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It was 7:30 in the morning, the sun wasn’t fully up, so the sand on my bare feet made it feel like I was standing on snow. I stood frozen, gathering 
up courage, as I watched large beautiful waves roll in from the deep.  

I was 24 years old. I had never tried surfing before. Growing up in Alaska, surfing wasn’t a popular sport. But shortly after arriving in Mexico, my 
wife surprised me with a surfboard.  

I found myself at the beach at sunrise, because the day before there were so many people surfing and swimming, I knew I didn’t stand a chance. 
Now, there was nobody out there, but the waves looked twice as big to me.  

I consider myself a decent swimmer and fairly athletic (especially back then), but I quickly found as I stepped out into the cold waters that I was in 
way over my head. Just paddling out to where the larger waves were breaking turned into the fight of my life. I had seen surfers duck under the 
waves, but with my new board, I struggled to get the hang of it, so I took a beating, coming up for air and then getting rolled again. I would make 
adjustments when I could, but often I didn’t have time before another wave hit me.  

Had I just rented the surfboard for the day, I may have given up, but my wife bought me the board and I had always wanted to experience riding a 
beautiful wave. So, I took a beating every morning, determined to figure it out.  

My biggest problem was actually catching the wave. Other surfers in the same spot seemed to be able to get their momentum going much better 
than I could, so they caught waves at just the right spot. It was beyond frustrating. But after a few days of ingesting an unhealthy amount of 
saltwater and having a body that ached from head to toe, it finally happened.

A wave approached that looked good, so I did my best to paddle into position. As it came closer to me, it looked pretty big. Too big. But at this 
point I had taken so many beatings - what was one more? I paddled as hard as I could and just when I thought the wave was going to crash on top 
of me, I felt it. My board took off at an alarming speed straight down the wave.  

Shocked and excited, I jumped up and found the board surprisingly stable as I shot across the open face of the wave. I didn’t really know what to 
do at that point, but I was in the right spot, on a gorgeous wave. The speed, the rawness of what I was doing, was incredible. 

I was hooked. But it took me another couple of days of getting my butt kicked before I was able to catch another big wave like that. I’ve only 
attempted surfing a few times since that trip. Mostly, because I live in Idaho. But I’m sure I’ll never forget that first ride.  

What got me thinking about it in the first place is a book I’m reading called Principles by Ray Dalio. Ray Dalio is an American billionaire investor, 
hedge fund manager, and philanthropist. Dalio is the founder of the investment firm Bridgewater Associates, one of the world’s largest hedge 
funds. Ray talks a lot about the idea of Struggling Well, and when I think of struggling, I remember those days learning to surf, but it doesn’t end 
there.  

I’m fascinated with this concept of struggling well, because all of my greatest accomplishments, the things I’m most proud of, have come with an 
abundance of struggle. Growing my real estate office from 2 agents to 20 while maintaining a companywide commitment to excellence, took a 
lot of struggle. Writing my first book, took my willpower to its limit. Starting a radio show with zero previous experience was like eating a giant 
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bowl of humble pie for breakfast for the first year. Founding Impact Club Boise and planning and promoting the first events was the opposite 
of easy, but seeing it go from 1 member to 200+ in less than a year has been one of the most rewarding ventures I’ve ever done. Which is why 
the concept of struggling well, especially as it relates to our passions, intrigues me. 

Dalio suggests that we can’t escape or avoid struggle, it always finds us and tests us in new ways. Which is why people who win the lottery, 
don’t suddenly live a life without problems and free from adversity. 

He makes the argument that we should actually embrace this struggle, especially when stretching ourselves to achieve big goals or when 
following our passions. This puts you in a position of failing more often and needing to learn and come up with new innovations in order to 
move forward.  

You’ve heard of Airbnb, right? 
Do you know how they got their name and 
how they started? In 2007, the founders 
lived in San Francisco, and were struggling 
to pay their rent, so they thought, why not 
rent 3 air mattresses on their floor and 
serve breakfast? They created a simple site, 
airbedandbreakfast.com, and bought three 
air mattresses. They got $80/bed, and felt 
like they were on to something. Two years 
later and countless time and energy spent 
building the company, but they still were 
only making $200/week. They kept pushing. 
Kept struggling. Kept innovating. They finally 
got some traction in late 2009. By 2011 their 
company was valued at $10 billion. 

I love that story, and it’s a clear example of 
how struggling, lead these guys to stretch 
themselves and try new innovations in an 
established industry.  

A valuable lesson from my kids
This idea of struggling well and stretching for 
goals is top of mind for me as I plot out and 
plan for this coming year. I’ve never had a 
problem dreaming up and stretching for big 
goals.  

Where I failed to “struggle well” at the 
beginning of my career was trying to do so many things myself.  Having kids 10 years ago helped force me out of this pattern. 

Coming home after they were asleep and leaving before they were awake grew old quickly. It pushed me to lean on my team and to empower 
them to take on specific tasks. Such as having Morgan available to show homes to clients so when that perfect one hit’s the market and I’m 
stuck somewhere else, she can jump in her car with little notice.  Or how Debbi, has taken over the role of helping train and assist agents in 
our office.  I love to do trainings, but I can’t be the only one who does it, plus Debbi is an awesome teacher, and I can see the difference it has 
made to the office since she has taken the lead role. 

This shift of leveraging the collective genius of my team has opened up all kinds of opportunities and now we can operate more 
efficiently and innovate much faster.  As a direct result, our listing clients are netting more profits than ever before with our Value Driven 
Approach, and we made big innovations to the home purchasing process so buyers can purchase with up to 10% equity when they move in, 
while putting little to no money down. I’ll explain more about this next month (it’s super cool). 

Plus, without my teams help, I know the launch of Impact Club Boise would not have been nearly as successful. But thanks to them, we have 
raised almost $50,000 for our community in less than a year.  Oorah!

To make our team even stronger I’m excited to announce that we added a brilliant new operations manager to our team, Sarah Taylor. Sarah 
is wicked smart, super organized, and has a great sense of humor. I had many great applicants for this position, but Sarah stood out from the 
pack in many ways. In summary, she’s awesome and I feel super fortunate to have her on the team. I’m sure you’ll get a chance to meet her at 
an upcoming Impact Club event!  

As this is my first letter of the New Year, I’ll wrap up by saying, I truly hope you have an awesome year. Let’s find new ways to 
challenge ourselves this year so we come out the other side even stronger. 

The surf looks good. Let’s paddle out.  Here’s to Struggling Well in 2018!

###



We just got back from a family vacation to Mexico. It was a great trip, where 
most afternoons were spent at a quiet beach in a small town called Todos 
Santos.  

The kids are old enough to entertain themselves with boogie boarding and 
digging holes, so that left Amanda and I time to do what we wanted to do…
Work. I know, I know. It sounds bad, but it was awesome.  

Amanda is a writer, and she loves what she does. So for her, sitting on a 
beach, drinking a cold beer, while editing her latest book is as enjoyable as it 
is for Ivy to dig holes in the sand. Likewise, I spent the time writing out my 
business ideas. (While drinking a cold beer, it was paradise.)

My friends, colleagues, and especially my wife, all know that I’m an idea guy. 
I love entrepreneurship, and my mind is always working through new ideas 
and business ventures. I can’t really turn off that part of my brain.  

When I stand in line for a cup of coffee or sit in a waiting room at a doctor’s 
office, I watch their operations. I listen to the staff ’s interactions with 
customers. I look for ways things could be improved, or if I was the owner, 
what I would want to do differently.

This is why I’m kind of a junkie 
when it comes to innovating my 
business. I’m driven by some force 
that I can’t quite explain. I assume it’s 
like a marathon runner. They have 
something that is pushing them to 
wake up early and run 10+ miles 
before they go to work. They love the 
challenge and the way it makes them 
feel. It’s the same for me, I just put 
my miles on my laptop.  

However, for every business idea 
I have to innovate or improve the 
customer experience, only a small 
few get the greenlight. Which means 
hundreds get discarded because they 
don’t make the final cut.

To figure out which ideas will make the final cut, I’ll spend countless hours on 
research, planning, and designing. This helps me flush out the A-level ideas 
from the B- and C-level ideas.  

THE GREENLIGHT
Six months ago, my colleagues and I made the decision to greenlight one of 
these A-level ideas because we determined it would have the most significant 
impact on our customers. 

Today, I’m super excited to announce that we’ve added a new mortgage 
company to complement our real estate services. 

Yes, you read that correctly, we now do mortgages, too. 

When I say we, I don’t mean I’ll be doing the loans. Rather, we’ve partnered 
with a national mortgage company called AFN (American Financial 
Network) who is in 48 states. 

WHY WE DID IT
I already work with a lot of great lenders, but one of main reasons we made 
this new leap into mortgages is to be able to further protect our clients. 

Before now, we were at the mercy of lenders, with little we could do if a 
problem arose. Now, we are in the driver’s seat, which means we are in a 
position to put out fires if they arise and solve problems which in the past, we 
weren’t able to solve. 

Just last month we had clients Andy and Sherie. Two weeks after they went 
pending on a home in Boise, their lender notified them that their interest rate 
was a whole 1% higher than they initially said it would be. YIKES!

This came after the home inspections and the appraisal. Andy and Sherie 
decided to turn to their bank, because the bank promised them a better rate 
and told them they could do the loan and make special arrangements so it 
could close quickly. It looked like the crisis was averted, but… no such luck. 

The close date came and the bank said they weren’t quite ready but just 
needed 3-5 days to finish. So we negotiated with the seller to extend closing 
by one week. However, at the end of that week, the bank informed us they still 
were not ready to close, and much worse, couldn’t give us a clear estimate of 
how long it would take for them to finish the loan (Just writing this makes me 
upset all over again).

This put Andy and Sherie at risk of losing a great home and their large 
deposit, as the seller threatened to cancel the deal and sell the home to 
another buyer. There was little we could do, as we were at the mercy of the 
lender.  

This kind of drama happens all too 
often with lenders, and I’m sick of 
having our hands tied and not being 
able to do more to protect our clients. 
Hence, our new mortgage company.  

Had they gone through our lending 
branch, we could have resolved those 
issues before they even arose. As it 
was, we fought and negotiated more 
time from the seller, and Andy and 
Sherie closed on the home. YEAH! 
But, I think we ended up with a few 
more gray hairs. And that’s my point.

All that stress and craziness could 
have been avoided had we been in 
the driver’s seat of their mortgage. 

So, now we can give our clients that 
option, allowing us the ability to put out fires on a whole new level.  

We researched really hard to find the right lending company, one that would 
allow us to offer loans that most lenders don’t want to or can’t do. 

For instance, one of the products we’re specializing in is rehab (remodel) 
loans. With these loans, it’s easy to trick out your home HGTV style. You can 
do them on your current home or at the time of your next purchase, adding a 
significant boost in equity before you move in.  BOOM!  

Imagine finding that home in the perfect neighborhood, but you hate the 
outdated kitchen and the 90s style bathrooms. The home’s lack of updating 
leads to getting a great price on the home, and with our Rehab Purchase Loan, 
you can have it remodeled with no extra cash out of your pocket before you 
move in – the remodel costs are built into the mortgage. The improvements 
instantly bump up the resale value of your home so you have built in equity if 
you ever need to sell, plus you get the kitchen you always wanted.

I’m so geeked out to be able to offer this to clients. You don’t even have to 
sell your current home, you can remodel it through this loan, and if you ever 
decide to sell in the future, you’ll be in great shape to maximize selling price.  

This is just one of a handful of niche loan products we now have on our 
tool belt. I’ve been wanting to announce this for months, which is why I’m 
so excited that it’s FINALLY a reality.  I’ll share more details in the coming 
weeks, but in the meantime, feel free to reach out with any questions.  

###

New Venture Gets the GREENLIGHT!
Stories from the front lines. Documenting my entrepreneurial journey



We caught up with Founder, Kelly McMurry, recently on an interview for Idaho 
Speakeasy. Check out a snippet of the Idaho Speakeasy interview below. If you 
want to learn more about her or any of the other great local advocates we 
interview, check out at idahospeakeasy.com

THE BEGINNING
McMurry started The Closet to serve teens between 6th and 12th grades who 
need clothing.  When she started in 2010, she went to the youth group of her 
church and asked the teens for help. They brought her bags of clothes to get 
started.  All the clothing is given to the teens free of charge.

The transformation of joy and self-confidence when a teen finds great clothes is 
rewarding to her. Even after helping 3,500 teens, McMurry says “There’s so many 
more kids here that need help. We’re 7 ½ years into this, and I feel like we’re just 
getting started.”

GET INVOLVED WITH THE CLOSET 
You can donate clothes, finances, or your time as a volunteer by contacting 
McMurry on her Facebook page, website, or call her directly at (208)-409-0204. 

Superhero Spotlight
Kelly McMurry
Founder of The Closet, Inc.

Has helped over 3,500 local teens

MY DAUGHTER WANTED TO SHARE HER STORY 

Danger: Scorpion in Mother’s Purse!
by Emilia Turner

Recently, I was in Mexico with my parents. We were going to beaches, 
horseback riding, and a bunch of other fun stuff, including eating a lot 
of tacos. 

One day, I asked my mother where my phone was. She told me it was 
in her purse. I went looking in her purse, digging in with my hands, 
but I couldn’t find my phone. Until... I saw a little gecko tail poking 
out. I thought, “Aw, how cute.” But then when I looked closer, I saw a 
barb on the end of the tail and realized it was a scorpion tail! And that 
scorpion had to be huge for the tail to be the size it was. 

I went screaming to my mom saying, “Mom! Mom! There’s a scorpion 
in your purse!” My mom said, “Are you sure?” I carried the purse to 
her and she looked in and said, “Oh my gosh, that is a scorpion!” My 
dad was helping my sister and so I went running to him screaming, 
“Emergency! Emergency!” My dad asked what was wrong. “There’s 
a scorpion in mom’s purse,” I said. My dad came walking over to the purse, took it outside, dumped everything out, then killed the 
scorpion by stepping on it. 

And from this day forward, I’m never going to reach into my mother’s purse, ever again.

News at Home
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