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lmmp Untversity Mission

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 our clients achieve applying what they have learned
from us 1n the real wortld.

Trump Institute

a. Lead peneration (preview seminat)
b, Wealth Building Weekend
c. Retreats

d. Coaching

e. Think Big seminars (one-day pilot)

Frosper Learmning
a. Lead generation {divect response)
b. Coaching
¢. Sales of Trump U products

Trump University 2008 1
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Live Event Product Description and Pricing

FAST TRACK TO FORFCLOSURE INVESTING: FREE ORIEMNTATION SEMINAR
{FREE: 98 min pmwmmmm Gpen to the pubim o self)
e/ Swwwomsmnen v d semninges/ (T

sy REI1 Y

sigre b

mudnrey

This 90 mifote presentation discusses the current te ends of the real estate market and ways to still make
money. Take advantage of the hot investing opportunities n
What to To Once You Have the Property
your $pecific situation

. borhoed before anypue else does.
ate, or sell inmediately? Learn what's best for

Do you rent, renav

FAST TRACK TO FORECLOSURE RETREAT

($1495, guest PREE: 3-day fulfiltment) Tocls are sold at the 3-day Tralning to assist students in
accelerating their growih and financial success. (See appendix A for Package Description and
Pricing)

This 3 day fulfillment goes in depth mto a variety of foreclosure technigues including:

e How o Find Foreclosure Opportunities in Your (Geogtaphic Area: Take advantage of the hot
investing opportunities in your neighborhood before anyoue else does

s Credit and Credit Card Repair Be in pood financial standing so you can make money at every stage
of the mrvesting process

»  Tinancing: How to benefit from specific sources of sced capital and put together your own creative
financing deals

s The Phases of Foreclosure Following the Poreclosure Clock: When to make a move and how to
capiialize atevery stage of the process

s What to Do Once You Have the Praperty: T30 you rent, tenovate, ot sell immediately? Learn what's
best for yourspecific situation

PROFIT FROM REAL ESTATE
(FREF: 3-day seminar open to buyers only) Tools are sold at the 3-day Training to assist students in
accelerating their growth and fasncial success. (See appendiz B for Package Description and Pricing)

This seminar helps TU customers expand their kneowledge of Real

state by teaching different styles and
methods for m

cing money and keeping it, regardiess of your financial sitwadon. Tnvesiing on the wels,
profiting from “v;)redcxsums and myths suftounding the cntrent real estate market revealed are just a few of
the topics covered.

BRETREATS

COMMERICAT, & MULTLFAMILY MASTER TRAINING RETREAT ($5,000: 3 day reieeats)
B/ Sevewprumpeaivesitvoom fpmduas/ produstalmiproducieodes RIRCOMMME

Learn how to determine the right market valuation of multi- family office, retall and strip-tall properiies so
that you kivew a gotd or bad d/‘al when you see it. Navigate the maze of commercial and latge property
financing to find hv{om fnanclal opportunitics Dretermine the tight market valuation of sraalti-farmily, office,
retail and stip-mall properties se that you know s good or bad deal

Trump University 2008 2
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when you see it. Write commercial leases so that tenacts actually take rthe mansgement burden away feorn
yonL (ndc. sstanid the lews and regulations regarding comaercial aod muolt-fami ]«,; prog

protect your Investments and much Hare.

so that you can

day retreats)

WEAL TH PRESERVAT iON
318 SANTPRY

RN 3 sy

f\ SFT PRO'I P("’l IONR I“"] hlﬂ AT %5 000

(F Structare your personal financial
affairs in & mannex ti* at wﬂl engure maxioum promwtmn me o 10 rmluw your overall tax Bill theough
Upermon of vour own small business and save big movey in the process. Tdendfy different rypes of lepal
entitles to protect your wealth. Reduce your uvcrall tax hill through operation of your own small bustaes

and save big money in the process. Transform previously non- deducﬁbi; expenses into fully and legally
deductible expenses for your business, significantly reducing your income taxes.

QUICK TURN REAL ESTATE PROPITS: WHOLESALE/ LEASE OPTION RETREAT ( $5.000: 3
day retreats)
boaynd S

ivconn

sarmennnive fevodunts/ peodeetaindpaduomodes PTROCETRN

This action packed tet
and how ta bul

eat bhas been designed 1o show you step-by-step how to create quick cash immediately,
16 2 latpe monthly cash flow without neing auy of your money or credit.

7

ADVANCED FORECLOSURE AWD REHAR §5000: % DAY RETREATS - TRUMP INSTTTUTE
TRAINING)

Even with the steadly stream of foreclosures cotning on the market, juiping info foveclosures i3 dangerous,
especially if you ate not experienced in this area. This retreat is for anyone who wants to make money quic
and mﬂl little to no money down by ibvesting in foreclosures, Even twusr‘q there are sorne deals out th
with amall or non-existent price tags, you hf:'ul}*' need totake thL fight precavticn b se make no mistake:
dosures comewith significant risks. The precaution is Tnowledge and real-world experience. Thds noigue
learning expesience offers both.

INVESTOR®S EDGE SOFTWARE $2,500 on Website: $2,000 ar live events)

Although there are some lucky investors who manage io achieve overnight success, those investors are few
and far between. Most successtal investors have to huld thelr wealth hx making ane profitable fuvestment
decision at 2 time. But what toals do they use to determine whether they should buy, sell, or walk FWay?
Successful investors have the edge--the ahﬂltv o access current property and industry nformation and 4
proven, stuctired method for analyzing it The Investor's Hdge Software is de»inm,d o deliver vital property
information and an orgaiized method for analysis it ane easy-to-use program,

s Make srnarter, move profitable investment decisions
= (et the latest pre-foreclosure & foreckssure listings in one gonvenient location
s Access detziled property informaton and mapping:
Up to 125 propery-related fields
—  Search victually ANY property by addiess {pmpmﬁw information/sales frecordings)
*  Use 6-step analysis wizard — so you don’t overlock cricial information

«  Receive weebly update on povernment-owied properties

Trumg University 2008 3
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After three davs of intensive training, we know that our clients ate prepared to achieve their geals. As valued
members of the Trump University commmunity, we want to make sure that our chients receive our continued
support in their endeavors, With this in mind, we have decided to offer cach chient a free Trump Preminm
Mermbership. The Tyrurap Premiom Mermbership is an exclusive progrem for members who spend at least
$1495 on a progeam. The membership is for twelve months, abd It i vakied at $9%/mo. Tt has several

Com p orents:

s Weekly Teleserninars — Hach week, a live, one-hour teleseminar will be presented by an expert. Callers

soill Be able to listen and partclpate. The topics will vary, but will be centered on sl estate, investments,

business development, roarketing, and financial planning, The day after the call, members will be able ta
access the recording on the website. The recorded calls will be stored in the aschives section, where
members will beable to listen at any time.

& Ask the Expert — This is an online question and answer forum, The Expert will answer three questions
per week from the fornm. The Expert will be a member of the Tramp U seaff.

s Formy Vault— A collection of legal forms avadlable online

s Resource Litwary — A collection of real estate and general busimess artcles

s Client Advisor —
acadety

This is someone who tkes calls from members and acts as the business equivalent of ab
. They may give advice on which courses clients should mke and how to get the moest

§ it which thiey are cupréntly enrolled. The waber far the Client Advisor is 877-508-
7867, An e-mail address for the advisor will follow and will be sent to them with thelr website log-in
information,

aut of the cour

e Continuing Edocation — We currently offer our mernbers 2 (ree 3-day continuing educanion course, Profit
From Real Estate.

&  Special Discounts/Special Frents — As they atise, merabers may be offered special pricing on some
programs and products.

The archived teleseminars, Ask the Expert function, the forms vault, and the respurce library will be housed
on a special member webpage.

Trrmp University 2008 4
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Fvent Process and Procedures

MARRETING AND RETENTION

(FREE PREMIUM GIFT for attendees: Corrently Catch the Wave CLY is cusrently offered. (O fler
is subvject to change)

Pre-Event Marketing
Maedly will begha 3 weeks peise to event.

3 Week priot to event - Divect Mail Dirop and Jor Newspaper

2 Weeks prior to event — Direct Mail Drop and/or Newspaper Diop and/or Radio

1 Week prio to event ~ Newspaper Drop and/ or Radio

Posi-Event Matketing — 4 Steps

1. Beginning on Monday following preview, outbound Welcome Call. Congratulating
Member for Signing up for training and conficrming contact info.

2. Within 24 Hours of sotbound call, email sent welcoming and taliing about TU and
Training
3. Post Card Artives (Event Coordinator hand writes at event and mails from city)

Diear(},

Ttis a pleasure to wikcasie you 5 Trugsp Usdversipy! Wedook forward 1o soeing vou at i greoming Fasz Track to Forsehswre
tratmng!

2008 ds gotng fo be amexeiting vear at Lrump Universityt Woleanee whvard!

Bt rigarib,

Trump Uriversily 2008 5
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PR ERARIES
Itineraries to be sent to team 1 week prior to event. Ce Ditector and VP, (Dee Calwell and David
Highbloom) (See Appendiz C)

PREVIEW LOGISTICS AND EQUIFMENT

Preview Team Logistics:

*  Program Coordinator will meet with hotel contact the night prior to the event to review contract and
room set up and adjust as necessary.

2 Plan to meet with all Team Members the ndght prior to the Preview,
e Asrive at the Preview hotel 2houss prior o the event,

o Hotel responsible for the basic set up. The TU Lisison will commiunicate any additional needs 1o the
hotel staff via checklist and room diagram,

s All team members must be in professionally dressed at least one-hour prior to the beginning of the
Prev

jew, Attire must abways be neat, ironed and professivual. Name badges must be worn
s No cell phones during the Previes.

s Team Members are respotsible for leaming all pares of the Preview set up process.

Preview Equipment,
Mietophone
LD Projector
Mixes
Laptops
W3 Recorder
Bemote control pointer

s Weekly Packing
o Tudividual Fvenr Cosrdinators are respansible for packing marerials-and equipment for weekly
exvent.,.
2 MP3 Recording
o Must be ernatled to Dee Cobwell and David Highbloom disectly following each event
o Must be downloaded on shared server day after event

o IMPORTANT: Al events must be tecorded for compliance. Our legal department will
petiodically review.

Trimp Univarsity 2008 B
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PREVIEW BEVENT PROCEIDRES

L Preview Set Up: Preparing the room and registeation ares priot to the Preview:

%, Registration: Greeting and registering Preview attendees as they ardve

During the Preview: Add names 1o DIV as the speaker is presenting,

Preview Close and Orientation: Signing them np and closing the salel

3.
4. Payment Guidelines
5
6

. Post Preview: Breakdows, packing and prepating for the next preview.
7. Refunds

Fart L Preview Setlp

Four Parts to the Set up Process:

1.
2.

3.
4,

Reglstration. Avea.
Back of Room.
Fromnt of Room.

Seating and Atmosphere,

1. Registration Area — should always be completed firet to alleviate distractions and confusion for eatly
Preview atrendee asivals.

Tost all signage, as appropriate.

Tron and place table banner on registration table.

Place registration cards, Shatpies, and sticky name tags under the table uniil you ave ready to start
welcotning puests.

Steategically place directional signs at polnts of entry.
Place standup banners for additienal effect.

Set up music 1 run n event room during registration.

2. Buck of Boormy

2. Retrieve all necessary paperwork for Preview from shipped boxes.
b.  Set up computer
i “Test wireless connection
. Open and stow boxss out of sight of the Preview astendees,
i, Display materials as indicated by Trump Universicy,
iv. Beneat! Lack of organization and disotder reflects poorly on Trump University and will directly
influernce attendee confidence and impacts efficlency.
v, Place sound in back of room at able. Test honse sound
Trump Universiy 2008 7
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%, Front of Boom

a. Setup all A/V equipment.
L. Test hotel provided A/V, high speed Internet (Only ar FTF and FFR).

e, Testcomputer software, presentation, sound files.
d.  Confirm projectoz/screen set up.

¢, Confirm MP3 ser up and test for recording.

£, Setup bannets and product display Gf applicable}.
g Adhere taany Speaker preferences and needs.

4. Seating and Atmosphere — The buying snvirontent is key 10 ooe success! (Use TU preview
diagram.;

o

Deaung

Theater style. - Comfortable distance from Spesker and other arsendees.

Check for Speaker preference.

Lighting — On Speaker sereen washout, varying lighting for introduction.
Sonnd

Test microphones.

Test any videos in PowerPoint presentation sounds should be clear but not overpoweriig,

No clutter! Main goal is to not let anything be a potential turnoff to a buyer or distract from
the presentation.

Watet for Speaker (confinm speaker preference)
: § : ] 2

Past 2: Registiation (All team member participate as ueeded. Raoles consist of registering, ditecting
ees to seating, building relationship with students.

1. Registration Area: Pitst imptessions are ctiticall Make sute the registration area is neat and organized.

Signage: Must be prominent and presentable.

o

Greeting Preview Attendees:
2. Goal: Weleome, find comimon ground, disarm any uncertainty, paak interest and/or “set the hook™
b. Shake hands and focus on the attendes.

. Inttoduce yourself and make friendly conversation, for example: “Helln. Thank yos for coming! Can yon
foll mag what browght you here foday?”

i Begin to profile who might be your most Lkely buyers.
it Ask”Can you give me two minutes after the preview?”
4. Ask each attendee to complete a registration card.
i At minimum 2 name and phone numbet is tequired.
. Review each card for legibility and completion. If something s missing, ask for it once.
. FEnsure each amrendee checks how they heatd about vs.
e, Provide each attendee with a name tag,
i Clarify their preference on kow fo write theit name —~ details count!

. Write first names large and clear Tor easy réading.

Tromp University 2008 &
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[nforrn each attendee when you will open the doors to begin the Preview. {check with Speaker for
preference)
g Accommodate any special tegnests,

h Ifthere are beverages available while they wait; let thern know where to locate them

Activities ro take place bafore the Speaker’s presentation:

1. Lastsong played before video shonld be the Apprentice Theme Song: Por the Love of Money by
the O'ays.

2. Play Tramp Video as inuoduction to speaker.

Activities to take place during the Spesker’s presentation:

3. Event Coordinator prepared Event Synopsis (See Appendix 1)

4. Paperwork Prepasation
a.  Enrollment Forms.

b Term & Conditions Form,

5. Prepare Welcome Folders
a. Trump Folder.

?

I3 Welcome and Logistics Letter.

& Inputing attendees in DEV

. Input all registration catds before end of preview.
4, Be efficient and accurate!

7. Observe the Audience

a. Warch for body langnage and reactions during presentadon.
b Deterinine resporsivensss 1o Speaker’s discussion.
& Look for those attendees you identified during registration as “most lkely to buy” and

determine their level of nterest.

Full payroent of $1495 must be collecred before paperwork is submutted to Trump U office after the Preview
Event. Do not accept down payments for envollment to 3-Day Training. If full payment is not receiverd
during preview event, the contract will be transferred to the inside sales department. No exceptions.

e A

Adter the Speaker completes the presentation and invites attendees to engoll, Team Members will each take
one of theee positons. Tach position i equally important to the soccess of the tearn and 2 Coordinator
needs to beproficient at ol three.

Trump University 2008
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Team Positions:

1. Behind the Table
. Worsking the Floor
. Wosking the Door

. Behind the Table - Processing payments and paperwork.

[V

fEs

a.  Welcome attendees to back table and say *Far thoue of v ready #5 gol stavted, please il ons the bivblighted
areas on the firm. Tor those of you paying by eredit card, please get your cards ont now and Ul begin fo process thes
e yoik Sopsplere yesr paberwerk.”

b, When people are filling out the enrollment forms, do not Initate conversation — be silent and don't
hover!

. If there are attendees with questions, move them away frorm the table to assist them or lucate another
Team Member to help. You do not want them to disteact the purchdsing attendees.

4. Review all Farollment Forms: for complete, legible information, including email addressed

e.  Process paymetit.

Review 3-Day Notice to Cancel (belefly}

g Review the Term & Conditions Forrm.

b, When paperwork is complete, shake hands with the attendee (who is now a student), make cye
contact, and vongratulare them on their purchase.

i Direct them to 2 seat 1o participate in the Orlentation.

3. Woddng the Ploon Cetfine out among the Preview attendees inunediately after the Spealeer closes the
= pod & y
presentaton to handle any questions and/ or objections and move people to the back of the room to
enrall.

a.  Greeting

L “Flow ean I help you get viaried today?”

Wl g dn g position finansially to swove formard toeday?”
i SIT swe bandle that seeue for o, are we ready to gt started todayd”

b. For those attendees with multiple questions or objections, say “0.é7 e take a minule to qssisé others wha
aressady to move forward vight aow, and thea Tl take av much time ai necessary to answer all your questions.. Please
hane.a seat vight over hers.”

c. When things get busy, make eye contact and 2sk for a mproent, and get another Team Membet to
assist you,

3. Working the Door - “Slow the flow” of exiting attendees, attempt to qualify and close.
Chrientation:
1. Bepins when all ensollees ats taken care of and paperwork is complated.
2. Will be condusted by Speaker,
3. Purpose:
a. &

ense of community - “You're not alonel”
b. Bulld credibility (avatlable support, training, company resources).
4. Includes following informaton:

4 Teairime Pretars i
4. Trattung Preparation.

B. Support and waining review
Trigmp University 2008 10
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¢, Review 3-day dght 1 cancel.

d. Answer any bngering questions.

Part §: Post Preview

1. Complete Paperwotk - Takes place while orientation is being presented.

4 Double check all Enrollment Forms for complete and legible information

b, Confirm any missing information with attendees prior to leaving Orientation and Preview.

2. Complete DEV Data Input {Event Coordinator with assistance from team)
a.  Are all buyers in sysfem paid in full
b.  Have guest been added?
¢. Do your manual nurnbets match the DEV numbers?
Download nos-attendees and ermail to)
Bead Schocider, David Highbloom and Dee Colwell
¢.  Email non-attendees “Take 90 minutes”™ ernal,

3. Event Coordinator completes Event Synopsis Report and sends emails. A Final Report wiil be
sent out after last event with totals.

Michael Sexton, David Highbloom, Dee Colwell, Steve Matgjek, Brad Schoeider, Josef Katz, Paul Quintal

and teatn members,

4, Event Coordinator will schedule Post Conference calls to be scheduled by Wednesday following
event. {see Appendin)

Team has 5 Days to Seve the Sale, Event Coordinator is responsible for communicating status 1o TU.

1. Cancellation tequest are sent to Event Coordinator.

2. Tvent Consdinator will set up 2 meeting time in outlook on day 5 to include team members, Dee,
Brad, Lilly H and Steve Matejek. A meeting will not take place. This will be a reminder the student
needs to be refunded if TU has not received other instructions from team.

fivent Coordinator will send to appropriate Team Member who sold ssadent and cc: all tearn
members, Dee Colwell, Brad Schineider

[#X]

FULPILIMENT ITINFRARIES
Itineraries be set up and sent to team 1 week prior to event. Ce: Director and VP. (Dee Colwell atd David
Highbloom) (Ses Appengdix C}

Trump University 2008 "
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FULFILLMENT LOGISTICS AND BEQUIPMENT

Fulfifloient Team Logistics:

o Progaam Coordinator will meet with hotel contact the night prior to the event to review contract and
root ser up and sdivst accardingly.

»  Plan to meet with all Team Members the night prior to the P

& Artive at yout meeting room min 2 hours prior to treining,

s Hotel responsible for the basic ser up. The TU Program Coordinator will communicate any additional
néeds 1o the hotel stalf via checklist and room. dingram.

s All team members must be professionally dressed. Aftive must always be neat, roned and professional.
Nasne badges must be worit,

s Mo cell phones during the Training. Event and Sales Coordinators must be in toom or conducting
consultations dusing training,

s Team Membets aze responsible for learning all patts of the Pulfillment ser up process,

Fuolfilment Equipments
Andio Visualk

Mictophone

LCD Projector

Mixer

Laptops

MP3 Recorder

Remote conwol pointer
Evene Paperwork:

Fremivun Envollment Forms
Terms and Conditicns Forms
Fulfillmient Kit
1. Folder
i, Welcome Letter
fii, A Sheet
iv. Quick Tuen Sheet
v, Wealth Management Sheet {(Asset Protection)
vi,  Corurercial Real Bstate Sheet
vil.  Advanced Trainings Sheet

Event Supplics:
“Table Banners
Standing Bannets
Drvectional Signs
Trensparencies and Markers
Registration Irems
1. Pens
i, Sharpics
ifl. Registration Cards
iy, Name Badges and Plastic Holders

Tramp University 2008 2
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v. Roster
vi. Caraera

¢ Weekdy PacKing
o Individual Event Coordinators are respons]
avesnt.

& MP3 Becording

o EHach recording must be emailed to Dee Cobwell and David Hi shbloom divectly following event.
g rg", ¢ &

for packing materials and equipment for weekly

o Must be downloaded on shared server day after event,
O IMPORTANT: Al evenrs must be recorded for compliance. Our legal department will

perlodically feview,

FULFILLMENT EVENT PROCEDURE

1L Puolfillrnent Set Up: Preparing the toom and registration atea prior o the Training,
Undize diagrara.

2. Registration: Greeting, handing ont matesials, nam ebadges and reglstering
siudents.

3. Dusing the Pulfillment PC adds names to DEV as the speaker is presenting,

4. Enrolhment and Payrment Guidélines

5. Fulfiflment Close. Signing them ap and closing the sale!

&. Fost Fullillmeny: Breakdown, packing and preparing for the next preview.

. Refunds

Pat 1: Fulfillment Set Up
Four Pasts to the Set up Processs
®  Repistiation Ares.
2  Back of Raom.
#  Front of Room.

& beating and Atmosphere.

3. Regisuation Area — should always be completed first to alleviate distractions and confusion for curly
Preview artendee arrivals.

a. Postall sighage, as approptiare.

b Iron and place table banner on registration table.

¢ Place registration cards, Roster, Sharpies, and Printed Name badges {alphabedze) on table. Have
exira name badges for walk-ins and guests nat on roster.

d. Swategically place divectional signs at points of entry,

e.  Place standup banness for additional effect.

iy

Setup mmusic to mun fn eveat room during registration.
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&  Swoategically place handouts if applicable.

4. Back of Boom

g  BRetdeve all necessary paperwork for Fulfillment frown shipped hoxe

bo Set up computer:
i Testwireless connection
i O and stow boxes cutof sight of the students,
i Display materials a5 indicated by Tramp U niversity.

iv. Beneatll Lack of organization aud disorder reflects pootly on Tramp University and will divectly
influience attendee confidence and impacts efficiency.

v. Place sound in back of rooim at table. Test house sound

4. Frout of Boosm
a. Setup all A/V equipment.
oo Test hotel provided A/V, high speed Internit for Speaker.
o Test computer: software, presentation, sound files,
d. Confirm projector/screen set up
e Confirmg M3 set up and test for recording.
£ Setup banners and product display (if applicahle)

g Adhere to any’ Speaker preferences and needs.

4. Seating and Atmosphere — The buying envirenment is key to our success! {Confirm diagrasn)
a.  Se Mtinér
i Classroom style,
i Comfortable distance from Speaker and oiher attendess,
i, Check for Speaker preference.
b, Lighting — On Spesker screen washout, varying lighting for Introduction.
e Sound

i Test micropho

i Testany videns in PowerPomnt presentation ~ sounds shiadld be clear bat not overpowering.

d. Noclurrer] Main goalis to not let anything be a potential turnoff to g buyer or distract fromm ihe
pr“scnmtion.

e Water for Speaker {conficm speaker preference)

Registration Area; Buddmv rapnor ’C"i{h students, Idenis fving buyers, Make sure the registration area is
]I &
neat and orpanived,

Signage: Must be prominent and preséntable.
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Greeting Students;

Weloome students, find common ground, disaim any uncertaintics, seart refationship buidding (Peaple buy
from whom tﬁ{,) txuvt fmd af‘br)f:m‘ hdke-!mmis and focus on the stdent. “Hals Thanks you for coming! 1t is

& Aglocach student to complete & registeation card, At minimiam 2 name and phone sumber is
requdred.
#  Review each card for legibility and complerion. If somethi ring is missing, ask forit once.

Ensure each attendee checks how they heard about us,
#  Askeach student to complete a testimonial consent form,
@ Conlirm student is on roster and paid in full.
®  Provide each attendee with 2 name badge.
#  Ditect student to get their pictuse taken a couple of steps away with 2 TU coordinator.
®  Invite students to grab a cap of coffee and confism seart time.

®  Accorumodate a any special requesis.

Bast 2 Durlng the Pulfifoment. All team members must be in room unless meeting with stadents,
Aetivities to take place during the Speakers presentation:

Event Coordinator Prepares Event Synopsis for Day One. {See Appendix B)

Event Coordinaror must email Brad Schneider with no shows by noon on Dy Qoe.

One-on-One Consultations
& Setup round tables outside for Sales Coardinators to condnet consultations during training.
Consultations take place on Day Two and Three. A speaker may ask for Day One
consuitation. Check for preference.

Paperwork Preparation
#  Enrollmént Forms and Term & Conditions Form fior sale.
®  Any handout that i applicable for raining.
®  Prepare packapes for sale.

Inputting attendees in DEV

e PCOwill Input all registration cards and confirm aceuracy of information in system. (team
member will assist when needed)

# D30 you Have email, phone ete. If iterns are missing, get with student during break and ask
for correct information.

Observe the Audience
®  Watch for body language and reactions during presentation.
#  Determine responsiveness to Speaker’s discussion.

®  Look for those students you idemtified dusing registeation and conversations as “most likely
to buy” and determine their level of interest.

Mingling with Students

& Do aot stay behind table before and afrer tralaing. (et to know the students. This is the

time to huild rela Honships and find cut about your studenits goals and expectadons. Thisis

.,,)
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the tme you will gather information in order to strategically plan your action steps with your
tewm fuembers 1o reach buyers.
Surveys
e DHstribute surveys on Day 3 to all attendees and direct them 1o retugn the completed survey
1o TU Program Cootdinatoron hreak.

Down payments

You must eollect 25% - 50% down payment from buyers. Cleatly werite down when payment will be
collected on the enrolliment form and whe will be valling/ collecting, Your Event Coordinator will distribute
list at end of training to all team members, The Coardinator whio sold the snident is responsible for
collecting payments.

Pesdinga
A pending is Contact completed ar the fisining everi bnt zero dellars have been collécted.
E: & }3

Contract must be competed and revained to TU office. Teamn has 10 working days to collect payment.
Once payment is collected, the coordinator will call their T event coordinator with payment information.
After 10 days, the contract will be distibuted to cur inside sales team,

Part 5 Fulflment Close {make sure faptop s set up to run sales)

ASSUME THE SALEM After the Speaker comnletes the sales ¢ resentation and mvites attendees to purchase
>y . 1 p P Pl
package, Téatm Metnbers will each take speak 10 students to enroll studenss and close the sale.

Pary 6 Post Pulfillment
1 Complete Paperwork - Takes place duting training.
a. Ddouble cheek all Ensollment Porms for complete and legible information
b Confirm any missing information with atendees prior to leaving.
2. Complere DEV Data Input
a Are all buyers in system paid i Fall
b, Do your menual numbers match the DEV numbers?
3. Complete Event Synopsis Reposrt (Appendix F} Workhook and send emails. A Final Report will
be sent out after event with totals.
2. Michael Bexton, David Highbloom, Dee Colwell, Steve Matejels, Brad Schneider, Josef
Katz, Panl Quuintal, Speaker and Team Members.
4. Pewnddings
a. Fending Enrollment Forms must he complete.
b, Coenfirm who will follow up.
¢ Original copy must be turned into Folder in Fveat Office on day after event
5. Pack Materials for Shipping

Day Oneand Two of T sining:

Pack laprops, projector and MP3 at end of day and take to room,
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Ensure room is locked by security and wait to confitm at end of day.
Last Day: FedEyx to nest event or Global.

Pack all materials the way you found them, or neater.

Team Membess are tesponsible for any equipment left 2t hotel,
6. Sugveys
Prageam coordinator veill cotopile survey analysis fiom complered surveys and disteibure vin etail o

Michael Sexron, David Highbloom, Dee Calwell, Steven Matejek, Paul Quintal, Brad Schneider,

Josef Katy, and speaker and sales coordinators for that pagticu

Learn bas 5 Days to Save the Sale. Prent Cootdinator is respotstble for communicating status to TU.

1. Cancellation request ate seqt to Event Coordinatar,

P

Exvent Coordinator will set up am eeting time In cudook on day 5 to include team members, Dee,
Brad, Lilly H and Steve Matejek. A meeting will not take place. This will be 4 reminder the studeat
needs 1o be refunded i TU has not recetved other Instructons from teart.

3. Bvent Coordinator will send to appropriate Team Member who sold student and cor all team
mernbets, Dee Cobwell, Brad Schoeider
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Paperwork and Warrantees
ENEOLLMENT FOBRM

Raorollment Forrn — Individual completing enrollment form will attend the fulfillment you are selling
at that Preview. (See Appendix )

COLLTCT 50% DOWH PAYMENT. MUST COLLECT MINIMUM 25% DOWNPAYMENT
WARRADITEES

1. 3-Tray Right w Cancel {Appendix F~located on the back of corcliment form)
Required by government fm all pmﬁuch and-gives the buyet, regardless of product warranty, 3
business de
which vares by pmdt.z-c ( I'iolidays ocx;;ufring during the week are not considered business days.

a. 3 Bustsess Dhays Parameters:
i Monday = Thussday
i Tuesday = Fr:iday
iii. Wednesday = the following Monday
b, 3-Day Right to uamel form MUST be ccmnpltred and sttached o the enrollment form, and
the terms of the warranty verbalized to cach buyer. (the Speaker might also do so from the
front of the room)
i Buyer’s name must be printed in the space provided.

TERMS & CONDITIONS

Terms and Conditiens — Individoal completing terns aud conditons ackbowledge programs are
provided for trainitig and educatonal purpases only. All buyers must complere. (See Appendix (3}

Tvpes of Payments:

1. Credit Card

2. Visa, Ames, Discover and MasterCard.

b. Processed online ar time of purchase.

c. oliuxwxb » information mst be documented on the ensollment form whete indicated:

i Dlatne on credit card.
d. Pirst 6 digits and last 4 digits of acopunt number (do not document entire numbet)
it Credit Card expiration date.
i V Code™ (last three digits on back of credit card, for Amex will appear on front of
card ahove account number).

For accepiing checks:
Must docwment paver’s driver’s license number on check.
i, Check must be payable to TU
. Fnsure check date Is today’s and is signed.
% Cash
a.  {Count cash in front of envollee and another team member.
b, Pravide a completed cash receipt copy to the enrclles and attach a copy to the Enroliment
Form.
o Immediately place cash in an envelope with the following:
L Imside: copy of cash receipr
il Om the envelope: Hvenrcode and buyer’s name.
b. Cashis NEVER sent FedBx! It must be hand delivered o A coovLng,

4, Can aceept multiple forms of pavment for 4 single purchase - for example, muliiple credit
cards or cvedit card and check.
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Expenses and Travel

Travel to Previews and Fulfillment Events

Al corporate travel will be scheduled by Trump University Travel Coordinator, Brian Hedenberg
{bhedenberg@trampuniversity.com.) Each traveler will be provided a travel itinerary via email. The
tinerary contains all airfars information. This itinerary 1o be printed and carried with the traveler at all
Hmes.

Booking Airline Travel

AN Travel réquestmust be sent via email to Brian Hedenberg (igyvaliainmmy . Brian will
begin booking flights upon receiving schedule; therefore, if you have special request, please let Brian
know immediately, Travelers are encouraged to send flight specifications and Trump University will
book your designated flight following Trump travel cost guidelines. Ideally all travel should be booked
nw laterthan 21 days in advance 1o secure the best possible pricing for airfare and availability of flights.
Since there is Hite flexibility with regards to depariure and returp dates and rimes, the more advanoes
purchases will allow for the purchase of flights that fit everyane’s needs and the company’s budget.
Please complete the attached Trump Travel Request Form and submit to Brian.

Tromp University will email flight information to the Event Coordinator 5o that he or she is aware of
travel details. Bach traveler is responsible to confirm travel arrangemsnts bave been scheduled he or
she has niot rsesived flight information 2 weeks prior to their event. Email Brian Hedenherg for
confirmation.

Current company policy is that any airfare that is under $400 does not require approval. When airfare
costs are over 5400, the available options and pricing will be submitted via email to the Director of
Operations for review and final approval of cost. Company policy does not permit the use of “preferred”
airlines carriers unless they fall under the $400 set budget and ave no more expensive than the most
affordable carrier for that particular trip. Employees and independent contractors may pay for the
differense in order to fly on a preferred carrier in certain, Hmited instances. However, since airfares are
good only on the day they are quoted according to airline policies, auyone traveling is responsible to
make immediate arrangements for payments in those Himited instances.

Booking Hotel Avcommadations

Hotel Sleeping rooins will be booked by Tramp University. Confirmation numbers will be sent to the
Program Covrdinator and included on the weekly itinerary. All hotel rooms will be paid for via

“ suthorization for Payvrent™ form that will be provided to the front desk and the sales department of each
hotel, The hote] will be instructed to pay for hotel overnight room and tax and parking charges ONLY for
all company stall und speakers. Any special sircumstances that would require the authorization of
additional items to be placed on the corporate card must have Director’s approval.

Fulfiliment event hotel accomimodations will be booked at (he event lovation for the entire stay. Preview
events will be bocked according 1o the following parameters, The stafl and speaker will stay two nights
i the et event location and the final nighis at the last hotel.
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Booking Rental Cars

Rentai cars will be reserved by the designated Trunin Univers ity Representative. Rental cars cannot be
paid for with an “Authorization for Payment” due to car rental company policies. Program Coordinators
will book the car rental through the use of a corporate direct bill account. All rental cars must be returmed
full of gas. The car driver is responsible to requesting any special needs upon pick up of the vehicle,

Travel Profiles

Travel Profiles are required for ali company staff and independent contractors that must travel as part of

their attendance at company events or company meetings. Trump University will use this profile to book
travel. We will not include hotel membership accounts in the travel itinerary nor will credit be given for
overnight sccommodations when onsite according to company policy.

Company policy does not permit speakers and/or road crew o make chan ges to travel that has already
been purchased and approved without the prior permission of the Trave! coordinator.

The Program Coordinator is responsible for securing copies of all overgight accommodation invoices and
rental car receipts, The Program Coordinator is also responsible for obtaining a copy of cach day’s
BEC’s and signing off on the daily charges,

Contact Information

Trump University

Travel Coordinator;

Brian’s Direct Number:

After Hour Emergency Number:

Menday thru Friday 9pm to 6pm (EST)
Brian Hedenberg fravel@inanpunis CrAITY coen

Airline Information
Web check=in

Air'fran WAL Y 800-247-8726
A Plus Rewards 38E-327-5878
Alaskan Airlines wavwealadksaicom Y 800-252-7522
Mileage Plan 80D-622-2680
Americs West WENANEEARELIOn Y #00-327-7810
Fiight Fund $00-247-5691
American Aitlines : Y B800-433-7300
AAdvantage 800-882-8480
ATA Y R(0-435-9282
British Alrways Y B0-247-9297
Contmental Adlines Y 800-523.3273
One Pass T13-932-1630
Dielta Adrlines Y 800-221-1212
Sky Miles 806-323-2323
Medallion &00-325-6330
Fronter Adelines Y 8004321354
Farly Returns 300-263-275%
JeRiue nthbag Y 800-338-2583%
TrueBlae
Northwest Arlines s Y 800-225-2525
World Perlcs 806-447-3757
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Song
Southwest Aines

Rapid Rewards
Spirit Adtlines

Spieit Plus
Thomas Cock

Miles & More
United Adrlines

Mileage Flus

Ted

TedClub
U5 Aurways

Drividend Miles

Wirgin Atdantic Afrways Y

QUICK TIPS FOR ATRLINE PASSENGERS/PACKING BEQUIREMENTS

Passengers may bring to the checkpoint

i atiren

B00-359-7604
BOO-435-9792
800-445-5764
BOO-772-7117
B88-435-9722
800-524-0975
800-581-6400
RO0-864-8331
B800-421-4655
800-225-5823
800-421-4655
B00-428-4322
336-661-8390
S0-862-8621
306-365-9500

¢« Travelsize wiletries (3 ounces or less) that fit comfortably in ONE quart-size, clear

plastic, zip-top bag.

e Prescription liquid medications, baby formula and diabetic glucose treatments in excess
of 5 ounces if these items are declared o Transportation Security Officers at the securiry

checkpoint.

And beyond the checkpoing

= Beverages and other items purchased in the secure boarding area may be brought onto

the aircraft.
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OBIECTIVE: To provide specific guidelines and processes {o handle media inguiries.

If you are approached by a reporter (at a preview):
. 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 Highbloorn and Dee Colwell media
information including name, media affiliation and number.
Give Registration Card to Michael Sexton upon arrival to the office.
Refer the reporter to one of our authorized media spokesperson by giving them the
appropriate media contact information and forward the reporter’s information to the
appropriate media ageney via email as soon as possible. In addition copy Michael Sexton
(msexon@tumpuniversity.com) and your manager,
4. If they persist, sav “I’'m sorry all of your questions can be addressed by ouwr authorized
spokesperson.”
Immediately puil the related preview card and identify with notes if alveady entered into
the database.

b

.L,‘J

L

ALL MEDIA INQUIRIES SHOULD BE REFERRED TO:

Jim Bowd
The Dowd Agency
444 Park Avenue South
New Yark, NY 10016

Fx:

TIPS:

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

Once reporiers are present it no longer matters why they are there.

Expect to be sentinized.

Reporters are rarely on vour side and they are not sympathetic.

Never gssume the conversation 15 off the record.

A Trump University Associate or TU Independent Contractor is not at liberty to
amswer any guestions from a reporter. The reporter should be referred to the
proper media spokesperson.

No maiter how much confidence you have in Trump University, vou should not say
anything,

Reporters use hidden cameras, placing them at odd angles in order to show a candid
response, and the mterviewee appears nervous and / or caught off guard.

You can only control what you are capable of controlling.

Remember, courtesy gets you a long way,

YVYYYY

YooY

vV
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PROPERTY RIGHTS:
# Use property rights as leverage.
»  Trump University leases a portion of the hotel’s private property; therefore, Trump
University controls that space.
Trumplniversity reserves the right to disallow video or audio recording during any
event. It iz Trump University’s policy.
¥ A Trump University Associate or Independent Contractor does not have the right to take
or hold a reporter’s private property.
» Ifaproblem arises, immediately contact the appropriate media spokesperson and / or
Michael Sexton.
Notify the hotel manager if the reporter insists on entering the facility.
The hotel bas the right to ask a reporter to leave the premises.
Hotel staff should escort reporters to the exit, not 2 Trump University Associate or
Independent Contractor,

A%

L a4

DISTRICT ATTORNEY:
» I adistrict attorney arrives on the scene, contact the appropriate media spokesperson and
Michael Sexton immediately,
» By law, you do ot have to show them any personal information unless they present a
warrant; however, you are expecied to be courtzous.

PHONE CALLS:
# If you are unsure if the caller 18 a reporter, make sure to ask specific questions re garding
the location of the preview or fulfillment, the trainers name and the names of the Fvent
Coordinators and Sales Coordinators.
& I it becomes difficult i end the phone conversation, say you are late for a me eting and
take down the reporter’s information. Immediately pass the information on to the
appropriate media spokesperson.,
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Compliance Rules

TRUMP UNIVERSITY SPEAKER AND ROAD CREW COMPLIANCE RIULER
Revised Decembey 19, 2007

e All personal stories used by Speakers must be documented with clositig statements or other
proof in advance of use.

& Testimonials from other courses or programs ate not in terchangeable and cannot be used o
imply the success or value of the TU foreclosare course. This is an pbvious violation of the
IC Act,

& All restimnonials must be from TU and have documentary proof
*  All tesutnonials must be accurately portrayed and not misstated
#  Pricing of courses must be accutarely stated and price drops must be approved in advance.

#  Shortage closes are prohibited. You cannot say that there are only 17 spots left or the like.
Use a shortage and be fined, fired or both.

¢ Noexptess ot nnplied eariings claims or guarantees. No exceptions
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