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Sales Culture vs Consultant Culture
Changing the Way Real Estate Is Sold

The year I bought my first home, my wife and I were living in the
basement of a friend's house in California. Our friend, who was
retired, decided that he was going to move to a senior living
community and wanted to know if we would like to buy his
home.

I felt like if we were going to pay all that money to sell the home,
I’d rather our friend get the money than someone we didn’t know.
We ended up deciding to keep the house; the fees associated with
selling the home were high enough that it changed our minds
about selling.

Having no idea if we even could, we asked another good friend of
ours who was a real estate agent about it. She put us in contact
with a lender and the rest is history. We bought our home with no
money down and began remodeling it. Two or three years later,
we found out our home was worth way more than what we paid
for it! Woohoo! It felt like we hit the jackpot in Vegas.
We called our Realtor friend and asked her to help us figure out
what we would net if we sold the home. But when I reviewed the
net-sheet she worked up, I felt like someone punched me in the
stomach. Having never sold a home before, I didn’t realize how
the seller pays for all the real estate fees and what the typical
costs were. I was even more floored once I learned my agent was
only getting half of what we were paying.

This was our first home in Benicia, CA

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, Agent Entrepreneurs, 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, and 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. She
writes under the pen name of AK Turner.

Always More Stories at: MikeTurnerBoise.com
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Little did I know at the time, but the lesson I learned that day
would change the course of my life. More on that in a minute.
Fast forward to today. I’ve been a real estate broker for well over
a decade. I’ve written 2 books on real estate and I’ve done a
weekly radio show on real estate for the past 7 years.
Things are going good, but starting in 2017 I’m going rogue.
I’m going to totally flip my real estate business on its head
and attempt to change the way real estate is sold.
Seems rash, I know, but I see the real estate industry beginning to
break at the seams. It may take another 10 years to fully unravel,
but it will happen. So I’m going to run an experiment in 2017,
and attempt to sell homes an entirely different way than what is
always done in the real estate industry.
Do you remember Borders bookstores? Do you remember
when people made their travel plans through a travel agent?
Do you even take Taxis anymore? Industries change, some
quicker than others.
TheEtiam
traditional
(3% to the listing agent, 3% to the buyer’s
et6%
urna
agent) real estate fees have been around for 100 years. Some
agents charge something different than that, but the vast majority
of Realtors charge sellers 6% or something close to it. That’s
what I’ve always charged in my career as a real estate agent, and
for good reason. I know that when a seller picks me over another
agent who is charging the same fee, that I will net my client more
money. A lot more. In other words, I make sure I earn my fee and
make sure that hiring me is always a good investment.

A New Mission
But like I said before, I’m going rogue and offering homeowners
a new way to sell their homes in Idaho. Starting in 2017, I will
give homeowners the option to sell their home through my
Consultant Based Approach, which I have specifically designed
to help them save thousands, often tens of thousands of dollars,
on their real estate agent fees.
I’ll be offering the same services that already help my clients net
tens of thousands of dollars more when they hire me over other
agents in the area using a documented approach. (I explain in
detail how I do this in my two books The Value-Driven Approach
to Selling Real Estate and Agent Entrepreneurs.) I’ve even
trademarked this documented method of selling homes called the
“Listing Triangle” because it works so well when I have sellers
who are willing to follow the plan we suggest for them.
The net savings homeowners gain from selling their home
through our documented approach, combined with the savings
from a new consultant based fee structure, have a compounding
effect, equaling awesome results when someone sells their home.
For example, I just met with friends who want to sell their home
this spring. I walked them through my recommended plan to help
them get the highest price for their home (documented approach)
with which they were completely on board and ready to move
forward. The initial evaluation using a price driven approach
showed the home to be worth between $270,000 - $289,000. I
shared with my clients, Brodie and Lindsey, the option of a
consultant based fee structure versus the traditional commission
fees. They saw immediately that they would save over 50% on
listing fees choosing to hire me as a consultant.

The end result: The Tylers increased the perceived value of their
home by following our recommend plan. We listed the home 10k
over the top evaluation, at $297,900. We implemented our listing
marketing plan called the “Listing Triangle” and within 24 hours
we had 2 offers over full price. The final sales price was $303,500,
and they saved over $5,000 off the traditional real estate fees. (I
write more about this on page 6, under Client Stories).

Let’s address the obvious question?
Why would I charge so much less, while offering the same
services, when I’m already a very successful real estate
agent? The answer is twofold.
Number 1:
I consider myself a pretty savvy businessman, in part because I’m a
tenacious learner. I don’t pretend to know everything and I still
have a lot to learn. I’m always looking at trends and shifts in the
market. I do this on a much broader level than most and what I’m
seeing is that the traditional model of selling homes in America is
going to be seriously tested over the next decade.
The real estate industry has been tested before, and the traditional
fee structure model has always won the war. But just like the music
industry, the travel industry, the book publishing industry, and taxi
unions, new technology and shifts in consumer demand have
proven they can turn an industry upside down. I’m already seeing
the traditional model of selling homes beginning to shift in areas
outside of the U.S.
Rather than waiting for change to be forced upon me at some point
in the future, I want to get in front of it right now, which will
ultimately put me in a dominate situation compared to my
competitors. In other words, I’m playing the long game. I don’t
want a thriving business for the next 3-5 years, I want a thriving
business for the next 10-20 years.
Number 2:
Here’s the second reason WHY I am doing this.
(Note: It’s just me adopting this approach, not my whole
brokerage, as most agents can’t absorb the risk of such a large cut
on their income, and I don’t blame them. We all have to put food on
the table and pay our bills. Every person in business has a right to
charge what they want to charge for their services. It’s their
business and their choice.)

I’m doing this because I’ve never really liked the traditional
method of charging a set percentage of the sales price when
a home sells.
Remember my story when I first learned about how real estate fees
were paid when a home is sold? That experience planted the seeds
for me eventually getting my real estate license. Not so I could
make those same fees other agents were making selling homes,
rather, my initial reason for getting my real estate license was so I
could avoid having to pay so much in real estate fees. I had started
buying and selling investment properties and I figured being
licensed would give me resources and knowledge to find other
great investment properties.
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So even from the beginning of my career in real estate, I wrestled
with how real estate fees were paid. Of course, agents who are
very good at their job will earn their fee. But as we all know with
real estate agents, homeowners don’t always get what they pay for.
There are so many people having horrible experiences with the real
estate agent they’ve hired to sell their home, yet those agents
charge the same amount for their services as I do. Which has
always bothered me.

What if you found out that your doctor had practiced sales
scripts to get you to pay for higher priced medicine than you
needed so he could benefit from it personally? Yikes,
right? The thought of it is unsettling to me. I know I wouldn’t
trust anything else the doctor told me.

There are over 5,000 agents in my marketplace where I work in
Boise, Idaho; nationally there are well over a million agents.
Another way of saying that is: you are in the minority if you don’t
have at least one relative who is a licensed agent. The reason there
are so many Realtors is because it is so easy to get your license,
which has led to a nationwide problem of having too many
inexperienced, unprofessional, and unsupervised agents doing less
than stellar services for homeowners, but with most of them still
charging the same 6%. This trend plus new technologies are
slowly leading the demise of the traditional model of selling
homes in the U.S.

Suddenly it seems like a conflict of interest.

Sales VS. Consultative Culture
I want to attempt to change the way real estate is sold or at least
give homeowners more options and add more transparency in the
process of selling homes. I believe the process of selling homes
should move away from traditional SALES culture, into more of a
CONSULTATIVE culture.

Do you look at your accountant as a salesman?
Probably not. Why is that?
The difference is that you pay your accountant for his or her
advice so that you can avoid spending more on taxes than you
should. You pay your accountant to handle important tasks that
you don’t want to do and/or don’t want the responsibility of
screwing up which can lead to trouble with the IRS.
Do Accountants, Doctors or Attorneys give you a sales
presentation before you hire them? None that I know. They give
you a consultation. In most real estate offices around the country
they teach Sales Scripts to agents to sell you on why you should
hire them. They also practice scripts to get homeowners to lower
their price. These Sales Scripts work, which is why they use them.
The problem of course is this breeds a sales culture rather than a
consultative culture.
I despise using scripts, and have never recommended them to the
agents I train. The first real estate office I spoke with when I
initially got my license (a very large national company that should
remain nameless at this point in the story) required that new agents
spend dedicated hours each week learning and practicing scripts. I
couldn’t believe it. I was sure the scripts worked but that was not
what I signed up for when I decided to start my own real estate
business.
Scripts are used solely to sell, rather than to advise and
consult. Scripts are needed when you can’t think for yourself or
provide advice.
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What if we paid accountants based on a percentage of
the total you paid in taxes?
You might wonder how important it is for your accountant to save
you money and to have your best interests in mind. In that
situation you would still have honest and effective accountants, but
you would also have others who weren’t. I know I would have a
harder time trusting advice from an accountant under those
circumstances.
A similar “conflict of interest” exists in real estate. How do you
know you can trust the advice you are getting from an agent when
they pressure you to lower your price. Is it good advice or is it
because they are just focused on getting a quick commission?

Why Change the Real Estate Fee Structure:
If the fee the Realtor makes is NOT based on the sales price, then I
feel you could trust the advice of the real estate agent at a much
higher level. It becomes more Consultative based, just like it is
with your accountant.
Others have attempted to remove the sales price from the real
estate fee structure (using a flat fee of some kind) but ultimately
failed because they also reduced the services they offered to sellers
and provided limited or even non-existent consultative support
throughout the process. I studied these agents and brokerages and
it is clear to see they all had the wrong approach and sellers often
lost thousands and endured many more months on the market
rather than saving money.
In 2017 I will be implementing my Consultant Based Approach,
but at the same time I will continue to offer the traditional model
as well. I want to give home sellers options. This new approach
will definitely ruffle the feathers of agents throughout my
marketplace because this is “just not how it is done.” It is not my
intent to undermine their business, but when you swim upriver you
get a lot of push back. In the end it’s all about the client, so if other
agents are threatened or unhappy with me, then so be it. I already
have a couple of clients who have opted for the new approach, and
it’s been an awesome experience for everyone.
I’ve also written more about this consultant-based approach at
www.ListingScience.com
I am very excited to bring this consultant-based approach to the
Boise area. This is something I’ve wanted to do since I started my
real estate career.
Let me know if you want to learn more about it.
Cheers,
Mike Turner
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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.

We Can Make A Difference
In every community there are people that want to make a
difference. They want to impact lives. They want to be
part of something bigger than themselves. The problem is
people are not rich, not even close. So 99% of people who
could write a $100 check to a local charity don’t, because
they don’t believe that a $100 check will make an impact.
In the business world this problem is often solved by
crowd funding. If you give a $100 check to an
entrepreneur, how far do you think he or she will get?
However, if you get a crowd of a 100 people to donate
$100 dollars each, it turns into $10,000 worth of impact.
The best part was no one person had to write a $10,000
check, but everyone was an integral piece of the puzzle
and made $10,000 worth of impact. In effect, everyone in
that crowd became an impact venture capitalist.
Seeing this phenomenon happen again and again in the
business world, a group of like-minded individuals built a
platform over the last year to make impact in
communities around the nation and the world. I’m
spearheading this effort in Boise, and I’ll be sharing details
about it very soon.

Right now I’m working out the details with my friend
Ryan Fletcher who is the inspirational leader of this new
organization. All of the time and money put in to build
this platform has been 100% donated by the founders.
There is no profit, no overhead, and there is no ulterior
motive other than creating a vehicle that will
consistently make an amazing impact on local
communities. We want the same thing so many others
want. We want to impact lives, we want to be part of
something bigger than ourselves, something amazing.
I’ll be announcing details in May through my Facebook
page, so if you are not connected with me there, look
me up… http://facebook.com/miketurnerboise
Until then I just wanted to plant a seed. I’m putting my
heart and soul into this project because the idea of how
much impact we are going to make in Boise just sets my
heart on fire. So stay tuned!
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I'm currently
reading Small
Is the New Big
By Seth Godin

I've been a fan of Seth
Godin for many years. If
you don't know who he is,
just Google "Seth" and he'll
come up. That is how
influential he has been in
the world.
Once I got past the weird
cover...(seriously this has
got to be one of the worst covers ever)…
I found myself really enjoying this book because much of
the great advice is shared in small, bite-sized sections.
Which is nice because I don’t always budget enough time
to read and when I do I just manage to carve out 15-20
minutes.

Here are some of my notes so far:
ü Remarkable doesn't mean weird, cheap,
expensive, big, or small. It's just something worth
talking about.
ü Figure out how to get every employee to
understand that they are the marketing
department.
ü Do what Southwest Airlines does: don't hire
people with experience at another airline unless
you're sure they can unlearn what they learned
there.
ü As soon as a company gets successful, why does
it cease to innovate? How do the founders forget
it was innovation that got them there? They didn't
succeed by worrying about doing the same old
thing out of fear of criticism, but by being willing to
take a risk and break the rules. Market leaders
are afraid.
ü Successful innovators are more subject to harsh
criticism.
ü Big Hairy Audacious goals restore your view of
the future. Without a big hairy audacious goal, it's
too easy to be distracted by momentary setbacks.
I'll keep sharing more of my highlights from some
of the books I’m reading in future newsletters.
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Forget
the
To-Do
List
Time is the ultimate equalizer. We all have the same amount of
physical time each day. Doesn’t matter who you are, we are all
bound by the 24-hour clock.
Managing my daily productivity level is one of my greatest
struggles as a business owner, but it is also one of my biggest
strengths. I’m not naturally an organized person. My mind
tends to want to jump around from one task to another and my
day is full of interruptions, which doesn’t help.
I’ve been able to overcome a lot of these challenges by making
a consistent effort to work on improving my productivity. I
often re-read books on the subject every year and listen to
podcasts and audio books in my car around this topic because I
can instantly see my daily productivity go up when I take time
to learn or remind myself about strategies to get the most out of
my day.
If you have seen any kind of training regarding being more
productive, I’m confident the advice you received included
something about using To-Do Lists.
If you are not currently making lists of what you want to
accomplish during the day, week, month, or year, then I agree
with this advice. You need to have some sort of plan.
One lesson I’ve learned is that To-Do Lists are really
depressing…
There is so much going on in business and life that I almost
never complete the to-do list for the day or week, which kind
of sucks. It often makes me feel like I can’t enjoy personal time
with my family and guilty about taking time to exercise
because I have important stuff on my list that isn’t finished yet.
This of course, leads to unhealthy habits of not spending
enough quality time with loved ones and ultimately poor
health.
THE SOLUTION: To-Do lists by themselves are just not the
answer. The missing ingredient is pairing your list with your
schedule. If it’s scheduled, it has a way better chance of getting
done. It also helps you see when your To-Do lists are too big,
which in turn will help you set more realistic expectations for
your day and plan better for the week and month.
Designing a schedule that you can stick to is a topic for another
day, but I would highly recommend you begin assigning
specific times on your calendar for everything on your to-do
list. By doing so I’m confident you’ll see an instant uptick in
what you can accomplish with your limited time.
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Client Stories: The Tyler's Home
We were considering selling our house by owner, but are glad we didn't. Mike has really
exceeded our expectations and his advice has literally been worth $1,000s. What I like
most are his negotiating tactics. He negotiates just like I would... fair, but strong enough
to get us the best deal. - Brodie Tyler - March 2017
I first met Brodie Tyler many years ago through a marketing group
where entrepreneurs come together to learn and strategize ways to
improve our marketing skills for our businesses.

The Tylers had a significant punch list of items to do prior to
listing the home. Having four kids at home made these tasks extra
difficult, but they persevered and made it happen.

Brodie has been a natural born entrepreneur his whole life. Even
when he was in school, it was evident that he was thinking
differently than his fellow students who were hoping college was
going to land them a good job. Brodie saw college as a place to
explore his interests, but he already knew he could create his own
job.

Weather over the winter caused some delays in getting their home
painted, but it wasn’t long before I got a text from Brodie saying,
“We are ready, schedule the photographer.”

Recently, I interviewed Brodie for my podcast/radio show called
Idaho Speakeasy. Brodie talked about his interesting backstory and
his latest entrepreneurial adventure called ReviewJump.com. He
took an idea and figured out a way to create software and a
company to help serve a great need for businesses. You can hear
the full interview with Brodie
here: http://idahospeakeasy.com/brodie-tyler.
After the interview Brodie and I went to lunch, and that is when he
told me about his dream of building a home. He told me how he
and his wife Lindsey loved their current home, but there were a
few things they would love to change, and how he had always
craved going through the process of designing his own home and
creating something that would be uniquely theirs.
This conversation led to meeting Lindsey and Brodie at their home
in Star, as they wanted to get my opinion on what they could sell
their home for.
Before we discussed the pricing of their home, I explained our
documented approach to maximize client profits by following our
system called the Listing Triangle™ and how we leverage a
“Value Driven Approach” versus a “Price Driven Approach.” We
discussed what needed to happen to maximize the sale price of
their home.
Maximum value doesn’t ‘just happen,’ it must be purposefully
engineered every step of the way.
I also went over our different commission fee structures. They
elected for my Consultant Based Fee Structure, which would help
them save thousands compared to what most real estate agents
charge.
Brodie said he was committed to doing what they could to
maximize what they would net from the home, so they could apply
as much as possible to their next home. We came up with a list of
tasks and a timeline to get the home on the market.
I find that when presented with a clear path to success, my most
committed clients are more than happy to do what they can to put
themselves in a position to win.

When I came out to their home to meet the photographer, I could
see instantly that Lindsey and Brodie had worked very hard to get
the home ready. Lindsey was picking up the kids from school and
Brodie was running around finishing up some last minute clean up
tasks before the photographer showed up. I jumped in to give him
a quick hand by finishing the vacuuming of the upstairs bedrooms.
My photographer Rusty arrived just in time. The house looked
transformed from when I first saw it and I knew we were going to
be able to maximize the sale price of their home. Had the Tylers
skipped doing their punch list to get the home ready to sell, I know
for a fact their home would have sold for $15,000 - $25,000 less
than it should have.
During that visit I explained what would happen next. I take the
professional photos through a special editing process (it’s one of
my secret weapons that attracts 3-4 times more buyers to my
listings compared to other competing homes). The pictures of the
home help tell the story of that home, so we work very hard to get
that story right. We also discussed our initial marketing plan that is
designed to create a sense of urgency for buyers to want to see the
home as soon as possible, which is all part of our Visibility strategy
for our listings.
We launched the listing on a Thursday morning and immediately
had a request for a showing. I followed up with the agent right
after the showing and he told me how much they loved the home. I
told him that we had other scheduled showings that day and a few
other strategic comments to further build urgency about the
property. My goal was to get them to submit an offer that same
day.
Later that afternoon there was a second showing on the home. I
called the agent after the showing and he also told me his buyers
really liked the home. I told him I anticipated an offer from the
other buyers and other details to further amplify the urgency for
the home.
We got an offer from the first buyers at 6:30pm. It was full price,
just what we were looking for. I was so excited for the Tylers. As it
is with all sellers, there is a lot of anxiety that builds up prior to
listing a home. To see the plan unfold exactly as we were hoping
was a great feeling. As I was typing up the email to send to
Lindsey and Brodie, I saw a second offer come in. It was a full
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price offer, too!
It was so much fun to tell them the good news. They were so
excited. I remember Lindsey saying, “Wow, this is really
happening.” I told them based on my read of the buyers that I
believed I could negotiate even better terms for them.
The end result was that we were able to negotiate an offer for the
Tylers that was $5,000 above their asking price, plus the ability to
rent back their home for up to 60 days after closing! An amazing
outcome, for which I give credit to Lindsey and Brodie. The home
would have sold for a lot less if they had not been so willing to
follow the game plan we designed. The Tylers also saved close to
$6,000 of traditional real estate fees by electing for our Consultant
Based Fee Structure.
Congratulations Brodie and Lindsey! I’m looking forward to
seeing Brodie following his dream and the Tyler family having a
new home they can cherish for many years to come.
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. For
a more in-depth discussion on how we maximize homeowner
profits, request your free copy of my book, The Value Driven
Approach to Sell Real Estate.

Idaho Speakeasy is my new radio show /
podcast. I’ve always had an interest in
meeting other smart business owners and
fascinating people Idaho. I’ve been doing
a radio show on real estate for the past 7
years, and I will report about real estate on
this new show, but mostly I want to meet
interesting people of our community and
share their stories with you. I’m meeting
experts in their respective fields, smart and
intelligent, not to mention, many have
discovered unique ways to impact the lives
of their customers, clients and their
community.
The Idaho Speakeasy Podcast and Radio
Show, in a sense, works just like Dirty
Jobs with Mike Rowe, which aired on the
Discovery Channel for many years. It’s
showing you real lives of hard-working
people in our community, and learning
more about what they do and sharing their

This is the first picture we sent out to over 5,000 agents and 8,000 local buyers.

List Price: $297,900
Sold Price: $303,500
Days on Market: 1
Net Results: $5,600 over asking price
Commission Savings: $6000 (using “Consultant Based Fee Structure”)
If you would like me to come diagnose the best solution for your
home just reach out to me personally anytime. My cell phone:
208-340-8399.

stories and advice with you.
To book and schedule future guests, in
addition to our own efforts to find the
best minds, we depend on your
recommendation of local experts,
inspiring entrepreneurs, and thoughtleaders in the community. In other
words, who should we interview? Do you
have a recommendation?

Alan Heathcock
Award Winning Author

Ken Bass
Local Icon – Radio DJ

Tobe Brockner
Marketing Expert

Vincent Kituku
Speaker / Trainer

If you know of someone who has an
important message or story to tell, please
introduce us. My email for the show is:
hello@IdahoSpeakeasy.com. Thank you!
To listen to past shows or to get the link
to hear it on iTunes, go to
IDAHOSPEAKEASY.COM

Here are some of the awesome
Guests we’ve had so far:
Shaun Buck
Founder Newsletter Pro
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Jerome Eberharter
Co-Founder of Moxie Java

News At Home
IVY’s
Recipe Recommendation
of the Month:

Ivy and Emilia started their "Turner
Sisters Cafe" you can see them out
working in front of my office
downtown on Friday and Saturday
mornings. If you stop by they'll be
happy to pour you a nice cup of
coffee or hot chocolate!

Emilia and Ivy were in a play last
week, put on by a local Theater
Camp. They had the audience
laughing at every turn. Amanda
surprised them with flowers after
the performance. They were
beaming with joy.

"These macaroons are one of the most delicious
things in the world. You might need a little help
making them and your hands might get a little bit
messy when you make them into a ball. When you
mix all the stuff together, you have to use your hands
to mix it. But it's worth it because they're really good.
And you just need a little bit of vanilla extract and a
little bit of sea salt."
Ingredients:
2 cups of shredded coconut
1/2 cup of coconut oil
5 tablespoons of cocoa powder
1/4 cup of honey
1/2 teaspoon of vanilla extract
1/4 teaspoon of salt
chocolate chunks
Mix all the ingredients together except for the
chocolate chunks. Roll them into little balls and then
put a chocolate chunk on top of each one. Put them
on a baking sheet lined with wax paper and put them
in the fridge. When they are chilled, eat them.

In 2016 Amanda published the first 2 books of her new series called
Vagabonding with Kids, a travel humor series about taking extended
trips with your family. You learn through her entertaining stories
and mishaps of our family’s travel that it’s possible and worthwhile
for more families to take their own adventures.
Amanda has two more books in the series scheduled for publication
in 2017. I’m so proud of her. She is averaging two books a year.
Amanda first series was called Tales of Imperfection, of which two
of her books hit the New York Times Bestseller list. She has talent
and worth ethic, so I’m excited that I get a front row seat to watch
her follow her passion for writing. Amanda writes under the name
AK Turner.

EMILIA’S
ADVICE AND TRIVIA
Emilia's Survival Tip
"If you're ever going into tiger country, my
suggestion is to wear a mask behind your
head.
People who live in tiger country do this
because tigers mostly attack from behind.
The mask confuses the tiger into thinking
it's a face so they don't strike from
behind."

The reason we wrote this book was to inform clients how we 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

More Still to Come at www.MikeTurnerBoise.com

