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UM AIYERSLTY

LTRUMP UNIVERSITY OVERVIEW
Troimp University Mission Statement & Methodology for 2009

Trump University's mission is to provide educational programs and tools to help our clients achieve financial
independence. Our success is measured by the results that onr clients achieve applying what they have learned
from us in the real world.

Three Pillars of Success

L Quality
i. Standardization
iif, Customer Experience

¥ Treomp University Divisions

i, Corporate Dffice at 40 Wall
it. Sales Office in Salf Lake City
iit. Independent Contractors Natiopwide

HE Trump University Pariners

i, Trumyp stitute

a. Lead gensration

b, Wealth Building Weekend
Retreats

d. Cosching
it. Prosper Learning

[#]

a. Lead generation
b, Coaching
¢. Rales of Trump U products
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RUMP.

UNH?’&R 3EY

L LIVE EVENTS PROGRAMS & SERVICES FOR 2009

Fast Track to Foreclosurs: Free (ivieptation
Alias: “The Preview”
Cost: Freg (Open to Public, Advertised via Wewspaper, Internet, and
Maifings}
Drration: 90 minue preview

l

Fast Track to Foreclosure Investing: Three Day Training
Alias: “The Fulfilliaent” ‘
Cost: 81995+ Free Guest
Duration: 3 Day Training

!

Trump Elite Packages
“Tranp Gold Blite.
“Trump Sibver Elite

~Trump Brovze Elite

Trump Gold

Cost: $34,995

3 Day In- Porson
Field Coaching
«Credtive
Financing Refreat
“Wealth
Preservation
Haireat
«(3nick Tum
Retreat
«Commercial &
Multi-Unit Retreat

storporate Y our
Business

Eilfb
Cost: $19,493

~Crgative
Financing Retreat

“Wealth
Preservation
Retreat

«Quick Turn
Ketyeat

o lommercial &
wudti-Unit Retreat

sIncorporate Yaur
Business

Trump Brouze

Cast: 39,993

“Wealth
Preservation
Retreat
«Jnick Tam
Retreat

sIncorporate Your
Bisingss
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TRUMP

ERSLTY

R OB Y

Trump Soid Elite: $34,99% $48,490 $13,458%
= 3 Day tn-Persor Fleld Coaching $25,000
% Creative Real Estate Financing Retreat 5 5,000
& Wealth Preservation Retreat $ 5,000
» Quick Turn Real Estate Profits Retreat 55,000
s  Commercial/ Multi-Unit Retreat § 5,000
%  Investor's Edge Real Estate Software $ 2,455
e Incorporate Your Business S 995

Trump Silver Elite; £19,495 523,450 53,295
s {reative Real Estate Financing Relreat 45,000
= YWealth Preservation Retreat $ 5,000
s (Quick Turn Real Estate Profits Retieat 55,000
s Commercial/ Multi-Unit Retreat $ 5,000
e Investor’s Edge Real Estate Software % 2,485
®  incorporate Your Busingss § 998
B
Trump Bronze Elita: $9,95% 510,995 $3,000
»  Wealth Preservation Retreat < 5,000
¢ Quick Turn Real Estate Profits Retreat 5 5,000
& incorporate Your Business 5 935

Prvate & Confidential ¢ Page d

CONFIDENTIAL

TU 130423



Case 3:13-cv-02519-GPC-WVG Document 212-3 Filed 05/31/16 Page 7 of 133

Advanced Real Fstate Trainin o Options

PERsONALIZED TRANING & GUIDANCE

In-Field Mentorship
Mothing can accelerare a real cstate tovestment miore than having a Trump Mentor. Our Mentors Sy into vour market
and in thiree action-packed days walle you through every step of @ real estate transaction, from finding great propertes

10 running the numbers to making the offers. You work hand in hand with the Mentor 1o learn how to tnvest the

Trump way so that even when the Mentoris gone, voucan continue te build your financial future,

Execative Coaching
Every great performer has a great coach to provide them with suppeat, knowledpe and guidance. Trump cpaches are
12

experienced rzal eseate investors that work one-on-one with stadents to ereate customized training programs. Th

coach focus o

usively on your fingncial objectives and provides the structare and accoursability to ensure thacyeur

goals are achdeved.

AnvanceD TRAINING RETREATS

Wealth Preservation Retreat
Learn how txchoose the proper entity for your real ssrate or other business, structure yourself for lower taxes, protect
veairself fromn frivolous lawsuirs, and pass your wealth on to your heirs while proteciing them from financial threats.

Yowwill learn directly frorg an experienced ream including av artorney, sccountant and Invester.

Quick Turn Real Estate Retraat
Create immediate and rionthly cash flow without using any of vour own meney or aredit. You vall fearn how 10
wholesale, lease option and swaer-Hnance properties for quick profits.

Commercial & Mudo-Famidy Retesar
|

will learmn tax strategies, conde ronversions, preconstrantion, property manag

o henw to locste and analyee mult-unit properties by complenng due diligence and learning muarket wends. You

ment and more.

Creative Vinmncing Retreat
Learn that creative financing can be more important than the meney and credit you may or may not have. This
rétreat will teach you about financial statements, lvan request packages, financing techniques, hard money
connections, 1031 real estate exchanges, note techniques and much more._everything you will need 1o put deals
together and get them closed,
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f1oms

dvanced Real Estate Training

TooLs AND BESOURCES

Fovestor's Edge Real Estate Software
Successful nvestors have the edge--the ability todceess current property and industry information and a proven,

structured method of analvsis. The Inwestor’s Fove Soffwsre s desiwned to deliver vital property information inan
> 5 ) PO

—allin one easy-to-use softwaré package.

organized fashion for asn:

Incorporare Your Business
¥

Hpou are serious about investing in real estate or starting a new veatare, you need 1o keow aboat the many

advantages of incorporating your business, The security that comes from forming an LLU cannot be

underestignaied, but the process can be confising and time corsuming. Trump Unbversity’s DLC formation service

handles your incorpration s that vou can focus on building vour business.
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The Wealth Builder’s Network Pramium

Adfter three days of intensive taining, we know that our clisnts ave prepared to achdeve their goals. As valued members-of
the Trump University vommmmity, we want 10 make sure that our clients receive our continued support in their endeavors.
With thisin mind, we have decided to offer sach clicnt a free Wealth Builder’s Network Preminm. Customers noteligible
for coraplementary membership will be able to purchase membership for an infroductory rate of $4%.95/ma (valoed at
$100/mo). The new features include:

¢ Weekdy Online Clagses hosted by financial, entreprensurial, and real sstate experts. View and interact live and
ask your most pressing questions. Or watch them at vour leisure starting the following day.

»  Empire City: Go anywhere, buy anything, test yourlimits in & virtual metropolis. Empire City is au interactive
resource to belp vou learn bow to-invest profitably in real estate in a safe, risk-free environient.

& Wealth Builder’s Magnzing is now exclusively onling, providing fresh information and viewpoints from Frump
U experts and gusst authors, student success staries, and wealth-building news. '

»  Your Chent Advisor is thore to help match youwr goals with the wealth of leariing resources available to you as a
premivm menyber

s Comprehegsive Resoures Library provides invaluable wols such as sample contradts and legal docurments,
insightful ariicles and an archive of “how-to” wlesconnars. '

s And much more, including exclusive members-only invitations to-special events around the country.
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HI. THE PREVIEW

Fast Track te Foreclosure: Free Orientation

This free, 90 minute presentation is open to the public, and covers the current frends of the real estate market, ways to sl

wmake money, as well as the fellowing:

«  How to find forsclosure opportunitics in your geographic arsa and take advantage of hot real estate investing

opportunities

»  Credit and credit card repair: Use good credit standing to make meney at every stage of the investing process

s Yinancing: How to benefit from specitic sonrces of seed capital and pul together creative financial deals
s The phases of foreclosure: When 1o make a move and how to eapiialize at overy stage of the process
= Capitalize without harm: Finding ways for sellers to move on without shame

®  What to do onee you have the property: Rent, renovale, or sell immediately? Learn what's best for your specific

sttuation

«  Goal seiting: How 10 set realistic goals and attain them evory time -

BEHIND THE SCENES OF THE PREVIEW

Pre-Event Timseline:

4 Weeks Prior

Opetations: Tean: Books Flights to BEvent Location

3 Weeks Pror

Marketing: Email to TU Database

2 Weeks Prior

Marketing: Ewail to TU Database

Operations: Event Materials Ovdersd

Marketing: Direct Mail (7-10 Days Prior to Event)

Marketing: Newspaper Ad (7-10 Days Prior to Pvent)

1 Week Prioe

Marketing: Email to TU Database

5 Days Prior

Operations: ltinerary Constructed & Sent to Event Team with Marketing Ads

4 Days Prior

Operations; 8pec Sheet Constructed & Sent to PC with Meeting Boom Details
P ! ¢

3 Days Prioy

Warketing: Reminder Email Sent to Registiants

Dperations: PC Orchestrates & Facilitates Phone Conference Tor Bvent Team

2 Days Prior

Marketing: Reminder Eviail Sent to Registrants

1 Day Prior

Service: Reminder Call to Registrants

Marketing: Reminder Email Sent to Registrants

Day OFf

Operations: “Take 90 Minutes” Email Sent to No Shows by PCs

Private & Confidential * Page?
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Behind the Scenes of The Preview: Email Sent 3 Weeks Prins: (vontinued on next page

Toensure that vou continue to receive amails from gs, add emaili@info nnmpuriversity. com to your address book today.

¥au are recsiving this email fram Trurop U because you subscribed on our website, mads & purchass, or werg otherwise in conlach with us:
Thank youfor your patronaga. If vou would rather not receive these emails, you can edilyour emall preferences.

Diecembar 0D, 2008
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"The secrst of success It Be s for a man 1o be ready for his opporiunity when it
comes,”

Are you raady?
Dear Azza,

Right now - today - ag | am writing you this latler, thers are hundreds of thousands of
fereclosures all across the United Btates; theusands of properiies sre avaiiable for
pennies on the doflar... thousands of dellars below market level, And wher he market
g amound - and it will, belleve me - you'll be mighty giad you wers ready, and ahsad of
the game.

On December Stk - 10tk iy the Phoenix Area, Trump U is offering a FREE tloss: Fast
Tizek lo Foreclosurs lnvesting, This ohe class, on how o profit from foreclosures, will
gat you started on the cearest, sure-fire, money-making opportunity avallatie in a long. fong
time. The best part? Everything you need to get slarted, you already have. Maaning, the
opporlunity to make the kind of money that can ailow you torlive the Tife you want, and retire
in a style you deserve, is here today,

There is only one success - ta be able to spend your life noyour own HEY.

Why shoedd you attend our free class? Thats easy. | wouldn't b sending cut ihis letter
unless | thaught you wers ready - fruly re
Hife you may have ihoughtwas only for 7y
Way.

What's so special about Foreclostres?

1. Properties are ofisn sold below marke! vate,

%

2. Lower down-payents, smaller martgages, and lower monthly payments arg
radlirad,

e

Enuity can b increased fasierd

Reglster for yvouy iree ¢lass and learn:

e Howdo Find Forsclosure Opportanities Iy Your Geoygraphic Ares: Teke
advartage of the hot investing opporiunities in your nzighborbood beforg anyone
else does

#  Gredit and Credit Sard Repair: Be in good finandiat standing 50 vou tan make
money at every sfage of the investing process

¢ Finansing: Hew to benefit frorm some specific sources of seed capitel and put
together your owsn creatively inanced deals

P

& The Phases of Foreciosure Following the Foreciosire Clack: When to make a
move and how 1o capilalize at avary stage of the process

= How te Capitalize without Harm: Part of the Foreclosure investment
process inciudes finding ways for seliérs to move on withow shams
& YWhat to Do Once You Have the Braperty: Do you rent, renovate, or sel

Private & Confidential » Page
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immediztely? Leaimn what's best for your specific situation

= Gozl Sefting: How o sel realislic goals and altain them evary time

As president and co-founder of Trump U, Lsee alot of opportunities. | biglieve Fast Track to
Fareciesurs Investing is one of those spedial ciasses that ars going 1o make & lot of people
wegithy. And the best pant? Your dreams are all vounsed, and aill thatis required o sign up
for this FREE class. Ragisier today and vou'll be ori your way: Fast Track o Foreclosure
Investing, Deosmber &th - 10th in the Phoeniy Area.

TO your success,

Michael Saxton
President
Trumip University

* B, i youre having doubts, i 1 really haven't conviticed yeu that this is the time o att and
iake advantage of Trump U's FREE class on foveclosurs investing, read what Jonathan

Barton of Reading, PA, said just bvo months after attending Fast Track to Forsclosure
investing:

"Fast Track fo Foreclosure Investing was incredible, i have purchased & properties at
frustees sales (3 i the last bwo months), The first 3, 1 made 375,000 after taxss ahd was
able to rostcl that an the Jagt three. | cant tharde Trump U enough for this graat plass, and
my infroduction to the faveniosure markel”

Private & Confidential = Page 10
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Behind the Scenvs of The Preview: Eumail Sent 2 Weeks Prion:

To erisura that vou continue t receive emails from us, add email@info rumpunivessity.com to your address book today.

You are recelving this email from Trump U because you subsceribed on our website, made a purchase, or were atherwise iny nontact with us.

Thark you for your patronage. If you would rather net receive these emails, you can edit your email prefersnces.

December 08, 2008

What's the difference ‘ Coming To Your Areal

Fhoenix, AZ Area
between success and Dec 8, 2008
. - ) Mesa, AL

f@ﬁguf@? %&ﬂ@‘\fﬂﬂg V‘,j"h@ﬁ i{:% Register for this day

Dac 9, 2008
&{:ts Seotlsdale, AZ

Register for this day
Dear Azra, Piae 10, 2008

Fhoenix, AZ
A couple of weeks ago | contacted vou about Trump Redister for lhis day

University's EREE dass Fasl Track 1o Foreciosure Investing. |
told vou thousands of properiiss gre availables for pennies
on the dellar. Since that ime many wealth-savvy folks signed
up for this invaluable dass. What did these enlreprensurs
know that you don't? Not much, actually. Whats the one smalf
difference between you and them? They acted. The wise man
that said, "He whn has begun is half done,” was not only
clever, he was exactly right.

Choose the Foreclosure class to the right that is
most convenient.

Why should vou act--loday—-and sign up for Trump
University's FREE ulass Fast Track o Foreclosure Investing?

Private & Confidential » Page ld
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Because...

= Propertles are oflen sold below market value. .

= Lower down-payments, smaller mortgages, and lower
monthly paymernts are required...

#  Eguity can bs incregsed faster

v T : “Our coash taug % do walk-theong
An ounce of action is worth more than a ton of theory. Hf b coacit taught us how 6 do walk-through

. i . home inspections, take notes, snd caloulate
you've besn putting off learning more about foreclosed

. i exactly what to offer using the Al Cagh Offer
properties, concerned perhaps, that they wera too Shest, Going through so many proporties in such

complicated, or you needed redl eslate experisnce, of even a a short time really belped us to get the “find
college degree ... it's sirnply not true. Forget economic deals, make offers’ fsyai’em down. 1 ne Longer feel
theories. Forget a lot of money down. Think action...a simpls uacomfartable making very low offers on

) s ) . . properties. We are currently closing on a rehab
ounce of action. Fast Track to Foreclosure investing wil purchase that will net us about $35,000. We are

ﬁhang@ youf Eife But, CiaSS sizeis “mfted, 50 Yol must act also Wogkjng s homes on 2 short sale program
Nt thal will sarn us at lzast $108,000. Short sales
fake a-while, but they will pavoffl We are
looking to partner with mere investors to close
sotne more deals - when we do, we cafl close 4t
ledst 5 move imnediatsly!”

There are still valuable, available properties—many in your ~Kristine and John Quinters
area-—-yet._without action on your part,  can assure you, they Vurka, Arizons

will 9o to someone else. When the market returns-—-and it wifl--
and prices start to rise, you're going to be glad you mads the
right decision to attend Fast Track to Foraclosure nvesting.
you want 1o know where {o find foreclosures ... how and when
to buy thent ... how to research a title ... which foreclosure
stage is best for investment, and much more, Trump
University's got vour answers,

To your success,

Michasl Sexton

Prasident

Private & Confidential » Page 12
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Behind the Scenes of The Preview: Shippiog Formula Vor Materisls Ordered 7 Business Days Prior:

Al marketing, collateral, and supportive materials shall be shipped ground for all events. This will be taken into account
when ordering from vendors, when shipping from the office, or from one event v the next. The Live Events Coerdinator
& Program Coordinators an résponsible for following up two and three days before the event w ensure that an adequate
amount of materials will be arriving at the event in 2 {imely fashion.

“The shipping formulas fer neccssary proview materials is as Tollows;
Preview Event:

*Eapected Attendees: Adequate materials for 100% of total registered on the 7° business day before the event will b
ordered gnd sent

sExpected Buyers; Adequate materials for 20% of total registered on the 7% business day before the event will be ordered
and sent.¥

*Al numbers are cross-referenced with marketing statistics from that localion to cnsure accuracy.

Private & Confidential & Page 13

CONFIDENTIAL

TU 130433



Case 3:13-cv-02519-GPC-WVG Document 212-3 Filed 05/31/16 Page 17 of 133

Hehind the Scenes of The Preview: Mailer Is Sent 7-1¢ Davs Prior:

Drisr Fiends,

1 s peisonally hoviting vovand 3 gessi o @ powzr‘fsii W *alﬂxébmﬂdmg c:ymt %'hzzt
e Eiverally c‘wzzc v Bl and gty { ]
peaple listen, And, when 1sentt oo inviee "tms, p&o;‘k *mrmd b\,cwxe ?i&r‘v' :
that my tovitation myeaus one thing ~ thesels money fobe made.

33’? “ammztmx

The ekl &m}wmg lmw tiz b1

T e zxmdmp; otie o snl worid-class fnstocrore Svmy Trwmp University o your
aven fo vEach s class on How o prof from today’s real setite sraroet, Youwill fearn

Ty **mm i85 i ot @}mpin Sy
it B thig W E

"
mﬁi&ﬁ" y~:~m Rarinf %ttmg Ben rcé by sioply fullowing my
© Real Burag Syatﬁm

e:xg?zssmg sxmmbmz»mﬁ} wum

I have enclosed two mmpﬁmeﬁmﬂf‘? YIP gekets to ghveoyou snd @ guestithe

shance to Tedrn Bow: o reate weelth the *Trump ‘WW aried 1 encousage vou o
send. T confiors your serervition you wust gall BRE-BTR-GTY or ]og B0

'"swwimmpm.wmmm Seatingdo Trmited so REVE tolday.

Told L Trtme

- s wospentsd gl Lo giving every msender w free copy of tay blockbuster

Careh the Wive CIROM {2 850 vabhue),

Privata.d& Confidential = Page 14
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Fwvent Locations, Dates, and Times

onday, Decesaber 8 2008 Tuesday, December §, 2008 ‘ Wednesday, December 10, 2008
00 PMoand 630 PM L0 PiLand 630 PM oMl e P
Phoeats Marnot Mess Duabletror Pavadive Valley Resort' | Finbuoty Sultes Pluvesiy - North

W0 Neyth Conteniad Way | 5401 Nowth Seotesdide Road 1577 West Grewmway Hoad:

Miss, AZ 85201 L Seotsdale AZ 85929 Phocenis, A7 85023

Linoss apen 30 swimseies priorte wheduled start G,

Call or go online to accept your complimentary invitation,
Seating is limited. To guarantee a place call oxlog on voday!

709 o TrumpULive.com

Povaie & Confidential » Page i3
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Hg's the most celehiated enuepreneur on earth. Hes carmad

miere 3 day than most people do in a lifetimea. He's living a

fiie many mien and wornen anly dredm skout, And now he
ready toshare--with Americans fike you—his best advice on
investing i today s “once-in-a-fifetime” feal ¢state mariat.

Come 1o this FREE workshep and you'll leain from Donald
Trumgy's handpicked ibstructor & systematic methed foy

investing in real estate that anyor

cars v effectivel Youll

fearmieredosere investing from the insid EYod i esnn hove

5 finare your deals using other peoplemaney. Youll

fearn how @ overzame your fear ol getting started.

“} zan turn anyone into o succassiul
real estats investor, induding you.”
- Donald Trump

Today's financial cosis ang creditcrunch has politidans
and bankers scrambling for answers. They've go bstlouts
and yescus packages but who's helping you? Well help
you by teaching you hove to profit from the $789 bitlion
baifvut that hes opened the dowr for unprecedented
investment opprrtunities.

With hame pricss dropping theough' the floor hintorizaliy

veritores, 2008 is the
"perfect sterm” for raal extate Miwastors of puery ncdrms

lowe instecest rates; and mcoad high

andd sxperiene level But you needte approach this with the

kind of expeitise that onlv an experienced (End succassful)

svestor like Donatd Tromp, can téach yoa.

Be Donald Trump’s guest at a FREE investor workshop and learn how
vy can profit from the largest real estate liguidation in history!

Cash in on the Greatest Property
Ligguidation in History!
Discover howto ...

4 Buy resl estaie from banks—at up 1o 70%
¥ helow market vashue!

sf Finanece your desls creativaly in today's tight
credit market)

Buy rhe rght properties at the right time—
and know what to sell

T Serure your retirerment by geherating pastive
mcomel

o trvestin real estate through your RA—ai free]

f Find preforeciosures in your aresd

“The training and coaching | received
From Tramp U is priceless. Fclosed on
way fivst investment praperty {and}
earnsd $50.000.7

« Robart {Bob) Mulack,
Crnond Beach, Flordda
“Fesocal Resishs Restis p wyivat

Gex this $50 gift
absodutely FREE
far pitending:

Yo a Fortane
i1 Real Extote Today
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Behing the Scepes of The Preview: Ematl Sent To T Database I Week Prioy:

To ensure that you continue 1o receive emalisfrom us, add noreply@trumpuniversity. com to your addreas book foday.

Dacember 8, 2008

2 § b % 5 3 a 3 Y . 2
Trump University’s street-smart instructors will
show you step-by-step, precisely how to follow

; o, 7 . . . 2
Donald Trump’s lead and get rich!
Dear Azzag,
Thera ars just a few days left so Il keep this short. Pve emailed you twice about Trump University's FREE
class Fast Track o Foreclosure imvesting. | fruly believe that this is a class you must attend, and frankly
woid like 1o gttend. But you've put it off. Bo, let's start fresh. It doesn’t matier what you did last year, i
dossn't matter what you did & month ago or even last week, What matlers is foday. Today is the

opporiunity you've been waiting for.

Choose the Foreclosure olass below thatl is miost convenient,

Upcoming Events in Your Area

Private & Confidential » Page 17
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Foreclosures are the smartest, quickest way to get rich. And not years from now--but months. The cureent
markst is made for investars who are fooking 1o make some real monsy. In fact, listen to Robinand David
Liftla of Qrland, Maine who reglized they simply souldn’t afford nigt to sct.

“Trump U geve us the confidence and knowledge toactually purchase our first plece of investrent property. We succassiully
bought, rehabbed, and feassd our first proparty, and we are preparing to sell it for a $44,000 profit!t Thanks to the Trump U
taam for helping us o set ol fitUre in motion.”

hoose the Foraclosure class above that is most convenient.

Robin and David are resl psople who usad their dreams as a guide to success. With street-smart
fnstruction that Donaidd Trump has perfected, you too can tura your dreams infe a life:of your choasing. Get
started todav

To Your Sucoess,

Gary Eldred, Phi

Faculty Member
Trump University

You are recsiving this smail fron Trum U becsuse you subscrbed on our wabsite, made a purchase, or were otherwise ircontact with us.
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Bebind the Scenes of The Preview: Hinerary Sent to Event Team 8 ays Prior:

PFF-Phoeniy 8-10 December, 2008
Monday, December 8, 2008
Tuesday, December 8, 2008
Wednesday, December 10, 2008

Event Staffing:

Speaker — James Harris _
Sales Coordinator- Ryan Lotman

Sales Coardinator- Cory Lignell

Pragram Coordinator- Tiffany Srinkmaﬂ tbnnkman@trumpumvers;t\/ cem

Expected Attendees: 184{45% of registerad atiendees in Dev)

Szles Goals: $54,000 (20% of expected attendess{36) x 51495 = $54,000]

Phoenix Marrioft Mesa o De 1.00 PM

200 North Centennial Way _ Dec (82008 6:30 PM

Meosa, AZ 85201 ¢ Dec 08 2008

Doubletres Paradise Valiey Resorts € ' o : 1:06 P& '

5401 North Scottsdale Road . ‘Dec092008 6:30 PM

Scottsdale, AZ 85250 € Dec 09 2008
EmbaasySuntes S e ey
2577 West Greenway Road Dec 10 2008 8:30 PM

Phoenix, AZ 85023 « Dec 10 2008

HOTEL RESERVATIONS FOR PHOENIX:
Check In: Sunday, December 7, 2008
Check Gut: Tuesday, December 9, 2008
Phoeanix Marriott Resa

200 North Cantennial Way

Mesa, AZ 85201

{480} 398-830¢

James Harris. #80926190
Tiffany Brinkman #380922987
Ryan Lotman &30924037
Cory Lignell #180923543

Check In: Tuesday, December 9, 2008
Check Cut: Thursday, December 11, 2008
Embassy Suites Phoenix North

2577 West Greenway Road

Phoenix, AZ 85201

{602} 375-1777

lames Harris #84870083

Tiffany Brinkman #88014787

Ryan Lotman #85304051

Cory Lignell #86180067
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Belind the Scenes of The Preview: Spec Sheet Sent to Program Coordinstor 4 Days Pries:
Gur Lave Bvents Coordinator, Trisha MeCarthy, is vesponsible for doing 4 pre-con call with the hotel o order o collect
and confirm all of the spees for the Proview Team. Example below:

v msls)

&G atpm

Meating Room Name

Arizona Ballroom

Southeast Forum

Salon ARBC

Souare Footage of Meeting
Room

3024 Square Feet

3016 Square Feet

2886 Square Fael

Colling Helght

18

28

14’

Uhstructions {Pillars, ot}

Ny

B

Ao

tinsite Loniact for the day

Banquet Captain-TBD

Janice Roberts/Todd
Richardson

Tarni Spencer

Audio Visual Onsite for Bvent

tatk io Bangust

Day Captain Mark Qlsen of Peter Mike or Ricando
Recelved Diagram Yes Yas Yes
Parking Fee Free Frae Free
Parking Fee Waived for Staif Free Frae Free
Motifisd of Boxes Enroute Yes nig nia
Notified of Boxés Ta Ship Gut e fifa Yeas
Projection Type Front Rear Frant
State Flag, US Flag & Plants

Ayailable Yes Yes Yes
Pens & Pads In Roeom

Confinmed Yes Yes Yas
Watsr Station Bet Dulside

Confirmed Yes Yes Yes
Muoating Room To Be

GComplstsly Set By am 10am dam

Ssked for Z2earo Out Balanos

Beth was nofified

falk to Janice or Todd

Talk t¢ Tami

- Full & Final Status

Bethy was notified

talk to Janice or Todd

Talk to Tami

Slseping Roovins Confirmed

{Room & Tax to Master) ¥es g Yes
Final Mumber! Room To Be Set
For 50 AQ 30

Boolking Contact

Bath Parnell

Shijo Lusson

Tami Spencer
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Bear Joset

You have only 3 days left uniil your Fast Track to Foreclosure
Investing - an introductory class on how to profit from investing
in foreclosures, and we're going to use this time to show you

what a hisloric moment it is {0 begin your Real Esfate investing.

A "Pearfect Storm® of three measurable evenis has come
together to make Foreclosure investing easier and more
profitable than ever. You need {0 know what's going on in the
market - and how each of these evenis is going to increase your
chances for success.

Today's topic: Interest Rates

Here's the simple way t¢ make monsy in real estate: sall
properties for more than you pay for them. But one of the
faciors that must slways be considered when investing in real
estate is the money you pay to athers on fop of the money paid
to property owners. In the past, the most costly expense for real
astate investors has often heen interest paid 1o banks or
lenders.

Thanks to the Federal response to the subprime lending crisis,
interest rates are Talling to new bows., The money you need o
invest now costs less, and the interest you would have paid on
your investments has decreased substantially.

Of course, to make this "Perfect Storm® svent work for yvou,
you're going to want to learn the best ways fo oblain funding (no
matier what your personsal financial situation may be). You'l
discover the best stralegies to use in the current market at your
Fast Track to Foreclosure Investing - 8 free introductory
olass, and you'll see the best chaices for investing in any type of
foreciosure property.

Lowering inferest rales are iust the first wave of the "Perfaect
Storm” that is generaling so many success stories for Trump U
students. Tomorow we'll look at the nexi big event that will
make your decision o attend our Fast Track fo Foreclosure
Invasting - a fres infroductory class the right move at the right
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time,

We look forward fo telling you more about the "Perfact Stormy”,
and how you'll use it fo generate big profits in Foreclosure
Investing. Watch for our s-mails and gel ready (o ride out the
storm {o a better future for vourself and vour familyl

Ta your succass,

Michael Sexton

o

President

P.8. if the time and iccations listed here no longer fit yvour
schedule, please fes! free to register for another training event.
Time matierst ,

You can view a full listing of our training events here, or
call {888) 826-5853,
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Behind the Scenes of The Proview: Emall Sent to Event Team Anncuncing Phone Uonference
Details Sent 4 Dayvs Prion

Goad Morning Teany Hartford,

{ am sending this meeting request cut ot behalf of our newest edition to the Program Coordinater Team, Susan
Mortison. The phone confarence Tor thie Hartlord preview s officially scheduled for today (Wednesday} at 3:80 pm
EST, at which ime staffing will be discussed, as well as eventsetup, buver packages, and any other Quesﬁan?, ar
suggestions for oureven!. Please be sure to have your fighifiravel details accessible at the ime of the conference,
Tha agenda forthe phone conferance is as follows:

1. Team intraductinns
2. EveniReview
a.. # Registered for event
Room and &V et Up
Fres Giveaway
Event Expectations (fiow of presentation and sales)
. Buver package to be givan out after sale
Huteland Flipht Information {Arrival and Departure times)

as T

v

[

4. Openhems (SuggestionsfLommaeants, PPT copies for back up, ltems to be given out eic)

Break ategl | know it will be a great event!

Best Regards,

April Meumeann
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» Bmail Sent T'o Registrants 2 Days Prior:

Dear Josei,

What is the naxt big event in the real estate market making vour
attendance af your Fast Track to Foreclosure Investing - an
introductory class on how to profit from investing in foreclosures
absoclutely essential?

This might seem obvious, but have you locked at some of the
prices homeowners who aren’t facing foreclosurs are willing
to accept for their properties?

Frices are falling fast, and there are many reasons for this
effect. The law of supply and demand is one of the hardest to
break, and as demand for properties rose, prices followad sult,
But then, as fewsr people had the rescurces to continue o
invest at such high prices, demand decreased. We all know
what happened at this point, and the rise in foreclosure
properties has been directly proportional 1o the decline in price.

Prices for foreclnsure investiments are lower than ever. This
means that now is the absolse best time for vou o leam as
miuch as you can aboul investing in foreclosure properties,
because while therg is no guarantes that prices will remain low,
it is certain they are low right now. ’

And just in case you're wondsting, there are still many buyers
¥

locking to pay fair market value {(ctherwise known as a price
higher than what you paid for your foreclosure investmentt). At
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the prices yvou'll get when you invest, and the sales prices you'l
be able 1o offer, your buyers will still fest they walked away from
the tahle with a great deal!

Fricing is event #2 in the "Perdect Storm” of factors making
today's foreclosure investing market more profitable than ever.
We'll ses you in 2 davs, but not before we reveal the third
powerfil event that is churping the waters of the resl estate
market and making successes out of those who stay the
course, Watch for tomorrow’s e-mail for your next heads-up!

- To your sUccess,

| Michasel Sexion
President

B8, If the time and locations listed here no longer fit your
| schedule, den't delay - register for ancther event as soon a8
possiblel

You can view a full listing of our training events here, or call
{B8B) B26-5953

Te ensure that vau continge o reeaive emails rom us, ald noreply@trumpuniversity, com 1o0.your addrass book today.

You are receiving this email from Trump U becauss you subseribed on our websile, raade 8 purchase, or werk otherwise in cuntact with us. Thank
you for your palrenage.

Trushp U, 160 Greentree Brive, Suite 101, Dover, Belaware 19504
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Behind the Scenes of The Preview: Reminder Call Placed to Registrants 1 Day Prior:

Reminder Call Soript

Fast Track to Foraclosyre

is [NAME] avaitable?

Hello, this is from Trump University, Pm calling with 2 courtesy reminder that you have
reserved a seat at our Fast Track to Foradiosure Introduction Seminar December 117, The class is
being held at The Hillon Ordario Alrportin Ontario, & $1784and s being taught by one of Me.
Trump's top instructors, Mr, Bteve Goff '

We recommend thal you bring a peryand papsr {o take noles during theslass. You may akso want {o
bring & swealer as the hote! facility can be quile cold. Finally, we encourage you 1o bring a guest.
There is no charge for giests and many successful real estate investors find | easier o work with &
pariner.

This may be a onee-in-a-lifetime opportunity to create massive profils from real estate investing if you
know what you are doing. And our goal is'to make sure that you dof

H you have any guestions please contact our customer suppart team at 877-508-7867 extension 0.

Have a great day.

CONFIDENTIAL

TU 130447



Case 3:13-cv-02519-GPC-WVG Document 212-3 Filed 05/31/16 Page 31 of 133

. Dear Josaf,

| We hope you're beginning to see what an unusual (and unusually

- lucrative) ime it is 1o become a foreclosure investor. The "Perfect
Storm” of factors in the real estate market Is creating a perfect
opportunity to scquire properties well below market value without even
having to pay high interest rates. We've shown yeu how lowered

. rates and lowered prices are making today's market better than ever,

- but there's still ong.event vou nesd to know about ..

Today's topie: Supply.

As more and more people jumped on the regl esiste bandwagon a
short time ago, many of them weare unpreparsd for what happened
naxt. Hindsight is 20/20, and now we sse the signs thal should have
i been apparent o people whio agreed (o pay moreg money for thelr
homes than they evsr should have,

in a time when selling seemed o easy, no one predicted that the
bottom could fall out. Bt the factor that ensurad that end was

supply. New homes continued to be buill; and eventually supply shot
past demand, leaving too many people hiolding morlgages they
couldi't afford. This has caused hard times, as we ses the increase in
homeowners entering both pre-foreciosure and actual foreclosure.
The situation is bad enough that the LS. government is debating
what it can do to help the victims of the cisls, but in the meantime
thers is certainly something that smart foreclosure Investors can
do.

For pecple who depend on selling their homes io get a second
chance, foreclosure investors can be the best answer o a difficult
problem. At your Fast Track io Foreclesure Investing - a fres

ntroductory class, we'll show you how 1o ease others' financial pain
while insuring your own success.
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And you'li be able to take advantage of a huge supply of properties -
more than ever before - 1o stake your claim to 3 beller life.

You have the slements now of the current "Perfect Storm™

= LOWERED INTEREST RATES
«  LOWERED PRICES
« HIGH SUPPLY OF PROPERTIES

These thres events are makitig money for today's foreclosure
investors, and vou can learn all you heed to profit today just by
atiending vour Fast Track to Foreclosure Investing - fres introductory
class.

Don't let this unigue opportunity slip past you. Don't delay and find
yoursell on the wrong side of real estate negotiations. This is the time

this is vour time - and Trump U is ready o show you how o make
your lifs better.

See you soon al your Fast Track to Foreclosure Investing - free
infroduciory class!

To your succsss,
?:of:,’ % g\;&ﬂ%
3 l e

Michae! Sexion

President

P.3. if the time and locations listed in this e-maill no longer fit your
schedula, you must select your alternative time and location now,

Your can view a full Usting of our training evends here, or eall
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Behing the Scenes of The Preview: Email Sent Teo “No Shows” Day Of:

December 8, 2008

Dear Adiza,

We understand that {ike most prople you've got a busy 1ife, But we want o encourags you 10 spend your time wisely... den't ke too husy
to ifrvest in youwr finasicial fistire: You registered for olw foreclosure tivesting training becuuse you understand that there are huge profits
to be made during this once-in-a-lifetime market. We missed you st the worlishop but den't let thds oppostunity pags you by,

Pickoup any newspaper and you'll read about the surge in foreclosures... troubling fior homeowners but o potential fire.sale for resl estate

nvestora. Perhaps more importantly than leaching vou how fo profit fremt this fereciovure market, we show you ligw you con actaally
help the homeowner avold potentially crippling eredit problems. You nan do something that will not only help vour own financial future,
Bt will alse help & fanaby 11 orisis:

Dur-nstractor iz in the [regionName] area sharing Tromp University's straightforward process for foreclosure investing, Tt is notdan late
to attend our fraiping, yvou can view the remgining sessions below:

25,

{eroupRegiotrationUn Hind}

Dor't forgét that when you attend this FREE Event and you'll receive ¢ FREE copy of Caich the Worve on CD-ROM

YOU CAN BO THIS—all you need is the desire,

To your suceess,

ol Sexton
jent
University

To ensure that you continue o recelve emails from us, add noreply@trumpuniversity.com fo your adidrass honk today.

You are receiving this email ffom Tramp University because you subseribed on our wabsiie, made a purchase, of were
otherwise in contact with us, Thankyou for your patranage, It you would rather not receive these emaiis, you can edi
amall praferences,
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AT THE PREVIEW

Event Team Cround Brles

&« Al Tramp U Team Members (ravel pormisting) will meet the evening prior to the preview to walk
the space, setup the room, and ensure that all neocessary materials that have bean shipped to the hotsl,
have been located by the hotel staff

¢ Team Members must arrive at the Preview hotel 2 houes prior {0 the évent.

» Al Tromp U Team Members must be professionally dressed at least pne-hour prior to the beginning
of the Preview. Atdre must always be neat; ironed and professional. All Trump U Team Members
will always be dicssed In a suit and moust (with the exception of the Speaker) wear their jacket
throughout the duration of the preview.

e MName badges must be worn.

s Trump U Team Members are not permitted to use cll phones during the preview. The onty time cell
phones are permitied is when be-backs are being contacted.

s Trump U Team Members are responsible for learning all parts of the preview set up process and

: working cohesively 1o do everything within their power to contributs to a successful event.

s Sales Coordinators are not permitted to have personal laptops at proview events, The only laptops

that should be present are those of the Speaker and the Program Coordinator,

Recerding for Complance During o Preview

Al Trump University previews, fulfiliments, workshops, and retreats will be recorded for compliance and
training purposes. All sessions will be recorded directly throagh Ure mixer to susure the highest feasiblz
setnd quality for transcription and audibility purposes. All Trump University preview events shall be
recorded in the following mannet;

s Adl preview sessions are to be recorded sepatately and labeled appropuiately inclusive of the event code
and Speaker name.

s All oripntation sessions given at the culniination of preview events, are'to be recorded separately and
labeled appropriately, inclusive of event code and orientation session speaker. Orientation sessions st
be recorded through the mixer in order fo enswe audibility for compliance purposes. Qrientation speakers
must use the microphone, regardiess of the number of students ai orientation. Should there ouly be a

sroall number of buyers in the room, adjust volume on the mmixer accordingly so that velume isnot
averwhelming, vel the recceding will stilf be routed through the mixer.

« &4 the ulmination of the preview campaign, Program Coordinators are responsible for emailisg all

preview and orientation to tmecartvid@irmpuniversity.com and aneuram@lrurnpaniversity.com within
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48 hours of the culmingtion of the event. Al recordings will live on the shared server so that they may be
acoessed by the management staff at 40 Wall,

*Prograin Coordinators are responsible for immediately emailing any sessions containing questionabile
orterizl with an explanstion t incumann@umpuniversity.coni and tmecarthy@irumpaniversity com.
This refers to any material that encompasses, but is not necessarily limited to the below:

*Testimoniala that are associated with any other cOUrses or pPrograns

For example: A speaker uses.o testimonial of o student that wes theirs befove they worked for
Trump University, and fmplies that it is a TU siudent thai has gone through the Fast Track to

Foreclosurs training.

« Gruarantees implying suscess will be claimed
For exarmple; “If yow attend this training, vow will be able to make $10k within the next 60 davs.”

« Price drops that are reflecied ncorrectly .
For example: “After you walk vut that door today, the price on this progrom is going o jump
Jreus 31995 {0 824935, This is an event price only.™

= Shortage closes

For example: “The first four of yous to-sign up will get this as on extra boaws™ oF “We only bave
Jive spois left today for this iraining.”
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Preview Registration Seiup
1. Registration Area Guidelines
i. This-ares should always be completed first to alleviate distractions and confusion for sarly
preview attendes arrivals.
it. First timpressions are critical! Make sure the registration area is neat and organized.
1. Begistration Area Setap
L. Bignage must be prominent and preseniable
a. Suategically place directionel signg at point of entry
b. Place standup banter at registration table for additional effect
ii. fron and place table hanner on registration table

iil. Place registration cards, guest vegistration cards, sharpies, and sticky name tags undar the table
watil you are ready 1o start welcoming puests

v, Betup music fo run o event room diuring registration Tor easy transition to roon: when dours
open

Preview Event Space Setup

I Remember: Noclutter! Main goal iz tonot let anything be a potential turnodf to a buyer nr
distract from the flow and presentation

1. Setup PO7s Laptop Computer:
i, Confirm that Verizon card works within meeting space
it. Confirmn power source
i1t Conpect credit card swipsr
i1 Betup Bpeaker's Laptop Computer:
i. Confirtd power source
il, Confirm laptop sound
ili. Confirm projector cosnection
1V. Event WMaterialy
i. Retrieve all necessary papnrwork for preview from shipped boxes
it Locate and organize materials needed
111, Sicw boxes out of sight of the praview atiendess
iv. Display materials as indicated by Trumyp Usniversity
v. Beneat!! Lack of grganization and disorder reflects poorty on Trurap Umiversity and will
directly influence attendee confidence aud impacts efficiency
V. Betup AV Equipment
i. Visnal
a. Connect projector to power source and speaket laptop

b, Confirm projector power sowrce and that projection is clear and straight on
soreen

¢ Preseatation cheek
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1. Check that wirsless presenter 1s working

2. Test estimonial loop and video 1o eliminate any 1ssues before
presenfatinn

it Audio
a. Connect mixer on back sales table (o house sound and confirm power source
b. Put neww batteries in lavaliere microphone, connect 1o mixer and contirm
FROEIVEE POWET SOURCe
o. Conneet iPod to mixer and confivm that it has been charged sufficiently
d. Connect Speaker laptopsound o mixer
g. Put new batteries in recorder and connect to mixer
£, Sound check
1. Lavalicre microphone and adjust volume as necessary
2. Pod shuffle, adjust vohune as necessary, and cue “Money, Money,
Money™ song (The ('Jays) for introduction
3. Recorder through deing a “test” recording fo ensure audibility
4. Speaker laptop sound and adjust velume as necessary
VI, Setup Front of Reom
i, Display banners on cocktail rounds on either side of serecn
i1, Ensure that table banner is troned and straight
iif. Display incentive product as indicated by Trumyp University
v, Check thal the hotel has provided a bar stool for speaker
v, Cheek that the hotel has provided three bottles of water for speaker
YIL Chair Setup
1. Room {o besel theatre style
ii. Confirm that there are extra chairs available in neat stacks towards the back of the
roent (As per diagram)
iti. Chairs should be close enough together to give altendess sufficient space, while etill
maxirmzing the room and bringing attendees out of their comfort zone.
iv. Pengs and pads should be placed on each chair. Extra pens and pads should be kept in
the back so that they can be easily retrieved when chairs need to be added {o the setup.
Vil fverall Atmosphere
1. Confirm that roont temperature is no more than 68 degrees
ti. Check to see if bulbs need o be removed from overhead lighting 1o avold soreen
washout

iil. Wall speaker space 1o ensurs adequate spaeing frow sereen to first row of chaits
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Preview et Up Will Be &s Per Diagram:
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Registration Geal & Procedure:

1. Registration {ioal
i Welcome sttendecs
ii. Find comman ground
il Dissrm any unicertainty
iv. Peak interest and/er 'set the hook.”
L. Reglstration Cards v, Emajl Tickets
i. Ifan attendee does not come with a printed email ticket with a scan bar, they MUST complete a
registeation card, All registration cards must follow the puidelines below:
a. Mame, email, and phone number are reguired fields.

b. Each card should be reviewed for legibility and completion. If something is missing,
ask for it once,

TIL Marne Tags for Attendees
i. Dince an attendee has returned a completed registration card, they will be provided with a name
tag written by a Trump University Team Member.
il Charify spe}]_ing preferences on attendee names — details count!
iii. Bnsure that names are written large and legilily on name tags

IV. Inform each attendes when you will open the doors to begin the Preview
L Inform the attendees of the water station
it. Know where the restrooms are located so that you are able to direct attendees as necessary
iif. Be ableta accommodate any special requests (For example: if an attendee arrives and e s on

eratches, be should be immediately accommodated with a chair so that he does not have
to stand and wait for doors to open.}
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TRUMP:

EEYERSLTY

3 Kev Ouestions to ldentify Bavers

1. What iz yeur name?

*Introduce yourseli to each attendes af registration

» Establish rapport: shake hands, smile, and make eye contact
«ongratulate cach attendes on being there

3 What do yoeu?

»This can be brought up a number of ways, either by the look of pure exhaustion on an

atiendee’s face after 4 long day or the way that they’re dressed

«Let them know that you've found an answer to their problems and a way for them to

change their lifestyle
For example: .
Attendee; “Do Lreally have to fill put this registration card? Ive been writing
all day!™
TU Team Meniber: “Well, this is really a confirmation card so that we can
oonfirm that all of your information is up-fo-date in cur system. S vou had had
a long day at work, hal? 1 think we justrmght have something to hlp vou out
of that 9-5 of yours! What is it that vou do?”

3. What brought you eut here today?
*This will let you koow how much initiative they’ ve made and what their intorest level

15
For example.
Low Initiative: “My husband dropped me off and said 1 had to come because 1
aever leave the house.”™
High Initdative: “"m reedy 1o make a change in my life because { want o
provide a better life Tor my family.

Remember:

Onee you’ve identified buyers, ask potentials to come and see you af the end of the
presentation.
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UM

FProview Event Timeling:

ERST

s

R

Speaker

Sales Coordinator | Sales Coordinator
#1 #2

Program
 gardinzior

Evening Prion:

Event Team Meets, Walks the Evert Space, and Discusses Plan of Action:

«Registration Boles
=Speaker Introduction

“Trigger Slide to Sclup Sales Area

*Sules Roles

2 Hours Prior:

1 ¥ Hours Prior

Speaker Drops OfFf
Hig Laptop To Hook
Up to Audio Visual

Eveni Team Meets in Event Boont to Setup Audio Visual, Banners,
Txrectional Signage, Sales Coral, Front of Room, Tweak Chair Setup,
and Lecate Restrooms

Registration Aréa Is Set with Ironed Tablecloth and Visual & Sound
Chiecks Have Been Dione to Confirm Connections for

«Povwer Point Presentation

=Speaker Laptop

« Speaker Mie

e [Pod Bound

~Recorder

1 Hour Prior:

Speaker Heturns (o
Meeting Boom o
Ciet In "Preview
Mindsat”

Event Team Beging Registration & “Registration Reles™
=Ome Team Meamnber Mans Registration Tabls

«One Team Member Acts ag "The Floaier”

~One Team Member Acts As "The Informant®

20 Mimutes Prior

Speaker and "The Informant”

~Adiust The Room As Mecessary Based Upon
Current Numbers At Registration

*The Informant”™ also caters to any last

minnte speaker

Two Team Member Work Together At
Rupistration to ldentify Buyers and Register
All Asrendecs
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N IVERSLTY

15 Minuntes Prior

“Weleome Announcement 1s Made and Dhoors Open with Appeentice Song Playing
sAll Attendees are Directed and Seated By Tromp U Team Members

»Apprentice Song Transitions lote Testimonial Loop and Trump Video

*Regstration is Continued Throughout by at least 1 Trump U Team Member

At Bveat Time:

«hpeaker Beging
Presentation

«Speaker lntroduction Is Made By Tearn Member

(f Warranted by Speaker Preforenes)

*Registration and Seating continues with 2 Team Members

10 Minutes buto
Hyvent:

1 Howr Into Bvent:

I Hour, 15 Mimites
Into Event

*Presentation

=Sales Coordinator #1 Brings Registration
Inside the Room and Registers and Seats Late
Altendess while Waiching for Buyer Signals
{positive body langnage and responses to
speaker questions)

»Sales Coordinator #2 Stands Outside the
Meeting Space and Direcis Latecomers Inside
the Meeting Spasce to Registration

sProgram
Coordinator Enders
All Registration
Information Into the
System

sNends "Take 90
Minutes” Email to
No Shows

»Assists Sales
Coordinator #1 with
Registration &
Seating If Necessary

»Sales Coordinator #2 Returns To Meeting
Space {Dependerd Upon Number of
Latccomers SHll Avriving}, Does Head Count,
and Reports Number to PO

sSales Coordinator #1 Watches Spealer for
Signal (Too Hot, Needs Water, Cell Phones

Ringing, Attendess Trying to Ask Questions,
ete)

«Program
Coordinator Exders
All Registration
{nformation Into the
System

=Sales Coordipators Puf Together Buyer
Packages (Goldmine & Preview Kits fnside
Black Tromy Bag)

*Write Appropriate Event Codes on Sales
Forms

*Write Posteards te Buyers From Previous
Sessions of The Existing Campaipgn

*Program
Coondinator Firushes
Ertering All
Registration
Information nto the
Aystem

*Prepares The
Sesston's Report
»Assists Sales
Coordinators 1F Time
Permits
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TRUMP

B EYERSITY

1 Hour, 20 Minutes
Into Event:

At The Close:

“Team Sets Up Sales Area with Enrollment Forms, Product & Chairs
After Seeing “Trigper” Shide
=Display Cateh the Wave CDs

~Toam Mans The Sales Area, SMands Up, Is Attentive to Speaker and
Attendes Movement and Ready to Sell, Sell, Sallt

Dhuring Sales Time:

=Stand Off To Bide of
Sales Table (Away
Fromn Door), Speak

| With Students Over
bic, Get Them
Bxoited, and Get
Them Seated at Sales
Tabde

“Program
Coordinator Works
the Room with
Bpecial Adtention To
Tearn Members In
Possession of 4
Credit Card that
Needs to Be Run

=Sales Coordinator #1 Stays At Sales Table
and Facilitates Eorollment

«Sales Coordinator #2 Floats and Gets More
Atlendees Seated at Sales Table

"Orientation”

=Omee All Paperwork is Complete, Buyers Are Sent to The Front of The

Eoom for

Orientation:

=One Siaff Member Conducts Orientation

*(ne Staff Member Walks to Retrieve Signage with Bpecial Atention
to Selicitors (See Procedure in Compliance Section)
»Cine Staff Member Starts Striking the Set

«Program
Coordinator checks
o make sure
Orientation Session
is Being Becorded
sProgram
Coordinator
Completes Entry of
Sales, Paperwork,
and Seasion Report

At the Close of
Oirientation:

| <All Btaff Members Congratulste and Shake Hands with Buyers

After the Event:

=All Siaff Members Strtke the Sot and Pack Up as a Team

Paperwork Procedure:

b The Eoroliment Form

1. The Buyers Role

a. Enrolimeny forms must contain all buyer information: Tull naime, address, email, and phone

ngnber

b. Buyers will be encouraged to bist a guest and all pertinent gusst contact mformation

¢. The boyer must cirele the frm of payment that he/she wishes to pay with- ALL
PAYMENTS MUST BE RECEIVED IN FULL
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Bemindertit

«Hyll payment of $1495 must be collected before paperwork is submitted to Trump U
otfice after the Preview! Down payments are hot an acesptable form of payvment, If full
payment is not recelved during preview event, the contract will be transferred 1o the
inside sales department and will not be counted towards the final conversion. No
exoeptions.

A post dated check is never accepted as a form of payment on a preview.

d. The bottom of the enrollment form must be signed by the buyer
ii, The Trump £ Team Member Role
a. Verify that all buyer information is present
b. Encourage the buyer to list 2 guest if the field is blank
. Write the last fonr digits of the eredit cand number or the check number dependant on form
of payment cireled
i1, Yerily that the bottom of the envoellment form s signed
. Yerify that the top of the enrcliment form indicgies the team present and accurate event
code '
. Write the current dade and the date that is concwrrent with the three day cancellation policy
on the back of the buyers pink enrollment form and the back of the white envollment form.
I, The Termms & Conditions Form
1. The Buyers Role
a. Prnt, sign, and date where indicated
it The Trump U Team Member Role
a. Verify that the buyer has printed, signed, and dated appropriately
1T, The Buyer Package
i Ornece payment has been run through and confirmed, the buyer showd be presented with the
following:

a. The pink copy of the Envollment Form and the Terms & Conditions Form stapled
together and tucked into their Trump folder (Preview Kit) containing all of the
nacessary event informaltion

b The buver incentive (currendy: Goldmine)
&. The shove should be bundled together and placed in a black and pold Tromp bag
d. Direct them to a seat near the other buyers for orfentation
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Advisor:

UMIVERS

ITY

Event Code:
Client {D#

(Special Edition)

Foreciosure DealFinder First Month FREE*

ARE
ADDRESS ARDRESS
cire SYATE ZIp SGDE CHY STATE 2P C0nE
EMALL ERAAGL
PIGHIE FHONE WIORR PHONE HORE FHONE WORK PHONE
CELL PHOME FAX CELL PHONE FAX
Fast Track {o Foreclosure 3-Day Training: $4,385 . $1 ’ggﬁf}gg
(12 Marth Audit Privileges) {includes one FREE guest)
Premism Membership (12 months) FREE
2 Waekly Webinars
® Client Advisor
® Contiruing Education Events
® Forms Vault
® Resource Library
® Empire Cily
Real Estate Goldming Audio Tourse FREE

per monih, g

ble monthly as if { had pessonally signed a chedk or sa

Il Credit Card

*Data Subscdption Fees: | hereby authorize Trump Urniversity o charge my bank accour

untess-and until | nstify Tramp University in witting that Pwish to cancel this subsaription, which | raay do at any time whaisoever, A record of my
payment will be included in my back or credit card slalerment and will serve as my receipt. This subseriplion can be cancelled at the first day of
training.

Y &S5 IT AFFEAR

v or eredit card account, neted below, inr the sur of $R4.25
5 drafl slip to Trump - University. This authorization shall remain in effect

THE CARLD (Plgasa Pant}

CREQIT CARD NO

BILLING ADDRESS (7 different fram alove)

AP DATE SECURITY CODE

oIy

STATE 1P

AGCOUNT MO

CHECK NG

{1 Check

You may cance! this agreement without any penaity, ot any tive prior to midnight of the thisd business day after the date of this transaction.
See canceliation notice on reverss side for explanation of this right.

Fou, e Buver, may withdraw without penalty Trom: the raining class schediled above by the end of e first day of the next regulady schaduled raining
class as zpecified abiove, or within (14) days from the snrciiraent date, whichever cocurs first. 1 you attend at a subsequent time, the canceliation option
wialh ot apzhy.

This Program is provided for information only. and ao quarantess, promises, representstions or wamanties of any kind regarding specific. or general
benefits, monstary of giherwise, have been or will be mads by he Program, Program instiuctors, Trump Liniversity, their affiliates or their officers,
wrincipals, representatives, agents or employess (collectively, "Principals™). | acknowledge thal none of the Principals Is engaged in rendering financial,
invesiment, lagal, actourting, or other professinnal services oradvice. I such professional advice or other expert services are raquined, | acknowletge
that | should saek the services of @ campetent professional who can consider my particular circumstances, | acknowiedge that none of the Pdncipals is
respormible for, and they shall have no liability Tor, my business suceesas or failure, my acts and omissions, the appropriatenass of My business decisions,
or my use of or refliznce on Program information.

By signing helow, | "Farticipant”y acknowlsdge that i have read and agree o the provisions on the front and back of this Enrollment Form,
BRATURE DATE

SIGNATURET DATE

White Dopyr TRUMP U Pink Dopy: CUSTOMER

Trump University 40 Wall Street 327 Floor Mew ENERYEK TIAS P 212-248-1800 F. 212-037-3830
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V. THE FULFILLMENT

Behind the Seenes between the Preview & the Fulfillment:
Pre-Fulfillment Timeling:

Pruring Preview: Operations: Live Bvents Coordinator Orders Materials for Fulfillroent Training
Trmmediately Service: Buyer Receives Email Inviting Him to the Wealth Builder's Network
Following the Premiom

Preview:

Day After Preview: | Service: Welcome Bmail Sent

Service: Webinar Otentatinn. Bmail Sent
Service; Welcome Call From Client Advisor

1Week Priorio Live Events: Buyer Recetves Post Card from Preview Team

Fulfiflment:

5 Days Prion Operations: Iunerary Constructed & Sent to Bvent Team

4 Days Prior: Operations: Speéc Sheet Construsted & Sentto PC with Meeting Boom Details
3 Days Prior: Operations: PC Orchestrates & Faeilitates Phone Conterence for Event Team

2 Days Prion Servive: Reminder Call

Day DF Operations: Event Team Personally Calls Mo Shows In Atempt to Got Them o

Training

Behind the Scones between the Preview & Fulfillment: Shipping Formula for Materials Ordered
For Fulliliment During Preview:

Futfilbment Event: The Live Events Coordinator will order based on a 45% show rate on the dev for
ihose registered for the preview and a 20% conversion. The Live Events Coordinator will then multiply
the number of expected buyers by 1.5 to account for guests and add 5 as a safety net. The snd tesult is the
nugrber that the PO should accounting for i their nrdering for the fulfillraent.

For example: If the “Preview Totals” inthe “Tot Reg’™ row is 383 the jormula is executed as follows:
385 %45 = 173 {Expected Avtendees)

173 x 2= 35 (Kxpected Buvers)

33 x 1.5 = 33 {Expected Aftendess for Fulfillment Inclusive of Guests)

53+ § = 38 (Expecied Atendees Tnclusive of Safery Net)

The LEC will wrder for 58 of all materials for the Julfillment

The LEC will order fulfiliment Lity jor 20% of those expected:

58 x 2= 12 (Toied Buyers.st Fulfillment}
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Pehind the Scenes hebween the Preview & Fulfiliment: Promium Membership Emall Antomaticelly
Sent to Buyer:

Dear Azza,

Congratulations! When you enrolled at Trump Undversity you took a giant step toward achieving
your financial goals. Our job is 1o do everything that we can to belp you slong the way. We
understand that successful real estate investors and entrepreneurs aren't created overnight, so
at Trump University all of our programs offer one full year of ongoing support. That is aur
commitment 10 your success.

Your one year of support begins today. As a Trump Premium Member you now have access to
exclusive resources, support and events that have been designed with the active investor in
mind. Specifically, vour learning plan now includes:

1} Weekly Expert Webinars - Keep your knowledge up 1o date with powerful webinars hosted by
experts In real estate investing, asset protection, wealth creation, personal development and
entrepreneurship, Fach webinar is conducted online and includes the opportunity to ask
personal gquestions.

2} Comprehensive Onling Resaurces - Access your member-only resource library to read
ralevant articles and download legal forms. Every month we will be adding new articles and
forms to kesp you current with emerging industry trends.

3} Exclusive Member Forums - Connectwith vour peers; ask and answer questions; provide
insight; get advice, Nathing is maore powerful than being a part of a community of lite-minded
doers.

4} Dedicated Client Advisors - Consult with your Client Advisor on what courses to take and how
to get the most out of the caurses in which you are currently enrolied. Client Advisors are there

to guide you through your learning plan.
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TR

T

UM

WD
VERSITY

53 Continuing Education Events - Attend one of our monthly regional continuing education
avents; network with other sugcess-oriented individuals; brush-up on your fundamental skills.

Ready to go? Get started now. Once you log-in, you will be immediately directed fo your new
Premiurm site. Enioy your membership!

TRUMP

F R IVERSETY

To your suscess,
Michael Sexton

President
Trumg University
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TRUMP:

WAV R REUEY

Behind the Seenes between the Preview & Fallillment: Welcome Email Sent After Culmiination of
Preview Campaipn:

Dear Valued Member,
Congratulations you have been accepted fo the Tramp University's Schoo! of Real Estake.

We are excited that you have chosento join us for a weekend filled with valuable information
that will lasta lifetime. The Fast Track to Foreclosure Real Pstate Retreat in San Diego will be
your fivst steps towards achieving financial independence.

In Appreciation of Your Envollment, You Will Alsc Receive a Complimentary 12-Month
Premium Membership to The Trump University!

Membership to this exclusive club includes:

#  Regular access to yows personal Member Advisor
¢ Weekly expart webinars

®  Free continuing education programs

s Exclusive Graduate Days

s Fullaccess to crucial legal forms

s Comprehensive resource library

e Special Member pricing on select products and programs
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Be sure to watch for an email with all of your membership details!

One more thing: Adso incuded in this packet is information shout the location of the event and
travel arrangements. Many of your questions will be answered with this information, so please
review it carefully. Please do not hesitate to call with any additional questions you may have

concerning e retreat
We lnel: forward. to sesing you there!

Best regards,

Tason Schauer

Tromp University

40 Wall Street, 32nd FL
New York, NY 10005
Phone: 646.810.2118
Fax: 212.248,0782

wivw, TrumnUniversitv.com

HOTEL and Travel Information

Manchester Grand Hyatt San Diego
One Market Place

San Diego, CA 82101

United States

619-232-123%4

The seminar will be held in the Hotel's Conference Center,

Students are responsible for making their own hotel and travel arvangements. It is not mandatory
o stay st the hotel Yisted above. If you would like additional information about other hotels in
the ares, please contact a retreat coordinator at (646 810-2119.

Flight Information:
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TRUMDP:

NI YERSITY

If you are flying, we suggest that vou use an on-line ravel search engine such as

www.expedis.com or www.orbitz.com. They are an excellent resource when looking for the

cheapest available flights and are extremely user-friendly.

Fri. December 12%: 2115 a.m. — Registration Beglus
%:00 a.mi. —- Class Beglus
12:00-1:00- Lunch at the Hotel
{lass Bnids at Approxinately 6:00 pan.

Sat, Diecember 13% 9:00 a.m. - Classrosin
1206-1:00 Lunch at Hotel
Clags Ends at Approximately 6:00 pan.

Sur, December 149 900 am, - Classroors
' 12:00-1:00 Lunch at Hotel
lass Ends at Approximately 5:00 pan,

Frequently Asked Questions

What should Phring? You are not required to bring any Trump University materials that you have
already received thus far. A new workbook will be provided at the retreat. The hotel provides pens and

small notepads. However, you may want to bring extra note-taking materials with you.

What should T wear? Dress comfortably, 85 you will be in class for the mafority of the time.
Ave menls Included? We will not be providing meals af your retreat.

Do I have to stay at the hotel where the retreat is-being held? No, however we do expect that yvou allow

adeguate travel time In order to be o time for class.

Hew do § get to the hotel once T arrive? The most common form of transportation is either by taxi or
reftal car. The hotel does not offer a shutile service.

May Tbring a guest? Dus to limited space you are only eligible to bring one guest. Please contact your

Betreat Coordinator to register your guest
Jagon Schiauer

Trump University
40 Wall Street, 32nd Floor
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Behindg the Scenes hebween the Preview & Fulfillment: Email Sent Intredusing Webinar Day After
Culmination of Preview Campaign:

Dacember 4, 2008

Dear Valued Member,

We want to make sure you have all the information you need to log-into your Fast Track fo
Foretlosure Investing introductory webinar, This webinar will belp you get started and be ready
for the 3 day Fast Track to Foreclosure Retreal. You will be able {o access this webinar at your
convenienna.

To participata inthis webinar

1) Go tottumpu.acrobat.oom/pl3 3825623/

2} You will be able to listen 1o the webinar through your computer's speakers or by connecting
vour headphones to the headphone jack In your computer.

We hope you can join us for this Informative session!
To your success,

a0

Michas! Saxion

Prasidernt
Trump University
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Welcome Call-from Chent Adviser Day Alter Colmination of Preview Campaign:
Hi may | speak with {students name), this is {your name) calling from Trump University, how are you
today?

Student will answer

Great! Welcoma and Congratulations on enrolling In the Fast Track te Fareclosie Training program,
coming the {give dates Lo, 687 7th and 3™},

{Speaker’'s Name) asked me to give vou a call and make sure you have sverything you needed, Alsc, |
have recently sent over a few e-malls, were you able to check yet if vou received those?

{Usually they have not chacked)

Ok, not a prablem whenever yau have a chance, there are two emails in particular. One is just a basic
itinerary of the three days; the tirﬁes, dates and location. The other emall contains an Orientation
Webinar; the webinar runs about 25min and brings vou through the lump Start Guide, which is-a great
resource for yvou {0 have, it is a resource that allows you towrite down your goals and what you are
hioping 1o achieve through Real Estate.

You were also given some homework to complete, do vou have any questions on how fo get started
with that or where to find the homes?

Great, also Lwanted to double check vou enrolied a guest, | can’t emphasis the importance ofa team
environment; and how important i s to have g great support gystem in place.

{check to make sureyou have the correct email and get new information if needed)

i you have any more gquestions before thetraining, all my contact information is at the bottom of my
emails, and please do not hesitate to centact me.

Have a great day!
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Behind the Scenes between the Preview & Fulfillment: ltinerary Sent to Event Team 8 Days Prior
te Event:

FTF- NEW YORK 14-16 NOVEMBER, 2008

svent Code: RTRFTF-20081114%

Attendee Registration: 132

Expected Attenders with Guests: 203 (Registered attendees exceed formula - Add 50% ta Attendee
registration to aliow for free guest}

Hlinimum Sales Goal: $507,500 ($2500 per head: 75% cash collected)

Friday, November 14, 2008
Saturday, November 15, 2008
Sunday, November 16, 2008

Event Staffing:
Speaker - James Harris

.
Sales Coordinatar- Ryan Lotman _ _
Sales Coordinator- Scott Leitzeil _
Sales Coordinator-  Cory Ligneli ] _
Sales Coordinater- Mike Dubin _ _
pC/Sales Coordinator- Tiffany Brinkman | | | IIEI ~  ibrinkman@uumpuniversity.com

Program Coordinator- Jason Schauer _ ischauer@trumpuniversity. com
Speaker Observing-  Steve Goff _ sgoff@irumpuniversity. com

Venue:

New Yorker Hotel

481 8" Avenue & 347 Street
Paw York, NY 20001
917.267.2666

Contact: Patricia Wong

Hotel Accammodations:
Same az ahove
Check In: Friday, Novernber 14
Check Out: Monday, November 17
James Harris Confirmation Number: 304908
Stave Goff Confirmation Number: 307180 {check in Thursday)
Tiffany Brirkman Confirmation Number: 304916
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TRUMP

UNIYVERIFTY

Ryan Lotman Confirrnation NMumber: 304914

Scott Leitzel] Confismation Number: 304810 {check in Thursday)
Cory Lignell Confirmation Nurber: 204911
fdike Dubin Confirmation Nureber 304818
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UNIVERSETY

TRUMP %

Behind the Scenes between the Preview & Fulfilment: Spec Shest Sent te PC 4 Days Prior tp
Hyent:

engiName.

i

%

Masting Room Namse

University/island {2/3

of ballroom)

Syuare Footage of Mesting Room 3234 Square Feet

Loiling Height 12

Any Obstructions {Pillars, st} No

Onsite for BEvent Day Banquset Captain Donna or Solonge

Audio Visual Onsite for Event Day

Joshua Collins

Condirm: Bvent (o Be Posted aw:
"Trump Universiby: Fast Track Te

Foraciosure” Yes
Recolved Dagram Yes
Parking Fes Free
Parking Fos Waived for Siaff Free
Maotified of Boxes Enroute Yes

Motified of Boxes To Ship Qut

Yeas talk to Donna or Solongs

Projection Type (Rear or Front?) Front
Owverhead Projector Ordered? {8at on

speakar right) Yes
State Flag, U3 Flag & Plants Available Yes
Pans & Pads In Room Confivmad Yes
Water Pitchers on Tables Confinmed Yes

Lonfimn Coffes {Regl Becal! Teal to be
Geat By 8am Each Morning inside
Room

set by 7130 am

Confirm- Banguets MUST check with
ISusan Morrison] To Get Permission
to Refill Colfenill

Yes

Timne Mesting Room To Be Compleisly
Set By

set by 6:00am

Intarnet Ordered ¥ Necessary

Ordered for Saturday only

Sound Pateh {o Speaker’s Computer if
Nocassary

Palch ta House sound only

Gpeaker Phone Wired through House
Sound if Necessary

Saturdgy only

Send Full & Final via Emall or Fax

tatk to Donna

Full & Final Status

tatk o Domna

Sleeping Reoms Confirmed
{Room & Tax to Master)

Yes
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Firval Numbay Roony To Be Set For

{Classroom Style with Center Alsle) 5t

Name of Oosite Contact that Reviewed

&l of Ahove Detalls Lvane Davis-Domme

Behingd the Scenes betwesn the Proview & Folfihmoent! Email Sent to Event Team Announcing
FPhone Coenference Details Sent 4 Days Prior:

Goad Evening Team Denver,
Please dial in fora brief meeting during which wo will touch ou the fellowing

1. Team Introductions

2. Byeat Review

# Registered for event

b, Roosiand AY SetUp

¢ Pree Giveawayvs

d. Event Expectations (flow of presentation and ssleg)

e. Buyer packsge to be given out aflersale

Hotel and Flight Information { Arrival and Departure times)

4, Open Items (Suggestions/Comments, PFT copies Tor back up, ltems o be given out eic)

P

)
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Looking forward to a fabulous event!

Best regards,

April Neumany

Behind the Hcenes between the Preview & Fulfillmeni: Reminder Call from Customer Serviee 323
Days Prior

Is [NAME] available?

Hello, this is from Trump University. P'm ealling with a courtesy remindsr that you have
reserved & ssat at our Fast Track to Foreclosure Seminar August 227 24", The class is being held at
The San Diego Marriolt Hotel and Maring in San Diego, T4 32101 and is being taughi by one of
Mr. Trump's o instructors, Mr, Steve Goff

We recommend that you bring a pen and paper {o take notes during the class. You may alse want fo
bring a swealer a5 the hotel facility can be quite cold. Finally, we encourags you © bring s quest. There
is no charge for guests and many successiul real estate investors find it easier to work with a parines.

This may ba a once-in-a-ifelime opportunity to create massive profils from real estate investing i you
kniow what you are doing. And our goal is to make sure that you dol

if you have any questions please coniact our customer support team at 877-208-7887 axtension 0.

Have a greal day.
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TRUMPY

UOMLVE RETTY

AT THE FULFILEMENT
Event Team Ground Rules

s All Trump U Team Members (fravel permitting) will meet the ovening priot to the preview to walk
the space, setup the room, and ensure that all necossary materials that Bave been shipped to the hotel,
hiave been logsted by the hotel staff,

¢ Team Members must arrive at the Fulfillment haotel 2 hows prior to the event.

s Al Trump U Team Mombers maust be professionally dressed at least cns-hour prior to the begiming
of the Fulfiliment. Attire yust always be neat, ironed and professional. All Trump U Team Members
will always be dressed in 2 suit and must wear their Jacket throughont the fisst two hours of each day
of the eveit

o Name badges must be worn.

s Tyump U Team Members.are not permitied to use cell phones during the fulfiliment. The only time
cell phones are permittad is when no-shows are being contacted or, in very limited circumsiances, the
Trump U Team Member hag verbally indicated to the other Team Members that he/she must make an
extremely important call,

»  Trump U Team Members are responsible for learndng all parts of the fulfillment 56t up process and
waorking cohesively to do evervihing within their power to contribute toa successful event.

= Bales Coordinators are permitied o use their personal laptops during three day training events. Al
Trump University Team Members will be required to have the below tmege as thelr deskeop
background at all Trump University Events. Please follow the below instmctions for setting this
wmage as vour desktop background on your laptop:

{. Donbie click the attachment in the eroail in which this fmage was sent o you, to open the
image, and ¢ave the image to your computor se that vou can reference and setas your desktop
background as necessary.
2. Go into the staxt roeny, in the lower left corer of your computer sereen and elick “My
Conputer,”
3. Locate the “Control Panel™ buiton and double click,
4. Locate the “Display” icon and double click.
5. Click the “Deskiop” tab.
6. Click "Browse™ and locate the tmage that you just saved to your computer.
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7. Double click the irnage so that it appears on the computer icon m the popup box,
B. Click “apply” and thew click “ok.”
The above image will now be your desktop background.

Hecerding for Compliance During the Fulfilbment

AL Tromp University ubfillinents, workshops, and retreats will be recorded for compliance and training
purposes. All sessions will be recorded divectly through the mixer to ensure the highest feasible sound
quality for transeription and audibifity purposes. All Trump University three day training events shall be
recorded in the following manner:

sAll three day trainings are to be recorded in their antirety. Trainings will be recorded in fwo or more
sections per day and labeled appropriately. Rename recordings wtilizing the standard three day training
recarding format, indicating event code, speaker last name, and numbered sequentially.

s4)] staff lecturers shall be recorded separately and sassions labeled appropriately. All parts will be
numbered so that all recordings are in order of the actual daily line-up. Note: This is inclusive of any time
Program Coordinators and Sales Coordingtors spegk. Anything that is spoken from the front of the room
must be recorded,

=Linder oo circurnstances should live phone calls with sellers be recarded. It is illegal to recard the other
party withoul thelr consent.

= Al closes- whether they be a soft close or 3 hard dose- shall be recorded separately and labeled
appropriately.

ol closes are to be labeled appropriately and emailed to tmecarthy@trurmpuniversity.oom;
aneumann@rumpuniversity.com, at the culmination of that particular day. In the case that
there are two closes (Tor example, on day 2 the speaker does a soft close right after lunch, and a
hard close at the end of the day} both recordings will be sent and [abeled accordingly.

st the culmination of the three day training event, Program Coordinators dre responsible for omailing
all sesslons to tmwcarthy@rumpuniversity com and angumanni@tumpuniversity. cont within 48 howss.
Al recordings will Bve on the shared server so that they roay be accessed by the management staff at 40
Wall.

=Program Coordinators are responsible for immuadiately emailing ahy sessions containing questionable
material with notes totmecarthy@trumpuniversity.com ; aneumann@irumpuniversity. com. This refers
to any material that encompasses, but is not necessarily limited to the below:

sTestimanials associated with any other coursss or prografms
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For example: A speaker uses o testimonial of a student thot was theirs before they were with
Trurmp University, and implies that itis o TU student that has gone through the Trump Elite Gold
Package.

» Guarantees implying success will be claimed
For exompie: “If vou enroll in the three day mentoring package, vou will be oble to muoke 540k on
vour first degl,”

» Privedrops that are reflected incorrectly
For example: “After vou veglk-out thot door today, the price on this program is going io jump
from 835,985 to 548,490, This is an event price only.”

+ Shortage clases
For example: “The first four of vou to sigrn ug will get this s ah extrg bonus” or “We only have
five spots feft today for this fraining.”

Fulfiliioent Registration Setup

1. Registration Area Guidelines
i. This area should always be completed first to alleviate distractions and confusion for early
attendee atrivals.
ii. First itnpressions are criticall Male sure the registration area is neat and organized.
i1 Begistration Area Setup
1. Bignage must be prominent arsd presentable
a. Strategioally place directional signs at point of catry
b. Place standup baoner at registration table for additional effect
it. Tron and place table banner on registration table
il Plage registration cards, guest registration cards, roster, printed name tags, sharpies, exira

name tags, and Photo & Testimenial Consent Forms under the table unfil you are ready to start
welcoming guests

iv, Bnsure that all name tags of previcus “Elite Buyers” have beon tagged with the black and gold
“Trimp Elite™ ribbong

v, Setup musie to run in event room daring registration Tor easy transition to room when doors
open
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Fulfillroent Event Space Setup

L Remember: Mo clutter! Main goal is to not let anything be a potential turnoff and distract from
the flow of the event

H. Setup PC's Laptop Computer:
i. Confirm that Yesizon coard works within mesting space
1. Confirm powsr souree
H1L Setap Speaker’s Laptop Computer:
i. Confiym power gource
ii. Corfirm laptop sound
il Confiom projector connection
IV. Event Materials
i. Retrieve all necessary paperwork for preview from shipped boxes
i, Locate and organize miaterials needed
iil. Stow boxes out of sight of the attendees
iv. Display materialy as indicated by Trumyp Uraversity
v, Be neat!] Lack of organization and disorder reflects poorly vn Trump University and will
direetly influence attendee confidence and impacts efficiency
Y. Setup AV Equipment
t. Visnal
a. Connect projector io power soures and speaker laptop
b, Confirm projecior power source and that projection is clear and straight on
sereen
¢. Confirm overhead projector power seurce and that projection is straight on
screen
d. Place adeguate transparencies and ovorbead markers next to the overhead
projecior
. Presentation check
1. Check that wireless presenter is working
2. Test testimonial loop and video to eliminate any issncs before
preseniation
i, Audio
a. Connect mixeron back sales table to house svund and confitm power source
b Put new batteries in lavalicre microphone, connect to raixer and confirm
TECEIVer POWEr SoUres
o Put rew hatteries in handheld microphone, connect to mixer and confitm
LoCciver power souron
d. Conmect iPod to mixer and vonfirm that it has been charged sufficieutly
e, Connest Speaker laptop sound 1o mixer
£, Put new baiteries in recorder and connect to mixer
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TRUMP?

A EVE ST

. Sound check
I, Lavaliers microphone and adjust volume as necessary
2. Handheld microphone and adjust volume as necessary
3, Poid shuffle, adjust volume as necessary, and cue “Money, Money,
Money” song {The " Jays) for intraduction
4. Recordef through doing a “test” recording 1o ensure audibility
5. Bpeaker laptop sound and adjust volume as necessary
VI Setup Front of Beom
i. Diaplay banmer on 6 ft. table between two screens
il. Ensure that table banner is ironed and straight on 6 ft. table that is belween two screens
iit. Display incentive product as indicated by Trurap University
tv. Check that the hotel has provided a bar stool for speaker
v. Check that the hotel has providedthree hottles of water for spaaker
VI Chair Setup '
1. Boom to be set classroom style
& Pens and pads should be placed at esch place setting. Exira pens dod pads
should be kapt tn the back so that they can be casily rotricved when chairs need
to be added to the setup.
b. A water glass should be ateach place sctting, and piichers of water should be
withan reachs for eack altendee
¢. No candy should ever be on tablesl
VL Overall Atmosphere
. Confirm that room temperature is no more than 68 degress
ii. Check te see if bulbs need to be removed from overhead lighting o aveid washing out
of sereens
i1, Walk speakor space to ensure adeguate spacing from sereens te first table
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AN EVERSITY

Fulfilbment Het Up Wil Be As Per Diagrame
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Falfillment Registration Procedure:
1 Welcome Atiendecs
1. Check Each Attendse OfF on the Roster
1. Ask if he/ she has changed any contact information since last you saw them, if s0, hand them a
white primary registration card so that they roay record the correst tnformation to be entered
o our system
i Ask if he/she has brought a guest
a. If 8 guest is present they must 1l out 2 blue guest card in order o complete the
regislration process
b. Bach card should be reviewed for legibility and completion. If something is anissing,
ask for i,
iii. In the event that an-atiendee is not on the roster, write down thelr name, and ask for them to
gtep 1o the side and that you will investigate and be back with them momentarily
L Photo & Testimonial Consent Forms
1. Gnee an attendee has been checked off on the roster and guesis have filled out their guest cards,
each atendes will be given a Photo & Testimonial Copsent Form to complete
ii. In the event that an attendee Is not comforiable completing the consent form, do not pressure
them, just remember to ot use the consent forms a2 method of calenlating attendaoee
. Mame Tags )
i. After cach attendee has completed all of hus/her paperwork, they may receive a name tag
it Pemind the attendee that name tags must be worn at all times, and set.an example by wearing
yours
il I an attendes’s name is spelied incorrectly on their name tag, apologive and hand-write them
a new one, Make a note of it and Iot them know that you will get them a printed name tag at
break. .
v, Handwwrite name tags forusexpected guests. Make a note of it and let them know that you
will get them a printeéd name tag at break.
V. Photos
1. &indent pholos will be taken af all Trump University fulflllments, workshops, and retreats to
be used for ong-on-one and complisnce puiposcs. Photos should be taken at all Trump
University events and posted as follows:

Neote:

If at any time o student refises fo have their picture taken, the Program Coordinator will
witlize a picture of the Trump Loge and write the student’s name on e logo.

it All photos will be talcen in the following manner
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a. After receiving a name tag, students will be directed to the designated staff

Wi Entering the Bvent Room

photographer to have their picture taken. Sindents nmst wear their name tags in their
photos so that the student’s name 18 clearly posted n the picture.

i. Students may enter the event room once they have completed the entive registration process.

Evening Prior {o Fulfilhment- Event Responsibilities:

Pre-Bvent Sales Coordinator | Sales Coordinator | Frogram
Responsibilities | Speaker #1 #2 Coordinator
Ewvent Team Meets, Walks the Event Space, and Discusses Plan of Action:
sRegistration Roles
*Team Infrodoctions
«Format for the Weekend
Evening Priog «%hen Student Profiles Distributed
Bay 1 Folfithsent-Event Responsibiltites:
Day i Sales Coordinator | Sales Coordinator | Program
Respousibitities | -Speaker #1 #2 Coprdinator

2 Hours Prior:

{ ¥ Houwrs Pricr

Spodker Drops Off
His Laptop To Hook
Up to Andio Visual

Event Tearn Meefs in Event Room 10 Setup Audin Visual, Baohers,
Dirsctional Signage, Sales Coral, Front of Room, Twesk Rooin Setdp
as Per Mumber Registered, Locate and Setup Workbooks sad Other
Paperwork and Locate Restronms

Registration Area Is St with Ironed Tablecloth, Name Tags are
Ready to go, and Visual & Sound Checks Have Been Done to
Confirm Connections for
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*Power Poiat Preseatation
*Overhead Projector
«Speaker Laptop

= Speaker Mic

» Handheld Mic

= 1Pod Sound

=Recorder

WMWY

BRE Y

45 Minutes Pricr:

Speaker Returns o
Meeting Roogr to
Get In "Fulfillment
Mindset"

Event Team Beging Registration & “Registration Roles”

Doors Open, Music is Playing

«One Team Member Mans Regisiration Table

«Ume Team Member Aots as "The Photographer”

«Ope Team Member Acts As "The Welcomet”

*Speaker Begins

Registration & Photos Continue Outside with 2 Team Members

*One Team Member Seats Latecomers and Watches for Speaker

15 Minmtes Iinlo
Event:

3¢ Minules Tnio
Bvent:

«Bales Coordinator #2 Stands Outeide the
Meeting Space and Ditects Latecomers Inside
and Takes Pictures as Necessary

At Bvent Time: Progentation Signals
«Program
sSalea Coondinator #1 Brings Registration Cogrdinator Entors
Ingide the Room and Registers Late Al Registration
Attendees and Sends them Outside to Have information Into the
Their Photo Taken Systern
. sAasialy Bales
»Presentation

Coordinator #1 with
Begistration &
Seating I Necessary

«Sales Coordinator #2 Returas To Meeting
Space (Dependent Upon Number of
Latecomers Stll Arriving}, Does Head Count,
and Reports Mumber to PO
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TRUMPS
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System

Sales Coordinator #1 Walches Speaker for

Signal {Toe Hot, Needs Water, Cell Phones

Ringing, Attendess Teving to Ask Questions,

ele)
‘When Speaker *Program
Anrounces *Sales Coordinators Take Notes with Special | Coordinator Prepares
Attendoe Attention to Real Bsiate History, Current Day | Report Whils
Introdusctions: Profession, and dnterest Leval Listening

When Spealer
Anngunces Team
Introductions:

i a Swdent Comes
In ta Cangal:

Phatos Are
Printed

When Speaker
Anncunces Student
Profiles

*Presentation

All Team Mermbers Drop What They Are Doing and Walk to Front
of the Room for Introduction
*Directly Following Introductions, Team Calls “No-Shows”

*One Tearn Member Works With Them to Fill Gut Al Appropriate
Paperwork and Collect All Wecessary Materials

Bach Student's Photo Will be Printed Twice:

«The first photo should be printed i either 3xS or wallet size. This
photo will be stapled to the Stwdent goal sheet for'the team’s review.
The photo will be removed before the Student profile sheet is returned
and stapled to the Thote & Testimenial Consent Form and Return 1o
the office.

«The second photo should be printed in 4x6 size. This photo will be
used on the photo boards That are utifized to display the assipned
teams for the avent,

Photos Will Also Be Emailed to Corporate:

=All student photos from each event will be downloaded onto the

shared server, and placed in the folder marked “Student Photos.”

Program Coordinators will create o folder Tabeled with the event code
within the “Student Photos™ folder so that it may be gasily referenced

in the instance of g chargeback.

*Tearn Works Topether to Distribute Student Profiles to Class
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Ot Breals:

»Team mingles with students with special attention to relieving the Speaker from needy

attendess

»Team manages that music 1s playing on all breaks

Throughout the
Diay:

= Progentation

Attentive 1o Speaker Sigrals and Requests
sAssists PO with Photos and Handouts as

Nepessary .

= Available to Students for Questions

«Checks to make sure
everyihing is being
recorded

»Completes Day 1
Report

=Tends to Student
Needs ag Necessary

o Works with Hotel to
Beceive Assistance,
Room Refreghing,
and Billing

Evening of Dav 1- Event Responsibilities:

Day 1 After
HEvent
Respounsibilities

Speaker

Rales Conrdinator
#1

Sales Coordinator
H2

Program
Coprdinator

Edentifving Buyers:

s Team Works Together to Identify Potential Buysis With Student Profile Sheets

Unee you lave the completed profiles, the team should go through each profile and determune
who has the most and least lquid assets and rank them using the following scale:

H1 - Over $50,000 of iguid assets

HZ - Between 20,000 and $20,000 of Hquid assets

E3 - Under 310,000 of liguid assets

B4 — Less than $2,000 of Hguid assets
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401ks and IR As should not be considersd when using the ranking system since these are not
liguid, available cash.

Dav 2 Event Recponsibilitios:

Day 2
Responsibilities

Speaker

Bales Coordinator | Sales Coordinator
#1 2

Program
Coordinaloer

I Hour Prior

45 Minutes Prior

Speaker Drops CHF
His Laptop To Hook
Up to Audio Visual

Event Team Meéts i Event Room to Setup Audio Visual, Banuers,
Drirectional Signage, Tweak Room Setup as Mecessary, Locate
Newossary Paperwork for Day 2 (Handouts, etc), and Setup Cocktail
Rounds Dutside Meeting Space for One-On-Ones!

Rogistration Area Is Set with Troped Tablecloth, Exdra Mame Tags are |
Ready to go, and Visual & Sound Checks Have Been Done to
Contirm Connections for

~Pawer Point Preseniation

«Uverhead Projector

sSpeaker Laptop

= Bpeaker Mic- Change Batteries!

» Handheld Mic- Change Batreries!

« IPod Bound

=Recorder- Change Bateries!

*Ensure that Polycon is Setup for Calls!

1/2 Hour Priot:

Sperker Returns to
Meeting Room to
Get In "Fulfiliment
Mindset”

Event Team Registers Any Guests that Were Not in Attendance on
Bay 1

Daors Open, Musis is Playing

cam Members Mingle with Students

Al Bvent Time;

«Speaker Begins
Presentation

“Registration & Photos Contimie Qutside
with 2 Team Members

~ PC Worka on Day 2
Report.

«Oue Tearn Member Seats Latecomers and

Watches for Speaker Signals

O Breaks:

s Tearnmingles with students with speeial attention w relieving the Speaker frow needy

atiendees

o Team manages that music 1s playing on all breaks
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TRUMP

UMIVERSITY

During the Close: «Preasntation «Entire Team i3 i Bvent Room and is Attentive to Presentation
«Tearn Watches for Buver Signals

TFhroughout the s Prosentalion «Allentive to Speaker Signals and Requests «Check to make sure
Day: *Begin One-On-Dnes everything is being
*Available to Students for Questions recorded
«Complete Day 2
Report

«Tend to Student
Needs as Necessary
«Work with Hotel to
Receive Assistance,
Room Refreshing,
and Billing

o Propare folders to
be distributed at
cluse

sPrepare packages to
be distributed to
buyers

The One-On-Cne

The importance of a.one-on-one with every student cannot be emphasized enough. The one on one
session is the time for the sales coordinator to sit down and determine the status of the student's goals,
curent investmends, and cirvent financial situation. Bach Trump U Team Member should remind cach
student to be truthful when completing the profiles since, without an acenrate profile, the path to success
cannol be charted.

Onee you it down with a student or couple, make sure that vou maintain conteol of the conversation.
You may begin withsome small-talk to establish rapport with the stadents but do not let them take
control the conversation. More irportantly, aveid allowing them to take time o icl you about their past
real estate and investment experiences. {The past is the past and their future siarts now with TU)) Make
sure to utilize open-ended questions in order to get aread for how the student is fooling about the
procgss. Some cxamples are

«What brought vou here thiz weikend?

«Lell me what you plan on deing first thing Monday after this weekead i8 over,

«Do vou see the valueof a mentor and continuing vour education with T1U?
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¥ou must be very aggressive during these conversations in order to push them out of their comfort zone:
I they see themselves a3 an expericnced investor, ask them what brought them to the seminar. Also,
mention that TU programs will only give them the opportunity to become a more educated mvestor. I
they coinplain about the price, remind them that Toump 1s'the BESTY This is the last real estate
investment they will ever need to makel! Remind them that TU teams are only looking for those students
who qualify and have & positive aititude. We are the best of the best, At the end of the session, use
positive reinforcement 1 order to calm their fears,

Remember!

= Have fun! They are looking up o us and we are the experts!!

s Back One-On-One should be no longer than 20 minutes. At the end of 20 minutes, you should
know whether they are displaying buying signals or not,

s Treat every One-On-One the same, Remember thal stndents like 1o streteh the truth and/or not
prat all of thetr information on their form

Evenine of Dav 2- Event Responsibilities:

Day 2 After
Event Bales Courdinator | Sales Coordinator | Program
Responsibilities | Speaker #1 #2 Coordinator

»Team Meets to Discuss Une-On-One Findings and Create Plan of Action for Sunday

Day 3- Event Responsibilities:

Day 3
Respomsibilities

Speaker

Hales Coordinater

#1

Rales Coordinator
#2

Program
Coordinater

I Houwr Prion:

45 Mins Prior:

Speaker Drops Off
His Laptop To Hook
Up to Audis Visual

Meets in Event Room to Sewup Audio Visual, Banners,
ignage, Tweak Room Setup as Mecessary, Lacate
Necessary Paperwork for Day 2 (Handouts, ew), and Setup Cockiail
Rounds Outside Meeting Space for One-On-Dnes!

Regisiration Area Is Set with Troned Tablecloth, Extra Wame Tags are
Ready to go, and Visual & Sound Checks Have Been Dione 1o

Contirm Conngctinns for
sPower Point Frosentation

Private & Canfulential ¢ Pape 69

CONFIDENTIAL

TU 130490



Case 3:13-cv-02519-GPC-WVG Document 212-3 Filed 05/31/16 Page 74 of 133

s

TRUMPS

UNIVERSLTY i

~Overhead Projector

~Gpeaker Laptop

= Speaker Mic- Change Batteries!

» Handheld Mic- Change Batteries!
» 1Pod Sound

=Recorder- Change Batteries!

1/2 Hows Prior

Speaker Returns to
Meeting Room to
Get I "Fulfilinoent
Mindset”

*Dioars Open, Music is Playing
«Team Menbers Mingle with Students

At BEvent Time:

sNpeakar Beging +(Ine-On-Caes Continue

Presentation

O Breaks:

sTeam mingles with studenls with special attention to relioving the Speaker from neady
atteridens
= Team manages thet music is playing on all breaks

Throughout the
Day:

»Check to make sure
gverything 18 being
recorded

s Presontation sAttentive 1o Speaker Signals and Requests
~Continue One-Un-Ones
»Available to Students for Questions

*RBun Sales as
Mecessary

»Tend to Student
Meeds as Wecessary
«Wark with Hotel to
Recelve Assistanoe,
Room Refreshing,
and Billing

= Prapare packages to
be distributed i
buyers

Survey
Distribuiion

sDistriboted Surveys to All Atendess & Colleota Once
Certificates

Completed i Exchange for

Send OQff

*Teamn congratilates buyers, shakes bands, and reinforces the purchase at send-off, leaving
buyers fecling that they made the right decision
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Fulfillment Pagerwork Procedure:
1. The Furollment Forn
i The Buyers Role

a. Enrollment forms must contain all buyer information: full narme, address, email, and phone
nber

b. Buyer must indicate as to which package they are enrolling
¢. Buyers will be encouraged to list 2 guest and all pertinent guest contact information
d. The buyer must circle the form of pavinent that he/she wishes to pay with

Puyt Dated Checks Policy:

Note: Inthe instance that a check i3 postdated, it will be considered as a pending
sale watil the date of the check comes to fruition,

Procedure for Documeniing 3 Post Dated Check:

»A post dated check does not count towards the dollars/head collected, nor will it
couni as & sale or towards any conversion until the check is deposited.

=4 check’s date should never be moore than ten days in advance of the datethat it
i3 collected.

«All chocks collested, must bo entered into the dev. To enter a post dated check,
select the check option as'a form of payment. Emter all pertinent information, and
then selset the date frons the valendar ivon that epriesponds with the date that is
on the check. The check will not be counted as “cash coltecied” wntll the actual
date that it 18 posted dated to,

e, The bottom of the enroliment form mnst be signed by the buver
it. The Trump U Team Member Role
& Verify that all buyer information is present
b. Encourage the buyer to list a gucst if the fisld s blank
¢, Writs the last four digits of the credit card mumber or the check number dependant on form
of payment circled
d. Verify that the bottom of the enroliment form s signed
. Verity that ihe top of the enrollment form indicates the team present and accurate event
code
1. The Terms & Conditions Form
i. The Buyers Eole
a. Print, wign, angd date where indicated
i, The Trump U Team Member Role
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a. Verify that the buyer has printed, signed, and dated appropriately
1L The Buyer Package
1. Unee payment has boen run through and confirmed, the buyer should be presented with the
following:

a. The pank copy of the Barollinent Form and the Terms & Conditions Form stapled
together and tucked into thelr Truwp Padfolio contalning all of the necessary event
iforimation

b. Any buyer incentives {Giveaways)
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i

Post Hvent Speaker Sales Coordinator | Sules Coordinator | Propram

Responsibilities #1 #2 Coordinator
=Warks together to strike the room and pack up boxes *Compiles Final
~Helps PC compile list of components in boxes and label boxes tobe | Bvent Synopsis
sent out aceordingly Report

Paost Folfillment Procedure

Day After Service: Welcome Call From Brad Schoeider to Schedule Mentorship and
Fulfillment; Retreats for All Trump Elite Package Buyers

BEvent Teany: Calls Buyers Thar Needed Extra Reassurance

Event Team: Calls Pendings To Fellow Up

5 Days Aftor Crperations: Survey Analysis is Compiled and Sent Cut to 40 Wall Management
Fuolfilbment: Team and BEvent Team For Beview
Ongolng: Service: Students Receive Weekly Webinar Invitations and Updates From

Wealth Builder's Network Premium

Swrvey Procedure:

Al surveys must be received by corporate on the second business day following an event, The following
pracedure will take place once the surveys are received. Survey analyses are not to be completed by the
Program Coordinator, Program Coordinators may attach a note to the stack of surveys when sending i to
zorporate in the case that any issues need to be addressed.

Please note: If at any point one of the below individuals is out of the office, the surveys will skip o the
next hand-off point,

1. Lily (Accounting) will pass all swrveys onto April Neumanu (Operations Manager). April will revigw
and address any pertinent issues with the Prograny/Sales Coordinators.

2. April Neumann will pass all surveys onto Trisha McCarthy {Live Bvents Coordinator) for survey
ahal},s;a. Trisha will compile the survey analysis, using the Master Survey Analysis as a templale, which
15 inclusive of the wp sheetof the Final Event Synopsis,

3. Trisha will email the completed survey analysis o the Fvent Report Distribution List snd the teamt
reviewed on the surveys,
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4. Trisha will pass all surveys onte Brad Schneider (Customer Servicey with the survey analysis stapled
and clipped at the top of the pile. Brad will review and address any pertinent issues with the Costomer
Support Team and Client Advisors,

6. Brad Schacider will pags gurveys bate David Hightdoom (COO} for review. David Highbloom will
review and address any portinent issues during his Monday/Wednesday call with David Early and Nicole
Dickinson (Compliance}, and his Tuesday call with Speakers. Any seorces of less than 90% will be
deemed below standards and addressed threugh o mandated post-conference call with the tear to review
somplianes and event expectations.

7. David Highbloom will returmn surveys to Trisha MoCarthy (Live Bvents Coordinator) to-be filed
accordingly.
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Y. THE SALES PLAYBOOK

Troop University’s Sales Play Book s designed to offer strategion for Orientation Seiling — 90
minute Selling and Fulffilment Selling — Collaborative Sclling. In any Orientation or
Fulfillment sales envirotment, you must have a plan. Know what s expected. Kaow what will
be discussed. Know what you want {0 see as resulls.

There ave a variety of models used to develop a selling steatogy. The commen factor of all sales
Strategies is the most well-known model, the AIDA model:

Attention/Interest/ Desire/ Action,

e Attention: Engage the potential custommer so that they will want to talk. This can be done
by wentifying a need the customer has or an opportunity in which they are interesied.

w  Inferest: Continue the diseussion with the potential customer so that they will come to
understand that you have a viable solution for their need.

¥ Desire: Persuade the potential customer that vour solution to their need is the best
opportunity available. ‘

» dcfion: Ask for the enrollment — go for the “close.™

In both Orientation Selling and Fulfiliment Selling, vou must KNOW your prodﬁct,, BELIEVE
i1 your product, COMMUNICATE value and PRESUME the sale.

Orientation Strategy - 90 Minute Selling

b o one-off selling situation, you are sclling to someone who you may or may not see again,
You must form a connection in a 2 howr period. And, it roust start as soon as the future student
walks into the registration area in an Orientation scenario. The prospective students must make
an immediate decision, based oo the opportunity, hrand, snd the newly formed relationship,
because they have the most 1o lose by not making the decision.

Fullithment Strategy — Collaborative

In Cansuliative/Relationship Selling, the eritical facter is trust. You hsve 3 days to build a
relationship where a student accepts you will always keep thelr best interests at heart, During a
3-Day fulfillment, you have the luxury to strategically build student trust and prodiusct value for
the student. Tn consultative/relationship selling, vou can be the biggest loset if vou sell
something that is not wanted oy if the value is not undersipod. Not only may the product be
returned, but all future sales may be lost.

Privata & Conlidential & Page 75

CONFIDENTIAL

TU 130496




Case 3:13-cv-02519-GPC-WVG Document 212-3 Filed 05/31/16 Page 80 of 133

TRUMP,

HMIVERSETY

Orientation Selling

POSTIONING

Positioning serves to ensurs.event success, translated into sales. You are representing the
strongest brand in the industry; capitalize on the value and sohitions. You can command
attention and influence customers.

w We have the value. We have the solutions.
We are the leaders. We decide what the seminar will be like. Customers are
responding to us. We have confrol.

e Time and experience are on our side.

We have the value, We have the selutions, Attendess are looking for solufions to solve their
_problem. An attendee’s problem represents e golden opportunity - a need you have a solution
for.

Remember that they are at the Orientation becanse they want something.  Attendoss want
16 be a part of Tromp Undversity and go to the 3-Day Training. They only have fear or doubt they
can do it stopping ther from getting what they want. Mongy is never a reason for not enrolling
in Trump University; if they really believa in vou and your product, they will find the monsy.

Y ou are not doing any favor by letting someons use lack of money as an excuse.

Mever ever assnme they don™f wand (o go {0 the workshop ~ because evervone does.
nderstand that if someone says: “1 don’t want 1o go tothe training,” they are really saying: “P'm
notused to dropping 51995 on training and because it 18 new to me, Um scared.”

Experience is on pur side

Beeause we decide what happens in the seminar, an attendes must react to what we say. They
don’t have a choice. Forexample, we can spend hours and hours planning a question that they
must deal with and give an angwer to within seconds. We also have the advaniage of testing the
guestion out.on hundreds of people and adiusting if to increase our chances fora desirable
response. The attendee does not have the hixury of "practicing” hs or her answer. However, we
are losing this advantage if we don’t take time to develop what we say and conseiously practice
whal we say.
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SETTING THE STAGE

Have an attack plan.

s Build positive rapport with potential students during the registration and establish
your ereditability and their need.

#  Wnow and bebieve your brand and products are the best inn the market..

& Discover and undorstanding the attendes’s needs.

¢ Rememberto ask yourself, Why did they come?

o Pay attention to the presentabion; pick uwp on key phrases and relevant coonomic

issues.

& Help atteadens achiove their business abjectives through the use of our product or
serviee. Become a resource.

¢ Believe that your products and services are the best in the market

Have a plan

The first step of setting vour plan is building 4 positive team ¢nvironment. Energy and positive
attitudes are confagious. Negative attitudes bring the team down and translate into lower sales.
Suceess of the event is determined by setting a plan that everyone works to meet. Achieving
your sales goals requires that the team, Speaker, Sales Coordinator and Program Coordinator, |
clearty understand what must be done to achieve success. The team must meet upon arrival at the
event location 1o communicate event strategy and expectations. This is invaluable for various
reasons but most impertantly, ifplans need to be adjusted due to unforeseen local or economic
events, the solutions can be implemented with professionalism and positive attitude. As team
membars, you arg focused on solutions and do not allow conditions, personalities and issues to
dictate your success.

“Amiicipate change and embrace #; change can 9ffecy the entive plcture. Recoprize new
developmends you can capitalize on, profit from and use o opern new dooys”
- Dionald J. Trump

Team Pre-Bvent Meeting
1. Speaker, Sales Coordinator and Program Coordinator meet to communicaie:
2. Expeciations/Sirajcgies
a. Special needs
b, Spesker Introduction — who will introduce?
v What power point shide is the trigger for the team to set up the sales table in back
of rooin?
d. Speaker Stratogies
Role of Sales Team
1. All sales team members will participate in registration
i, Positioning of team at the sales area at the conclusion of the Grientation.

[
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ili, Speaker will hold orientation after the sales
3. Confim needs for front of the room
4. Al team members will help with breakdown of room after last avent

Attitude and Confidence

Closing sales does not begin when the speaker stops speaking. 1t starts at the beginning and the
more interaction we have with each customer, the better. The first objeciive a speaker has when
he beging the presentation 15 to quickly build rapport. But the truth s owr “prescatation” starts
iong before the speaker is introduced. The team starts butlding an envirenment of trust starting at
the registration table; while customers are waiting to come in, befors they are guided to their
seat. Registration is where the rapport is developed. Be very deliberate m your approach. Here
are tips in building rapport and cstablishing posture:

Substitute the words “thank you”” with “congratuinrions.”

Always remember that we have solutions for the attendees. They are not doing us a favor by
showing up fora froc seminar. The person who says, “You are weleoine” has the posture. We
want them thanking us.

Examples:

Liess Effective

Attendee: I just dvove two hours o got her and this place is impgq@sibﬁe to find. { couldn’t find
parking aﬁdjm Thad to pay for parking. This better bc worth my time.”

You “Well thank you for making such an offort, We teally appreciate you coming out.”
Attendee: “You're welcome.”

More effective

You: “Wow, this must be really important to you - thad’s pretty impressive, Congratulations on
making it herg”™

Attendee: “Thank youn.”

Youw “You're welcome.”

Offering “congratulovions” almost always getsa “thank you”. Remember, we are doing them a
good turn by presenting our product/serviess. This also works well when introducing the speaker
and should be done throughout the whole campaign.  Atfitude and confidence has a tremendous
gffect on others. Pretend that vou wrote the check to pay for the advertising for that week — yous
atiitude might be very different if vou personally have signed the check to spend $20K - $40K +
marketing in a particular ity

Example:
Lass effective

“Om hehall of Trurap Yniversity, we want to thank each of you for being here tonight/today. ..
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Rore effective

*On behalf of Tromp University, we want 1o cengratadate each of you on your decision to take
action to learn more about foreclosures and real estale investing. ..

Get to know the people attending the Orientation. Remember that they showed up because of
some deficiencies in their life. If you can find out what that need is and say a couple of words to
them regarding a solution to their problem, you can build some rapport with them. You can also
gather clues that can help you qualify them. Here arc some tips.

IDEMIFYING STUDENTS

Registration Table- AN Program Coordinators and Sales Representatives are at the registration.
2 colleagues are registering while the 3™ is mingling with the crowd.

Examples:

Yo Smile and Shake hands of attendaes. “On behalf of Trumyp University, T want to
congratulate you for coming today. What brought you to our Fast Track to Foreclosure
Origitation today?”

Attendee: “Thank you. T want 10 learn about the strategies advertised.”

You: “Ureat, you have come fo the right place. The market has never been hetier, it's the
perfect storm, with the record number of foreclosures on the market. In wday’s orientation, our
phenomenal speaker, (insert speaker’s name}, will discuss strategies you can use right away 1o
take advantage of today’s foreclosure market and make money. Make sure you have g notepad
te write down any questions thal may come up during the orientation. .

Tro not judpe on appearance:

While dress and jewelry can be an tndicator of afftuence it is not always a foolproof one.
Conversely, some people dress very nicely but don’t have a spare dime. However, while looking
al a person’s appearance can’t always help you with judging wealth or net worth, it can help you
learn about the person’s personality and self~concept. If a person is making an effort to dress
nicely that is a great way to build rappost. Give them a sincere complement and they will say
“Thank you,” which will give you an opening to continug talking to them.

Orecupation:

When talking tu attendees before the serainar, find out what they do and how much they like
what they do. This also shows genuine interest in them. Occupation can also give usacluc on a
potential student’s ability to purchase the program. Always tip the speaker about who's who in
the crowd.

Hot Buttons:

Find out why they are here beyoad money. Find clues that will tell you why they want more
money ~ e.g., retive sarly, | hate my job, kids, education, lost my moncy, I'm having margin
calls, need more education on real estate. Any clues you find will afien give you a way to initiate
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dialogue after the seminar. Moncy alone can be ambiguous and less emotional. What maney can
do spesifically gives a much move powerfid mental picture and can stir emotion and get them io
a better mindset for the seminar. Ideally an attendee necds o feel that “this is perfect for me
and it could not have come in o' my life at g better thime”, Identifying their nesds can help
this huppen more often.

DURING THE PRESENTATION

Pay attention and Target Polential Students:

Hven though the presentation may get boring or monotonous for us - with so much repstition -
take the time 1o loam where the powerfud tie-down guestions are and watch for individual
responses. Listen to the presentation and see how many strong questions you can fiad,
Examples:

Speaker Presentation Examples:

“Ladies and gentlemen, are vou willing to take soms risk?”
pod 2

“When you use this technigue in a real cstate transaction, how many of you think you will make
more money this vear?”

“Folks, when should vou get started in this program. . Later on, or right now?”
“H you can quadruple your investment here today this vear en only one deal, would getting

started today be worth it to you?”

Always targat the people wheo respond well and note their response. This also gives vou & way 1o
start & conversation after the presentation.

a‘@k Table Selling

BACK TABLE SELLING

» Get them sitting down at the back table.

® Move promptly...not hwrried or nervous, but with urgency.
® Think about what to do if vou get stuck with 3 talker.

L

Make every effort to enhance the appearance of a table of students. Set out
thelr packages early.
® Dieal with paperwork issues prompily and efficiently.
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® Malke the registration form their fiiend and help A1 it out.

Have stadents sit down.

Always have chairs set out for people to sit down. People are much more likely to buy from you
if they are sitting then standing! This is comumon kaowledpe 1 our business but not everyone
does it every time. It is ek more comfortable to sit and 8l out paperwork, as well as relaxing
for an attendes. If they ave relaxed, they aromere likely to buy. 1f they are standing, 101s much
casicr o walk away,

Move prompily. Not hurvied or nervous, buf with urgency.
We want o dictate what they do. Therefore, if you meve quickly and give students a sonse of
urgency to register, they will move quickly.

What if § get stuck with = talker?

Sometimes you will get with someone who needs some personal atiention and needs o be
“buttoned up™ or just wants to-go on and on and on talking after vou have closed the deal. You
can set up i appointment with thém that takes place after you are finished with people who are
ready 10 buy. This shows you care even more than if you teks time with them upfront.

Example;

You: “Bob [don’t know how badly vou need to got home, but if you have some time ['d like to
give you a little advice on what you should do between now and the workshop. How does that
sound to you?

Attendee; “Groat”

Salesperson: “Wonderful. Let me finish getting some of these other people enrelled and then
let’s take a few minutes together ong-on~one when T'm findshed.™

Attendee: “OX, that would be great!”

Enhanee the appearance of a table ol of studenis

Wake every effori to enhance the appearance of o table full of students. Set out their packages
early. However, do NOT gut down more than 7% of the nomber in the room, it will always ook
betierto add than o take away,, .Create scarcity!]

Gat the packages out i fromg of potential buysrs ASAP so pvén if they have 8 problem or
question later on — or even if they do not buy at all — it looks to everyone else inthe room ihat
people are buying packages and filling out registration forms. When a package is sitting noxt io
someone, a bystander assumes it 15 sold. Remember in the presentation that we make a big deal
out.of this weels special pricing. This helps us create vrgency tobuy today.,

Use the package to answer quc‘;tﬁon Forexample, if they ask a question about the werkbook we
can sayv: “here, let’s look 4t 117 Let them sec and touch the matertals and get them more
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comfortable. This is a great way to get them looking at the package and give them a sense of
possession, This can help us later if we decide to do 4 take away because they will now lose
something if the deal doss not go through.

People also watch to see if othiers are buying, Speakers can see this from the front of the roony;
evervbody wants 1o keep up with the Jones™s....awhat most people do not realize is that THEY
ARE THE JONES 8! [f others are doing it, 1 hc,n bystanders feel more comforiable deing it too.

Liess is More

It goes without sayving that we will most often be running eredit cards while pople fill out their
paperwork. However, if someone gets out their microscope and starls getting nervous over the
fine print or has some type of concern there are a fow tips that will help you deal with it: Once
someons starts reading and writing it is important 1o avoid interrapting him or hor and doing
anything that will stop the customer from continuing. I you s¢e someone furrow their brow
when they are reading fine print and foel  red flag go up and think “uh oh, they are nervous
about the fine print — better say something to prevent having & problem here” If we give in to
this fear, it gives away our offénsive position and puts us on the defonsive. Always let the
attender ask thetr question. I they are reading or filling out the registration form, they are going
in the right dircction. It will do more harm than good if you keép trying to sell it 1t appears as if
you do not have faith in the product being sold. Aiw&ys show gonviction in what you are selling.
Remember, less is more!

Make the registration form thelr friend and helper.
Omé of the zood phrases you can learn when dealing with objections linked to the reégistration
form is “What this will do for you and veuwr family starting teday is...”" This benefit-flavored
language that makes the registration form s good thing.

Examples:

“Now what this does for vouis shows that vou have secured one of the scats at the
training/workshop,”

“What this dogs for vou is shows in wilting that youare receiving the benefits of the entire
program and sscuring all the bonuses shown to vou today at no additional cost.”

“Drown here at the bottoin, they allow you to use any of these credit cards. Just check which one
you are using today and I will run that for you, while vou fivish filling out the top.”
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;‘ft of Persuasion

The most persuasive words in the English language according to a study by the Psychology
Department of Yale University are: You, Mew, Money, Easy, Discovery, Free, Results,
Health, Save, Proven, Guarantes, and Love, They share three characteristics: they are simple,
familiar and dramatic.

The words “I noticed” have a powerful subconsciouy effect on people because they send a
subliminal message o them that they stood out in the erowd, that they are attractive or
_charismatic or that they impressed you, It sends a message to the person that you have interest in
thern. People love recognition and attention.

Examples: -

You: “1 noticed when the speaker talked about results .. .. you really seemed to identify/iook a lot
of notes/had a question he could not get to/thought that was powerful.”

You: “] noticed that when the spsaker asked if the training was worth the investment {money),
you had your hand up, so T wanted to make sure that 1 do what T can to help you take advantage
of it/make sure vou don’t miss out/get vou carning money with us.”

Somoe salespeople feel anxisty in every single seminar at the point when the speaker makes the
call to aclion because it is the “moment of truth™ 50 to speak. If we do 3 good job garly, before
the speaker staris the seminar, i drastically increases the gpeaker’s ability to get people to the
Wack table without other tearm members employing a lotaf

technigue here. At the same time it does not burt to prepate and plan for events with small
crowds, where it can often appear as if less people are'moving, and we have to play “pied piper”
a fittle bit. At the end of the seminar, time is essential. We want people fo sign ap Tast, capiure
that sense of wgency to do itnow,

The tmportant thing here is speed so don’t got bogged down with too much advice from me.
Here are justg few ideas for you to pick and choose fron if vou feel vou could use some help
developing vour game plan at the back table.

Substitute guestions with commands
Do not ask, “Can I help you?” By asking that question yeu arc ALLOWING them to say MO to

YO
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A simple rule In sales s NEVER ASK WITH AN OPEN ENDED QUESTION that requires a
YeS Of N0 BRSWEE.

Always start your question with:

WHO? WHAT? WHERE? WHEN? WHY? HOW?

Examples:

Liess affective

Salesperson: “Bob, are you ready to get signed up?

Attendee: “No".

More effective .

Salesperson; “Bob, what questions do vou have left before we get you signed up roday?”
Attendee: “Well, 1 just wanted to know......

Listening and Asking the Right Questions

The single most effective thing vou can do o be & better salesperson i o become expert at
Listening and asking Questions because then you are allowing people to draw their own picture
and conclusion. Creating a void lets the person use their own logic to fill the void with their own
idea and you van simply agree with thern when set up the right way.

Example:

Tess sffective:

Salesperson: “The higgest problem with the news today is that they focus only on the “fear”
associated with today’s foreclosure market. There needs to be a way we can get information on
what we need specifically to gt a jump on our real estate business and that’s what your Premivm
Memberahin does.

Mure effestive:

Salespersom: “The biguest problem with the news today is that they focus only on the “fear”
associated with foday’s foroclosure market. There needs 1o be way to sireamline how we can
specifically get what we nced pertaining to the real estate market. So what did you see here
today that might help you do that?

Bob: “The weekly teloconference and forums”

Salesperson: “ think vouwre right, so let's get you started.. here is your form,..."
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Confunciions:

You can use conjunciions in questions to Hie down two ideas together for a desired answer to
both. As long as vou know they will agree with ong of them, you should know that you can g¢
‘therm to agree with both. Be confident. These are fun. Let’s say that “time” is the issue they
will agree with: Tie in what you want them to-agree with, in the same sentence with a
conjunction and an all-inclusive “is that right?”

Example:

Liess effective: Two statemenis sepavaiely

Salesperson: “It sounds like vou are going to love our program — is that right?” (Could get ves
Or 1)

Salesperson: “It sounds like your only real issueds that you're just a bittle busy right now with
the kids and new house and all - is that night?” {They will say yes)

More effective; Two statements tied with g conjunction

Salesperson: “It sounds like vou're in love with-cur program AND that your only real issue i3
that vou'se just a bif busy right now with the kids and new house and all — is that right?” (They
should say yes 1o hoth)

Now they are saying they sgree with both, being busy and loving the program.
¥ Yng k & & = 2

Fruths:

You can appeal to a person’s sense of ethics or logle with UNDENIABLE TRUTHS. People
will often commit th spite of discomfort if they know 1t 15 the right thing to do. Some people try
to cram their point of view dowa the other person’s throat instead of asking questions that the
other person must agree with or they ook stupid —and vobady hikes to lock stupid,

Exauples:

Less effective: Tryving o state the truth using a statement to force agrsement with somcone.
“1 can promise vou this. . the tore mvolved you are in something, the more you can make a
positive fmpact on i

“If you procrastinaie vour chances of actually doing it and being successful go down to almost
aothing”

More effective: Using o guestion and letting thew ggrep with the trudh.

*D¢ vou believe that the more tnvolved a person is in something the more they can make a
positive impact on 117

“Dia you think if vou put this off vou will be more likely to gat involved and be successful or less
likely?”

Examples:
Private & Confidential = Page #5

CONFIDENTIAL

TU 130506



Case 3:13-cv-02519-GPC-WVG Document 212-3 Filed 05/31/16 Page 90 of 133

“The education you will receive helps manage risk AND thore is always risk involved when you
invest —wouldn’t you agreg?”

“The undeniable truth is that there s always fisk when you lpvest” (this must geta YES — i i3
undeniable),

YES guestions that will lead to BALES:
Thess questions should identify noeds or wants that are tied to the benefits offered by our

product.

YEXR guestions:

¥ Could yvou use an extra $1000 a month?

» Would you like to retire early?

¥ Would you lke to guit yvour job?

¥ Would you Hike 1o be your own bess?

» Would vou like fo control vour financial destiny?

#  Arevyou interesied in getting better refauns on your money?

¥ 1=z financial independence mpportant to you and vour family?
Example:

You: “Bob, { am going to guess that vou came here tonight because you are interested in Real
Estate AND vou want better returns om yvour money — I8 that right? {Conjunction and YES
question}

Attendee: “Yes, of course § do, everyone wants to make more money.”

Youw “Would you agree that the more you learn about something the better you are at it?
{Undeniable troth)

Attendes: “Yes”

B@Hhemm Action

DELIBERATE AUTION

Be deliberate and conscious when communicating 1o potential students. Remernber that we have
time to think and plan and develop questions and commands that lead people into a flow that
thoy must doal with and respond to. Without a game plan you are required to respond to them
and do much more thinkiog on your fost. Remermber that we need 1o stay on “offense.”

Use time wisely
@ Sales sequence — your one game plan,
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Piiliving thme wissly
How do § keep from having someone corner me and keep me from helping legitimate students?

¥ ou need to end the conversation without being rude. Wait for them o fnish thetr current
senfonce, extend your hand for the handshake, male a short comment about their story and wish
e the best of huek and move on to the nevt person.

Examples

You: “That must have been a fascinating experience, You know what; 1 need to go help some
other people right now — let me wish you the best of luck and it was a pleasure meeting you.”

Negotiating Student Resistance

It is important to know the diffevence between an objection and a legitimate guestion.
Sometimes you can just answer the question and close the deal. The purpose of this strategy is to
close the deal, but also do it guickly and efficiently. )

Stepone: FIND REAL OBJECTIONS

Step two: QUALIFY STUDENTS

Step three: GET 4 PRE-COMMITMENT.

Step four: CALLTO ACTION

Step five: FIMD REAL OBIECTIONS

Sore people have been sold so much that their suboonscious has become trained. Every tims
they have given a concemn to.a salesperson and the salesperson resolves it and puts pressure on
them 1o comirnit, the more uncomfoniable that makes them feel.

You need to get to the real issue as quickly as possible for bwo reasons, First, dealing with a false
concern takes up too much time. Second, the more concems you have to resolve the more power
you have given the other person and they will begin to enjoy the power on a subeonseious level.
They don’t even realize it, but having us “wait on them” gives them a feeling of supremacy and

they fecl they arc an tmportant sale to us.

Potential Student Questions
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Do not get in conversations where you answer one question after the other, vet getling no closer
to the sale whatspever, Irrelevant questions take ton much tims; vou lose power by answering
them. The porson asking the questions always has the power. You should only allow potential
smidents to ask ong of these questions and then take back the power. When vou answer one of
these questions, give a quuick answer and then start asking questions.

Exampley:
“Ura not sure who developed the property.  Tthink the real question we should be asking
ourselves 18! are you ready to change vour current lifestyle? ” {orwhat s holding yvou back? ete.)

3o mot et potential students have mors than one concern.

Don’t let people have more than one concern if vou can help it. Most people will subconsciously
fet you isolate thelr concarn Beoauseo it takes one good one 1o keep them safe from commitnieni,
Then you can move on to closing a sale.

{Ome way to solale a single concern 1s 16 restate 4 single concom and confirm that you

understand the concern. When you do this, vou sheuld slways make sure to affirm and tic down
that they love the package (this is critical) and at the same time sffirm and tie down that the

Examples:

Your “It sounds like you're in love with our program and that your only real issue is that you're
just a bit busy right now with the kids and new house and all — is that correct?

Attendes: “Yes, it's been very busy.”

You: “Based on what vou have said it seems vou're convinced that ouwr programy is something
that has the potential to put big money in vour pocket — it seems fike your only concern is
convineing your wife, is that right?

Attendee: “Pm totally convinced, but I'm not sure T can explain it to her”

Is important i constantly reaffisgy or bring to their conscious mind the fact thet they “already
Jenow™ that this program is great and that they love it That way you are always helping them get

what they want instead of forcing them to do what we want,

Step two: QUALIFY STUDENTS
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After isolating the concern, test the concern against money by affirming that money is NOT the
issue. Use a drop off question that encourages more than 4 ye§ of 1o response.

Examples:

You: “It sounds like you're in love with our program and that your only real issue is that you're
just a bit busy right now with the kids and new house and all — is that correst?

Attendee: “Yes, it's been very busy.”’

You: 3o the money is not really an tssue at all then., .77

You: “Based on what vou have said it scems vou're convinced that our program is something
that has the potential to fur big financial awards — it seems lke your only concem is convincing
yout wife. Is that right?

Attendes: “T'm totally convinced, but Um not sure I can explain it to her,”

You: “Sure, so obviously then foF vou money 15 not really an issue at all then, right?”

3o oot uss 3 yes or no tie down af the end because people can mews eagily Hewith 2 “ves" ora
“ne”. 11’5 one word. I vou drop off the end of the question it requires them to spend more time
thinking of a response if they are going to manufacture a lie and if vou pay attention you will
know if they are lying to you. You will find most people come clean and say. . *well actually the
money is an issue” while a fow will agree with you that the money is not an issue. Hither way

you can now move on much more efficiently and male progress toward the sale,

If the attendes says the issue actually is the “money” then find out if the issue is that they have
no money, or are just concerned about spending it.

Example:

You: “So the money 18 not really an ssue then?”

Attendec: “Well, actually, the money is an issue.”

You: “T understand, When vou say that money is an issue, do you mean that you don’t have that
balance available on your credii cards, or that you have the money, but you want to make sure

that vou are wvesting it wisely?”

Attendee: “(h no, 1 have the money, 1t is just a lot to spend without thinking it over for a little
while.” Or ...
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Attendee: “To be honest my cards are maxed.”

If they do have the money, half the battle is over because all other issues will disappear... . now it
is sirictly about the money. Now you can start building value in the package and make them feel
comibriable about spending it

It leads back to money often. Here is a classic example: -

You: 50 based on what you're telling me, risking $1995 (never say dollars — sounds too big) is
really not the issue. ... 7”

Attendee: “Not at all. I mean 51993 is nothing to me. P've lost a lot more than that in the siock
market. What concerns me is that [ will get involved with this and that you will go out of
business six months from now.™

You: “Ok, let me make a worst case scenario for you. Say in the extremely unlikely event a
bomb falls on our building and we go out of business, what have you loat?”

Attendee: "D out $1995.7

Attendee: “From what I can tell from talking with you, vou already know that the TU systern will
work for you, and it is highly likely that vou will bs able to do at least one real estate deal that is
more than likely to cover this initial investment — as long as no bombs drop on our building,
which do you think is more Hikely to happen?”

Stage three; GET A PRE-COMMITMENT,

Using socnarios is a great way to close ong-on-one. But there are some subtletics to doing this
that can make you more effective. Affer isolating a concern like money, time, or spouse support,
give your buyer 8 scenario.

Again, the first key is 1o set it up by constantly affirming and tying them down over and over
again to the fact that they want to take home the package, or that they know it works, or anyihing
positive for that matter. You are helpiog them get what they want with the scenario, rather than
what wewand.

Examples:

“Based on what you have said it seems vou're convinced that the Fast Track to Foreclosure is for
you and can put big money in your pocket — it sounds ke you want to get started. [ mean I've
had other people who have bought the program say that same thing, but [ can tell just hy
listening to you that this is something you think you can do, would 1 be safe in saying that?”
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Almost any positive statement will do. Just make sure they have acknowledged the value of the
program,

Tell them that vou are going to give them a scenario. Elensonts we might include ip introducing
the scenario could go like this.. ., “This is how [ have helped other people out in your similar
sitnation” and use the word “help” a lot.

It is eritical that youusc a pre-comumitment. This means that we make them agree 1o take action
if it makew sense, before they even hear the scenario.

Exampie:

You: “From what vou have said, I can tell that you know you have the potential to make a ot
more money with these tools — o letme sugpest a scenario that 1have given others in your exact
situation that has helped them take advantage of the program. I it makes sense to you then we
will fill out your registration form and set you up to talk with one of our advisors and if it does
not malke sense then we will look at something ¢lse — failr enough?”

O,

Youw “I understand'that, in fact T have a lot of people bring up that same concern. At the same
time, I can tell that vou agree there is no question this program is clearly the best way for vou fo
see bigger and better returns on vour hard camed dollars — s that true?”

Attendee: “Yoes.”

You: “Then let me give youa scenario that always helps ﬁeopit: feel comnfortable in getting

started. If it makes sense to you then we will go ahead and finish the registration fonm and if it
does not makes sense to you then we will look at something else — sound good?”

Attendes: 0Ok

{hur job as sales professionals is to always have a scenario that makes sense for each situation. If
they have the money, thore are vsually only six or seven sceparios we need in our whols
playboolc...

Warried shout investing the money

Cannot make a move without spouse approval
{ e not great on computers

Tinting is not right - date issues

Skeptical about their own abilities

And so forth. ..
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Make sure your scenarios make sense and use logic. At the end they should feel a Yittle bit stupid
if they do not agroe with you — or you need to work on befter scenarios. Remember that we have
already commitied them {o take action if the scenario makes sense. Using logic will help thera
feel emation of cominrt rather then of fear,

Start your scenario with a very detailed deseription of how they get the package. Do not just say,
“First we will get your package.” You need to give them a very clear and detailed mental piciure
of each part of the sale so they create the purchase mentally before physically. If you can get
them to pictute it in their minds vou will be much better off,

Build value and state benefits. Again we are frying to build 2 mental picture of what will happen
to give them confidence in spending the monoy.

Caontrol the conversation and approach it from a standpoint where logic is effective. It is not just
the scenario itself that {s important, but the fact that you are giving them one that is important. 1f
given with a pre-commitment, the scenario brings structure and closure to the conversation rather
than allowing the conversation to ran wild with no premeditation, It helps you “slose” the sale in
the truest sense of the word.

Stage Foury CALL TO ACTION .

You can work on all kinds of scenarios. The important thing is getting the pre-conumitment-and
then making an action statement after they affirm that it makes sense. Your action stalement is
simply what starts the physical realization of the scenario they already have created mentally. A
great way o start that is to agree with them. Notice in the pre-commitment you did not commit
thetn to a general acceptance of the program. You pre-committed them to specificact In this
case it was “filling out the registration form, makes sense” and making the call to action specific
to the action of getting the ball rolling by filling out the registration form at the back table.

Sometimes salespeople will guide a customer through the four stages less offectively becauss
they are communicaiing with generalities rather than specific activns,

Finully, do not ask for permission to start filling out the form; like Nike says — Just Do I
Hxample:

Less Effective:

You: “Docs that make sense? (Nodding head)

Attendee: “Yes i does™

Your “tagres with you and I think for you it’s a real winper. Now that you see that this will
work for you are you comfortable with filling out the registration form?”

Move effective:
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You: “Doesn’t that make sense” (nodding head)
Attendes: “Yes it does”

Youw “Great... ] agree with vou and [ think for you it’s a real winner. New this is how the
eogistration form goes and i i3 so simple let me show you again everything you'te getting hers

tonight. ...

This is also a perfect titne 1o do a pass off to another tewn member to finish i up because it
assumnes the sales is final and done and they are less likely 1o ask more questions.

Al four stages should be praciiced so that you can go through olf four in undey twe sinutes.
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Fulfillment Selling

POSITIONING _

The first step of positioning is building a positive teara environment. Energy and positive
attitudes are contagious. Megative attitudes bring the team down and translate tnto lower sales.
Success of the event is determined by setting a plan that evervone works to mmeet. Achieving
your sales goals requires that the team, Speaker, Sales Coordinator and Program Coorndinator,
clearly understand what must be done to achieve success. The teamy muist moet the day before the
ovent to commuiticate event strategy and expectations. This is invaluable for several reasons but
mst importantly, if plans need 1o be adjusted due to unforeseen events, the solutions can be
implemented with professionalism and positive attimde. Ag team members, you are solution-
focused and do not allow conditions, personalities and issues to dictale your success.

Team Pre-Event Mesting

& Meet with Team Members night before to go over goals for the weekend review
each team momber’s roles and rosponsibilitios.

¢ Reoconfivm that Speaker has his copy of the Trump University fulfillment slides

Beview schedule for the weekend

Break times

One-On-Une Schedule

Uroup Breakout Session (Assigned sessions each day)
Schedule for Additional Speakers

& & B © B

Bray Une Registration

Establish rapport andfor re-establish vour relationghip with student at registration. What is the
student’s impression of yvou? What is the student’s impression of Trump University?  Afier
making the sowial contact, vou must ransition to the busipess confact (this is your primary
purpose). Good rappord 15 a necessary foundation for the use of consuliafive sales techniques.
People prefer 1o comply with requests or suggestions from people they LIKE. They alse will
commupnicate mors openly and freely when a relationship is one of rapport.

One-On-One Sessions

Sessions help Coordingtors learn student’s needs and match our producis o the student’s needs,
Sassions are positioned by the Instructor on Day One. “Because we understand each student has
ndividual needs, backgrounds and goals, we am setting up one-on-ong sessions 1o give vou an
opportanity to speak with one of our consultants who wifl help you map oul your goals and
objectives. Sign up sheects will be at the back table for your convenience. One-on-ones will be
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15-20 mwinutes and held during class ouiside the meeting room. When it is your time, please
quietly leave the room and meet with your consuliant, If vou do not get the opportunity to mest
with a consultant, please get with the program coordinator snd they will assist vou.”

Sessions can begin oo Friday afiernoon or Saturday morning.  Utilize the SMART model 1o
bl ) o £

guide students. The student profile sheet can be wiilized 1o give the sales consultant a snapshot of

the student.

Specifie - Goals must be specific in their detail
Measurable - Goals must measurable in quantity, time, cost
Achievable - Goals must be achievable within a timescale
Relevant - Goals must be relevant

Timeseale - Goalz must have a timescale

Break-Out Group

Groups are positioned by the [nstructor on Day One, Day Two and/or Day Three. The Instructor
will position the group break out from the front of the room; the purpose of the break out
sessions is twolold. First it gives the Instructor 2 break. Second, i gives students an opportunity
to interact as a group and problem solve a selution 1o a situation set up by the Instructor.  The
group will break off and brainstorm the sitation given by the Instructor. They will then pick a
sroup spokesperson to present to the class. A sales consultant will be assigned to each group to
help guide the group.

Day One Situations: (will get direction from instructors)

You have found a deal you cannot pass up. How can you purchase the house without poing o
vour savings secount?

Braak Two Situations:
Day Three Situation:

KMOW STUDENT NEEDS
= - Find and understanding the stodent's nesds.

e Partner with the student and make the transition from being the staff member to
Bocoming a resource.

s Help students achisve their business objectives through the use of OUR product or
sarvice.

= Believe that your produsts and services are the best.

¢ Have complete confidence in yourseif.
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All of this can be accomplished by talkdng with students.

ESSTABLISH BUYING MOTIVES
¢ The primary goal of questioning, listening, and acknowledging is to uncover student

needs and establish buying motives. Efforts to discover student needs will be more
effective when the student’s primary reasous for buying are uncovered. Sindents usually
have both rational and emotional reasons for buving. While a prospective student may
state many needs, there usually is a primary motive for buying. This primary motive or
buving need is the hoz-button. Be sure you don’t miss this primary motive. [f is cssential
to know this motive,

» It has been said that students buy emotionally (out of fear of loss or for gain} and justify
their purchases rationaily. You should always ask faci-finding guestions {to discover
rational needs) and feel-finding guestions {to discover the underlying emotional

motivators).

Tvpe of Question

Diefinition

When Lised

Iwmples

Taformation-gathering
questions

Jeneral questions
designed to getthe

veriain types of
bagie information,
1. Fact-finding.

i {actual
motives/meeds and
2. Focl-finding
(emotional
motives/needs)

Usually at the
beginning of the

prospect to disclose jsale and during the

need discovery

What browght you to the training? (fact-
finding}

What are vour obiectivesiobjectives?
What is your measure of success for

his tramning? {feel-finding)

Frobing guestions

Maote specifie
questions designed
(o uncover and

perceptions and
OpInIOnNE.

charify the student’s

When vou feel the
need to obiain more
specific information
that s needed to
fully understand the
prablem. Usually
nsed when the

tuddent has not fully
Emswered 2 previous
uestion,

What do vou mean by your statement
hat, “viou want this fraining to provide
you with regources to find money to
urchase foreclosures?” (epen-ended
cuestion)
S0 you are saying that you don’t want
o work the busioess fullims, only
part-time? {closed-ended guestion —yes
or 0o angwer)

IConfirmation questions

Diesigned to find

message 1s
understood by the
Prospect.

whether or not your jimportant item of

After-each

inforrnation is
esented.
Fapecially during
the presentation of

is that what you bad in mipd? What do
ou think about the product?

Y ou want to work full time or part
time?
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matching produet
benefits with needs.

Sumumary confivmation  [Uesigned to clarify {Helps you confirm i would Tike fo summarize what you

questioisy vour understanding jthat you have all of jhave told me so fan You feel like this
of the student’s the needs correctly  product is a great marketing toel. You
wiods. \dentified. need. . (until all needs are summanarized),
Also, used MNOTE: summarize benefits offered at
periodically to he end of a presentation.

winnarize ifa ot
finformation is
being discussed,

R NEEDS WITH PRODUCT/SERVICES
{2y Summarize the student’s needs,
{b) Address ong need/benefit at a time, and match product benefits with each of the
prospeci/customer’s needs. Use s sequence such as this: “You indicagted a need for. .5 here 18 my
product fosture (need solution) and demonstration {proof) of that feature; which means to you. .
{iranslates the feature into a benefity;, is this what you had in mind?{Confirmution question)
{c) Summarize all of the benefits that satisty the student’s needs (1o handle any ohjections see
comments on ohjections below)
{d} Make a closing staternent or question {ask for the order), and
{e) Explain after-sale service. After the customer has made a purchase, you must explain after-
sale services and expectations.
n essence, the above sequence is what a consultative sales presentation should look like. 1t's
Iogical and Sows systematically from the needs fivst discovered, through statements and

£ 3 ¥ g
demaonsiration of product/service benefits that satisty these needs, 1o asking for ths arder, and
through afier-sale service.

NEGOTIATE STUDENY RESISTANCE

We thost nften use the term, “Handling Objections,” when students have ohiections. This term
connotes a “win/tose™ type of negotiation. 1t also connotes that somehow you plan to manipulate
the prospect/customer to make the purchase using whatever techniques or means possible. A
student, whe later discovers that the purchased product doss not fully satisfy their needs or that
he or she has boen manipulated will refund. Consuliative Selling relies on “win/win”
negotiations. These are open, two-way problem solving dialogues, and conducted in an
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atmosphere of tust. Thus, the term, “Negotiating Student Resistance” connotes the right for the
customer o resist if the product doss not satisfy his needs andfor if the costomer doesn’t fully
understand the product, s boperative that youassume a problem-solving consultative stance,
and fully listen to and understand the customer,

Resistance can coour at sny time during the presentation. It ay ocour at the conclusion of a
Benefit/Flesd statement when you ask a Confivmation question, at the Close statement, and/or
anywhere else. There are common types of customer rosistance and you must know these and be
skitled in various mathods to address this resistance.

EXAMPLES: Price is the most common type of resistance. Other types of resistance include:
{a) resistance to the souwrce (student has loyally to a another source), (Y resistance related {o fime
(student doesn’t want to make a decision at the time of the presentation closing statement), {c}
resistanoe o the producs itsell (student has preconceived misconceptions), and (d) resistance to
the need for the product (student truly docsn’t need or doesr’t know that they need).

Methods to answer customer vesistance include but are pot Hinited te

{a} Direct Dental, which clarifies facts

{b) Indirect Denial, which acknowledges partial validity of the student’s objection but offsets
with a superior benefit

(<) Superior Benefit, which outweighs any competitor’s offering

{d) Third Party Endorserent, which adds cradibility.

{¢) Question Format, which restates the benefit and suggests an obviously rational choice 1o be
made by the customer

(f) Dernonstration, which is a tangible supporting “proof” device that usually is combined with
any of the methods above. This is your strongest tool.

CLOSING THE SALE

Closing *asks” for the order and Confirming “reasvures” the student that they have made
the right decision. Closing the sale s less difficult if the presentation process has boen properly
handled. Closing is part of the selling process and is a logical outcome of well-planned
presentation management,

Closing General Guldelines. These should be accomplished during the presentation:
1. Focus o domimant baying motives
2, Negotiate the tough points before alternpiing the close
3. Aveid surprises [new information] at the close
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4. Do notisolate the prospect/customer during the sale

Ly

Display a kigh degres of self-confidence at the close

Ak for the order mor than once [don’ give upif the student says, “no” the first time
that you make a closinig statement/question], and recognize closing clues [student may
indicate verbal or non-verbal chues and you must be ready to Close at that point]

7. Confirm the sale ecours after the student savs, “yes.” The purpose is to reassure the
student by pointing out that he or she has made the correet decision. This step is
imporiant isaddressing "posi-purchase remorse” which in & common emotiom following »
prurchase degision.

Sales Wisdoms

Start with rapport

Vou won't sell anything until you get rapport with the other person, Rapport is a state of
wmottonal bonding, where they are aligned with vouand vice versa.

When you move, i you are in rapport, they will move too.

Cusiomers don’t bave needs--they have prebloms-

A lot of sales training and books tell you about the importance of selling to customer neads,
Although this is basically trug, sustomers don't sit down and think, “Tve got a need.” Instead,
they experience problems and seek solutions to them.

The castomer hag to poresive the problem, of course. You may perceive the problem, but if the
customer doesn't, thern there's no way they can bite the solution line. .
So the sales job is about finding, eliciting and solving these problems. Where understanding of
needs does come in useful here is that problems appesr when needs are not met. But when you
talk to customers, it usually works best if the subject is problems.

Ursency'is proporiional to pain

Problems are like health, The more a problem hurts now, the move the need for a solulion now.
And the more it hurts, the more they'll be prepared to pay for a speedy solation.

s zof to hurt enough

The operation of résolving the pain is itself a paintol process, so if the pain is below this
threshold, the patient will prefor to continue to suffer than accept any treatment.

Research bas shovwn that most people will seek a sclution when they have three problems.
About g quarter seek golutions earhier, and another quarter seek solutions later.

You don't sell products, benefits or solutions-—vou sell feelines
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Salesused to be gbout selling products. Buta sole focus on produets Isads (6 objettions,

su sales moved to seliing benefits. Better agam, the focus tumed to understanding the
underlying problem to be solved, but this is still not the whole story.

When we make any decision, including the 'buy' decision, we do so by an emotional process, It
may not seem that way, and there may be much logical processing, but the point of decision is
always emwolionsl, aud usually subronscious.

Ask for the sale

Aot of sales people are so paranoid about the customer saying no that they keep on selling long
past'the close-by date. They may even talk the custormer inte buying and then talk them out
again. The trick is to swallow your fear and ask. When the time comes, ask for the sale. Ask

¥y

*Are you ready to buy now?
Ask for honssty

Ask them for honesty and you will get it Ask “Can vou he honest abont this? They will say
yes, of course. Then you can ask them for critical information and vou will get the truth, By
asking for honesty, when they say ves they must maintain consistency with that statement and
be honest,

The best sale seerns to be driven by the customer

(3reat sales people give so much apparent control 1o customers that the customer secms to sell
the products to himself

They do this by being incredibly sensitive fo the customer's situation and state of mind, then
mudging gently with the right guestions such that the customer realizes their need and ends up
asking for the product.

They have tarmed causal conversation into an art, persuading by subtle inference and influence
rather than more overt presentation and persuasive talk.

Lave thy customer!

Fove is a funuy word that is much misunderstood. Leving the customer doesa't maan hugs and
kisses, but it does imcan cariing about them both before and after the sdle.

When sales peopletruly care about the success of their customers, it shows all over their faces
and all over their actions, too. A loving sales person will never dupe customers and will always
give them a fair deal. Note the emphasis on fair, That means the sales person gets something out
of it too,

it's difficult not to trust someone who loves you. In fact it's difficult not to love them back, and
{oved customers often love their sales people. Now there's a relationship to kill for...

You said

“You told me you wanted a widget? Well here's a great one.” Fregquently use their words, needs,
and so on. Use “You said,” “You meationed,” cte. to make undeniable connections.

ABC
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Abwaye Be Closing is 2 common wisdom, but i iswtabvays wise. If the customer 15 not ready,
{rying to close them will result in more objections, often false ones, put up as & defenze.

ABTY is better: Always be Testing. Always test that they are with you and that you are with
them. Test for outstanding objections and misunderstandings. Test for commitment. And, yes,
test for readiness to close, But only at the right thne.
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TRUMP

UMIVERSITY

Y1 EVENT TRAVEL
1. Expedia Corporate Travel Policy

Al airline travel will be booked via Expedia Corporate Travel. All airfare will be booked according to the Towest
fogistical fare available af the time of booking. Out of policy flights require decumentation in order to determine
whether or not the flight chosen is justifiable. TU will track the difference in flights chosen against the most cost
eifective flight offered and any pattern out of policy and reasoning, The following options are currently available on
the Expedia Corporate Travel website to communicite any reasonable difference in fare:

Expedia Rules & Regulations

*All flights must be booked within 3 business days of receiving your schedule to not only ensure a cost-effective
option, but to gives the traveler a greater opportunity of booking on their preferred carrier without haviag to bock a
euilti-leg Highe

«If flights are booked less than 14 days from event date, Trump Team Members will be responsibie for all additional

costs incurred.

=All flights shall be coded to the event that the flight is physically going to. Any flight transporting a Trump Team
Meniber that is not going “to” an event, shall be coded to the event that the Trump U Team Member is coiming
ﬁlﬁomJ’.

<Al flights shall be booked as round rip tickets, wnless the Tromp U Team Member is not returning to the eity of
origin.

«Adl flight approvals are to be sent to April Neumann, with both the appropriate event code and sut of policy reason
(i applicable) selected. Tromp U Team Maentbers are esponsible for following up if their flight has not been
approved within 24 howrs.

»In the event that the fare selected is significantly higher than the Towest logistical fare, Trump U Team Menbers
will be responsible for writing the reesoning in the “notes™ arca so that the traveler’s logic is communivated fo the
Approver.

sEmergency Travel Contact: April 'N'c!,smann_
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TRUMP
LN RYEREDTY

Flight Notes
=South West diriines requires on individuaily specified flight search. Smah Wy
Expedia o post their flight faves in the company of #heir competitors.
“Trump U Tewn Members ave noi guorantzed the ) ferved” cirline oo s wnfess i folls
within the set budger deseription. Emplovees and independent contractors may poy for the difference
Ire grderio fiy: on aprefe 2

i daes wot permil

ved carrier in vertain, in limited instances. However, since airfares are good
anly on the duy they are guoted gccording to aivfine policies, travelers ave vesponsibie for making
irmediote grrangements for pavmenis in thase liwmited instanges.

Expedia 101

To book travel, go 1
tittps i www.expediacorporatecomipublagent A28 &z 122873683029

o)

Rerpsraie

Ghepetn

iyt Enter your user
name {first initial
i W il B Gy o o
it PO of first name
F.cH Rart ik,
i proveeded by last
fame} and your

voksy B seqaviased
¢ oRacoelinen
aertion B s

passyeord to
login.
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Figsigoarety &
TR

e Tba

After selecting
yourfiight

specifications,
click “Search for
Flights”

AT
%

{lick “Prices From” to
display the mast cost

effective flights fisst
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TRUMP

MM IVERSETY

Bt thant | Feaseatl : :
SEERRECINNM T DT RS AcKERITNG 0I8TE £y s
i ey R Dageart 588 A IEY Jen i G AR LI g el gt

Sefect theflight of
chaica that complies
with the fowest

i JORL Reviira 5.9 % o r3zaN
Sy MEEUY sk Ak 2 Ve v REVR

. . fogistical fare.
st -
fa o k SREIBLRE T 86

Select the return
e S flight of choice that
Hs CBfEAGAY 5 5 0

complies with the

lowest logistical fara.

2R R
Yo rak. QLY
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Bauble-check flight
details before
committing to the
flight.

wxe Youh (one)
Thpjort ¥ Woary
Tennel BELLVER L
o, Sl Fir Brisduoray, TOBROR 0

&DELTA

5
Rt
2

Swieone! ('

(38!

T et § 15V Teuatoure o, Sy Bhee

SransmygCractissa iy, fed s Py Tse, I0GHATINGG. 57

it et 147 W, TR

e

HEE T

i3 pishbiio et % Trceldome
firdeeder e B

LG Y

G sl by

P

iz

Check the box that
you have accepied

the rules and

restrictions once you

have read the terms.

ren click “Continue

{5 St weith Booking.”

o

e,
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i Thoss ek rag

v Fliggh: Buse Wi £3589 b om

UGHTA RUST 38 aFPRD

AT BTLIRG VRS Sk T

~ BREDLEE R AN E AR IaED-—-
SiFla ot mn o

Lol )

s ysdnanoTneT anssoues  oelect TAprl
Neumann” from the
list of authorized
approvers i approve
the flight.

o elsen iz 2 aprovs reaunst i sen apnveed, orden
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Selectthe
appropriate category

§F Toone g gy

A Blight; Heig Yo ) fur the traveler.

Write any pertinent
information for the
approver inthe
“Comments” section.

e RO TS0 € MO 3 B
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Select the appropriate campaign code for event that
ihe Trumg U Team Member is traveling “to.” Inthe
case that the Trump U Tearm Member is not
raveling to-an event, selest the campaign code
corresponding to the event fhal the Trump U Team
Iembat is coming “from.”

Heminder: Al tickets should be booked as round
trip fickets unless the fravelsr is not returning © the
e aion g ok SISt Eit‘;f C&f origin,

i) CmAnk
R TN TR T P AR

8 &nome o Uabtenmtiy Buerstion

Select a reason cods {if applicable} as to why you
are purchasing a ficket that is cul of pelicy.

b | et e s | A
Bt L At 5 o 1 e O K S i

g
DG i,

SRR e,
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TRUMP:

W IVERSITY

i osmpans Bave ol
g

Pl T rp— -

S B and, ROE UALASTRFE T T B Ty 15 <o

e S R NPV SO R S
S S L 1k ke R0 e L5 AR &

Click “Send Approval Request” to submit the flight
for approval end bocking.

;b 17 8 S Bl evpiras hefin Sppaey i Qe we

(i J
sty on dhes Bohit

5 e {7 e i TR

Click “Yes, I'd like to reserve flight to choose a seat
and securs flight options.”

Then click “Reserve Fiight.”
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Tk pjuEY

%
m Roeg

1 ssasaei s

Check that all personal information is
correct: both phone numbers and
frequent flyar numbers when
applicahle.

{ e R et
S orod i setudang o Sats
Q.g\ v ot bRt R Y

| tidne sppiding
v! Ramey YR
|t R

o pitns P

Select the appropriate seating
praferences and chouss whether or
not you would ke to selsel your own
seals.

bte Mae Yark (RGA)
gy .

)

i iy /

& ey gt

| Lo 455

Bigtinea T ok g o i Tt

Double-check that all codes eniered
are correct and then click “Confinus.”
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TRUMP

PMEVERSITY

SRS b A fr

e maditons

Srepiof seaf
A 201

e : : i Selacl preferred seats for each flight:
TEE vy B 3 s 1. Glick on the seal of choice

] pe

&
b ponmcavana I 1 ; ‘ . 2. Click on “Select Seats for Next
Flight'
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Glick "Reruast Seats and Continue.”
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el TR AV HAY YU a0Q
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TRUMP:.

VN VT RS Y

IR 7 SEORN 13

FCrlafton, SEAINGE SRl 38en  SebxINEE

Confirm fight details ansd thien dlick
"Complete This Resevation Now,
Mo Tickebs Will e lssued”

Rt Hone

Lompdete bvokieg ol Bl

Onte travel has been aporoved, the
iraveler will receive an emall
sonfirming.

This email does not mean that the
flight has been booked; & anly
means that ithas keen appraved.

The traveler is stilf reaponsitle for
watching for his or her hooking
confirmation email,
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g

i sk 185

TR SO

Cince {ravel has been approved, the
approver will book tha tickst for the
fraveler, The bavelsr wil then
receive this email confirming the
airfine ticketing number and
confirmation code.

i the ficket is being bocked ana
cradil, the traveler will have to
moriler thelr email to ensure that the
tickat has in fact been booked, since
the approver must work vath-an
Egenciz agent fo faclitata.
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L Corporate Avis Account

Program Coordinators are responsible for renting one of the following catggories of vehicles for all
previews, The category of vehicle will be dependent upon the number of siaff scheduled on the event and
the amount of materiale in need of being transported to the event.

Avis Bules & Repulations

*Rented vehicles may only be operared by Trump University amployees (Program Coordinatorsy with
vahid driver’s Heenses.

<A1 vehicles nust be réturned to Avis with a full task of gas, which Trump U Team Members are abie to
expense with g receipt in their possession.

»Any Truoup U Team Merber that returns a reotal car without a ful] tank of gas will be responsible for all
charges incnrred for refilling the gas on-site.

«The renter 18 responsible for lookitg aver the bill af the tithe of drop-off and submitting the initialed
copy of the Avis receipt to corporate with thelr paperwork within 3 business daya of the event.

»Any vehicle rented for any other purpose than a preview event will nced priar approval from the
Uperations Manager (April Meumann).

Note: In the event thot o Program Coordingtor is unable to rent o vehicle, onother memberof the
Trurnp U Tegm moy be asked to coll Avis and rent o vebhicle in his or her steod, The reservation con be
made by colling: 800-557-8689. Thot Trump U Team Member will then email the reservation number
to gneumonn@trumpuniversity. cortin order o facilitate biflisg.
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VI EXPENSES

VE EVENT TEAM
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aA“ travel day per d;ems cla;med must be accompamed hya deta;i!ed rje‘p:r.z'rt df’%"n_i!éa};e ,traveie_id‘fr;orin‘{
Y wvww a;rtimetab[e com in ord‘_r to recetve rexmbursement ' Ao e
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Vil COMPLIANCE

1. Media Guidelines

I you are approached by a reporter:

I

o

4.

Politely inform the reporter that you are not an authorized media spokesperson. Ask for the
reporter’s name, media organization, phone number and deadline.

a.  Pull their registration card {preview only) and write “Media Contact”™ on the top.

b, Immediately email Michael Sexton, David Highbloom and April Neumann media

information including name, media affiliation and phone number.

Refer the reporter to one of our asthorized media spokesperson by giving them the appropriaie
media contact information and forward the reporter’s information to the appropriate media
agency via email as soon as possible. In addition copy Michael Sexton
{msexton@itmmpuniversity.com).
i they persist, say “I'm sorty all of vour questions can be addressed by our authorized
spokesperson.” '
Mail the reporier’s registration card to the office with their business card stapled to it, if possible,

ALL MEDIA INQUIRIES SHOULD BE REFERRED TO:

TIPS:

Fim Dowd
The Dowd Agency
444 Park Avenue South
New Yeork, NY 10016
Ph
Fx:

You don’t have to deliver what the reporter wants.

Once reporters are present it no longer matters why they arce there,

Expect to be serutinized.

Reporters are rarely on your side-and they are not sympathetic.

Never assume the conversation 1s off the record.

A Tramp University Associate or TU Independent Coniractor is not at fiberty to answer any
quesiions from a reporter. The reporter should be reterved to the proper media spokesperson.
No matter kow much confidence vou have in Trump University, you shonld not say anything.
Reporiers use hidden cameras, placing them at odd angles in order to show a candid response, and
the interviewes appears nervous and / or caught off guard.

You can only control what vou are capable of controiling.

Remember, courtesy gets vou a fong way.
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PROPERTY RIGHTS:

% Flse property rights as leverage.

e Tramp University leases a portion of the hotel’s private property; therefore, Trump University
gontrols that space.

s Tramp University reserves the right to disallow video or audio roeording during eny event. Itis
Trump University™s policy.

s A Trump University Associate or Independent Contractor does not have the right to take or hold o
teporter’s private property.

s If a probler arises, inunediately contaet the appropriate media spokesperson and / or Michael
Bexton.

+  Notify the hotel manager if the reporter insists on entering the facility.

o The hotel has the right to ask a reporter to leave the premises.

s Hotel siaff should cscert reporters 1o the exit, not a Trump University Assoetate or Independent
Contractor, )

DISTRICT ATTORNEY:

o I{a district atterney amives on the scene, contact the appropriate media spokesperson ard David
Highbloom/ April Neumann immediately.

= By law, youdo not have 1o show them any petsopal information unless they present a warrant;
howaver, you are expected to he courteous.

1L Solicttor Guidelines
+ When a solicitor attends an event {usually marked by a fairly large stack of brightly colored

tiyers) the following protocol should be followed:
1. If the solieitor is actively handing out flyers, have one of the Sales Coordinator’s wall up o
the solicitor and verbalize that we Have paid for the space obtained and that that soliciting is
not allowed.
2. Wotity the front desk, front desk mianager, and security that there are sclicitors on properiy.
(Give them a description of the solicitor,
3, Bean of fax the solicitor’s card to corporate 5o that the issue may be handled further,
4. Check the lndiss and gentleman’s restroors for flvers,
5. Check the parking lot for flyers.
6. Beep an eye on the hallway around sales tirae to diffuse any groups thal may congregate
for other purposes than discussing Trunp University products.
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111, Event Guidelines

Corporate should be notified immediately in the case that any one or a combination of the below
occurs at an event. Please note in detail and send an email immediately to
aneymann@trumpuniversity.com and dhighbloom@trampuniversity.com;

& A personal story is used by a speaker that appears 10 be nusconstrued or false.

A speaker uses a testimonial from apnother course or program that implies the suceess or value of
the TU Fast Track to Foreclosure course. This is an obvious vielation of the FIC Act.

A tegtimonial 18 used that is pot a Tromp Universily testimomal.

Pricing of courses are not accurately stated or an un-approved price diops 1§ advertised.

A shortage close 1s used, for cxample: one cannot say that there are only 17 spois left or the like.
Ag express or implied earnings claim is given or a guarantee.

Use a shortage and be fined, fired or both. No exceptions

@

e @& & @ B

IV, Tromp University Compliance Process

Al Trmmp University Scminars, Fulfiliments, Workshops, and Retreats will be recorded for
gompliance and iraining purposcs. All sessions will be recorded directly through the mixer to ensure.
the highest feasible sound quality for transcription and audibility purpeses. All Trump University
events are recorded in the following manner:

50 MINUTE PREVIEW: FAST TRACK TO FORECLOSURE: FREE ORIENTATION

«All orientation sessions given at the culmination of preview events, are to be recorded separately and
labeled appropriately. Orientation sessions must be recorded through the mixer in order to ensure
audibility for complizanee purposes. Orientation speakers must use the microphone. regardless of the
aumber of students at oricatation, Should there only be a small number of buyers in the room, adjust
volume on the mixer accordingly so that velume is not overwhelming, vet the recording will still be
routed through the mixer.

sAny 90 minute preview that is being presented by a LIT {Lecturer in Training) is (o be immediately
emaited o dhighbloom@trumpuniveristy.con, || TG -«
aneumianiE@irampuniversity.com, trccarthyf@frmmpuniversity.com via “yousendit.com” and {abeled
appropriately. (See above for standard preview recording format.} In conjunction with the recording
being ematied via “vousendit.com,” please also email the four email addresses above with a subject line
of the speaker nanice followed by the event, date, and conversion confirming that the recording has been
sent, and czn be resent in the case that it was not properly received.
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«All preview and orientation sessions will be sent Lo corporate via weww yousendit.core within 48 hours of
the culmination of the gvent, A session and fis corresponding erientation will be'chosen at random and
sent throngh the complianee process:

<ALl preview snd orientation sessions are posted on the shared server within 48 hours of the culmination
of the event so that the intermal pdtagement staff st 4D Wall Strect can ageess as nboassary.

Program Ceordinators are responsible for immediately emailing any sessions containing questionable
material with an explanation to aneumann@irumpuniversity.com and tmccaithy@trumpuniversity. com.
This refets to any material that encompasses, but 1s not necessarily hmited to the below:

*Testimomals associated with any other coyrses of programs

For eximviple: 4 specker uzes o testimontal of @ student that was theirs before they worked for
Trump Umiversity, and tmplics that ivis g TU student that has gone through the Fost Track fo
Foreclosure training.

» Guarantees Implving success will be claimed
Forexample: "I vou attend this raining, vouw will be able to muke STk within the next 60 days.”

* Price deops that are reflected meearrestly
For example: “After you walk our that door foday, the price nw this program is gning to jump
Jrom 31495 to §1995. This is an event price only.”

= Shinrtage closes
For example: " The first four of you to sign up will get this v an extra bonus ™ or "W onfy have
five spots left today for this training.”

3 DAY TRAININGS: FULFILLMENTS, WORKSHOPS & RETREATS
TOINCLUDE FAST TRACK TO FORECLOSURE TRAININGS, PROFIT FROM REAL ESTATE
WORKSHOPS, AND ALL ADVANCED TRAINING RETREATS

= A1 three day trainings are to be recorded intheir entivety. Trainings will be recorded (i two or nwoie
sections por day and labeled appropriately.

«All stalf lecturers shall be recorded separately and sessions Iabeled appropriately. Pasts are nnmbered by
the Program Coordinator so that &l recordings are in order of the actual daily bne-up. Nofe: This is

inclusive of any time Sales Coordingiors and Program Coordingtors speak. Anvthing that is spoken from
the fromt of the room muyst be recorded,

g4
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Under po circumstances should live phone calls with sellers berecorded. It is illegal 1o vecord the other
party without their consent.

appropriately.

=All recordings are to be labeled appropriately and emailed o mecarhv@tumpuniversity.com;
auenrnanniEirudpunivérsity.com, al the culmination of that particular day. Recordings will be chosen at
random and sent through the compliance process:

sAll sessions are sent. to corporaie via www.yosusenditcom and posted on the shared server within 48
hours of the cubmination of the event so that the internal management staff at 40 Wall Street can accessas
ACCOSEATY:

*Program Coordinators are responsible for immediately sending any sessions containing questionable
material with notes to imecarthy@hurnpiniversity. con ; aneumanti@irmpuniversii
any maferial that encompasses, but s nol necessarily limited to the below:

coom. This refers 1o

»Testimonials that are asseciated with any olhier courses or programs

For example: 4 speaker uses a testimoniad of a-student that wax theivs before they were with
Trump University, and implies that it is o TU student they has gone through the Trump Elite Gold
Pockage.

+ Guarantees implying success will be claimed

For example: "If you enroll in the three Jday mentoring package, vow will be able to sake 340k
on your firsi deal.”

¢ Price drops that ave reflected incorrectly

For exampler “dfter vou walk ot that doar today; the price on this pragram s going to jump
Jrom 535,995 to $48,490. This is an event price ondy.”

= Shortage closes

Forexample: “The first jour of you to sign wp will get this as an extra bonus " or " We only have

Jive spots left today for this fraining.

Recording In the Absence of 2 Program Coordinater:
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TRUMP:

N LVE RS TY

Om ogedsion, a scheduling issue may present itself where a Program Coovdinator neads to
leave an event before i is complete. In this case, 2 Sales Cocrdinator way be asked to
complete the recording process and send to corporate. The following are instructions 1o
send a recording vie www.yousendit.comy

All Trump University proviews, fulfillments, workshops, and refreats will be recorded for
compliance and training purposes. All sessions will be recorded directly irough the
mixer to ensure the highest feasibly sound quality for transcription and audibility
purposes. All recordings that are in need of being sent via email will be sent via

voww. yousendit.cony

TG CREATE AN ACCOUNT

*(3o 1o www. vousenditoom and click the “Sign Up”™ b,
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sSelsct the free account labeled “Lite™ that is m the column all the way o the night of the
browser.

R

A sndy
i sl

waer vzt

Wik by pites

evirobes

sThe below screen will populate. Enier all personal information and be sure to record your user
nams and paseword so that you can reference it each time your log ta to your You Send It
aceount. Click “Subrmit.”

S RS ERITEY
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TRUMP'
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«¥ou will get the following message, once youracceount has been created. Look for an email to
be sent to the ezl address that vou listed with facther details.

o R0

yjcsk 0 o rinsive e dniSiaihon ool wikheio o sctrotisn, by

Shncted MBS RIS

TOLOG IN AND SEND FILES
(5o to www votsendit com and chick “Log In.”

yousennit
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UNIVE

»Enter your email address and password from when vou created vour account. Click the
“Eemember my email” bution, and then click “Log In”

Yor(sERini

*Enter the email address of the persom that you are sending the recording to. The subjest line
will be the saime name that you named the recording, as per the TU Recording Procedurs. To
attach the file, click “Browse.”

.

B tnrnl s

hns
frize
Sewwd

Guenyived i, Witns
RIGEE BIpS ST
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sLocate the recording that you are looking 1orsend and double click.

«Click “Send It and wait for recording to upload. This may fake g few minutes. Yoy will
receive an email verification once the recording transter is completed.

VOISER DL

s
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YN IVERSITY

V. Disraptive Student Procedure
in the case that a student gets out of hand during class tine, a Trump U Tean Member should
immediately call April Neumans: ||| NGTczcNGEEEEGEG: i
Hi ghbloom:_ and present the ongoing problem. Upon the result of the conversation,
the team may be instructed o follow the steps below:
1. Quictly ask the student to speak with him/her outside the meeting room, taking care to keep
tones friendly as o not dismupt the remainder of the class,
2. Explain the issue to the student vuiside of the meeting room and evaluate whether or nof the
student is able v sit through the rest of the class {willingly) without disrupting the other students.
3. in the case that the student is not it to refurn to ¢lass, the team member wiil take the course
of action that hefshe was instructed to take in speaking with sither David Highbloom or April
Neumann.
4. The staff member thal dealt with the disruptive student must email a detatled report of the
ocoutence (¢ ancumana@irumpuniversity com and dhighbloom@irumpuniversity, com as seon
as possible.

V1. Road Bliguetic

As a Trump U Teamn Member, you are expected o be the “c¢réme de la créme” or sunply “the best

of the best.™ All of your actions shoudd abwavs support vour professionalism, and that you are the

best of the best. You never know who is watching, All Trump University employees, mentors,

coaches, speakers, and contractors having contact with Trump University customers {(altendees

and buvers) ave expected to act in a professional, courteous manner and avoid even the

implication of impropriety. You are ambassadors of the Trump Universily brand and are thus:

e Prohubited from using illegal drugs at any time

@ Prohibited from buying alcohol for students/clients at any time

o Prohibited from fratersizing with other employees

= Prohibited from fraternizing with clicnts

s Reguired to dress appropriately in concordance with the Tyemp University mandate

& Required o take care of your own incidentals and any additional personal charges incurred when
staying in a hotel with Trump Unmiversity

& Only suthorized to offer courses, products and services as are set forth by Tramp University and vou
may not offer any other programs or investments {0 students under any circemstance

e Required to comply with pricing established by Trump University and you may not change or modify
pricing without prior approval

s Required to atilize TU preseataticus that are approved in advance, presentations/stides are notty be
changed or modified without prior approval

«  Apecifically prohubtied from speaking with auy journalist, reporter, suthor, blogger, newspaper, or
media outlet with regards to Trump Umiversity, the Tramp Grganization or Mr., Trump

+  Specifically prohibited from compifing customer lists or data for any purpose, as client/customer
mformation is confidential and proprietary
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¢ Frohibited frem divectly or indirectly advising any clept/customer of any likelhood of success, as
Trup University makes no caming claims

v Required to aceurately present product/service offerings

= Prohibited ffom sharing a personal story oy testimonial uniess and gl appropriaie decumentation in
support has been provided to TU and the steryftestimontal has beon approved iy advance

= Prohibited directly or indirectly implying that you bave purchased and/or used TU products/services
unless that statement is frue

#  Prohibited from directly or indivectly implying that TU or Mr. Trumyp endorses any third-party offer,
investent opporiunity, ole

e 1lrped to use your common sense and business judgment to determine whether the purchase of TU
products and/or servicss ix appropriate for the particular customer

Violation of these pedicies may result; depending on the circumstance and in TU's discretion, in a fine, suspension,
probation or tepraingtion,
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