
strengthen your backbone of confidence. If you are going to 
create your own luck, you need a strong foundation of 
confidence in yourself.  
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2. Self-Educate	
The late Jim Rohn is one of America’s most famous 
entrepreneurs because once he made his fortune he 
dedicated his life to helping others achieve success in 
business and in life. Jim grew up in Caldwell, Idaho and had 
an amazing rags-to-riches story: working as a store clerk at 
Sears to becoming a millionaire by his early 30s. Jim was a 
huge believer in seeking out knowledge. So many brilliant 
business people and entrepreneurs share their strategies and 
stories in books. He said a formal education will make you a 
living, a self-education will make you a fortune. 
	

 
	
Jim Rohn also said the difference between where you are 
today and where you’ll be five years from now will be found in 
the quality of books you’ve read. I’ve found this to be true for 
myself.  A major reason I travel three months overseas with 
my family each year is that I was deeply impacted by reading 
Tim Ferriss’s book The 4-hour Workweek. Had I not read that 
book (and re-read it many times), I don’t think I would travel 
more than the occasional week or two like most families. A 
book can have huge impacts on your life and your business. 
If you regularly consume books and other resources from 
mentors and those who have reached the level of success 
you desire, you will begin to find your luck.   
	
Don’t let excuses and the business of life keep you from 
reading books that can help you. If you are a slow reader like 
myself, get the audio version. Listen to books rather than 
sports or political news on the radio. Dedicate 20-30 minutes 
to a book or podcast before you put on your favorite show at 
night. Take notes while you read or listen to books. Write 
down action steps and key takeaways. Most top-level 
entrepreneurs and business people will tell you one of the 
key advantages they have in their industry is that they read 
more than their competitors. They educate themselves at a 
higher level. 

3.  Practice What You Learn

 

5 



6 

5

What do Thomas Edison, Benjamin Franklin, Albert Einstein, 
Walt Disney and Richard Branson all have in common? They 
didn’t finish high school. So how did they accomplish so 
much?  They learned and practiced skills they wanted to be 
better at. Walt Disney dropped out of high school and ended 
up working for the Red Cross in France during the war. 
Reportedly his ambulance was covered from top to bottom 
with cartoons that eventually became his film characters.   
	
It’s great if you take time to learn by reading books and by 
seeking out mentors, but if you don’t implement and take 
actions from the ideas that inspire you, then nothing will 
change.  As Tony Robbins says, “Once you have absolute 
clarity about the exact result you want and why you must 
achieve it, the next step is to take massive action to get 
yourself there.” Take swift and committed action when you 
feel inspired to find your luck.   
 

	

4.  Be Prepared for Opportunity	
If the opportunity you’ve been dreaming of landed in your lap 
tomorrow, would you be ready? If you are seeking a new 
type of client, a new venture, a new job, a meeting with a 
specific person, are you ready to hit the ground running? Jim 
Rohn said that his father liked to say, “When it’s raining 
outside, it’s too late to fix the roof; when it’s sunny, the roof 
doesn’t need fixing.” Which means don’t wait for the 
opportunity to come along to get ready for it.  
 

 
 
Few things are worse in business than watching an 
opportunity slip by when you can’t jump on it because you 
are not quite ready to pull the trigger. Put the work in now, to 
be ready. Opportunities will come your way—we all can get 
lucky, but only a few who are prepared can seize the 
opportunity.   
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5. Know When to Sprint	
Knowing when to sprint is a skill. As a business owner, you 
have a million things you could be working on and a million 
other things that could distract you. Those who find the most 
success in their business know that when you land a great 
opportunity you sprint like hell to deliver your best effort on 
that opportunity. You stay up all night, you learn a new skill, 
you accomplish something you didn’t know you could even 
do, you go for it. You don’t clock out at 5 pm and hope for the 
best tomorrow. You go all in.   
	
Of course you can’t sprint all the time. Some do, and they 
burn out or crash. You have to work hard and smart to 
succeed in any business, but to get truly lucky in business 
you have to know when to sprint.   
	

	

Become Lucky. Start Today.  	
You’re reading this article; that’s a start. Now stop, and go 
get lucky.  
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Idaho Property Tax Assessments - Explained 
1

	
If you own a home in Idaho, you’ll receive your yearly 
Assessment Notice in the mail between late May and early 
June. This is the notice your county tax assessor sends you 
to explain the current assessed value of your property.  
	
If you haven’t received yours, you can contact your county 
assessor’s office to get a copy. (In Ada County, you can 
access your notice online at www.adacountyassessor.org.)  
	
It’s easy to get confused or misunderstand these notices 
and their impact on your property taxes. Here are a few 
important things to keep in mind: 
	
1. Your assessment is not an accurate appraisal. 
	
Once every five years, appraisers hired by the assessor’s 
office drive by your house and make a quick determination 
of your property value. Keep in mind that for all of Ada 
County there are about 20 assessors, so each one is 
looking at thousands of homes each year. 
	
During the other four years, they adjust your value based on 
home sales in your neighborhood and other factors. Their 
goal is to get close to “true value” without going over. The 
good news (as far as taxable value is concerned) is that 
your assessment is often well below true market value. 
	
2. Your assessment is not a tax bill. 
	
You’ll be billed for your property taxes in late November of 
each year. The assessment notice you receive in June is 
not a bill — but it does influence how much you will be billed 
in November. 
	
Taxes in Idaho are paid in arrears, which means that in 
November you’re billed for the previous 12 months. Your 
mortgage company might pay your taxes every month 
through an escrow. Otherwise, you have the option to pay 
your taxes in whole or twice per year (half in December, half 
in June).  

2

	
3. Your property taxes are calculated using this formula. 
	
To determine your tax bill, the county assessor multiplies 
your property’s assessed value (minus your homeowner’s 
exemption) by your county’s tax levy. The tax levy is that 
portion of taxing district budgets (schools, highways, 
libraries, etc.) not funded by other revenues and therefore 
funded by property taxes. 
	

(assessed property value - homeowner’s exemption) x (tax levy)  
= tax bill amount 

	
For example, if your property is assessed at $250,000 and 
your homeowner’s exemption is $100,000, then your taxable 
property value is $150,000. ($250,000 - 100,000 = 
$150,000.) That’s the amount that will be multiplied by the 
tax levy. 
	
Inside each county, there are multiple tax districts that bill 
you for a fraction of their tax levy. Total tax levies may differ 
by property, because your neighbor across the street might 
be in a different tax district. 
	
The overall tax levy rate around Boise is about 1.6 or 1.7 
percent. In Canyon County, rates tend to be higher, 
sometimes over 2 percent. When property prices drop, as 
they did in the 2007 housing market crash, tax levy rates 
often rise to compensate for lower property values. Idaho 
state law caps tax levy increases at a maximum 3 percent 
per year. 
	
If you haven’t filed for your homeowner’s exemption, that’s 
costing you a fair amount of money. Your Assessment 
Notice will show if you’re receiving the exemption. If you’re 
not, file for it with your assessor’s office (it must be filed 
before April 15 to apply to your current year’s assessment). 
You only need to apply once — it grants you a permanent 
exemption as long as you own the property. 
	
If you’re 65 or older, a widow or widower, blind or disabled of 
any age and meet income and residence requirements, you 
may also qualify for the Circuit Breaker tax reduction. 
Contact your county assessor’s office for more information 
on this reduction — it could save you a significant amount on 
your property taxes. This one also must be filed by April 15 
to reduce your current year’s tax. 
	
4. You can appeal your property tax assessment. 
	
If your home is assessed below its true value, then do 
nothing and enjoy your lower taxes. Even if you believe your 
home is assessed up to 5 percent over its true value, do 
nothing — the money you might possibly save will likely not 



 

	

		

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  
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be worth the hassle to get your assessment lowered. If, 
however, you believe your home is being significantly 
over-assessed, you should consider filing for an appeal. 
	
Let’s say the assessor appraised your home at $250,000 
and you think it’s valued at $200,000. You have until the 
end of the fourth Monday in June to appeal your 
assessment. (For 2016, the deadline is June 27.)  
	
If you’re not sure of the true value of your property, 
contact a Realtor. Remember that the assessor is 
appraising the value as of January 1 (five months in the 
past). They’ll need to see comps dated January 1 or 
before that show the values of similar houses. A Realtor 
can find this information for you. If you present comps 
that show properties similar to yours that sold for 
$200,000, you have a shot at getting your assessment 
lowered. 
	
Before you file for an appeal, phone the tax assessor 
who evaluated your home. Their contact information is at 
the top of your Assessment Notice. Have on hand the 
documentation you got from your Realtor, and discuss 
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your findings with the assessor. They have the authority 
to lower your assessment right then and there if you 
convince them the value is off. 
	
If they don’t agree to lower the assessment, then you 
can apply for an appeal. (Remember to apply by the 
fourth Monday in June.) You’ll include your evidence 
with the application, and if your appeal is accepted, a 
hearing date is set. At that hearing you won’t appeal to 
the tax assessor but rather to the county commissioners 
who will weigh your facts and evidence.  
	
5. We are happy to help you. 
	
We can accompany you to the appeal hearing. Agents 
in my office, Front Street Brokers, have gone to these 
hearings and have successfully helped our clients lower 
their property tax assessments.  
	
We’re happy to help you through every step of the 
process. Reach out to us at (208) 340-8399 or email me 
at mike@frontstreetbrokers.com.  
	
	

	

	

	

	

	


