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Letter from the Publisher

he outside view of real estate 
profesionals is that most of them are  

only in it for the money. The public sees the ads, the cars, the 
expensive homes owned by real estate professionals and think 
that most sales associates, brokers and managers only care about 
the financial rewards.

The public has it wrong. Many (if not a majority) of successful 
real estate leaders are much deeper and broader than just being 
about the money. In fact, most leading brokerage firms and sales 
associates give their time, talents and treasures more frequently 
than some other professions.

That is certainly the case where I live in Denver. While it is 
true that top sales associates appreciate recognition for their 
level of sales, most won’t talk about what they do to help make 
their communities and others’ lives better.

This is a great industry filled with those who strive to be 
successful and who, without a second thought, give of 
themselves to help create a better society. Read on about Bo 
Menkiti, Bret Calltharp, Douglas Van Nortwick and Gal 
Erlichman, who not only have achieved success in real estate but 
in their lives. 

LORE is dedicated to uncovering real stories about real people. 
This publication is not about who is most powerful, most 
influential or which people are the most important change 
agents. LORE is about those who have made and are making  
a difference in the lives of everyday people—The Lives of  
Real Estate.

  

Stephen H. Murray 

Publisher
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Making Communities 
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Bo Knows… 
About Reviving 
Communities
What started as a plan 
to revive a community 
turned into a business 
model that serves  
the people of 
Washington, D.C.
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Finding ways to help the people of his 
community comes naturally to Bo Menkiti, 
founder and CEO of The Menkiti Group and 
CEO and founding partner of Keller Williams 
Capital Properties. 

While in college at Harvard University, 
Menkiti planned to be a teacher. “I was running 
a student-led after-school program in a housing 
development. It got me interested in business, 
because I was so upset about the way it was 
run,” he says. What upset him the most is that 
the building that housed the program had long, 
dark corridors that closed people off. “I learned 
that the physical building had such an impact on 
people’s lives. Many buildings are built with no 
thought to the way human life would interact 
within them. [That building] allowed a lot of 
social problems to thrive. I have a passion for 
allowing a community to come to life,” he says.

After graduating from college, Menkiti, who  
is now married to Kymber Lovett-Menkiti and 
dad to Braxton (5), Carter (3) and Clayton (2), 
became the CEO of College Summit, a non-
profit organization dedicated to increasing the 
college success and enrollment of low-income 
students. “At College Summit, the theme was 
‘Let Talent Shine,’” he says. “We focused on 
spotting leadership skills and potential in high 
school students who, because of circumstance, 
found their talents weren’t exposed.” Through 
College Summit, Menkiti helped low-income 
high school students “reframe their story and 
find success in college.” He says it was all about 
spotting talent that wasn’t going to get 
highlighted and finding a way to highlight it to 
improve the community and the country. 

With this background, it’s no surprise that 
Menkiti carried that passion over into his real 

http://www.menkitigroup.com
http://www.kwcapitalproperties.com
http://www.kwcapitalproperties.com
http://www.harvard.edu
http://www.collegesummit.org


Urban Renewal

estate business. “A lot of what we’re passionate about in real estate 
is going into communities and neighborhoods that have assets that 
don’t appear to have potential and turning them around,” he says.

In the Beginning
During the 1960s and 1970s, says Menkiti, people were moving 

out of the Washington, D.C., inner city. As populations declined in 
those areas, commercial main streets fell into disrepair. “Whole 
areas that burned down after Martin Luther King died are still 60 
percent vacant,” he says. “The areas where the riots took place, on 
8th Street, which is a mile from our nation’s Capitol, are vacant.” 
For Menkiti, that situation has meant an opportunity for both his 
business and the community. “We’re uniquely positioned to 
identify the latent assets in the community. They can be physical 
architecture or properties that have access to jobs and 
transportation, cultural resources and more,” he says. Once he 
spots those assets, he finds a way to highlight them and bring the 
properties back to a level of use so that others will see value in 
them as well. “We bring [neighborhoods] back, so people want to 
shop and live there. That drives economic prosperity.”

Menkiti, shown with wife, 
Kymber Lovett-Menkiti and 
children, Braxton (5), Carter 
(3) and Clayton (2), builds 
better communities so that his 
children will see the possibilities 
of merging community with 
business.

8    LORE  n  Lives of Real Estate

http://en.wikipedia.org/wiki/1968_Washington,_D.C._riots
http://en.wikipedia.org/wiki/1968_Washington,_D.C._riots
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Menketi also does a 
lot of community 

events, such as the 
Greater Brookland 

Yard Sale. His 
company also 

sponsors a Festival 
of Lights and trolley 

tours of the 
neighborhood. “This 

helps build the 
community and 
helps foster the 

transition. It gives 
people a sense of 
community and 

place,” Menkiti says.

Neighborhood Renewal
Menkiti developed this concept in the Brookland area of 

Washington, D.C. when he moved there in 2004, before he 
even ventured into real estate. “I moved there partly because 
it reminded me of the working-class Boston neighborhood that 
I grew up in. There was a lot of diversity in the architecture, 
and it was three Metro stops from Union Station (an import-
ant transportation hub in D.C.),” he says. In fact, the area had 
many positives, including the placement of many of its larger 
homes on large lots, its proximity to two major hospitals, its 
beautiful tree-lined streets and its relatively thriving artist 
community. “But the street I moved onto was almost 100 
percent vacant,” he says. He lived across from a vacant liquor 
store, which his elderly neighbor constantly complained about 
because it attracted crime. So Menkiti did what he does best. 
Soon after he founded Keller Williams Capital Properties, he 
bought the building where the liquor store was situated and 
fixed it up. “I then bought the building next door and slowly 
fixed up that block. Soon, a bakery moved in and then a pizza 
place. Bit by bit, the neighborhood transformed.” Where 

others saw abandoned buildings, Menkiti saw 
beautiful large walkways and potential. 

“Our business model is to rebuild the 
commercial parts [which take more time to 
develop] than the residential,” he says. Menkiti 
and his group commit to whole neighborhoods 
and look at them holistically. When they 
identify a neighborhood, they buy properties 
along the core corridor and work with local 
businesses, community development 
organizations and nonprofits to bring businesses 
into that corridor. “The commercial core creates 
what people want, and then we update the 
housing stock with condos and new 
development but mostly renovations,” he says.  
His sales team moves into the area—usually one 
to which most real estate professionals haven’t 
paid much attention—and sells. He also does a 
lot of community events, such as the Greater 
Brookland Yard Sale. His company also sponsors 
a Festival of Lights and trolley tours of the 
neighborhood. “This helps build the community 
and helps foster the transition. It gives people a 
sense of community and place,” he says.

http://www.washingtonpost.com/real-estate/neighborhoods/Brookland,+DC-neighborhood-details.html
http://www.washingtonpost.com/real-estate/neighborhoods/Brookland,+DC-neighborhood-details.html
http://brooklandblog.blogspot.com
http://brooklandblog.blogspot.com
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A Sense of Community
For Menkiti, it is as much about the neighborhood 

as it is a business model. “We’re confined to real 
estate, but what we can do is impact the neighborhood. 
As the neighborhood gets better, long-term residents 
get priced out. So we figure out how to do tax 
credit deals to create affordable housing so they can 
stay,” he says. In one D.C. neighborhood with a 
large senior population, Menkiti partnered with a 
senior services nonprofit to build housing so they 
could continue to age in place. 

In addition to his community-focused business, 
Menkiti stays involved in other ways. He is on the 
board of Dance Place, a modern dance theater run 
by “phenomenal women who present some of the 
top up-and-coming artists in dance.” The organization 
runs a youth program close to lower-income housing. 
“They manage to be a community institution and 
high-brow arts organization at the same time,” he 
says. He is also on the board of City First Bank of 
D.C., a local community bank owned by a nonprofit. 
“They created City First Homes, which deals with 
workforce housing issues,” he says. And he is on the 
board of the District of Columbia Water and Sewer 
Authority water utility in D.C. 

On a more personal level, Menkiti is passionate 
about helping others to see and tap into their 
potential. “Helping others stretch beyond what they 
thought was possible is exciting,” he says. He leaves 
with one final thought: “Sometimes the things that 
people think separate us really don’t. There is more 
commonality than we think. We get stuck on the 
obvious barriers, and that holds us back from things 
that could be a lot greater.”

It’s obvious that Menkiti’s dedication to people, not 
buildings, is what helps his business model thrive, once again 
proving that if you find your passion, success will come. 

 

Urban Renewal

“Sometimes the things that people think separate 
us really don’t. There is more commonality than 
we think. We get stuck on the obvious barriers, 

and that holds us back from things that could be 
a lot greater.” — Bo Menkiti

L

For Menkiti, pictured above 
working in his community,  
it is as much about the 
neighborhood as it is a business 
model. “We’re confined to real 
estate, but what we can do is 
impact the neighborhood.”

http://www.danceplace.org
http://www.cityfirstbank.com
http://www.cityfirstbank.com


www.tagible.com/realestate/inmandemo
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Mixing Music and Business

His band has 
opened for rock 
bands Journey, 
Foreigner and 
Night Ranger,  
but now this  
music man is  
all business.

 ret Calltharp was only 8 years old when he started his first band.  
“I took piano lessons in first grade and taught myself how to play 
acoustic guitar. I would hear a song in my head and figure out how to 
play it,” says Calltharp, business development specialist with RE/MAX 
Metro Vancouver Properties in Vancouver, British Columbia. That’s 
why it’s no surprise that at the tender age of 8, Calltharp and his 
friends started the band Sabre. “We practiced in my buddy’s basement 
and even made a tape of ourselves,” laughs Calltharp.

Calltharp continued to make music, including playing local gigs with  
a band when he was in high school. However, it wasn’t until he was 25 
years old that he played with a professional band. “I moved to Florida 
and joined Code Sunshine,” he says. Soon after, Code Sunshine was 
named one of the top five unsigned (not with a record company) bands 
in the country in a contest sponsored by Jim Beam and Rolling Stone 

B

He’s with the BandHe’s with the BandHe’s with the Band

http://about.me/BretCalltharp
http://www.remaxmetrorealty.ca
http://www.remaxmetrorealty.ca
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“Without a doubt, my biggest 
accomplishment was 
graduating magna cum laude 
from UF with a business 
administration degree. I got 
my degree while managing a 
large Florida RE/MAX 
brokerage and pulled a lot of 
long hours,” says Calltharp.

magazine. The band went on to make three CDs 
produced by Sylvia Massy, the famous record producer 
who worked with Aerosmith, The Black Crowes and 
the Red Hot Chili Peppers. 

Selling Out
The highlight of Calltharp’s time with Code Sunshine 

was a live show in Orlando. “We played Hard Rock Live 
in Orlando, and that was huge,” he says. The venue 
gives the band 1,000 tickets to hand out. For every 
ticket used, $1 goes to the band. “We canvassed 
Universal Studios and handed out the tickets. And 
when we looked through the curtain to see the crowd, 
we were shocked: the place was packed,” he says. 
“Turns out KC and the Sunshine Band were playing on 

Calltharp’s latest CD, “Switches” with band, 
Seven Years Past, is available on iTunes.



Mixing Music and Business
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another stage. We think people got confused by 
the two names—Code Sunshine and KC and 
the Sunshine Band,” he laughs. “So our highest-
paying show of all time was probably due to a 
mistake. However, playing that night made me 
feel like a true rock star.” 

Move into Real Estate
In 2004, the band broke up, and Calltharp 

joined a RE/MAX brokerage in Florida. While 
working, he enrolled in a business program at 
the University of Florida. “Without a doubt, 
my biggest accomplishment was graduating 
magna cum laude from UF with a business 
administration degree. I got my degree while 
managing a large Florida RE/MAX brokerage 
and pulled a lot of long hours,” he says. “I 
stayed out of music for a few years to hone  
my business skills,” he says. 

By October 2010, music beckoned and 
Calltharp joined a band called Seven Years Past. 
While looking for a studio to produce their 
music, Calltharp discovered GCR Audio, a 
recording studio in Buffalo, N.Y., owned by 
Goo Goo Dolls’ Robby Takac. “While recording 
our CD, Switches, in Buffalo, we had live 
strings on our ballad called “24-7.” While 
playing it, Robby had a big smile on his face.  
I figured if he approved, then our audiences 
would as well.” (Switches, released in March 
2013, can be purchased on iTunes.)

Opportunity Calls
With family in Vancouver, Calltharp always 

planned a move back to that area. In 2013, he 
finally got the opportunity to do so. RE/MAX 
Metro Vancouver Properties offered him a 
business development role. He now develops 
and coordinates educational programs, coaching 
and training for the brokerage’s eight offices.  
“I sold everything when I moved here—a  
three-bedroom, two-bathroom home full of 
stuff, including much of my music gear. I came 
to Vancouver with three suitcases,” he says.  

The Rest of the Story

Three things 
you didn’t know 
about Calltharp
1. He loves Subway. Calltharp lost 

more than 50 pounds by adopting 
the Subway Diet, where one loses 
weight by eating certain low-cal  
subs at the fast-foot restaurant, 
Subway. He emailed the company, 
and Subway featured his story on  
the company website for more  
than a year.

2. He supports cancer research.  
Both of his parents are cancer 
survivors. “One of the things  
I love about RE/MAX is the 
company’s relationship with the 
Susan G. Komen Foundation.” 

3. He’s a Star Wars junkie. “I am  
a Star Wars fan and love visiting 
filming locations,” he says.  
“I don’t dress up, but I do love  
Star Wars!” Calltharp has been to 
film locations in Tunisia, California 
and Arizona, and he has autographs 
from all the original cast and  
people who worked on  
the films as well.

http://www.gcraudio.com
http://en.wikipedia.org/wiki/Robby_Takac
http://www.sevenyearspast.com
http://www.subway.com
http://www.diet.com/g/subway-diet
http://www.komen.org
http://www.starwars.com
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Calltharp (second from 
left) along with band 
members from Seven 
Years Past and Robby 
Takac (center), bassist 
of the Goo Goo Dolls.

“
 “

L

He’s currently concentrating on building a new life and career, so 
music is taking a back seat to work. However, he says, “RE/MAX 
has a band called RE/MAX Rockin’ All Stars, and they’ve been 
recruiting me hard. Never say never.”

In all, he says, “I was fortunate to have two bands do quite well, 
and that led to some fantastic gigs and the opportunity to work 
with two extremely well-known producers. While we never scored 
the big record deals, I’m extremely proud of what we 
accomplished.” 

With a fresh focus on business, Calltharp is enhancing his career 
by using several skills that he learned through his experience of 
performing and producing records. “I spend a lot of time in front of 
salespeople teaching classes and speaking at conferences. The years 
I spent on stage certainly help me with the performance aspect  
of teaching,” he says. Also relevant to his business career was his 
“hands on” approach to his music career, where he handled most  
of the marketing, booking and promotion duties in addition to 
songwriting. “That was my education in social media and branding. 
I discovered how to leverage every tool I could find to promote the 
bands, book better shows and build an audience. It’s a skill set that 
is useful in real estate.”

Overall, he says, he’s happy with his business right now. “I’m 
fortunate to do what I love. As long as there are agents who wish to 
improve their business, I’ll continue to do my best to help them 
achieve those goals.”

I discovered 
how to leverage 
every tool I 
could find to 
promote the 
bands, book 
better shows 
and build an 
audience. It’s  
a skill set that  
is useful in  
real estate.

https://www.facebook.com/RemaxRockinAllStars
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Finding His Place

Most Interesting 
Man in the World? 

The

OK, so he’s not the guy 
from the Dos Equis 
commercial, but we bet  
this 33-year old broker  
has done more in a few 
years than you’ve done  
in a lifetime.

http://en.wikipedia.org/wiki/The_Most_Interesting_Man_in_the_World
http://en.wikipedia.org/wiki/The_Most_Interesting_Man_in_the_World


Lives of Real Estate   n  LORE   17

rowing up in Tel Aviv, Gal Erlichman, founder and 
director of luxury sales at Homeberry Group, a three-
person team with Keller Williams Miami, always knew 
he would fight in the Israeli army after college. “It’s 
mandatory in Israel. They put a rifle in your hand and 
say, ‘Go fight,’” he says. However, he wasn’t prepared 
for what a life-affirming experience it would be.  
“I grew up in a family where I got everything that  
I wanted, so when I entered the army I had to learn 
the meaning of the word no,” laughs Erlichman.  
“But it has shaped me to be the person I am today—
stronger and more resilient.” 

It also helped him appreciate life and triggered the 
adventurous soul that lay deep within him. “It made 
me want to go out and take over the world,” he says.

The Wanderer
Once his stint in the army was up, at 

age 21, Erlichman and 10 of his friends 
took a year to travel throughout South 
America. “It was a release after the 
pressure of the army. We would wake up, 
pull out a map and pick a place to visit at 
random.” When he was back to reality, 
Erlichman attended Arison School of 
Business in Israel, and soon after 
graduating, he accepted a position as a 
stockbroker with a large Israeli firm.

The Long Road to Real Estate
Not one to stay in place long, Erlichman 

moved to the United States at age 25. “I thought I 
could take over the world. I got slapped,” he says. 
“People outside of America think the American dream 
is so easy to achieve. The truth is, it’s difficult and you 
have to work hard.” Erlichman invested all his money 
in a bar business in Los Angeles, which soon went belly 
up. “I was young and stupid. I was broke, and it wasn’t 
a fun feeling. I had to sleep on someone’s couch for a 
while. I promised myself I would never be in that 
situation again,” he says. 

To climb back, Erlichman worked at many jobs over 
two years. Then, he discovered real estate in 2008.  
A friend who owned a construction company invited 

G

http://www.realtor.com/realestateagents/Gal-Erlichman-Director_Aventura_FL_1825205_179097837
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Erlichman to join him on a venture in Santa 
Monica, Calif. The two bought homes at 
auction, renovated and flipped them. “I 
immediately fell in love [with the real estate 
business],” he says. 

However, after a couple of years, Erlichman 
received another offer—one he couldn’t refuse. 
“In 2010, one of the wealthiest families in Israel 
asked me to manage a private family fund (TJH 
Investments) for them,” he says. As part of that 
fund, he invested in housing. He moved to Las 
Vegas and was soon on the fast track to success. 
“I had more transactions in one year than some 
real estate agents have in 30 years. I learned a 
lot about what was a good deal and what wasn’t,” 
he says. By 2012, he says, the market was 
changing and the deals weren’t there anymore.

Finding “Home”
Looking for new opportunities, Erlichman 

moved to Miami, where he had family. “It’s the 
closest thing to home for me as it’s similar to 
where I grew up,” he says. That’s when 
everything clicked. Erlichman says, “I’ve found 
what I want to do for the rest of my life.” He 
specializes in waterfront and luxury homes. 
Working in Miami made him realize that real 
estate is not all about the numbers; it’s about  
the relationship. “When you go inside people’s 
houses, they reveal themselves to you. They  
let you inside to see their financials, and it’s a 
bonding experience. You have to build trust,  
and I love that connection,” he says. 

Bucket List
With his career path firmly established, 

Erlichman says, his adventurous side re-
emerged. “About a year ago, I decided to take 
control of my life and do some exciting things,” 
he says. He flew to China to bungee jump off 
the Macau Tower, one of the highest commercial 
skyjumps in the world. In addition, he skydives 
at least once a week. “It clears my head, and  
I’m an adrenaline junky,” he says. 

Macaua Tower in China at dusk. At 233 meters, the 
tower offers the second highest commercial bungee 
jump in the world.

http://en.wikipedia.org/wiki/Macau_Tower


Perhaps Erlichman’s biggest passion, however, is poker. He 
competes every year in the World Series of Poker (WSOP), 
where amateur poker players from around the world meet in Las 
Vegas for a monthlong tournament. “I go for the last two weeks 
and play in two or three smaller tournaments,” he says. In 2014, 
he finished 37th out of 7,000 players, was featured on the ESPN 
sports network and won $186,000. 

However, he says, it’s not about the money; it’s about the 
competition. As a kid, Erlichman was a professional tennis player, 
and he thrives on competition. “I started playing poker at age 18, 
and I learned a lot about life through the game,” he says. It 
honed his math skills, and taught him how to read people. 
“When I am out with clients, I pay careful attention to their 
body language,” says Erlichman, who adds that his poker 
experience helps him relate and respond to their needs.

Growth
While competition is important to Erlichman, growth is 

even more significant. “When I was younger, I used to 
compare myself to others. A few years ago, I made the 
decision to compete against myself, to grow and evolve,” he 
says. He believes in setting high goals and, he says, “If I fall,  
I fall forward.”

Things are coming together for Erlichman. He’s in an 
“amazing relationship” with property management specialist 
Elena, and his business is booming. “In my first two years of 
real estate (before moving to Miami), it was all about me and 
the money,” he says. “I’ve grown and shifted my thinking. It’s 
helped my career stabilize and grow. Today, it’s all about the 
customers, improving what I can offer them and building 
relationships.”

He also gives 1 percent of his earnings to the ONE DROP 
foundation, a charity that works to improve water quality around 
the world. “Once you start giving, you start receiving, and not 
just in business, but in all facets of your life,” he says. A true 
lesson learned.

“

 “

Once you start giving, you start  
receiving, and not just in business, 

but in all facets of your life 
– Gal Erlichman
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This broker will do almost 
anything to get his sales 
associates motivated and 
raise money for charity.

ouglas Van Nortwick was tired of being 
nominated but never winning his company’s 
award for the top brokerage. “We had been 
nominated as the top ERA company for four 
years, but we never won it,” says the 
president of ERA Sellers & Buyers Real Estate 
in El Paso, Texas. “I finally said, jokingly, that 
I’m not going to cut my hair until we win.” 
Unfortunately for Van Nortwick, his sales 
associates took him up on that challenge and 
dared him to do it. “In 2013, we were nomi-
nated again, but I cut my hair before the 

D

20  LORE  n  Lives of Real Estate

Anything  
for Charity  
— Well,  
Almost  
Anything!

Motivating Sales Associates

https://www.realogy.com/media/pr/show_release.cfm?id=1538
http://www.douglasvannortwick.com/contactus/


conference [where the award was given]. My 
agents made fun of me,” laughs Van Nortwick. 
“We didn’t win that time either, so I made a pact 
with my agents this time. My hair grew about 8 
inches, and people from all over the company 
would check in on me. It got our brokerage 
recognized,” he says. In 2014, Van Nortwick’s 
company finally won the Gene Francis Memorial 
Award for Top All-Around Company.

Cutting for Charity
However, the hair took on a life of its own.  

“It all became about me cutting my hair. A 

friend said that he would pay me if I let him 
take a swipe at my hair. My wife said I should 
do it for charity. I’m loud and outrageous, so of 
course, I thought it was a great idea.”

Van Nortwick’s company represents the Wounded 
Warrior Project, a nonprofit that provides support 
programs and services to wounded veterans. Van 
Nortwick’s father was a career Marine, and his 
father-in-law was in the Army and fought in 
Vietnam. “My dad was wounded while serving his 
country. There was no support, and there were no 
external groups to help at the time. That’s why I 
picked the Wounded Warrior Project,” he says. 
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Van Nortwick called brokers and friends to support his 
hair-cutting charitable project. “The first person to contri-
bute was Alex Perriello, president and CEO of Realogy. 
One broker even matched his agents dollar for dollar,” 
he says. When the time to cut arrived, Van Nortwick 
flew to Realogy headquarters in New Jersey and had his 
head shaved on live streaming video. The event (some 
40 people showed up to watch) was recorded on YouTube. 
From that one whim of a project, Van Nortwick raised 
more than $18,500 for the Wounded Warrior Project. 

Tough Mudder
In addition to crazy stunts like these, Van Nortwick encourages his offices to participate in a 

Tough Mudder event (a series of hardcore 10-12 mile obstacle race–mud run events designed by 
British Special Forces to challenge the toughest of the tough) to raise money for Wounded Warrior. 
“It’s a multiday event, and we had 18 real estate associates compete in it under our team, ERA 

Mudders,” he says. Van Nortwick encouraged ERA Realtors® from other 
offices to join them, and they raised about $9,000 in 2013. However, says 
Van Nortwick, “We don’t support just one cause. A couple of years ago 
we raised money for the Muscular Dystrophy Association, and a few 
months ago we sponsored a project called Home Run for the Homeless. 
We helped raise $65,000 for a local homeless crisis center through a 5K 
run. We like to give back.”

While the promotion his office derives from these projects is great,  
Van Nortwick says, that is just a fantastic side benefit. “I really hope we 
are making a difference. I hope we can prevent one soldier from sleeping 
on the street or help one to recover. If we can do that, and we can 
motivate our sales associates to give, then we’re doing our job and the 
recognition is icing on the cake,” he says.
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Interested in donating to the Wounded Warrior 
Project® (WWP)? Your tax-deductible donation to 
this organization enables it to help thousands 
of injured warriors returning from the  
battlefield and helps provide assistance  
to their families. To donate, click  HERE 

https://support.woundedwarriorproject.org/default.aspx?tsid=1143&ovr_acv_id=1398&campaignSource=ONLINE&source=BS15008P&gclid=CJ6Ug9LAicMCFYQ2gQodSmgAKQ
www.mda.org
www.toughmudder.com
https://www.youtube.com/watch?v=1Lpd1JvPUy8
https://www.youtube.com/watch?v=1Lpd1JvPUy8
http://ir.realogy.com/phoenix.zhtml?c=198414&p=irol-govBioCorpGov&ID=224538



