


ABOUT THE SPEAKER

Matthew Rathbun has traveled across the US and abroad bringing
the latest information about trends, techniques, and tools to real
estate agents looking to upgrade their careers. With a unique blend
of geekiness, humor and in-depth knowledge of the practice of real
estate Matthew makes agents think differently about the world.
Matthew is a self-proclaimed ‘worst- student-ever”, and during each
class, he puts himself in the learner’s seat and brings a unique spin
to how agents can increase their business and serve their clients at
a higher level.

Matthew is a licensed broker in Virginia, Maryland, and the District
of Columbia and Exec. Vice President of a large firm. Matthew has
served in various leadership capacities in the REALTOR®
Association.

Recognition

REBI National Distinguished Educator Of The Year
CRS National Instructor of the Year

Virginia Association of REALTORS® - Instructor of the Year
Frederickburg Assoc. of REALTORS® - Instructor of the Year
RISMedia Newsmaker - Influencer

Virginia REALTORS® Graduate - Leadership Academy
Fredericksburg Assoc. of REALTORS®s - Realtor of the Year
Fredericksburg Assoc. of REALTORS® - President’s Award
Fredericksburg Assoc. of REALTORS® - Code of Ethics Award
Fredericksburg Assoc. of REALTORS® - Rookie of the Year
Fredericksburg Assoc. of REALTORS® - Hall of Fame

MATTHEWRATHBUN.COM
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Nice to meet you!

Husband / Father / Grandfather

Broker / Marketer / Strategic Thinker

moﬁhewro’rhbun com/engoge




THE
MISSION

THE

AGENDA

Three principals
of agent growth
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ENGAGE ENTICE EVOLVE

f the recruited tribe

Systes build a tribe Recru

Collaboration

What technologies are
impacting your

business currently?




Evolution of Technology and
Consumerism

Law of Diffusion
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ONSERVATIVES .
AT LAGGARDS
* 16%

Everyone who
dismissed a new
technology was wrong...




The Chasm Widens With Neglect
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Little To No

Judicial
Premise

Knowledge Horizon

Generative Al




(generative pre-trained transformer)

Virtual
Assistants

Ondemand,
Microlearning
and
Decentralized
Training




Brokers
knowledge-base |
is insufficient
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Learner
Chooses
Educator

(not the Association, the broker or franchise)

Educators are
influencers

(and vice-versa)




WHY AGENTS MAKE A MOVE

-Broker/Owner/Manager Reputation, Image
& Leadership

+Market Share & Agent Productivity

+-Name Brand Recognition

«Company Reputation/Image/Culture/
Energy Level

«Other Agents at Firm (or friends)

WHY AGENTS MAKE A MOVE

«Level of Support: Staff, Mgmt, Marketing,
Transactional, etc.

-Leads/Lead Management/Lead Distribution

«Commission/Compensation Plan/Fee
Structures

«Facilities/Equipment/Location (Includes
Technology)

«Performance Management & Development




14 contacts

Define Your
Audience

Agent Personas

Second-Career Sam

Millenial Molly Sxperience

2

Company Charlie
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LEGAL UPDATES

EVENT RECAPS




ABOUT THE BROKER

SOCIAL MEDIA
ENGAGEMENT

mp? FACEBOOK
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REALTOR MASTERMIND




AGENT BRAGGING

AGENT WELCOMES

ENCOURAGEMENT




COACHING

RELITIX




SUBSTACK

Embeddable
unication Tools

WAVV

DON'T
FORGET
THE BASICS




CREATE A
STORY

YOUR UVP
CURATE ASSETS

CREATE A TARGET LIST

MASLOWS HIERARCHY OF NEEDS

self-aActualization >
Esteemn >>>

Love [ Belonging ===

Safety >>> (5%
S e

Physiclogical > &
y

F




EVERYONE HAS
A TECH STACK;
NOT EVERYONE
HAS A
SOLUTION

COACHING IS A
PROCESS, NOT

AN EVENT 9 g

How are
you
quieting
their
fears?




How are
you
making
them feel
safe?

eBOOKS AND REFERENCE GUIDES

BUSINESS
PLANNING
STARTER

A TANGIBLE

CALENDER




The DISC platform
for growing companies

CRYSTALKNOWS.COM

& loom

One videois
worth a thousand
words.

LOOM

INVESTMENT
TRANSPARENCY




A CENTRAL

LOCATION FOR
ALL YOUR
TOOLS

Your tools and
training
should solve
problems they
didn't know
they had.




UPON AFFILIATION, WE
HAVE A DUTY TO INVEST IN
THEIR SUCCESS

THE HONEYMOON
MATTERS

e

STRUCTURED : \ .
SCHEDULE IS N
NECESSARY ON \ )

DAY ONE \ .l




+COMMUNITY INVOLVEMENT

ANNOUNCE *FIRST TRANSACTION
ALL OF

THEIR WINS
*BIGGEST TRANSACTION

*REACHING GOALS

- ANNIVESERIES

-NATIONAL DESIGNATIONS

ALIGNMENT.IO

DOCUMENT EVERY
SUBSTANTIVE
MEETING




EACH GOAL
REACHED
CREATES A
REASON TO
HARVEST A
TESTIMONIAL

CONTEMPORARY TOOLS,

TECHNOLOGY AND PRACTICES
ARE NOT OPTIONAL

WE WERE NOT
DESIGNED TO SIT
IN A CLASSROOM

DEVELOPMENT
PLANS SHOULD
BE CUSTOMIZED



THIS IS
YOUR
HERO
MOMENT

THANK YOU!

matthewrathbun.com

540.455.3350

QUESTIONS
AND .
ANSWERS B S8 f /mattrathbun

O /matthew_rathbun

¥  @mattrathbun




