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The purpose is to make membership non-optional through:

1. connection to others

2. engagement with education
3. Surprise and delight gifts
4. Doing business with other members

5. Their success
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potental gifts:

1. Free saturday of your
choice

2. $50 REIA bucks

3. Free course (Swag bag
course, Saturday recordings)
4.1 month free ES
membership

5. Advanced contract pack
6. Real estate business plan
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