
 

ScratchThat Podcast Episode 4: Church and State 

Emily: Hey, I'm Emily Chenevert, CEO of the Austin Board of REALTORS®. Real estate is 
changing. Disruptors are flipping the script before most of us have even had our 
morning coffee, so we're taking it to the experts to peel back the layers on what you 
need to know. Scratch what you think you know about this business and listen up for a 
new version of an old industry. What's the purpose of an Association and is it really just 
a pathway to the MLS? If it's something more, the everyday agent sure doesn't know. I 
sat down with the industry's famous flame thrower, blogger, speaker, and consultant. 
Also a friend of mine, Rob Hahn during the most recent Inman connect conference in 
New York. I asked him to elaborate on something I've heard Rob say and write about for 
a long time. We started with this question: If I read from the gospel of the Association, 
what does that sound like? What's happening there? 

Rob: God, I mean it sounds like the preamble to the code of ethics. 

Emily: Under all is the land. 

Rob: Under all is the land, and I wish I'd memorize it. I don't, but my excuse is I'm not a 
REALTORS®, so… 

Emily: Yeah, me neither. 

Rob: I'm going to memorize it. 

Emily: But all of our listeners should. 

Rob: They should. But there's, there's a lot of stuff in there. I mean it really talks about things 
like patriotic duty. It's civic responsibility because the whole theme of the preamble is 
like under all is the land and upon its usage or depend like civilization and you know, so 
it's a remarkable thing. I mean, I love that document. I love the preamble. And what it 
then says is because of that we have this duty, you know, not just, not just to the 
consumer, like we almost have like a national patriotic duty to do the best we can. So, 
then it's all about professional there. 



Rob: It talks about zeal and my favorite phrase that talks about beyond ordinary commerce, 
to me that's the church peace. In other words: like. look, business is business, right? 
You're going to help a client buy or sell a house and you're going to get compensated. 
Okay, that's just business. 

Emily: And any licensee can be in business. 

Rob: Correct and, and, but what the REALTOR® thing to me is about going beyond that. It's 
beyond ordinary business. Beyond ordinary commerce. It's, I think it's lovely. You know, 
I think it's a noble thing now. Like the church, you know, you know the saying it's not, 
Christians sin, it's just we're forgiven. You know, it's, we're gonna fall short, I get it right. 
But at least we have this ideal that we aspire to. 

Emily: Is the aspiration still alive? Capital "R" REALTOR® means nothing in some communities. 

Rob: You know, I think it is still alive, but it's in a pretty, you know, small minority of people. 
But I think that's always the case, right? Like any great social movement, you know, it's 
usually small minority that's like really dedicated. 

Emily: Right. 

Rob: So, like, do you use an example? There are, comedians have said this, right? The civil 
rights movement was not a majority movement. Even in the African American 
community, it was not 50,60% of African Americans showed up. No, it was five, 10% of 
the people showed up for the marches. It was a minority movement and then after 
success. It was like, "Yeah, I was there," like no, you weren't. You know? So, it's a little 
bit like that. I feel like, you know what, maybe it's 10% maybe it's 15% but there's some 
minority portion of people in the business who still, I think aspire to that higher ideal. 
But it's not going to go beyond that. 

Emily: But like churches, people generally as a culture, we struggle with institutions right now. 
There's just, there's no love for things that feel stodgy, right? So, what should 
associations be doing to change their world and their environment? 

Rob: Let, let's put it this way, it's not about the institution, it's about the inspiration. You look 
at say millennials, you know, who are like supposed to like they don't care about 
institutions, you know, stodgy. But you know, when they get inspired they act, you 
know, and they're looking for that something bigger. 

Emily: It's the passion 

Rob: It's the passion. So, what's missing, in a way, I feel like it's not the institution. And that's 
one of the problems, right? So, we have all these institutions, we have all these 
structures, we have all these things and we're like, we have to do it this way. And I'm 
like, you're losing sight of the important thing, which is the inspiration. When you do a 
say a new member integration, how much of it is about like, so here's, you know, 
whatever the logistics and here are the committees can serve on and this is your MLS 



password. Like that stuff is not important. What's important is that inspiration. Like here 
you've chosen to become a REALTOR®. Here's what it means under all is the land here. 
Like where's that? 

Emily: Yeah, that's not in our language. I mean our language is, "Let me get your business up 
and running. Let me help you embark in this market." It's very much logistics right now. 

Rob: And I think the, the thing that I've railed against a little bit, right? And it, I understand 
why. 

Emily: Who? You? 

Rob: Right? But I'll say things like, you know, you go walk into certain, uh, Association lobbies 
and like the REALTOR® Association would have this big mission statement. It says 
something like, "help our members be more successful." I'm like, that's not inspirational. 
What's it, what's, we're going to help you make more money, there's nothing 
inspirational about that. Yeah. Inspiration should be under all is the land, you know, 
which is what y'all have. Like inspiration should be beyond ordinary commerce and it's 
where it should be civic duty. Cause when you start thinking of it that way, I think the 
business changes. Right? 

Emily: Yeah. 

Rob: And I've, I've heard this not from a REALTOR®, from a consumer, which was fascinating, 
you know, cause I used to just hear it direct consumer panels. 

Rob: Yeah. We had a panel once where the seller came on and talked about like he loved this 
REALTOR® and blah, blah, blah. And I'm just like, why? And he actually said, you know 
what you all do and this was to an audience of REALTORS®. What you all do is you create 
community. I'll say-- 

Emily: How beautiful. 

Rob: That's, yeah, but that's true, right? You create community, right? So you, if you look at 
things that way then, then I would say it's not about just buying and selling and 
commissions it's about the whole fabric. Like what does your community look like? 
Right? Is it healthy? Is it the kind of place where families can raise children, is kind of 
place where young people have opportunities. It's all encompassing. 

Emily: It's all the things, right. So, you want Associations to find their purpose and the passion. 

Rob: Yeah, and the thing is, I don't, the advantage here is that you don't have to find a 
purpose-- 

Emily: To be the passion. 

Rob: Right 



Emily: To live there. 

Rob: Right. You don't have to, then, that's that to me, that's such a huge advantage to think 
about the fact that you don't have to come up with a vision or a mission like it already 
exists. 

Emily: We just need to return to it. 

Rob: You need to return to it. We need to recommit to this is what it's about. 

Emily: So, one of the things I think a lot about is that we are a community that is very much, 
what-- it, it stands on the back of the Association is a community of business 
professionals with shared interests and passion for their industry. And, so, as an 
Association, we're changing the way that we talk to our members because we feel like if 
we're to be in community together, we need to be human. And so many Associations, 
ours included for many, many years have been speaking in these robotic like languages 
around what their programming is and what they offer. And it's just such a myth to me. 
You know, the more human we become, the more we are in community. And I think 
that is a return to our purpose. 

Rob: I think that's a big step forward, but there's a missing piece there. The missing piece is, 
yes, you're human. Yes, you're a community, but the missing piece is the standards. In 
other words, the problem with REALTOR® Associations today, you know in a way is that 
they become sort of democratic and populous. You know, it's sort of more, more of a 
lowest common denominator. 

Emily: It's a bulk game, everybody plays right? 

Rob: And Einstein like, look, the economics depends on membership, et cetera. And then 
once somebody is a member then the leaders feel like we owe some sort of duty to our 
members to improve their lives. I'm like, I get that? But that's not inspiration. That's, 
that's actually counterproductive. 

Emily: That's diluting the passion. 

Rob: Right. What would be more productive is we're human, we're community, we welcome 
you into our community. But that now puts a huge amount of responsibility on you to 
live up to our standards. So again, I don't want to mix too many metaphors, but it's 
almost like you gotta—I feel like you have to think of the Association as you might say, 
the special forces. Army Rangers, Navy Seals, if you don't become a Seal, nobody looks 
down on you and you always have an opportunity. If you want to try… 

Emily: But if you're a Seal, it means something. 

Rob: Right, but if you don't measure up, we're sorry. We can still be friends, we can still be 
human. But you're not one of us. 



Emily: This new campaign's tagline or the focus has been be a member with the expectation 
that I can provide you services and programs all day long. 

Rob: Correct. 

Emily: But if you don't actually absorb that information and leverage it in a way that meets 
your needs in the market, whatever, you're not being a member, you're passively 
engaging in this community that has a passion to offer you. But you know, there is an 
expectation there. There's accountability both ways, not just in terms of what you're 
getting, but how you're leveraging it, using it too. 

Rob: That's right. And you know, the church analogy I think does work well there because I 
can't walk into a church and say, well, I'm a Buddhist. Well we could like you. Yeah, 
you're welcome to hang out in our building. But you know, you actually can't be a 
member of this church. If you don't believe in the things that we believe in and there's 
certain core tenants that you have to believe. And I, you know, the apostle's creed or 
the Nicene creed, if you deny the divinity of Christ, guess what? You're not a Christian. 
You might be a good person. We could be friends. You just can't be a member of our 
church if you deny that. 

Emily: Do you feel like the tenants in the Association world and REALTOR® land have, ring true 
still? Like, are they easily identifiable? 

Rob: No, of course not. Look, the biggest flaw is this, right. And, and you know this, I know 
this, like REALTORS® love talking about the code of ethics. Code of ethics, code of ethics. 
I'm like... 

Emily: Makes us different. 

Rob: Right? 

Emily: Sets us apart. 

Rob: And I'm like, you know, that was actually true in 1913 but since then, most of the code 
of ethics provisions are now part of state law. So, to say, we have the code of ethics to 
me is I obey the law. I'm like, well I'm not going to give you a cookie because you're not 
breaking the law. You know what I mean? Like that. So, the question that I've asked 
Association leaders throughout my entire consulting life when this topic comes up is 
what exactly does your code of ethics require that state law does not? 

Emily: Yeah. I mean there's not a lot of gaps there anymore. That's a fair point. 

Rob: Right? And I brought this up to NAR. I brought this up too. Like you need to do 
something right. There has to be something over and above what the law requires. 
Otherwise, what's the difference? 

Emily: And what's NAR's response to that? 



Rob: Commitment to excellence. 

Emily: And come in with text. But that's our foundation, right? I mean, how critical is that 
conversation to our industry right now? 

Rob: I can't think of anything that's more critical for the Association world. And maybe what 
needs to happen is a bottom up revolution. Because so much of what's happened in the 
last 10, 20 years has been top down, right? So, you have the national leadership at the 
NAR level getting together and passing these like whatever, maybe this time or it needs 
to be more bottom up, where the local level starts pushing up saying, hey guys, this is 
kind of how we want to do things. This is our inspiration. This is our message. You know, 
and maybe this should mean that the code of ethics should be changed. 

Emily: Yeah no, that's sounds like the community-based movement. 

Rob: Correct. 

Emily: That matches the way that we've just described what an Association is. 

Rob: And this is the toughest thing, is you have to be willing as a REALTOR® Association to say 
no. 

Emily: Right. 

Rob: You have to be able to say, we think you're great. You're a good businessperson. I'll do a 
deal with you anytime you want, but you're not a REALTOR®. You can't join our ranks 
because you don't believe in what we believe. You don't have the passions that we do. 
And that, again, there's nothing wrong with it. Go do business, be a, be a good, you 
know, contributing taxpayer. There's nothing wrong with that. We expect more and 
Associations have to be willing to do that. If not, then it's all just a lot of talk. 

Emily: And, so, if they're willing to do that, what's the expectation from the agents, those that 
are willing to live the aspiration and be the passion to then tell, you know, consumers at 
large what that means? Because I don't think we do a good job at telling that story 
either. 

Rob: No, you don't, you don't. But you know, a part of me, the initial answer that I have is I 
think this one you adopt like JFK, it's not about what your Association can do for you. It 
really is what you can do for the Association and through the Association what can you 
do for your community, right? So, look… 

Emily: When we leverage our skills together, we'll be leveraging our community. 

Rob: And let's face it, the core, at the heart of the Associations politics, right? You know, I 
mean it's been from the start, it's been about advocating for policies and patriotic duty. 

Emily: That rings true from our heart. 



Rob: I know it does, but like I do believe that, right? That is at the heart of it. So, if you are a 
REALTOR®, the way I almost see it is the reason to become a REALTOR® is because you 
care about your community. You care about your city, you care about your county, you 
care about the other people, and through the REALTORS® Association, you can affect 
change that benefits that community. That's almost how I want to think about it. 

Rob: I would think it should be thought about. Yeah, because those people are really 
different. It's not necessary about business, right? It's not necessarily about 
transactions. It's about things like what's our job creation. 

Emily: It's quality of life. 

Rob: It's quality of life. 

Emily: And sustainability. 

Rob: It's environment. whatever, like all the things that are affecting the entire community 
and then it's not about what has the REALTOR® Association done for me. It's what have I 
done for my community through the REALTOR® Association. And that completely 
changed the dynamic of it. And then it's not about what classes or you give me MLS 
access. It's not about those things. It's about what sort of power do we have together 
that we can effectuate this change right in the broader community to meet that. 

Emily: Change in the way members approach their experience with you. 

Rob: Absolutely. Totally true. 

Emily: They approach it now from a perspective of being a customer and wanting to be served 
and, and that's appropriate and we're happy to do that all day. But if we're really in 
community together-- 

Rob: Right. 

Emily: Me, ABoR, and, and you my listeners and members, then we're in partnership. 

Rob: That's right. 

Emily: And walking together not just serving you up and then hoping that you take advantage 
of it. And that is, that's the point of our conversation. That's the point of what ABoR is 
trying to do with its members to say you can expect more of us that's appropriate and 
we want to deliver what you really need. So, you've got to tell us what that is, but we 
expect you to be in partnership with us and walk that walk together. 

Rob: I feel like when you're doing it the right way, that what you need changes. 

Emily: It does. 



Rob: Right? It's what you need from the Association changes. 

Emily: Right. And what you need from me is different than what you need from your broker, 
right? 

Rob: Correct. Right. You know what my broker, my broker should be all about like my 
business needs. 

Emily: Right. 

Rob: The MLS, it's all about the data and the tech look cool. Right. Do that. The Association is 
about how do I impact my community as a whole, as a citizen, you know, as a real estate 
professional, but as, but just as a, a mom, a dad, you know, as just a person in the 
community. And I, I feel like every Board meeting should begin with just a reading of the 
preamble. I feel like every meeting of REALTOR® Association should begin with the 
reading of the preamble. 

Emily: Right. 

Rob: You know, and I feel like that's like rediscovering the roots of like why y'all exist. Sure. 
You know, ’cause I hear this a lot, right? A lot of people are like, we don't need the 
REALTOR® Association. 

Emily: Oh yeah. It's a way to the MLS. 

Rob: We need the MLS, but we don't need you, like, Association has no value. I'm like, you're 
right. The Association has no value, but neither should the Association-- 

Emily: They're not right, Rob. 

Rob: No, no. Here's what I mean by that. The Association is not there to add value to you. The 
Association is there for you to add value to your community as a whole. That's almost 
what I'm saying. Think of it that way. Your broker's there to add value to you. The MLS is 
there to add value to you. The Association is there so that you can add value to your 
community through the Association. 

Emily: I don't know that I take it that extreme. 

Rob: Sure, I can afford to be an extremist. 

Emily: You don't run one so there's that. We find opportunity to serve up, uh, programming 
and resources and things that we think will make our members successful because that 
is a part of their expectation of us and that's a good one. And if we can do that in a way 
that it's like home grown from this community of professionals then it's better, you 
know, it's road tested and best practices and all this stuff. So, I do, I think it's okay for 
members to have expectations of as they should, but what they have to understand is 
that we can deliver all day and if they don't take advantage of it, it doesn't matter. 



Rob: Well, yeah, I mean that, that's-- 

Emily: That's the other community. It's the community of professionals that want to tap into 
each other's knowledge and want to be the two sides of a transaction that's managed 
professionally and that's managed with care and grace and you know, all the things. And 
I feel like those are the kinds of relationships and connections we can facilitate also. 

Rob: I don't disagree and like I said, I can afford to take an extremist position ’cause I don't, 
you know, run Association. The only thing I will point out is, okay, this is like a really 
bizarre analogy, but I'll go there. 

Emily: Analogy number three. 

Rob: Analogy who knows, I mix up analogies all the time, but like, the, the best dating 
situation is volunteering because if you're, if you're just in a group and you're doing 
something, like we're going to go, um, you know, pick up trash in the park or going to 
help the homeless. Well, you know, whatever it is. Sure. Like, your, your whole thing to 
be their service to the wider community, but the people you're doing it with, you just 
naturally form bonds and friendships, right? So, instead of it being like this, okay, I'll 
meet you at this bar, I'm going to have a drink and talk about like, you know, whatever. 
Like that's forced and it feels weird. Whereas if you're actually standing next to 
somebody dishing up soup at a soup kitchen, you naturally get to talking. You naturally 
get to, and then relationships develop. And you know what, maybe this is worth an 
experiment. 

Emily: So, we should leverage a dating service is what you're telling me. 

Rob: I'm saying… 

Emily: New line of business. 

Rob: I'm saying in a, in a way, the member service delivery is best actualized when the 
members are in service to others, if that makes, like the best networking is not a 
luncheon with REALTORS® together. 

Emily: It's not a paired speed dating of mentors. 

Rob: Yeah. 

Emily: It's the actual community. 

Rob: Yeah. Yeah. It's the actual, you know what, we're going to go, uh, go to the legislature 
and have a day where we convey the concerns of our community. 

Emily: Right. 



Rob: That experience. Like you're not there to network and exchange cards, but guess what? 
Those people went to grow closer together because they're the same mind. Right? They 
know like, Oh, you're one of us now. Right. That's just happens. And then the sharing 
just happens organically. Am I saying like an Association never do classes or no, of 
course not. 

Emily: Right. 

Rob: Do what, do what the members want. It's just… 

Emily: But there again, you know that peer to peer, shoulder to shoulder experience, even in 
class, similar to what you're describing is like, oh, that war story happened to you 
because I'm in the middle of that and you need to help my way, you know, find my way 
out of it. 

Rob: No. So, look, I mean, at a granular level, some of the things I would just want to try 
would be stuff like maybe the Association instead of it being teaching and preaching. 

Emily: Mm. 

Rob: Have it be more doing. More acting? 

Emily: Right. 

Rob: So, it's not come hear this speaker, you know, talk about whatever. 

Emily: Right. 

Rob: It's more let's go do something. Whether the, even if that's, hey, we're going to do a 
park cleanup, let's go do stuff together. And I think what you might find is people 
coming closer together. 

Emily: Right. 

Rob: And then the, the, the benefits if you will, coming peer to peer. Right. Because they 
form relationships and like, hey, you know, have you ever had this situation happen? As 
a matter of fact, I have. And… 

Emily: Yeah. 

Rob: So, it's just a minor, you know, tactical suggestion. But that would be something I would 
wanna try. 

Emily: But understood. Right. So instead of passively receiving this information, there's a way 
to make it, make it active. 

Rob: Correct. 



Emily: And in that activity is where community is built. 

Rob: Correct. And that's church as well. Yeah. You know, I mean most people would just 
come to church to sit and listen to a preacher preach. They're not, I mean, yeah, they're 
members, but they're not the real active ones. The real active ones are the ones who 
end up volunteering. 

Emily: Right. 

Rob: The ones who, in the, in the choir, the ones who end up in the men's group and the 
women's group or you know, ones who are in Sunday school like right. It's the ones who 
act. 

Emily: Here's where I'll take us to turn for a minute because I do… What I think is that for so 
long we've identified that kind of those acts of service and those experiences shoulder 
to shoulder as only happening in committee rooms and task forces and the tags. And I'm 
here to tell you that cannot be the only way that we engage members. 

Rob: Hallelujah. Preach sister. No, you're exactly right. 

Emily: Because it's not, not everybody can make that work for them. Not everybody has a 
passion for that kind of experience. 

Rob: Right. 

Emily: And frankly, it's not conducive to most of our members’ needs. So ABoR's working hard 
and I think the whole Association industry has to work really hard to find those 
opportunities for action that are not just defined and are stodgy old only-committees-
ways. 

Rob: Right, right. And you know what? It would be cool, like your members that also need to 
step up. 

Emily: Right. 

Rob: If they see, hey, I see an opportunity for action, whatever the situation might be. Sure. 
Uh, I see an opportunity for action. You know what, bring it to the Association. That's 
the vehicle. Say I want to do this, who wants to with me? 

Emily: Yeah. 

Rob: You know, and it's, it's a big enough thing. Maybe the Association, you know what, 
we're going to chip in with a sponsorship, we're going to price this out to the members 
or what have you, but that that it's going to take time, right. This is going to happen 
overnight, but I do, I do like this direction that y'all are in because it, it really is start to 
shift it from members being sort of passive recipients of goodies from the Association. 
It's I'm saying the members becoming the, the source. 



Emily: They need to be the Association. 

Rob: Yeah. And they need to drive. And I'm saying, don't drive teaching and business like 
drive action, whatever, it doesn't have to be huge. 

Emily: Yeah. 

Rob: You know, maybe it's somebody says, hey, you know what, let's go into a local high 
school. Right. And, uh, you know, and teach kids about financial management. 

Emily: Right. 

Rob: I know you're in high school, you're not buying anything anytime soon, but let me tell 
you what-- 

Emily: Lord knows they're not getting that education anywhere else 

Rob: You know, but it's a, you know, let me tell you what it takes to buy a house, 

Emily: Right. 

Rob: Maybe something that you think about one day, maybe something on, maybe it's, you 
know, going to the local YMCA and just doing a free class on home maintenance, right? 
It could be a lot of different things, right. It could be a lot of action. It's a park cleanup. 
It's a day at the soup kitchen. It's whatever it is. And then it's legislative days and it's, 
you know, doing a… 

Emily: It's a session here in Texas we'll be there. 

Rob: Yeah. You know, all that stuff. So, I think that's, I love that direction. 

Emily: Yeah. 

Rob: To me that's what it needs to be. 

Emily: Well, if Rob Hahn says it's going well, then hopefully it will go well. Even as extreme as 
you can be at times. But, um, thanks so much for joining me today. 

Rob: You're so welcome. 

Emily: You want to leave them with any last words of wisdom? 

Rob: Read the preamble. If that does not do something for you, if that doesn't ring 
something, if that doesn't affect your heart, don't bother. Don't try to fake it. Don't 
bother, but if it does, if it motivates you in some way, then I'd say get more involved, 
but you don't have to start on a committee. I mean, that's the nice thing about Emily 



and the leadership at ABoR is just come to it say, hey, I that rang true for me. That does 
something for me. 

Emily: I'll find a home for you. 

Rob: Right? I want to act. I want to do something for my community that will be, you know 
what I would say, just start with that. The preamble is the heart and soul of the 
REALTOR® Association. 

Emily: Thanks so much. I appreciate it. 

Rob: You're so awesome. 

Emily: Hey, team, let's make this a thing. If you like what you heard today, share this episode 
on Facebook, Twitter, or Instagram and tag me at EMChenevert. That's E.M. Chenevert. 
You can also subscribe to ScratchThat on SoundCloud and iTunes and grab show notes 
at ABoR.com/ScratchThat. Thanks for joining me today. Now let's go get some stuff 
done out there. 

 


