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The Curse of Knowledge
What it is and how to defeat it

I was up early this morning preparing for two classes I will teach today
for real estate agents. In preparing the subject matter, I couldn’t help
but think about the last class I taught.
It was about a month ago, and I could see that most students in the
class were really enjoying the topic and discussion, but there was one
agent that appeared to be annoyed, and he gave the impression that he
already knew “this stuff.”
It’s okay, there are going to be students in
every class that would probably prefer to
be somewhere else, but they need to take
the class to maintain their license status.
I try really hard to get these students out
of that rut, out of thinking the class is a
waste of time. I believe these students
suffer from The Curse of Knowledge.
The Curse of Knowledge is thinking you
know all about something, so when you
hear, read, or see something on that topic,
you say to yourself, “I already know this,” and you begin to tune out,
change the channel, or skip over the subject.
To be fair, I fall victim to The Curse of Knowledge at times as well. I
believe we all do in some areas of our lives.

IT’S A TRAP
Our mind convinces us that we already know what we need to know
about something, so we don’t feel the need to be reminded of it, and
we end up turning our mind off to new inputs and ideas.

When I was just starting out in my real estate business, I was learning new
things at a rapid pace. I was hungry to learn new things because as the
owner of my own business, I could learn a new tactic, skill, or business
strategy, and then go out and implement it. It was very fulfilling, and I
wasn’t scared to try new things and invest in new ideas.
What I failed to see, and what many business owners fail to see is that we
can get an idea in our heads of what we need
to grow our business but then put blinders on
when we see that the idea is not working. We
make excuses and find a way to justify why the
idea isn’t working.
Many years ago, I had a trusted mentor give me
some advice about my business. He told me to
drop a business strategy I had been working on
for the past 12 months. It was clear this
strategy was costing me a lot of money and
loads of time. From my mentor’s point of view,
he could see that it was breaking the
foundation of my company because so much
effort and energy was being applied in this one area, while other areas
suffered.

Did I take his advice?
No, of course not. I was “cursed” and it cost me dearly.
I was so convinced my new strategy was going to work because of what I
had read and learned from others. I just needed more time to prove it. I
felt like I had all the wisdom and willpower I needed to pull it off. (This is
how the Curse of Knowledge gets you.)

Mike Turner is co-founder of Impact Club™ Boise, author of Agent Entrepreneurs:
Every Agent’s Guide to What They Don’t Teach You in Real Estate School, co-author of The Value
Drive Approach to Selling Real Estate, creator of Listing Triangle® Marketing, and the host of a weekly
radio show in Boise for the past 7 years on both AM and FM stations. Mike 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 founded Agent Entrepreneurs Real Estate School, and co-founded Fever Streak Press, a publishing
company that has produced 2 New York Times best selling books. 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 book series called Vagabonding with Kids. She writes under the pen name of AK Turner.

Reach Mike anytime at 208-340-8399
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It reminds me of the Titanic, the unsinkable ship.

If I heard the same advice months later but dismissed it as “I already know
this,” it would prove the curse of knowledge was getting the better of me.

To avoid the curse, the best thing you can do if you learn something
extremely valuable, is to find a way to keep reminding yourself of this
knowledge until you have fully implemented or adopted this advice into
your life or business.

I re-read those few chapters in The 4-Hour Work Week at least a dozen
times in the past 5 years, and will continue to re-read them occasionally to
review how I am doing and look for ways to improve what I’ve
implemented.

“We need to be reminded more than we need to be instructed.”
- Samuel Johnson
If we believe our opinions and ideas are irrefutable, completely rock
solid, in other words unsinkable, we may fail to provide enough life rafts
on our ship because we can’t even fathom that life rafts will ever be
needed. Our ship is too strong. So much stronger and better than
Etiam
et has
urna
anything
else that
ever been built before. It’s the Unsinkable Ship.
I used to think my marketing plan for selling homes was like the Titantic.
It was way more robust and better constructed than any others I had
seen, you know, unsinkable. It was good and arguably a lot better than
what I see most agents offering today. But it certainly wasn’t unsinkable
as I learned many times over.

Rather than reading just new books to expand my knowledge, I now read
my favorite books (at least parts of them) many times over because I need
to be reminded often of the habits and strategies I want to master.
Here is some advice from Darren Hardy, editor of Success Magazine, on
suggestions for overcoming The Curse of Knowledge when you are
presented with advice that you agree with.
Don’t say in your head, “I already know that.”
Rather, ask yourself 3 questions:
1.
2.
3.

Am I following that advice it?
Have I mastered it?
Do my results prove that I’ve mastered it?

Now I have a completely different approach and mindset when it comes
to selling homes. I learn something new on every listing I take, because I
am always looking for something to improve.

I’ll add one more to the list:

I also mastermind with other agents across the country every week to
learn, and refine our process for selling homes.

4. Would your spouse or best friend agree that you’ve mastered it?
(That’s the true test, right?)

Through this mastermind group and our collective knowledge, we
developed the book The Value Driven Approach to Selling Real Estate,
which is the process we follow to maximize our clients’ profits when they
sell a home. Something I could not have developed on my own.
Something that would have never happened if I was still plagued by the
curse of knowledge.

Choose Wisely

In business and in life it is easy to have Titanic blind faith in the direction
we are heading and decisions we make. So much so we don’t see or hear
good advice when it’s in front of us.

Or worse. We learn our ship can sink, we know what we need to do to
avoid or minimize the damage of such an event, but we put off doing
what needs to done, because we get caught up in the craziness of life and
work.
Chances are we have received or heard some advice recently and thought
to ourselves, “Wow, that’s good advice. I’m going to start doing that
when ____________.” Fill in the blank with some internal justification to
put off doing what you know you should do now. It’s human nature. If
something doesn’t seem like an immediate threat, it can be pushed aside
and dealt with later.

What is easy to do is also easy not to do. – Jim Rohn
For example, in The 4-Hour Work Week by Tim Ferriss, he has a few
chapters dedicated just to time management. When I first read the book,
I could quickly see many areas where I could greatly improve my daily
efficiency.
This was great advice for me. However, if I just read it once and didn’t go
immediately implement what I had learned into daily practice, then what
did I really learn?

I’ve decided that I am going to begin each class that I teach with a quick
story about The Curse of Knowledge to encourage students to make a
choice.
They can choose to tune out or ignore the advice being given because
they believe they don’t need it because their ship is unsinkable.
OR
They can choose to keep an open mind, even on ideas they don’t agree
with in hopes that they may still learn a golden nugget of information that
they can go implement or further master to improve their lives, business,
or goals.
I don’t know if it will work to engage all of my students. If they’re not
willing or ready to learn, it’s going to be near impossible to teach them
anything. However, for those who are, they may find that there’s no need
to go down with the ship.
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Creating Butterflies Out of Caterpillars
“There’s nothing more amazing than someone changing their life. There just isn’t.
And there’s nothing harder, either.” – Marsha Tennyson
Marsha Tennyson is the founder and
director of Chrysalis Women’s
Transitional Living, which gives
women coming out of incarceration
and addiction a safe place to rebuild
their lives. Tennyson was called
from a young age to help others, and
now she’s turning caterpillars into
butterflies.

Chrysalis Women’s
Transitional Living
When women come out of jail, prison, detox, or hospitalization,
they don’t always have a safe place to go. “Chrysalis is, number
one, a safe place,” says Tennyson. It’s also about building a
foundation to rebuild lives. A chrysalis is the cocoon where a
caterpillar becomes a butterfly, and that’s exactly the opportunity
that Chrysalis provides its women. “There’s nothing more
amazing than someone changing their life. There just isn’t,” says
Tennyson. “And there’s nothing harder, either.”

Called to Serve
When Tennyson was a young girl, she imagined herself being a
mother over a huge house full of children, and that image has
stuck with her. “I really think that God prepares you young,” she
says. “The things that you love when you’re young seem to
unfold as you grow up.”
When she was a teenager, her father began working with people
in the Skid Row area of Los Angeles. She would hear him talk
about it and felt she was being called into serving, too. “I believe
that people are created with a purpose,” Tennyson says. She
worked for nine years on Skid Row. “Eventually I was called to
come [to Boise],” she says. She started Chrysalis Women’s
Transitional Living in 2001.

“People are comfortable even in really bad situations, and it’s
really, really difficult to change your life.”

Making Change
One thing that is vital to making change is support. “You have to
have somebody to say to you, ‘You’re not worthless. I know
you’ve tried this before a million times, but try again because
you’re never going to succeed if you don’t keep trying.’”
Tennyson contends that people need a relationship with God,
themselves, and others. Chrysalis facilitates these relationships
through one-on-one coaching, programs, classes, and books. “It’s a
faith-based program because we believe that people are created
with a purpose, and that gives them so much worth to know that,”
says Tennyson.
Chrysalis goes through a process of building up the women’s selfworth and self-esteem, helping them realize they have power and a
voice, and that they can be anything they want to be. Women
leaving prison have often lost everything, including their children,
jobs, and homes. There’s no one waiting to pick them up when
they are released. Chrysalis makes them feel human again. “It’s
never too late,” says Tennyson. “You can always change.”

Building a Foundation
If you don’t have a foundation, you can’t rebuild on a foundation.
“Everybody’s coming from a different place, but everybody has to
rebuild from that place,” Tennyson says. They have to forgive
themselves and learn how to function in life on life’s terms.

Finding Caterpillars

Most of the women who have been addicted to meth have also
been sexually abused, which makes them feel like they don’t have
any control in their life. “Teaching them that they do have a voice
and they do have control and they can live independently, they
don’t have to have a man in their lives is like Greek, because they
haven’t been taught that,” says Tennyson. Chrysalis teaches them
to become an individual who can stand on her own two feet, take
care of herself, have a voice, and learn to love herself.

Finding women who need assistance is the easy part. In the state
of Idaho, there are 1,039 women in prison and county jails, 3,419
women on probation, and 697 women on parole. Per 100
thousand people, Idaho has the second highest incarceration rate
in the entire country. Tennyson talks to probation officers and
interviews women in jail to find the women who want to change
their lives.

Nobody grows up wanting to be a prisoner, stick needles in her
arms, or smoke meth. They do it because they’re so unhappy and
are covering up the pain. “They are coming from a sad and abusive
state in almost every case,” says Tennyson. They aren’t hardened
criminals, they are wayward women who made a wrong choice and
didn’t know how to change. Chrysalis gives them the tools they
need to love and forgive themselves.

“Not everybody wants to change their life,” says Tennyson.

“My calling is to provide an opportunity for change,” says
Tennyson. What the women do with that opportunity is their
choice.

Idaho Speakeasy started as an idea. As a business owner, I had an interest in meeting other smart business owners and
fascinating people in Idaho. When I started to reach out to these people and started talking to them, I realized others needed to
hear their stories, too. These were experts in their respective fields, smart and intelligent, not to mention many had discovered
unique ways to impact the lives of their customers, clients, and their community. With that, the concept of Idaho Speakeasy was
born. 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 stories and advice with you.
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But Why Do You Really Do It?
“But why do you do it? What’s the real reason?”
That is the question I got from my brother about IMPACT CLUB
while he was over helping me repair the deck on my house.
He sees me spending a fair amount of time and money, securing
venues, buying t-shirts, editing videos, sending out press
releases, etc.
My brother hasn’t been to an Impact Club event yet, but he did
see me and the Impact Club featured on Channel 7 news, so he
gets the basic idea.

People that ask me this question know that I have a real estate
business. So they assume I am doing Impact Club as some sort of
ploy to get more real estate clients.
That’s when I really confuse them by telling them that I specifically
make a point to promote Impact Club to other real estate agents
and their brokers. I want them to join Impact Club, and many of
them have. About 50% of our current members are real estate
agents and brokers.
Even my brother could quickly see that would be the last thing I
would do if I were trying to get more real estate business from
doing Impact Club.
I said to my brother, “I am reaching out to everyone I can to
promote Impact Club; I’m not excluding anyone.“
Because of my real estate business, I have direct access to
thousands of agents and over the years I’ve created marketing
channels to reach thousands of local residents through my radio
shows, podcasts, videos, and social media channels. So I’m going to
leverage these connections in any way I can to keep growing
Impact Club.
It’s a simple formula:

More Members = More Impact to Our Community
Ch 7 Featured Impact Club Boise as part of their 7’s Heroes
http://ch7news.ImpactClubBoise.com

It’s a fair question and my brother isn’t the only person to ask
me this question recently.
People want to know my ulterior motive. Why would I happily
pay for a giant bar tab to buy everyone drinks and hire a band to
play before and after the event? What’s the angle?

CURRENT MEMBER COUNT

184
(Goal for 2017 = 200+)

He was surprised by my answer…

4

4
3

That’s when my brother stopped me again, and asked,
“BUT WHY ARE YOU DOING IT?”

Of course, in true brotherly fashion, he laughed and called me an
idiot, or something to that effect. But I could see the wheels in his

My answer: Because I can. And I believe we can create one of
the greatest giving machines our community has ever seen.
It’s the idea of that statement that frightens me and excites me
at the same time. That’s why I know I’m on the right path.
It’s the reason I don’t flinch when I need to make investments to
build up or improve the member experience.
I believe with the help of other members, we can create
something that will truly have REAL LASTING IMPACT on our
community.
I told my brother that I was also investing in the launch of other
Impact Clubs across the country. That’s when he grunted, shook
his head and mumbled something like, “What’s the point of
that?”

head turning as we went back to work on the deck.
I don’t think he would admit it, but I believe he got a glimpse of
what I see…

I’m confident that Impact Club will forever change my
community. I can see that it is already working.

A REAL chance at positively changing the world, even by some
small measure. I can’t yet explain what that feels like, but I can
say it feels right, and that’s enough reason for me.

But…

Because that is the REAL reason I do it.

What if we could also change the world for the better?

- Mike Turner

I don’t know if we will. But if there is a chance, and I believe
there is, then I want to be part of it.

P.S. If you want to learn more about Impact Club follow these
links:

In fact, every member who joins our local club will be part of
that even bigger mission that will deliver lasting impact all over
the world.

http://Event1.ImpactClubBoise.com
http://Event2.ImpactClubBoise.com
http://FAQ.ImpactClubBoise.com
http://Join.ImpactClubBoise.com

Impact Clubs now exist in various cities around the US, and the
group goes international later this month, with Impact Clubs
forming in New Zealand and soon to be in Canada.
It’s also important to note that we are trying to grow Impact
Club the right way.
We don’t want to do it fast, we want to do it carefully and slowly
at first so that we have the right people and systems in place to
insure maximum, lasting impact.
Most often there is a multi-year process we go through before
we even consider starting a new Impact Club. In time we’ll have
systems in place that will help us launch them more quickly, and
we are extremely excited about that vision.
It’s a simple formula:

More Impact Clubs = More Impact to the World

P.P.S This is my brother (in all his colorful glory).
Meet Virgil Turner
WARNING: I love my brother. He is extremely hard working,
honest, funny and does amazing work
for very reasonable prices.
BUT… He can be a challenge at times
to work with because he often takes
on more work than he can handle and
therefore ends up wanting to work on
your home at weird hours of the day
and night. His work is reliable, his
schedule is not.
He is also quite the character with lots
of odd looking tattoos and never
ending supply of funny stories that will make your belly hurt from
laughing. With that said, he’s done work for numerous clients of
mine and for agents in my office. Just about everyone says the
same thing after working with him. “He does great work.” Of
course, they were all warned about everything I’ve previously
mentioned. So they knew what to expect.

Pictured: First Impact Club in New Zealand in Oct 2017
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If you’re looking for an honest and skilled handyman who is a
little rough around the edges, then consider hiring Virgil Turner North Lights Construction 208-703-4871
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Building Futures
How one couple took a chance to build their new future.
I first met Charity many years ago when I sought out a personal
trainer to help me rehab after a back injury. I later saw Charity start a
morning fitness TV show, open up her own gym, write a book, start a
podcast, compete and win the Mrs. Idaho pageant, the list goes on.
She was doing so many awesome things I decided to ask her to be a
guest on my weekly radio show.
It was an awesome interview. Here is a link if you want to check it
out: http://IdahoSpeakeasy.com/Charity-Marjors
Some time after the interview, she invited me up to her home to
meet her husband Chris because they were toying with the idea of
maybe selling.
I believe I walked in and said, “Wow!”
Chris is a full time fire fighter, but he is also an experienced builder. I
learned that Chris built the home and Charity helped design it. The
home was not like any I had seen in Boise. The main living room had
a glass garage style door, and the rest of the interior had a matching
contemporary house. I loved it. So naturally I asked, “Why do you
want to sell?”
Chris said the topic of selling took on a new level of interest once they
received their tax assessment. It went WAY up. Which meant that his
property taxes were about to make a big jump, and frankly he was
surprised by the amount they valued his home at and was wondering
if I thought it was accurate.
I could easily see the tax assessment
was in the ballpark and probably even
low for what we could sell the home
for. So the good news was that Chris
and Charity had some equity built up
in the home. The bad news was that
even if they sold and captured the
equity in the home, what would they
move into that could be better?
Chris explained how they would like to
build a home that had multiple units
with it so that they could AirBnB the
units to offset their own living
expenses. They were already using
AirBnB to rent out their basement,
which was a great additional income
for them. So if they sold their current
home it would mainly be to capitalize on their equity so they could
further invest in real estate that would produce a higher income for
their family. In other words, they were willing to downsize from their
current home to build a better investment.
I was impressed with their decision. Not everyone is willing to
downsize for these reasons. Some are forced into that decision.
Chris told me that if they were going to sell, their mission was to
maximize what they could get out of it, even if that meant having it
on the market longer to find the right buyer.

I immediately went to work to determine
the right prescription/plan for Charity and
Chris to maximize the perceived value of
their home. This is a key part of our Value
Driven Approach that I spell out in detail in
my book
[Follow link get a free copy]
http://mybook.fsbrokers.com
First step – the diagnosis, we started
with the home staging consultation,
followed up by assessing repair work
and determining what minor
improvements should be made.
Next step – doing the essential work to capitalize on opportunity.
They are always there, the opportunities to enhance property value.
It’s just that sometimes they are hidden, out of sight to the untrained
eye.

Chris and Charity did an awesome job getting their house ready
to sell.
Once the house was ready, it’s game time. That’s when I send in my
secret weapons. I hire one of the best photographers in town to
provide an impressive set of professional photos that help tell the
home’s ‘story.’ Photos are expertly enhanced to give the best first
impression we can to prospective homeowners.
We want buyers looking online to say “wow”
just like I did the first time I saw the home.
Maximum value doesn’t ‘just happen,’ it must
be purposefully engineered from step 1.
Based on the sellers’ objectives, we design a
price, presentation, and visibility plan. We
purposely pushed the pricing in the
neighborhood. There wasn’t much evidence a
home of their square footage could sell for the
price we were seeking, however I knew if the
home was presented and marketed right that
we could push the perceived value of the home
to the maximum the market could bear.
We got Chris and Charity’s home sold. Though
Chris and Charity deserve much of the credit
since they worked their tails off getting the
house ready.
On top of the great price their home sold for, they also saved over
$10,000 off the traditional real estate fees since they elected for our
Consultant Based fee structure versus the percentage of sale price
fee structure.
I found Chris and Charity to be very inspiring. They are making big,
hard decisions to build their future. Just watching them in action I
have no doubt they’ll achieve the goals they are chasing.
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The Power of Story to Educate and Heal
Ken Rodgers | Veteran | Film Maker | Story Teller
Meet Ken Rodgers.
Ken served in the Marine Corps
in the Vietnam War; he was
involved in the 77-day siege of
Khe Sanh and was later awarded
a Purple Heart.
Here is a photo from the Idaho
Statesman of Ken Rodgers at the
Veteran’s Day Parade. Ken was
one of the Grand Marshals of the event.
Ken and his wife Betty recently made an amazing documentary film
about the 77-day seige of Khe Sanh called:

Bravo! Common Men, Uncommon Valor
The film is about Bravo Company, First
Battalion, 26th Marine Regiment. It is a
personal tale of young men, untested, mostly
new to Vietnam, who were trapped in one of
the worst sieges in the history of American
warfare.
The siege of Khe Sanh was one of the salient
conflicts of the American experience in the
Vietnam War, and the young men of Bravo
Company were asked again and again to stand up and fight under
some of the most trying conditions of the lengthy war. And they
delivered.
This is the best war documentary I’ve ever seen.
It tells the true stories of these young boys stuck in a horrific situation
and the story that unfolds about the “Ghost Patrol” and the “Payback
Patrol” are astonishing.
Watch this film to honor those men and women who risk everything
and give everything for their fellow soldiers and for us.
You can get the DVD here: https://bravotheproject.com/store
Ken Rodgers Interview:
When did you serve?
I served in the United States Marine Corps from October 4, 1966
through November 3, 1969.
Is it possible (or not) to relate your experiences to civilians?
I think you can relate combat experiences to civilians on an
intellectual level but not on a visceral one unless they have
encountered similar events in their lives that let them know the
boredom, the fear, the rage, the exhilaration of war. Sometimes
literature and sometimes film might get the essence of combat
experiences across if they are able to let the reader or viewer smell,
taste, hear, touch and see the horror of war.

What compelled you to begin
your film project?
In 2009 Betty and I attended a
reunion of Khe Sanh veterans
and there were a lot of men who
served in Bravo Company on
hand. Betty sat with us at big
round tables as we recounted
events at Khe Sanh and she told
me that once the men left, their stories went with them. She told me
that we should document their stories. We discussed a book, audio
recording or video. I told her I thought it was a great idea but we
needed to get the input of Ken Pipes who was our commanding officer
at the Siege. Betty asked him if it was okay for us to tell the story of
Bravo Company at Khe Sanh. He agreed and wished us luck since
people had tried before and it hadn’t really worked out. So, we
decided to make a film. We didn’t know anything about making films
but we got a lot of great support from the Idaho film community,
especially Lance and Pam Thompson, Ben Shedd, the folks at Wide
Eye Productions, Sharon Larson and the late Mark Spear.
Can you summarize the film?
BRAVO! COMMON MEN, UNCOMMON VALOR is the story of
Bravo Company, 1/26 during the seventy-seven day Siege of Khe
Sanh during the Vietnam War told through the voices of fifteen
Marines and Navy Corpsmen who lived it. As the film critic Stephen
Hunter has said, “History over the lip of a trench.” The film is
compelling, visceral, disturbing, and in the end, uplifting.
What did you learn during the making of the film?
I learned about the power of story to educate and heal. I learned that
giving voice to the survivors of traumatic experiences can be a healing
experience for both the folks telling the story and the folks who read
or view it.
Do you have plans for future films?
Betty and I are in the process of making a new film titled I MARRIED
THE WAR, about the wives of combat veterans and how they deal
with the family issues generated by the wars that follow their husbands
home. We have interviewed six women, from the World War II era
down through the current Middle Eastern conflicts. Since we have
eleven more women eager and waiting to tell their stories, we are on
the hunt for funds that will allow us to travel to Texas, Georgia,
Michigan and other locations around the country to film their
interviews. As he did on BRAVO!, award-winning editor John Nutt is
on board to edit this film. Idaho Public Television is committed to
screening the film when complete and is also interested in pitching the
film to their sister public television stations around the country.

How does being a Veteran impact your life now?
I think about Vietnam every day, multiple times a day. It haunts my
dreams and the way I view my fellow human beings. After 50 years I
still struggle to deal with the Post Traumatic Stress and moral injury
and mild TBI. On the positive side, my experience in Vietnam showed
me what it means to be alive and I am happy to be so.
You can watch the trailer or buy the DVD at:
http://bravotheproject.com

NEWS AT HOME
The holidays are upon us and like many families we have a few holiday traditions
we like to do in the Turner household. One of my favorites is on Thanksgiving
morning.
Since many of our friends and neighbors are busy
with family on Thanksgiving, we started a tradition
of having a bloody mary bar from 10-12pm every
year.

IVY’S
Christmas Project
Recommendation:
Popsicle Stick Snowflakes

I believe we started this bloody mary tradition a few
years ago to celebrate Amanda’s book, Hair of the
Corn Dog that hit the New York Times best-seller list.
The event was such a big hit with our friends that
we’ve been doing it ever since. We of course have a
treat for the kids too, but this tradition is really for
the adults.
Here is a picture from last year… It’s making me
thirsty.
Amanda’s first 3 books were a series on
parenting humor. She’s now on book 4 of a
travel humor series.
She has published 4 books in the last 2 years. I
know, it’s a lot, right?
Amanda has been so busy writing and
parenting, she hasn’t had time for much else,
so we are finally doing something about that
and throwing Amanda a:
YOU’RE INVITED!

BOOK LAUNCH PARTY!

SATURDAY DEC 16TH 5-8pm at the Front Street Brokers office on
the corner of Front and 9th (877 W. Front Street). Free and open
to the public, we’ll have wine and treats on hand. And of course
Amanda will be there to autograph copies of her books. (They
make great holiday gifts…). Mark your calendars for 12/16 and
we hope to see you there.

Items you need:
1. Paint
2. Hot Glue
3. Mini-Popsicle Sticks
Step 1: Get 3 groups of 6 mini-popsicle sticks and that
should equal 18 popsicle sticks. Glue each group of 6 in
a line. Glue two lines together in an X and then the 3rd
horizontally through the middle. Add the extra popsicle
sticks to make it look more like a snowflake.
Step 2: Then you paint it with white paint. Or blue
paint.
Tip #1: Be aware because the tip of the hot glue gun
can burn our hands. And I know, because it burned
mine.
Tip #2: You can also make mini popsicle stick
snowflakes if you don’t want to make a big one.
Tip #3: Just so you know, I also made a snowman.

EMILIA’S
BOOK REVIEW
See You in the Cosmos
by Jack Cheng
It’s about a boy who
records his journey of his
life and love of rockets.
From finding his new
sister to getting a serious
injury. The author
doesn’t use chapters, but
instead does “New
Recordings” like a
journal entry.
What I like about this
book is that it brings out feelings that you may have
had in real life that you’ve felt before. Reading about
this boy makes you feel deep feelings. It changed the
way I see the world. I don’t know what else to say.
It was good. I totally recommend it. On a scale of 1
to 10, I rate it a 10.

Mike Turner -Front Street Brokers
877 W Front St, Boise ID 83702
Mike@FrontStreetBrokers.com
Mobile: 208-340-8399
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